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Email is great. Easy, fast commu-
nication. But, it takes time and

that darn inbox can get huge. You
spend way too much time looking for
an email. Or, you lost a critical email
in your over-stuffed inbox. 

October was very busy for me. My
inbox got up to over 120 emails! I
lost several very important emails
that were there. I was very stressed
out. Then I remembered about the
Inbox Zero tips I wrote about in the
past. Of course, I had forgotten most
of the tips. 

I set aside about two hours and got
it straightened out. I set up lots of
automatic filtering so that many mes-
sages never went to my inbox. I also
cleaned up some folders. I committed
to cleaning up my inbox when I first
start working in the morning. Did not
take very long to do.   

Do not be a slave to your emails!!!
I don't receive many phone calls in

my office any more (except from
telemarketers). Most of my business
communication is by email, including
appraisal inquiries and orders. I also
belong to many chat groups and
email discussion groups and get the
messages by email as I seem to for-
get to log onto the web sites.

Very good tips: Turn off visual and
audible email notifications - very dis-

tracting. Keep your inbox relatively
small. Use search to find what you
need.

One of my favorite quotes (from
Brett McKay) " When email was cre-
ated, it was meant to streamline our
communication and make it more
efficient. And it still can, but more
often than not it morphs into a time-
devouring, stress-inducing, legacy-
work destroying monster. How can
we vanquish the mighty beast that
lurks in our inboxes and let peace
once more reign throughout the
land?"

How I use email
I have been using email since the

early 1990s, starting with
Compuserve. I then moved to Eudora
and have been using Thunderbird
since it started in December 2004. I
have never used Outlook as I don't
like Microsoft products and it is sorta
klunky. 

I use folders and filters to keep
close track of all my business com-
munications. I have over 100 email
folders and almost 100 automatic fil-

ters (never goes to inbox). 
You will probably have far fewer

filters and folders. Warning: some-
times an email gets accidentally sent
to a folder, evan though I wanted to
keep it in the inbox. 

I prefer email to phone calls as it
faster, with less writing time and no
chit-chat.

There are some who advocate hav-
ing only a few folders, such as
archive, reference, to-do, etc. and use
search to find what you need. That
may work for you.

Multiple email accounts
Gmail is very easy to set up a new

email account. They are particularly
good for a web site that requires an
email address, but you don't want to
get a lot of ads. 

Having separate business and per-
sonal email accounts is a very good
idea. 

www.appraisaltoday.com
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Using Gmail to manage your non-
Gmail email accounts

About 6 years ago I started using
gmail to allow me to easily access
my company email accounts on any
of my computers. 

My email goes first to my ISP, then
to gmail, then to my desktop comput-
ers. 

I dislike the gmail web interface as
it is more difficult to do filters and
folders than Thunderbird. But, I real-
ly like using it as a "cloud" account
with all the emails from my email
accounts. I can easily access all my
email accounts on any device,
ann@appraisaltoday.com,
annorourke@appraisaltoday.com and
info@appraisaltoday.com.

Before I started using gmail, my
emails would be downloaded on only
one computer. I worried a lot about
getting my emails back if the com-
puter crashed. This is no longer a
concern.

I had my local computer company
set it up for me.  Using filters
("Rules") and folders can save you
from going crazy!!

Some emails, such as Amazon
notices on purchases, get filtered to a
special purchases folder.

Personal vs. business email - how I
use filters and folders

Set up a special email address for
client communications. I had never
heard this suggestion before, but it is
a good one, especially if you don't
like to use filters and folders.

My primary uses of email are per-
sonal, music, appraisals, and newslet-
ter info.

Most of my appraisal clients are
"one time" so I don't filter them or
have folders set up for them. If I had
more clients, I would set up folders
for repeat clients and possibly filters.

I have a personal folder with subfold-
ers. Some of the messages are fil-
tered, such as info and news for a
magazine or Amazon orders I have
placed. I have several music folders.

My emails are mostly info and
links for my appraiser newsletters so
I can keep up on what appraisers are
chatting about and news sources.

Keeping track of your appraisal
orders

You could set up a folder for each
of your clients with subfolders for
requirements, current orders, com-
pleted orders, etc. Some AMCs tend
to send a lot of emails, so keeping
track of what email goes with what
order can be tricky.

You can also use filters.
I don't get many client emails so I

put them all in one folder and sort by
client name to find them. I also have
a lot of "old emails" as a subfolder. I
set up "old" subfolders for most of
my folders and move the older emails
there. 

How many emails should you save?
Now that storage is almost unlimit-

ed, I keep most of my emails, unless
I know I will never need them, such
as advertisements.

Using search
I regularly use search to find an

email or an email thread, even though
I heavily use filters and folders.

I search by name, something in the
subject line or inbox, etc. I also use
Gmail online, which saves everything
until I delete it.

"Lost" emails happens to me about
once a week. I forget what folder I
put it in (use search), goes to spam
(check it at least once a week) or I
accidentally deleted it (check trash at
least once a week). 

Gmail.com can really help, if you
use gmail

Make time to regularly clean up
your inbox

How much time do you spend
looking through your inbox for an
email? I try to keep mine cleaned up,
but still use up time doing this.

I am now doing it every day in the
morning. 

Inbox Zero
Some people are obsessed with

having nothing in their inbox (Inbox
Zero). Others just let it build up. I
like to keep it down to 10-15 mes-
sages.

Here are a few tips:
• Sort and delete ads, etc.
• Move quickly. Reply immediately
whenever possible. If not, send a
quick reply stating when you will
reply in full later.
• Delete or put in a folder any mes-
sages that do not require a response.
• Don't let important emails sit in
your inbox for days. Respond within
48 hours. Best to reply to the sender
as soon as you've read his or her mes-
sage.
• Unsubscribe from promotional
emails or other emails you seldom, if
ever read, such as emails from an
alumni association. Search for
"unsubscribe" in the email body to
find them.
• Delete. Delete. Delete.
• If you prefer, mark messages as
Unread that you may want to read
later.

mailto:ann@appraisaltoday.com
mailto:annorourke@appraisaltoday.com
mailto:info@appraisaltoday.com
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How often to check your email
Do you automatically check your

email when you hear an audible
sound on your computer or phone
while trying to write up appraisals?
Very Bad Idea as it greatly reduces
your productivity. You have to some-
how start again every time you are
interrupted. This results in mistakes
and taking longer to write up your
appraisals.

Some email gurus advise only
checking it every hour or so and
turning off all alerts. That is what I
do. They also advise not checking
email on your phone as it is very dis-
tracting.

You can set your email software to
"receive" messages only at certain
times, so that you're not distracted. If
you can't do this, at least make sure
that you turn off audible and visual
alerts.

Tips on using email on your cell 
phone or mobile device

See more phone tips below.   
Driving time is a big time waster

for appraisers. Have your phone read
your emails to you, by using an app.
You can reply when not driving or
when you get back to your office.

If you have a newer "smart" auto,
it can connect your phone to text or
emails and read them to you while
driving. You can also reply by speak-
ing. 

Don't get too many email messages
on your phone, with a very small
screen. Set up filters on your email
software on your computer so that
you don't receive messages such as
appraisal or personal blogs, purchas-
es and deliveries, etc. 

Your goal is to open your email on
your mobile device and only see the
current, relevant messages that actu-
ally require a response by you.

For messages that need a long
reply, set up "action" folders, such as
urgent or followup on your phone so
you can reply on your office comput-
er.

Set up a mobile signature for your
phone to let people know you are
replying from a phone and if dictat-
ing your response, may have typos,
such as Please excuse any typos. This
is a quick mobile response.

Be sure that the emails and replies
on your phone are also downloaded
to your computer. Of course, that
means there are sometimes multiple
reading of the same message.

What about excessive emails from
clients?

This is called Client Micro-
Management.

I have a friend who maintains key
kiosks, where you can make your
own keys. She is on the road almost
all the time. Her boss sometimes
sends her 100 emails a days. If she
does not reply she gets into trouble.

What are the emails about? She
needs to follow up when she gets at a
kiosk, what she is doing, etc. Plus
lots of CCs from the company that
she must read and reply to. It is very
stressful and makes it hard to com-
plete her work as she spends so much
time on email.

Fortunately, fee appraisers are not
employees. We choose who we work
for. Do not do this. You are not being
paid to do this. You are an appraiser,
not an employee. Drop the client. 
Most appraisers are very busy. AMCs
are desperate for appraisers who will
work for them, so they look better to
their lender clients and can say "We
have XX thousand appraisers on our
fee panel."

Maybe you think it is not too bad
and otherwise the client is okay.
Consider these questions. What is
your tolerance level for micro man-
agement? How much production time
do you lose? Does it make you
stressed out?

Turn off automatic email notifica-
tions. Check your email at intervals,
such as every two hours.

Reading email
Setting aside certain times of the

day to check your email can help
avoid multi-tasking, which is ineffi-
cient.

The "Two Minute Rule" (a concept
from David Allen, the author of
Getting Things Done) may work. "If
the email will take less than two min-
utes to read and reply to, then take
care of it right now, even if it's not a
high priority. The idea behind this is
that if it takes less than two minutes
to action, it takes longer to read and
then store the task away 'to do later'
than it would to just take care of the
task now."

You can indicate to do later by
using a star or another indicator
available in your inbox.

Managing emails sent to spam that
you wanted to read

Email is not a very good communi-
cation method for many reasons, as
compared with phone or postal mail.
The main reason is spam filters. 

We have always had many, many
problems with subscribers not receiv-
ing our monthly email notifications
of this paid email newsletter, since
we went all digital in 2008. Of
course, there are always those darn
emails lost in a huge inbox or some-
how filtered to the wrong folder.

Gmail can be "trained" on spam,
but it can take quite a while. Gmail
keeps spam for 30 days. Sometimes I
forget to check it and lose emails that
I wanted to keep. Check your spam
folder on your computer. See if you
can "whitelist" certain email address-
es.



How to tell you're an Email junkie
Appraiser Humor
1. You wake up at 3 am to go to the
bathroom and stop to check your e-
mail on the way back to bed.
2. You name your children Windows,
Outlook, and Word.
3. You turn off your wireless and get
this awful empty feeling as if you just
pulled the plug on a loved one.
4. You spend half of the plane trip
with your laptop on your lap… and
your child in the overhead compart-
ment.
5. You decide to stay in college for an
additional year or two, just for the
free Internet access.
6. You laugh at people with no broad-
band. Yes, there are many!!
7. You start using smileys in your
snail mail.
8. You find yourself typing "com"
after every period when using a word
processor.com
9. You refer to going to the bathroom
as downloading.
10. You can't contact your mother…
she doesn't have wireless.
11. You check your mail. It says, "no
new messages." So you check it
again.
12. You don't know what gender three
of your closest friends are because
they have neutral screen names, and
you never bothered to ask.
13. You move into a new house and
decide to upgrade your wireless
immediately.
14. You tell the cab driver you live at
"http://1000.edison.garden/house/bric
k.html"
15. You start tilting your head side-
ways to smile.
16. After reading this message, you
immediately E-mail it to a friend.

For lots more humor, go to my
Appraiser Humor page at
www.appraisaltoday.com/humor/
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Ever realized you should have not
sent an email?

In the early 1980s, when I was a
corporate real estate manager for a
biotech company, we used intra-com-
pany email.

I will never forget when one of the
vice presidents accidentally sent a
somewhat derogatory email to every-
one in the company. She was fired.
Ever since then, I have tried to be
very careful.

There was no saving of draft
emails back then. But, she could
have put it in a word processing doc-
ument and sent it later.

Ever wanted to "recall" an email?
If it is a long email or I am not

sure what I want to say, I usually
save a draft and then send the email
later.

Ever used CC instead of Bcc (blind
cc)?

I try to be very careful with this,
but have messed up a few times.
Very embarrassing.

Save a draft or check it before
sending it.

Always, always, always take a little
time before hitting the reply button

Have you ever:
- Hit "reply all" instead of reply?
Who hasn't?
- Used email auto fill when selecting
the recipient, but somehow sent to
someone else with the same first or
last name?

Advice from Merlin Mann, the
creator of the term Inbox Zero

In essence, Inbox Zero is a basic
filing system where you treat your
inbox like a to-do list, with each
email representing a specific task
resulting in an organized, empty
inbox. 

The way Mann describes it is
delete, delegate, respond, defer and
do. I'm sure there's different ways to
interpret this, but my take is this:
1. Read through new email subject
lines and quickly determine what's
important.
2. Address important messages
immediately and then move them
from the inbox to a specific folder
you've created for that
client/project/subject matter.
3. Move all other less-important
email to specific folder for reading
later.
4. Toss junk mail or anything with a
less than 60% chance of you revisit-
ing.
5. Keep only unread messages in
your inbox - and only temporarily.

The list above was from 
inboxzero.com. Unfortunately that
web site is no longer available. But,
when you google inbox zero there are
lots of links. Amazon has inbox zero
books, including on Kindle. 

Where to get more information
Try google. I did not put all the

advice I read in this article.

http://1000.edison.garden/house/brick.html
http://1000.edison.garden/house/brick.html
http://www.appraisaltoday.com/humor/
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By Tim Andersen, MAI

Editor's comments: Tim is definitely
an expert on USPAP. He writes,
teaches and does a podcast on
USPAP. He wants to help appraisers
understand it and how to keep out of
trouble with state appraisal boards. 

This article is a bit complex, but
worth reading. It may keep you out
of trouble. State boards look at
USPAP violations, not values. 

Tim advises appraisers on how to
keep their appraisals USPAP compli-
ant and what to do when the state
board contacts you. 

2020-2021 USPAP's Standard Rule
2-3 makes this affirmative statement:
"I certify to the best of my knowl-
edge and belief the statements of fact
in this report are true and correct"
(ibid - italics added). 

USPAP does not elaborate on what
"…statements of fact…" are. So,
whatever they are, according to
USPAP, they must be true, and they
must be correct.

What's the difference between true
and correct in a USPAP/Market
Value context? 

Example: If the recorded deed
shows a $100,000 purchase price,
then it is "true" that was the sales
price. 

However, if to facilitate that pur-
chase price, the seller took back a
100% purchase-money first mort-
gage at 1% per year, amortized
monthly over 50-years, then it is not
cash equivalent. 

Therefore, while it is "true" the
sales price was $100,000, it is not
"correct" the market value was
$100,000. 

Those are not the terms the market
would require for purchase of the
property. The market would want the
money faster than 50-years and at a
lot more interest. That cash flow is
$212-ish/month.

Use a holding period of 20 years at
4% interest. The Present Value is
about $35,000. Financing must be
cash equivalent to meet the definition
of market value [as well as SR1-
2(c)(iv)]. 

The "correct" price, for appraisal
purposes, is $35,000-ish, not $100K. 

Due diligence
Then, in the Comment to SR13-(a),

USPAP makes it clear that an
"…appraiser must avoid making an
unsupported assumption or
premise…" (ibid). 

What this means is that the apprais-
er must engage in the proper due dili-
gence. Why? It is via due diligence
(aka due care) that the appraiser (1)
confirms data such as zoning and (2)
verifies comparable sales data. 

When the appraiser chooses to
engage in it, this due diligence
process is how the appraiser deter-
mines whether a statement of fact is
both true and correct.

What is a statement of fact?
Yet, we still have the issue of what

exactly constitutes a statement of fact.
Without a viable definition, is the
appraiser even responsible for such a
determination? 

The answer to that is a resounding
yes! USPAP does not define the term,
yet, for good or ill, it lays the charge
to include only true and correct state-
ments of fact in the appraisal report
directly at our feet. 

Given the general requirements of
USPAP, once we choose to accept an
assignment, simultaneously, we decide
to accept that responsibility of due
diligence and its beneficial results (or
detrimental absence). 

Thus, proper due diligence is not
something we can avoid. We cannot
design the Scope of Work, either, to
obviate its requirements. We are
bound by USPAP to comply with it.

What statement of facts are not
So, before we get into what state-

ments of fact are, let's get into some
details about what statements of fact
are not:

1. Your opinion of value is not a
statement of fact. It is just that: an
opinion. It did not exist before you
synthesized it from the data and
analyses resulting from your due dili-
gence. Thus, your opinion of value is
not a statement of fact;

2. The same is correct about your
highest and best use conclusions.
Those conclusions result from your
analyses of the market and the sub-
ject's specific position in that market.
Further, which highest and best use of
both the vacant site and the improved
site is changeable over time. 

They are not fluid in that they
change slowly. But they do change.
Given this lack of fixity, your opin-
ions of the highest and best use are
opinions to be formed, not facts to be
found.

3. What you conclude to be factors
of functional and/or external obsoles-
cence are opinions you form based on
the market's acceptance of the subject
property in that market. 

Since markets are changeable, even
fluid, these conclusions can change
literally with a one-half percentage
point change in interest rates. 

What is True and Correct per USPAP? 
Why Is It Important?
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1. It may be even more critical
since the appraiser gets to visit the
subject (usually, anyway). 

2. An appraiser rarely has the
opportunity to visit and inspect a
comparable sale (other than from the
outside and/or from MLS photos)

Therefore, the concept of state-
ments of fact must be true and cor-
rect when it comes to comparable
sales, the same as is as true as it is
for the subject.

Relevant characteristics
When it comes to relevant charac-

teristics, USPAP defines these as
"…features that may affect a proper-
ty's value or marketability such as
legal, economic, or physical charac-
teristics" (ibid - italics added). 

Given that physical characteristics
are a component of the more general
relevant characteristics, it is safe to
conclude the subject's relevant char-
acteristics too, are statements of fact.

By extension, this is correct for the
relevant characteristics of the compa-
rable sales, rentals, costs, and so
forth.

Physical characteristic example:
GLA

Let's consider that very trouble-
some physical characteristic of size,
as in gross living area (GLA). It is
likely that if you were to hire (1) an
architect, (2) a general contractor, (3)
an engineer, and (4) another appraiser
to measure the subject's GLA, you'd
get four different measurements. 

It is also likely these would have
nothing to do with (5) the GLA the
county assessor or county property
appraiser uses. 

So, since GLA is a physical charac-
teristic which, by definition, is
"…measurable as a matter of fact…",
which one of these would you use?
More importantly, why would you
use (only) that one? 

The jury is still out on whether
physical depreciation (i.e., the fact
the subject wears out over time) is a
fact to be found or an opinion to be
formed. For this  article and to save
space, we'll go with the latter (even
though I think it is a fact to be
found).

What is a statement of fact?
Therefore, now that we have a

clearer picture of what a statement of
fact is not, let's work on what is a
statement of fact.

USPAP defines physical character-
istics as "…attributes of a property
that are observable or measurable as
a matter of fact, as distinguished
from opinions and conclusions,
which are the result of some level of
analysis or judgment" (ibid - italics
added). Given this, the physical
aspects of a property are statements
of fact: 

i. As statements of fact, they
must be both true and correct.

ii. If they are, that is a function of
the appraiser's due diligence.

iii. If they are not, that is a func-
tion of a failure of the appraiser's due
diligence. 

It, therefore, behooves the apprais-
er to exercise proper due diligence
and get the physical aspects of the
property correct.

Note: the comparable sales have
physical aspects, too.

Therefore, the concept of the prop-
er exercise and execution of due dili-
gence is as applicable to the compa-
rable sales as it is to the subject.

In reality, the easiest step to take is
likely to measure it yourself. In the
report, you'd likely discuss the other
GLA indications, then reconcile them
into a single measurement. That rec-
onciled difference would be your
statement of fact. 

To the best of your knowledge and
belief, it is that reconciled GLA that
is true and correct. Damn right it is! 

In the report, you know it is
because you use no uncertain terms
to chronicle how you got your GLA
measurements (or whose you used)
and why you know that GLA is cor-
rect to the exclusion of the others!

Going beyond relevant
characteristics

So far, we have spoken about
rather concrete items, such as the rel-
evant characteristics of the subject
and the comparable sales. 

Now it is time to travel to concepts
a little less concrete, but just as
important. It is time to engage in
some critical thinking. 

I do not expect you necessarily to
agree with me on what I am about to
say. However, I do expect you to give
my arguments a duly diligent hearing
since they just might change your
mind.

Comparable sales on a form
As a preliminary requirement to

my remarks, it is necessary to under-
stand that a sale is not a comparable
sale unless it has the same highest
and best use as the subject. 

Given what these two authoritative
sources teach, I contend that when an
appraiser puts a comparable sale on a
form to use as a component of his/her
final value conclusion, placement and
use constitute a statement of fact. 

That statement of fact is (in so
many words), "I have engaged in the
necessary due diligence to support
my certification. The factual founda-
tion-data of this sale are true and cor-
rect". 
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Therefore, if you base your final
value conclusion on four (4) compa-
rable sales and two (2) comparable
listings in a report, that means you
have engaged in six (6) due diligence
exercises. 

You determined that all six (6) of
these have the same highest and best
use as the subject as if they were
vacant, and the same highest and best
use as improved. 

Adjustments
Are adjustments statements of fact?

While adjustments will typically
indicate a range of values, that range
is measurable, is calculable. 

Thus, the derivation of an adjust-
ment is essentially a comparison of a
comparable sale with a certain char-
acteristic. This allows you to be able
to contrast it with a comparable sale
without that characteristic. 

The presence or absence of this
characteristic is a measurable fact.
Consequently, it is reasonable to con-
clude that adjustments are indeed
statements of fact. As such, it is
incumbent on us to make sure our
adjustments are both true and correct.
But how?

In its Lender Letter LL-2015-02
(here in its entirety by this reference),
Fannie Mae excoriated appraisers for
making adjustments based on nothing
more substantial than traditional
rules-of-thumb. This letter excoriated
appraisers for failure to apply due
diligence to the adjustment process.
It excoriated appraisers for their fail-
ure to extract their adjustments from
the market. Fannie Mae excoriated
appraisers for lying. 

It simply is not possible to make
sure a rule-of-thumb adjustment is
true and correct. Yet, appraisers certi-
fied (hundreds of thousands of times)
to that lie. 

Is an adjustment a statement of
market fact: both accurate and
correct?

So how do appraisers determine if
an adjustment, a statement of market
fact, is both accurate and correct? 

There are two (2) steps to this
process. First, the market must sup-
ply the adjustment. 

An adjustment is not a product of
the appraiser's hopes and aspirations,
nor the appraiser's need to complete
the appraisal assignment on-time and
on-budget. 

Appraisers extract an adjustment
from the market. That might mean
paired- or grouped-sales analysis,
regression analysis, measurement of
differences in income, or any of the
other ways there are to derive an
adjustment. 

This is how we know an adjust-
ment is true since it shows us (1)
when an adjustment is due and (2)
the quantity of that adjustment
(which, admittedly, we have to
choose from a range).

Second, once the market has sup-
plied an adjustment, due diligence
requires us to test that adjustment.
That test determines if the adjust-
ment is correct. 

For example, you adjust upwards
$25,000 for the absence of a pool.

Yet after the adjustment, all of the
comps come in higher than the sales
that already have pools. That adjust-
ment is not correct. We, therefore,
need to correct it until it is.

Highest and best use 
An appraisal's highest and best use

conclusions are opinions the appraiser
synthesizes, not facts to be found. 

The criteria of true and correct do
not apply when it comes to the high-
est and best use. Yet, market-facts are
the foundation of any highest and best
use conclusion. How is this possible? 

USPAP has five (5) criteria in its
test of highest and best use. Existing
land use regulations (i.e., zoning) are
a fact to be found. They usually can
be found on a municipality's or coun-
ty's website under zoning & land use
regulations. 

It is possible to ascertain if the
county or municipality is going to
entertain any changes to the zoning or
land use plan by picking up the
phone, calling the planning & zoning
department and asking the question if
any land use changes affecting the
subject are afoot. 

The economic components of sup-
ply and demand, another component
of highest and best use, are facts
capable of measurement and change. 

Thus, it is possible both to measure
them and study their interactions over
time. These data are, therefore, histor-
ical. History is a fact. Thus, to make a
statement in a report based on a his-
torical fact is also to certify that state-
ment is true and correct.



That the real estate is physically
adaptable to another use, another
component of highest and best use is
also a fact. There will always be bull-
dozers and bulldozer-operators ready,
willing, and able to chew through
improvements to render any site
vacant. 

Thus, it is a fact that any real estate
can be put to another use (as is the
fact it is possible to measure the fea-
sibility/infeasibility of such a change
in land use).

Market trends and prices
Are market trends not facts? That

prices are up, down, or stable is a
fact that even the most superficial run
of MLS data will demonstrate. 

Are prices in a particular neighbor-
hood affordable for a family earning
the median income? U.S. Census data
and some simple calculations will
show that prices for a specific neigh-
borhood are or are not affordable for
that family. 

What about first mortgage residen-
tial interest rates? Historical first
mortgage residential interest rates are
all over the internet. On a slow-inter-
net day, such a search may require as
much as 30-seconds on any number
of internet search engines. 

Highest and best use are opinions
with historical facts

Therefore, it is obvious that, while
the appraiser's highest and best use
conclusions are opinions, their bases
are historical facts to be found. 

Given this historicity, it is equally
clear that, when the appraiser posits
that highest and best use conclu-
sion(s), this is an opinion to be sure. 

That appraiser also must certify to
the best of his/her knowledge and
belief that the historical facts behind
that opinion are both true and cor-
rect. How is this so? 

It is so because the appraiser has
(or should have!) both measured
them and found them to be true, and
then applied them and thereby found
them to be correct. 

USPAP and its ethics/due diligence
requirements in SR1-1 demand and
accept nothing less. 

Closing the circle
OK, so let's close the circle this

article has opened. 
When an appraiser makes a state-

ment of fact in an appraisal context,
that statement of fact, according to
SR2-3, the Certification standard,
must be both true and correct. 

This  article has demonstrated an
opinion does not need to be true and
correct since it is, after all, just an
opinion. 

However, this status as an opinion
notwithstanding the facts that are the
concrete and steel of that opinion's
foundation must be both true and
correct. 

How to demonstrate statements of
fact are true and correct

Then, how does the appraiser
demonstrate those statements of fact
are both true and correct? We ascer-
tain the truth via due diligence. 

We exercise due diligence by
(when necessary) picking up the
phone and calling the buyer, the sell-
er, the broker, the builder and/or the
title company or closing agent, etc.
to ask the proper questions. 

As but one example, these verifica-
tion activities center on determining
if that sale and purchase met the
numerous qualifications of the defin-
ition of market value (definition here
in its entirety by this reference). 

In this exercise of due diligence,
we determine the truth that it indeed
sold under those qualifications. It is
in determining this truth that we
determine the details of that sale and
purchase are correct. 

Thus, when the appraiser tells the
client that comparable #1 sold for
$350,000, the appraiser knows this
fact to be both true and correct. This
sales price is a product of (1) the
appraiser's due diligence. 

The first part was to determine the
demand for this property was a prop-
er analogue for the market's demand
for the subject. 

Then, (2) the appraiser spoke with
the buyer, who indicated she, indeed,
paid $350,000 for the property. Thus
the sales price is true. 

Finally (3), the appraiser spoke
with the transaction's selling broker
to ascertain the details of the pur-
chase and sale indeed met the quali-
fications of the definition of market
value, thus were correct. 
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Final comment
As a post-script since nobody

writes letters anymore, does anybody
know what a post-script (P.S.) is?

To all of this, it would be wise to
mention another aspect of SR2-3.
Read down to the eighth (8th) bullet
point. The appraiser certifies to the
best of his/her knowledge and belief
that "…my analyzes, opinion, and
conclusions, were developed, and
this report has been prepared, in con-
formity with [USPAP]" (ibid - italics
added). 

Absent that conformity, if the
appraiser certifies to this yet has not
engaged in the due diligence efforts.
This  article discusses that appraiser
has certified to a lie. 

Is to certify to a lie any way
"…promote and maintain a high
level of public trust in appraisal prac-
tice…" (ibid)? 

-References in the new 15th Edition
of the Appraisal of Real Estate,
recently published by the Appraisal
Institute used in this article
Editor’s Note: I will be reviewing
this book in next month’s newsletter. 
- pp. 34, 35 under Highest and Best
Use Analysis 
- on pp. 94, 95, under Micro-Level
Data 
- pp. 107, 108 under Selecting
Comparable Date and Establishing
Comparability 
- p. 338 under Highest and Best Use; 
- Under Applicability and
Limitations of Valuation Techniques
- Sales Comparison, see the first bul-
let point on p. 339
- p. 353, see the entire section under
Market Analysis and Highest and
Best Use 
- Under Procedure on p. 355, see #1; 
- Refer to the Reconciliation
Checklist, first bullet-point, on p.
367 
- On p. 394, see the topic sentence
under Legal Characteristics.

About the author
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By Bryan Aldridge, Appraiser
Trainee

Editor's Comments: A few years ago,
I met Julie at a local all-day
appraisal seminar. She was very
intense, interesting, dynamic, and fun.
I thought maybe someday she would
write something for my monthly
Appraisal Today newsletter. She said,
yes! Her last two articles for me were
about Appraisal Camp Sedona.

I've been complaining for over 20
years about the poor training of
appraisers. In college, I spent my
afternoons in science labs. When I
graduated, I had been trained for lab
work.  Julie knew trainees needed
complete training, both field and
classroom, and started a school.

For more info on the Appraisal
Camp Sedona:          
www.sedonaappraisalresearchassoci-
ates.com/

"Why don't you come on an
inspection with me?"

It was February 2020, and there
were rumors about a new virus begin-
ning to get traction. I was in retail
leadership in Sedona, Az, and begin-
ning to wonder if I wanted to work
with the public during a pandemic.
And eventually write this story, Tales
of a Trainee at Appraisal Camp
Sedona.

Julie Friess was one of my true
"local" customers in a store that relies
on international tourism that floods
Sedona. I did not realize that it would
lead me to take the biggest risk of my
life and become a member of
Appraisal Camp Sedona when she
uttered those words.

The response of friends and relatives
You can imagine the response I got

when I told my friends and family
that I would leave a secure job (health
insurance, industry-leading pay,
Covid-19 bonuses) to become a Real
Estate Appraiser Trainee.

They pointed out the long road to
certification, the lack of Appraisers
willing to mentor trainees, and the
smaller pool of lenders willing to
allow trainees to sign reports. A big
thank you to Don at the AZ VA for
being our first. I decided to go along
anyway.

My first inspection
My first inspection was a home

from 1972, a 2800 sqft site-built resi-
dence in one of the communities near
Sedona. Julie assured me it would be
fun and a great way to determine if I
had any interest in or passion for
appraisal work. We hopped in the car
and zoomed off.

As we entered the subject's neigh-
borhood, Julie began to take note of
the types of homes we were driving
by, and I could see that we had gone
from "driving around" to begin our
inspection. I asked why, as we hadn't
even arrived at the property we were
going to inspect. "You'll see," she
said.

Julie said, "What do you see?" 
As we pulled up to the home, Julie

asked what I saw when we drove the
neighborhood. I didn't know what she
saw, so I modestly replied, "A bunch
of houses?" Sharp, I know. She nod-
ded, and we walked up to the house to
begin our exterior inspection.

The first thing I noticed was how
soft the ground around the home was,
especially at the edge of the small
level portion of the hill that it sat on.
It was as if the soil was not packed
down properly, or it was eroding
quickly.

What we saw on the second trip to
the house

Several months later, we visited
again out of curiosity, and two sink-
holes had appeared in the driveway.
Before we got far, Julie informed me
that there was a huge problem with
this appraisal and a mystery to solve.

I was in the dark, but totally IN.
Were all assignments this fun?! I did
not notice driving the neighborhood
because every structure was a manu-
factured home, but ours was reported-
ly not.

The appraiser's role is risk
mitigation.

Our subject was pending at $300k
as a site-built home. Someone was
going to take on that loan as a person-
al obligation, and a lender was taking
on the risk of that loan, counting on
the collateral's value to be correct
should it default. Julie explained that
when a loan goes bad, the public is
often on the hook for it in various
direct and indirect ways.

The appraiser's role is to mitigate
risk for all parties involved, and this
is one of the ways that we "Protect
the Public's Trust." Julie is extremely
passionate about this aspect of the
job, and THAT formed my attitude
right from the very beginning.

Manufactured home with unusual
additions

After a quick walk around, Julie
told me that she now knew that we
were looking at a manufactured home
dressed up and sold as a site-built
one.

I asked if there was any way for a
manufactured home to be modified
and become site built. That lead to an
answer that still makes me laugh
today. "A manufactured home can
never become site-built, just like
Pinocchio will never be a real boy."

Tales of a Trainee at Appraisal Camp Sedona

http://www.sedonaappraisalresearchassoci-ates.com/
http://www.sedonaappraisalresearchassoci-ates.com/
http://www.sedonaappraisalresearchassoci-ates.com/
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Foto: Bryan on the right, Julie next
to him, Jason Vargo on the left,
with Tracy Terry next to him.

Article by another Trainee 
Through the Eyes of another

Trainee at Sedona Appraisal Camp
By Jason Vargo, trainee

To read the Appraisal Buzz article,
go to
https://www.appraisalbuzz.com/throu
gh-the-eyes-of-an-appraiser-trainee/

Julie had invited me to be a hero!
On the drive back to the office, as

we were unpacking the events of the
day... it hit me. We kept someone
from being a fraud victim. We alerted
the lender and kept them from mak-
ing a high-risk loan that would never
return their investment if it defaulted.

We kept the taxpayer from poten-
tially footing the bill. We protected
the public and their trust in the Real
Estate market. Julie had invited me to
become a hero. How awesome is
that?

About the author
Bryan spent 20 years in the Natural

Foods industry and was ready for a
change of retail leadership pace. After
learning about the role that real estate
appraisers play in protecting the pub-
lic trust, he decided to change careers
and pursue this passion.

After working with Julie and
observing her commitment to integri-
ty, honesty, and excellence, he felt
that he had found a great supervisor
and mentor and joined Sedona
Appraisal Research Associates, LLC.

The home had several rooms added
to it over the years, and they were
blended into the home with various
techniques, mostly tons of paint. It
was obvious that someone had spent a
lot of time and effort hiding some-
thing.  I began to understand the
phrase "Lipstick on a Pig" in a whole
new way.

A look at the crawlspace
The proof we needed was a crawl-

space and the pictures it would yield.
After circling the house a few more
times, we still could not locate one.

Initially, we thought that the addi-
tions concealed the crawlspace and
that maybe there was interior access
to the crawlspace instead. We did not
find anything inside, but I did get a
great picture of Julie touching the liv-
ing room ceiling without effort. She is
5'3". "I found the old kitchen!" she
said.

I wish I had been filming when
Julie found the crawlspace.  They
HAD built a room around it. It was a
little shed attached to the side of the
home. The door to the shed was
nailed shut.

Julie kicked the door down, and
bingo, crawlspace! We opened the
panel and pointed our flashlight
inside, revealing a manufactured
home's tongue and axle. It had never
been removed! We could also see
how a foundation did not support the
additions but instead were attached to
the I-beam and acting as levers
pulling the overall home apart.

A pre-1976 manufactured home
was sitting on a hill that was actively
eroding from underneath it.

https://www.appraisalbuzz.com/throu
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MBA Loan Volume Application Index – 1/16 to 10/20
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CamScanner is a free or paid app that helps real estate appraisers scan, edit, store, and sync con-
tents across smartphones, iPads, tablets, and computers. It is currently the most popular scan app
with an App Store rating of 4.8 from 371k users and 400 million users worldwide.  It can extract text
with its OCR component or convert a PDF to Word, Excel, etc. Scanned docs are easily emailed,
faxed, printed, or saved to the cloud.

CamScanner provides auto-edge cropping to correct the image distortion and unnecessary docu-
ment surroundings quickly. Currently, only the Android version offers corrections for scanning books.

PLEASE SEE MORE ON THE NEXT PAGE

mailto:ann@appraisaltoday.com
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Figure: 1:  CamScanner image Figure 2: Corrected image ready for import

Free Version's Features

Scan a Variety of Important Information
Use CamScanner to scan receipts, notes, invoices, business cards, site plans, property descrip-
tions, building plans, and certificates,  

Improve Image Quality
Smart cropping and auto-image enhancing make the texts and graphics look clear and sharp. 

E-signature
Sign documents and share them with the other party. 

Advanced Editing
Add annotations, crop, resize, lighten or darken an image, add password protection, or add a cus-
tomized watermark. 

Share Scanned PDF/JPEG Files
Share scanned documents in PDF or JPEG formats using social media, email, or a link to the file(s). 

AirPrint & Fax Documents
Print scanned docs with nearby printer via AirPrint.
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Collaboration
Invite other consulting appraisers or colleagues to view and comment on your scans in a group
(limited collaborators in the free version). 

Secure Important Docs
Set a passcode for viewing important docs or a doc's link.

Sync across Platforms Using the CamScanner Website
First, sign up to sync documents on the go. Next, just sign into the CamScanner website on any
smartphone, tablet, or computer, and you can view, edit, and share any document. 

3rd Party Cloud Storage Services Supported
Store your scanned docs in Box, Google Drive, Evernote, Dropbox, OneDrive

Premium Subscription Features

Feature Comparison 
https://www.dropbox.com/s/ncosfjnlhlplufq/Package%20Options%20Comparison.jpg?dl=0 

Pricing
Monthly Subscription, $4.99 per month
Yearly Subscription, $35.99 for 1st year and $49.99/year each year after that

" Users can edit OCR results and export as a text file
" Ten gigabytes of additional cloud space
" Users can send a link with password protection and an expiration date
" Upload docs to Box, Google Drive, Dropbox, Evernote, One Drive
" Batch download PDF files using www.camscanner.com
" Import a PDF file to CamScanner for editing
" High-quality two-sided ID Scan
" Forty additional collaborators are supported
" Create a doc collage using multiple documents

Conclusion

CamScanner is available for either Android or iOS platforms. The free version is quite good; how-
ever, the premium version has plenty of exceptional features worthy of consideration.

https://www.dropbox.com/s/ncosfjnlhlplufq/Package%20Options%20Comparison.jpg?dl=0
http://www.camscanner.com
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