Client Rating Grid 10-22

Date ______________________

Client name ____________________________________________

Current client ___ Former client ___ New potential client ___

How long a client _____

Fees (AMCs)
- 50 Always selects the lowest fee 
- Contacts multiple appraisers. When they get a lower fee, they cancel the higher fee appraisals
- 30 Will increase after haggling or comes back a week later with higher fee
+ 10 Sometimes keeps up with other clients and increases fees
+ 30 Pays the same fees except for some increases when busy
+ 50 Always pays well. Quick to increase fees

How are orders placed?
- 50 Broadcast all orders to many appraisers
- 40 Shops for lowest fee with a more limited list of appraisers
+ 20 Looks for experienced appraiser for unusual properties
+ 30 Contacts you first
+ 40 Contacts you first and accepts fee

Loyalty
- 50 None. All appraisers are the same. 
+ 10 Sometimes gave you work when business is slow
+ 20 Does not blast orders. Contacts appraisers that they prefer
+ 50 Has been a good client for many years.

Value or non-disclosure pressure
- 1,000 Regularly pressures. Dump the client.
- 50 Sometimes pressures
+100 Never pressures

Information provided - can increase turn time
(about subject, borrower, etc.)
- 6 Very difficult to get correct information
- 4 Incorrect information
- 2 Late, or missing
+ 2 Scattered, but workable
+ 6 Good, only a few pieces missing
+ 8 Excellent, always gives correct full data at time of placing order

How many requirements and accuracy of requirements - can increase turn time and correction requests
- 30 Changes requirements after appraisal is completed
- 25 Incomplete or incorrect list of lender requirements
- 20 Combines all the requirements from all their lenders and sends them. 15++ pages for example. Complains you have not read and understood the entire engagement letter. 
- 10 Combines requirements of several lenders
+ 15 Only includes requirements for the lender ordering appraisal
+ 15 AMC works for one, or a few, lenders with relatively few stable requirements
+ 50 Direct lender client. Few hassles.

Types of requirements - Turn time and Quality
- 25 Changes frequently. Hard to figure out.
- 20 Very picky for anything that is not a tract home.
+ 30 Follows Fannie Mae or other fairly flexible written guidelines
+ 40 Not very picky. Easy to work with.

Communication of appraisal guidelines - Turn time
- 20 Very unclear, changes from one reviewer or underwriter to another
- 15 Written down, but no one pays any attention
+ 10 Fairly clear, and most use them
+ 20 Clearly communicated. Everyone uses and understands them

Times of communication with appraiser
- 30 National holidays (Christmas, etc.)
- 20 Weekends
- 15 Evenings and early A.M.(in your time zone)
+ 15 M-F, 9am to 5 pm only (in your time zone)

Your preferred method(s) of communication (make your own ratings)
- Text
- Email
- Cell phone
- Office land line
- Web site

Number of communications per appraisal - status update - Turn Time
- 30 Many times per day
- 5 Once per day
+ 5 Every 2-3 days
+ 10 Once per week
+ 40 Only if late - appraiser forgets to communicate



"Corrections" - typical time per appraisal (research, writeup, communication)
-40 Over 2 hours
-30 1-2 hours
-15 30 minutes
-10 15 minutes
+20 5 minutes
+40 Very rarely have any requests

Average/typical number of "Corrections" per appraisal
-25 Over 10
-20 5-10
-15 2-4
-10 1
+40 None

"Corrections" - ease of resolving
- 40 Asks for unethical solutions
- 30 Just looks at checklist - rigid
- 20 Reviewer not knowledgeable about appraising - hard to communicate
+ 20 Communicate with experienced, licensed appraiser if needed
+ 30 Easy to work out a solution that is acceptable to appraiser

Value pressure
- 40 If you don't cooperate, you will never get any more work
- 30 Asks for "just a little" higher value
- 30 Asks for consideration of new comps to "get value up"
+ 40 None. Ever.

Typical length of appraisal report
-30 Over 40 pages
-20 30-39 pages
-10 20-29 pages
+10 10-19 pages
+30 Same as before AMCs took over

Who does the "reviews" (in addition to lender review software)
- 30 Clerks who can't spell appraisal
- 20 Clerks who are very difficult to understand over the phone
+ 5 Clerks who have had some training
+ 10 Clerks who understand what their employer wants and how to communicate with appraisers
+ 40 Certified appraisers with review experience
+ 50 Certified appraisers with experience in your market



Payment terms
- 60 Used to be timely, now pays very late, if at all
- 40 Always over 90 days
- 30 Always over 60 days
+ 4 Pays within 90 days
+ 10 pays within 30 days
+ 20 Pays on receipt of bill
+ 35 Pays in advance


