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Notes to readers: 
Your most important decision this

year is if you expect that your total
taxable income (personal and busi-
ness) in 2023 will be going up, sta-
ble, or down from 2022. 

If next year you expect it to be
lower, make as many purchases,
donations, etc. before year-end. Also,
defer 2022 income until 2023. 

If you expect your 2023 income to
be higher than 2022, consider defer-
ring purchases, donations, etc. as
you will need them more in 2023. 

If you expect no change in income
for the next year, or are not sure, you
can do year-end purchases and some,
or all of your other deductions. I do
them just in case my income may be
lower in 2023. 

There are many 2022 tax changes
due primarily to expired 2121 pan-
demic laws and 2022 high inflation.
I strongly recommend getting an
experienced CPA or enrolled agent
to do your 2022 taxes. For example:
There are different business mileage
rates for first 6 months and last 6
months of 2022.
I have been writing these articles for
many years. This is definitely the
most complicated and confusing tax
changes I have seen. 

I write about income taxes every
December, with updated tax informa-
tion. This is the most widely varying
changes I have seen from one year to
the next. 

In the December 2021 issue I
included "An Appraiser Gets Audited
by The IRS" about my 2017 audit
with lots of advice on how to stay
out of trouble with the IRS. I was not
prepared and it was a Very Stressful!
You can read this on the Paid
Subscriber webpage.

There is plenty of complicated
advice available on reducing taxes,
but most does not apply to small
appraisal businesses. Travel and
entertainment for marketing purposes
is one example. 

Most appraisers are sole propri-
etors so this article covers these
deductions, both business and some
personal. If you have another struc-
ture, such as LLC or S-Corporation,
contact your tax advisor or check
online.

Federal vs. state taxes
This article only includes federal

taxes, not state taxes. They can differ.
Check with your tax advisor. 

Many 2022 Tax changes. 2021
expired changes. 

Be sure to get an experienced CPA
or enrolled agent to do your taxes.
There are numerous changes, mostly
due to pandemic bills and inflation.
Some are complicated, such as
CARES. There were too many to
include in this article. 

I will go over some of them below
that affect most appraisers. 

Big tax breaks were enacted for the
2021 tax year. But most of those tax
law changes expired at the end of
2021. 

As a result, the child tax credit,
child and dependent care credit,
earned income credit and other popu-
lar tax breaks are different for the
2022 tax year than they were for
2021. 
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The Inflation Reduction Act might
impact your 2022 tax return, too.
Other 2022 tweaks are the result of
new rules or annual inflation adjust-
ments.

Here are a few:
- Unemployment is taxable for 2022.
Not taxable in 2021. 
- 2022 stimulus payments are not
taxable, according to the law. Instead,
it's simply an advance payment of a
tax credit. And tax credits aren't tax-
able income.

Ways to defer income
In 2022, many appraisers experi-

enced a decline in work compared to
2021. Do you expect your 2023
income to go down, be the same, or
increase? If you expect it to decline
in 2023, you can defer some of your
2022 income.  

If you are self-employed and on
the cash basis of accounting, bill
your clients near year end if you can.
They will probably pay you next
year. If you work for AMCs that
require a fast turnaround and require
sending your invoice with the
appraisal and pay quickly, this may
not be an option. Or, if you require
payment upfront for non-lender
appraisals, retainer fees, or half in
advance and half on appraisal com-
pletion. 

Of course, although you have
deferred taxable income in 2022, you
have also deferred receiving taxable
cash until 2023, Your income will be
higher in 2023. 

How to increase deductible expenses
by timing payments

Pay as many bills as you can by the
end of the year, such as property
taxes, software maintenance agree-
ments, etc. I do this every year. 

Your greatest savings in taxes is
usually by contributing to a SEP-
IRA, Solo 401-k, or other type of
retirement account

For 2022, your individual 401(k)
contribution limit is $19,500, or
$26,000 if you're age 50 or older. 

I personally have a solo 401k for
self-employed persons. The total solo
401(k) contribution limit is up to
$58,000 in 2022. There is a catch-up
contribution of an extra $6,500 for
those 50 or older. To understand solo
401(k) contribution rules, you want to
think of yourself as two people: an
employer (of yourself) and an
employee (yes, also of yourself). 

Total contributions to a participant's
account, not counting catch-up contri-
butions for those age 50 and over,
cannot exceed $61,000 for 2022
($57,000 for 2020; $58,000 for
2021).

The one-participant 401(k) plan
isn't a new type of 401(k) plan. It's a
traditional 401(k) plan covering a
business owner with no employees,
or that person and his or her spouse.
These plans have the same rules and
requirements as any other 401(k)
plan.

For a Solo 401k you effectively can
contribute up to 20% of your taxable
self-employment income as an
employer (your business income
minus half your self-employment
tax), though those contributions must
be made with pre-tax dollars. These
pre-tax contributions lower your tax-
able income and help cut your tax
bill. No changes for 2022. 

I contribute the maximum allowed
for my income. My enrolled agent
does the calculations, which can be
tricky.

Check the limits for your retire-
ment.  Taxes will be paid as you
withdraw the money.

There are other options, such as
Roth IRA. You can also save taxes by
setting up an S-Corp (pay yourself a
salary). They are more complicated to
set up and are used less often, so I
don't include them in this "last
minute" tax tips article.

The big advantage, of course, is
that the income is not taxable until
you take money out.

When can you set up a solo 401-K
or SEP-IRA?

The deadline to set up a solo 401-K
plan for 2022 is the end of the year
(i.e. December 31, 2022). For a
Single LLC or C Corp: you have
until April 17, 2023, to set up and
contribute to a Solo 401(k) plan for
2022. For a Partnership LLC or S
Corp: You have until March 15,
2023, to set up and contribute to a
Solo 401(k) plan for 2022.

SEP IRAs must be established by
the tax-filing deadline of the business
(generally April 15, plus extensions)
in order to contribute for that tax
year. This is also the deadline for
annual contributions.

RMD changes for 2022 - must be
paid every year, on time, starting
with the required start date

When you must start paying your
Required Minimum Distribution of
your retirement account has changed.
The Securing a Strong Retirement
Act of 2022, passed by the House of
Representatives in March 2022,
extends the start of RMDs beyond
age 72 on a gradual basis moving for-
ward: For those who reach age 72
after Dec. 31, 2022 and age 73 before
Jan. 1, 2030, the RMD age would be
73. Be sure to pay your RMDs or you
get a significant tax penalty. 
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With RMDs you are paying back a
percentage of the Social Security you
have paid in. 

I really dislike the RMDs as they
were based on much shorter lives. I
had to start mine at age 70 ½ 9 years
ago. I will need the money when I
am over 90, not now. My mother
died 20 years ago at age 82. I expect
to live much longer as I have had
good healthcare my whole life. 

When to start taking Social Security
I will be receiving $4,125.80 per

month starting this month after the
new COLA adjustment because I
waited until 70 to start collecting
Social Security. I am 79 years old. 

Although this section is not about
taxes (except paying taxes on up to
85% of your Social Security) many
of us are getting older and this is a
very important decision. 

Few appraisers have a pension
from an employer or large retirement
savings. Some have property rental
income. Many of us rely on Social
Security. Getting your highest benefit
amount is very important. The maxi-
mum possible benefit is $4,194 (prior
to the upcoming 8.7% 2022 COLA
increase due to inflation.

I am 79 and started Social Security
at age 70. I am still working and my
benefit amount goes up every year. I
don't have a pension, have a modest
solo 401k and have rental income.
Social Security is the only time in
my life I have received  regular
income payment. I am healthy, exer-
cising every day, eating well, and
playing pickleball 2-3 times per
week. I need to plan on living into
my 90s. 

When the Social Security program
was initiated in 1935, the average life
expectancy was 61 years old. In 2020
in North America, a man could
expect to live to between 75 and 78
years of age, depending where he
lives. For women, life expectancy
hovers between about 80 and 83
years of age.  

However, life expectancy fell in in
the U.S. during 2021. Men saw life
expectancy fall by nearly 2.3 years,
from about 76.7 to 74.4. Women lost
more than 1.6 years of life expectan-
cy, from about 81.8 to 80.2.

I always recommend waiting until
age 70 to start collecting Social
Security. The longer you wait to start,
the larger your monthly check will
be. For example, if you start receiv-
ing retirement benefits at age 67
instead of age 66, depending the year
you were born, you'll get 108 percent
of the monthly benefit because you
delayed getting benefits for 12
months. At 70, you'll get 132 percent
of the monthly benefit because you
delayed getting benefits for 48
months.

Only 7% of women and 5% of men
started at age 70 or older. 31% of
women and 27% of men signed up
for Social Security at age 62 in 2018,
down from around 54% of women
and 50% of men in 2005, according
to Social Security Administration
data. 

Some people start early because
they don't trust the "government" to
keep paying Social Security at the
same level they do now. I suspect
that those who are already collecting
will be "grandfathered" into their cur-
rent rate or a similar rate. Others just
want the money. 

I have a friend who is 65 and has
always had a relatively low income.
She plans to wait until age 70, so she
has the highest possible Social
Security payments. Another friend,
63 years old, retired with a pension at
60, and is now self-employed work-
ing long hours so she can increase
her Social Security benefits at age 70. 

Remember, for most appraisers,
85% of your Social Security is tax-
able, so be sure to set aside money
every month for the tax payment. If
your combined income was more
than $34,000, you will pay taxes on
up to 85% of your Social Security
benefits. For married couples filing
jointly, you will pay taxes on up to
50% of your Social Security income
if you have a combined income of
$32,000 to $44,000. No changes for
2022. 

Of course, if there are health issues
or a family history of dying early,
you may not want to wait. 

Starting at age 62 costs you. For
example, you decide to begin receiv-
ing benefits exactly at age 63 this
year, then you'll collect 73.3% of the
amount you'd collect at full retire-
ment age. Thus, if your full retire-
ment age benefit is $1,000 and you
claim at age 62, you'll receive $733
per month in Social Security income.

Remember, this does not reflect the
cost of Medicare when you reach 65.
Medicare is not free. 

You can wait until after you are 70.
The government does not pay you
any money until you start collecting
Social Security. There are no retroac-
tive payments if you don't start taking
it at age 70. 



so I have to use my personal card.
Also, I sometimes use a personal
credit card for paying expenses on
my rental property. Every year I go
through my personal checking
account and credit cards to be sure I
don't miss a deduction.

I hate cash purchases as I don't
keep track of them very well and
sometimes forget to throw the receipt
into a special "petty cash" box.

More ideas for reducing 2022
personal taxes

If your personal itemized deduc-
tions are close to the standard deduc-
tion, consider "bunching" your
expenses every other year.

Pay your fourth quarter state
income estimated tax payment in
December instead of January every
other year. Pay your January mort-
gage payment on December 31 every
other year. Just be sure the bank
reflects this extra payment in the
annual mortgage interest paid form so
that your deduction matches the
information the bank sends the IRS.

Pay your property taxes early, if
allowed. You must have been billed
to pay early per IRS regulations. In
California, annual tax bills are sent
out every year with 2 payments
allowed. The first payment is due in
December and the second payment
the following April.

When my income is high I pre-pay
all the next year's property taxes in
December. 
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The maximum monthly Social
Security benefit that an individual
can receive per month in 2022 is
$3,895 for someone who files at age
70. For someone at full retirement
age the maximum amount is $3,011,
and for someone aged 62 the maxi-
mum amount is $2,265. 

Your Social Security may increase
if within the past 35 years you had an
income less than your 2022 income. 

The new higher income will
replace a previous year of lower
income.  

Equipment (and vehicle) Section
179 purchase limits for 2022

This was enacted through the Tax
Cuts and Jobs Act. In addition, the
bill allows businesses to depreciate
100 percent of the cost of eligible
equipment bought or financed from
September 27, 2017, through 2022.

You can write off part or all of the
purchase price of a new or "new to
you" car or truck for your business
by taking a section 179 deduction.
This special deduction allows you to
deduct up to the entire cost of the
vehicle in the first year you use it if
you are using it primarily for busi-
ness purposes. If you use it for busi-
ness and personal use, you can only
deduct the percent used for business. 

Section 179 is aimed at small to
medium businesses that purchase
anywhere from $5,000 to $2,500,000
worth of equipment. 

For appraisers, this typically
applies to auto purchases. This is a
bit more complicated. For example,
these deductions are only for vehicles
used more than 50% of the time for
business purposes. The deduction is
limited to the amount of use. Some
vehicles (like taxis, airport shuttle
vans, and limousines) are considered
only as business vehicles so they can
be deducted at 100%.

Second, the vehicle must be pur-
chased and put into service (used)
during the year in which you are
applying for the Section 179 deduc-
tion.

Check with your tax advisor on
auto purchase, depreciation, leased
vehicles, and other requirements.

Also check for other deductions
above, which can be complicated. 

Charitable contributions
The 2021 deduction from the

CARES Act is not available in 2022.
Check with your tax advisor. 

Consider making charitable dona-
tions before the end of the year.
Credit card payments for business or
charitable donations made by
December 31 are deductible. I do this
every year.

You can contribute by using a cred-
it card by 12/31/22. Then pay it off
when you receive your credit card
statement. I do this every year.  

I keep good records of my deduc-
tions, including photos of personal
and business items to Goodwill. 

Charitable donations - unwanted
items

Clean out your closets every other
year and contribute your unwanted
items to a charity for a deduction. Be
sure to get a receipt for all donations
and contributions, regardless of the
amount. Photos can also work well
for verifying your donations. 

Take advantage of all business
deductions not paid out of business
checks or business credit cards

Review your records and cancelled
checks carefully to take advantage of
all business deductions. Be sure your
deductions are adequately supported
by written records that indicate time,
amount and business purpose.

Be sure to check for any business
expenses paid using a personal
checkbook or credit cards. For exam-
ple, sometimes a vendor will not
accept my business Amex credit card,
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Income tax brackets changed due
to inflation

Although the tax rates didn't
change, the income tax brackets for
2022 are slightly wider than for
2021. The brackets are adjusted each
year to account for inflation.
Check online for the new tax brack-
ets for your 2022 taxes. You may
want to change deductions to qualify
for a lower tax bracket.

Medical expenses - 2022
In 2022, the IRS allows all taxpay-

ers to deduct their qualified unreim-
bursed medical care expenses that
exceed 7.5% of their adjusted gross
income.

If you had significant medical
expenses in 2022, look into whether
you can pay your medical bills next
year instead. By "bunching" your
medical expenses into one year, you
might be able to get over 2022's
7.5% threshold (assuming it does not
change).

For the self-employed, 100% of
health insurance premiums are
deductible to reduce AGI rather than
as an itemized deduction.

Self-employed persons on
Medicare can deduct the premiums
they pay for Medicare Part B and
Part D, plus the cost of supplemental
Medicare (medigap) policies or the
cost of a Medicare Advantage plan.

Always keep receipts for all
deductions

If you are audited by the IRS, they
expect to see receipts for all expenses.
I did not do this. In my 2017 IRS
audit, I had to spend a lot of time get-
ting receipts for 2015 and 2016,
because the IRS goes back in time.
Some banks, credit card companies
and many vendors did not keep
records older than 3 years.

Also, be sure to keep all bank state-
ments. Many banks only maintain
them “online” for 2 years. Printed
copies are better. 

Your credit card statements are not
adequate. You need proof using
receipts. 

Keep an accurate mileage log
Business mileage is targeted by the

IRS. 
I was not able to obtain any statis-

tics, but I am sure that many small
businesses, including appraisal, do not
have accurate business mileage
records.

Like many appraisers, I used to
drive a lot of miles and just used 90%
of my mileage for business, without
keeping an accurate mileage log. This
is a big mistake.

Last December, I wrote about my
2017 IRS audit. I failed the auto
expense deduction as I did not keep a
mileage log and significantly over
estimated my business miles.

For the audit, I made a mileage log
using Google maps for all my
appraisals for the audit. It was a big
hassle. If you don't want to do this, do
the best you can for mileage esti-
mates. If necessary, you can estimate
it by using your calendar for days of
appraisals, medical appointments, and
charitable activities for all mileage
deductions.

You will need accurate beginning
and ending odometer readings for the
year. The best method is to use auto
repair receipts where the odometer
reading is listed. You can pro-rate the
monthly mileage.

I am now using a smartphone app to
keep accurate mileage records. I have
auto repairs and maintenance close to
the end of the year or the beginning of
the next year.
aBusiness mileage deduction
increased for 2022. There are
different mileage rates for first 6
months and last 6 months of 2022

From January 1 to June 30, the
2022 standard mileage rate for busi-
ness driving is 58.5¢ per mile (56¢
per mile in 2021). The mileage
allowance for medical travel and mili-
tary moves for the same time span is
18¢ per mile (16¢ per mile in 2021).

From July 1 to December 31, the
2022 mileage rate for use of an auto-
mobile for business purposes rises to
62.5¢ per mile. The standard rate for
medical-related driving and military
moving expenses jumps to 22¢ per
mile for the second half of 2022.

Note that the standard mileage rate
for the use of an automobile for chari-
table purposes didn't change from
2021 to any part of 2022. It stayed put
at 14¢ a mile because it's fixed by
law.

Education expenses
In many areas, most 2022 CE was

online due to the pandemic.
For appraisers, CE costs are another

deduction, including travel expenses.
Be sure to keep complete records,
including receipts, especially if going
to a conference or other CE where
you are staying overnight.

Don't forget meals. If you don't
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are very specific requirements for
home offices. I have always had our
primary office in an office building,
plus a home office.

Keep business and personal
expenses separate

I am always surprised when I get a
check for a newsletter subscription
from an appraiser that is written from
a personal account, not a separate
business account. Big Mistake.

Or, appraisers who don't have sepa-
rate business and personal credit
cards. 

You should have separate business
checking and credit cards. If you
don't, do it now and try to get your
2022 personal vs. business expenses
straightened out ASAP.

Most of us occasionally pay busi-
ness expenses in cash or with person-
al credit cards or checks. Be sure to
check your records or box of receipts.
I try to do as few cash payments as
possible as they are a hassle to keep
track of.

The IRS scrutinizes personal
expenses that may have been claimed
as a business expense, such as the use
of a business vehicle for personal
use. Be diligent about keeping good
records.

Use Quickbooks to keep track of
your business income and expenses

I am always very surprised that
some appraisers don't use
Quickbooks. When I started my busi-
ness in 1986, it was all manual. I
hired my mother to do it. When
Quicken was first available I used it. 

Why Quickbooks? Relatively inex-
pensive, easy to use, and widely
used. Most small business bookkeep-
ers use it.

What if you have never used

keep good record of your meals you
can use a standard deduction. If you
are driving, be sure to record it in
your mileage log.

Who should do your taxes?
I strongly recommend using an

enrolled agent or a CPA. Why? They
are tax experts and, also very impor-
tant, they can represent you if you
have an IRS audit. They can calcu-
late such items as Alternative
Minimum Tax, depreciation, and
advise you on deductions.

I always fill out a form that I am
sent by my enrolled agent. Don't
show up with a box of receipts
unless you want to pay a very big
fee. If you don't use Quicken or
Quickbooks, make a commitment to
do it ASAP. Don't wait until just
before April 15 to start using the
software.

I represented myself once at an
IRS tax hearing about my husband's
commercial fishing business many
years ago. It did not go well. I had
no experience or training in what to
do at the hearing. I lost. 

At my 2017 random audit (looked
at everything, personal and business,
visited my home office, etc.) I did
not speak with the IRS agent. My
enrolled agent handled everything.
The expense was worth the peace of
mind. We made a few Quickbook
mistakes causing our reported gross
income to be lower. He found our
mistake and explained it to the audi-
tor. 

He also helped me keep my home
office deduction, which included a
site visit from the IRS auditor. There

Quickbooks? Taxes are not due until
April 15, 2023. Do it yourself or pay
someone to set it up for you and
enter all your income and expenses. 

What have I been doing in 2022 to
reduce my taxes?

I will definitely maximize my con-
tribution to my Solo 401k because it
has a maximum fixed amount per
year.

I make charitable donations by
year end. My total personal deduc-
tions are well over the standard
deduction. I itemized my deductions
so I always check to see if any per-
sonal expenses are deductible. 

Had some repairs done on my
rental property.

Buy whatever business supplies
and equipment I need by year end.
Pay early my business insurance,
property taxes, etc.

I should have started earlier!

Where to get more information
Google "year-end tax tips self-

employed". Most of the tips for
appraisers are in this article. But,
sometimes it is a good idea to read
how someone else explains it.

And, there may be tips not covered
in this article applicable to your per-
sonal tax situation.

Contact your tax advisor with any
questions. I am not an attorney or
accountant, and have never played
either one on TV, Youtube, or in a
movie ;>
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By Mark Ratterman, MAI,
SRA

Reviewed by Joe Lynch,
MNAA

This is the book to get you think-
ing about residential market

analysis.
As noted in the

Acknowledgements, this book is
based on Stephen Fanning's Market
Analysis for Real Estate, the general
appraiser's market analysis book. 

Residential Market Analysis and
Highest and Best Use follows the
same outline as the other book, but
focuses on residential properties. 

Both books use the same 6 step
process for market analysis and 8
step process for highest and best use
analysis. 

What's in the book
Most of this book is spent dis-

cussing and reviewing the 6-step
market analysis process with highest
and best use analysis left for the last
chapter.

The book discusses the difference
between fundamental market analysis
and inferred market analysis and pro-
vides advice on how to know what to
include for your assignment. 

Much of the book is timely with
many examples from the Covid era,
plus specific discussions of rapid
interest rate increases and the impact
of concessions on market value.

Market Analysis Process
The explanation of the market

analysis process is the framework for
the author to share many suggestions
for best practices. 

For example, Mr. Ratterman makes
a strong case for almost always com-
pleting at least a very basic, high-
level land valuation to support the
highest and best use conclusion even
if a cost approach is not necessary. 

A specific example included in the
book is of a mistake that residential
appraisers make. They are not seeing
that an attached duplex could be split
into two one-unit properties. This
was a mistake I made six months
ago. My client was kind enough to
let me rewrite the appraisal instead
of suing me. Examples and advice
like this are what sold me on the
book.

About Ratterman's writing style
Mr. Ratterman's writing is easy to

read. As Ann's previous reviews of
his books note, his writing is the
opposite of the academic, stilted style
I see in other appraisal books. He
repeats important concepts and pro-
vides useful examples.

I have a couple of minor quibbles.
First, I found numerous typos, unex-
pected in an Appraisal Institute book
purchase. None were significant. but
all were distracting. 

The other issue I had was with the
example in the Statistical Analysis
chapter. I applaud Mr. Ratterman for
including a detailed example of using
linear regression to value a vacant
lot. His example walks through the
steps to do the analysis and includes
a very useful discussion of how to
choose the best predictor/unit of
comparison (in this case, price per
acre). 

However, his discussion is under-
mined because he doesn't mention
changes over time. It was strange to
read a book where market changes are
discussed at length but not included in
the most detailed example.

Who is it for?
The primary audience of this book

is the seasoned residential appraiser
with some experience appraising
complex 1-4 unit properties. 

The book is ideal for residential
appraisers working on upgrading to
certified residential. It's also very use-
ful for appraisers like me working on
their SRA designation. Less experi-
enced residential appraisers may
avoid future issues by reading this
book.

Conclusion: 
Buy this book, especially if you

want to do non-lender appraisals or
get the "tough ones" from
lenders/AMCs for higher fees!

Table of Contents
• Acknowledgements
• Introduction
• Chapter 1: Overview of Market
Analysis and Highest and Best Use
Theory
• Chapter 2: Market Research in Real
Estate Appraisal
• Chapter 3: Levels of Market
Analysis
• Chapter 4: Urban Patterns,
Development, and Externalities
• Chapter 5: Location
• Chapter 6: Productivity Analysis:
The Subject Property
• Chapter 7: Market Area Delineation
• Chapter 8: Demand Analysis
• Chapter 9: Competitive Supply
Analysis

Book Review: Residential Market Analysis and
Highest and Best Use - Buy This book!!



• Chapter 10: Evaluating Market
Cycles
• Chapter 11: Marketability Concepts
• Chapter 12: Data Sources
• Chapter 13: Statistical Analysis
Tools
• Chapter 14: Highest and Best Use

About the Author
Mark R. Ratterman, MAI, SRA,

has been a real estate appraiser and
broker in Indianapolis since 1979. He
initially worked as a residential bro-
ker only, but soon moved on to focus
on real estate appraisals. 

He has written ten books about real
estate and appraisal with a focus on
both residential and nonresidential
topics.

Additionally, Mr. Ratterman has
written courses and seminars for the
Appraisal Institute and has been a
teacher of appraisal courses and sem-
inars for over 35 years. 

He has lectured in 45 states and
four foreign countries and has written
over 20 seminars for both online and
classroom presentation. He has been
published many times in The
Appraisal Journal.

Mr. Ratterman lives in the
Indianapolis area with his wife of 36
years, Jeanine. They have four grand-
children who all live in their area.
His contact information is listed on
the Appraisal Institute website at
www.appraisalinstitute.org/ and can
be located by clicking on "Find an
Appraiser."

About the reviewer
The reviewer is Joe Lynch,

MNAA, a certified residential
appraiser in Woodland, California
(near Sacramento) with more than 20
years of experience. 

He is president of the corporate
board of the Real Estate Appraisers
Association (REAA), a California-
based state appraisal organization, is
a candidate for designation with the
Appraisal Institute, and is a designat-
ed member of the National
Association of Appraisers.

Reviewer's comments
Cost is $75/$60 for Appraisal

Institute members for either the soft
cover book or the PDF. 252 pages. I
don't understand why the PDF is the
same price as the book. Apparently,
the Cost Approach does not apply.

Editor's comments: A "bundle" of
print and PDF is available for
$105/$84 for AI members). I recom-
mend this as the PDF is searchable. 

When I read the book, it was hard
to find what I needed using the table
of contents. This is typical for AI
books, plus there is no index. I have
no idea why. Also, the print is small
and can be difficult to read. 

To find the purchase link type the
title, include the words book and
Appraisal Institute. There are a few
other classes and books with similar
titles. The AI website can be difficult
to navigate.

Editor's comments
I have read and reviewed almost

all of Ratterman’s residential books.
They are excellent and should be in
every appraiser’s library!!

The November issue of the monthly
Appraisal Today had an excellent
article by Joe, "Tips for dealing with
complex residential appraisals". I
usually write the book reviews in my
newsletter, but Joe is an excellent
writer, and appraiser, so I asked him
to do this review. 

There are very few books for resi-
dential appraisers. There are many
more books for commercial apprais-
ers, who appraise all types of prop-
erties and have many types of non-
lender clients. 

My favorite residential book is
Appraising the Tough Ones: Creative
Ways to Value Complex Residential
Properties by Frank Harrison, MAI,
SRA, written in 1996 and still very
relevant today. I purchased this book
when it first came out and regularly
refer to it. 

It includes topics such as life
estates, partial interest, detached
condos and other topics with resi-
dential examples. Available from the
Appraisal Institute. Google the title.
Be sure to purchase from the
Appraisal Institute, which has a bet-
ter price than Amazon. No PDF
available, of course. 
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By Tim Andersen, MAI

On the narrow and already over-
burdened shoulders of the

appraiser fall many responsibilities. 
Since Standard 1 guides the develop-
ment of the appraisal, the appraiser
has the responsibility to follow the
six Standards Rules in it to develop a
credible value opinion. 

In communicating to the client the
results of that appraisal, the appraiser
follows Standard 2, specifically
Standards Rule 2-2(a), also known as
the 14-points of USPAP. 

To follow this leadership is to
communicate to the client the results
of the appraisal without misleading
the client or the intended user(s). 

Yet, onto those narrow shoulders
do other responsibilities fall, too?
Unanimously, appraisers will answer
"YES"! to that question. 

The Other Responsibilities
Each of the GSEs has its own set

of guidelines whose line the apprais-
er must toe. There are no standard-
ized guidelines across the GSEs.
Indeed, were an appraiser to follow
Fannie Mae guidelines in completing
a VA appraisal, that appraiser would
have numerous questions to answer. 

If that step killed a deal, then that
browbeaten appraiser would have to
answer questions from the lender,
seller, borrower, broker, title compa-
ny, and so forth. So, yes, those nar-
row shoulders heft great burdens.

Despite these great burdens, the
boots-on-the-ground appraiser has
taken on more responsibility than
necessary and has done so with an
unseemly enthusiasm. 

Nor is this extra burden trivial, or
even local. It is not finite. It contin-
ues ad infinitum no matter where the
appraiser goes and, for some reason,
the appraiser begs no relief from this
cargo. 

Indeed, the appraiser never sheds
this load. But this is a choice, not a
penalty.

The Two Components that
appraisers are Not required to
assume
This load, this choice, has two com-
ponents, neither of which the
appraiser has any legal, moral, or
ethical responsibility to assume. This
bulging bag of burdens did not exist
until the appraiser deigned it neces-
sary to assume it. So, it is solely of
the appraiser's fabrication. 

And the appraiser has carried this
double duffle for so long, no one
wants to relieve the appraiser of the
burden. Indeed, if the appraiser were
to put it down, it would disappear
since only the appraiser is willing to
recognize it. Therefore, there is no
need to shoulder it since, outside of
the appraiser's mind, these burdens
do not exist.

The First Burden - protecting the
public trust 

So, what are these twin burdens
appraisers shuttle endlessly, but
which really do not exist? First, the
more massive of the two is the bur-
den of protecting the public trust.
Second is the lesser burden of pro-
tecting the client, part of which is, at
the same time, the burden of protect-
ing the borrower. 

It is ironic the appraiser carries
these, yet has no reason to do so,
since there are no such responsibili-
ties. It is a paradox the appraiser
concludes s/he must bear this burden

since, upon investigation, there is no
proof these liabilities fall to the
appraiser's charge. 

It is true USPAP declares, "…the
appraiser's responsibility is to protect
the overall public trust…", but this
statement is out-of-context, therefore
incorrect. And because it is out-of-
context, it is meaningless. 

Which public trust is the appraiser
challenged to protect? By what
method must the appraiser protect is?
There is no answer to this question in
the above out-of-context statement. 

So why does the appraiser need to
protect a trust that does not exist
except in the appraiser's mind?

In its full USPAP context, the state-
ment about the public trust reads,
"The appraiser's responsibility is to
protect the overall public trust and it
is the importance of the role of the
appraiser that places ethical obliga-
tions on those who serve in this
capacity." So, in context, the apprais-
er's role is to protect the trust the
public has in the function of real
estate appraisal, as well as in those
who carry them out. 

This, of course, begs two (2) ques-
tions, "How deep is the public's trust
in real estate appraisal and those who
carry them out?" and "What is the
metric by which we measure the
depth of that trust?" In another essay
is the proper place to tackle those
conundra, however. 

So, appraisers have chosen to take
on a load that, outside of the apprais-
er's mind, does not exist. This heavi-
ness is not present in USPAP, not in
the Sales Guides of any of the GSEs,
and not in state statute. 

Appraisers' Heavy Loads - USPAP, GSEs, 
Public Trust, Protect the Client 
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The Second Burden - protecting the
client

Next is the consequence we bear by
having elected to protect the client.
Typically, the lender is the client. Yet,
where in USPAP, a published Sales
Guide from one of the GSEs, or state
appraisal statute, does this require-
ment exist? 

In vain, the researcher will peruse
USPAP to find this requirement. No
state appraisal board has ever sanc-
tioned an appraiser for failing to pro-
tect the client. Yet it is common to
hear appraisers speak of the need to
protect the client. Equally common is
to read on-line forums oriented
toward real estate appraisers who
make this same mistaken and baseless
claim. 

Let us consider the illogic of this
so-called appraisal requirement.

In USPAP is the clear definition
that an appraiser provides valuation
services "…competently and in a
manner that is independent, impartial,
and objective." In addition to this def-
inition, the Conduct section of
USPAP's ETHICS RULE makes it
clear that an appraiser "…must not
advocate the cause or interest of any
party or issue." In Standards Rule 3-2,
the Comment to paragraph (b) clearly
teaches that a reviewer (i.e., a review
appraiser) "…must not advocate for a
client's objectives." 

Given these three examples, it
should be abundantly clear that the
appraiser is (or should ethically be)
independent of the client's desires,
goals, or outcomes. Therefore, to say
it is the appraiser's job to protect the
client is a belief that many appraisers
have, yet it is one that has no basis in
USPAP. 

Indeed, given USPAP's language
about independence, impartiality, and
objectivity, USPAP expressly pro-
hibits such an advocacy of protecting
the client.

It is time for appraisers to abandon
these beliefs!

Given all of this, it is time for the
appraiser to abandon these baseless
and demonstrably false beliefs. It is
time for real estate appraisal to shed
this imaginary load. 

Earlier, this essay raised two ques-
tions, the answers to which do not
exist. These answers do not exist
since the isolated and ambiguous con-
cept of "… the public trust…", with
no further modifiers, the basis for
these two questions, does not exist.

Because they do not exist, yet we
have chosen to believe them, we have
placed limits on ourselves. Therefore,
because we chose to believe them, we
can also choose to abandon them and,
thus, remove those limits and free
ourselves of those superstitious bur-
dens. 

Appraisers do not bear the onus of
protecting the public trust. Rather, we
have the high privilege to protect the
public trust in real estate appraisal
and real estate appraisers. We bear no
burden of protecting the client. 

We gladly accept, however, the task
of listening to markets that speak nei-
ther clearly, nor with one voice, and
then interpreting that cacophony into
information the client can use to mea-
sure the risk of investing other peo-
ple's money in first mortgage loans. 

Finally, the trust our ethical charge
exists to protect is that of the trust the
public should be able to put in us to
do our jobs correctly and well the first
time. A job well- and timely done is
the protection we offer to all the par-
ties in the purchase and sale, or re-
finance, of a residence. Not only to
the public do we offer this protection,
but to real estate appraisal as a profes-
sion, as well as to ourselves.

Our charge is USPAP, not public
trust
Our charge, the heavy professional
load USPAP does give us, is to pro-
tect from corruption the public's rea-
sons to believe in our integrity, the
integrity of what we do, and the
integrity of how we do it. 
We protect the public trust via our
competency, independence, impartial-
ity, and objectivity. 

What is our charge from USPAP?
Our charge, again from USPAP, is to
communicate to our clients clearly
and non-misleadingly the results of
our analyses of a property and the
forces that influence its value. 
Now, the question is, "Do we?"

About the author, Tim Andersen,
MAI
• Florida State-Certified General Real
Estate Appraiser, RZ998
• Master of Science Degree (MSc) in
Real Estate Appraisal
• MAI Member of the Appraisal
Institute
• www.theappraisersadvocate.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

http://www.theappraisersadvocate.com
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Why would you want to send
holiday gifts and cards?

Staying in touch without personal
contact is easy. Of course, personal
contact is best, but is not always an
option. 

It is one of the few times in the
year that sending something is not
unusual. A few appraisal assignments
or referrals, or even one, will more
than pay for the cost.  

Appraisers tend to be very weak on
all types of marketing, even the easi-
est, such as sending holiday cards and
gifts.

Why sending cards and gifts is very
important this year for me 

About half my referrals for non-
lender appraisals come from local real
estate agents. (The other half is from
my Google Business Profile and
appraisal website.) Since 1990, my
primary contact method was going to
the weekly open houses. Recently
they have started again, but there are
few houses to see and fewer agents
come. 

This is one of the easiest types of
marketing you can ever do.

No email solicitations, no phone
calls, no meetings to attend, etc. 

Just compile names and postal
addresses from people you already
know. This does not take much time,
except for writing addresses on
envelopes and preferably including a
personal comment. 

What if you don't have any clients
except AMCs? Say thank you with a
card to helpful real estate agents,
property managers, appraisers,
employees at vendors who have been
helpful such as tech support people
who helped you at forms software
companies, etc.

Holiday cards and gift mailing
deadlines for December 25 delivery 

Cards. No later than December 12
for delivery by December 25. USPS
says by Dec. 17, but earlier is better. 

Gifts: 
USPS: Priority Mail® Service Dec.
19
USPS:Priority Mail Express®
Service2  Dec. 23
UPS: Ground check ups.com/ctc
UPS 3 Day Select® Monday,
December 19th
UPS 2nd Day Air® services
Wednesday, December 21st
UPS Next Day Air® services
Thursday, December 22nd

START NOW GETTING HOLIDAY
CARDS AS STORES MAY RUN
OUT 

When we worked for lenders and
mortgage brokers, we often had per-
sonal relationships, which included
in-person deliveries of gifts, etc. With
AMCs it is much more difficult, but a
personal holiday card can work. 

If you work for local lenders gifts
are good. Non-lender clients are
excellent choices for gifts. Be careful
when sending to government agencies
(see below). 

In the past I used to receive holiday
cards from vendors, other appraisers,
etc. Sometimes I would get a gift
such as a Starbucks gift card. But,
this has slowed way down in recent
years. If you send something, it will
be remembered.

Editor's Note: I write about this every
year. It's a reminder to purchase holi-
day cards. 

Why send business holiday cards?
"Unlike the cards we mail to loved

ones, greetings we send for business
are generally used for two purposes:
as a thank-you to individuals at other
companies with whom we have an
ongoing relationship, or as a means of
staying on the radar of an existing,
former or prospective client," says
manners expert Thomas P. Farley.

Why sending holiday cards to
current and previous clients is very
important this year, especially if you
are not busy 

I don't recommend sending emailed
holiday greetings as we all get too
many emails. Few of us get actual
holiday cards.

I have been doing this since I start-
ed my appraisal business in 1986. 

I send cards (and sometimes gifts)
to current and past clients, referral
sources, other appraisers (and instruc-
tors) who have helped me, real estate
agents, and more. 

I always send cards to previous
clients I have not heard from in over
5 years (sometimes longer). Your best
prospects are always previous clients.
You worked for them. They know
you. Much, much easier than getting
new clients!  

Don't forget the real estate agents
that were willing to spend time to
explain their sale and appraisers that
helped you on an appraisal. They are
an excellent referral source.

Marketing with holiday gifts and cards - An Easy
and Most Excellent Marketing Tool!
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AMC marketing 
I suspect that few appraisers think

about personal marketing to their
AMC clients. 

For AMCs, send cards to people
you regularly communicate with by
phone, text or email. Often, email sig-
natures have a postal mailing address. 

If there is someone who has been
very helpful, send them a gift card. If
you don't have their postal address,
then you can sending a personal thank
you email will do. I doubt if they will
get many from appraisers. 

An excellent marketing tip is a fol-
low-up phone call asking about what
the AMC wants from appraisers now.
For example, is turn time the most
important? Do they want to do fewer
correction requests?

Don't forget the chief appraiser or
appraisal managers. 

MBA Loan Volume Application Index – 1/18 to 11/22
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MBA Loan Volume Application Index- 1/19 to 10/22

Who to send gifts or cards to
1. Best clients.
2. Second tier clients.
3. The rest of your clients.
4. Referral sources - as many as you
can. Other appraisers, real estate
agents, accountants, attorneys, your
neighbor, etc. 
5. Vendor employees who have been
especially helpful.
6. AMC employees who have been
helpful.
7. Appraisers and real estate agents
who have been helpful with data
and/or advice. I get many referrals
from both groups. 
8. Good prospects.
9. Instructors and speakers that you
liked.
10. Authors of articles that you liked.

What am I doing this year? 
We purchased our 60+ holiday

cards at a local store, but go ASAP
before the cards you like are gone. We
learned that the hard way - by waiting
too long in the past!

I'm sending holiday cards with per-
sonal notes to many clients, referral
sources, appraisers, real estate agents,
vendors who have been very helpful,
etc. 

Where to get the cards?
We prefer to see and touch the

cards, so go to CVS, Walgreens and
other stores when they are first
available. Sometimes office supply
stores have them. 

You can purchase them online,
but don't buy the least expensive
cards. 

How much do the cards cost?
In the store, buy a "box" of cards,

which is much less expensive than
individual cards.

What type of holiday cards are
best?

A "season's greetings" card is
usually a more suitable for business
choice than a Christmas card, so
you don't offend anyone. I am
located in the very diverse San
Francisco Bay Area, so I always
send neutral holiday cards.

A handwritten address on the
envelope is a very good idea.
Always, always include a personal
signature. A short handwritten note
is good also, especially if you know
them.

Be sure to be "generic" in your
cards and your message. 

mailto:ann@appraisaltoday.com
mailto:info@appraisaltoday.com
mailto:info@appraisaltoday.com
http://www.appraisaltoday.com
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Humor
Humor is risky and not recom-

mended. But, sending a humorous
card to someone you know well may
work.

Government and institutional
employees - be careful

When I was first employed by a
county Assessor's office in the mid-
1970's, I was told not to accept any-
thing from a taxpayer. If I went to
lunch with someone, I was to pay for
my own lunch.

Many government agencies have
similar policies. Before sending any-
thing other than a holiday card, be
sure to check.

Some banks and other institutional
clients have strict policies, although
few are as strict as government agen-
cies. Check to be sure. 

Some of my lender clients request-
ed that any gifts be for the entire
appraisal department, such as flowers
or candy.

Email "cards"
Postal mail is best, but it is some-

times hard to get postal addresses. If
you receive email correspondence
from people, you will have their
email addresses.

When I checked online, many of
the e-cards had music, which can be
very annoying.

Search for email Business Seasons
Greeting Cards or Business Holiday
cards if you prefer not to send postal
Christmas cards or don't have the
time.

Another option, which may be bet-
ter, is to send a personal holiday
email with maybe a photo of you or
another photo embedded in the
email. Include a personal message.
We don't get many emails that say
Thank You. You can put Thank You
in the subject line!

Gifts that last
One gift I see almost every morn-

ing is a coffee cup from a local
appraisal firm that I received many
years ago.

I used to send out a small desk cal-
endar with my company info to about
100 people. They loved it and called
me when they didn't get one.

One year I set up monthly flower
deliveries to a lender client that gave
me lots of work. It went to the
appraisal department, not the chief
appraiser.

Ideas on what gifts to send
Sending gift cards, such as

Starbucks or See's Candy, are very
easy choices.

Most of us select gifts appropriate
to the volume of work, how easy the
client is to work with, and the likeli-
hood of continued work. For exam-
ple, a gift basket for your best clients,
and gift cards for others.

A gift that would appeal specifical-
ly to the person is always good. For
example, a gift certificate to a popu-
lar restaurant for two for someone
who likes to eat out, or a gift certifi-
cate for a "meal delivery" company
for those with children who are too
busy to go out for dinner. Or, a box
of chocolates for a "choc-o-holic."

A gift that is seen every day, such
as a desk calendar,  or paper clip dis-
penser, personalized with your com-
pany name works well.

Some other possibilities:
• Home baked cookies, pastries, or
candied pecans.
• Gift baskets - food, wine, chocolate,
many choices.
• Dom Perignon champagne - for the
top clients
• Modest gift at Christmas and a card
at Thanksgiving or New Year's
• Baskets from local fruit wholesalers
• "Happy New Year" cards and wine
• Desk nameplates
• Rum soaked holiday cakes

• Sticky Note Pads (540 Sheet Ones)
with your name printed on all 4 sides
• Souvenir Stick Pen ($.75 Each)
• Massage therapist for an hour to do
chair massages one afternoon
between Thanksgiving and Christmas
(Editor's note: this one is my
favorite!)
• Chocolate cheesecakes on
Halloween and boxes of chocolates
on Valentine's Day.
• House shaped paperclip holders
with your company name & info
printed on the roof.

Your employees (including family)
Don't forget your employees - a

special holiday lunch and gifts really
make a difference. What if your fami-
ly members are your employees? It
makes an even bigger difference!

Where to get gifts
For gifts personalized with your

name, do them ASAP. Advertising
companies are used to last minute
requests, but they are all busy before
Christmas.

For gifts with your name on them,
use an advertising specialties compa-
ny. Use the Internet to locate them.

How to send gifts
Personal delivery by the principal

or owner of your company is always
best, even for cards. If at all possible,
do this for your best clients.

For non-local gifts you can use the
U.S. mail or UPS.



What personal message should you
include in your cards?

Remember, this is for business,
which is very different than sending
cards to personal friends and family.
Look in the mirror. What type of
message do you like to receive?

This depends on how well you
know the person. For example, you
can mention about a spouse or a
hobby.

Don't make it too much of a "sales
pitch".

Go to a store and see what mes-
sages are on the cards there. 

Business law and gifts
Bribery is the primary issue from a

legal viewpoint. Appraisers seldom
give such large gifts, but it has hap-
pened. For example, you're bidding
on a big appraisal contract and pay
for a Hawaii vacation for the person
making the decision before you are
awarded the contract. 

USPAP and gifts
Some appraisers mistakenly believe

that USPAP doesn't allow giving gifts
to clients.

USPAP doesn't include much about
marketing and gifts.

"The payment of undisclosed fees,
commissions, or things of value in
connection with the procurement of
appraisal, review, or consulting
assignments is unethical." 

"Disclosure of fees, commissions,
or things of value connected to the
procurement of an assignment should
appear in the certification of a written
report and in any transmittal letter in
which conclusions are stated." 

Thus, appraisers try to avoid situa-
tions where USPAP would require
such disclosure.

Understand that payment of fees,
etc. in order to get an assignment is
not prohibited by USPAP. It just has
to be disclosed.

USPAP and gifts after getting
assignments

Although USPAP doesn't forbid
giving current clients "things of
value" as a "thank you," it does not
address how far you can go (i.e. trip
around the world for two). Business
law does.

Remember the stories in the news-
papers about business owners being
accused of bribery? U.S. law is pretty
strict on giving bribes to get work
from a current customer or a prospect.

The basic rule is that the gift must
be appropriate to the work performed.
For example, a client has given you
$2,000 in work over the past 12
months. A box of candy, flowers, etc.
is certainly appropriate. If a client has
given you $50,000 in work, a more
expensive gift would be appropriate,
say a set of golf clubs.

Gift planning for next year
It may be too late to order personal-

ized gifts, so plan now for next year.
If you want your gifts to have your

company name on them (a very good
idea), order them now. Suppliers can
get back logged at holiday time. 

Where to get more information on
gifts

For gifts with your name on them,
use an advertising specialties compa-
ny. Google for local companies.
Baskets can be ordered from local
stores or national companies over the
Internet. Sometimes they are available
at grocery stores. Check with local
real estate agents and see who they
use.

Where to get more information on
cards

Google Holiday Business Cards for
vendors, if you want them custom
printed. Or order pre-printed cards. 

For ideas on what type of a mes-
sage, go to web sites that sell busi-
ness cards, Office Depot or other
local store that sells cards and see
what they include.
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