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In this article, the focus is on resi-
dential lender appraisers who have

done little or no non-lender work and
are trying to decide if they want to be
an expert witness work.

This article will not tell you how
to do expert witness testimony. Many
books, seminars, articles, etc. are
available. At the end of the article I
have references for more informa-
tion. Instead, I focus on letting you
know what it is like so that you can
decide. 

There is very little competition for
this work from residential appraisers
as most refuse to testify. Estate/trust
appraisals will become very competi-
tive as many appraisers want to do
them when lender business slows
down. 

Client communication for all non-
lender work is not the same as
lenders. The November 2022 issue
has a good article, "Communicating
with non-lender clients: Very, very
different from lenders!!" 

Limiting conditions and certifica-
tions are not the same as Fannie's
forms. 

I decided to do one long arti-
cle, instead of breaking it into two
parts, as the topic can be complicat-
ed.  

Divorce is the most likely residen-
tial appraisals requiring expert wit-
ness, so it is discussed in this article.
See the January 2022 issue for more
information on divorce appraisal. 

Appraisals and expert witness testi-
mony are done on many other types
of more complex home appraisals:
loss of view, partial interest, partial
damage, home burns down, ease-
ments, and lots more. I have done
appraisals as an expert witness on
many types of disputes. 

Have you ever done any non-lender
appraisals?

I strongly recommend doing some
before deciding to do expert witness
work. 

They are not the same as lender
appraisals. For example, You only
use USPAP, plus any special require-
ments, such as the use of case law.
No UAD, CU, long boilerplate
addenda, etc. 

Throw out Fannie, VA, AMC
rules, UAD etc. 

You MUST be objective and neu-
tral. Of course, there is sometimes
value pressure. I prefer to find out if
there will be pressure before accept-
ing the assignment.

Litigation Support vs. Expert
Witness

These terms are often used.
Litigation support generally refers to
all types of support to attorneys in lit-
igation. It includes financial, clerical,
database, IT, etc. 

Expert witness is a type of litiga-
tion support provided by appraisers.
For appraisers, expert witness
includes both deposition and court
testimony. 

www.appraisaltoday.com
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What if you don't ever want to
testify as an expert witness?

When first contacted, you always
ask the attorney if court testimony
will be required or is possible. Then
you can decide of you want to
decline the appraisal.

If the attorney says, "no testimony
will be required", don't believe it.
You MUST include in your engage-
ment letter in prominent type that
you will NOT be testifying as an
expert witness in court or a deposi-
tion, if you don't want to testify. 

It will limit the amount of specific
non-lender appraisals, especially
divorce, the highest paying and most
available work for residential
appraisers. 

Expert witness work differs
significantly from lender and other
non-lender appraisals

Do you like challenging
appraisals? 

Do you spend more time research-
ing and writing your AMC/lender
reports than some other appraisers?
For expert witness you need to be
willing to dig deep to find the details
of the sale. 

Are you comfortable speaking
publicly to others?

Do you want to get your
appraisals off your desk and move on
or are you willing to wait months or
years before testifying?   

Do you remain calm when you
have hassles with underwriters and
reviewers? If so, you have practiced
expert witness testimony.   

Reading this article can make it
seem very intimidating if you have
only done lender work. That's why I
strongly recommend doing some
non-lender work with very little testi-
fying, such as estate/trust, to see how
you like it. 

Maybe you prefer lender work - no
marketing required, just get on AMC
lists, communication is relatively
standardized, etc. 

I did not find it very difficult or
intimidating getting started in expert
witness, probably because I had other
local appraisers who specialized in it
to advise me. Also, I had done public
speaking to many groups and was
comfortable speaking to groups. 

What is an expert witness, legally?
When you first testify in a specific

court, your attorney-client will submit
your name as an expert witness. The
judge will decide if you are qualified
for that court. 

The legal requirements for being
an expert witness are minimal.
According to Federal Rule of
Evidence 702, expert witnesses must
have "knowledge, skill, experience,
training, or education which will
"help the trier of fact to understand
the evidence or to determine a fact in
issue." This is a very broad standard.  

Some states may also require an
expert witness testifying in that state
to have a license in that state or face
charges of practicing without a
license. 

What if you receive a subpoena, but
did not know you were supposed to
be an expert witness?

It is not unusual for an attorney to
try to get free expert witness testimo-
ny. 

If you receive a subpoena, you
must legally appear as a percipient
witness: "A witness who testifies
about things she or he actually per-
ceived. For example, an eyewitness."
You say, after viewing the report,
"Yes that is my appraisal report." Or
something similar. The fee is usually
nominal, such as $50 for your testi-
mony. 

If the attorney asks more questions
about the appraisal, tell the judge that

you are not appearing as an expert
and have no written agreement with
the attorney. Or better, your engage-
ment letter, signed by the client attor-
ney, says you will not testify as an
expert witness. Bring the letter to
show to the judge. 

Sometimes the attorney wants your
appraisal submitted into evidence and
needs you to be a percipient witness.
Definition: A witness who has
obtained knowledge of an event
directly through their senses, general-
ly, through sight (eyewitness) or hear-
ing (earwitness). For example, you
examine your appraisal and say "Yes,
this my appraisal." You say nothing
about what is in the appraisal. 

How and when to get your first
expert witness assignment

Some appraisers I know really
wanted get started as an expert wit-
ness, but when they did the appraisal
no testimony was needed. This is the
case about 90% of the time. Many
cases are settled, sometimes while
you are waiting to testify. 

Be patient. Eventually, the opportu-
nity will arise for you to do your first
expert testimony. Of course, it may
be sooner than you expected. 

What date(s) are needed?
For lender work, the effective date

is easy: date of inspection. For non-
lender work your client has to give
you the dates. The current date, date
of marital separation, etc. Multiple
dates are not unusual. 

Date changes are also possible. Be
sure you get the correct date(s).

What is your educational
background?

What education providers are on
your resume? When you became
licensed, did you take online courses
or use a local provider who mainly
taught real estate licensing classes?
Do you take whatever CE is the
cheapest?
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Unfortunately, when licensing
started, the national professional
appraisal associations did not offer
classes for licensing. Instead, new
appraisers had to go to proprietary
schools, which often focused on
passing the licensing exam. 

If so, you will need to upgrade
your appraisal skills. I strongly sug-
gest taking classes and seminars from
the Appraisal Institute. Their classes
are the most recognized by attorneys
and judges for real property apprais-
ers.

Remember, your appraisal may be
reviewed by the opposing attorney's
appraiser, who could be very knowl-
edgeable and experienced. Don't get
"shredded" in court with a weak
appraisal.

Most residential lender appraisers
have little training or experience in
highest and best use issues. I was for-
tunate as I was trained at an asses-
sor's office. The first question asked
when doing an appraisal was HBU.

Here are a few AI residential
classes. I strongly recommend live
classes so you can network with the
attendees and the instructor for ques-
tions you may have later. Live syn-
chronous is okay, but much more
limited networking. I only recom-
mend online if there is no other
option. Be sure to check for prerequi-
sites. 
•  Residential Market Analysis and
Highest & Best Use. 2 day live and
online. There is also a book by this
name, written by MarK Ratterman,
MAI, SRA, reviewed in the
December 2022 issue. 
•  Advanced Residential Applications
& Case Studies/Part 1. 2 day live and
synchronous. Has prerequisites.

To get info, Google the course
name and Appraisal Institute.

What's the difference between
expert witness, non-lender with no
testimony, and lender appraisals? 

Expert witness appraisals are dra-
matically different.

You don't "just" get an address for
a non-lender appraisal. You need to
know who the client is, the intended
users, and the intended use. Plus
additional information such as legal
description, easements, etc. 

Do your appraisal "as if" it was
going to be on the Internet, available
for anyone to read and critique.

I remember a significant dispute
over what to do with salt ponds in
San Francisco Bay owned by Leslie
Salt. Environmentalists wanted it to
be changed back to its natural state.
The very difficult appraisal, done by
a prominent local MAI, was on the
Internet for everyone to read.    

No lender requirements at all for
any non-lender work. Wipe them
from your mind. Your only guide-
lines are USPAP and any special
requirements, such as the definition
of value.

You decide how much to put in
your report. Your work file includes
other information or analysis. Your
client (including an attorney) may
not understand your report. I explain
how to read the appraisal in a sepa-
rate communication with my client,
using a letter or phone call, if neces-
sary,.

Appraisal Institute is the best place
for education and designations for
expert witness

The SRA designation is good for
residential appraisers who testify. I
am one of the very few appraisers in
the Bay Area with both MAI and
SRA designations, who regularly
appraise homes. 

Many appraisers have both MAI
and SRA designations, but seldom
appraise homes. (The AI increased
the numbers of SRAs by requiring
minimal requirements for MAIs to
get SRAs.)

In my area, an SRA will do very
well testifying against an MAI who
only does homes for litigation. You
are an expert on homes. Few MAIs
are. For example, your attorney asks
you how many homes you have
appraised this year. You say "100".
She asks the MAI the same question.
His answer: "3, including this one."
Who is a more credible expert wit-
ness?

For court, Appraisal Institute class-
es and designations are very good on
your resume as the Appraisal Institute
is well known among attorneys. This
is where most experienced expert tes-
timony appraisers take their courses
and have designations.

The AI spent decades positioning
itself as the "go-to" place for expert
appraisers with the MAI designation.

When I first started doing expert
witness, I got most of my information
from MAIs, who often did expert
witness. 

I know appraisers who do expert
witness without MAIs, but they often
took Appraisal Institute classes. 

Residential vs. commercial
Residential appraisers are experts

in appraising homes. Commercial
appraisers appraise all types of prop-
erties for many different purposes,
such as condemnation. 

Commercial appraisers don't do
very well on testifying for home val-
ues. 

The appraisers I know who only
do litigation work are almost all
MAIs. There is a good deal of work
available. For example, I regularly
receive requests to quote a bid on
large properties owned by govern-
ment agencies because I have an
MAI. 

Anyone can use Zillow to get a
home "value", so many think they are
experts on home values.



Scope of Work (Third Edition, 2020) -
Intended users and use,  effective
date, client and more. Buy This
Book!

For expert witness work, you need
to understand many topics that are
not typically issues for residential
lender appraisers.  

Scope of Work can vary widely
depending on what your client needs.
The "standard" boilerplate scope of
work for lender appraising is often
not applicable. 

Scope of Work is an excellent
book, written by Stephanie Coleman,
MAI, SRA, Director of Screening for
the Appraisal Institute. I have known
her for over 30 years. She is my "go
to" person for any USPAP issues. 

Many short case studies and
appraisal report templates are provid-
ed to help appraisers understand how
scope of work can be applied in a
variety of assignments. 

The book includes information on
many topics very relevant to non-
lender appraisals Scope of Work,
including: Client, Intended Users,
Intended Use and Effective Date.
Case Studies and sample Scope of
Work for appraisals, which you can
retype and modify for use in your
appraisals. 

To purchase the book, Google the
title, edition and Appraisal Institute.
The price is $60 and $50 for AI mem-
bers.

Good Information from Claudia
Gaglione, Esq. Read these!
• Engagement Letters  April 2022
newsletter.
• Who Said I Agreed To Be An
Expert? March 2022 newsletter
• 2022 Update: Intended Use &
Intended User 
www.liability.com/claim-
alerts/intended-use-intended-user.aspx
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What is it like in court?
Have you ever gotten into a signif-

icant dispute with an underwriter or
reviewer? Did they know anything
about appraising? When you testify,
you stay calm. You are saying what
you did on your appraisal. 

Attorneys want to win. Some
attorneys are "nice" and some attack.
The same attorneys can do both,
depending on who they are question-
ing. When your attorney questions
you, he/she will be nice. The oppos-
ing attorney's job is to discredit your
testimony, and being aggressive may
work to "shake you up."

You may be asked the same ques-
tion over and over. This is to see if
you are consistent. 

Number One Rule: Very frequent-
ly you are the only one in the court,
except for the other appraiser(s), who
knows much about USPAP or
appraising. You are an expert. 

Number Two Rule: You cannot
take it personally. Of course, the
attorneys want to win and will try to
discredit your qualifications or what
you are saying. 

There are two types of court:
judge only or judge plus jury. When I
testified in bankruptcy court, it was
very easy. There was only a judge,
who would not allow the attorneys to
go into long attacks on witnesses,
etc. The judge understood what was
important. 

In contrast, judge with juries have
attorneys who want to win. The
judge's job is to "keep them in line".
The jurors usually don't know much
about courts, attorneys, and witness-
es.      

My job was to be the expert. My
attorney's job was to discredit the
other side's appraiser. I did not take it
personally.  

The best way to see what it is like
for appraisers is to attend a mock
trial seminar, where appraisers play
all the roles, including judge and
jury. I have heard many over the

years in AI seminars and workshops.
Very worthwhile.

Another way is to check the court
calendar near your home. Look for
civil cases with expert testimony and
attend a few. Live is best. Virtual is
better than nothing.   

You may be able to find out when
a local appraiser is testifying in court.
Of course, the case may be settled
while the appraiser is waiting in the
hallway. Then you can do some net-
working. 

What about depositions?
No judge. Multiple lawyers plus

their clients and the court reporter.
Almost anything goes. See the above
Two Rules. 

Depositions may occur without
any court testimony.

Ask your client's attorney what to
expect from the opposing attorney. 

Remember, some attorneys are
knowledgable about USPAP, and
some know very little. Some 'fake it'
and make it appear they know. 

Attorneys use depositions to see
how well the appraiser does under
pressure. They can be hostile and
aggressive. Do not fight back.
Remember, that is their job. 

Your testimony is typically 2-4
hours, but it can go on for a long
time, including many days. 

You can find videos on youtube.
Search for deposition.

Here is a good link for deposition
tips: www.youtu.be/jKahEkr6F4M
The youtube channel is seakincorpo-
rated and the web site is
www.seak.com

http://www.liability.com/claim-alerts/intended-use-intended-user.aspx
http://www.liability.com/claim-alerts/intended-use-intended-user.aspx
http://www.liability.com/claim-alerts/intended-use-intended-user.aspx
http://www.youtu.be/jKahEkr6F4M
http://www.seak.com
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Different definitions of value, and
different types of value

The definition on Fannie forms
for market value is for mortgage
appraisals. But, many other defini-
tions are used. For the IRS, Fair
Value is used. 

The court may want a different
definition than the FIRREA defini-
tion. 

Be sure to include the source of
the definition. Check with your
client.

I have made up my own definition
of value for unusual issues with the
property (not expert witness related). 

Other legal assignment issues 
Case law, state and federal laws,

etc. may apply. For example, the
case law on divorces for your area. 

Who is the client?
The client is the entity that

engages the services of the appraiser.
One party might engage the services
of the appraiser and therefore be
established as the appraiser's
"client", usually the attorney.
Another party may be the owner of
the property being appraised and the
one responsible for paying the
appraiser's fee. This situation is not
unusual and must be clarified by the
party that engages you.  

For non-lender work this is some-
times not clear. It must be clarified. 

Who is (are) the intended users in
addition to the client?

Be sure to get this correct. It can
be tricky. 

The intended users need to be able
to understand the report. They may
not have ever seen an appraisal
report, such as a trustee of an estate.

The intended users will be using
the information in the appraisal
report to help in determining their
intended use. Persons who only
receive a copy of the report are not
the intended users.  

What are you appraising?
Some residential appraisers think

they are appraising a house. Wrong.
You are appraising the land, plus what
is attached to the land. 

Of course, you are also appraising
the property rights, such as fee simple
or partial interest.

You must have a legal description,
included in the deed. Assessor's plat
maps are not legal descriptions. Ask
for easement information or other
restrictions, such as bonds. 

Occasionally, it is not the total
property value. Examples are rental
value (divorce), view (loss of view),
partial interest, etc.

Be sure to get this clarified with
your client. You don't want to have to
find out during your testimony. 

What is the date of value?
Be sure to ask. Do not assume it is

the current value. Also, there may be
multiple dates. 

If your effective date is different
from the date of inspection, be sure to
put both dates in your report and dis-
cuss any changes between those two
dates. 

When you are doing a retrospective
value, often the biggest issue is what
the property was like on the effective
date of value. It can be very difficult
to get this information. 

For example, the kitchen was
recently remodeled, but the effective
date is 2 years ago, such as the date of
separation. Your photo will probably
be of the remodeled kitchen.
Occasionally there are photos of the
subject before any work has been
done. Once I did an appraisal over
and over because the two parties kept
fighting over the remodeling date and
what was done.

For divorce, it often is the current
date, but it can be the date of separa-
tion, another date, or both. Or a rent
dispute with multiple dates. I have
gone back as far as 15 years to deter-
mine market rent for each year. I
charged them a very high fee. 

If the property has been sold since
the effective date, it takes additional
research to find out the condition 4
years prior to the sale. Be sure to get a
higher fee and get the condition
description as accurate as possible. 

Highest and best use (HBU) issues -
limitations of residential lender
appraisers

This is the main reason that values
between appraisers are dramatically
different. This topic is not well cov-
ered in licensing classes. You can get
into considerable trouble over this.

Unfortunately, many lender
appraisers "don't know what you don't
know." They have been pressured to
put on blinders and never check the
box indicating the HBU is not the cur-
rent use. 

I do commercial and apartment
appraisals in a city where most were
built many years ago. Zoning and land
use has changed over time. Highest
and Best use issues are common. 

A good residential example is a row
of ten homes on a street with commer-
cial zoning. Eight have been convert-
ed to offices. You are appraising a
home that has not been converted.
You must value the commercial prop-
erties and determine the value of the
unconverted home. Which is the more
valuable? You cannot decide without
an appraisal of the subject as a com-
mercial property and as a home. It can
be either one. In my area, homes are
more valuable than commercial prop-
erties. 

Another situation is a small home
on a very large lot with multi-family
zoning. Can the lot be split? Are
apartment buildings being constructed
and/or planned. The HBU may be to
hold for 10 years, then demolish the
home and build apartments. The
lender decided to make a 10 year
loan.

I have done appraisals on both
types of properties above.   
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I asked them many questions on
expert witness.

You need to establish connections
with appraisers who can help guide
you.

What types of appraisals are more
likely to require expert witness
testimony in court or a deposition?

Any non-lender appraisal can
require expert testimony for any rea-
son. For residential appraisers,
divorce is the most likely. 

Expert witness testimony at depo-
sitions is more likely than court testi-
mony. 

Estate/trust expert witness is
unlikely, but does occur, such as
when the beneficiaries are fighting
over who gets what. 

Over 90% of cases settle before
going to court. However, you may be
required to do a deposition.

I have testified in divorce, estate,
and bankruptcy cases. Bankruptcy
sometimes requires expert testimony,
however that has declined due to a
change in legal requirements. But, it
is a bench trial: a judge with no jury
and is relatively straight forward.
Divorce can be a bench trial in fami-
ly court as well. Check your local
area.

My experience with expert witness
work

I took workshops and seminars,
spoke with other appraisers, and read
a lot of material on expert witness
testimony. 

My experience is fairly typical. I
have done much work for attorneys
over the years, but have not testified
very often. The lawsuits get settled or
dropped. For example, you are sitting
outside the court waiting to testify,
but the case has been settled. You are
paid your hourly rate, of course.

Zoning and planning issues cause
lots of problems. The assessors'
records may not have the current
legal zoning. Lender appraisers don't
check to see what the actual zoning
is. Very few appraisers check plan-
ning documents, such as the General
Plan, to see what is planned for the
future.    

To do a preliminary check for
these issues, I drive around and see
what is happening to nearby proper-
ties. If houses are being demolished
and much bigger houses built, that is
an excellent indication the HBU for
existing small homes is not the cur-
rent use. 

My experience with getting expert
witness work

How was I able to do this? I was
very lucky. Since I started my
appraisal business in 1986, I have
always accepted non-lender work. I
worked at an assessor's office and
had never seen a Fannie Mae form.
All types of business were new to
me. I accepted work from relocation
companies, insurance title compa-
nies, accountants, attorneys, bail
bonds, cities and counties, private
individuals and many other types of
clients. 

I appraised easements, very small
"remnant" lots, loss in value for a
view, burned-up homes and commer-
cial buildings, partial interest, etc. 

I did expert witness work. I
worked 4 counties. 

How did I 'learn' how to do those
types of appraisals, plus expert wit-
ness? Fortunately, in 1986 there were
monthly meetings of the Society of
Real Estate Appraisers and the
American Institute of Real Estate
Appraisers. They both had meetings
at the same restaurant in a nearby
city. The other appraisers gave me
lots of advice on non-lender
appraisals and expert witness.  me. I
still rely on them to help me with
tough assignments. 

How to get information and help
live and online 

Be sure the information you are
getting online is correct. There is lots
of mis-information online, especially
in chat groups, forums, etc. If you are
a "regular" you may be able to tell
who is knowledgeable.

Today, with the Internet, getting
information is much, much easier.
Online seminars, webinars, Google,
etc. I use Google all the time when
writing these articles. 

When you take a live online webi-
nar, the instructors and other presen-
ters often will help students by email
or phone. 

Appraisers who blog, post on
forums, etc. can be a good source,
but you must be sure they are
experts. I regularly get emails and
calls from appraisers with questions
about appraisals or business issues. It
is not a face-to-face interaction, but
they read my free or paid newsletters.

Who do you call when you need
local help?

Again, be sure the information you
are getting is correct. Your contact
must be knowledgeable and experi-
enced in non-lender work.  

You will need a network of
appraisers for advice on  difficult
appraisals. Local appraisers are need-
ed to find out about fees, turn times,
standard court procedures, etc. 

I set mine up long before there was
any online communication. Where
can you meet appraisers face to face?
Local is best, but many experienced
appraisers can help you remotely
with advice on working with attor-
neys, expert witness, divorce
appraisals, etc.

The Internet is good, but you will
need local people to call. I regularly
see appraisers posting questions spe-
cific to St. Louis on a national
appraisers forum, Facebook, etc.
Replies may be from appraisers all
over the country.
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How do you find someone to
help? Networking at meetings of
your state coalition, local appraisal
group, chapters of national appraisal
associations, etc. helps. Take live
local classes and contact the students
and instructor.

Can't find anyone? Try setting up
your own local group. 

What attorneys are best to work
for?

You may be able to get that infor-
mation from your local appraiser net-
work. Just like lenders, attorneys are
not all the same. Some delay paying
your billings. Others pressure
appraisers. I have encountered both
types. I refused to take another
appraisal from them, even if you
have a engagement letter and have
received a retainer. 

Collecting from attorneys can be
difficult, especially when they lose
the case.  

Some won't return phone calls or
emails. Others don't communicate
very well or wait until the day before
your testimony to let you know it is
tomorrow. 

Attorneys vs. appraisers: Very
different goals that can conflict

Attorneys want to win. Appraisers
must NOT be advocates, but MUST
be neutral and objective. They advo-
cate for their appraisal. 

For example, you are testifying or
being deposed. The other attorney
keeps asking you the same question
trying to trip you up, or keeps being
"mean" to try to get you flustered, or
finds something from your past to
grill you on.

Remember, the attorney's job is to
win. That is not your job, although,
of course, your testimony can help.
You can be prepared by reviewing
the other side's appraisal, using
Standard 3. Or, you can review it as a
consultant, which can be tricky. 

I have learned over 47 years of
appraising that a client frequently
wants a value or direction in value. I
prefer to know what that is so I can
tell them what I say: "If everyone
hates my value, it is probably okay." 

I have had attorneys never call me
for another appraisal if I don't do
what they want, just like lenders and
AMCs. 

Repeat business 
Once you testify and do well,

other attorneys (especially the oppos-
ing side) will want to hire you. 

That is why appraisers really want
to testify if they have never had the
opportunity. 

What attorneys are looking for in
an expert witness

Attorneys want to win. They want
an appraiser with excellent creden-
tials and experience, very good testi-
mony skills, reliable, etc.

Here are a few tips:
•  The ability to always meet and
beat deadlines. Litigation is deadline
driven.
• A competitive spirit and commit-
ment to excellence. Expert witness
services should not be provided half-
heartedly.
•  A lack of skeletons in your closet
such as criminal convictions, license
revocations, controversial past writ-
ings, doing poorly or being disquali-
fied on a past expert witness assign-
ment, etc.
•  Having a schedule that is some-
what flexible to allow for depositions
and trial appearances.
•  Having enough free time to be able
to turn assignments in  on deadline.
This may necessitate working nights
and weekends.
•  Being thick skinned. Expert wit-
nessing is not for the thin skinned.
The opposing side will make it their
mission to challenge your work and
credentials and paint you as unquali-
fied, sloppy, less than honest, a hired
gun, etc.

•  Communication skills. Expert wit-
nesses lacking in verbal and written
communication skills are ineffectual.
•  A CV (curriculum vitae) or profes-
sional resume so that retaining coun-
sel can review your qualifications.
•  Having excellent organizational,
investigative, and research skills. 

Source:
https://seak.com/blog/expert-
witness/expert-witness-requirements/
Note: this web site has some very
good info and videos.

Additional appraiser factors:
• Speaking, writing and teaching
•  Prior testimony

Additional report factors (can help
the opposing attorney reduce your
credibility):
•  No misspelling
•  No bad grammar
•  No typos

My experience with an attorney
trying discredit me

I was testifying in a divorce trial.
After testifying for a while, the
opposing attorney asked for a break. I
broke my ankle about 6 months
before and could not do residential
inspections for about 3 months while
I was in a wheelchair. She found out.
I assume she contacted another
appraiser looking for something to
discredit my testimony. 

I had mentioned it in my weekly
free email newsletter. I said that I had
done many residential appraisals
before and after my accident. 

Was I upset? No. That was the
opposing attorney's job. She was very
clever. 

Oral Testimony
This is done sometimes by attor-

neys so the other side cannot get a
copy of an appraisal report, as one
was not done.

Be sure to read USPAP's require-
ments for this.  

https://seak.com/blog/expert-witness/expert-witness-requirements/
https://seak.com/blog/expert-witness/expert-witness-requirements/
https://seak.com/blog/expert-witness/expert-witness-requirements/


You need an Engagement Letter
I don't do a formal engagement

letter for an estate house appraisal
every time. But, I always do them for
other appraisals, such as divorce. I
have several templates I use and
modify them for each assignment. 

The Appraisal Institute's sample
engagement letters are good. Google
Sample Agreements for Services
Appraisal Institute to download them.
Although they are for non-litigation
appraisal assignments, they are a
good way to start. Copy and paste
what you think is relevant. Peter
Christensen has several short letters.
Google appraiser engagement agree-
ments Peter Christensen.

For litigation, you need to add your
hourly rate for preparation, testimo-
ny, waiting in the hallway to testify,
etc. Also add payment terms, retainer
fee, etc. 

Engagement letters are the founda-
tion of the legal relationship between
appraisers and their clients. They are
letters that, once signed by both you
and your client, constitute a legally
binding contract between you (or
your practice) and the client.  

For an analysis (no sample agree-
ment) Google Engagement letters -
doing it right - Working RE
Magazine.

Fees - significantly higher than
lenders

Do not ever quote a fee first,
before you find out what is involved
for any appraisal. Do not put fees on
your web site. 

If someone calls and asks "what is
your fee" that is a red flag to not to
waste much time. You need to deter-
mine what is required for that specif-
ic appraisal assignment. 

However, just like any lender
assignment, after receiving the fee in
advance and getting an engagement
agreement signed, you MAY discov-
er something that requires you to
return your fee. I have done this sev-
eral times over the years. The highest
fee was $2,000. 

You need your local network to
tell you what the typical fees for
your area.

For assignments up to $1,000 I
require payment in advance, such as
COD at the door or pre-payment by
check. For higher fees I require 50%
in advance and 50% before the
appraisal is delivered. I do not dis-
cuss the appraisal until I am fully
paid. 

For example, standard lender fees
are $400 for houses. You could
charge $1,000 or more for a house
appraisal report for a divorce if testi-
mony is a possibility. My fee for date
of death would be $800 unless testi-
mony will be required. 

Fees for expert testimony in my
area starts at $200 per hour (depend-
ing on experience, etc.) for prepara-
tion, testimony, waiting in the court-
house, etc. Some states do not allow
portal to portal payment (driving
from office to and back from court). 

Be sure to get a retainer, up front.
Include it in your Engagement
Agreement. 

For depositions, in my area, the
hourly fees are the same as for testi-
mony. The attorney brings a blank
check made out to you. When the
deposition is over, you receive a
check for your time. 

When it is over, and you do a
good job, the other attorneys may
ask for your business card to give
you work.

Conflicts of interest
Since there are few residential

appraisers here who do expert wit-
ness, often the first appraiser hired is
by the attorney on the other side. 

I have been asked if I have any
conflicts because I live on the same
street as the subject or I know a lot
of local real estate agents. No con-
flict, in my opinion. To me, it makes
me a better appraiser for the home.

Turnaround time
This is very different than lender

appraisals, where you give a specific
date or time period. Your client is not
trying to make a mortgage loan. The
lender gives you a copy of their
engagement letter. 

In contrast, with expert witness
(and other non-lender work) you do
the engagement letter. 

Also, it can be much more difficult
to get the information (and fee) you
need from the client to do the
appraisal. Sometimes the client is
very difficult to contact if you have
questions.

It is your decision. I usually do
not quote a turnaround time/comple-
tion date, but many appraisers do. Of
course, when you are an expert wit-
ness, you may have a specified date
for the appraisal report.

It is not unusual to take a long
time to get the documents you
requested in your engagement letter.
Be sure to include, for example: The
delivery of the report will be 6 weeks
after the receipt of all requested
information.

Attorney communication delays
Be sure to maintain a list of every

attorney communication with you by
phone, email, or text. Regularly
check your list to see if you should
contact them again. 

Why? Sometimes you get the
assignment, but don't hear anything
for months, until they call and say
you are testifying in two days. 
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Or, you are waiting for a few
months to receive your retainer, so
don't start on the appraisal.

This is not unusual. Don't let it
happen to you.  

Information from the attorney
Be sure to request copies of any

other appraisals that have been done.
This will help you when testifying.
Also, any surveys, home inspection
reports, etc. You must ask for this
type of information. It is critical to
have this when you will be testifying
as an expert witness.  

What type of reports are done?
Never use a mortgage form report.

A savvy opposing attorney will say it
is an incorrect form and you are
incompetent. 

I do short narratives. In my area,
sometimes attorneys get an appraiser
willing to work for a low lender fee.
This appraiser may bring a lender
form appraisal and has no experience
or knowledge of expert witness. The
attorney loses the case. That apprais-
er never testifies again. 

Many residential appraisers use
the GPAR and AI forms. Your
appraisal software has many types of
non-lender forms. 

No typos, ever. They make you
look less competent in testimony.  

What types of research and analysis
should be done?

Your appraisal will be compared
with the other side's appraisal. 

Make sure that there is nothing in
your report that is not correct. You
don't want the opposing attorney to
"shred" you on cross examination.

For example, take the time to con-
firm and get information on every
sale you use, with as many people as
you can: both agents, seller, buyer.
What was the buyer's motivations?
How many offers were there? Over
or under list? Go over the details of
all the listing history.  

What about adjustments?
If you use any dollar adjustments,

be sure you can support them in a
bullet proof way that the jury can
understand. 

I have never done any dollar
adjustments, except market condi-
tions when they are changing, for
any non-lender appraisals, especially
for expert witness. When I first start-
ed doing expert witness, other very
experienced appraisers told me to do
this. 

Every adjustment can be chal-
lenged by the opposing attorney.
Explaining how you did them can be
complicated for jurors and the judge. 

What about reviewing the other
side's appraisal?

At a minimum, getting a copy will
really help you and your attorney. 

Offer to review the report, con-
forming to USPAP's review stan-
dards. 

Charge your typical fee, such as
$200 per hour. 

Marketing to attorneys - divorce
appraisals

There is very little competition in
most areas because few residential
appraisers will testify in court. In
contrast, there is much more compe-
tition for estate/trust. 

This requires personal, face to
face, marketing, plus real estate
agent referrals. Your goal is to get
your first expert witness testimony,
which can take a while since most
cases settle. 

Don't forget other appraisers for
referrals. Residential appraisers will
not testify in court in many areas,
including mine. There are very few
residential appraisers in my area who
will do expert witness work. I give
appraiser referrals as I work a very
small geographic area. 

It is almost always a complete
waste of time to send out letters or
drop off a business card at an attor-
ney's office. Unless you are following
up after meeting them at an event. 

Divorce has the highest probability
of testifying for residential appraisers.
Find out where divorce attorneys
meet. Anyone who is married is a
prospect for a referral to an attorney. 

See the January 2022 issue for lots
of tips on marketing to attorneys,
"Get started in attorney work by
doing divorce appraisals - significant-
ly higher fees, no UAD, no under-
writers, no AMCs." 

To read this very good article by
Peter Christensen, Google 10 Tips for
Landing and performing work as an
expert witness appraiser.

Attend any local seminars, classes
or workshops on expert witness

In my area, the local AI chapter has
annual Litigation Conference, attend-
ed by commercial appraisers. A local
residential appraiser who regularly
does expert testimony attended. I sug-
gested attending. He had never
attended before.

Several attendees contacted him
about working for them as a contrac-
tor on home appraisals. He was the
only residential appraiser there. 

Where to get more information on
Expert Witness

Note: most of the information is
from the Appraisal Institute, which
has promoted its MAI members to
attorneys for many decades. Their
books and classes are very "high
end", focusing on complex litigation. 

See the McKissock classes below
for an introduction. 

There are numerous books on
Amazon. 
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Classes: Appraisal Institute
The commercial seminars (2 days)

use complex issues for the classes,
but can help you understand what is
involved. Not just the value the total
property. 

Google the class name for more
info:
• Litigation Assignments for
Residential Appraisers: Doing Expert
Work on Atypical Cases 4 hours.    
• The Appraiser as an Expert Witness:
Preparation and Testimony Intro for
res and general appraisers 2 days.   
• Litigation Appraising: Specialized
Topics and Applications
2 days.

Classes: McKissock
Introduction to Expert Witness

Testimony for Appraisers: To Do or
Not to Do $105. 4 hours. I took the
online class. It is very good for resi-
dential appraisers or commercial
appraisers who are thinking about
doing expert witness.

How it differs from lender
appraisals is mentioned regularly. 

The class is excellent. It covers the
basics plus an intro to doing deposi-
tions and court testimony. Many prac-
tical tips are included. Even though I
have done expert testimony I picked
up good reminders and new ideas. A
hard copy of each chapter is available
after each chapter is completed. I took
the online version.

Expert Witness for Commercial
Appraisers class: $125. If you want
more information on Expert Witness,
this class may work for you. I did not
take the class due to lack of time
before my newsletter deadline. 

Google McKissock expert witness. 

Book - Applications in Litigation
Valuation: A Pragmatist's Guide

Three introductory chapters and
one on marital dissolution.

Most of the book is for commercial
appraisers: eminent domain, environ-
mental contamination, lease renewal,
etc. $75 

Note: there are many books avail-
able on expert witness testimony. The
book above is written for appraisers
and published by the Appraisal
Institute. 

Good appraiser reference books
(Appraisal Institute):
• The Appraisal of Real Estate
• Appraising the Tough Ones,
Creative Ways to Value Complex
Residential Properties written in 1996
but still very relevant today, written
by Frank Harrison, MAI, SRA
• Scope of Work (see my comments
above) written by Stephanie Coleman,
MAI, SRA
• Real Estate Damages, Third Edition
by Randall Bell, MAI "The" expert on
this appraisal issue. 

Written by Mark Ratterman, MAI,
SRA
• Appraising Residential Properties
Residential Market Analysis and
Highest and Best Use
• Valuation by Comparison

See other books written by Mark
Ratterman, MAI, SRA not listed
above, published by the Appraisal
Instite. 

I have all these books on my 
bookshelf.

Online chat group
National Appraisers Forum Google

group. Good discussions on non-
lender issues by very knowledgeable
appraisers including expert testimony.
I have subscribed to this group since
it started.

Even if you do not want to do
expert witness work, this group has
lots of very good advice, including
discussions. The moderator, Steve
Smith MAI, SRA, has been doing
expert witness work and other types
of lender and non-lender work for
many years.  

Should you do expert witness
testimony?

Most residential appraisers are
fearful of testifying in court. Many
people are afraid of any type of public
speaking. 

However, most testimony is in
depositions, not in a courtroom. If
there is no jury, only a judge (bench
trial), such as divorce, bankruptcy and
estates, it is less stressful. 

If you already have good education
and experience, have done some non-
lender appraisals, and research and
analyze way beyond what
AMCs/lenders want, consider it. 

If you lack education and experi-
ence, you can take classes, do more
challenging assignments, learn how to
research thoroughly, do some non-
lender appraisals etc. 

You will be treated as a profession-
al and paid very well for your time.

Bottom line: if you want to stay in
residential appraisal and quit doing
lender work, this is an excellent
option. If you can do expert witness
testimony, with well supported
appraisal reports, you will be in high
demand. 

There are many desperate lender
appraisers now, trying to do divorce
appraisals with little knowledge or
experience. 

Maybe the "other appraiser" will
submit the report done on a lender
form, using lender terminology, and
have no knowledge about expert wit-
ness testimony. Your side will win.
Your attorney is happy. The other
attorney, who lost the case, wants to
hire you for appraisals. 
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4. Property bonds
With cash and securities, you post

all the bail money required by the
courts. With surety bonds, you obtain
insurance for the bond. In a property
bond, the equity in a property is used
for the bail.

Surety bonds
What most people think of as bail

bonds are one type of bail, surety
bail, where you obtain bail through
bail bond agents. The bondsman typi-
cally takes a non-refundable fee of
10% of the bail and uses an insurance
company for the rest of the bail
money.

When the bail is high, an insurance
company will often require additional
security, such as real estate.

Property bonds
Many people are unaware of prop-

erty bonds. They are substantial sav-
ings over using a surety bond. Fees in
my area typically run from $1,000 to
$2,00 for all the paperwork and the
appraisal (assuming a typical home is
used).

The minus, of course, is if the per-
son skips bail, the property owner
loses the home or other property.
Usually, property bonds are done for
very close relatives (child, brother,
etc.) After the judge approves the title
report and appraisal, a promissory
note secured by a deed of trust is
recorded with the court as beneficiary.

Check your state bail bond
regulations - some are reducing bail
requirements

This could affect the number of
property bonds. 

Some states are trying to eliminate
cash bail for various reasons, espe-
cially for low bail amounts. Some
counties and cities are trying to do
this as well. 

Bail bonds have limitations in
some states . Just Google bail bond
and your state's name.

In March 2021, the California
Supreme Court ruled that setting bail
at an amount a person cannot afford
to pay is unconstitutional.

Here is California information as
of October, 2022 from UCLA: In
March 2021, the California Supreme
Court ruled that setting bail at an
amount a person cannot afford to pay
is unconstitutional. Attorneys and
other observers heralded the In re
Humphrey ruling as a historic deci-
sion and predicted it would lead to
more people being released prior to
trial.

But a new report (PDF) by the
UCLA School of Law Bail Practicum
and the UC Berkeley School of Law
Policy Advocacy Clinic presents no
evidence that the decision has made
cash bail more affordable for those
accused of crimes or decreased the
use of pretrial detention. 

What are bail bonds?
There are two ways to get out of

jail if someone is arrested: OR (on
own recognizance) or posting bail.
Types of bail are:
1. Cash
2. Acceptable securities such as sav-
ings accounts and C.D.s
3. Surety bonds

Many appraisers are asked to do
appraisals for property (bail)

bonds. But most don't accept because
of the typically very fast turnarounds.
Appraising for bail bonds is an oppor-
tunity with relatively little competi-
tion and high fees, all cash. 

This type of business requires
research and personal (one-on-one)
marketing. Some appraisers use post-
card marketing to bail bond agents.
But, to get started, I strongly recom-
mend bail bond agent interviews to
find out about your local market.

Most appraisers, including myself,
have only done a few.  But, we never
did any marketing. There is demand
and marketing can definitely help.   

I spoke with several local apprais-
ers who specialize in bail bonds. They
gave me many of the tips below. 

Note: in this article, I use the term
"bail bond appraisals" Property bonds
are a type of bail bond.    

Two types of primary clients: bail
bond agents and criminal attorneys

The reason they hire you is the
same: get their client out of jail. 

Bail bond agents are similar to
mortgage brokers prior to HVCC.
Meet at the office, chit-chat, and
leave a brochure or flyer. They can
provide names of attorneys who use
property bonds. 

Read the Wikipedia write up on bail
bond agents. Google Wikipedia bail
bond agents to get the "big picture" of
what they do.     

Attorneys are tough to market to.
Don't waste your time sending postal
mailers, visiting offices, calling, etc. 

You will get business through refer-
rals from bail bond agents and other
attorneys. 

Bail Bond Appraisals - all cash, very high fees,  
little competition



Appraisal Today
ISSN 1066–3900

Appraisal Today is published 12 times per year by 
Real Estate Communication Resources. 

Subscription rate: $99 per year, $169 - 2 years
Publisher

Ann O'Rourke, MAI, SRA, MBA
ann@appraisaltoday.com

Subscriber Services
Theresa Lua

M,T,W 7AM to noon
Friday 7AM to 9 AM (Pacific time)
info@appraisaltoday.com (24 x 7)

Editorial and Subscription Offices
1826 Clement Ave., Suite 203

Alameda, CA 94501                         
Phone: 1-800-839-0227

Email: info@appraisaltoday.com
www.appraisaltoday.com

Appraisal Today is sold with the understanding that the publisher,
editors, and others associated with the publication are not engaged
in rendering accounting, legal, or other professional services. It
does not attempt to offer specific solutions to individual problems.
Questions about specific issues should be referred to the appropri-
ate professional for analysis. 
©2022 by Real Estate Communication Resources. All rights
reserved. The contents of this publication may not be reproduced
either whole or in part without consent.

PAGE 12–©Appraisal Today February 2022

How often is bail used?
I was unable to find any statistical

information on the use of bail. I could
not obtain much written information
on bail itself, except for legal refer-
ences and articles about whether or
not bail should be used.

Checking with my local county
court, which doesn't keep any statisti-
cal records, on a guesstimate basis,
out of 350 cases, fewer than five
property bonds were used, and fewer
than 10 were surety bonds. The rest
were out on OR (on recognizance),
used cash bail, or remained in jail.

See if you can find any informa-
tion in your area. It could be very dif-
ferent from mine.

Who does the appraisals for
property bonds?

The legal references I saw referred
to "licensed" or "qualified" apprais-
ers, but in reality, the judge deter-
mines who can do the appraisals.
Some allow real estate brokers, some

MBA Loan Volume Application Index – 1/19 to 1/23

require MAIs, and some want licensed
or certified appraisers.

Research your local market
Do bail bond agents or attorneys

order most of the property bonds?
How much business is there? 

Is your state, city, or county trying
to eliminate cash bail?

What types of appraisal formats do
local judges prefer?

A local, knowledgeable bail bond
agent should know this information.  

What report formats are used?
Ask your attorney client or local

bail bond agents which forms are typi-
cally used and what judges prefer.
Judges decide whether or not to accept
your appraisal. 

Any form, except the current lender
forms, can be used. Or you can do a
short narrative. Check your forms soft-
ware. The GPAR is popular. Do not
include URAR, etc. as they are not
appropriate for non-lender work.

What types of properties are used?
Often it is a single family home,

typically owned by a relative.
However, when there is a high bond
requirement, any real estate can be
used, such as commercial or apart-
ments.

What about fees and turnaround?
Doing property bonds requires a

very fast turn time. This can be dif-
ficult to manage if you have other
clients, such as AMCs, that also
want short turn times. If you
already do fast turn times, it will
probably be easier. 

Sometimes the turnaround is
longer if the bail amount is very
large, as it takes some time to
assemble the properties to be used.

Fees charged by appraisers in my
area are typically 150% to 200% or
more of a standard fee, up front,(or
more) in cash only. 

Real estate brokers charge much
less, of course. Usually, the turn-
around on the appraisal report is 24
to 48 hours, as someone is sitting in
jail waiting to get out. 

What problems can occur?
Sometimes judges object to your

appraisal. Be sure you use the
report format that they are familiar
with. Find out before you do your
first appraisal. 

mailto:ann@appraisaltoday.com
mailto:info@appraisaltoday.com
mailto:info@appraisaltoday.com
http://www.appraisaltoday.com
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I have heard of some appraisers
being sued when property owners
lost their homes. One appraiser I
spoke with has the owners sign a
notarized statement that they under-
stand what happens if the person
skips out on bail.

Another appraiser mentioned hav-
ing to testify in court when the dis-
trict attorney disputed his appraisal
so the accused person would have to
stay in jail. So he made sure to sup-
port the value, plus getting paid for
testifying.

Some mentioned using a P.O. Box,
so no one knew where their office
was located. 

I suspect that these problems are
relatively rare. 

Who hires the appraisers?
Most of the appraisers I spoke

with were hired by attorneys or by
those putting up the property bonds.

However, there were some who
market to bail bond agents. They are
also an excellent source of which
attorneys to contact. See the next
paragraphs.  

Marketing - what are you offering
to your clients in under 10 words? 

Attorneys and bail bond agents
want to quickly get their clients out
of jail. They want the judge to accept
your appraisal without any hassles. 

Here are a few ideas
• We can help get your clients out of
jail! The primary tag line, or a simi-
lar one. This is what they want.
• Get appraisals fast, within 24-48
hours 
• Licensed California appraiser with
over 30 years of experience.
Speaking, teaching, or writing expe-
rience. (So judges will accept your
appraisals.)
• Property bond experience: I have
done appraisals for many property
bonds (leave out if none, for now)
Judges have always accepted our
appraisals.

Your brochure/flyer can address
these issues, plus resume content,
such as your geographic area, teach-
ing or speaking, professional desig-
nations, etc. 

A flyer or brochure to hand out is
useful

Remember what it was like mar-
keting to mortgage brokers? You
used face-to-face methods, such as
going by their offices to meet them in
person. Dropping off your appraisals
was an excellent marketing method.
Of course, you can't do this with
AMCs.   

For bail bond agents, this is easy.
Just visit their offices and drop off a
brochure or flyer and introduce your-
self. Visit again or call them to
remind them you are available. Email
and postal mailing may work.  

My attorney bail bond appraisals
were from referrals. See below for
marketing to attorneys. I do not rec-
ommend postal mailings. 

Property owners as clients -
marketing

Sometimes bail bond agents ask
the property owners to get their own
appraisals. They use these as addi-
tional security when obtaining a sure-
ty bond, as the bail bond agent's
insurance policy may not cover large
or risky bonds.

Appraiser websites I saw were
almost all focused on the property
owner, with one page for property
bonds, usually from the website tem-
plate. See how often bail bond agents
(and maybe attorneys) ask their
clients to get an appraisal.

More than one appraisal needed for
large bail bonds

For large amounts, such as a
$1,500,000 bail, sometimes more
than one appraisal will be needed for
additional properties. 

Marketing on your website
When you Google "bail bond

appraisals" in your area, appraiser
websites will appear. Almost all of
these have "generic" pages that are
very similar, probably from a tem-
plate, such as from a la mode. 

All the websites I saw focused on
property owners. However, appraisers
are typically hired by bail bond
agents and attorneys. Google bail
bond appraisals in your area to see
what other appraisers say.

If you already have a website bail
bond page that comes up on Google,
you can re-write it for your target
markets. 

I found an appraiser video with
some good marketing info, but it was
marketed to homeowners.
www.youtube.com/watch?v=-
TEwYf5VGeg. I assume it was pro-
vided by the company who set up
their website. Often a template is
used, such as in websites sold by a la
mode forms software.  

Having a bail bond page on your
website is good for marketing. You
can put the link on your ad material.
Be sure to SEO (search engine opti-
mization) so that it comes up on
Google searches. 

Few appraisers get much bail bond
business from their websites.
However, an attorney or bail bond
agent may Google bail bonds in St.
Louis. Or one of them wants more
information on you before they hire
you.  

Where to get the "big picture" on

http://www.youtube.com/watch?v=-TEwYf5VGeg
http://www.youtube.com/watch?v=-TEwYf5VGeg


property bonds from the property
owner's side in your state

Google your state "Using your
(state name) property to get some-
body released from jail".    

It will help you understand the
pressure and stress of families with
someone in jail. Plus, the documents
they need to gather.  

Who hires the appraiser?
Find out what is done in your

area. Most of my bail bond
appraisals were from attorneys. 

Some bail bond agencies will
allow, or even require, you to use the
equity in a home as collateral for a
bail bond. This means they will put a
lien on that property until the entire
case has been resolved in court.

Sometimes paralegals handle this. 
Many appraisers are contacted by

attorneys. I never marketed to bail
bond agents. 

Marketing to bail bond agents
Marketing is similar to the old

mortgage broker days, but the vol-
ume of work will be much smaller
than for mortgage loans. 

Just go to their offices and ask if
they ever need an appraiser to get an
idea of the market. They are also
excellent sources of names and refer-
rals to attorneys.

I Googled "California bail agents
association" and found a group.
Check out any local meetings, or just
call them for information. Look for a
member in your local market to con-
tact.

From Bryan Knowlton (in

California) on appraisersforum.com
"Most of my bail bond work has
come directly from my brochures or
postcards mailed or left in the bail
bond offices. The bail bond compa-
nies will tell their clients they need to
get a full appraisal. Other times peo-
ple found me by looking for an
appraiser in their area using a search
engine."

Marketing to attorneys
I strongly recommend contacting

local bail bond agents first and find
out which attorneys use licensed
appraisers. They know what is hap-
pening and have time to chat.
Attorneys don't have time. Bail bond
agents are also easier to connect with
than attorneys. 

After you have done your research
above, you will have a list of
prospects. Then contact local criminal
attorneys. Yes, they can be tough to
connect with, but you probably won't
have much competition.

Go to meetings of the section of
your local bar association for criminal
law. I Googled "Alameda County Bar
Association" and got information on
who runs the group, any meetings,
etc. You can call one of the contact
persons and ask about any upcoming
meetings or classes for criminal attor-
neys.

See if any local paralegals are han-
dling property bonds and contact
them.

Many thanks to the attorneys,
appraisers, and court clerks who
helped me.

How much property bond business
will you get?

Your research will tell you. Do
this first before doing much market-
ing. If there is little business, it may
not be worth doing them. 

Should you do bail bond
appraisals?

This is a market few appraisers try
to pursue, even though many have a
"generic" bail bond page. 

Is it too much hassle to do the
research required to find out about
the market?

Are you uncomfortable working
for bail bond agents or criminal
attorneys? Many appraisers are not. 

Can you do the very fast turn
times, with little or no notice, and
put your other appraisals on hold? Of
course, this is not unusual for attor-
neys for divorce, estate, dimunution
of value, etc. having court testimony.
See the divorce article in the
January, 2023 issue. 

This can be a good opportunity
for high fees, all cash appraisals. 
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