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Property values have been going
up all over the country. The easi-

est time to make money is when
there is a new reassessment and
prices are increasing. Prices that are
going down can also be a good mar-
ket for your appeals business if the
assessor delays reducing assessments. 

If you own a property, just look in
the mirror to see how you feel about
increased property taxes due to
reassessments.

You definitely want to focus on
more expensive homes as the tax
savings will be higher and the home
owners will be more willing to get an
appraisal.

Every taxing jurisdiction is differ-
ent. Every state is unique.

You market directly to property
owners.

Property tax rates vary widely. If a
jurisdiction is 1% of the assessed
value and another one is 4%, the
property taxes can be considerably
different. Also, the higher the
assessessed values, the more opportu-
nity for appeals business.

Note: California has not done peri-
odic reassessment since 1979, so
opportunities are far more limited.

See what your state does.

Dates are critical
You must know the lien date, the

appeals date and when the notice of
reassessment goes out. Plus, know
the tax rules for what is allowed in
an appraisal or tax appeal.

Assessor valuation methods used in
your state

To help your client, you MUST
know how the assessor determined
the value.

Appraisals for property tax appeals
are not like lender appraisals. You
need to understand the procedures
and politics of the jurisdiction. You
will need to research your area -
effective dates, appeal dates, assessor
valuation methods, regulations,
appeals procedures, etc. You are not
typically doing current value.
(MRA) used for homes and other
properties? 

Which valuation methods are used
in your state or jurisdiction? 

Multiple Regression Analysis or
using the Sandard 3 appraisal meth-
ods: Cost, Sales and Income.

Look at the assessor's records for
your property (and other properties
you have appraised). How did they
determine the value?

Ask the assessor's appraisers what
they do. Many are former fee
appraisers or do fee appraisals on the
side. They will be the best informa-
tion sources as they can more easily
explain the differences from lender
appraisals.

The IAOO (International
Association of Assessing Officers) is
the professional association for prop-
erty assessment. www.iaoo.org. is
lots of information there. See what
they say about valuation methods.

www.appraisaltoday.com

http://www.appraisaltoday.com
http://www.iaoo.org
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Are there any restrictions in your
state on increases in property taxes?

Property tax limitations have been
adopted in almost all states and the
District of Columbia, though their
designs and restrictiveness differ
widely. 

See if your state has restrictions.
There are three broad categories of
property tax limitations: assessment
limits, levy limits, and rate limits.

Get more information here: 
www.taxfoundation.org/property-
taxlimitation-regimes-primer/

Two types of reasons for assessment
appeals: individual properties and
mass reassessments

Both methods require marketing to
property owners directly. 

Type 1. A property owner calls you
and says their property taxes are too
high because the assessor overvalued
their addition, or the assessor has a
GLA that is too high. This requires
marketing directly to random proper-
ty owners, which can be difficult.

Type 2. An area is re-assessed. You
know the market and see that the
assessor is too high on many proper-
ties. You do a post card mailing and
will very likely get orders. See below
for information on post cards. 

Summary of some of the relevant
factors
• Dates - what is the effective dates
for the value, what is the timing for
the appeal, etc.
• Appeal procedure and paperwork
• What type of report
• Definition of value
• How and when to market your ser-
vices. Timing is Critical.
• Previous assessment level and how
much it will increase.

Who makes the most money on tax
appeals?

Tax representatives (tax reps) for
corporations with high value com-
mercial properties, with their fees
based on the amount of value reduc-
tion, make the most money. Or, work-
ing for local high value properties for
smaller companies. Their fee is con-
tingent, based on how much they get
the property value reduced. The tax-
payer, of course, prefers contingent
fees.

But, fee appraisers cannot work for
a contingent fee, so the money is
much lower. They only get the
appraisal fee.

Assessor's job - property tax
equalization

When I worked for an assessor's
office, my job was to make sure
everyone pays their "fair share" of
property taxes. When I am doing
multiple property estates, I still use
this orientation.

This is, of course, a very different
orientation than appraising a single
property.

You Must be objective. USPAP does
not allow contingent fees (based on
value)

The tax representatives (consul-
tants), get paid as a percent of the
value reduction. 

Appraisers cannot do this. As an
appraiser, you must be neutral and
objective You can work for a tax rep
doing appraisals for a fee, but rela-
tively few appraisers do this.

What about tax appeals in
California (and possibly some other
states) where there are no
reassessments?

There is not a lot of money to be
made in California residential tax
appeals. But, there are some opportu-
nities, usually if there is a change in
ownership or a too high sales price
paid by the property owner.
Proposition 13 values are based on
the most recent sales price.

However, in California, assessor's
records have not been updated since
1989, when Proposition 13 passed
(Jarvis-Gann). Check to see if they
are correct.

Maybe there was a private sale to a
close friend for a price well under
market. The assessor uses the sales
price.

Many successful California appeals
are based on the buyer paying too
much in a hot market. Some file tax
appeals.

Here are a few examples of when
the assessment may be too high,
especially if the assessor does not
inspect the property:
• Bidding war with multiple offers 
and property sells over market.
Assessor uses sales price.
• Non-market sales. Assessor uses
sales price.
• Ownership changes. Assessor val-
ues the property too high.

http://www.taxfoundation.org/property-taxlimitation-regimes-primer/
http://www.taxfoundation.org/property-taxlimitation-regimes-primer/
http://www.taxfoundation.org/property-taxlimitation-regimes-primer/
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What if there is a tax increase not
due to a reassessment?

Here is an example:
The buyers purchased a small new

home with few upgrades, but the
assessor thought it was a much larger
model with lots of upgrades.

You get the assessor's records and
see the assessor's GLA is too high or
there are fewer bedrooms. Or, the
property needs a lot of work inside
and/or outside.

Marketing appraisals where there is
not a reassessment

They are much more difficult as
they can be hard to find and are very
scattered. Plus, there is a lot more
research involved for just one
appraisal.

What is the fee appraiser's role?
Be very careful in your advertising.

As an appraiser, your goal is not to
lower the client's taxes. You provide
an unbiased opinion of value. If it is
lower than the assessed value, so be
it.

The promise that the assessed
value will be lowered or accepting
payment for the assignment based on
a result that it is lowered are ethical
violations.

What is the effective date of the
appraisal and the appeals date?

Most, if not all, jurisdictions have a
specific assessment date. They also
have an appeals date. For example,
the assessment date may be March 1
of every other year. The appeals may
be way behind. For example, they are
hearing appeals for the 2021 taxes
now.

When are new assessments sent
out?

You need to know this way ahead
of time, so you can get your market-
ing materials ready: post cards,
change website, new blog post,
media interviews, etc. The time peri-
od may be short to file appeals.

If taxes go way up, homeowners
will be upset and ready to do some-
thing.

What is the deadline for appeals?
The appeals deadline is the most

critical factor. As the date approach-
es, you will get more business.

Providing only sales data, not
comps

Comps vs. sales. Sales is a list of
all the sold properties. Comps are
what you use in an appraisals: most
similar sales. If you provide comps,
you are doing an appraisal. 

Recently a friend called who want-
ed some sales to submit with her
application for a reduced assessment.
I gave her sales in her neighborhood
and didn't charge her, but she would
have been very willing to pay.

What did I send her? All the sales
(prior to the lien date of March 1,
2020) from her condo project.

Providing "comps" means you are
providing appraisal services. 

For "comps" I would have been
providing desktop appraisal services
and would have a higher fee, plus a
file. I would have to look through the
sales and pick the ones best for her
condo.

Just like any appraisal, some are
easy and some are hard. Be sure to
charge more if you need to provide
comps if a list of sales would be too
confusing for the home owner.

See the sample fee list below. 

What appraisal formats are used?
See what is typically done in the

jurisdiction. What does the assessor
want to see? Forms used by apprais-
ers include the GPAR or other non-
lender form and short narratives.

What about drivebys?
A non-lender form is best. You

must find out what report formats are
acceptable and adequate for the juris-
diction.

Fees and payment terms
Collect in advance or COD. If you

are appearing before the assessment
appeals board, have the property
owner bring a check to pay your
hourly fee. 

Research your local market and see
what other appraisers are charging.
The fees below I just made up.

Here are some sample fees:
•  Providing sales only (not comps) -
$100
•  Preliminary consulting - $150 -
look for assessor data errors
•  Driveby appraisal - $400
• Full Appraisal - $550
•  Appearing at tax appeal hearing -
$200 per hour.

Get a copy of the assessor's records
for the property

You may be able to get this your-
self, or the property owner may have
to obtain it for you.

Why can an assessment be
appealed?

Check out the reasons that appeals
are allowed in your area.



Check to see what the tax reps are
offering, what they charge, and how
effective they are.

Some jurisdictions have publicized
that tax reps aren't worth much
because the assessor's office can han-
dle the appeals better than the tax
reps.

As an experienced, licensed, and
qualified appraiser you have much
better credentials than a tax rep. But,
you cannot accept contingent fees.

Assessment Appeals Board
Be sure to attend a few meetings of

the Assessment Appeals Board.
Typically the home owner appears

alone. But in knowing how it works
you can advise the home owner.

Unfortunately, most of the home-
owners did not know enough about
valuation to get their appeals granted.

Fee appraisers can testify, of
course, Be sure to include this fee in
your price schedule.

The assessment appeals board may
be very knowledgeable, or know little
and fall asleep during your presenta-
tion.

In an issue of my weekly free
newsletter, there was a link to assess-
ment appeals board members sleep-
ing.

In some areas, being on the assess-
ment appeals board is a political
plum, to be given out by elected offi-
cials as a reward to loyal supporters.

In other areas, members may be
very experienced appraisers or real
estate brokers. Or, they may not know
much about property values.

Some boards favor the taxpayer,
some the assessor's office, and some
don't play favorites. Some think it's
important to keep taxes coming in,
and some think it's more important to
treat taxpayers fairly. You need to
know their hidden agendas.
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Which markets are the best?
The higher the prices and assess-

ment rates, the better the market for
tax appeal appraisals.

In most parts of the country,
including California prior to 1979,
properties are reassessed on a regular
basis. Prices have skyrocketed almost
all over the country. In some areas
prices have declined.

The players - attending an appeals
hearing(s) is strongly recommended

Depending on the state, players
are:
1. Assessment appeals board (or
some other name). Number of levels
depends on your state
2. Owner's representative and/or
attorney
3. Assessor's office
4. Property owner
Find out:
• How many requests for lower
assessments go to hearings and why.
• Expertise of board members
• What type of reports they want to
see
• Why they agree with the property
owner or the assessor
• Who helps the owner? No one,
friend, appraiser, tax rep 

Each of the players has a different
agenda, expertise, etc. I attended
appeals hearings in two California
counties to get an idea of what it was
like. It was quite an eye-opener.
There were no other members of the
public present.

To the average citizen it would
probably be very boring and tedious,
but to an appraiser it would be much
more interesting. I highly recommend
attending sessions in your area, even
if think you don't want to do appeal
work. You may change your mind. I
did.

When you attend the sessions, net-
work with any appraisers that are
there, such as those from the asses-
sor's office. Many appraisers are on
assessment appeals boards. Tax reps
can also be helpful.

Your goal is to not have the appeal
go to the appeals board. Try to find
out about how "stipulations" (negoti-
ating with the assessor's office) are
done compared with appearances
before the appeals board.

Look for changing markets,
especially sub markets

You know what is happening in
your area. Are the assessments way
off in certain segments? For example,
condos are declining and detached
homes are stable. Or, the market is
soft for high priced homes but good
for low priced homes.

The assessor may use the same
appreciation rate for all homes. 

Taxpayers' representatives vs. fee
appraisers

Tax reps are typically paid on a
contingent fee basis. For residential
properties, they usually send out
mass mailers offering an initial ser-
vice for a nominal fee, which may or
may not help the home owner.

Sometimes the tax reps don't go
with the property owner to the
appeals board and don't tell the prop-
erty owner that they will not be
attending.  

In your marketing, be sure to tell
the home owners that you are avail-
able to go with them to the appeals
board at your hourly rate. See above
for fees.  

Tax reps' appraisal knowledge
varies widely.

Since it's an easy entry career,
many are attracted to it. There are
schools, but they are not really much
help as they don't give you the spe-
cific knowledge needed in your area. 
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You may have different levels,
with the first level rejecting almost
all appeals. The proceedings may be
judicial, with lawyers, or quasi-judi-
cial, with some rules, but giving the
appeals board great latitude.

Tailoring your remarks to the
expertise of the appeals board is
mandatory. For example, in a hearing
I attended on a $25,000,000 mixed
use property, the issues were rents
and OAR (Overall Rate). No DCF
(discounted cash flow), or other
complicated discussions. 

Your appraisal value vs. an
assessor's MRA value.

We all know how inaccurate
AVMs or Multiple Regression
Analysis (MRA) can be. Many states
use MRAs for mass reassessments. 

Your appraisal with relevant mar-
ket data and supported value can
really make a difference.

How does your assessor value
properties?

Remember, you are not doing cur-
rent value as you are appealing a
value set by the assessor in the past.

Learn how the assessor does valu-
ations. They can be Cost Approach
based, mass appraisals, etc. Look at
the tax card and see how it is done.
Also, ask the assessor's appraisers.

A good approach may be to rebut
the assessor's office methods and
mistakes. The assessor may not have
current information. Often the owner
will not allow them to see the interi-
or. Maybe it actually needs work.

Some jurisdictions have special
requirements, such as commercial
properties must be valued using actu-
al, not market, rents (California).

Property owner savings - how many
years?

See how many years the assessment
remains the same. If the jurisdiction is
on a 3 or 4 year reassessment cycle,
the total tax reduction is much higher
than for a one year cycle. 

Look for owners who will get the
greatest tax reductions. Check the
assessment records. 

Appeals with consulting and no
appraisal

Check the tax card for a property.
See if there are any errors in GLA,
condition, etc. You are a consultant.

Assessor's assessment appeals
process 

Sometimes assessors try to not go
to appeals. They work out "stipula-
tion" with the property owner. Others
may send almost everything to the
appeals board.

Some assessors see fee appraisers
as "hired guns" and don't like them
getting into their business. Find out
what jurisdiction's assessor's office
thinks.

You need to find out what is actual-
ly done as well as what the regula-
tions say.

According to my sources, many
appeals in California are handled by
"stipulations", where the assessor's
office and the owner or owners rep
come to an agreement about the
assessed value and the appeal does
not go to the assessment appeals
board. See what it's like in your geo-
graphic area. 

Thus, having a good working rela-
tionship with assessor's office
employees is very important. Going
to the appeals board is like going to
court: you never know for sure what's
going to happen.

Even if few appeals are settled

before the hearings in your state, it's
important to know the personalities of
the assessor's office appraisers who
handle appeals, how the assessor's
office values properties (what meth-
ods and data they use), where they are
weak, etc.

Appraisers in assessor's offices, like
most appraisers, vary widely in their
expertise and experience. In the
appeals I observed, the assessor's
office appraisers varied from very
knowledgeable to not very knowl-
edgeable about the specific issues of
the valuations.

For awhile now, as fee appraisers
get older, they have been taking jobs
at assessors' offices to get a retirement
pension. The assessor's appraiser may
be very knowledgeable.

You must know the property tax
laws the assessor uses

You must know the tax laws the
assessor's office operates under. For
example, in California, rents must be
economic rather than contract. If your
contract rents are lower than market,
your assessment could be above "mar-
ket".

Be aware of the required filing
deadlines for appeals. If you miss one,
you're in trouble. Taking a copy of the
property tax code, which you know
backward and forward, to the assess-
ment appeals hearing is advised.

Work with, not against, the asses-
sor's office. Don't try to show how
great of an appraiser you are. Find out
what they need to understand the val-
uation problem. Don't try to reeducate
them. Try to be open to a range of
value. 

Like assessment appeals boards,
assessors' offices are subject to politi-
cal pressure. Or, the assessor may be
given direction by his or her bosses to
keep assessments high to keep tax
dollars coming in. Or, to give the
homeowners a break if election time
is approaching.
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The two primary ethical issues are:
1) Payment on a contingent fee basis
and 
2) Advocacy. Of the two, contingent
fees are the greatest problem. 

I couldn't really get clear, black and
white answers as to how an appraiser,
who is acting as a tax consultant,
should conduct the appeals process
so as not to violate the Ethics
Provision. It is definitely a gray area,
as are many parts of appraising.

Property owners "doing it
themselves"

All the residential appeals I
observed were done by the property
owners and most were not knowl-
edgeable on what was needed. I felt
sorry for the taxpayers as they obvi-
ously didn't know the property tax
laws, what time period their sales had
to be in, that listings from the news-
paper weren't much help, had inade-
quate responses to the assessor's
office appraisal data, etc.

One commercial property owner
represented herself, and also didn't
know the relevant issues. She made a
remark about a condition of the pur-
chase of her property unknown to the
assessor's office that would allow her
assessment to be reduced. She didn't
know it was important and could
have easily left it out of her presenta-
tion.

It is obvious to me that tax reps are
very useful, especially to commercial
property owners. Unfortunately, few
are willing to help home owners
because of the low profits as com-
pared with commercial appeals.

When I worked for an assessor's
office in the late 70s, one appraiser
was "conservative". He was assigned
to the areas important to getting the
current assessor re-elected. 

Commercial properties
Commercial properties are very

different than residential, regarding
changes in prices. For example,
onsite retail, especially shopping
centers, have significant price
declines even though home prices are
increasing.

Or, a large office building which
was a regional headquarters for a
large corporation was shut down and
could not be rented as it was not in a
popular office location. Nearby
smaller office buildings were also
negatively affected.

There are some commercial
appraisal opportunities, but most of
the large properties are handled by
tax reps who specialize in corporate
assessment appeals. Sometimes they
use fee appraisers for appraisals, but
it is a limited market.

If you do commercial or apartment
appraisals, you have probably seen
subject properties where the assessed
value is too high. You can offer to
redo the appraisal to fit the effective
assessment date for the owner. 

Appraisers cannot do Contingent
Fee assessment appeals

Appraisers cannot do contingent
fee appeals, which is unethical. Your
fee cannot be based on the value.
This is per USPAP. This "rule" has
been used for a long time in the U.S.
prior to USPAP.

Appraisers are only allowed to get
an appraisal fee that is not based on
their value opinion.   

The most money is made in con-
tingent fee assessment appeals of
commercial properties. The consul-
tant is paid a percent of the property
tax reduction.

Marketing tax appeal services
Research the market and find out

which properties (and neighbor-
hoods) will increase the most and
send post cards to the addresses.

The critical factor is timing the
marketing when new assessments
come out and when it is close to the
deadline for appeals.

For homes, you will be marketing
to consumers when they get their
new higher assessments, when there
are increasing prices.

Marketing tips
Post cards can be very effective

(see below). 
I looked on the Internet for what

other appraisers are doing. Most of
them seemed to have the same ver-
biage and layout and had used a brief
template from their website provider.
They got little or no work.

Change your website home page to
emphasize your property tax assess-
ment services when the time for
reassessment approaches. When it is
time to market, you could change the
headline on your website to say:
"contact us for property tax appeals
in Lewiston County. The filing dead-
line is July 1, 2023 for the 2022 tax
year.

Go through your records and see if
any homes you have appraised have
increased in value or the assessor has
incorrect information. Send letters or
call the owners.
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Using postcards for marketing
If you're worried about too many

phone calls, on your post cards
advertise a link to your website
where the owners can fill out perti-
nent data such as address, name,
assessment, phone number, email,
etc. so you can prescreen the
prospects. Using email saves a lot of
time.

Be sure to check with your printer
to see if there are any problems with
your layout, especially the front side.
USPS is very picky about how this is
laid out. Postage is $0.48 for each
postcard. Also ask the printer for
samples of post card mailings they
have used and diagrams of USPS
very specific requirements.

Go to
www.overnightprints.com/usps for
lots of information.

Be sure to select a color that allows
the ad material to be easily read, but
stands out from other mail. For your
first mailing you can use white or
yellow or green card stock.

Your printer will use their own post
office mailing permit. You don't have
to get one yourself. 

You can use online printers, but for
your first mailings I strongly recom-
mend using a local print shop and
doing very simple ad copy.

Post card postage prices are lower
than standard envelopes which are
$0.63. 

How much time between when new
assessments come out and the
appeal date?

The shorter this time, the faster
you will have to research the markets
to see which are over-assessed and
send mailings.

Where to see sample post card
mailings 

www.Vistaprint.com has lots of
examples. You may get some ideas.
Check the real estate section. Their
designs tend to be a bit complex. You
can also Google post card mailing
design.  

What to put on your post cards -
front side

There is very limited room on the
front side.

See what the small post cards you
receive look like. Go to your local
print shop and look at what they
have.

Decide what is your "tag line". I
recommend "Property taxes too
high? We can help!" or something
similar. Put this on the front, or both
sides of the post card. Focus on what
you can do for them (benefit).

Contact information: phone calls or
website form. For your first time, I
recommend your phone number. If
you get a high phone response, next
time you can set up a form on your
website for them to fill out and send
to you.

On the front side, there is not much
room for any ad material. Be sure to
put your "tag line" here. There may
be room for your phone number. Your
return address and logo can go in the
upper left.

What to put on your post cards -
back side

For the back side, there are no
USPS regulations as there is no
postage. You can include your mar-
keting  message. 

Repeat your "tag line" from the
front of the post card, probably in a
larger font.

You could put the latest date to file
appeals as a reminder. Also, your
name, qualifications for assessment
appeals, etc. Do not put lender related
promotional material.

Including your email address and
website link is good, if they are very
easy to type.

Which addresses to use in your post
card mailings

Use the address of the property
owner for all mailings. The home may
be tenant occupied. 

You will need to identify which
areas are the best (highest over-valua-
tions), download the names and
addresses from your public records
data source, and send to your printer.

Your printer will be able to use the
addresses from your Excel file. You
won't need to paste labels and they
will be printed in the correct location.

http://www.overnightprints.com/usps
http://www.Vistaprint.com


One appraiser's success at
marketing who used a letter

"I did get several tax appeal cases
with a direct mail effort. I completed
the first appraisal at full fee for a
client who found me on the internet -
didn't know which site though. In
working that engagement, I found 15
other homes in the subdivision which
were over-assessed to the extent they
are overpaying at least $1,000 per
year."

"Without giving any specifics, I
just sent letters to each with 'You
should appeal your tax assessment!!'
printed on the outside of the enve-
lope". "Four of the 15 ordered
appraisals at full fee to support their
appeal to the Board of Revision."

"The letter inside the envelope was
short - just a brief introduction of my
company, the fact that I had recently
completed an appraisal to support an
appeal to the Board of Revision for
one of their neighbors, and that,
although an appraiser cannot pre-
judge any specific engagement, their
homes were at or near the top of the
assessed value spectrum in their
neighborhood. They were far in
excess of the highest market sale
within their subdivision over the 24
months preceding the 01/01/2021
assessment date."

"I should have done my first mail-
ings much sooner the first time. Now,
I target 20 or 30 such subdivisions in
advance and get the letter out there
early. That kind of work can be
VERY profitable, since the template
is set with the first report in the sub-
division, all of them have the same
effective date, and most of the comps
can the re-used many times over."

"With each Desktop report paying
full fee, that can add up to a lot of
money if there are enough orders.
Independence in preparing the
appraisal report (i.e., there are NO
guarantees and the appraiser cannot
accept payment which is contingent
on any action by the Board of
Revision)."

What about using letters, not post
cards

If you are only mailing to a few
property owners, like the example
above, this would be much easier
than post cards. Be sure to put your
"tag line" in large letters on the front
of the envelope. For example, you
could hand write it in red.

You could include a link to an
online form on your website, to be
returned with their postal address,
email address and a phone number. 

For ideas on what to put in the let-
ter and your website, Google assess-
ment appeals appraisers and see what
comes up. They are almost all
"generic" from templates, but they
target homeowners and will give you
some ideas.  

What to put on your website 
A page or two to explain the

process, give the links to the site
where all the appeal forms and
instructions are available. 

Another option is to say "Google
James Johnson St. Louis appraiser"
for more information on your postal
mailings. Then, on your home page,
prominently display your tag line
(add your geographic area) with a
link to you Assessment appeal page. 

You may get swamped with phone
calls and have long conversations the
first time. Setting up a form, on your
assessment appeal page could save a
lot of time.  

Where to get more information on
assessor's offices procedures 

Attend a seminar or meeting given
by IAAO (International Association
of Assessing Officers). 

Many fee appraisers are now
working for assessors' offices. Find
out if there are any at your assessor's
office.  

Should you do property tax
appeals? 

The marketing for reassessments
because of increasing values is easy.
There also may be opportunities with
declining prices.  

Few appraisers do assessment
appeals, so there is little competition. 
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Book Author: Maureen
Sweeney, SRA, AI-RRS

Many people, including real
estate agents and some

appraisers, are confused about phys-
ical appearance vs. the legal
description of a townhome vs. a
condo, for example. A townhome is
not a legal description. It is an archi-
tectural style - attached to one or
more other townhomes and can be
fee simple, condo, or a planned com-
munity.   

Now that many appraisers are not
busy, this is an excellent time to buy
and read appraisal books. I will be
including regular book reviews in
this newsletter. 

I have appraised condos, PUDs
and cooperatives. This book has
valuable information I have never
seen before, such as deconversion of
condos back to apartments. I wish I
would have had this book when I
started appraising condos, etc. It is
an excellent reference book for all of
us. 

We all appraise these types of resi-
dential and commercial properties.
This 181-page book has a lot of
information and comments on their
valuation. 

What do we appraise? 
Chapter 3, The Bundle of Rights,

discusses this very important topic.
We do not appraise land and
improvements. The subject property
is always ownership interests in real
estate. The primary question is:
"What real property interest to be
appraised."

Title reports on homes often con-
tain utility easements, for example.
This book discusses the many issues
with these types of common owner-
ship properties, such as percent of
ownership in a condo. 

The chapter includes an introduc-
tion to condos, PUDs, condo-hotels.

What is the writing style of this
book? A little humor!!

Almost all the appraisal books I
have read have "academic" style
writing. This book presents some of
the same topics as in "The Appraisal
of Real Estate" by the Appraisal
Institute, for example, but there are
personal comments, sometimes
humorous, by the author. 

Examples are "I admit, I am a nerd
for legal descriptions." and "I'll
admit right now that I am not the
smartest appraiser who ever lived. I
did not come out of the womb with a
clipboard in one hand and a camera
in the other…" (In the intro to
Chapter 2, The Valuation Process.)

A legal description is critical for
identifying the bundle of rights

Sources of legal descriptions are
title insurance report,  county
recorder's office and the property
owner. 

The book author often gets this
from the owner. My MLS offers
copies of recorded deeds with legal
descriptions.

Other methods are discussed on
page 40 and 41, such as PIN, APN,
etc., CC&Rs, and plat maps. In my
area sometimes an assessor's plat map
indicates it, such as no individual lot
dimensions, but they are not always
reliable. 

Editor’s comments: I always get
legal descriptions. 

Be sure you are appraising the sub-
ject property. A friend of mine bought
a condo awhile ago. When she tried
to sell it, she had not purchased that
property, but another one. It was a
Big Mess. 

Lists of questions to ask
The author includes long lists of

document questions (CC&Rs, decla-
rations, bylaws) to read and check.
"Questions to ask when appraising a
condominium: is a 6-page list. You
may not need to ask all the questions
for a particular condo project, but you
can select what you need. Also, once
you have the info for a particular
condo association, you only have to
update it. 

Documents - editor’s comments
I always get copies of the CC&Rs

(almost all are very similar. From an
attorney's book with templates?), dec-
larations, bylaws, budget, fees, etc. I
also read HOA newsletters, if avail-
able. 

The Valuation of Condominiums, Cooperatives, 
and PUDs - Book Review
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References and index
There is no index, typical for

Appraisal Institute books. But, the full
table of contents is relatively long.

Some references to online sources
are included, but the links are long
and can be hard to type. The PDF ver-
sion may have them linked so you can
click on them or at least copy and
paste Google the names. Other refer-
ences are to printed books. 

Chapter Layout
The introduction starts with the dif-

ference between three townhouse
style buildings that look the same
physically, but the bundle of rights is
very different for each one (condo,
fee simple, townhouse association. 

Per the author "the chapters in this
book are designed to build on one
another." This text begins with an
overview of the valuation process,
next the Bundle of Rights, then how
to identify the property type, next the
specific property types.

I liked Chapter 5, a quick history of
association living (6 pages). The old-
est planned city was discovered in
Memphis, Egypt, built around 3150
BC. The first co-ops were established
sometime between 1876 and 1861 in
Manhattan. The first industrial
planned community was Pullman, IL
built on the 1880s. In 1951 Puerto
Rico passed the first condominium
enabling statute in the U.S. In 1968,
FHA approved condos or SFRs in
associations. 

In Chapter 3, a 10-page chapter, the
Bundle of Rights is discussed. This is
referenced throughout the book. 

Chapters in the 181-page book
I have included the page numbers

so you can see the length of the chap-
ters. 

The Table of Contents is much
longer. To get a full table of contents,
including many subheadings in PDF,
Google the book title. For example,
Chapter 14, Condominiums, has sepa-
rate sections on common elements,
bylaws, percent ownership of com-
mon elements, budget and assess-
ments.

There are long lists of questions to
ask. 
Chapter 1 Introduction 1
Chapter 2 The Valuation Process 5
Chapter 3 The Bundle of Rights 9
Chapter 4 The Types of Associations 
23
Chapter 5 A Quick History of 

Association Living 28
Chapter 6 What Is It? Identifying the 
Property 34
Chapter 7 Declarations and
Covenants, Conditions, and
Restrictions 45
Chapter 8 Scope of Work: A Review 

58
Chapter 9 Location, Location, 

Location: Urban,
Suburban, and Rural 66

Chapter 10 Neighborhood 
Description 70

Chapter 11 Market Conditions and
Analysis 75

Chapter 12 But Wait, There's More: 
Special Service Areas and Special 
Assessment Districts 85

Chapter 13 A Few Words on 
Townhouses and Party Walls 92

Chapter 14 Condominiums 95
Chapter 15 Questions to Ask When 

Appraising a Condominium 106
Chapter 16 Condominium
Conversions 113

Questions to Ask When Appraising
a Condominium Conversion 117

Chapter 17 Deconversion of 
Condominium Associations 122

Chapter 18 Distressed Condominium
Properties 125
Chapter 19 Condo-Hotels 129
Chapter 20 Site Condominiums 132
Chapter 21 Planned Unit 

Developments (PUDs) 136
Chapter 22 Cooperatives 147
Chapter 23 Elements of Comparison
159
Chapter 24 The Three Approaches to

Value and Reconciliation 173
Chapter 25 After Reconciliation, A

Recipe 177

Summary of the book from the
Appraisal Institute

"This new text will help real estate
professionals understand the physical
and legal components of condos, co-
ops, and PUDs, gather and analyze
relevant data, and develop well-sup-
ported value conclusions. Only by
properly identifying and investigating
the unique characteristics of condos,
co-ops, and PUDs can appraisers
properly address the challenges pre-
sented in valuing these common, but
complicated, residential properties." 

The Valuation of Condominiums,
Cooperatives, and PUDs examines
the distinguishing ownership charac-
teristics of condominiums, coopera-
tives, and planned unit developments
and demonstrates how to define the
local market, identify appropriate ele-
ments of comparison, and apply rele-
vant valuation techniques. As an
added bonus, the book includes com-
prehensive lists of questions to ask
when gathering data and useful tips
for writing credible appraisal reports."

"Appraising association properties
requires a unique skill set. The
Valuation of Condominiums,
Cooperatives, and PUDs will help
valuers develop these skills and feel
confident taking on a wide variety of
assignment types."
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About the book author
Maureen Sweeney, SRA AI-RRS

has been a residential real estate
appraiser since 1989. From 2005
through 2017, she served as a mem-
ber of the Illinois Real Estate
Administration and Disciplinary
Board. She is a national instructor
with the Appraisal Institute and the
developer of their 7-hour Appraising
Condos, Co-ops, and PUDs seminar.
She shares her knowledge with law
enforcement and real estate profes-
sionals at various meetings and con-
ferences. 

She specializes in the valuation of
residential and small income-produc-
ing properties and litigation support.
She lives in Chicago, IL. 

www.maureensweeney.com for
email address, phone number and
more info. 

Price and where to get the book
To get more information, google

the book title and Appraisal Institute. 
For a full table of contents with

subheadings, 
It is available from the Appraisal

Institute. 
Price: $60.00 AI Price: $50.00
(2019) Softcover, 181 pages

AI seminar - Appraising Condos,
Co-ops, and PUDs

Description from AI website: "In
this comprehensive seminar, learn
how to identify property through
Legal Description and Parcel
Identification Number (PIN); identify
which four documents are needed
from homeowner to make your
appraisal assignment smoother; and
find out what questions you must ask
a building manager before concluding
that your research is complete. 

Leave with a comprehensive list of
questions to ask management compa-
nies that will help make your report
as accurate as possible.  Finally, dis-
cover what 12 factors you should use
when choosing comparable sales for
your subject property."

Online seminar is available For
more information, google Appraisal
Institute plus the seminar title and
start. 

Practical, lender-related issues are
also included

On page 3, the issue of the cost
approach on a condo being requested
by a lender is discussed, including a
sample paragraph to include in your
appraisal report.

Should you buy this book?
If you ever appraise condos, PUDs,

cooperatives and condo-hotels, or site
built condos, buy this book. This
applies to both residential and com-
mercial properties. 

Plus there are many color photos
illustrating the material. 

http://www.maureensweeney.com
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By Deane Wilson, ASA

• The person or persons writing this
assumes that they have no idea who
they are, why they wrote it, and what
it means.
• The person or persons writing this
is only liable for the amount of their
fee for writing this.
• The person or persons writing this
has no idea about anything structural
and, further, can’t even make saw-
dust.
• The person or persons writing this
assumes no responsibility for any-
thing environmental and, in fact, the
person writing this has never driven a
car.
• The person or persons writing this
assumes no responsibility for any-

MBA Loan Volume Application Index –  1/19 to 3/23    o to

thing legal in character, and swears
that they never inhaled, or does the
writer render any opinion as to title,
which is assumed to be marketable. 
•  All existing liens, encumbrances,
assessments and any other money
owed by the writer have been disre-
garded, and the text is written as
though free and clear, even though the
writer knows better.
• Unless you told the writer, it is
assumed that there is nothing wrong
with this writing, or whether the writ-
ing encroaches on any other writings.
• Any exhibits used by the writer are
included to assist the reader in visual-
izing the idea of what is written, but
the writer is not an artist and assumes
no responsibility in connection with
such artsy craftsy stuff.
• The writer may not be required to
give testimony or to appear in court by
reason of this writing, or at least until
the writer is released from jail.
• The writer has no present or con-
templated future interest in this writ-
ing, unless it means the writer can
make money.
• The writer assumes that all the

information written in this writing
is from reliable sources, and it is
assumed that the information is
information and not misinforma-
tion.

Previously published in the January
2000 issue if the ASA Newsline,
published by the American Society
of Appraisers. 

Written by Deane Wilson, ASA
and reprinted with his permission. 

If you ever get a chance to hear
Deane Wilson speak, do it. He is
one of the most humorous and “out
there” appraisal presenters I have
ever heard!

About the author
L. Deane Wilson, MA, ASA, 
graduated from BIOLA University
with a Bachelor of Science degree
in Organizational Leadership, and
has a Special Major Masters Degree
from California State University,
Sacramento in Land Use Ethics.
Mr. Wilson is an AQB Certified
USPAP Instructor.
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