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How long have there been apprais-
ers? When did Europe's first

rulers and potentates need to know
the values in their dominions, and
why?

Appraisal textbooks often contain
sections on the history of economic
theory, but I don't know of any that
has a history of appraising.

One of the most fascinating
appraisal speeches I have heard was
given by Michael Yovino-Young at
the 1995 Monterey Bay Appraisal
Seminar in Monterey, California. The
title was "An Historical Prospective
on the Appraisal Profession." This
article is an update of the prepared
speech (I have added topic headings).
Of course, you "had to be there" to
get all the comments and quips that
were not part of the written speech!

"In the beginning"
I won't bore you with tales of early

efforts to value property over the mil-
lennium. There are anecdotes going
back to biblical times, to the Persian,
Greek, Asian, and Roman Empires.
Our forbearers are as ancient and
notorious as the other noble service
professions, but hardly as glamorous
or controversial. So, it is understand-

able that few felt the need to write
about our profession, since they were
always doing the bidding of someone
else, usually of much greater power
and position, say, a king or army gen-
eral.

In the European context, the
"church" owned everything that was-
n't already claimed by royalty. Did
they need valuers? There does not
seem to be much record to suggest
they did. However, the Doomsday
survey of 1066 A.D. of all the proper-
ties and possessions in England,
Scotland and Wales seems to be the
first truly comprehensive effort to
create a basis for the purpose of levy-
ing taxes.  Valuers and appraisers thus
fall into the rather prosaic, boring cat-
egory shared with bookkeepers (now
called accountants), money lenders
(now called bankers), actuaries, (now
called insurance underwriters), and
the like.

There were early exceptions such
as the tax assessors and collectors in
the middle ages who had life and
death power over the populous, the
merchants, tradesmen, and farmers.
They were a ruthless lot, hated and

feared. In Robin Hood's time, such
types served at the pleasure of the
evil sheriff, who in turn, worked for
the king. These must have been our
glory days, so it seems.

So what can be said for the more
modern appraisal practitioner? Do we
have a contemporary history? Do we
have roots? We shall see.

1523 - the First Valuation Book
In the European context, we have to

look to England for the earliest
recorded recognition that there was an
"appraisal profession". In 16th centu-
ry England, 1523 in fact, a text enti-
tled "Book of Husbandry and Book of
Surveying" was published by a Mr.
Fitzherbert. Surveying during this
period was a term used to describe
both the measurement of land itself
and the measurement of its value,
most commonly rental value since
most property either belonged to the
crown or to the church at the time.

Mid 1700's - Right of Way and Eminent
Domain

Private property ownership
increased dramatically after the mid-
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1500s, and by the mid-1700s laws
were created that dealt with compen-
sation for land acquired, severance,
and damages to the remainders.

The tremendous growth in the cre-
ation of infrastructure for the expan-
sion of major cities, water systems,
canals for transportation of goods,
road and street systems, inevitably
required acquisition of private proper-
ty.

Compensation was determined by
arbitration bodies who based their
awards on the estimated annual value
or rent multiplied by some number of
years, a form of valuing the present
worth of future monetary benefits.
According to one source, 20-25 years
was typical for this calculation.

In efforts to satisfy multiple, over-
lapping, and usually contradictory
claims to property by freeholders,
leaseholders, tenants, tithe holders
and others, English law evolved with
the creation in 1801 of laws to settle
these claims. These laws created the
modern concept of surveyor, includ-
ing appraiser and valuer as we are
known in England still today.

Mid-1800s - Valuation as a Profession
But it was really in the mid 19th

century at the ascendancy of the
industrial age that a professional class
of valuers was created. From 1844
on, all right of way acquisitions were
regulated by law, setting up protocols
and customs that we still use today,
as much of our eminent domain law
in the U.S. is modeled on the English
Common Law.

One of the early pioneers was a Mr.
Smellie, a Scotsman, who with a
name like that, naturally gravitated
into the law, becoming an attorney
and later a politician, and capitalizing
on his expertise as a railway valuer
and arbitrator. Apparently a mar-
velous chap, give him his due, he was
the originator of a standardized mar-
ket data comparison process in 1860.

1834 - Assessing for Taxing Authorities
(the "poor law")

The fine art of extracting money
from property owners took on a more
scientific context in 1834 (the so
called "poor law"), when local gov-
ernments were required to undertake
property assessments, and a modifica-
tion to this law a year later officially
recognized the need to hire "profes-
sionals" for the undertaking.

By 1845, updated valuations were
mandated every five years. By 1846,
local assessors hired by each of the
15,000 parishes (counties to us) were
a recognized profession in England.

1834 - The First Appraisal Organization
In 1834, the first organized body of

surveyors was created in London with
6 members. It was a precursor to the
later founding of the Royal Institution
of Chartered Surveyors (RICS) in
1868 with 20 members, which didn't
get its "royal" charter until much later
in 1946.

The RICS remains the largest
appraisal related professional organi-
zation in the world, with over 70,000
members, reflecting the fact that it
includes real estate agency profes-
sionals, land surveyors, estate and
property managers, and appraisers.

The RICS is the prototype of many
English-speaking countries valuation
professions in all the former British
Empire. But by the 1920s, the growth
of the valuation business was increas-
ingly identified with the common
practice of property being sold at con-
trolled, formal auctions. 

In 1924, the Society of Valuers and
Auctioneers was formed and had
about 7,200 members in the U.K. and
abroad. It was merged with RICS in
2000. 

However, the Royal Institution is
important to us because it was the
model for the creation of all the early
American appraisal organizations.

The 1930's - the First U.S. Appraisal
Organizations

Up until the early 1920s, there were
no recognized trade or business
known or acknowledged as involving
appraisers or valuers.

There were persons, of course, who
fulfilled an appraisal role in one form
or another, usually as an employee in
the banking, insurance, OR trans-
portation industries. Prior to World
War One, certain real estate agents in
larger brokerage firms were often
appointed as the company "pricer". I
knew one of these gents, more about
him later.

Then, a few pioneers in the
National Association of Real Estate
Boards (NAREB) formed a planning
committee in 1922 as part of an effort
to expand its membership by creating
divisions for emerging specialty ser-
vices such as appraisers, property
managers, industrial agents, among
others.

The idea of creating a separate
appraisal division was shelved until
1928 when NAREB authorized an
appraisal division. However, the
Depression in 1929 delayed its forma-
tion until July 1932 when 120 mem-
bers created the AIREA based on
bylaws and codes of ethics taken
from the RICS in England, American
College of Surgeons, and the Civil
Engineering Society. The new organi-
zation was the American Institute of
Real Estate Appraisers (AIREA).

As the banking and thrift industries
clawed their way out of the depths of
the depression, appraisers working for
these institutions formed the majority
of the membership that created the
third national group in 1935 that was
to become the Society of Real Estate
Appraisers.

One year later, what was to become
the American Society of Appraisers
was formed in 1936 as the American
Society of Technical Appraisers, fol-
lowed in 1939 by the Technical
Valuation Society. ASA now claims
over 6,000 members in the USA and
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12 foreign countries.
The merger of the Society of Real

Estate Appraisers and the American
Institute of Real Estate Appraisers in
1991 created the Appraisal Institute,
which in 1997 numbered over 9,700
designated members and over 9,200
associate and affiliate members in the
U.S.A. and 11 foreign countries.

What was U.S. Appraising like in the
Early Days?

The earliest appraisal I ever saw
was dated 1915 and consisted of a 6-
inch by 8-inch index card that was
hand-written with an address, date of
"viewing", the simplest of descrip-
tions, special features (one line) and
an estimated value "for sale".

I learned at the feet of an early pio-
neer, George Hoyt, who was a very
early member of the American
Society of Appraisers, holding its
highest and rarely bestowed FASA
designation.

He started his career in 1909 as a
"pricer" of real estate, traveling by
horse and buggy through the hills and
flatlands of Oakland and Berkeley
(California).  Another influence on
me was Ormsby Donogh, one of the
earliest MAIs in the San Francisco
Bay Area.

Both men were also founding
members of one of the first California
chapters of the former Society of
Real Estate Appraisers, Chapter 54 in
the East Bay area of the San
Francisco Region.

These men conducted their
appraisals in the simpler fashion of
the time. For example, one appraisal
dated 1922 is one-page long, identify-
ing the property as a two-story, 30-
year old retail building, in good con-
dition, and in a good location, occu-
pied by two tenured retail businesses
and two office tenants on the second
floor, generating $3,000 per year in
rent. The letter concludes that "a
desirable price for your property is
$25,000." That is an appraisal, isn't
it? Oh, for the good old days. Or

maybe you should be an English
appraiser, where such short reports
are still the norm.

Form reports are a Post WWII phe-
nomena created primarily by the fed-
eral government's FHA and VA. My
earliest work was in 1958 using these
forms, one page in length, very sim-
ple, little discussion, mostly boxes to
check off. Savings and loans also
developed their own forms during
this period, usually even simpler and
shorter in form and content. There
was no real standardization until well
into the 1970s. The computer age has
changed all this, of course, and stan-
dardization is increasingly nation-
wide.

In the early 1960s, while working
for a San Francisco Bay Area Savings
and Loan, staff appraisers often com-
pleted 6 to 8, sometimes 10 or 12
appraisals in a day. My own record is
16 and I still had time to goof off. In
these golden days, fee appraisers
were charging $75 for narrative
reports. On residences, fees were as
little as $25 for some form reports for
lenders.

So who are we and where are we as a
profession in 2011?

Our roots are in the 16th century,
modeled on 18th century valuers and
surveyors in the British Empire.

Domestically, we are now celebrat-
ing our 86th year of professional
organization, we are a recognized
professional business, licensed, with a
fine set of recognized professional
organizations, a highly refined set of
professional standards and code of
ethics, mostly insured, and worried
about who we are and what is to
become of us.

We are better trained, better pre-
pared, more accountable, more insur-
able today than ever before.

We are watching the repeat of con-
temporary history for appraisers tak-
ing place in the former Iron Curtain
countries, where private property and
real estate markets are being created

for the first time in a century.
Yet, our place in the greater world

of professional service to the public
and real estate related industries is
uncertain and still being redefined
and refined by the Appraisal
Foundation and other, often hostile
organizations, such as the banking
and lending industries that continue to
attempt to erode our role and impor-
tance in the totality of the real estate
industry.

This is not the first time the
appraisal profession has been subject
to challenge, change and uncertainty,
nor will it be the last. Curiously, this
same challenge to the valuation pro-
fession is being experienced by val-
uers and surveyors in the British Isles.

We will prevail and survive this
transitional period, and prosper in the
future as we have in the past. We
offer a useful, needed service to the
public and to the world of business,
and stand alone as the sole voice of
impartiality and objectivity in the real
estate industry. You are part of an
honorable profession.

I have always been proud to be part
of this profession.

About the author
G. Michael Yovino-Young, MAI,

SRA, ASA has a 46-year career as a
real estate appraiser located in the
San Francisco Bay Area. He is a des-
ignated MAI and SRA in the
Appraisal Institute, an ASA in Urban
Property with the American Society
of Appraisers, and is a Fellow (FSVA)
in the Royal Institute of Chartered
Surveyors (FRICS) (UK). His
appraisal firm, Yovino-Young, Inc., is
located in Berkeley, Calif., 510-548-
1210.



Ten of the 12 appraisers had nega-
tive reports. Two had positive reports,
Caleb and Joshua. Later Joshua lead
the Israelites to the Land of Cannan. 

This article is based on "The First
Appraisal" written by Sanders K.
Solots, published in the 1986 issue of
The Real Estate Appraiser and
Analyst, Summer, 1986, by the
Society of Real Estate Appraisers. 
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Book of Moses - donation to a priest
There is a biblical reference in the

Bible to appraising in the five books
of Moses, written about 1400-1500
BC.

A person could give (dedicate) his
house or his land to a priest for their
use. Kind of like when we donate
property to charity. But the original
owner had the right to redeem the
land/house back if they so choose. If
the original owner makes this deci-
sion, they would have to pay a 20%
penalty over the original value to
redeem the land/house.

Therefore, a neutral appraiser was
needed to estimate its market value,
so as to determine the price and
penalty. This role was given to the
"priest". (Not the one receiving the
gift, but someone from "the clergy".)

Scripture Reference...
"And when a man dedicates his
house to be holy to the LORD, then
the priest shall set a value for it,
whether it is good or bad; as the
priest values it, so it shall stand. 'If
he who dedicated it wants to redeem
his house, then he must add one-fifth
of the money of your valuation to it,
and it shall be his." (Leviticus 27:14-
15, New King James Version of the
Bible).

Thanks to John Karmelich, MAI
for this contribution to appraisal his-
tory from the Bible.

Book of Numbers - appraisal of the
Land of Canaan

In the Book of Numbers, Chapters
Thirteen and Fourteen: God com-
manded one person from each of the
twelve tribes to "to make a reconnais-
sance" of the Land of Canaan, now
Israel. Persons selected were leaders,
with sincerity of purpose, integrity,
wisdom, judgement and knowledge.  

The appraiser/leaders journeyed to
the area and looked at the agriculture,
towns, and people and collected agri-
cultural samples. The objective was
to determine the highest and best use
of the property. 

The turnaround time for the
appraisal report was 40 days. The
appraiser/leaders gave a verbal report
to Moses and the entire community.
"We went into the land to which you
sent us. It does indeed flow with milk
and honey; this is its produce. Its
inhabitants are a powerful people.
The towns are fortified and very big,
yes, and we saw the descendants of
Anak there. The Amalekite holds the
Negev; the Hittite, Amorite and
Jubusite, the highlands/ and the
Canaanite, the seacoast and the banks
of the Jordan." 

Per their report: "The coastal plain
has abundant water resources and fer-
tile soil; the hills of the lowlands are
well suited for vineyards and olive
groves. The central mountains are
covered by forests and some of the
wide valleys intersecting them from
east to west are among the most fer-
tile parts of the country."

In contrast, the Negev, the large
Judean desert and parts of the Jordan
Valley were found to be unsuitable
for agriculture and settlement. 

Appraising over 3,000 years ago
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Ihave been getting more calls for
relocation appraisals than I have

had for many years. Some try to
shop for price, but they give me my
fee anyway. There are not many
experienced relocation appraisers
available at this time. 

The real estate market has cooled
down almost everywhere, so
appraisers will be making money
from those homes that don't sell -
foreclosures and corporate reloca-
tion.

Many appraisers turn them down
because they are too busy or never
did them before, or just aren't inter-
ested in doing them. But the fees are
substantially higher than for lender
appraisals They really want to know
what the home is worth and what is
wrong with it. 

Employee Relocation Council -
"The" place to go for information,
training, and to check out your
competition

I keep getting more relocation
appraisals from companies I have
never worked for and finally decided
to check the Employee Relocation
Web site at www.worldwideerc.org.
(click on "Find a Service Provider"
then click on Appraisers). 

Looking at the appraiser section of
the directory for my listings (by
city), I was very surprised to see so
few appraisers listed. I guess many
of the "old timers" that used to
advertise don't want to spend the
money or are retiring.

The ERC offers training, certifica-
tion, etc. for appraisers. Almost all
relocation companies use their
appraisal form, which was revised in
2011.  

Getting started in relocation
appraising
Tired of the lender rat race? Looking
for clients who really want to know
what a home is worth and are willing
to pay for it?

Business slowed down? Looking
for non-lender work?

Relocation appraising is my
favorite type of appraising. They real-
ly want to know what a home is
worth, as they will be making an offer
to the transferee based on my
appraisal, and one or two other BPOs
or appraisals. You aren't given a num-
ber to see if you can "come up with"
a value to support that number. 

Why don't appraisers want to do
relocation (and other types of non-
lender work)? They want to stay with
what is familiar and don't want to
change, even though lender work is
very cyclical and can be a real hassle.
Remember the horse and buggy man-
ufacturers?

Lender vs. relocation appraisals
Like other types of non-lender

work, lender appraisers may have dif-
ficulty adjusting to the very different
orientation.  

I spent many years trying to con-
vince very knowledgeable local
lender-oriented appraisers to do relo-
cation work without much success.

In lender work, you are discouraged
from being picky and reporting every
little problem you see. But relocation
work is the opposite. You are request-
ed to accurately portray any problems
that may cause the property to be dif-
ficult to sell. Another way to look at
the difference is to see a relocation
assignment as if it was an appraisal
done for a friend or relative who has
to sell his or her home and can't wait
for the  buyer who will pay top dollar.
You would tell them what they need
to do to fix it up, the competing list-
ings, recent sales, and the overall

market conditions i.e., sellers or buy-
ers market. Some of your lenders may
want the same information, but they
tend to focus on closed sales, and
require today's "as is" value. Many
lenders have restrictions on the data
that can be used, such as recency of
closed sales or similarity of sales to
the subject.

Because they focus on closed sales
(the past) lender appraisers tend to be
high in soft and declining markets,
and low in increasing markets. But
relocation appraisers are graded on
how accurately they predict the sales
price. In relocation appraising you are
asked to predict the future, typically
projecting the value in 90 to 120 days. 

Appraisers who zip in and out of a
home with only a few brusque com-
ments don't do well in relocation
appraising. The relocation companies
expect you to dress and act profes-
sionally, to spend a minimum of ½
hour at the home, and to be sensitive
to transferee stress.

Many lenders see residential
appraisers as a homogeneous group,
with one appraiser as good as another.
Relocation companies are very picky
about who they use. They must have
as accurate appraisals as possible.

Be sure to keep up on local market
changes

Four years ago I did three relocation
appraisals (the first relocation
appraisals for over a year) The "other
appraiser" did not make any negative
time or forecasting adjustments. I'm
assuming that the "other appraiser"
did not go through the market declines
from 1989 to 1998, when prices
dropped in the Bay Area from 20% to
60%. 

Now, I don't always make time or
forecasting adjustments as they are
not indicated in some markets. The
"other appraiser" made the adjust-
ments, of course, 

Relocation appraisal - an appraisal market that pays well

http://www.worldwideerc.org
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profitable as they don't require two
values or repair estimates like REO
appraisals. Also, relo fees are higher. 

Volume of work
Your business address will affect

the amount of relocation business
you can get. If you're in a small town
with a very stable population, you
won't get much work unless a local
company does a major move. In con-
trast, if you're in a city with a high
proportion of residents who move
frequently, you'll have the opportuni-
ty for more business. 

If you're in a city with one or more
larger employers that will be relocat-
ing, or that transfers employees regu-
larly, there will be more appraisal
work available.

If you're not in a city with many
transferees, hopefully there's a larger
nearby city where you can get more
assignments.

The future of relocation appraising
The relocation industry is increas-

ingly using Brokers Price Opinions
as they are much less expensive than
appraisals.

There were some appraisal compa-
nies that used to specialize in reloca-
tion appraisals, but many have had to
increase their lender and other types
of work. 

Overall, relocation appraising has
declined from the past. However, it is
an excellent non-lender diversifica-
tion opportunity that can keep work
coming in when lender work dries
up, as it inevitably will. Plus, it is
very satisfying appraising, where the
client wants an honest opinion and
you are not just a "deal killer" like
lender work. 

Fees
Because of the additional work

required, fees are higher than lender
appraisals. Fees are fairly standard in
each geographic area, like lender
work. For example, if lenders typical-
ly pay $350 for a URAR, a typical

One client requested market data,
but the time periods they requested
were not appropriate for my market,
which is changing almost daily. I did
my own analysis.

It's not very hard to figure what is
happening. Do a full listing history
on all sales and listings. Have their
been price drops? How many listings
are pending sales? Talk with real
estate agents and listen to what they
say. 

Yes, the appraisals are time con-
suming, but they do pay 50% to
100% over the typical URAR fee and
they really want to know what the
home will sell for and if there are
any problems. 

Predicting future value
One difference between a reloca-

tion and a lender appraisal is that
relocation companies typically want
future value. They want to know
what it will probably sell for in the
future, usually 90 to 120 days. They
also want a realistic assessment of
the property condition, and the mar-
ketability of the home. If the home
isn't sold by the transferee, the relo-
cation company buys it and has to re-
sell it. 

Many appraisers say they can't pre-
dict the future. But every appraisal
using the income approach, such as a
2-4 unit property appraisal, predicts
future rental and expense income. To
predict the future on a home, you
must use trends, listings, and particu-
larly, pending sales. You must evalu-
ate the market for the home. Closed
sales are very useful, of course, but
they are the past. 

REO vs. relocation appraisals
If you do foreclosure appraisals,

you will find relocation appraisals
very similar, with emphasis on "as
is" values, recommended repairs, fast
turnaround, and providing informa-
tion on listings.

Relocation appraisals may be more

relocation fee could be $750. Like
lender fees, they tend to fall in a fair-
ly narrow range. 

Another reason for the higher fees
is the fast turnaround required, typi-
cally calling the transferee for an
appointment within 48 hours, verbal
within 3 to 5 days after inspection,
and written within 5 to 10 days after
inspection. Payment is typically 30
days after receipt of the appraisal. I
have never had a payment problem
with a relocation company.
Sometimes they need a reminder, but
they always pay. 

What type of form is used?
The Employee Relocation form is

7 pages long, but 2 of the pages are
boilerplate, leaving 5 pages to be
filled out. The format is very similar
to the URAR form and includes
analyses similar to the 1004MC.
There is much more space available
for comments on each sale and the
subject property description. 

Three listings are required, and an
analysis of each listing. Data on days
on market and price changes are par-
ticularly useful.

How will your appraisal be
compared with the other
appraiser(s)?

An employee of the relocation
company will compare the two or
three appraisals plus possibly a bro-
ker's analysis, looking at consistency
in such items as square footage, time
and forecasting adjustments, sales
and listings used, description of the
subject and sales/listings, etc. 

They will try to reconcile the
appraisals, if possible. Sometimes the
two appraisals are very different
because the appraisers have different
opinions about the market and the
subject's marketability and the
appraisals can't be reconciled. Then
an additional appraisal may be
ordered.
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Answering questions is a part of
doing a relocation appraisal.
Relocation companies don't always
call, but they often do. 

How long do the appraisals take?
Writing, of course, takes longer as

there are 4 pages. However, some
appraisers do long appraisal reports
for lenders, so the time may not be
much longer. 
The inspection and research may or
may not take longer than lender
work, depending on what you're
doing for lenders. If you don't look at
listings or do much research on sales,
and zip through a home in 15 min-
utes on lender assignments, reloca-
tion appraisals will definitely take
more time. 

Also, you are expected to call
agents to get information on listings
and sales, and on the status of the
current market which, again, takes
time. 

How are you evaluated by the
relocation companies?
Each relocation appraisal is a test of
how close you come to the sales
price. This is the primary perfor-
mance evaluation criteria. You are
also evaluated on turn-around time.
Many relocation companies also use
transferee evaluations. They ask
questions such as how courteous you
were, whether you were punctual,
and if there are any complaints.
Larger companies maintain databases
of appraiser performance. Those with
higher performance ratings get used
more often. If you're consistently
way off the sales price, you could be
dropped off the approved list. 

Who chooses the appraiser?
Many relocation companies allow

the transferee to select the appraiser.
The transferee is provided a list of
appraisers to select from. Typically
they are allowed to choose 2 or 3
from the list, and sometimes are
allowed to use appraisers not on the

list. Transferees often ask their real
estate agent to recommend appraisers
on the list.  

Of course, most appraisers don't
like this selection method. You are
interviewed by a transferee who typi-
cally doesn't know much about
appraising. More sophisticated trans-
ferees ask questions to see if you'll
give them a high appraisal, such as
"how are prices doing now?"

If two appraisers are used, and the
values are far apart, typically 5%, the
relocation company often selects a
3rd appraiser. Or, if three appraisals
are required, the transferee may pick
two and the relocation company one.

Is there pressure to "low ball"
values?

There are some appraisal clients,
lender and non-lender, who aren't
"looking (or hoping) for a number,"
whether high or low, but most are
hoping for a number. 

Relocation companies are primari-
ly concerned with taking a loss on
sale because they overpaid for a
home. In declining markets they are
especially worried because they may
not be purchasing and marketing the
home for some time. That's why they
need future value. 

As usual, the appraiser is caught in
the middle between the transferee
and the relocation company.
Relocation appraisers try to get as
close to the sales price as possible.
They don't like to be too high or too
low. You feel pretty dumb if you're
really off. Putting up with some pres-
sure from some relocation companies
is just part of the job.  

Appraisers accustomed to working
for lenders who are always pushing
for a high value can have difficulty
adjusting to a "realistic" value for
relocation companies, particularly in
declining or very slow markets. 

How do you get started doing
relocation appraisals or get more
relocation business?

Be sure to get listed in the E-R-C
(Employee Relocation Council) direc-
tory (202-857-0905). Many smaller
relocation companies don't have their
own lists and use this directory to
obtain appraisers. 

Take the excellent ERC online
course in relocation appraising. 

Most relocation companies want to
use experienced relocation appraisers,
of course. Like getting any new
client, the best time is when every-
one's really busy and has to turn down
work. 

Get a copy of E-R-C's Relocation
Appraisal Guide. Try to get both the
old and new guides. They also have
seminar audio tapes and an online
course. 

Be sure to have an experienced
relocation appraiser to call with ques-
tions about the first few appraisals
that you do. Most are very helpful,
particularly if you're not a direct com-
petitor. 

Even if you do compete with local
relocation appraisers, they may be
trying to recruit better appraisers for
relocation work. It's really a hassle to
spend lots of time explaining why
your appraisal is so different from the
other appraiser's when that other
appraiser is unknowledgeable about
local trends, has only lender experi-
ence, or can't measure correctly.

How do you expand your relocation
business?

Real estate agents are an excellent
source of referrals. Often the home
you're appraising is listed or about to
be listed. The transferee asks the
agent if he or she knows a good
appraiser for their relocation. Let your
local real estate agents know you are
looking for relocation work. An easy
way to contact them is to regularly
attend the weekly open house tours
for agents. 



Attending an E-R-C conference is a
very good way to network and con-
nect faces with names, as you seldom
have an opportunity to personally
meet many of your relocation clients.
Appraisers who have attended say
that it was well worth their time and
expense. 

Contact the relocation companies
and ask to get on their fee panel, or
their back up panel on a trial basis.
Their names and addresses are avail-
able from E-R-C.

Where to get more information
I have a Special Report on

Relocation Appraising, which has a
lot more information. This newsletter
is just too short! 

The E-R-C (202-857-0905) at
www.worldwideerc.org, an industry
trade group, publishes a directory of
appraisers and brokers (available in
some libraries), a guidebook on relo-
cation appraising, a directory of relo-
cation companies, and a monthly
publication called Mobility, and an
online relocation appraisal course.
They sponsor national conferences
and appraisal seminars. Their Web
site has lots of information. 

Relocation Appraisers and
Consultants (RAC) is a small organi-
zation for experienced relocation
appraisers. They have lots of infor-
mation at www.rac.net. Check out the
articles in the Library section. 

The author, Nelson Bowes, MAI
has been teaching classes for the

Appraisal Institute for many years. I
took one of his classes - very good. 

In this review I mostly quote
directly from the book, to give you
an idea of Bowes' writing. 

When I started in appraising in the
mid-1970s in a California county
Assessor's office, assessor's were
transitioning to a market-based meth-
ods of valuation. Previously, the Cost
Approach was the primary, and
sometimes only, appraisal method
used. The Cost Approach was seen
by many appraisers as antiquated. 

But, there are some uses for it. I
always use it for new construction,
of course. In some investor markets,
replacement cost is a big factor for
buyers, so I use it then. Now I am
going to try some of the techniques
in this book. 

This book's subtitle is "A Journey
into Commercial Depreciation", but
it is very applicable to residential
appraising. Just think of a home
when reading the book. 

The 121-page book is very well
written for an appraisal text.
Practical, with some humor. Just the
way I like it. I particularly like the
use of "I" instead of "we" to refer to
the author. Makes it much more per-
sonal. 

Promotional blurb from the
Appraisal Institute

"In this book, the estimation of all
three types of depreciation - physical
deterioration, functional obsoles-
cence, and external obsolescence - is
discussed in detail. Numerous exam-
ples are presented with descriptive
tables and graphs that break down
the analysis and mathematics
involved."

"Using humor and common sense,
the author makes a complicated sub-
ject clear, helping even the most
skeptical practitioner feel confident
using the cost approach in everyday
appraisal assignments."

This is a good overview of the
book. 

Residential vs. commercial in the
book

If you do litigation support, resi-
dential or commercial, buy this book. 

Almost all the examples are for
commercial properties, but there are
a few single family examples plus
other items, such as the value of an
automobile.

The beginning chapters cover the
Cost Approach for all properties. 

Some history of the Cost Approach
- excerpt

"The earliest reference I can find
to the cost approach is in the Bible,
Luke 14:28-30:

"For which of you, intending to
build a tower, sitteth not down first,
and counteth the cost, whether he
have sufficient to finish it? Lest
haply, after he hath laid the founda-
tion, and is not able to finish it, all
that behold it begin to mock him.
Saying, this man began to build and
was not able to finish."

" Economists Adam Smith and
Karl Marx both thought cost was the
basis of value." 
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In Defense of the Cost Approach
(Book review)

http://www.worldwideerc.org
http://www.rac.net
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Cost vs. Cost Approach - excerpt
"Every appraiser has heard that

"the cost approach sets the upper
limit of value". It does not. The cost
approach does not set anything. It is
another approach to with calcula-
tions, estimates, judgements, and
ample opportunity to induce error,
just like any other approaches to
value."

Examples of Market Extraction -
excerpt

"Market extraction is the most
direct way to estimate depreciation.
It doesn't always work, and it doesn't
always provide the level of precision
we would like. But, even when mar-
ket extraction doesn't work, it still
tells us something about the behavior
of the market." 

"The first time you apply the mar-
ket extraction technique will be
about as easy as nailing Jell-O to a
wall,and appraisers sometimes avoid
it for that reason. After the first time,
however, the difficulty diminishes..."

This section continues with analy-
sis of criticisms of this technique,
mostly about how it duplicates analy-
ses done in the Sales Comparison
and Income Approaches.

Breaking Down the Breakdown
Method

"Most appraisers don't like the
breakdown method. Actually, most
appraisers would prefer getting a root
canal to doing the breakdown
method. This method's bad reputa-
tion is unfortunate because the tech-
nique can provide us with important

information. It can explain some
things about the real estate that might
not be understandable otherwise." 

"The breakdown method can help
us isolate a feature for functional
obsolescence, perform feasiblity
studies, and so on. The list could be
endless...."

About the author
"E. Nelson Bowes is part of a fam-

ily of MAIs that include a father, a
brother, two uncles, and a wife
(Virginia Messick). 

"There have been some honors.
The best is when his high school
principal told him he would not live
to age 21." 

Of course, he has been teaching
and writing for the Appraisal
Institute for many years. 

Should you buy this book?
If you are a commercial appraiser,

definitely buy this book. If you are a
residential appraiser, it will give you
new ways to use the Cost Approach.  

Where to buy the book
Go to www.appraisalinstitute.org,

then to Publications and Store, then
to new books. Here's the direct link
http://www.appraisalinstitute.org/stor
e/p-282-in-defense-of-the-cost-
approach-a-journey-into-commercial-
depreciation.aspx.

The price is Price: $45.00,
Member Price: $35.00. Plus shipping
and handling.

http://www.appraisalinstitute.org
http://www.appraisalinstitute.org/stor
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There has been lots of buzz about
green homes. There is also some

buzz about appraisals and green
homes. Plus comments that appraisers
don't give them any added value. I
always say that I can't see an effect on
market value, but it does help mar-
ketability in some markets. After
reading this book, I will keep a closer
watch on this market and understand
the factors much better. 

In commercial properties, green
factors make a difference due to
expense reductions in heating and
cooling, landscaping, etc. 

Of course, this is nothing new. The
1993 version of the URAR has a line
on the adjustment grid for "Energy
Efficient Items". This probably came
from the oil crisis of 1973 when oil
prices skyrocketed. This was contin-
ued with the March 2005 version of
the URAR. What do you put for
adjustments?

Most of the book is a summary of
green home factors. The last chapter
discusses the effect on value, if any,
of green building. 

This review concentrates on the
valuation advice. 

Promotional blurb from the
Appraisal Institute

An overview of the many pro-
grams, organizations, and products
that are fueling the current surge in
environmentally responsible building
and remodeling.

Detailed descriptions of LEED and
Energy Star green home and product
certification programs.

Information on popular green home
products and features such as energy-
efficient appliances, toxin-free floor-
ing and insulation, and vegetated
roofs.

Updates on environmental organi-
zations that are leading the way in
sustainable building, including the
U.S. Green Building Council and
NAHB Green.

Detailed case studies focusing on
various attributes of green homes.

Insights on how green features
affect the value of homes.

Methodologies that can be applied
to measure this increment of home
value.

This is a good summary of the
book. 

Market analysis - excerpt 
"In the analysis of the property's

local area, some questions to be
answered include:
• Is the market for green homes a
completely separate market?
• Do green homes complete only with
other green homes or with the entire
population of existing and new homes
in the market area?

It is critical for appraisers to identi-
fy the mood of the market."

This chapter has lots of tips on how
to find out what is happening. 

Sales Comparison Approach -
excerpt

"Arguably, energy-efficient homes
demonstrate shorter marketing time.
This is a value consideration and may
be worthy of note, particularly in
slower markets. The measure of dif-
ference will be market driven, and the
amount of the adjustment will be
based on contributory value rather
than cost. There is no magic formula
to apply...."

Adjustments are made on the ener-
gy-efficient line and possibly the line
for functional utility. 

A sample completed grid, with
analysis, is provided. 

Business opportunities - excerpt
from Green Building Overview 

"Green building appraisals can pre-
sent opportunities for residential
appraisers. Green buildings will
become an increasing share of resi-
dential appraisals. Those who become
knowledgeable and proficient in
appraising these types of properties
may be able to gain in their market
share of appraisal business."

"Green building is an opportunity
for appraisers to diversify their prac-
tices and develop work as an
appraisal consultant. They may
become known as specialists in green
building through specialized study or
gaining a certification. Appraisers can
provide consulting services to
builders, developers, or even property
owners in proposed green construc-
tion or renovation." 

What do I think about business
opportunities? 

I recently spoke with a local real
estate agent who had just become
green certified,(or some such name). I
told her green remodeling makes a
difference in marketability, but I did-
n't see any effect on value. There
were a few sales in the past 5 years of
new green homes in my small city,
but I didn't see any affect on value or
marketability, possibly because buy-
ers here prefer old homes.  

It is way too early in my area, San
Francisco Bay Area, as we have little
room for new homes. Also the climate
is mild. Green remodeling is popular,
but I don't know if it adds any value.
This area is very pro-environment,
but not much appears in the MLS
about green remodeling. 

On a more personal note, I recently
remodeled a bathroom in my home.
The hot water heater needed replace-
ment so I chose an instant on water
heater. Some cost savings, but a great
convenience, especially if you have
teenagers who take lots of showers...

An Introduction to Green Homes (Book review)



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)

Circulation
Hancock Mailing Service

Editorial and Subscription Offices
2033 Clement Ave., Suite 105

Alameda, CA 94501                         
Phone: 1-800-839-0227
Fax:  1–800–839–0014

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. 
©2011 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 11–©Appraisal Today–October  2011

(I don't.)I will be replacing my 60
year old windows soon. Again, some
cost savings, but a lot more comfort-
able. Effect on value? Hard to tell, but
definitely better marketability.

About the author
Alan F. Simmons, SRPA, LEED

AP, CDEI, is a real estate education
specialist working full time in teach-
ing and course development. He has a
BA in economics from Union College
and has taught in 43 states. 

Mr. Simmons has been the develop-
er of Appraisal Institute courses on
appraisal principles and procedures as
well as eight online seminars on top-
ics including residential and commer-
cial green building.

Should you buy this book?
This is the best book I have seen

for green homes written for apprais-
ers. Just buy it if you want to find out

MBA Loan Volume Application Index – 1/90 to 9/11

Market Index                           Base = 100 in 1990
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what is happening in this field.
If you're in an area with lots of new

green construction, it will be useful.

Where to buy the book
Go to www.appraisalinstitute.org,

then to Publications and Store, then to
new books.

Price: $45.00, Member Price: $35.00.
Plus shipping and handling.

Here's the direct link.  
http://www.appraisalinstitute.org/store/
p-216-an-introduction-to-green-
homes.aspx

mailto:ann@appraisaltoday.com
mailto:info@appraisaltoday.com
mailto:info@appraisaltoday.com
http://www.appraisaltoday.com
http://www.appraisalinstitute.org
http://www.appraisalinstitute.org/store/

