July 25, 23[image: Picture 1]
July 05, 2023[image: Picture 1]
What is the cost of becoming an NCPAC member?  $100 per year for general membership.
What are the benefits of being an NCPAC member? 
The North Carolina Professional Appraisers Coalition (NCPAC) was organized for the purpose of serving and protecting the collective interest of all professional appraisers in North Carolina. To this end, it will encourage professional appraisal practice and promote professional appraisal services by providing a number of services to its members, including, but not limited to, the following:
· Continued development and maintenance of a system for sharing information among its members through newsletters, Internet, personal contact, periodic group meetings, or other reasonably available means.
· Identifying and disseminating representative views of its appraiser members on matters of common interest, including but not limited to: Changes in USPAP; Changes in the NC Appraisers Act; Changes in NCAB rules; and Appointments to the NCAB.
· Representing the views of its appraiser members to the NC Legislature, to the NCAB, to federal appraisal oversight agencies, and to any other entity that affects professional appraisal practice in NC.
· ​Seeking and obtaining group discounts for goods and services typically used by appraisers,
· Providing a website together with a monitored Internet bulletin board (on Facebook) for use of its members.
· Providing a public access website that includes (among other things) a directory of all members of NCPAC.
· NCPAC has been at the forefront of providing transparency of the NCAB meetings by streaming them live on FB and on YouTube, as well as recording them to be viewed at your convenience.  NCPAC Past-President Stephen Craddock organized and spearheaded this benefit.  Prior to this, if you were coming from the mountains and/or the coast it could be up to a 7 hour drive each way and an overnight hotel stay for many people to attend the meetings in person.  When the NCAB meetings have been live NCPAC has always tried to have some members of our leadership team in attendance to take note of and help craft responses to any specific issues that arise.
· NCPAC has had the benefit of a retained attorney for the last few years to counsel us on and appear on our behalf at the NCAB, NC Legislature and The Appraisal Foundation (TAF) when required.
· NCPAC holds an Annual Conference and Business Meeting to provide opportunities for Education, Networking and Professional Development.
· Due to NCPAC’s sponsorship of The Appraisal Foundation and our numerous volunteer members we have representatives at the state and federal level.
· NCPAC provides a copy of the Student Manual for the 7-Hour USPAP course to each member. 
· NCPAC provides a Peer Review Committee for assistance with difficult assignments and they can provide you with advice if you have to appear before NCAB.
· One of NCPAC’s co-founder’s, Past-President, and current Board member, Doug Winner helped create and support the NCPAC Library Project which has enabled a written copy of Appraisal related material to be maintained at the NCAB as a reference for any appraiser when needed.  This can be especially helpful when working on Retrospective Assignments.
· NCPAC sends a member who is our AARO (Association of Appraiser Regulatory Officials) Representative and attends their meetings and speaks on behalf of NCPAC and appraisers on the national issues which are brought up at these meetings.
· Via our local NCPAC chapters throughout the state, we provide opportunities to meet, learn from and discuss topics with other local appraisers in your area.
· NCPAC offers a track towards Designation and becoming a Coalition Designated Appraiser (CDA) for both Residential and Commercial Appraisers.  CDA Designation Program - The North Carolina Professional Appraisers Coalition (NCPAC) - Online
· By attending the conference and the CDA tour we hope you have been able to see different aspects of the state and the influence of industry, nature, farming, etc… on housing and employment in different areas of the state and relate that in some way back to your own area and appraisal practice.
· NCPAC designated appraisers (CDA) can now be recognized through NAR with their designation as either a General Accredited Appraiser (GAA) or Residential Accredited Appraiser (RAA). We are also seeking additional designation opportunities!
· NCPAC, as a Sponsor of The Appraisal Foundation (TAF) with a seat on The Advisory Council (TAFAC), we have been able to help ensure that the average appraiser is able to have their voice heard on a national level.  NCPAC was able to take part in “Vision 2030” which was the long term planning initiative for TAF.   NCPAC is a member of the “Group of 40”, advisors composed of trustees, association representatives and senior staff.  We were able to provide input which will be critical as TAF explores the current professional environment and the future of our profession.   Without the support of your dues we would never be able to keep our position as a Sponsor of TAF and maintain a seat on TAFAC. 
· NCPAC is now an authorized CE provider in NC and will start scheduling Live CE Classes during the latter part of 2023.
· NCPAC members can post to a job board on the NCPAC Website if they are a trainee or appraiser looking for a firm to affiliate with or are a firm looking for a new candidate to add to their organization. Currently several positions are available! 
With the number of new trainees coming into our Profession we have decided to provide a free membership to all new trainees for their 1st membership cycle going forward. 

To contact NCPAC with any questions please email ncpac@live.com or visit us at www.ncpac.us and www.facebook.com/ncpac.us.

1. Presidents Corner:

The 2023 NCPAC Conference is scheduled for 26-28 Sept 2023 and is being held in Southport NC.   We will be offering CE and Exam Prep during the conference.  We hope that you will make plans to attend. Please note that OREP Insurance/Isaac Peck is offering 3 hours of CE Free for Attendees.

Sign up to attend the 2023 NCPAC Conference CLICK HERE
For Room reservations at a reduced rate CLICK HERE

25 Sep 2023-Monday: Check in for Conference – 05-07pm (if taking CE Tuesday), check in at Hampton Inn & Suites Southport, 4820 Port Loop Rd, Southport NC 28461 (910-477-9830)(link will be provided for Conference Attendees with a discounted rate)

26 Sep 2023-Tuesday: Free Breakfast for Hotel Guests only, Continuing Education (CE) – Excel-Custom MLS Export, Chart & Trendline (4 Hours of CE) 8:30am-12:30pm, Click Here to sign up (cost: $85.00 - includes all credit card fees)

Lunch 12:30-1:30,
Liability & Risk: Protecting Yourself as an Appraiser (3 Hours of CE Being Offered Free by OREP) 1:30-4:30, Click Here to sign up.

Check In for Conference 4:30-5:30 (If attending CDA Tour or Trainee Exam Prep on Wednesday)

Social, Trainee Q&A/Meet & Greet Tuesday 5:00-6:30pm 

Board Member Dinner/Meeting 7pm @ TBD Location.

27 September 2023 – Wednesday: Free Breakfast at Hotel for Guests Only.
Check in for Conference (late check in for Members and trainees attending class) 7-8 am. 

Trainee Exam Prep 8am–4pm (No CE Credit). 
To sign up for the Trainee Exam Prep please  CLICK HERE

CDA Tour – Depart for CDA Tour 9am (will carpool from hotel to Ferry parking lot). Bald Head Island Tour 10am-3pm.

Music, Cocktails, Heavy Hors D'oeuvres & Desserts, Guest Speaker (Fisher Wealth or other Motivational Speaker) 5-9pm.  Southport Community Center. 223 E. Bay Street, Southport NC 28761

28 September 2023 – Thursday: Free Breakfast at Hotel for Guests Only, 

NCPAC Business Meeting (Install New Officers/Board Members, Awards, Committee Reports) - 09am-01pm.
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NCPAC in coordination with McKissock is proud to offer a “Live National Exam Preparation Class” at our annual Conference 27 Sep 2023!  You do not have to be an NCPAC member to sign up! 
We have negotiated a special price for this class.  It is usually an online class, due to being a live class being offered at a lower price we will need a minimum of 25 people to hold this class.   
You can sign up via the link below!
Subject: Be Ready with McKissock's National Appraiser Exam Crammer
Preview: Are you ready for the national exam? Join us in person for an extra boost to your exam prep with McKissock's new course!
Body:
McKissock Learning invites you to join instructor Julie Molendorp in person for our National Appraiser Exam Crammer (7 Hours).
This 7-hour course is designed to give you that extra boost when preparing for your national exam. You'll get live, real-time questions and answers to all your test prep questions! Focusing on content for both Licensed and Certified Residential exams, this course also assists in understanding the makeup of your exam, as well as some proven test-taking strategies. You will go through practice exam questions with your instructor covering topics you will likely see on your National Exam. This lively question-and-answer format keeps you involved, and your instructor can focus on areas of specific need as you work through the provided sample questions as a class.
 Date: September 27, 2023
Time:  8am-4pm ET
Price: $175
Location: Hampton Inn, 4820 Port Loop Rd, Southport, NC 28461
[CTA: SAVE YOUR SEAT url: https://forms.office.com/Pages/ResponsePage.aspx?id=f1DGLbaTKkCPdbsR8aUkoSEcgs7TBspAoM_wgXhprLVUNTJOOUxKSVFZR0s3VVJDQjczUTY4NDlMRy4u ]

2. Appraiser News:
NCPAC is continuing to live stream and record the NCAB meetings for all appraisers who are unable to attend the meetings. You
can view the meetings on our NCPAC Facebook page, website – ncpac.us and on YouTube. The next 2 North Carolina Appraisal Board (NCAB) meetings will be 08 Aug 2023 (Virtual) and 09 Sep 2023 (Live). The remainder of the 2023 meeting schedule is currently slated to alternate between Live & Virtual.

The current appointees to the board are:



Appraisal Board Members
 
 
Mike Warren, Chair
Beaufort
Timothy N. Tallent, Vice-Chair
Concord
Claire M. Aufrance
Greensboro
Sarah J. Burnham
Hickory
Lynn Carmichael
Arden
Darius R. Chase
Waxhaw
Jack C. (Cal) Morgan, III
Wilmington
Viviree Scotton
Chapel Hill
H. Clay Taylor, III
Raleigh


NCAB OPEN FORUM POLICY
The Appraisal Board will have a Public Forum scheduled for each Board meeting. To appear at the meeting, a speaker must:
1. Name the speaker;
2. Identify if the speaker is appearing on behalf of a group or entity;
3. Identify the topic of the speaker’s comments;
4. Limit the comments to five minutes; and
5. Make the request to speak no later than 5:00 pm on the Thursday prior to the Board meeting.
The speaker may not address any pending disciplinary matter or application.
If you are requesting that the Board take action on any issue or item, please provide a summary of the requested action in writing when requesting to speak or at the time of the presentation.
Board and staff members will not respond to the speaker during the comments, but may ask for clarification.
The Public Forum will be scheduled at the end of the meeting; however, it may be moved to another time at the direction of the Chairman. 
Speakers must maintain a professional demeanor and proper decorum during their comments. Failure to do so may result in the Chairman terminating the speaker’s time for comment.
 
AARO
The Association of Appraiser Regulatory Officials (AARO) Fall 2023 conference will be held 06-08 Oct 2023 in Salt Lake City UT. The Spring 2024 conference will be in Nashville TN date TBD. We plan to have NCPAC members in attendance for each Conference. Why is this important? 
Independent Appraisers from around the country are trying to ensure that our voices are heard and that the AMC and Lenders are not the only viewpoint being offered.

2024 NCPAC Conference: The 2024 NCPAC Conference location is to be determined and more information will be available after
the 2023 annual conference.

3. Tips & Tricks – Preparing to take your Exam?
NCPAC in coordination with McKissock is offering a Live Trainee Exam Preparation Class on 27 Sept 2023 in Southport NC during our annual conference. Trainee Exam Prep is 8am–4pm (No CE Credit).  This 7-hour course is designed to give you that extra boost when preparing for your national exam. You'll get live, real-time questions and answers to all your test prep questions!
To sign up for the Trainee Exam Prep please CLICK HERE

4. Apps & Tools – Manufactured Home Cost Estimates

Most of us use a cost estimation manual (like Marshal & Swift) to perform a Cost Approach a manufactured home.  Years ago we used the NADA Guide. You would order the manual and/or a CD.  You can no longer order the actual guide or CD but you can still get a cost estimate via JD Power
manufactured and mobile home values – J. D. Power (jdpower.com).  If you don’t need to get a cost estimate for manufactured homes very often you can source you data from them but it can be a bit expensive.  A very basic report is $35 each, a Professional Used Home Value Report is $55 each (this is the one noted for Appraisers) See an example here - Cost Value Report (jdpower.com)

5. Mobile Appraising -  
Using TOTAL for Mobile’s voice recorder.

Did you know that Total for Mobile has a built-in voice recorder that lets you capture voice notes in the field that you can then take back to the office and listen to as you are writing up your report.  Even better, since you are syncing your mobile device with Total, the recordings are archived in your Digital Workfile.

How to record a voice note while working in the field.

A. In an open file, tap the Voice Recorder Icon on the toolbar to the left (looks like a microphone [image: A black microphone symbol on a white surface  Description automatically generated with low confidence]).
B. Total will immediately begin recording. Speak into  your mobile device to record your notes.
C. When you are finished recording, tap the red microphone button to save your voice note.
D. To review and listen to your voice notes, tap the Notes [image: A blurry image of a square  Description automatically generated with low confidence]icon in the toolbar at the left, then tap Voice.  The list of notes will be displayed. Tap any note to play it.
E. To delete a note, tap the Edit [image: A black pencil in a square  Description automatically generated with low confidence]icon in the top right of your screen, then tap the red remove icon next to the note you wish to delete. 

6. Article – 
Non-Lending Appraisal Assignments: Interview with Joshua Walitt by Kendra Budd, Editor.
It's no secret—traditional mortgage lending assignments have declined substantially. This has caused significant pain within the appraiser community, especially for those appraisers who exclusively did lending work. 

In the wake of this drastic drop in traditional lending appraisal orders, many appraisers are only just beginning to explore non-lending assignments and diversify their businesses. "Don't be dependent on just one type of product or one type of client" is an old adage in the appraisal profession that rings especially true today.

But, what exactly are non-lender assignments? How do appraisers navigate them? 

We sat down with Joshua Walitt, Principal Consultant for Walitt Solutions and the course author and instructor of Non-Lending Appraisal Assignments (7 Hrs CE), available on-demand at OREPEducation.org, to gain a better understanding of the ins and out of the world of non-lending assignments, and answer the multitude of questions appraisers have.  
Here's what we learned. 

Q: What are non-lender appraisals? What makes them different?

Walitt: Also called private appraisals, typically when someone says "non-lending appraisals" they mean something that is not for mortgage or foreclosure appraisals. There are a variety of assignments that fit into this bucket. We have pre-listing and pre-purchase where folks might be following the advice of a real estate agent, or a homeowner who is looking to list a property themselves, or maybe there is a waiver situation or some other reason that a party wants to know the value before they purchase a home. Whatever it is, it's not being ordered by the bank. 

Non-lending appraisals also require a lot more client interaction. In mortgage appraisal, you may never speak to a person or have very few messages that go back and forth with a client. But with non-lending appraisals there's a lot more communication that is necessary. 

One example of this is the engagement letter. For many appraisers that have only done mortgage work, they don't have their own engagement letter because they're so used to the client (lender or AMC) setting the requirements for the order and sending over an engagement letter. With non-lender work, it is the appraiser who is responsible for providing the engagement letter to their client and one of the first mistakes that appraisers can make is not having that engagement letter.

So, the first thing that has to be established in these appraisals is communication. I like to refer to this as the "kitchen table talk," where you sit down with the homeowner or the agent, usually at a kitchen table. You're having a longer conversation than you normally would, where you're pinpointing what this assignment is really about—problem identification. So, you need to ask: what problem am I solving here? Is it related to the date of death? Okay, when did they pass away? Is it related to when a separation occurred? Okay, when did you separate? What was the price when you bought the home seven years ago? What kind of value are we solving for? Is this going to the IRS? Asking a lot of questions is imperative. 

In our course, Non-Lending Appraisal Assignments, we go over some of the questions and discussion points you have to establish: whether that's with your client or your agent, or even if an attorney is involved acting as your client's agent. You have to really dig in. Collecting that information is different from mortgage work, it includes different intended uses and users, different intended users, different types of value, different effective dates, so you really need to master these moving parts. 

However, you do have to write a different style report. You're probably going to be writing in a bit more detail. Maybe it's going to be seen by the IRS. Maybe it's being read by a homeowner and they don't necessarily know a lot about appraisals. Maybe it's appearing before a jury or a judge. We really want to have our ducks in a row and make sure the report is clear. We want to ask ourselves: "Are we progressing through the story where someone can actually understand what's going on?"

You'll also use a different form or at the very least, write in a different narrative. Don't use the mortgage appraisal forms that you use in everyday mortgage appraisal work. They clearly have inappropriate pre-printed language that just does not apply, and state boards love when you use the wrong form. It's an easy check-box on their investigations and can get you into trouble. It's like fitting a square peg into a round hole.


Q: What types of non-lender work is there? 

Walitt: There are so many different types! Just to cover a few, we have estate planning, estate distribution, divorce, tax appeals or assessment appeals, and then one that has a lot of different assignment conditions is IRS appraisals—so related to donation or taxes where you have to meet requirements of the IRS. There are others but those are some of the big ones. 

Q: Are some fields more lucrative than others? Are there some fields that appraisers should avoid?

Walitt: You know, I wouldn't say any one of them is any more or less lucrative. I think that varies by different appraiser's experience and how they run their business. It could also depend on your area—maybe there's just more of a certain type of work available. 

For example, some appraisers don't want to be involved in testimony. They don't want to go to hearings, depositions, or trials. But, assessment appeal, bankruptcy cases, and divorce appraisals, could all involve or even require appraisers to go to a hearing. It would be weird to take on this kind of appraisal then tell a client that you're not going to show up and follow through. You need to know that could be expected by your client. Obviously, this could be a separate engagement or separate fee scenario, so it goes back to having that communication beforehand. You don't want to go into certain types of assignments and then panic when it comes time for testimony. So, if that doesn't interest you, just look at the other types of assignments. 

Something that is different is that in the mortgage lending space everyone usually wants the appraisal value to be high. In non-lending work, you see both sides of the spectrum. So, we need to be comfortable in our methods because you're going to get a different push and pull in different types of assignments. 

For example, in divorce appraisals one party usually wants a high number and the other wants a low number. I worked a divorce appraisal where one person was very difficult to work with and it took me weeks to get the appraisal scheduled. Once I finally found a time to meet with them, it seemed everywhere I walked there was a problem in the house (according to them). I had to have my professional shield up. I had to stick to the facts—what was absurd versus what was reliable. 

When I wrote the report, I addressed what had been said to me. I made notes such as "no cracks in the windows, no cracks in the flooring," which this client had insisted were present. I might not normally note these things, but I knew that it could be an issue, so I needed to address them proactively. I asked the client if I could record an interview with them and during our recorded conversation they admitted to there being no cracks. I needed to establish that because I knew they had a motivation to make this property look awful. My job is based on facts and markets. I had to do what was right. So just like in mortgage lending assignments (and perhaps more so), you get pressured often. Your job is to handle it professionally and proceed based on the facts and market data. 

Q: How can appraisers get started with non-lending appraisals? 

Walitt: Contacting agents! A lot of agents want pre-listing appraisals, especially on complex properties. One of the best ways to find this type of business is networking with real estate agents. Hopefully, as appraisers we're already talking to them, whether on the phone or about the listing we're appraising—we should be talking to them all the time in mortgage work. 

This is a great opportunity to deepen those relationships and leverage your network to get referrals. So yes, we might market to agents for pre-listing, but the relationship shouldn't be limited only to getting pre-listing appraisals. 

Who do people go to when they're getting divorced, or when they're having a life change? Oftentimes, the only professional they know who's in real estate is the agent they used previously. Real estate agents are referring people out all the time for various appraisals. In a divorce case, you'll also meet an attorney, and that can open up even more opportunities. Or if a listing is related to taxes, you'll meet an accountant who's going come to you in the future from now on. There is a sea of opportunities for appraisers. 

A lot of people have also found success in publishing blogs and other information. Some appraisers generate some very useful statistics and publish those to their websites. Look at your website and ask yourself: "what is this really telling my client?" Having valuable website content can help your clients see what is going on in the market, while also keeping it simple. You don't want to overwhelm them, they don't need to read a novel. 

You'll also want to present yourself to a myriad of people on your own time—to attorney offices, brokers, and accountants. You can bring donuts, sandwiches, or even bottled water. You're not going to walk out with a ton of assignments. You're probably going to walk out with zero appraisal assignments. But at least you're showing people that you know your stuff. Get in front of people. Are you convincing when you talk? If you're presenting at a real estate office or in any venue and you captivate people to where they listen and understand, that's going to be good for you. 

You need to put your name out there. Some people think mortgage lending has dried up, and now they want to switch to non-lending. Now is a good time to take some classes on non-lending appraisals and start branching out. But, it takes time. You're not going to get 20 appraisals the first month. It is a marathon. Even when mortgage work comes back, you'll want to keep working this side of your business because it's always there and you've got to tend to it. 

Q: Why is now the right time for appraisers to start non-lender work? 

Walitt: I think two-fold. One, it makes sense to have these other lines of business. You don't only want to rely on mortgage lending. The second reason is that you have time right now because it's slower. You have the opportunity to take the courses you want and develop additional skills—sales, presentations, and appraisal methods and techniques. 

We also have time to send emails, to call up the broker offices, to ask for 30 minutes and if they're looking for something different. 

It's not just the practical money side either. It's the fact that we have time to make contacts, to revamp our website and our marketing strategies. It makes sense to focus on expansion even if, and when, the mortgage work comes back. 

Q: Is there anything appraisers should know about non-lender work before starting? 

Walitt: You need to know your craft. Some people think they can just start completing divorce, estate, or tax appraisals. The reality is you don't know what you don't know, especially if you've never done non-lending appraisals. It is just logical and professional to know the needs of a job that you're working on. You need to educate yourself. 

We have to understand what the problem is we're solving. One example is that mortgage appraisal work allows an appraiser to say: "I'm appraising it as repaired," which is acceptable in some mortgage assignments. We have to understand whether or not that type of presumption or consideration is appropriate for other assignment types. We can't just turn a report over to a client and say: "Here it is 'as if' this damage is repaired." They need to know how the damage affects the value—that's how they ordered the appraisal. They want you to appraise it with all the damage because that's the nature of the assignment. So, we need to make sure we're not applying our experience from the mortgage side if it doesn't really translate. 

I think understanding our minimum standards, especially in reporting is crucial because we are using those different forms. We're no longer just obeying a singular form. 

Q: Should every appraiser explore non-lender work? 

Walitt: Absolutely. The reason might surprise you. I talk to appraisers who only do mortgage work and that's all they want to do, but I say just dip your toe into other assignments. Even if you just learn about them, the quality of work is going to improve your mortgage appraisals. When you step back and see how different types of clients, intended uses, and appraisal types work, you'll appreciate and understand mortgage appraisals a lot better. 

About the Author
Kendra Budd is the Editor of Working RE Magazine and the Marketing Coordinator for OREP, a leading provider of appraiser E&O insurance—trusted by over 10,000 appraisers. She graduated with a BA in Theatre and English from Western Washington University, and with an MFA in Creative Writing from Full Sail University. She is currently based in Seattle, WA.


7. Appraisal Classes:

Virtual Courses/Online Trainee Courses - The North Carolina Appraisal Board (NCAB) met on March 17, 2021 and voted to adopt emergency rule 21 NCAC 57B .615. This allows sponsors to offer all continuing and qualifying education courses approved for in class offerings virtually and also allows online asynchronous courses to become a trainee.
All registered, licensed and certified appraisers are required to have 28 hours of CE, including the 2022-2023 7-Hour National USPAP Update course completed by May 31, 2024, in order to renew on time.  The current CE cycle is June 1, 2022 – May 31, 2024. Online renewals for the 2024-2025 licensing year will be permitted in early May for those that have met the CE requirements.
Only licensees originally registered, licensed, or certified after January 1, 2023, will be exempt from continuing education this cycle, but not from renewal. Licensees that upgraded will still be required to meet the continuing education requirement.
McKissock - 800-328-2008 www.mckissock.com

Triangle Appraisal School - 252-291-1200 www.triangleappraisalschool.com

Hignite Training Service – 252-764-0107 - www.hignitetrainingservice.com

Appraisal Institute North Carolina Chapter - 336-297-9511 - www.ncappraisalinstitute.org

Appraiser Elearning – 615-965-5705 – www.AppraiserElearning.com

8. NCPAC Chapter Information: 
If you have any interest in establishing an NCPAC Chapter in your area please contact NCPAC.
President  ncpacpresident@gmail.com.

Southern Appalachian Chapter - Covers Macon, Jackson & Swain Counties in NC. Officers – President - Dana Murray, Vice-President – Sandra Gibby, Secretary – Jen Pressley.


9. Job Postings
NCPAC members can now post to the job board on the NCPAC Website if they are a trainee or appraiser looking for a firm to affiliate with or are a firm looking for a new candidate to add to their organization. Do you have a position to fill? Are you looking for a new challenge? Do you want to put your position on the site and have it included in “The Scope”? Go to the NCPAC contact us page - www.ncpac.us/contact-us.html

Click on the following link to see all of the available jobs!

NCPAC Member Job Postings
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