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President’s Message 
Zachary P. Moore, MAI 
 

Happy New Year! And here’s to a happy beginning to our second year as WIM!   

Over the course of the past year I have had the opportunity to correspond with 

many of our members and I hope that the work that the leaders of the Chapter 

and our Board have done have met your needs.  We have tried over the course 

of the year to include everyone in decision making and to keep everyone’s 

wishes in mind and I hope that we have been successful. 

 

WIM is a large chapter geographically and we represent over 200 appraisers 

that work in all realms of appraisal.   From a group of four individual chapters, 

each with its own history and culture, we have formed this one very large 

chapter with roots all over the Pacific Northwest.  Despite these differences we 

all have much more in common than otherwise and many of my needs as an 

appraiser are similar to yours. 

 

To meet those needs we have leveraged technology to send broadcast emails, 

created a new website, purchased and made much use of an OwlPro for 

synchronous meetings and education.  We  have moved our meetings, classes 

and get-togethers to various locations across our new geography.  We offered 

continuing education in February and this past fall and will do so again in 

February of 2023. beginning with a new residential CE seminar offered in 

Bozeman and again in Spokane.  We have also scheduled the 2022-2023 USPAP 

update course in Spokane.  We are committed to offering education 

synchronously whenever possible and all of these upcoming classes can either 

be taken in person or in the comfort of your office.  Continued on  Page 2 

Challenging the Adjustment Process in An Economic Downturn  
Submitted by Douglas G. Smith, SRA, AI-RRS  

The Federal Reserve, in an effort to stem inflation, moved aggressively to raise the prime rate, triggering an immediate downturn 

in mortgage applications as mortgage interest rates quickly rose. In addition, the unsettled economy struggling to rebound after 

the effect of the Pandemic has stalled to some degree influencing both buyers and sellers of homes to pull back from both buying 

and selling decisions. Most markets in Montana are reporting low inventories of homes for sale. With little indication of any return 

to even a somewhat normal market, appraisers must consider dealing with the rapidly dwindling number of comparable sales to 

support value conclusions.  Continued on Page 3 
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WIM would very much benefit from your involvement and I will hope you will 

consider the following options if you’d like to take a more active role in the 

Chapter: 

 

 We currently need to fill the recently vacated role of Chapter Vice President.  

If you have interest please reach out to one of our Chapter leaders. 

 Let us know if you are not hearing from us!  We make use of several tools to 

deal with email communications and there have been rumors that some 

members are not receiving emails or chapter notices.    You should see 

regular communication from the Chapter, so if you are not please speak up! 

 Make use of the http://www.aiwim.org site.  Each member has a profile and 

we encourage everyone to log-in and complete and update it.  WIM will be 

more able to contact you effectively and others outside the organization are 

more able to find you and your business. 

 Make your meeting and education needs known!  We use AI’s tools to help 

decipher what classes are needed and we would be better off if our 

members let us know directly.  We are also always looking for unique 

venue’s to host meetings so share if you know of somewhere we’d all enjoy. 

 

This is a new beginning and this is a long letter so I will sign off now.  Please 

know that WIM is here to meet your needs and please make us aware of our 

successes and failures.   

President’s Message (Continued) 
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Brandon C. Daley, MAI 

Derek W. Newton, MAI  

Gregory L. Graybadger, MAI, AI-GRS

 

WIM Chapter 

New AI Professionals! 
 

Candidate for Designation 
Nicollette Breanne Harris  

 
Practicing Affiliates 

Marcus Allen Clause-Geston  
Ethan Robert Ehlers  

Peter Andrew Hetherington  
Cody Kerr  

Jonathan Legault  
Randy Kenneth Robertson  

Jesse Neil Tillotson  
 

Affiliate 
Blake A. Robertson 

https://aiwim.org/
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Challenging the Adjustment Process in An Economic Downturn 

Continued from Page 1 

Appraisers will recall when comparable sales were plentiful and three comparable sales were sufficient to base an 

opinion of value.  Appraisers sought to bracket the subject using three comparable sales.  Like the bedtime story of 

Goldilocks and Three Bears, appraisers sought to identify three sales like the porridge Goldilocks finds in the home of the 

three bears: one hot, one cold and one just right.  Now, appraisers must expand their search and find not only the three 

reasonably similar comparable but with an unsettled economy, lenders will soon be asking for not only additional sales 

but active listings.  While some appraisers have already expanded their scope of work to include more than the 

traditional three comparable sales, all appraisers under current market conditions must expand their scope of work to 

include additional comparable sales and these are likely to stray from sales that are reasonably and directly comparable.  

The real challenge for appraisers, whether due to scarce comparable sales or the requirement to provide more 

comparable sales and listing, is adapting to the need for greater attention to the adjustment process.  Like Goldilocks, 

appraisers are finding lumpy and watery porridge in the search of porridge (Comparable sales) that are “just right”.  

Market conditions, then, require the appraiser place more emphasis on the adjustment process as more comparable 

sales differ in material ways from the property being appraised. 

 

Strategy Overview 

Appraisers are finding they must test the logic behind extracting and supporting adjustments.  There are twenty 

common elements of comparison on the typical 1004 ranging from real property rights conveyed to porches/patios/

decks.  There are twenty-one or more, if an additional item is added in the space provided.  Mark Rattermann, in his 

book, Using Residential Appraisal Report Forms sets out a strategy for approaching the adjustment process.  In each 

case, Rattermann offers the generalized format of discussing the main avenues to extract adjustments:  the income 

approach, the sales comparison approach and the cost approach.  For some adjustments, Rattermann points out the 

helpfulness of surveys or interviews.  This part of the book is essentially a confidence builder for appraisers because of 

the openness of the process in that, it clearly avoids settling on one way of deriving adjustments.  

Rattermann’s approach to methods for extracting and supporting adjustments for the gross living area considers 

alternatives such as the cost approach and income approach.  These approaches, according to Rattermann are possible 

but the cost approach is very labor intensive as it is based differences in costs less depreciation between the subject and 

comparable sales.  In these inflationary times, the cost approach may be difficult to use effectively. There also may not 

be good data readily available for the income approach calculating differences in GRM.  The paired data analysis method 

will work well for the GLA and Rattermann’s emphasis in this section is the sensitivity analysis in which the appraiser 

enters the attributes of the subject and the comparable sales on an adjustment grid and then tries various rates of 

adjustment until the range in indicated values narrows.  Examples of this type of analyses are set out in the text.  

 

Adjusting for Date/Time and Location 

There are two items that require more attention in the present market.   Home values will surely decline over time and 

with scarce comparable sales, some reasonably similar properties may be located outside of the defined neighborhood.  

Therefore, adjustments for Date of Sale/Time and Location will require increased attention. 

 

Some adjustments like Date of Sale/Time are straight forward and are based on the contract date (meeting of the minds) 

per Fannie Mae guidelines.  Lenders will be demanding comparable sales sold in the last 90 days and some will require 

sales in the last sixty days.  These ideal sales are not always available and appraisers must dust off their methodology to 

determine an accurate market condition adjustment with the sales comparison approach the most likely avenue to 

determine an adjustment.  The consideration of market data sets off a new interest in using Excel to solve appraisal 

problems.  Some appraisers, rather than using a series of sales for extracting market change, have turned to a simple 

regression analysis to derive the change.  Changes in sales by square foot are the most common way to analyze the 

present market.  Continued on page 4. 
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Continued from Page3  

The primary emphasis for selecting comparable sales is that those properties that are considered representative of the 

highest and best use of the site. Comparable sales that are the same size, age, quality and condition can be compared 

outside the neighborhood with careful attention to site value as the more recognizable variable.  Many appraisers 

consider that location is aligned with the site value and therefore carefully apply a strict cost approach, if at all 

possible, Site value may be determined by sales, by extraction and by allocation.  The most common approach, 

however, is to compare two identical homes in the differing locations, comparing prices to establish the adjustment 

derived for one location versus another.  One proviso is in order. The word “land” and “site” have differing meanings.   

A site is a parcel that is improved and ready for development.  Land is raw unimproved land.  Underwriters toss around 

the word land when they mean site. 

 

Site Adjustments 

According to Rattermann, most appraisers use this line to compensate for the size of the site.  Appraisers are finding 

comparable sales that are otherwise similar but have differing site sizes.  Most appraisers use the sales comparison 

approach to support an adjustment for site size.  Rattermann cautions against using one pair of sales since the 

motivation of a buyer may be different.   The comparison of improved property sales with small lots versus improved 

property sales with large lots could give an indication of the correct adjustment on this line.  Again, a simple regression 

analysis is an effective way to derive this adjustment, if sales are available. Of course, the more efficient way is to plot 

the sales in Excel and derive a slope.  

 

Actual Age/Condition 

Condition is not the same as age.  In reviews I complete, many appraisers use the effective age in place of actual age.  

Appraisers list actual age and then note estimated effective age on the Actual Age line and then make some illogical 

adjustment such as 1% of the sales price per year for the difference in effective age or a common amount such as 

$1,500 per year.  If there is to be an adjustment for condition, then this adjustment belongs on the line for condition.  

Some appraisers, rather than use the descriptions, “average,” “fair,” and “good,” insert the effective age.  While using 

effective age as a numerical rating, it is not logical to replace actual age because it offers a second condition variable to 

the form.  Newer homes sell for more than older homes and deriving an adjustment is best accomplished with a set of 

paired sales.  The cost approach is difficult to use for an actual age adjustment due to differing short and long lived 

items.  Therefore, the sales comparison approach using paired sales or using the variation of a sensitivity analysis, using 

alternate adjustments bringing the indicated adjusted sales price into line with the other comparable sales is the most 

common way to derive this adjustment. 

 

Adjustments for building condition are common in older properties and as the market disintegrates must be applied 

for homes that are foreclosed on or have been rented.  Appraisers are using the cost to cure in deriving adjustments 

for condition.   It is based on the logic that the typical buyer would adjust for a better or worse condition related to the 

cost of bringing the property up to acceptable condition. Support for a condition adjustment may be accomplished by 

estimating the cost plus profit for bringing a property up to acceptable standards.  If the cost to cure is used, appraisers 

must be careful to identify the typical buyer, ensuring that if investors are active rather than an owner-occupied buyer, 

the issue of profit is taken into account.  If a property requires substantial work and updating, the average retail buyer 

may not represent the typical buyer for that property.  Who the buyer is likely to be, must be determined.  

Unfortunately, some lenders attempting to market an REO property do not select a real estate agent appropriate to 

the type of buyer that is likely to purchase the property.  Clients must expect an accurate description of the needed 

repairs and improvements on which to make a judgment as to the most appropriate representative to market the 

property.    Conclusion on page 5. 
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Challenging the Adjustment Process in An 
Economic Downturn  

The key to making condition 

adjustments is the degree of analysis 

and explanation.  The narrative 

section should include a discussion 

of recent remodeling work that 

would warrant noting the subject as 

somehow superior to the 

comparable sale used in the 

analysis.  The discussion must 

include remodeling work completed 

for each comparable and /or 

required work for the subject or 

comparable. 

Conclusion 

Most appraisers agree that 

comparable selection is at the heart 

of producing a credible appraisal.  In 

the current economic downturn, 

comparable selection will be more 

difficult with lenders adding to the 

challenge by requiring more recent 

and a greater number of comparable 

sales.  Comparable selection is 

straining the limits of what makes up 

a comparable property and what 

makes a property reasonably similar. 

Therefore, it is reasonable that 

appraisers must challenge their 

previous assumptions about 

adjustments.   

The analysis must reflect market 

behavior and adjustments must be 

consistent with the three 

approaches to value.   Paired sales 

remain the preferred method but 

appraisers are expanding their 

outlook to include data analysis and 

regression analysis using Excel.  

Having a handle on depreciation, 

however, is becoming critical in this 

market with the expected onset of 

more and more REO properties in 

less than typical condition.  Mark 

Rattermann offers a common sense 

recipe when considering the overall 

adjustment process: “All 

adjustments should be logical, 

consistent and supportable.”  

CONCLUSION 

Chapter Leadership 
 

President Zachary P. Moore, MAI 

Vice President Vacant 

Treasurer Hillery A. Eastman, SRA, AI-RRS 

Secretary Joe L. Stenkamp 

Director  Kari Collins, MAI 

Director  Jody L. Graham, SRA 

Director  Michael Fredrickson, MAI 

Immediate Past President Darwin R. Ernst, SRA, AI-RRS 

https://aierf.org/
https://aiwim.org/
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Q1 2023 WIM Education & Events 

 

Bozeman 
Feb 13 IN-PERSON SEMINAR 

Inconsistency: It's Hiding in Plain Sight in Your Residential Appraisal --

- Non-lender examples—Next level analysis 

Link to register is HERE. 

Feb 13 LIVESTREAMING SEMINAR 
Inconsistency: It's Hiding in Plain Sight in Your Residential Appraisal --
- Non-lender examples—Next level analysis 
Link to register is HERE. 

Spokane 
Feb 16 IN-PERSON SEMINAR 

Inconsistency: It's Hiding in Plain Sight in Your Residential Appraisal --
- Non-lender examples—Next level analysis 
Link to register is HERE. 

Feb 16 LIVESTREAMING SEMINAR 
Inconsistency: It's Hiding in Plain Sight in Your Residential Appraisal --
- Non-lender examples—Next level analysis 
Link to register is HERE. 

Spokane 
Feb 16 CHAPTER MEETING 

Venue: 4 Degrees Real Estate Training Room 

Speaker: Kevin Freibott, MA ORGL - City of Spokane - Planning and Econom-

ic Development 

Topic: Recent and Upcoming Efforts by the City of Spokane Make More 

Housing Types Possible in More Places 

Time: 5-7 p.m. 

Link to register is HERE. 

Spokane 
Feb 17 IN-PERSON COURSE 

2022-2023 7-Hour National USPAP Update Course 
Location: 4 Degrees Realty Training Room, Spokane, WA 
Instructor: Anthony J. Wren, MAI, SRA 
Link to register is HERE. 

Feb 17 LIVESTREAMING COURSE 
2022-2023 7-Hour National USPAP Update Course 
Synchronous, Spokane, WA 
Instructor: Anthony J. Wren, MAI, SRA 
Link to register is HERE. 

Online Education:   Learn at your own 

pace anytime, anywhere.  Top-notch 

Appraisal Institute courses and semi-

nars come straight to your desktop 

with online education! Learn from any 

computer anywhere, whenever you 

have time.  

It’s easy, convenient and a great way 

to get the education you want.  

 

Check out the current course listing 

now! 

https://ai.appraisalinstitute.org/eweb/DynamicPage.aspx?webcode=EventInfo&Reg_evt_key=41126F11-C888-4E29-B3B5-C46B4794934E
https://ai.appraisalinstitute.org/eweb/DynamicPage.aspx?webcode=EventInfo&Reg_evt_key=CD0E6C0E-B972-426C-B162-43D5E9002433
https://ai.appraisalinstitute.org/eweb/DynamicPage.aspx?webcode=EventInfo&Reg_evt_key=CE14A710-E84A-4B1B-BCF2-83143D3F3371
https://ai.appraisalinstitute.org/eweb/DynamicPage.aspx?webcode=EventInfo&Reg_evt_key=D279B3D3-3271-4C40-8D80-F6DD4D8E3ED2
https://ai.appraisalinstitute.org/eweb/DynamicPage.aspx?webcode=EventInfo&Reg_evt_key=34AEDD16-C316-4B16-9D9F-64347B675A28
https://ai.appraisalinstitute.org/eweb/DynamicPage.aspx?webcode=EventInfo&Reg_evt_key=E7721861-3A94-4677-BFD9-0A5EF09F8807
https://ai.appraisalinstitute.org/eweb/DynamicPage.aspx?webcode=EventInfo&Reg_evt_key=EA6DFEC5-5ED5-47BD-9635-B08D5D6EB04A
https://ai.appraisalinstitute.org/eweb/DynamicPage.aspx?site=AI&webcode=AIProgramByCourseType&CourseType=online
https://ai.appraisalinstitute.org/eweb/DynamicPage.aspx?site=AI&webcode=AIProgramByCourseType&CourseType=online
https://ai.appraisalinstitute.org/eweb/DynamicPage.aspx?site=AI&webcode=AIProgramByCourseType&CourseType=online
https://ai.appraisalinstitute.org/eweb/DynamicPage.aspx?site=AI&webcode=AIProgramByCourseType&CourseType=online
https://ai.appraisalinstitute.org/eweb/DynamicPage.aspx?site=AI&webcode=AIProgramByCourseType&CourseType=online
https://aiwim.org/


 

 7 

Help clients and colleagues find you by updating your county coverage area and professional 
expertise information in your WIM member profile. 

From your profile, you can view and change:  

• Name with Designation(s) 
• Address 

• County coverage area (WA, ID, MT) 
• State of licensure (WA, ID, MT) 

• Type of Practice (Residential or Commercial or Both) 
• Add a photo, resume and/or bio 
 

Click the PDF button above for instructions on how to update your WIM member profile on the 

chapter website, www.aiwim.org.   

Your WIM Member Profile 

PDF Instructions  

Update Your Profile 

Gary Hoagland, SRPA Memorial Scholarship Program 
The Washington Idaho Montana Memorial scholarship program 

was established in 1992 to recognize Gary Hoagland, SRPA for his 

outstanding contribution to the appraisal profession and the 

Inland Northwest Chapter of the Appraisal Institute.  

Mr. Hoagland owned a real estate appraisal and consultation 

firm in Coeur d’Alene, Idaho. He was a contributor to The Real 

Estate Appraiser and Analyst. 

 

Links For More Information About Scholarship 

Click HERE to read more about the Gary Hoagland Memorial Scholarship. 

Click HERE to view the Gary Hoagland Memorial Scholarship Application.  

https://aiwim.org/
http://www.aiwim.org
https://aiwim.org/wp-content/uploads/2022/06/How-to-Update-Your-WIM-Member-Profile.pdf
https://aiwim.org/wp-content/uploads/2022/12/How-to-Apply-WIM-Scholarship-Application-REV-12-23-22.pdf
https://aiwim.org/wp-content/uploads/2022/12/WIM-Scholarship-Application-REV-12-23-22.pdf

