
The professional appraiser will survive this RE market
October 20, 2009 - Spotlights

Many people involved in the real estate professions are having difficulty these days. We're spending
lots of time trying to promote ourselves and find work. When we find work, most of us are trying our
very best to provide a level of service sufficient to encourage future assignments. Luckily, my
business has been relatively steady, but much of the appraisal profession has found the workload to
be feast or famine.
Lately, I've taken a little bit of my spare time to play golf. I'm not particularly good, but I haven't had
difficulty finding someone to play with. Like real estate, it's a very tough game. The littlest things can
trip you up. You can play very well and get some bad breaks, and you can play just OK and get
some lucky breaks. Like the real estate profession, progress happens, but it is usually glacial. If
you're working at it, you're always moving forward, but the real progress is so slow that its hard for
you or anyone else to notice. Unlike real estate, in golf you'll never see everyone getting great
scores without even trying. And, you'll almost never see almost everyone's scores get worse all of a
sudden.
All of us have to admit that the real estate game was too good for too long. Many folks were getting
great scores despite their level of skill. Buyers, sellers, brokers, lenders and appraisers were all
scoring like Tiger Woods in the period from about 2002 through 2007. And we should have known
that it couldn't last for ever. We were all getting too many "gimme" putts from our partners and our
competitors. Now that there's less money available, no one can afford to ignore their own
performance and no one can fail to gauge the status of their competition.
I'm still getting a reasonable share of the available appraisal work, and I'm still finding people who
want to play golf with me. As I said, my skill level in golf is not great, but I work on improving it every
chance I get. I play with people who are doing the same. I'm a better golfer than some, and a worse
golfer than many ... but I can play with them all because they know I'm honestly trying to get it right.
It's the same with real estate. We have our good days and our bad days, but we're always trying to
find the secret to the perfect game (by the way, it doesn't exist - in real estate or in golf).
There are a few people I know that no one wants to play with. They've been caught cheating. Maybe
it was only a little indiscretion, and maybe it was only to win a $1 bet, but it was noticed. The game
of golf has a handicapping system that assures that everyone can compete against everyone else.
The handicap lets less skilled golfers play with, and learn from, people who are better than them. It
also assures better golfers that they can always find a competitive match. Good golfers play against
the course and against themselves. Good real estate professionals do the same. Everyone is a
competitor and everyone is a partner in the game of real estate. We're all playing against the
course. We all realize that our competitor is struggling just as much as we are. We all realize that we
have to be at our very best to win, and no one wins if we try to beat the other guy down.
This is a real estate market when the professionals are surviving. If we perceive brokerage or



appraising or lending or operating in the real estate market as a job, we are doomed to fail. If we
look at it as a profession, we will succeed. The professional constantly improves his or her skills;
they do it though formal education, informal learning, constantly surrounding themselves with people
who want to be professional, and who work smart every day. They take what they've learned and try
to apply it every day.
The professional will survive this real estate market. If they love their profession, they'll always have
a job. Better yet, their job will never feel like work. It will be just one more day of practice in
preparation for the big game.
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