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MESSAGE

Gordon J. Tomiuk, AACI, P App

You currently own and operate
AIC President your own real estate appraisal
firm. How long have you been
doing this and how did it come about?

In 1988, | established my own

company. Rob Grycko joined the

firm in 1989 as a Candidate and
became a partner in 1993. Since that
time, our business has grown consider-
ably and, three years ago, we took on
a third partner. Our company of Tomiuk
Grycko Krueger now consists of two
AACIs, one CRA and two part-time sup-
port staff. We are heavily involved in
what you would describe as the high-end
residential market, which keeps our firm
extremely busy. As the senior partner, |
do take on some commercial projects.

What was your background prior
to opening your own company?

In 1976, | began working with the

City of Winnipeg Land Surveys and

Real Estate Department on one of
its surveying crews. When an opportunity
came in 1979 to become an appraiser
trainee with the Land Survey and Real
Estate Department, | pursued the oppor-
tunity. | obtained my CRA designation
in 1983 and, shortly thereafter, took a
position with a real estate brokerage,
where | helped establish an appraisal
division. | subsequently managed that
division for the last year | was with them.
In 1988, | earned my AACI designation
and decided that the time was right to
strike out on my own.

6 APPRAISER voumest-sooxs-2wr FVALUATEUR

Lifelong learning
prepares president
for ever-changing
environment

Was achieving your AACI
designation the catalyst to

starting your own company?

| have always believed in putting

everything | have into whatever |

do. Being in business for yourself
certainly gives you the opportunity and
the incentive to do that, so | think fol-
lowing my entrepreneurial spirit would
have been in the cards for me regard-
less. However, my AACI designation
certainly expanded my horizons. It gave
me the breadth and depth of knowledge
and training to see the bigger picture,
to provide more detailed reports and to
get involved in more complex projects.
Even though our company’s main focus is
residential, my AACI training adds to the
diversified services we can provide.

You are now the president
of the Appraisal Institute of
Canada (AIC). When did you first

become involved as a volunteer in
the profession?

From 1988 to 1999, | was busy
building a practice. However, | was
always interested in our profes-
sion and the direction that it was taking.
Feeling that the Institute was becoming
more proactive, and with the support
of my partners, | decided that the time
was right in '99 to get involved with
the local association. While on the
Manitoba Council, | served on both the
Public Awareness Committee and the
Admissions Committee. | also served
as our link to allied organizations within
the province, such as The Winnipeg Real
Estate Board (WREB). There, | partici-
pated on committees dealing with impor-
tant issues such as legijslation and tech-
nology. While | was President of the AIC’s



You have to continually improve the services you are capable

f ﬁ’ providing. That means following a course of action that)
) ipcludes continuing education, mentoring, adhering to -

standards, welcoming peer reviews...the list goes on.

Provincial Association in 2001/02,
one of our most significant projects
was developing a property/sales data
base for members in Winnipeg. This
was eventually sold to the WREB,
but with appraisal representation on
the overseeing committee.

From there it was onto the

national scene. What is the

history of your involvement
at that level?

The AIC encourages provin-

cial presidents to sit in on its

Board meetings and observe
the proceedings. That experience
certainly gave me some insight into
the workings of our national body
and whetted my appetite to partici-
pate on a national level. In 2003/04,
| was on the Board of Directors and,
in my first year, served as Board liai-
son to the Communications Commit-
tee. That was an extremely busy year
for all of our volunteers and staff
because of the vast amounts of work
being done relative to the branding
issue, but it was an excellent way
to gain a broader perspective on all
aspects of the Institute and where it
was headed. In 2004/05 and again
in 2005/06, | was elected by the
Board to serve as Vice-President.
That was followed by President Elect
in 2006/07 and President this year.

What has that journey been
like in terms of challenges,
sacrifices and rewards?

Definitely, there has been a

significant sacrifice in terms

of time away from home and
business. Fortunately, | have always
had tremendous support from my
wife, family and business partners.
Finding the time for such a commit-
ment had been one of my biggest
concerns. Now, | ask myself why

| waited so long. The rewards far
outweigh the sacrifices. You cannot
put a price tag on the relationships
established with members and staff
across the country as well as the
networking opportunities that pres-
ent themselves. By meeting people,
listening to what they have to say
and talking with them, you cannot
help but broaden your horizons. It
makes you a better appraiser and

a better member. In this regard, it
has been gratifying to see the shift
in thinking that has been going on
relative to volunteering. Younger
members are seeing the value to
their careers and are volunteering at
every level. We just need to encour-
age more of them to do so.

As for challenges, | would have
to say the biggest has been dealing
with change and convincing mem-
bers of the need for it. The amount
of change that this organization has
gone through in recent years com-
pared to other professional organiza-
tions has been truly remarkable. We
have had to catch up on technology,
how our profession is perceived in
the marketplace, and our ability to
deliver the services that the market-
place is demanding. | believe that
we are now ahead of the curve in all
of these areas, but we must work
harder than ever before to continue
evolving our profession.

Is continually striving
to improve one of your
business philosophies?

In today’s highly competitive

market, you are only as good

as your last report...and that
report has to be of the highest qual-
ity possible and, more often than
not, it has to be turned around in
the shortest time possible. In order
to do that, you have to continually
improve the services you are capa-

ble of providing. That means, on a
consistent and ongoing basis, follow-
ing a course of action that includes
continuing education, mentoring,
adhering to standards, welcoming
peer reviews...the list goes on.

What role has mentoring
played in your career?

It has played a huge role...

and it continues to do so.

Over the years, | have had
many mentors who offered coun-
sel and guided me along the way,
including some | still look to for
advice. Within our own company,
| continuously mentor my partners
and they do likewise with me. | am
comfortable having these individuals
review my reports before they are
presented to clients, particularly if
litigation is involved.

Even at the Board level, we are
exploring ways of orienting board
members. We have five new direc-
tors on this year’s Board, which is
an unprecedented number, and we
need to make sure that they are
oriented and prepared for the chal-
lenges they will face. We all have
a role to play in this process. Our
members are leaders in the profes-
sion and we appreciate the contribu-
tion of their valuable knowledge and
expertise in providing direction to the
appraisal profession.

What are some of the

current initiatives that

you and the Board will be
working on during the year ahead?

Well, I am very excited that

our new marketing plan is

about to be rolled out during
my term. After requesting proposals
from numerous marketing agencies,
we have now narrowed it down to

AbbRAER T [YAWATER 7



three finalists and will then select
one company that will become

our Agency of Record working with
us to make the marketing plan a
reality. Our goal is to introduce

the plan to members first, so that
they will be well versed on what is
taking place, and, then, sometime
early in 2008, it will be launched

to employers, the general public,
stakeholders and universities
across the country. It has been said
that “we were real estate’s best
kept secret,” but that is about to
change. For a modest per member
annual investment of $65, recogni-
tion of our brand and the services
that we are capable of providing will
be enhanced nation-wide.

In the area of service delivery,
we have established a Member
Services Task Force to review
the services that we deliver to
our members, in order to ensure
that they meet their needs, are
of high quality and that they are
delivered consistently to all mem-
bers across the country. Our Real
Estate Fraud Task Force is working
to inform members, their clients
and, in some cases, the public,
on what we can do to help detect
and prevent real estate fraud.

Our professional practice process
continues to be enhanced with the
focus on standards-based com-
petency and public protection. In
this respect, we are looking into

(W NOTARIUS
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and investigating a peer review
system that will help to elevate

the level at which our profession is
viewed. As well, we are looking into
new service opportunities such as
energy audits and machinery and
equipment valuation that we can
provide to the public, and work-
ing with our education partners to
ensure that we have the skill sets
to make the most of these oppor-
tunities. In essence, we are work-
ing to enhance the marketability of
our members.

It is absolutely critical that we do
not over promise and then under
deliver, so it is incumbent on all
of us to follow through on these
initiatives and do our part to ensure
success at a time when competi-
tion is greater than it has ever been
before. There is a role to play for
members, chapters and provincial
associations alike. Each and every
one of us must see ourselves as
members of a profession with very
high expectations. When we are
representing ourselves, we are also
representing the entire profession.
We have a vision, a mission and a
strategic plan that will provide us
the guidance required for our pro-
fession to continue to grow. If we
work collaboratively and stay the
course, we will secure our position-
ing as the pre-eminent real estate
valuation professionals and we will

succeed in achieving our objectives.
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How should designated

members, Candidates

and Students view
these developments?

| would hope that they view

them in a very positive light.

AIC designations are being
strengthened through our more strin-
gent admission requirements including
university education. We are attracting
candidates from business schools that
are now looking at our profession as
an attractive career alternative. We are
looking into establishing a Candidate
Advisory Committee to ensure that we
are meeting their requirements and
expectations. This is all being done
with the objective of enhancing our
position as a professional organiza-
tion and making the profession more
attractive to potential new entrants.

How do you envision your role
as President of the AIC over
the next year?

| see my role as an ambassa-

dor, a negotiator and a media-

tor. | will be working with the
Board of Directors to help advance our
Strategic Plan. With allied organiza-
tions in Canada and around the world,
| will be representing and acting on
behalf of both the AIC and the profes-
sion. In this regard, AIC plays a key
role internationally and we are seen
as progressive leaders in the profes-
sion. | will be doing everything pos-
sible to maintain and enhance that
position. Finally, | will be working at
strengthening our provincial relation-
ships by attending provincial AGMs
and by strengthening relationships with
provincial presidents through regular
meetings via teleconference and in
person. It should be quite a year.

Do you have any final words to
share with members?

These are exciting times to be

part of the Appraisal Institute

of Canada. As the AIC strives to
be better at what it does, | encourage
every member to raise his or her own
bar and consider the ways they can
develop their careers. Whatever we are
doing today, we should be able to do
even better tomorrow. Learning should
be a lifelong philosophy. €
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ESSAGE

DU PRESIDENT

Gordon J. Tomiuk, AACI, P App
Président de 'ICE

L’apprentissage continu
prépare le président

a un contexte en
constante évolution

Vous appartenez et exploitez

actuellement votre propre

cabinet d’évaluation
immobiliere. Depuis combien de temps
le faites-vous et qu’est-ce qui vous a
motivé a prendre cette décision?

En 1988, j'ai fondé ma propre

compagnie. Rob Grycko s’est

joint a moi en 1989 comme sta-
giaire et est devenu associé en 1993.
Depuis, notre entreprise a pris beau-
coup d’expansion et, il y a trois ans,
nous avons accepté un troisieme asso-
cié. Le cabinet Tomiuk Grycko Krueger
compte maintenant deux AACI, un CRA
et deux employés de soutien a temps
partiel. Nous travaillons en grande
partie sur le marché résidentiel de luxe,
ce qui nous tient trés occupés. Comme
associé principal, j'accepte aussi cer-
tains projets commerciaux.

Quels étaient vos antécédents
avant de fonder votre
propre compagnie?

En 1976, j'ai commencé a tra-

vailler pour le compte du service

des levés et de I'immobilier de la
Ville de Winnipeg. Je faisais alors partie
de I'équipe responsable d'effectuer les
levés. Lorsque I'occasion s’est présen-
tée en 1979 de devenir évaluateur en
formation au sein du méme service,
j'ai accepté. J'ai obtenu ma désignation
CRA en 1983 et accepté par la suite un
poste aupres d’'une maison de courtage
immobilier ou j'ai aidé a créer une divi-
sion spécialisée en évaluation. Durant
ma derniere année avec cet employ-
eur, j'ai dirigé la division d’évaluation.
En 1988, j'ai obtenu ma désignation
comme AACI et décidé que le moment
était venu de me lancer a mon compte.

L'obtention de votre désignation

AACI a-t-elle joué un réle dans

votre décision de vous lancer a
votre compte?

J'ai toujours été d’avis que je

devais investir ce que j'ai dans

ce que je fais. Travailler a son
compte nous donne certes I'occasion et
le désir pour ce faire alors je crois que
I'esprit d’entrepreneurship était présent
peu importe. Toutefois, la désignation
AACI m’a permis d’élargir mes horizons.
Elle m'a donné la portée et la profond-
eur des connaissances et la formation
nécessaires pour voir 'ensemble de la
situation, préparer des rapports plus
détaillés et participer a des projets plus
complexes. Bien que le point de mire
principal de notre cabinet soit le secteur
résidentiel, ma formation comme AACI
accroit la gamme de services diversifiés
que nous sommes en mesure d’offrir.

Vous étes maintenant le
président de I'Institut canadien
des évaluateurs (ICE). Quand
avez-vous commencé a participer
comme bénévole au sein de
la profession?

De 1988 a 1999, j'étais occupé

a parfaire ma pratique. Toutefois,

la profession et son orienta-
tion ont toujours retenu mon attention.
Voyant que I'Institut devenait plus proac-
tif et avec le soutien de mes associés,
j'ai décidé, en 1999, de participer active-
ment au sein de mon association locale.
Durant mon service aupres du Conseil du
Manitoba, j'ai siégé au Comité sur la sen-
sibilisation publique et au Comité sur les
admissions. J'ai aussi servi de personne-
ressource auprés d'organismes connexes
a I'échelle provinciale comme le Win-

CANADIAN
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nipeg Real Estate Board (WREB) ou
j'ai participé a des comités traitant
de questions importantes telles la
loi et la technologie. Lorsque j'étais
président de I’Association provinciale
de I'ICE en 2001-2002, I'un des pro-
jets les plus importants fut la créa-
tion d’une base de données sur les
ventes et les propriétés a l'intention
des membres de la région de Win-
nipeg. Cette base de données fut
éventuellement vendue au WREB,
mais moyennant une représentation
du secteur de I'évaluation au sein du
Comité de surveillance.

Cette participation fut

votre tremplin a la scene

nationale. Qu’avez-vous fait
a ce niveau?

L'ICE encourage les prési-

dents provinciaux a siéger

aux réunions de son Conseil
et a observer les débats. Cette
expérience m’'a certes donné une
bonne idée du fonctionnement
de l'organisme national et m'a
incité a participer plus activement
au national. En 2003-2004, jai
siégé au Conseil d’administration
et durant ma premiére année, j'ai
assuré la liaison entre ce dernier et
le Comité des communications. Ce
fut une année trés occupée pour
tous nos bénévoles et membres du
personnel étant donné la quantité
de travail entourant la question du
positionnement. Par ailleurs, cela a
permis d'élargir notre fagon de voir
toutes les facettes de I'Institut et
son orientation. En 2004-2005 et
encore en 2005-20086, j'ai occupé
la vice-présidence du Conseil avant
d’étre président élu en 2006-2007
et président cette année.

Que représentait cette
expérience en termes
de défis, sacrifices

et récompenses?

Définitivement d’importants

sacrifices en ce sens que jai

passé beaucoup de temps
loin de la maison et de mon entre-
prise. Heureusement, mon épouse,
ma famille et mes associés m'ont
toujours appuyé. Trouver le temps
nécessaire pour un tel engagement
m’a toujours inquiété. Maintenant, je
me demande pourquoi j'ai attendu si

longtemps. Les récompenses dépas-
sent de beaucoup les sacrifices. On
ne peut rattacher une valeur aux
rapports établis avec les membres
et le personnel a I'échelle du pays,
ni aux occasions de réseautage

qui se présente. En rencontrant les
gens, en les écoutant et en dis-
cutant avec eux, on ne peut faire
autrement qu’élargir nos horizons.
On devient un meilleur évaluateur et
un meilleur membre. A ce chapitre,
disons qu’il est réconfortant de voir
le changement d’attitude face au
bénévolat. Les membres plus jeunes
voient les bienfaits du bénévolat
pour leur carriére et participent

a tous les niveaux. Il suffit d’en
encourager un plus grand nombre a
faire de méme.

llifautssans cesse
ameliorer les
services que l'on
offre. Cela signifie
qu’il faut, sur une
base continue et
cohérente, adopter
des mesures qui
incluent I'éducation
permanente,
le mentorat,
I'application des
normes, la révision
par des pairset

ainsi de suilee{ /

En ce qui concerne les défis, je
crois que le plus important fut celui
du changement et de convaincre
les membres de sa nécessité. Le
nombre de changements au sein
de cet organisme au cours des
derniéres années par rapport a
d’autres organismes professionnels

est vraiment remarquable. Nous
avons déployé tous les efforts pour
adopter les plus récentes technolo-
gies, pour déterminer la perception
de notre profession sur le marché
et améliorer notre capacité en
matiere de prestation des services
gue demande le marché. Je crois
gue nous sommes maintenant a
jour a chacun de ces paliers mais
que nous devons travailler avec
acharnement plus que jamais dans
la poursuite de I'avancement de
notre profession.

L'amélioration continue
fait-elle partie de votre
conception des affaires?

Sur le marché hautement

concurrentiel d’aujourd’hui,

notre réputation est fondée
sur notre dernier rapport et celui-ci
doit étre de la plus haute qualité
possible et produit dans le meilleur
délai possible. A cette fin, il faut
sans cesse améliorer les services
que I'on offre. Cela signifie qu'il
faut, sur une base continue et
cohérente, adopter des mesures
qui incluent I'éducation perman-
ente, le mentorat, I'application des
normes, la révision par des pairs et
ainsi de suite.

Quel réle le mentorat a-t-il
joué dans votre carriére?

Le mentorat a joué un role

trés important et il con-

tinue d’en étre ainsi. Au fil
des ans, plusieurs mentors m'ont
conseillé et guidé dont plusieurs
que je consulte toujours. Au sein
de notre entreprise, je suis le
mentor de mes associés et ceux-Ci
agissent comme le mien. Je suis
a l'aise avec le fait qu'ils revoient
mes rapports avant qu’ils soient
présentés aux clients, en particulier
s'il'y a litige.

Méme au niveau du Conseil,
nous cherchons sans cesse des
facons de guider les membres du
Conseil. Cette année, le Conseil
compte cing nouveaux membres,
une situation sans précédent, et
nous devons nous assurer qu’ils
suivent une orientation et qu’ils
soient préts aux défis qu’ils auront
a relever. Nous avons tous un rdle



a jouer dans ce processus. Nos

membres sont les leaders de la

profession et nous apprécions la
contribution de leurs précieuses
connaissances et compétences

au niveau de l'orientation de

la profession.

Quelles sont quelques-

unes des initiatives sur

lesquelles vous et le
Conseil travaillerez au cours de
I’'année a venir?

Disons que je suis emballé

du fait que notre nouveau

plan de marketing sera mis
en oeuvre dans le cours de mon
mandat. Apres avoir sollicité une
proposition de plusieurs agences
de marketing, nous avons retenu
trois finalistes et choisiront celle
qui travaillera avec nous pour
donner vie au plan. Nous prévoy-
ons d’abord présenter le plan aux
membres de sorte qu'ils soient
bien au courant de 'actualité et,
en 2008, nous le présenterons
aux employeurs, au grand public,
intervenants et universités a
I'échelle du pays. Certains ont dit
que nous « étions le secret bien
gardé de I'immobilier » mais les
choses vont bientot changer. Moy-
ennant un investissement annuel
modeste de 65 $ par membre, la
reconnaissance de notre marque
et des services que nous sommes
en mesure d’offrir sera rehaussée
a I’échelle du pays.

En ce qui touche la prestation
de services, nous avons créé un
Groupe de travail sur les services
aux membres qui examinera les
services offerts afin d’assurer
gu’ils répondent a leurs besoins,
qu’ils soient de la plus haute
qualité possible et qu’ils sont
dispensés de fagon cohérente a
tous les membres a I'échelle du
pays. Notre Groupe de travail sur
la fraude immobiliere s'affaire a
renseigner les membres, leurs
clients et, dans certains cas,
le public au sujet de ce que
nous sommes en mesure de
faire pour aider a déceler et a
prévenir la fraude immobiliere.
Notre processus de pratique
professionnelle continue de
s’améliorer avec concentration
sur des compétences fondées

sur les normes et la protection
du public. A ce chapitre, nous
sommes a examiner un systeme
d’examen par les pairs qui

aidera a rehausser notre image
aupres du public. Egalement,
nous nous penchons sur les
nouveaux Services que nous
pouvons offrir au public tels des
vérifications en matiére d’énergie
et I'’évaluation de la machinerie
et de I'équipement, en plus de
travailler avec nos partenaires en
éducation pour nous assurer qu'ils
ont les compétences requises
pour profiter au maximum de
ces occasions. En fait, nous
travaillons @ améliorer la qualité
marchande de nos membres.

Il est absolument essentiel de
ne pas faire de promesses que
Nnous ne pouvons tenir ou encore,
de ne pas étre a la hauteur. Il
releve donc de chacun de nous
de donner suite a ces initiatives
et de faire notre part pour assurer
leur succes a un moment ou la
concurrence est plus élevée que
jamais. Tous les membres, chapi-
tres et associations provinciales
ont un réle a jouer. Chacun de
nous doit se considérer comme
faisant partie d'une profession au
sein de laquelle les attentes sont
trés élevées. Lorsque nous nous
présentons, nous représentons
'ensemble de la profession. Nous
avons une vision, une mission et
un plan stratégique qui serviront
a guider la profession a mesure
gu’elle continue de croftre. Si
nous travaillons en collaboration
et que nous maintenons le cap,
nous parviendrons a nous posi-
tionner comme professionnels de
premier choix dans le domaine de
I’évaluation immobiliere et réussi-
rons a atteindre nos objectifs.

Comment les membres

agréés, stagiaires et

étudiants voient-ils
ces progres?

Jespere qu'ils les con-

siderent favorablement.

Les désignations de I'ICE
sont raffermies par des exigences
encore plus strictes a I'admission,
y compris une formation universi-
taire. Nous retenons l'attention de
stagiaires venant d’écoles com-

merciales et qui considérent notre
profession comme un choix de
carriere attrayant. Nous pensons a
former un Comité consultatif des
stagiaires afin d’assurer que nous
répondons a leurs besoins et a
leurs attentes, I'objectif étant de
rehausser notre position comme
organisme professionnel et de
rendre la profession encore plus
intéressante pour les nouveaux
membres potentiels.

Comment voyez-vous votre

réle a titre de président

de I'ICE au cours de la
prochaine année?

Je le vois comme étant

celui d’'un ambassadeur,

d’un négociateur et d’'un
médiateur. Je travaillerai avec
le Conseil d’administration pour
faciliter 'avancement de notre
plan stratégique. En collabora-
tion avec nos alliés du Canada et
de par le monde, je représenterai
et j'agirai au nom de I'ICE et de
la profession. A ce niveau, I'ICE
joue un role important a I'échelle
internationale et nous sommes
considérés comme des leaders
progressistes au sein de la profes-
sion. Je ferai tout mon possible
pour maintenir et raffermir cette
position. Enfin, je tenterai de
solidifier nos rapports provinciaux
en assistant aux AGA provinciales
et en améliorant les relations avec
les présidents provinciaux par la
tenue de réunions régulieres en
téte-a-téte et via téléconférence.
Lannée en sera toute une!

Avez-vous quelques
derniers mots a partager
avec les membres?

C’est un moment exci-

tant pour faire partie de

I'lnstitut canadien des
évaluateurs. A mesure que I'lICE
s’efforce d’améliorer ce qu’elle fait,
j'encourage tous les membres a
hausser la barre et a considérer
comment ils peuvent donner de
I'expansion a leurs carrieres. Peu
importe ce que nous accomplis-
sons aujourd’hui, nous devrions
pouvoir faire mieux demain. Il ne
fait nul doute que I'apprentissage
doit étre continu. €
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REPORT

Georges Lozano, MPA
AIC Chief Executive Officer

Building capacity

definition of the words

effective and efficient goes

something like this: effec-

tive is ‘doing the right things,’
while being efficient is ‘doing things
right.” Professional associations like the
Appraisal Institute of Canada (AIC) need
to focus on doing the right things and
doing them the right way. As simple as
this may sound, it requires considerable
insight as well as strong leadership and
management skKills to achieve. In short,
it requires a strong organization with
the capacity to develop and implement
plans, policies and programs that effec-
tively and efficiently meet the needs of
its members.

To paraphrase a recent American
President, “it's about the members,
stupid.” Today, strong and thriving asso-
ciations focus on relevance and not on
loyalty, as they might have in the past.
Members rightfully expect from their
association services that are meaningful
and that support them in the develop-
ment and growth of their business and
the furtherance of their careers.

What makes an association strong?
There are many factors that contribute
to the strength of an association, includ-
ing its ability to address member needs
in a timely manner, to provide effective
leadership and representation at the
local, regional, national, and interna-
tional levels, and to manage its affairs in
a cost-effective manner.

As the word implies, an association
is a coming together of members, vol-
unteers and staff, all working in concert
towards the achievement of mutually
agreed upon objectives. The lifeblood of
all associations is the membership. It is
from the membership that the leader-
ship of the association is derived and,
through those volunteers, the associa-

tion’s direction, policies and programs
take shape. Members elect the leader-
ship of their association from among
themselves. Through this process, they
delegate authority to these elected
individuals and they entrust them with
the management of the association.
Members continue to play an impor-
tant role by providing management with
input and feedback on proposed policies
and programs. However, they respect
the decisions taken by management
and they give their elected officials the
appropriate latitude needed to run the
association effectively and efficiently.

As a professional, member-driven
association, the AIC operates in this
fashion, and its success depends
entirely upon the synergies derived from
the interplay among the members, the
volunteers, and the staff at the national,
provincial and chapter levels. Working
together, we can build a strong, effective
and efficient association that is relevant
to our members and highly respected in
the community.

The process of developing a strong
and relevant organization is often
referred to as capacity building, and it
is defined as the ability of non-profit
organizations to fulfill their missions in
an effective manner. Building capacity
within a professional association such
as the Institute requires that all involved
have a clear understanding of their
roles and that they work in a collabora-
tive manner.

Capacity building begins with a stra-
tegic plan. Because of the diversity of
the Institute’s membership, develop-
ing such a plan can be a challenge. In
developing its new Strategic Plan, the
AIC Board of Directors consulted with
the provincial associations and received
input from the membership at large. The



result is a plan that incorporates

a far-reaching vision, mission, and
objectives that address the needs of
all members today and in the years
ahead. Although this is a multi-year
plan, it is by no means a rigid docu-
ment. Instead, it is more akin to a
roadmap that needs to be reviewed
and possibly revised from time

to time.

Capacity building also entails
the development of a strong and
effective leadership. This leadership
comes from many sources, includ-
ing volunteers working on the Board
of Directors and committees as well
as professional staff who support
the volunteers by implementing pro-
grams and managing the organiza-
tion on a daily basis. The leadership
of any association is closely tied
to its vision and mission. Leaders
must share the vision and, more
importantly, they must be deeply
committed to the association’s
objectives and be willing to work
towards their fulfillment. Institute
volunteers, be they members of
the Board of Directors, provincial
directors or committee members,
are ambassadors who should
articulate the Institute’s vision
and mission publicly and raise the
profile of the appraisal profession
and the AIC members who serve
it. In short, effective leaders build
the capacity of the organization by
enhancing its image, prestige and
reputation within the community,
and by establishing partnerships,
collaborations and other working
relationships to advance the goals
of the organization.

In order to build capacity in our
leadership, it is important to pro-
vide the existing leadership with
the appropriate information and
resources to do the job at hand.
Further, it is important to develop
new leadership. ldentifying and
developing new leadership will help
to ensure the sustainability of the
organization. In this, the member-
ship has an important role to play by
identifying and encouraging poten-
tial new leaders who have fresh
ideas and are prepared to work
collaboratively towards stated goals
and objectives.

It is essential to have the appro-
priate resources in order to build a
strong association that can deliver
the kinds of services that members
need and deserve. Resources come
in many forms including financial and
human. Both are scarce and both
need to be well managed. Particular
care needs to be taken to eliminate
inefficiencies and redundancies
through careful cooperation. Com-
puter technologies need to be fully
used to better manage programs
and information flows to and from
the members and beyond. Wher-
ever possible, economies of scale
should be used to leverage existing
resources and deliver better value
for member dues received.

We mlﬁst continue

on the path we have

taken, supported by

the members, and
guided by their elected
leaders and the boards

and committejthat
they serve on.

A third and highly important ele-
ment of capacity building that results
in strong associations is the ability
to reach out to members and stake-
holders. Even though an association
has a plan, sufficient resources and
good leadership, its impact will be
limited unless it achieves adequate
visibility and recognition. As such,
outreach is an essential capac-
ity building element that includes
communications and marketing,
representation and advocacy, net-
working, and the building of strategic
alliances with like-minded partners.
The Institute’s new Marketing and
Communications Plan that will be
rolled out early next year will go a
long way towards enhancing the pro-

file of the Institute and its members
and expanding awareness of the role
of Institute members and the broad
range of services that they can
provide. In addition to implementing
the Marketing and Communications
Plan, it will be important for AIC and
its provincial associations to work
closely together to enhance their
representation and advocacy activi-
ties at the public and private sector
levels regionally, nationally and inter-
nationally. Networking is particularly
important among AIC members,

but also between AIC members and
other professionals. In this respect,
provincial associations and their
chapters can play an important role.

Member services have tradition-
ally been used as the yardstick with
which associations are measured.
However, a sign of strength in an
association is not necessarily the
quantity of member services pro-
vided, but their quality and useful-
ness. Recent trends in the associa-
tion world aim to measure member
services by looking at outcomes
rather than outputs. In this respect,
if a particular member service
results in a positive outcome for
the membership, the profession it
is seen as being of high-value. An
example of this is professional devel-
opment training that results in mem-
bers’ ability to expand their scope of
service or enhance the performance
of a professional service.

To build the capacity of our
association to the fullest extent
possible, we must continue on the
path we have taken, supported by
the members, and guided by their
elected leaders and the boards and
committees that they serve on at
the national and provincial associa-
tion levels. Trusting in them and the
professional staff that manage the
associations on a day-to-day basis,
we can then concentrate on devel-
oping cooperative ways of achieving
effective and efficient programs
and services to serve the members’
needs and raise their profile. In turn,
this will advance the profession,
and develop a strong, professional
association — one that will benefit
both AIC members and the public
they serve. €
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DU CHEF
DE LA DIRECTION

Georges Lozano, MPA
Chef de la direction de I'ICE

Le renforcement
des capacités

n pourrait définir les mots
« efficace » et « efficient »
comme suit : efficace signifie
« faire les bonnes choses » alors que effi-
cient signifie « faire les choses correcte-
ment ». Les associations professionnelles
comme l'Institut doivent concentrer sur
I'accomplissement des bonnes choses et
le faire ensuite correctement. En dépit de
la simplicité apparente de ces définitions,
il est nécessaire, pour parvenir a cette fin,
de posséder de bonnes connaissances
et d’'excellentes aptitudes en matiéere
de leadership et de gestion. En bref,
l'organisme doit étre solide et doté de la
capacité d'élaborer et de mettre ne ceuvre
des plans, des politiques et des pro-
grammes qui répondent de fagon efficace
et efficiente aux besoins de ses membres.
Pour citer un récent Président améri-
cain « ldiot...tout est au sujet des mem-
bres!» De nos jours, les associations
solides et prosperes concentrent sur la
pertinence et non sur la loyauté comme
c’était le cas dans le passé. Avec raison,
les membres s’attendent de recevoir de
leur association des services pertinents et
le soutien dont ils ont besoin pour I'expan-
sion et la croissance de leurs entreprises
et 'avancement de leurs carriéres.
Qu'est-ce qui contribue a la solidité
d’une association? Plusieurs facteurs
contribuent a la solidité d’'une association,
dont I'aptitude a répondre aux besoins de
ses membres de fagon opportune, offrir
un leadership et une représentation effi-
cace aux paliers local, régional, national
et international, et gérer ses affaires d’'une
facon efficace par rapport aux co(ts.
Comme le mot le sous-entend, une
association est un regroupement de
membres, de bénévoles et de personnel
qui travaillent et qui s’efforcent d’atteindre
des objectifs mutuellement convenus.
La force de toute association réside au
niveau de ses membres. C'est 8 méme
les membres que le leadership d'une
association est assuré et que son orien-
tation, ses politiques et ses programmes
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prennent forme. Les membres élisent

la direction de leur association entre

eux. Grace a ce processus, ils déleguent
l'autorité a ces représentants élus a qui ils
confient également la direction de I'asso-
ciation. Les membres continuent de jouer
un rble important en offrant a la direction
des commentaires sur les politiques et
les programmes proposés. Toutefois, ils
respectent les décisions de la direction

et lui donne la liberté nécessaire pour
diriger I'association de facon efficace et
efficiente.

A titre d’association professionnelle
axée sur ses membres, c'est ainsi que
procede I'Institut canadien des évalua-
teurs et son succés dépend entiérement
de la synergie dérivée de l'interaction
entre les membres, les bénévoles et le
personnel des paliers national, provin-
cial et des chapitres. Ensemble, nous
sommes en mesure de batir une associa-
tion efficace, efficiente, pertinente pour
ses membres et qui est hautement res-
pectée par le grand public.

Le processus d’élaborer un organisme
solide et pertinent est souvent appelé
« renforcement des capacités » et
est défini comme étant 'aptitude
d’un organisme a but non lucratif de
s’acquitter efficacement de sa mission.
Le renforcement des capacités au sein
d’'une association professionnelle comme
I'Institut requiert que tous les intervenants
comprennent clairement leurs roles et
qu’ils travaillent en collaboration.

Le renforcement des capacités com-
mence avec un plan stratégique. Etant
donné la diversité des membres de I'lnsti-
tut, I’élaboration d’un tel plan peut consti-
tuer un défi de taille. Dans I'élaboration
du nouveau plan stratégique, le Conseil
d’administration de I'ICE a consulté les
associations provinciales et tenu compte
des nombreux commentaires regus des
membres en général. Il en a résulté un
plan reflétant une vision a grande portée,
une mission et des objectifs qui répon-
dent aux besoins actuels et futurs de tous



les membres. Bien qu’il s'agisse d'un
plan sur plusieurs années, le docu-
ment n'est pas rigide. Au contraire,

il est évolutif et doit étre considéré
comme une carte routiére qui doit
étre examinée et possiblement modi-
fiée de temps a autre.

Le renforcement des capacités
sous-entend également la création
d’un leadership solide et efficace. Ce
leadership est assuré a méme plu-
sieurs sources, y compris les béné-
voles qui oeuvrent au sein du Conseil
d’administration et des comités et
des membres professionnels du
personnel qui appuient les bénévoles
en appliquant des programmes et en
gérant les activités quotidiennes de
I'organisme. Le leadership de toute
association est étroitement lié a sa
vision et a sa mission. Les dirigeants
doivent partager cette vision et,
plus important encore, doivent étre
sérieusement engagés a l'endroit des
objectifs de I'association et disposés
a déployer tous les efforts pour les
atteindre. Les bénévoles de I'Institut,
qu'il s'agisse de membres du Consell
d’administration, d’administrateurs
provinciaux ou de membres de comi-
tés, sont des ambassadeurs qui doi-
vent articuler la vision et la mission
de I'Institut et améliorer I'image de la
profession d'évaluateur et des mem-
bres de I'lCE qui sont a son service.
En bref, les leaders efficaces renfor-
cent la capacité de I'organisme en
améliorant son image, son prestige
et sa réputation au sein de la col-
lectivité et en établissant des parte-
nariats, des liens de collaboration et
d’autres relations de travail pour faire
avancer les buts de l'organisme.

Afin de renforcer la capacité au
niveau de notre leadership, il est
important de fournir aux dirigeants
actuels l'information et les ressour-
ces appropriées pour accomplir le
travail qui les attend. Aussi, il est
important de former les nouveaux
dirigeants. Lidentification et la for-
mation de ces nouveaux dirigeants
aidera a assurer la durabilité et la
viabilité de I'organisme. A ce niveau,
les membres ont un role important
a jouer en identifiant et en encoura-
geant les nouveaux leaders poten-
tiels qui ont de nouvelles idées et
qui sont disposés a collaborer dans
I'atteinte des buts et objectifs.

Il est essentiel d’avoir les res-
sources appropriées pour batir une
association solide qui peut offrir aux

membres les services qu’ils méritent
et dont ils ont besoin. Ces ressources
peuvent prendre diverses formes,

y compris financiéres et humaines.
Ces ressources sont rares et doivent
étre bien gérées. |l faut accorder une
attention particuliere a I'élimination
des inefficacités et des redondances
via une coopération attentive. La
technologie informatique doit étre
utilisée pleinement pour gérer les
programmes et I'échange d’'informa-
tion avec les membres et au dela.
Lorsque possible, les économies
d’échelle doivent servir a optimiser les
ressources existantes et a offrir une
valeur encore plus élevée contre les
cotisations que versent les membres.

Nouds devons continuer
a suivre la voie tracée
par les membres et
suivre l'orientation
des leaders qu'ils ont
choisis et celle des
conseils et des comités
qu’ils servent.

Un troisiéme élément tout aussi
important du renforcement des
capacités et qui contribue a la soli-
dité des associations est I'aptitude
de communiquer avec les membres
et les intervenants. Méme si une
association a un plan, les ressources
suffisantes et une bonne direction,
son impact peut étre limité si elle n'a
pas une visibilité et une reconnais-
sance adéquates. Ainsi, les activités
de diffusion sont essentielles au
renforcement des capacités incluant
la communication et le marketing, la
représentation, le réseautage et la
création d’alliances stratégiques avec
des partenaires aux vues similaires.
Le nouveau plan de marketing et de
communication de I'Institut qui sera
présenté au début de I'an prochain
contribuera largement a I'amélioration
du profil de I'Institut et de ses mem-
bres et a accroitre la sensibilisation
au réle des membres de I'Institut et

a la vaste gamme de services qu'ils
sont en mesure d’offrir. En plus de la
mise en ceuvre du plan de marketing
et de communication, il sera impor-
tant pour I'ICE et les associations
provinciales de collaborer étroite-
ment pour rehausser leurs activi-

tés de représentation aupres des
secteurs public et privé des paliers
régional, national et international.

Le réseautage est particulierement
important au sein des membres de
I'ICE mais également entre ceux-ci et
d’autres professionnels. A ce niveau,
les associations provinciales et leurs
chapitres peuvent également jouer
un r6le important.

Par tradition, les services aux
membres ont servi a déterminer le
rendement des associations. Tou-
tefois, un signe de solidité d’une
association n’est pas nécessaire-
ment la quantité de services qu’elle
offre mais plutét leur qualité et leur
utilité. Les tendances récentes dans
le monde des associations visent a
mesurer les services aux membres
en fonction de leurs résultats plutdt
que de leur prestation. Ainsi, si un
service particulier donne lieu a des
résultats positifs pour les membres
et la profession, il est considéré
comme étant de valeur élevée. Un
exemple est le perfectionnement
professionnel qui permet aux mem-
bres d’accroitre leurs aptitudes a
élargir la portée de leurs services ou
d’améliorer I'exécution d’un servi-
ce professionnel.

Afin de renforcer au maximum la
capacité de notre association, nous
devons continuer a suivre la voie
tracée par les membres et suivre
I'orientation des leaders qu’ils ont
choisis et celle des conseils et des
comités qu'ils servent au national
et au provincial. En leur faisant
confiance ainsi qu’au personnel
professionnel qui gere les activités
quotidiennes des associations, nous
pourrons concentrer nos efforts
sur la recherche et I'élaboration de
facons de réaliser, en collaboration,
des programmes et services
efficaces et efficients en réponse aux
besoins des membres et rehausser
leur image du méme coup. Par
ailleurs, cette attitude donnera lieu a
I'avancement de la profession et au
renforcement de notre association
professionnelle a 'avantage des
membres de I'ICE et du public qui
fait appel a leurs services. €
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selves or others.

Today, Mark R. Frederick (aided by Mathew Bujar) of Miller Thomson LLP
and Denis Rivard of SCM Adjusters write on the issue of trespass. Tres-
pass is a quasi-criminal offence for which one can be prosecuted civilly
andjor it creates a right of action against an appraiser who wrongly enters
upon the land of another. There are exceptions, and appraisers who are in
doubt should consult their solicitor before making mistakes that could cost
them not only in terms of legal damages, but in terms of injury to them-

Brian Duncan

AACI P. App,
Chairman of the Board,
FPLIC

Forgive us our trespasses

By Mark R. Frederick, LL.B, and Mathew Bujar

ur article begins with an

excerpt from the law of

Ontario, which is similar

to law in other English
Canadian provinces:

Ontario Statutory
Trespass Provisions
The relevant statute under which an
appraiser may be found liable for
trespass is the Trespass to Property
Act, R.S.0. 1990, most recently
amended in 2000. An appraiser
may be found liable of trespass-
ing under section 2(1) of this Act,
and a statutory defence to this tort
is found under section 2(2) of this
Act. The relevant provisions read
as follows:
Trespass an offence
2. (1) Every person who is not
acting under a right or authority
conferred by law and who,
(a)without the express permis-
sion of the occupier, the proof
of which rests on the defen-
dant,
(i) enters on premises when
entry is prohibited under
this Act, or
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(i) engages in an activity on
premises when the activ-
ity is prohibited under this
Act; or

(b)does not leave the premises
immediately after he or she

is directed to do so by the

occupier of the premises or a

person authorized by the occu-

pier, is guilty of an offence and
on conviction is liable to a fine

of not more than $2,000. R.

S.0. 1990, c. T.21, s. 2 (1).

Colour of right

as a defence

(2) Itis a defence to a charge under
subsection (1) in respect of prem-
ises that is land that the person
charged reasonably believed that

he or she had title to or an interest
in the land that entitled him or her
to do the act complained of, R.S.0.
1990, c. T.21, s. 2 (2).

Say that you want to inspect a
property, yet you do not fully have
instructions to do so. Absent some
colour of right that gave you an
ability to enter onto that land, it is
unlikely that you, as an appraiser

without a mandate from the owner,
would be able to establish a color
of right defence, as you would lack
reasonable belief that you had
entitlement. Instructions from a
mortgagee who does not own the
property or who has asserted no
claim against the land in question
provides no right at all, even if the
mortgage is in default.

You must be certain who your
instructions came from and
always have the permission of
the owner to enter onto his or
her land.

Common law

trespass to land

The courts have found that tres-
pass to land requires a direct
interference with land possessed
by the plaintiff, and that enter-

ing on land without permission
constitutes a trespass: Townsview
Properties Ltd. v. Sun Construc-
tion & Equipment Co. [1974] O.J.
No. 2260. Further, to successfully
argue a trespass claim, the plaintiff
must establish that the conduct of
the defendant caused more than a



minimal amount of damage, how-
ever, where damages are minimal,
an injunction, may be sought:
Mulholland v. Barlow [1914]

0.J. No. 600.

Common law defences

to trespass to land

In Fridman, The Law of Torts in
Canada (2") (Toronto: Carswell,
2002), the defences of no intent
to trespass, necessity, justification,
legality under statute, entry by
police, entry as of right, and
consent are outlined as possible
defences to a trespass action. Of
these defences, only the latter
would likely be applied to, and
consequently, be considered in the
context of an appraiser’s trespass.

Consent
A defendant will not be found to
have trespassed if he or she had
the explicit or tacit consent of the
plaintiff to enter on the plaintiff’'s
land: Wurstemberger v. Royalite
Oil Co. [1935] 2 D.L.R. 177. The
defendant, if granted consent to
enter on the land, is said to come
on the land by leave and licence
of the plaintiff, which can be
given expressly by contract, or by
non-contractual means such as
conduct indicating acquiescence:
Davidson v. Toronto Blue Jays
Baseball Ltd. [1999] O.J. No. 692.
However, mere silence has not
necessarily been found to con-
stitute consent or acquiescence,
and any licence granted may be
limited to a certain class of people,
whereby those either not falling
in the class to whom the licence
applies, or those acting outside
the scope of the authority granted
by the licence, may be treated as
trespassers: Pawson v. City of Sud-
bury [1954] 0O.J. No. 300; Webb v.
Attewell [1993] B.C.J. No. 2408.
The English courts have deter-
mined that, if there has been a
revocation of the licence by either
party, a reasonable time must be
granted to allow the defendant
and his or her belongings to be
removed from the property: Tool
Metal Mfg. Co. Ltd. v. Tungsten
Electric Co. Ltd. [1955] 1 W.L.R.
761. While the Canadian courts

have not gone this far, they have
determined that, upon revocation
of the licence, the licensee can
be treated as a trespasser, and
removed from the land by reason-
able force if necessary.

The principles outlined above
would likely apply to an appraiser
entering onto a piece of land to
conduct an appraisal.

Case law in

appraiser trespass cases
In Wright v. Wright 1960, 25 D.L.R
(2d) 452, the British Columbia
Court of Appeal, in upholding an
order granted under a Chamber
summons appointing an appraiser
for a petition to appraise certain
commercial properties, gave
consent to what might otherwise
have been considered a trespass,
so long as the petitioner accepted
the responsibility of a possible
action for trespass against

them. However, in relation to the
possibility of trespass the judge
stated that:

“...it will be no trespass to
inspect properties that are
owned by private companies,
substantially owned or controlled by
the respondent.”

In National Trust Co. v. Harold’s
Demolition Inc. [2001] O.J. No.
3269, the court took a similar
approach to a claim of trespass
against an appraiser who was
appraising commercial properties
on behalf of a company who was
mortgagor to several of the plain-
tiff’s properties and payments for
these properties were in default. On
this matter, the court found that:

“such actions by National Trust
could in no way be construed as
trespassing on the Westendorp
assets or properties.”

Recently, in Ghalioungui v.
Mississauga (City) [2005] O.J.

No. 1224, the plaintiff brought

an action for trespass against the
city’s appraiser for conducting an
appraisal of Mr. Ghalioungui’s prop-
erty without his consent. However,
after the judge found credibility in
the defendant’s evidence, which
established that the plaintiff had
actually aided the appraiser when
he was on the plaintiff’s property,

the plaintiff’'s conduct was found to
amount to Mr. Ghalioungui’s con-
sent to the appraiser being on his
land givng that appraiser a licence
to be there.

It is useful to make note of the
type of permission you obtained
when you went onto the property,
i.e., the owner gave his approval; he
invited me in, etc.

Other consequences

of trespass

If you are injured on land

while trespassing, you may be
contributory to a greater degree in
causing your own injuries than if
you were invited and injured on that
land. Many properties have hidden
hazards that the appriaser may not
know about. These hazards are
usually not apparent. It is better

to seek clarification before going
onto property.

Do not enter any property that
has a Do Not Trespass sign on it,
absent clear permission to enter.
The sign actually allows instant
prosecution of trespassers without
further warning.

Conclusion

The moral of the story is that, to
avoid claims in trespass, you must
ensure that your instructions are
clear, that the owner either invites
you to see the property or that you
have other sufficient proof that
allows you to be on the property.
Make sure you address this with
banks or others who instruct you.
Peeking through the windows when
you have authority likely is not
trespass, but a prudent appraiser
may wish to await the return of
the owner by leaving his card or by
phoning in advance so as to avoid
other types of prosecution. €

Mark R. Frederick is a lawyer
with Miller Thomson LLP, a
national law firm based in
Toronto, with offices across
Canada. Matthew Bujar is a
law student with Miller Thom-
son who researched this paper.
Our thanks to Denis Rivard for
his comments.
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Fee to non-fee

By CHRISTINE HANLON

AIC designation proves valuable
in evaluating career options

n 2004, the Canada Rev-
enue Agency approached Jim
Rokeby, AACI, P. App tofill a
position performing valuations
in its Kitchener office. “The possibil-
ity of working as a non-fee appraiser
had been in the back of my mind for
some time,” recalls Jim. “l wanted
to explore what opportunities were
available in the public sector. But, it
was not an easy decision.” In fact,
it took Jim two years to come to the
conclusion that joining the Canada
Revenue Agency was the right move.
As a fee appraiser, Jim found his
niche doing expropriation work in
the late 1990s, after working in the
profession for more than 12 years.
“That ended up being the bulk of my
practice for the last four years,” he
explains. “It was something that |
really liked.” In Kitchener, there were
plenty of opportunities for anyone
willing to tackle this specialty work.
As a consequence, Jim quickly
became a victim of his own success.
“I was never wanting for work,”
Jim reflects, adding that he turned
down more than he accepted. “But,
as much as | enjoyed it, expropriation
work is a stressful field.” He began to
realize that his beloved sailboat was
becoming more of a place to release
stress than somewhere to enjoy time
with his family.
Then there was Gerry. Jim viv-
idly remembers the day that his
colleague died while giving a pre-
sentation to a local real estate
board. “Gerry never took a holiday,”
he recalls. “He was an excellent
appraiser. It was the rest of his
life that suffered.” In fact, ever
since starting in the business, Jim
had noticed that precious few fee
appraisers ever seemed to retire.
But, retirement was one of the
factors the 40-year-old began to con-
template when the Canada Revenue
Agency came knocking. If he wanted
to retire with a good government pen-
sion, now would be the time to act.
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Health and dental benefits were
another advantage of making the
transition to the public sector. Nev-
ertheless, all the benefits together
still would not compensate for the
reduction of income Jim knew he
would incur when he closed his pri-
vate fee appraisal practice. “I came
here for the ability to work a reason-

JIM ROKEBY, AACI, P. App

€ €

Wg are \er much
generalists. | take
on appraisals
that | would have
been unlikely to
consider in the
fee world.

able number of hours and have more
family time,” he says of his new job.
That has a value that cannot be mea-
sured.

“l knew | was going to miss the
work | had been doing and the people
| was working with,” Jim concedes.
“Expropriation requires a team
approach that | enjoyed. But, as it
turns out, the team that | am part of
here has some interesting and highly
experienced members, most of whom
have come from different areas of
fee appraisal.”

As for the variety he enjoyed so
much in expropriation, he has found a
new expression in his valuation work
with the Canada Revenue Agency.
While every expropriation involved a
different challenge and process, Jim
focused on specific types of proper-
ties. In his new position, he could be
doing a house one day, a farm the
next and an industrial facility after
that. “We are very much generalists,”
he explains. “I take on appraisals that
| would have been unlikely to consider
in the fee world.” He notes that, for
a fee appraiser, the time required in
gaining the competency to provide
a valuation for an entirely new kind
of property takes away from the
bottom line.

“The Canada Revenue Agency
supports the exploration of new
competencies through professional
training time,” says Jim. As well,
just as his knowledge of property
types has expanded, so has the
geographical area in which he works.
A file that involves a new market
can double or triple an appraiser’s
time on a project. Because a fee
appraiser could not recover the cost
involved, Jim had always conducted
most of his work in the Region of
Waterloo. Now, his geographical area
has expanded to include much of
southwestern Ontario.

At the Canada Revenue Agency,
Jim conducts appraisals for a vari-
ety of issues with tax implications



including estates, non-arm’s-length
transactions, GST, property transfers,
and share purchases that involve
real estate. When he assumed his
position in September 2006, the
Agency sent him to London, Ontario
for a thorough review of the taxation
system that would enable him to
understand his role in the process.
“One of the Canada Revenue Agen-
cy’s tenets is training its employees,”
says Jim. “The Agency supports edu-
cation and personal improvement.
Since | love to learn, that was some-
thing attractive about the position.”
As an AACI, he is pleased the Agency
provides both time and financial sup-
port so that he can attend seminars
to fulfill the continuing development
requirement of his designation.

“In the fee world, if you are not
working, you are not making money,”
notes Jim, adding that he also
appreciates the paid holiday time
that comes with his new position.
On the other hand, he now finds
his working days more structured.
He jokes that he has not had a real
‘boss’ since he was 16. But, this
structure also means that he rarely
works more than his scheduled 37.5
hour week. At the same time, the
Agency’s compressed work schedul-
ing allows its appraisers flexibility in
the way they structure their time.
This allows for a number of longer
weekends in the sailing season,
notes Jim.

In fact, working with the Canada
Revenue Agency has also proved
to be very accommodating to Jim’'s
activities with the Appraisal Institute
of Canada (AIC). “Although | was
on the local Chapter Executive and
the Board of Examiners as a fee
appraiser, the working hours and
flexibility here makes this type of
volunteer activity easier,” says Jim.

Thinking from a long-term per-
spective is important when consider-
ing changes in your professional life,
Jim notes. He also advises anyone
moving from a fee to a non-fee
position to ponder their personal
situation carefully before making a
decision. No employment situation is
perfect, he points out, but it should
be a good fit.

As a non-fee appraiser, Jim is
enjoying his new work immensely.
He knows that the Canada Revenue

Agency could offer him the opportu-
nity to move into management, but,
at the moment, he foresees continu-
ing in his non-fee appraisal position.
“Here, the pay-off is different,” he
explains. “You have to balance remu-
neration and wellness at the end of
it all, but money only counts for so
much. | can live my life comfortably
with the income | make and have
more time for my family.”

In Prince Edward Island, Bob
Wilson, CRA, also enjoys the qual-
ity of life that comes with working
as a non-fee appraiser for the public
sector. Since 1996, he has been
working with the provincial Depart-
ment of Transportation/Public Works
(Properties Section) in Charlottetown.

BOB WILSON, CRA

( I( all-
Com?assing.
The appraiser/agent
Is the main point

of contact with the
owners during the

entire three to six
month proc s.)

Some days, the 58-year-old
takes his wife with him to inspect a
property. “l enjoy getting out on the
road,” says Bob, adding that this
is one aspect of the job that has
carried over from his fee appraisal
days. Armed with snowshoes or hip
waders, depending on the season,
he has a chance to get up close to
some of PEI's wonderful natural fea-
tures, from hardwood forest lots to
marshy wetlands. At the same time,
each outing allows him to spend
precious time with his wife, who has
multiple sclerosis.

Accordingly, health benefits and
pension were an important con-
sideration when Bob decided to
move to the public sector 11 years
ago. Another factor, and possibly
the most important one, was that
his eldest son, Scott — who is an
AACI and President of the provin-
cial appraisal association — had
announced he was ready to take
the helm of the family business. “I
decided that | wanted a different
challenge,” says Bob. “It was time
for the new generation to take over.

In 1969, Bob had joined Wilson
Real Estate, the firm started by his
father. Five years after receiving his
CRA designation, he took over the
brokerage part of the business in
1986 from his mother. The firm was
involved in appraisals and sales of
residential and commercial proper-
ties, as well as vacation homes and
waterfront properties.

But, after more than 25 years
in the real estate/fee-appraisal
business, Bob felt ready for a new
challenge. Originally, he was inter-
viewed for the provincial assess-
ment department, but, realizing
that he would not be putting his
real estate sKills to use, he declined
the position.

As a property agent/appraiser
for the Department of Transporta-
tion/Public Works, he is involved
in both real estate and appraisals.
The Department is involved in the
acquisition, disposal and leas-
ing of all government properties,
including those for the Depart-
ments of Forestry, Health, Educa-
tion, Tourism, and Fish and Wild-
life, among others. “Anything that
deals with provincial land comes
through us,” says Bob. “Our sec-
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tion maintains records, deeds,
surveys and legal descriptions on
approximately 1,700 properties.”

“It is interesting because it is so
diversified,” he adds. “I could be
doing an appraisal and buying a
piece of marshland one week and
the next week a piece of woodland
or a site for a hospital, sewage
lagoon, liquor store or school.”

Like Jim Rokeby, Bob has found
working for the government to be
much more structured than work-
ing as a fee appraiser. “When you
are a fee appraiser with your own
business, you have a lot of flex-
ibility,” he explains. “If | wanted a
day off, | would put a note on the
door. Basically, this is an 8-5 job.
But, it is nice to get weekends off,
and getting paid for a vacation is a
bonus.”

The main challenge in making
the shift to the non-fee world has
been the bureaucracy. At first, Bob
was taken aback by the amount of
red tape and the number of memos
he had to write. “But,” he adds
quickly. “I still enjoy it very much.”

“It is quite different from fee
appraisal work,” he adds, “in that
you follow an acquisition from begin-
ning to end.” After being contacted
either internally or externally to
purchase or sell a piece of property,
the appraiser/agent is responsible for
contacting the property owner, per-
forming a site inspection, appraising,
and then completing a phase one
environmental audit. Unlike a fee
appraiser who has to invest in all the
tools for his work, the department
provides Bob with everything from
his camera and tape measure to his
GPS and computer. After completing
the valuation estimate and receiving
the go-ahead from the client, the
appraiser/agent prepares the offer. If
the offer is accepted, the appraiser
requests a title search, contacts the
survey department, if necessary, fills
out any applications for subdivision
approvals, sends ministerial memos
to the Treasury Board or Executive
Council, requests funds, and even
attends to the closing by taking an
oath from the owners before regis-
tering the deed.

EI:IIS puts the

“It is all-encompassing,” says
Bob, adding that the appraiser/agent
is the main point of contact with
the owners during the entire three
to six month process. On the other
hand, the results do not always need
to be as precise as a fee appraisal
citing a specific value for a specific
date. Instead, department apprais-
ers generate a range of values that
allow property agents some flexibility
to negotiate.

Bob was hired by the department
because of his CRA designation and
his background in real estate. But,
because the agents must under-
take such a specific process, he
also agreed to start taking courses
under the International Right of Way
Association (IRWA) as soon as he
was hired. The Manager of Provincial
Lands, Leo Creamer, served as his
mentor. In 2003, Bob was accred-
ited under the Appraisal Format
with an R/W-AC designation. After
completing all 20 courses, both Bob
and Leo became the first people in
the department to be awarded the
Senior right-of-way designation or
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SR/WA. The government covered the
cost of the courses through its staff
development fund.

“Leo stressed that all staff should
follow the IRWA course of study,”
notes Bob. The program encom-
passes such subjects as engineering,
property management, appraisal,
contamination, negotiation skills, and
real estate law, among others. Leo
also encourages staff to take sepa-
rate appraisal courses from the AIC.

Equally useful in Bob’s current work
has been his network of contacts
from his fee appraisal days. “I will
often contact other appraisal firms
in the Maritimes to ask if they have
dealt with a particular type of property
such as submerged lands, harbours
and contaminated sites,” says Bob.

When he was assigned a highway
bypass acquisition involving more
than 100 owners and 40 properties,
Bob delved into skills he acquired
through his years in both the fee and
non-fee sectors. “l was the sole prop-
erty agent on the project,” he recalls,
“and the project went quite well.”

At the same time, one of the main
reasons he enjoys his job so much
is the people with whom he works.
“We have a very committed staff of
14 people including para-legal, title
searcher, property agents and sup-
port staff.”

Bob looks forward to working in the
same section until he retires a few
years from now. Some time ago, he
was offered a position as a supervisor
with highway acquisitions, but chose
to stay with general acquisitions. “I
did not want to be limited to some-
thing that specific,” he explains. I
like the flexibility of being able to do
other things.”

When asked what advice he would
have for someone switching from
the fee to non-fee world, he recom-
mends gaining as much knowledge as
possible about government acts and
regulations as well as the inner work-
ings of the department being worked
in and the various acts governing its
operation. He also emphasizes the
importance of taking courses and
embracing learning opportunities.
These are the things that have served
him well and led to the satisfying
career in hon-fee appraisal that he
continues to enjoy each day — except
on weekends of course! €

Making the

Members making the transition
from non-fee employment to pri-
vate practice can take advantage
of a wealth of online resources
that address management and
regulatory issues related to
starting your own business and
practice, in a Canadian context.
Practical advice on establishing,
marketing and managing a suc-
cessful business are just a click
away, and, in most cases, are
free of charge. Check out these
courses and publications:

Getting started

in small business

A free publication that covers
topics such as planning a mar-
keting strategy; the value of a
business plan; sources and types
of financing for a new business.
It includes checklists, tools and
resource links. Published by the
Canadian Bankers Association.
http://www.cba.ca/en/viewPub.asp
?fl=6&sI=23&docid=40&pg=1

Small business management

A free online course that repre-
sents 20 hours of online learning
on four knowledge areas, offered
by a coalition of organizations
that are pooling their resources to
bring new learning opportunities
to the small business community.
Modules include study of business
finance and marketing; customer
service; strategic management;
leadership and delegation; as well
as primers on privacy and inter-
national trade. Sponsors include
Scotiabank, The Canadian Society
of Management Accountants of
Canada, The Canadian Institute of
Chartered Accountants, The Cana-
dian Association of Management
Consultants, Export Development
Canada, the National Quality Insti-
tute and the Canadian Federation
of Business.
http://vubiz.com/V5/Code/SPC _
SBMC _ Default.asp

Government

of Canada resources

The federal government also pro-
vides a variety of services through
agencies such as Industry Canada
and Canada Business Services
for Entrepreneurs. The Canada
Business’ Online Small Business
Workshop covers a broad range
of ‘Business Basics’ and includes
regulatory information, a start-up
checklist and information on what
you need to know about becoming
an employer.
http://www.cbsc.org/serviet/Con
tentServer?pagename=0SBW/
CBSC _ WebPage/CBSC _ Splash-
Page Temp&c=CBSC _WebPag
e&cid=1106841330036&works
hop.cfm

Canada Business also offers a
selection of Fact Sheets, Prov-
ince-specific Guides and Interac-
tive Business Planning Software.
http://canadabusiness.gc.ca/gol/
cbec/site.nsflen/bg00328.html

Strategis is Industry Canada’s web
site for Business and Consumers.
The Managing for Business Suc-
cess section is a web portal for
owners and managers of small
and medium-sized businesses
who need sources of practical
information, tools and advice for
just-in-time solutions to their man-
agement challenges.
http://strategis.ic.gc.ca/epic/site/
mfbs-gprea.nsflen/Home

For those interested in doing busi-
ness with government, the Office
of Small and Medium Enterprises
at Public Works and Government
Services Canada provides infor-
mation, counseling and training
services designed to strengthen
access to government business
and de-mystify the procure-

ment process.
http://www.pwgsc.gc.ca/acquisi-
tions/text/sme/osme-e.htm!
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VOLUNTEER RECOGNITION

Commitment and dedication...

the keys to our success

The Appraisal Institute of Canada
(AIC) is blessed with a rich abun-
dance of determined and dedi-
cated volunteers who make the
work of the Institute possible and
who help move the profession
forward in progressive and funda-
mental ways. Under heavy com-
mitments both professionally and
personally, AIC members have
stepped to the fore and proudly
serve in so many ways. Whether
through elected office, serving
on a committee, or assisting in
conference planning, their contri-
butions are invaluable.

We are pleased to recognize
and honour our dedicated vol-
unteers in Canadian Appraiser
magazine. In each issue, you will
meet some of your colleagues
and learn why serving the Insti-
tute is so important to them
both personally and profession-
ally. We always need individuals
to serve the Institute, now and
in the future...we are sure that
their stories will inspire you to get
involved.
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JOHN DEAN, AACI, P. App

City of Surrey

John Dean, AACI, P. App

John Dean, AACI, P. App calls Mis-
sion, British Columbia home and
works for the City of Surrey’s Realty
Service Division Engineering Depart-
ment. John joined the Appraisal
Institute of Canada (AIC) in 1973,
but he waited until his career was
well established before turning his
attention to volunteering. In the
early 1990s, John first became
involved with BC’s Admissions Com-
mittee. At that time, he was one

of the owners of ARC Appraisals
Ltd, an independent fee appraisal
firm in Abbotsford. He began vol-
unteering by working with the team
interviewing BC candidates for the
CRA and AACI designations. By the
mid-1990s, John was chairing most
of the interview panels, as other
panel members grew to rely upon
his extensive interview experience.
These days, John is the Chair of the
Board of Examiners for the Applied
Experience program. It is estimated

that he has sat on over 100 inter-
view panels since he began volun-
teering for the Institute.

Despite John’s busy personal
and professional life, his volun-
teer work with AIC is still a priority
fueled by his belief that “a per-
son should ‘give back’ to an orga-
nization from which they benefit.”
He also credits the support for
volunteering that he received early
in his career from David Highfield,
AACI, P. App and says that David
“was very persuasive in keeping
me involved.”

Thinking about the benefits he
has derived through AIC volunteer-
ing, John lists his wide circle of
friends and contacts in the industry
as a direct result of volunteering. He
also reflects on how the process of
reviewing samples of candidates’
work prior to the designation-grant-
ing interview has sharpened his
appraisal review skills and provided
exposure to a wide variety of report
writing st yles. John finds this
particularly beneficial, as appraisal
reviews form a large part of his cur-
rent position with the City of Surrey
Realty Services Division.



John makes a point of distin-
guishing between the reasons and
benefits that AIC members might
consider before volunteering for the
Institute and offers this pragmatic
advice: “The most important
reason to get involved is simply
that it is the right thing to do. The
most important benefit of being
involved is the chance to widen
one’s circle of contacts within the
profession. This may lead to addi-
tional work assignments, provide
contacts for market information,
and help land that ideal career
position. Volunteers tend to have a
positive outlook and are (generally)
not prone to whining. Contact with
them can help keep an apprais-
er enthusiastic and interested in his
or her chosen profession.”

ROBERT TIPPLE, AAcl, P. App

Altus Group

Robert Tipple, AACI, P. App
Bob Tipple, AACI, P. App, AIC’s
Director for Newfoundland and
Labrador, has been an AIC member
since 1974 when he was hired as
a junior appraiser for CMHC. Bob
started volunteering for AIC almost
immediately and has maintained
his involvement for over 30 years.
His first foray into volunteering was
with the Newfoundland Chapter of
AIC (now the Newfoundland Pro-
vincial Association. of the AIC). He
was elected to Provincial Council,
became Chapter Secretary for two
years, and, in the early 1980s,
became Chapter Chairman, serv-
ing on various committees until
2000 when he was elected Provin-
cial President. In 2002, Bob was

elected to AIC’s Board of Directors
and is currently in his sixth year on
the Board.

Bob’s long-term commitment to
volunteering is driven by his belief
in nurturing succeeding genera-
tions of AIC members. He says, “In
the early days of my career, | had
the benefit of learning from several
tremendously dedicated AIC mem-
bers. | clearly remember one day
when | was having difficulty sorting
out an income approach and my
supervisor, an experienced AACI,
made time to get me back on track
despite his incredibly busy day.

The fact that | recall that day years
later is testimony to how much of a
positive impact he made on me. |
did not realize it at the time, but my
positive influences were preparing
me for the future. Now, and perhaps
going back a few years, it is my turn
to be a positive influence for others
and one of the ways | can do that is
by volunteering. Particularly, | want
to make a difference for the candi-
dates who are following behind me.”

As well as contributing to the
AIC’s future, Bob acknowledges
that volunteering brings him many
tangible benefits. “Being an AIC
volunteer has benefited me in my
professional life because it pro-
vides me with the opportunity to be
exposed to many aspects of being a
professional valuer and real estate
property advisor. | was fortunate
enough to begin my career in the
public sector and then to make the
transition to private practice, so |
have some insight into both. Having
served on various provincial com-
mittees and currently serving on
two national committees, as well as
being a member of the AIC Board
of Directors, | have a greater appre-

ciation for issues and opportunities
which are addressed by all aspects
of our profession.”

Bob goes on to say, “l imme-
diately think of an example of the
perfect blending of volunteerism and
professional services. In 2003, there
was a devastating mid-winter flood
in the small community of Badger,
Newfoundland and Labrador. Our
firm, Altus Group, was engaged by
the Canadian Red Cross in what it
refers to as the ‘Recovery’ phase of
its operation, and | was the valuation
professional there. My relationship
with the Red Cross continues four
years later as a Disaster Manage-
ment volunteer, and, while attend-
ing the AIC’s June Conference and
AGM in Vancouver, | was invited by
the Red Cross to visit the Telus/Red
Cross BC Flood Information Call
Centre. This was a great opportu-
nity to be an ambassador for our
Institute and a representative of
our profession.

Finally, Bob would like to share
with the newer members of the pro-
fession some thoughts on volunteer-
ing: “Leadership is why you should
become involved as a volunteer with
AIC - learning about leadership,
experiencing leadership and, if you
so choose, going for it and becom-
ing a leader. Start as a committee
member either locally or nationally,
challenge yourself by volunteering
as a committee chair, and move
onward as your experience, avail-
able time and comfort level permit.
Your time and effort will make a
difference to current and future
members who you may never know,
but who will appreciate it. You get
much more out of a well-run orga-
nization than you ever put in — but
who'’s counting?” ‘€
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INITIATIVES

MEMBER
SERVICES

By RoBeErT TirrLE, AACI, P. Arp

CHAIR, MEMBER SERVICES

DELIVERY WORKING GROUP

Striving for efficient, consistent
and accurate member services

rofessional services are pro-
vided by members of the
Appraisal Institute of Canada
(AIC) to clients and other
users. Member services are provided
to members by the AIC in support
of their professional services. Both
are specifically referred to in the AIC
Strategic Plan and both are impor-
tant. However, this is about what
is currently being considered with
regard to member services because
everyone — staff, volunteers and
other members — is involved.

The Board of Directors addressed
this subject at its May 2006 meet-
ing, when it passed a motion which
established a Member Services
Delivery Improvement Task Force
consisting of the 10 provincial
presidents. The mandate of the Task
Force was to “explore current and
alternative service delivery models
and to develop a service delivery
model that is efficient, consistent
and accurate, which eliminates
redundancies and produces measur-
able results for AIC members.”

The appointment of all provincial
presidents to the Task Force was
to determine if the so-called ‘politi-
cal will' existed to consider possible
changes to the delivery of member
services. The conclusion was that the
desire was there, subject to consid-
eration of a variety of factors, includ-
ing provincial legislation in licensed
provinces, the infrastructure already in
place in provinces with larger mem-
berships, and time zone differences
across the country.

Why is this being done?
Compared to the number of members
in many other professional organiza-
tions, the AIC is relatively small. Nev-
ertheless, there is a certain amount
of administration infrastructure which
must be in place. Notwithstand-

ing this, can the current system be
improved? Is a more efficient method
of communication possible between
national office and executive direc-
tors to ensure that AIC policies are
implemented and administered more
uniformly across the country? Are
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there services which might be better
handled nationally rather than provin-
cially and vice versa? Should these
services be more specifically defined
so that members clearly know where
to call for what service? Given avail-
able technology, should we continue
to have 11 web sites and numerous
logos? How can technology be used to
our advantage? How can we simplify
member services delivery so that new
candidates can more easily and quickly
access the information they need?

To move this forward, in March
2007, the Task Force established
a Working Group consisting of two
provincial presidents representing the
elected provincial leaders, two execu-
tive directors representing the pro-
vincial administrators, CEO Georges
Lozano representing national office,
and the undersigned Board member
as Chair. The mandate of the Working
Group is to “build an administrative
team that reports to the CEO, using
existing staff resources from across
the country.”

The Working Group has met by
teleconference and most recently in
Vancouver coinciding with the AIC
AGM and annual Conference.

A report is currently being prepared
for submission to the Task Force,
which will then make a recommenda-
tion to the Board of Directors prior
to its November 2007 meeting in
Ottawa. The Working Group would
appreciate receiving comments
from candidates and designated
members on the above-outlined
process or suggestions for specific
member service delivery improve-

B303 - 15127 100 e Surey, BC V3R 08

ik e ment. Please send any comments to

robert.tipple@altusgroup.com. €
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LEARNING
ADVISORY

By LEacy O’CAarLrLacHAN-O’BRrieEN,CAE
SENIOR ADVISOR, PROFESSIONAL
DEVELOPMENT AND MEMBER SERVICES

The written exam —

a key aspect of
clevating the profession

profession is characteristi-
cally defined as a disci-
plined group of individuals
who adhere to ethical
standards and uphold themselves to,
and are accepted by, the public as
possessing special knowledge and
skills in a widely recognized body of
learning derived from research, edu-
cation and training at a high level,
and who are prepared to exercise
this knowledge and these skills in
the interest of others.! A profession
also characteristically maintains a
standardized and rigorous approach
to professional education. A desig-
nation examination that tests critical
professional skills and the ability to
apply theory to practice of that pro-
fession is typically the final step in
the course of assessing an individu-
al’s readiness to assume the status
of a designhated member.
Over the last decade, the
Appraisal Institute of Canada
(AIC) has remained faithful to
an ambitious plan to redefine
the profile of the appraiser as a
professional, and to ensure that
AIC’s designations are branded as
the pre-eminent qualification for
those practicing the profession in
Canada. Measures such as the
introduction of a new curriculum for
the program of professional studies;
adoption of a Guided Case Study
model to fulfill the demonstration
report requirements of the Institute;
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extension of the period of mentored
applied experience and a degree
requirement for both designations
have been introduced over time

in support of these strategic

goals. In this regard, the latest
initiative is a revamped designation
examination, with both written and
oral components, the final test
before the mantle of professionalism
is conferred.

The written examination has been
designed to test candidates’ ability
to apply the First Principles of Value,
using the theoretical knowledge
acquired in formal education and in
practice, as well as to confirm that
a breadth and depth of expertise
has been attained through practi-
cal experience. Examinees will be
required to select one of three case
studies provided, and three of sev-
eral short answer questions. The
grading will be carried out by trained
AIC members, who will assign marks
on the basis of the application of
the First Principles of Value (com-
prehensiveness and completeness
of answer); the quality of argument
(underlying logic, reasonableness
of assumptions), and the quality of
communication (clarity, convincing/
persuasive ). The examinations, three
hours in length, will be held in exami-
nation centres across Canada at
regularly scheduled intervals through-
out the year. The passing grade has
been set at 70%.

Upon successful completion of the
written examination, candidates will
be eligible to attend the oral designa-
tion interview. The interview is based
on Behavioural Description Interview
(BDI) principles. Trained examiners
will use BDI techniques to verify that
candidates for designation possess
local market knowledge, along with
the key competencies and behaviours
that are considered most critical to
professionalism and that cannot easily
be attained through training — integ-
rity, critical thinking, listening and
responding, self development, and
relationship building.

This examination concept will be
introduced first for the AACI designa-
tion at the beginning of 2008, and
later that year for the CRA designa-
tion. A detailed guide to examination
preparation and procedures for appli-
cation will be provided directly to can-
didates in the fall. This new approach
to the designation examination is the
culmination of exhaustive work on
the part of members of the Learning
Advisory Committee, in consultation
with the Board of Directors and other
standing committtees of the Institute,
to create a professional assessment
tool befitting of the high standards of
education and practice that are the
hallmark of the ‘new’ AIC. ‘€

Endnote
1. The Australian Council of Professions
(2004)
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MARKETING

MARKETING & COMMUNICATIONS

By JoaANNE CHARLEBOIS,

DIRECTOR,

he 2007 Appraisal Insti-
tute of Canada (AIC)
Annual General Meeting
was a watershed moment
for both the membership and myself.

Now, we can look forward to tackling

the marketing campaign that every-

one has anxiously awaited during the
past several years. Our challenge is

to ‘make what is old new again,’ i.e.,

Appraisal Institute of Canada, and

to promote the value of the desig-

nations. Now, we have turned our
focus to ‘Marketing.” In this mag-
azine’s winter issue of 2004, Mike

Garcelon wrote an article entitled

Appraisers are real estate’s best

kept secret.

Through a comprehensive market-
ing and communication plan, which
has been on the backburner await-
ing resolution of the branding issue,
AIC’s best kept secret is about to
lose that epithet. We will be dispel-
ling this myth with numerous target
audiences, university students,
professionals considering career
alternatives, stakeholders, employ-
ers and, of course, your clients. We
will be:

e Promoting the wide array of skills
of professional appraisers and
the services they offer (to eradi-
cate the belief that appraisers
only offer point-in-time appraisal
services)

o Developing greater recognition
of the Institute, its members and
the value provided by professional
appraisers

o Attracting more people to the
field and the designation

o Growing the Institute’s member-
ship to counter a rapidly aging
membership
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Through' a comprehensive marketing and
communication plan, our challenge is 1o
‘make what is old new again.

e Creating more opportunity for
member education; ensuring a
commitment to professional prac-
tice standards
Last month, AIC chose Cundari

SFP as AIC’s Marketing Agency

of Record. They have the relevant

depth and years of experience

gained through working with numer-
ous not-for-profit, professional ser-
vice associations, real estate com-
panies, and educational/research

organizations. They have shared
case studies with us that demon-
strated how they have successfully
‘made what is old new again.’ They
earned the confidence of both AIC
management and the Communica-
tions Committee by demonstrating a
clear understanding of the require-
ments of working with an association
that communicates in both official
languages and has to address the
needs of a decentralized organiza-




tion with multiple mandates and
stakeholders. Their clients echoed
that Cundari SFP “takes the time to
understand the complexity of your
working environment.”

Many people view marketing as
advertising. It is much more than
that. In the later part of 2007, the
first phase of this initiative, the Inter-
nal Campaign, will be launched. The
External Campaign will follow shortly
thereafter in the early part of 2008.

There is no doubt that AIC mem-
bers have a role to play as marketing
ambassadors. We will be creating a
robust platform of communication
tools for members to use in their
new role as marketing ambassadors.
There will also be a greater empha-
sis on marketing at the 2008 con-
ference in St. John'’s, Newfoundland
and Labrador.

Last month, Canada hosted the
FIFA U-20 showcasing our country as
a tremendous host for this interna-
tional soccer championship. Cana-
dians excelled at the Pan American
Games in Rio this summer. There
is no doubt that the adage ‘TEAM
- Together Everyone Accomplishes
More’ applies to our marketing chal-
lenges that lie ahead, as we embark
on a marketing campaign never
undertaken in the history of our
organization.

In 2008, AIC will be celebrating
its 70" Anniversary. We believe it
is timely that this will be the year
we will collectively embark on a
campaign demonstrating that we
no longer are real estate’s best
kept secret.

Like the Communications Com-
mittee members, | am looking for-
ward to new challenges and oppor-
tunities as we undertake this vital
project. The initial marketing cam-
paign includes: the brand/marketing
positioning and development of key
messages; communications blue-
print; new identity; brand character,
redevelopment of the web site; and
the official marketing launch, both
internally and externally.

That is a lot of work to do and the
timeline is tight. Stay tuned, as we
collaboratively crack the mystique of
marketing your business. €

In the meantime . . .

Some questions fee members could be asking themselves are:
e What kind of marketing tools do I rely on?

How do | know if my marketing efforts are working?

Does a web presence enhance my business profile?

What is my overall marketing strategy?

What role does networking play?
Some questions non-fee members could be asking themselves are:

o What type of marketing tools does my organization use to raise its profile?

o Would these or other marketing tools be useful to increase the profile
of AIC members within my organization?

e What skills do AIC members have that are needed by my organization?

e Would networking within my organization and within my profession
help to increase my profile and the profile of AIC members?

As the summer of 2007 winds to a close, the Appraisal Institute of
Canada (AIC) Communications Committee is deeply engrossed with the
next phase of its communications and marketing initiative. | am excited
to be chairing this committee and collaborating with its talented team of
volunteers and staff from across the country. In partnership with our new
Agency of Record, we are all most optimistic as we prepare to roll out the
first phase of the AIC Marketing and Communications Plan.

AIC is regarded as a visionary body and leader within the international
valuation community. Inspired by a drive to maintain and advance this
reputation and elevate the profession and our members, AIC is commit-
ted to implementing this communications and marketing plan. This initia-
tive will be on a scale not seen before in our history, and it is a privilege
to be associated with this committee as it undertakes this vital project. As
the Plan unfolds, | look forward to the opportunity to liaise with members
from across the country as we all work in concert to advance this program
nationally, provincially and locally.

Paul Olscamp, AACI, P. App
Chair of AIC’s Communications Committee
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REAL ESTATE FRAUD

By GEORGE MAURrRICE, AACI, P. Aprpr

CHAIR, REAL EsTATE FrAauD Task FORCE

Appraisers — a key element in
real estate fraud prevention

hile there are various

types of fraud, this

article is limited to

frauds involving real
property and financing.

One instance of fraud may be
viewed as a misrepresentation of
income, debts and the ability to
repay a loan. If this type of fraud
is looked at in the most positive of
lights, it is the (possibly well inten-
tioned) attempt by a borrower to
obtain financing with the hope and
expectation of making the payments
to ensure the continuing ownership
of the subject property.

A second type of fraud is the
overinflation or misrepresentation
of the value of the property in order
to scam or deceive the lender into
advancing funds for the benefit of
the fraudster.

The obvious victim in both of
these scenarios is the lender. From
a lender’s position, overvaluation
of property causes an undervalua-
tion of risk. This will affect loan loss
reserves, profits and, if extended,
may possibly affect liquidity levels.

If, because of fraud, a property
is taken back by the lender and
subsequently sold, because of
inflation it may appear that there
was no significant measurable loss.
This is far from the case. When
a financial institution is involved
in a power of sale or mortgage
foreclosure, the actual cost to the
institution is often tens of thousands
of dollars in legal fees, time and
the employees’ involvement in
the procedure.

However, the lender is not the
sole victim.
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¢ Investors in the lending institution
are also victims.

e Consumers are victims of fraud,
when overstated property values
are used by the various assessing
departments to determine value
in order to aid the municipalities
in levying taxes.

e Appraisers are also victims
because
1. the ‘bad apples’ cause insur-

ance claims, and
2. the lending industry may start
to negatively view all apprais-
ers based upon the bad repu-
tation of a few
The appraiser’s signature is on
the bottom line of the appraisal
report, and, with our society’s grow-

ing propensity to sue, the appraiser
often ends up as the target of lend-
ers who may have lost money. As
fraud becomes more pervasive,
appraisers are in the cross hairs.
The anecdotal information we
have indicates the ironic reality that,
without an appraiser and an inflated
appraisal report, many frauds could
not occur. This underlines the fact
that the appraiser and his or her
ethics are a key element in prevent-
ing real estate fraud. A further irony
in this process is that, while the
major participants in the fraud may
share fraudulent profits in the range
of hundreds of thousands of dollars,
the appraiser’s reward for his lapse
of judgement is typically limited to



only $300-$500. For this, he or she
has become a willing participant

in the fraud, driven by the belief
that cooperating in this scheme will
deliver future business.

As the appraiser, it is not suffi-
cient that you are aware and recog-
nize any ‘red flags’ that may indicate
a fraud situation. Additionally, you
must be proactive in drawing these
indicators to the attention of your
client. The appraisers are the ones
that the lenders rely upon to give
them accurate, unbiased and profes-
sional opinions. In this regard, vari-
ous members of the Appraisal Insti-
tute of Canada (AIC) officers have
met with the financial institutions in
order to determine their needs and
how we can better serve them as
clients.

This is only one level of communi-
cation and, in order to be truly effec-
tive and recognized as the profession-
als to be relied upon, the individual
appraisers must also recognize their
clients’ needs and react to them.

For the most part, Canadians
have a tendency to avoid being
‘snitch cats,” however, if there is
something suspicious or unusual
about any transaction in which you
are involved, you are being unpro-
fessional by failing to advise your
client. While we often hear anec-
dotal accounts about what has been
observed by an appraiser, seldom
does the appraiser actually call the
AIC or formally refer the observation/
situation for further investigation.

Just as it is your responsibility to
protect and advise your client, it is
also your responsibility to protect
both your Institute and your fellow
appraisers by reporting your con-
cerns. Advising the AIC may be done
in a confidential manner and would
g0 a long way to ensuring the con-
tinuation of the high regard that the
lending institutions currently have for
members of the Institute. Remem-
ber, “If you are not part of the solu-
tion,” you may very well be viewed
as “part of the problem.” €

Ad Hoc

Real Estate Fraud Task Force
George Maurice, AACI, P. App

- Chair
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PROFESSIONAL
PRACTICE

By RoBErT PaTcHETT, LL.B, CD, AIC
COUNSELLOR, PROFESSIONAL PRACTICE

In the courts

decision from the
Court of Queen’s
Bench of New
Brunswick has con-
firmed some important points
for the appraisal profession.

Background

A candidate member of the
Appraisal Institute of Canada
(AIC), and a licensed appraiser
in New Brunswick, was
brought before the provin-

cial discipline committee for
breaching sections of the leg-
islation, in that he was com-
pleting appraisal reports and
not having them appropriately
co-signed. In New Brunswick,
the provincial legislation con-
fers authority on the provincial
licensing body to discipline

its members. Therefore, this
was not brought before the
national Professional Prac-
tice committees.

At the discipline hearing,
the candidate argued that he
held the equivalent qualifica-
tions to practice appraisal
and that he was competent
and able to sign appraisal reports
on his own. The Discipline Com-
mittee (DC) disagreed and viewed
the failure to abide by the legisla-
tion and not have reports properly
co-signed to be serious miscon-
duct. The legislation provides that
a licensee may appeal the decision
to the Court of Queen’s Bench,
which he did.

Standard of review

The courts first considered what
was the appropriate standard

of review for them to apply in
reviewing the decision of the dis-
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/he courts will likel
great deal of defere

Practice committees

cipline committee. This is a matter
of assessing appeal rights under
the legislation, the expertise of the
DC, the purpose of the legislation,
and the nature of the problem.
The court stated that the occu-
pation of appraising the value
of property is a specialized area
outside the general knowledge of
a judge, and the four appraisers
on the DC were in a better posi-
tion to assess the gravity of the
matter and possible conduct of
the candidate. As such, they are
entitled to deference regarding
their decision.

Ve a

The court found that the
ultimate purpose of the legisla-
tion is protection of the public,
by determining who may or may
not practice real estate appraisal
in New Brunswick. The legisla-
tion provided for a wide range of
possible sanctions for the DC to
choose from and, therefore, this
too favours deference.

Finally, on the nature of the
problem, they found that this
was a matter of mixed fact and
law, where the particular fact-
intensive elements of this case
will not determine future cases;
and, therefore, suggesting a
higher degree of deference.

Outcome

The court found that the DC’s
decision was reasonable. This
referred to the decision that
there was a breach of the
legislation. On the question
of the sanction, the court
affirmed the sanction of one
month’s suspension.

What this means to apprais-
ers is that the courts will likely
give a great deal of deference
to the decisions of the Professional
Practice committees. The AIC Pro-
fessional Practice committees take
this role very seriously and are sen-
sitive to the impact their decisions
have on members. Each complaint
they investigate, adjudicate or review
on appeal is afforded the time and
effort to maintain the essential bal-
ance between protecting the public
and working in the best interest of
the profession.

If you wish to read this decision,
the citation is Perron v. NB Asso-
ciation of Real Estate Appraisers
- 2007 NBQB 187. ¢
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STANDARDS

By Iain Hystcor AACI, P. Arp
MEMBER, STANDARDS COMMITTEE

The problem

with multiple users

fter the completion and

delivery of a report, it

is not uncommon for

an appraiser to receive
a request for a letter of trans-
mittal allowing use and reliance
by an intended user not named
in the original report. The issu-
ance of a subsequent letter of
transmittal authorizing use of an
appraisal report in this manner is
generally at the discretion of the
appraiser. Unless agreed to when
the assignment was accepted, the
appraiser does not have an obliga-
tion to provide subsequent letters
of transmittal.

Provided that the original
intended user has given approval or
has acknowledged no further reli-
ance on the report, that there are
no conflicts, and that the report is
adequate for the new intended use,
a letter of transmittal can be issued.

Guidance for these circumstances
is found in the Standards prac-
tice notes:

12.14.1 - Client

A statement similar to the follow-

ing may be appropriate:

“This report is intended for use
only by (identify the client) and
(identify any other intended
users by name and type). Use
of this report by others is not
intended by the appraiser, and
any liability in this respect is
strictly denied.”

12.15.1 - Intended use

A statement similar to the follow-

ing may be appropriate:

“This report is intended only for
use in (describe the use), and
for no other use.”
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12.15.2 - Intended use

An appraiser must identify the

client and, to the extent possible,

other intended users by commu-
nication with the client prior to
accepting the assignment, using
care not to violate confidentiality
requirements. Identification of
the intended use of the report

is one of the essential steps in

defining the consultation prob-
lem to ensure the use of the
report is not misleading.

On occasion, however, some
appraisers have been asked to
authorize the following clause:

“This report is addressed to

(the lender), their respective

successors and assigns (includ-

ing, without limitation, investors
who purchase the mortgage
loan or a participation interest
in the mortgage loan, and the
trustee in a securitization that
includes the mortgage loan),
each servicer of the mortgage
loan, and all rating agencies
involved in any sale, securiti-
zation or syndication involv-

ing the mortgage loan may

use and rely upon this report,

including, without limitation,

utilizing selected information
from the report in the offering
materials(either in electronic or
hard copy format) relating to
any sale securitization or syn-
dication involving the mortgage
loan. The consultant agrees to
cooperation in answering ques-
tions by any of the above par-
ties in connection with the sale,
securitization or syndication, as
communicated by (the lender).”

The Standards Committee con-
siders acceptance of this clause
as problematic from both a stan-
dards perspective and business
practice.

There are three major con-
cerns. First, if the report was
prepared for (the lender), we
can assume that the (lender)
is likely the client and certainly
the intended user. However, the
clause identifies virtually every
party who may even remotely
have an interest in the property or
the syndication, essentially with all
of whom the appraiser will never
have had any contact.

For this aspect of the clause,
reference can be made to Stan-
dards Rules 6.2.1 and consult-
ing rule 10.2.1, which both state
in the report that the appraiser
must identify the client and other
intended users by name.

Although authorizing the clause
may, in a technical sense, comply
with these rules, doing so cer-
tainly stretches the concept of
intended users beyond a reason-
able range. The clause will offset
Standards Comment 7.2.3. “A
party receiving a report copy from
the client does not, as a conse-
quence, become a party to the
client relationship.

The second and perhaps most
troubling aspect of this clause
is the agreement permitting the
utilization of “selected information
from the report.” Depending upon
the nature of the original assign-
ment, valuation methodology
and data which has been utilized
in the report, permitting use of



selected data, the appraiser may
inadvertently create the basis for
unintended results and the likeli-
hood that out of context results
will arise.

Agreeing to these terms could
create the basis for an Ethics
violation, whereby the member
would have permitted the reliance
on some isolated section of
the report, which, if relied upon
without reference to the entire
report or relevance of the section
of the named parties, could
be misleading.

A third area of concern is the
last sentence requiring coop-
eration in answering to all of the
named parties. Again, this may
not result in a Standards violation,
but, taken as part of the overall
clause, however, agreeing to this
would only support reliance by the
various parties.

It is evident that (the lender)
wishes to utilize the report in sup-
port of its asset value in some

type of offering. On its own, this
is benign and, in fact, could

be beneficial. Referencing an
appraisal report, or including a
well prepared report as part of a
package, could be good advertis-
ing, provided that the appraiser
is satisfied with copyright issues
and has secured reasonable
limitations in terms of client and
intended users.

In reality, however, (the lender)
probably does not wish to include
the full report, much of which they
would probably deem to be unim-
portant. The intention is to include
selected, likely out of context data
or other contents which will help
to gloss up their presentation.

The request to authorize this
clause and its implications under-
score the importance and benefits
which the Standards provide. Not
only as guidelines for general
appraisal practice, but also as
protection in avoiding unwanted
issues of liability. ‘€

Standards Committee

Ray Bower, AACI, P. App — Chair
(519) 944-5005
rbower@bowerappraisal.com

lain Hyslop, AACI, P. App
(250) 493-6734
iain@inlandappraisers.com

Anne Clayton, AACI, P. App
(250) 782-8515
anneh@pris.ca

Chris Perret, AACI, P. App
(780) 401-7081
chris@mcnallyvaluations.com

Craig Soderquist, AACI, P. App

(403) 346-5533

Craig _ soderquist
@soderquist.ab.ca

Brian Varner, AACI, P. App
(416) 392-1858
bvarner@toronto.ca

Brad Wagar, AACI, P. App
(403) 215-1050
brad.wagar@outlookrealty.ca
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INVESTIGATING

By Micuaer LEe, AACI, P. Arr
MEMBER, INVESTIGATING COMMITTEE

Facing a Disciplinary hearing

t has happened. You have

received ‘The Letter’ from the

Appraisal Institute of Canada

(AIC). One of your clients has
complained about you, and now
you have received a formal charge
letter, giving you the option of
making a conditional guilty plea or
requesting a formal hearing. What
happens now?

In order to understand what hap-
pens next, it is important to under-
stand what has already happened.

If someone has lodged a com-
plaint against you concerning one
of your reports, AIC staff will have
done the following: 1) acknowledged
receipt to the complainant; 2) sent
you notice that a complaint has
been lodged; 3) requested from you
a copy of the report and the entire
contents of your working file; and 4)
sent the entire file to the Counsellor,
Professional Practice. The Counsel-
lor will have reviewed the complaint
and will usually have contacted you
for clarification and or additional
information. Based on his review, if
he had found there were no grounds
for the complaint, he would have
closed his file. But, in your case, he
determined that the file should be
referred to the Investigating Commit-
tee (IC) for further investigation. He
forwarded the file to the Chair of the
IC who, in turn, assigned it to one of
the committee members (investiga-
tors) to complete an investigation to
determine if the appraisal conforms
to CUSPAP. (Remember, IC does
not arbitrate value. If the com-
plaint was determined to be merely
a valuation issue and there were no
apparent CUSPAP violations, the file
would have been closed.)

The investigator then conducted
a detailed and thorough investiga-
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tion of your report and file. He/she
studied your report line-by-line, test-
ing it to see whether it conforms to
CUSPAP. As part of this process, the
investigator checked that the logic
within the report flows well and the
conclusions are well-founded. During
the investigation, you were probably
contacted by the IC for additional
information and/or clarification. Upon
completion of the investigation,

the committee member prepared

a report summarizing his/her find-
ings and recommended either: that
the complaint was unfounded and
the file should be closed; or, that
charges were warranted.

The investigator then presented
the investigation report to the IC,
defending his/her reasoning and
conclusions. The discussion is usu-
ally intensive; never a simple ‘rubber
stamp’ process. The committee
then voted on whether to accept or
reject the conclusions of the inves-
tigation. Based on the committee’s
decision, you were charged, and a
charge letter was sent to you. So
what now?

The charge letter specifies the
charges against you and the ratio-

nale for those charges. It is essen-
tially a full explanation of the case
that IC will present at the Adjudi-
cating hearing. This is an excellent
resource for you to use in deciding
whether to challenge your case in
front of the Adjudicating panel. You
should review it in detail before
making your decision to accept the
conditional guilty plea or go to the
formal hearing.

If you request a formal hearing, it
will proceed as outlined in our Regu-
lations, which are available on the
AIC web site at www.aicanada.ca/e/
resourcecenter _document.cfm. The
investigator will be well-prepared for
the Adjudicating hearing. He/she has
spent hours going over your report
and has already defended his/her
conclusions to the IC. Therefore, if
you feel that the charges against you
are not warranted or excessive, you
must be equally well-prepared for
the Adjudicating hearing. How?

There are two things you can do
to ensure that you are as ready as
possible for the hearing. First, go
back to the charge letter. It sum-
marizes the entire case against you.
You should review it in detail and be



prepared to thoroughly discuss all of
the points it raises. Second, review
the Regulations. They spell out in
detail the process and procedure of
an Adjudicating hearing, who will be
there, how it is to be conducted, what
will be discussed, etc. Going through
these two steps will help you be pre-
pared for the hearing. Although this
sounds like a simple two-step pro-
cess, it will be anything but simple.
To be properly prepared, each step
will entail hours of study, analysis and
preparation on your part. The more
you are prepared to defend yourself,
the better your outcome. Remember,
the investigator is an appraiser, just
like you. In addition, the Adjudicating
panel members are also appraisers,
just like you.

After the hearing is completed, a
decision will be rendered by the Adju-
dicating panel. If you are charged,
costs will be levied against you. You
and/or the IC may appeal the deci-
sion of the Adjudicating Committee. If
the decision is appealed, the Appeal
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hearing will not be a rehash of the
complete hearing; rather, it will focus
on the points raised in the appeal.
The Appeal hearing procedure would

be similar to the Adjudicating hearing.

Investigating Committee
David Gabruch, AACI, P. App
— Chair

(306) 933-7682
dgabruch@agr.gov.sk.ca

Doyle Childs, AACI, P. App
(250) 753-3428
doyle@crisland.com

Trent Gelmici, AACI, P. App
(780) 723-7444/485-0225
info@wcpsi.com

Deana F. Halladay, CRA
(204) 981-1390
DeanaH@mts.net

Michael Lee, AACI, P. App
(905) 577-0403
michaell@ellens.on.ca

Now you know how to properly
handle yourself at an Adjudicating
hearing. Let’s hope you never have
to put this to use. €
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Demitry Omrin, AACI, P. App
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Mike Schulkowsky, AACI, P. App
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mschulkowsky@regina.ca

Del Stebner, CRA
(403) 346-5533
del@soderquist.ab.ca

Sheldon Rajesky, AACI, P. App
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srajesky@rejeskyappraisals.com
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ADJUDICATING

By Araspair K. Gorpon, AACI, P. Arpr
MEMBER, ADJUDICATING COMMITTEE

Facing an Adjudicating

Committee hearing

his article is offered to
aid members who choose
to attend an Adjudicating
Committee (AC) hear-

ing to answer charges brought by

the Investigating Committee (IC).

It should also help dispel some

common misconceptions about

the Professional Practice com-

mittees and how hear-

ings are conducted.

Let us be quite clear

that the IC and the AC

are two entirely inde-

pendent AIC Professional

Practice committees.

While this may be obvious

to most members, it is

apparent in many hear-

ings that the members

charged view the

deliberations of
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the AC and its decisions as noth-
ing more than a rubber stamp for
the charges and discipline recom-
mended by the IC. Nothing could be
further from the truth.
The IC investigates complaints
and, if considered to be war-
1; ranted, lays charges and
recommends discipline of a
member. The member can
sign a conditional guilty
plea (which is still subject
to the approval of the
AC) or choose to attend
a hearing of the AC. After
reviewing evidence at the
hearing, it is the AC that
will decide whether or not
the charges are proven
and the discipline
appropriate.
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If the member chooses to attend
a hearing, here is some advice
that may make the procedure
less daunting.

Although it should not be neces-
sary to state the obvious, turning up
late for the hearing is not advised.
While it may not be viewed as being
in contempt, it displays a lack of
respect for the process. Generally,
the panel will wait about 15 min-
utes and then the hearing will pro-
ceed, with or without the member.

Prior to the hearing, the member
will receive a binder containing the
appraisal report, all the correspon-
dence between the parties, and the
IC’s charges and the discipline it
proposes to recommend to the AC
for its deliberation. The member has
the option of being assisted at the
hearing by legal counsel, however, if
that option is exercised, then the IC
will also be represented by counsel
— usually a lawyer who is experi-
enced in these hearings.

Over the years, it has been the
opinion of the AC that, for the most
part, unless the member’s coun-
sel is particularly familiar with the
Standards and Regulations of the
Institute, he or she rarely furthers
the member’s defense. In the hear-
ing, we strongly recommend that
the member focus on the charges
and discipline recommended. It
is apparent that many members,
even before attending a hearing, fail
to re-familiarize themselves, even
briefly, with the Institute’s Stan-
dards and Regulations. Frequently,
the member uses the hearing to
proceed into a long history of the
file, which, in all likelihood, will have



no bearing on the charges being
brought. The members of the panel
will have reviewed the binder long
before the hearing, and will be very
familiar with its contents.

At the hearing, it is not uncom-
mon for the member to feel victim-
ized. The report may have been
submitted by a third party, perhaps
anonymously. Nonetheless, the
complaint must be investigated.
Although the member may even
state that the client is completely
satisfied with the appraisal report,
this will have no bearing on the
investigation or the decision of the
AC. Put simply, the appraisal report
must meet the standards required
by the Institute; and further, a sat-
isfied client is no defense.

The AC is well aware that the
investigative process is protracted
and can be an unpleasant experi-
ence. The subsequent hearing
can be stressful and the panel
strives to help the member feel as
at ease as possible. However, it
does not serve the interest of the
member well if he or she chooses
to be belligerent or evasive during
the hearing. Over the years, the
panels have been subjected to
many intemperate comments such
as “The committee is wasting my
time and | have better things to
do.” This type of comment is insult-
ing to members of the Professional
Practice committees who may,
themselves, have better things to
do, but choose instead to volun-
teer their many hours of service to
the Institute.

There is only a limited amount
of time that can be allowed for an
AC hearing. Therefore, the member
is strongly advised, as in all courts
of law, to be punctual, prepared,
pertinent, and polite. The Institute
believes that the process should
be a learning process rather than
a punishment. Accordingly, both
committees view an educational
requirement as part of the disci-
pline imposed to be a critical part
of this process. Often, this will
involve ordering the member to
successfully attend the Standards
Seminar, a related course, or both,
within a required period. ‘€

Alasdair Gordon, AACI, P. App
(604) 683-5591
alasdair@carmichaelwilson.com

Adjudicating Committee

Peter Lawrek, AACI, P. App - Chair
(306) 791-7662
peterlawrek@crownappraisals.com
David Aberdeen, AACI, P. App

(250) 380-0933
daa@aberdeens.ca

Pat Cooper, AACI, P. App
(403) 215-1051
pat.cooper@outlookrealty.ca

Rolf Halvorsen, AACI, P. App
(780) 483-5250
rolf@halvorsen.ca

John Ingram, AACI, P. App
(902) 835-5383
jingram@ingramvarner.com

Michael Wootton, AACI, P. App
(416) 221-1200 x1180
Michael.wootton@altusgroup.com
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FROM THE
COUNSELLOR’S
DESK

By RoBErT PAaTCHETT, LL.B, CD,
AIC COUNSELLOR,
PROFESSIONAL PRACTICE

Ethics and business values
affect your bottom line

n matters of ethics, you should

consider how you choose to act

and whether you are aware that

your actions often influence your
reputation and your bottom line. When
conducting business, you quote for an
assignment; indicating when it will be
completed, and how much it will cost.

If you discover that your costs are

going to be higher than anticipated,
you have the choice of completing
the assignment at the quoted cost or
asking for additional money.

If you realize that you cannot com-
plete the appraisal on time, you should
provide your client with a revised esti-
mate of the completion date.

Both these approaches sound
simple and reasonable and, yet, |
continue to receive inquiries on these
issues. In the valuation marketplace, if
your appraisal reports are going to be
consistently late, you will not stay in
business very long. The same applies if
you tend to bid low and charge higher
for unexpected costs.
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That being said, there are valid
reasons for appraisal reports taking
longer than anticipated and incurring
unexpected costs. How you choose
to address these situations with your
clients is a matter of your ethics and
business values. In all cases, the
ideal solution is to keep your clients
informed. This will permit them to
adjust their own timelines, and business
decision-making accordingly.

For example, it is wise to advise
the lender/client that, because of the
unique nature of the property, it is diffi-
cult to find comparables, that you need
more time to research zoning restric-
tions, and that you will be providing
a revised cost estimate and timeline.
The lendetr/client can then advise the
property owner and their own man-
ager of the delay. Because everyone is
aware of the delays, your credibility is
not impacted.

Alternatively, when you fail to stay in
touch with your client, a property owner
will frequently attempt to contact you.
When you avoid the calls, he or she
begins to question your ethics and busi-
ness values, and that is when every-
one involved — the lender, mortgage
broker, spouse, business partners, and
employees — will start to hear about
your failure to deliver. By the time they
call me, there may be at least a dozen
others who have been told not to use
your services — all because of a fail-
ure to keep your client apprised of the
status on a file.

When you choose to actin a
professional and ethical manner, it
serves as a cornerstone for the success
of your business, and your reputation,
which, in turn, will always add value to
your business. €
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TECHNOLOGY By KEviN WarLTOoN, CFA

VP OPERATIONS, SOLIDIFI

Residential real estate appraisal
in the age of technology

echnology has permeated
all aspects of modern life
and, it is changing the real
estate appraisal industry
in dramatic and exciting ways. GPS
mapping systems help to quickly
find subject property locations and
comparables. Laser measuring tools
and computer-based sketching along
with wireless connectivity expe-
dites the physical inspection chore.
Mobile communications allow more
field time and reduce overhead costs
of fully staffing an office. As in most
businesses, time is money, and
lenders and brokers are no excep-
tion. With the advent of automated
underwriting, the mortgage pro-
cess has sped up significantly, and
lenders are seeking appraisal turn-
arounds that match the competitive
nature of the mortgage business
today. The ability for appraisers to
produce reports in a shorter amount
of time, without sacrificing quality,
has become a key success factor for
appraisers seeking continued busi-
ness growth in today’s market. A
fast response to the client appraisal
requests, prompt booking of bor-
rower appointments, and swift sub-
mission of complete and accurate

reports will pay dividends in repeat M onlﬂzan technology add to an appraiser’s

business from happy, loyal clients.
Not only can technology add to an iWH i ;
appraiser’s produgtivity, it can also prod 30th|% it can also help drive new business
help drive new business. Many in
the appraisal profession are taking
advantage of referral services and

direct marketing campaigns over the risk criteria, geography and pricing. ing of customer requirements, aiding
internet to connect with customers. The introduction of new and inno- lenders in the art of balancing risk,
New service forums or networks now vative technology platforms in the time constraints, and cost. These
offer customers the ability to filter mortgage and appraisal industries platforms, such as Values™ offered
and match products and providers by now incorporate intelligent match- by Solidifi, streamline the order fulfill-



ment process through technology,
and offer electronic payment options
to lenders, brokers and borrowers,
eliminating the need for the appraiser
to invoice the broker/lender, or to col-
lect funds at the door.

As a valuation professional, some
forms of technology can seem like
more of a threat than an asset. The
increasing acceptance of AVM (auto-
mated valuation model) technologies
has eroded a portion of the valu-
ation product market traditionally
performed by accredited apprais-
ers, but there are some inherent
weaknesses with AVMs that leave
opportunities for the savvy valuation
professional. For example, for prop-
erties located where the data is not
available, which are of poor quality,
or where the result of the AVM is not
satisfactory, the lender will turn to
a more thorough traditional form of
valuation service.

AVMs will never be robust enough
to handle properties that do not
fit the conventional mold, such as

luxury properties, multi-family resi-
dences, and properties in distress
due to delinquency. These cases
are more complex and, therefore,
require qualified professionals that
can adapt the level of due diligence,
and ensure that this work effort is
commensurate with their pricing.
While AVMs have received much
attention over the past decade
as the most significant applica-
tion of technology in the mort-
gage appraisal industry, material
advances have been made that have
also positively impacted appraisers.
Consider the following categories,
which include some of the most
popular areas where technology
is permeating today’s traditional
appraisal practice.

Field tools:
Measuring tools
Mapping and locator tools
Sketching tools
Comparables search
Tablet PCs

Report preparation:
Form templates
Digital photography
Electronic signatures
Authentication and security

Back office:
Customer management
CRM software
Order receipt, status and delivery
Appraisal records management
Billing automation

As the appraisal indus-
try grows and evolves, so will
technology. Work smartly and
take regular inventory of your
appraisal practice by examining
the areas where you may be able
to increase your revenue, while
leveraging technology to reduce
operational costs. Embracing
change and staying ahead of
the curve may take some time
and dollar investment today,
but can reap dividends for years
to come. €

o —-©O-®
s u I | d I | A rewarding way for appraisers to conduct business with the morigage industry

Solidifi Values™

B P

roim oved 20 lenders and 350 broker Tirms

ically receiva & complete ordars

@ lenders and brokess choose you directly

& set your owin lees & lurnarownd tirmes

@ glectronic payment of appraisal foees

Sign up loday ot wenw salidifi.com o call 1.8688-581-3883
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AIC designations granted / Désignations obtenues de UICE

The Appraisal institute of Canada (AIC), together with the provincial associations and the provincial bodies affiliated with the AIC,
commend the following members who completed the rigorous requirements for accreditation as a designated member of the AIC
during the period April 19 to July 13, 2007:

L'Institut canadien des évaluateurs (ICE), en collaboration avec les associations provinciales et les organismes provinciaux affiliés
a I'ICE, félicitent les membres suivants qui ont complété le programme rigoureux d’accréditation a titre de membre désigné de
I'ICE durant la période du 19 avril au 13 juillet 2007:

AACI, P. App

Accredited Appraiser Canadian Institute Canadian Residential Appraiser
These members are congratulated on the successful These members are congratulated on the successful
completion of all AACI, P. App designation requirements. completion of the CRA designation requirements.
We welcome these individuals as fully accredited mem- Nous félicitons ces membres pour avoir complété avec
bers of the Institute through the granting of their AACI, P. succés le programme menant & la désignation CRA.
App designation.
Nous félicitons ces membres pour avoir complété avec ALBERTA NOVA SCOTIA
succes le programme menant a la désignation AACI P. Jim T. Crews Paul L. Beazley
App. Nous les accueillons comme membres pleinement Eva Kaitman William T. Best
accrédités de I'Institut et leur accordons avec fierté la Steven William Kibsey John E. Murray
désignation AACI, P. App. Dena-Lynn M. Knopp
ONTARIO

ALBERTA PRINCE Joel Beauregard
Terry B. Cox EDWARD ISLAND ggk';'r?';ucgka”MB'A Murray J. Bechtel

Todd W. MacDonald Joan | Chigélett Gertrude M. Garbens
SASKATCHEWAN Peter Hugdahl Marie E. Garbens

Raymona WM.t | Eooe e ney
ONTARIO Jeffrey Joseph Petruzella

: Ali Mirzaei L
Chris R. Chornohos Susan M. Pietz
Sherry Wondga Joseph E. Priamo
Jennifer Wood

SASKATCHEWAN
Dean Notschaele
Adam Vanjoff

MANITOBA
Valerie Jonsson
Craig J. Whitman

Candidates / Stagiaires

AIC welcomed the following new candidate members during the period April 19 to July 13, 2007:

L'ICE souhaite la bienvenue aux personnes suivantes qui ont joint les rangs des membres stagiaires durant la

période du 19 avril au 13 juillet 2007 :

ALBERTA BRITISH COLUMBIA NOVA SCOTIA Cameron A. McAlpine
William Mitchell Bishop Colin D. Holdener Beverly A. Buckland Angela L. Oliveira
Christina M. Galavan Chase Melnychyn Marcel A. D. Parsons Iryna Puha

Garry W. Wood Gurinder S. Sekhon Anita Sengsavang
Michael Brent Levall Gwendolyn S. Teichroeb ONTARIO Nathan S. Stienstra
Xufeng Li Stephanie Ursala Tong Jaqueline M. Boland Curtis Alvon Travis
Pushpinder S. Minhas P. Simon Wainwright Gabriel I. Crowder Simon Z. Xie

Devin Palmer Peter James Cudmore

Jeff G. Prediger James Jiang QUEBEC

Shawn Rozario Ivy K. Lo Settimio Velenosi

Student / Etudiant

This new category of membership was implemented January 1, 2007 and now serves as the first step on the path to
designation for those completing their requirements for Candidate membership. Students considering the appraisal
profession as a career option are also welcomed to this new category of membership.

Cette nouvelle catégorie de membre entrait en vigueur le 1er janvier 2007 et constitue la premiére étape sur la voie de
la désignation pour ceux qui S'affairent a compléter les exigences de la catégorie de membre stagiaire. Les étudiants qui
contemplent une carriere comme évaluateur professionnel sont bienvenus a joindre cette nouvelle catégorie de membre.

ONTARIO
Shannon Souliere
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2006/07 Bursaries and Awards

Over the last several years,
the Appraisal Institute of Canada
(AIC) has introduced a series of

academic awards that recognize
the achievements of students
undertaking appraisal studies in

University of British Columbia

programs delivered through AIC’s
partners in professional education.

Appraisal Institute

of Canada Bursary

A bursary of $1,000 is offered
by the AIC to an undergraduate
student specializing in the Real
Estate Division of the Faculty
of Commerce and Business

Administration. The recipient for
2006-2007 is Peter Coppard of
Vancouver, British Columbia.

Appraisal Institute of Canada Prize
A $500 prize is awarded annually
to the student receiving the highest

standing in BUSI 330 offered by
the Real Estate Division, Sauder
School of Business. The 2007
winner is Chad Thiessen of Plum
Coulee, Manitoba.

Université de Québec a Montréal

Bourse de I'Institut
canadien des évaluateurs
A gift in the amount of $1,000 is pre-

sented annually to the student receiv-
ing the highest standing in ‘les cours
d'évaluation approfondie’ offered at

Chaire SITQ en immobilier at UQAM.
The 2006 recipient was Nathalie
Hudon of Longeuil, Quebec.

Seneca College, Toronto

The Appraisal Institute

of Canada Award

An annual award in the amount of
$500 is presented to a graduating
student in the Real Property Admin-
istration Program (RPA) who has,

in the opinion of a Seneca faculty
panel, demonstrated academic excel-

lence in RPA 112 and one or more of
the additional AIC curriculum courses
at the College, has an active inter-

est in the field of real property as a
career, and has made valuable contri-
butions to the classroom environment.
The 2007 award was presented to
Aaron Harlang of Toronto, Ontario.

Jack Warren Education Trust Conference Awards

New this year, two AIC conference
registrations are awarded to
selected Jack Warren Trust
recipients. These are in addition
to the scholarships and bursaries
awarded annually when merited
by the Trust. The winners of the
conference registrations are

randomly drawn from the names
of all past J. Warren Education
Trust recipients who are current
AIC members in good standing.
The 2007 winners were Samantha
Sawyer of Vancouver, British
Columbia and Laina Chwelos of
Fort McMurray, Alberta. €

Applicants wishing to be considered
or anyone wishing to make a tax
deductible donation to this trust
should contact the BC Association of
the Appraisal Institute of Canada at
604-266-8287 or visit the web site at
www.appraisal.bc.ca under the head-
ings Publications and then Brochures.

Find out the farmland value trends in your region

hittp:ffwewase foe-fac. cafen/Products/PropertyFLV Spring 2007 findex. asp

Renseignez-vous sur les tendances de la valeur des terres

agricoles de votre région

hittp:/ hwnars foc-fac. caffr/Products/Property/FLV/ Spring 200 7 findex.asp
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The 2007 Appraisal Institute of
Canada conference held at the
Westin Bayshore Hotel in Vancou-
ver from June 6 - 9 was extremely
successful. Over 700 delegates,
speakers, exhibitors, companions
and invited guests converged on
Vancouver for what proved to be a
high quality, well-regarded educa-
tion program, with great networking
opportunities for all.

The conference started off with
a bang...on a drum that is...as
delegates gathered for the opening
ceremony featuring the Drum Café.
The Drum Café is a unique and rous-
ing communication and group build-
ing exercise that certainly provides
a rousing way to start a confer-
ence. The conference also featured
six informative, entertaining and
thought-provoking keynote speakers
to start and finish each day.

Some conference speakers have
graciously provided copies of their
PowerPoint presentations, hand-
outs or other materials which were
presented or discussed during their
sessions. The AIC 2007 conference

‘eLibrary’ is available by
visiting www.aicanada.ca/
e/aic2007/elibrary.html.

Two very important
events were also held
during the Vancouver
conference, including the
signing of a Memorandum
of Understanding (MOU)
between AIC and Public
Works and Government
Services Canada
(PWGSC). The MOU
outlines an agreement
between the two
organizations to share
information and consult
with one another on
relevant topics. AIC was
also pleased to make a
donation in the amount
of $10,000 to Habitat
for Humanity on behalf
of all of the conference
speakers who participated in
the conference.

AIC extends a very special thank
you to 2007 Conference co-chairs
Craig Barnsley, AACI, P.App and Kelvin

TEN THousanp

Streams, Currents and New Waves...

' AIC 2007

Conference recap

Photograph by Daniel Stone, Stone Photo
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Incoming AIC President Gordon Tomiuk, AACI, P App (R)
presented a $10,000 cheque on bebalf of the Institute

to James Lippert, National Board Member for

Sfor Humanity. Conference speakers generously donated
their time and effort in presenting at the conference
and, in recognition of that, AIC was pleased to provide
this generous donation on their bebalf.

Coley-Donohue, AACI, P.App, their con-
ference chairs and the tireless group
of volunteers who dedicated their time
and effort into making this the suc-
cessful AIC conference that it was.

Thank you Sponsors

The Appraisal Institute of Canada Conference would not be possible without
the generous support of many organizations. Thank you to the following
organization who supported the Vancouver Conference:

Education Partner ($35,000)
Real Estate Foundation of British Columbia

Diamond Sponsors ($10,000)
Altus Helyar

BC Assessment

Campbell & Pound Ltd.

Colliers International

HVS International

Platinum Sponsors ($5,500)
BCAAIC ~ Vancouver Chapter
Cushman & Wakefield LePage
Marshall & Swift

Martin Merry & Reid Ltd.
Realm Business Solutions

Gold Sponsors ($3,500)
Burgess Cawley Sullivan & Associates
Canada Mortgage & Housing Corporation
Deloitte and Touche
Farm Credit Canada
Grover, Elliott & Company Ltd.
Interbay Funding Corporation
Western Investor
Sauder School of Business,
University of British Columbia

Silver Sponsors ($2,500)

British Columbia Association of AIC
Carmichael Wilson Property Consultants
Cunningham & Rivard Appraisals

First Professional Liability Insurance Company

Hooker Craig Lum Garnett Real Estate Advisors
Miller Thomson LLP
Niemi LaPorte & Dowle Appraisals Ltd.
SCM Adjusters Canada
(Leonard French & Co.)
Universal Appraisals

Bronze Sponsors ($1,000)
BCAAIC ~ Victoria Chapter
Centract Settlement Services
Craig Kelman & Associates
GHW Appraisals Northwest Ltd.
National Appraisal Group
Nationwide Appraisal Services
Parkes & Company Ltd.

Real Estate Institute of BC
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Recognizing
Excellence

el Stone, Stone Photo
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The Appraisal Institute of Canada
(AIC) Annual Conference, held June
6-9 in Vancouver, British Columbia,
provided the occasion for the AIC to
recognize a number of individuals
and organizations for contributions to
the Institute, in particular, and to the
valuation profession, in general.

Fellows

The title of Fellow is granted to des-
ignated members who have distin-
guished themselves by their exem-
plary contributions to the profession.
This is demonstrated by a high level
of excellence and achievement that
has contributed to the advancement
of the profession.

David Babineau, AACI, P. App,
of Fredericton, New Brunswick, was
awarded the title of Fellow. David was
nominated for this honour by the New
Brunswick Association of Real Estate
Appraisers for his significant contribu-
tion at both the national and provincial
level, over 25 years of membership
in AIC. In particular, the nomination
recognized his commitment to contin-
uous improvement of the professional
practice system, and his role as a

SITQ

Thompson Dorfman Sweatman LLP

UBC Centre for Urban Economics & Real Estate
Wm. S. Jackson & Associates

Contributors (~$500)

BCAAIC ~ Fraser Valley

BCAAIC ~ Kamloops Chapter
BCAAIC ~ Kootenay Chapter
BCAAIC ~ Northwest Chapter
BCAAIC ~ Okanagan Chapter
BCAAIC ~ Prince George Chapter
Canadian Pacific Railway

Noram Assessment Group

Real Estate Institute of Canada

dedicated Standards Seminar instruc-
tor and as a mentor to candidates
over the course of his career.

Past President Paul Olscamp,
AACI, P. App was also named a
Fellow of the Institute.

Presidential Citations
Outgoing President, Paul Olscamp
AACI, P. App (Fellow) awarded a presi-
dential citation to Michael Garcelon,
AACI, P. App. The Presidential Cita-
tion is awarded by the Institute to
recognize, in a meaningful way, an
individual or organization who has
made a significant contribution to

the growth and enhancement of the
appraisal profession. In presenting the
citation to Michael, President Olscamp
made particular note of his leadership
in the areas of branding, marketing
and communications in his role as a
founding member and then Chair of
the Communications Committee.

Retiring Board Members

The following retiring Board mem-
bers were presented with certificates
recognizing their contributions during
their tenure on the Board of Directors:

Thank you Exhibitors
The following companies
participated in the trade show
at the 2007 AIC Conference:

A Bound Corporation
BC Assessment
Campbell & Pound Ltd.
Colliers International
Interbay Funding Corporation
Marshall & Swift
Notarius
Solidifi
The Personal
Public Works
and Government Services Canada
REACS
Sauder School of Business,
University of British Columbia
St. John’s 2008 Conference

AIC President Gordon Tomiuk, AACI, P
App (R) presented Past President Paul
Olscamp, AACI, P App with a Fellowship
and a ceremonial gavel to mark the end
of bis term.

-
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AIC Past President Paul Olscamp, AACI,
P. App (R) presented Mike Garcelon,
AACI, P App of Saskatchewan with a
Presidential Citation in recognition
of his dedicated work on bebalf of the
Institute and its members.
David Highfield,
AACI, P. App, and (Fellow)
Terrence Kerslake,
AACI, P. App
Michael Garcelon, AACI, P. App
Roland Mayr, AACI, P. App
Laurent Brosseau, AACI, P. App
Mr. Brosseau received special men-
tion for his long service to the Institute,
as he had just that week marked the
20" anniversary of his first appoint-
ment to the Board of Directors. ¢
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Just the tip of the iceberg

2008 Appraisal
Institute of Canada
Annual Conference

Delta St. John’s, St. John'’s,
Newfoundland & Labrador
June 4 - 7, 2008

See you there!

CANADIAN
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MEMBER DISCIPLINED

THE APPRAISAL INSTITUTE OF CANADA advises that Colin Best, CRA,
of Milton, ON, has been found in contravention of the Institute’s Code
of Ethics and Standards of Professional Practice; in relation to appraisal
reports prepared in 1999 and 2000. The sections contravened are:

Regulation No. 1: (dated November 22, 1997):
Ethical Rule: 1.1 (a, b); 1.3 (a, ¢, d, g); 2.1; and 6.1.

The member completed two appraisal reports on a property that con-
tained a commercial component without having the reports co-signed by an
AACI, thus violated numerous ethical rules.

As a result of this conduct, Colin Best, CRA has been given the discipline
of Censure and has been directed to attend the Standards Seminar provided
by the Appraisal Institute of Canada. Also, pursuant to the Consolidated
Regulations of the Appraisal Institute of Canada, costs have been levied.

DO YOU HAVE
COMMENTS OR
QUESTIONS?

If you have comments or questions,
please send your letters to AIC:
403 - 200 Catherine Street,
Ottawa, Ontario, K2P 2K9

or email joannec@aicanada.ca.

Not all letters received can be
published or answered. Those
published may be edited for space,
clarity, grammar and spelling.

CRITICAL DATES

The following dates are provided as a reminder to AIC members of criti-
cal dates throughout the year pertaining to CPD credits, dues and insur-
ance obligations.

January 1, 2006 Candidates required to complete one course

per year, but given grace period in which to

enroll and complete first course.
August 8, 2007 Dues invoices mailed to members.

September 30, 2007 Deadline to complete current CPD cycle

requirements.
October 1, 2007
November 5, 2007
December 31, 2007

Membership dues payment due date.
Insurance Levy billings mailed to members.

Insurance Levy payments due to SCM Adjust-
ers Canada Ltd. (204) 985-1775.

Candidates’ first deadline to report course
completion.

July 31, 2008

. Les membres suivants de I'Institut

i canadien des évaluateurs sont
décédés. Au nom de tous ceux qui
oeuvrent de pres ou de loin au sein
de I'Institut et de la profession,

he following members
of the Appraisal Institute
of Canada have passed
away. On behalf of
everyone connected with

the Institute and the profession, we
extend our sincerest sympathies to
their families, friends and associates.
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nous exprimons nos plus sincéres
condoléances a leurs familles, amis
et associés.

IN MEMORIAM

. Donald Andrews, AACI, P. App
i Vancouver, BC

Ed Cheung, AACI, P. App
Vancouver, BC

A.Edward Knighton, AACI, P. App
Newmarket, ON

Carol Weeks, CRA
Sault Ste. Marie, ON

Gerald I. M. Young, AACI, P. App
Toronto, ON

Joseph Martin, Candidate

¢ Stratford, PE



PROFESSIONAL DEVELOPMENT COURSES
UBC Real Estate Division

Current Courses

Today's sudccessful real estate professional is creative, analytical, adaptable, and
committed Lo lifebong learning. The Real Estate Divizion at UBC'S Sauder Schoal of
Business offers a suite of seli-paced, online courses designed bo broaden your
markefable skill set and enhance your professional fulure. Each course will earn

you a UBC award of completion and guaranteed credits towards tha Appraisal Institute
of Canada’s Confinuing Professional Development (AIC CPD) requirements,

() (THO00 = Mumber of AN CPD Credil Hours.

Business Enterprise Valuation m
An introdectich bo Busingds valuation,
Ihustrating he use and appicalson af
business valupllcon principies,

Vaduation of Property Impairments
and Contaménation (o)

Bscover B theary and methods used in
Lhe vahiation of propertios with

Impairments or gefrimental conoibions,
such &3 contamination.

Agricuitural Vakuathon 00

Examine the theary and methods used in
the nspection and agprasal of agriculural
propediies, and apply your knowlsdges ina
Case Sy

Hotel Valuation (1)

Explore holed appraisal, test the three
apoaroaches bo value, and discaver the
supply and demand facions that aftect a
ralels incomse potential.

A ppraisal Review (T)

Feview appraisal reporis for
appropriateness and reasanableness,
te-sfinsg IF [hi repeart Achaeed bhe olient's
purpase in a meaningful and sthical
MEMIE.

Future Courses

Highest and Best Use Analysis (4
Learn how real edlale market lonoes and
markef analysis impact the profflable use
of both vacant and improved property,

Multi-Family Property Valuation (7
Discover tRe pinyiical considerstions and

valuation meihods spacilec o multi-flamsy
dhanllings, and apply these In case studies.

Office Property Valuathon (7)

Find cul ow the physical agpects of office
properties mlluenoe thaw vakie, with a
foacus on must Henanted offioe projects.

Senlors Facilities Valuation (4
Examine tFe speciaized data nequaniments
ail IRSHection amd valusison iscrnigiies
mppdied for {he halth care and assished
living sectar,

Land Yaluatian (7)

Expiore the principles and technaguss for
wvarluing lend, with a focus on case studles
and praclscad applications,

Lease Analyiis (7)

Easmirs he impact of 18458 dobaments i
commencial real estate, specilically their
legal and linanclal imglicadkons.

Real Estate Consulting: Crithcal
Thinking, Research & Risk Anatysks (30
Explore real estate advisory services:
prénking creakively and critically, gatlhering
ol ewaluating necessary data, and
eeralunting risic

Real Estate Consulting

Decision Analysis 00

Discaver how decition analysis can be
aoplisd 1o help cliemls ard employers maks
batter-informad real estate decitions

Urban Infrasiructure AppScations (03
Exsmine the infrastructure snd servicing
requirements surroundng the developmssnt
of read property,

Urban Infrastructure Policles (7

Explore 1ho concepls, legistalion, prooess,
Bl Ul necasiary Do iehdersiand (he red
for servicing requirsmants for land
devainpmeris.

Water Lot Valuation (4}

Review the appraisal theory and practice
rfafed 1o waler ol waluation, riparlan
rights, and legislation alfecting fubmenged
langs.

+ Final Exiabe Considting: Forscatling « Exposuns Tene and Marke! Valss « Exploratesy Dala Analyis in Bead Estabe « Exprogeialion &nd VaListion
+ Mackireny and Equipment Valeation + Leters of Engagernent = Green Walue + Adjustment Support inihe Direct Comparison Approach

Find out more at www.realestate.ubc.ca/cpd

Real Estabe Divigion, Sauder School of Business
University of British Columbda, 202 - 2053 Main Mall, Vancouver, BC V&T 122

Ealttres: LETEITOLTII3
Fax GOSEZ2 1900

Emast infodrealestate salrden by
Wil W realesial e ube oo

]

SAUDER

Schoo! of Business
Real Estate Division
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By David Enns, AACI, P. App
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Introduction

When real estate appraisers write
an appraisal report, they define
market value for their client as
being “the most probable price
which a property should bring in
a competitive and open market,
as of the specified date, under all
conditions requisite to a fair sale,
the buyer and seller each acting
prudently and knowledgeably, and
assuming the price is not affected
by undue stimulus.” [empha-

sis added]

Competitive markets
The above are some of the condi-
tions that economists include as
part of a competitive market. In
the model case, a perfectly com-
petitive market is one where there
are enough buyers and sellers that
none, acting alone, can influence
price. Each market participant is
too small to affect any change on
price and it assumes that there is
no price fixing or collusion on the
part of sellers. It also assumes
that, because the product is iden-
tical from one seller to another,
a buyer can find a perfect substi-
tute from any one of a number of
alternative sellers. Finally, it also
assumes there is complete infor-
mation, which is the main subject
of this article.

The main result of a perfectly
competitive market is that there
is allocative efficiency. This is
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. the situation that occurs when no

i resources are wasted — when no

i one can be made better off without
. someone else being made worse off.
: What perfect markets do for us is to
¢ adjust production and consumption
© between different products until no
i further gains could accrue to either
¢ producers or consumers from any

- other combination of goods. This

i is the essence of allocactive effi-

¢ ciency and is a major characteristic
. of perfectly competitive markets.

i All of the adjustments necessary to
i achieve allocative efficiency occur

- automatically through changes in

i market prices and company prof-

¢ its. In such a system, there is no

. need for government intervention

: of any kind. This is the strength of

¢ the market economy that led Adam
: Smith to advocate the doctrine of

- laissez faire.?

- Efficient markets

- The market that is briefly described
¢ above, in which the actual price

¢ embodies all currently available rel-
. evant information, is called an effi-
i cient market. In an efficient market,
¢ it is impossible to forecast changes
in price. This is so because, if your

i forecast is that price is going to rise
- in the next period, you will buy now
¢ (since the price is low today com-

i pared to what you predict it is going
¢ to be in the future). Your action of

- buying today acts like an increase

¢ in demand today and increases

today’s price. As other market par-

i ticipants do the same, then today’s
¢ price will rise until it reaches the

. expected future price. Only at that

i price do traders (think of the stock
¢ market) see no profit in buying more
. of the item (stock) today. There is

i an apparent paradox about effi-

i cient markets. Markets are efficient
because participants try to make a
i profit by buying at a low price and

i selling at a high price. However, the
- act of buying and selling to make a
: profit means that the market price

© moves to its expected future value.

Having done that, no one, not

- even those who are seeking to make
i a profit can predictably make a

. profit. Every profit opportunity seen

i by a market participant leads to an

i action that produces a price change
. that eliminates the profit opportunity
¢ for other participants.®

As we shall see, property mar-

kets are not efficient for a variety
: of reasons.

- Imperfect markets

i There are five situations when the

¢ market does not, on its own, reach
¢ alloactive efficiency. These scenarios
- are described by economists as

: market failures. They include mar-

- kets that produce externalities, the
i monopolization of certain markets,
¢ markets that under-supply public

¢ goods, markets that are sometimes
unstable, and markets with imper-

¢ fect information. In such circum-



“THERE 1S AN IMPORTANT ROLE FOR PROFESSIONALS, SUCH AS

REAL ESTATE APPRAISERS, WHO CAN PROVIDE THEIR CLIENTS

WITH INFORMED OPINIONS OF PROPERTY MARKET VALUE.”

stances, if the market is left alone,
either too much or too little is pro-
duced. Virtually all of these failures
can be seen in property markets.

Markets sometimes produce
negative externalities. These are
external costs borne by third parties
rather than by market participants.
The smoke pollution from a nearby
factory that causes additional clean-
ing costs on homes in close prox-
imity and results in lower property
values is a clear example of a nega-
tive externality.*

In these instances, if the market
is left alone, ‘too much’ of the
smoke (the negative externality) is
produced by the market and, there-
fore, there is a justification for some
form of government intervention.

Markets sometimes become
monopolized and, in these
instances, ‘too little’ is produced by
the market (and, of course, at too
high a price). There is an inherent
element of monopoly in land owner-
ship, due to the scarcity of land. In
an interesting account of ‘scarcity’
of location, Tim Harford in his book
The Undercover Economist has an

high price ($2.55) of a Starbuck’s
tall cappuccino (with an ingredi-

ent cost of perhaps five cents) at
London’s Waterloo Station, where
74 million people pass through each
year. Harford explains that the price
is high because of Starbuck’s envi-
able (scarce) location and by the

fact that other coffee vendors are
- excluded by the landlord.®

If left alone, markets sometimes

- do not produce public goods or at

: least not enough of them. Public

i goods in economic terminology

. are peculiar goods that have three

i unusual characteristics: they are

¢ non-excludable, non-divisible, and

¢ non-depletable. Consider a large

- urban park like Stanley Park in

¢ Vancouver. The park is open to all

. city residents and it would be dif-

: ficult to exclude some residents and
¢ not others. For users of the park,

. it matters little whether one or a

: hundred picnickers or joggers (non-
¢ divisible) use the park on a sunny
afternoon. Finally, the park does

i not get used up after a weekend of

i events is over (non-depletable).t If

. participants cannot be excluded, the
i private market cannot make a profit
i supplying such a good. Therefore, it
¢ will under-produce the service and
‘too little’ is provided by the private

: market place. It is a failure of supply
- and it is the reason why local gov-

: ernments will usually require that a

i certain amount of open space be
interesting discussion concerning the
- tion for residential development
¢ to proceed.

set aside for public use as a condi-

Markets are also sometimes

. unstable. Agricultural commodity
: markets have often exhibited this
¢ problem. Bad weather may reduce
a crop of corn resulting in a higher
¢ price. Reacting to the higher price,

. farmers rush to grow more corn

i next season, however, the extra

¢ supply then drives down the price,
- and so it goes from ‘too much’ to

: ‘too little’ being produced.” Farm-

¢ land prices can then fluctuate as

. a result of this instability. This is

i sometimes described as the failure
i of co-ordination. However, it is not
- only agricultural markets that exhibit
i this tendency. The business cycle,

¢ with its boom and then recession,
reflects this problem, as can the

i housing market.

. Imperfect information

- Missing information is the fifth

¢ market imperfection or market

. failure. Participants in markets may
i not be as perfectly informed as the
¢ competitive model assumes.

For example, in property markets

- at the periphery of urban growth,

i developers deciding how to develop

¢ sites must guess at the growth rate

- of the area in the foreseeable future

¢ and then attempt to estimate the

. best use of land within that set of

i expectations. If they develop at low

¢ density, and if the city expands more
¢ rapidly due to population growth,

. then they may waste land in the

i sense that, had their expectations

- and those of their buyers been cor-

. rect, they could have gained a higher
i return over time from a higher density
¢ development. Alternatively, if devel-
opers build at a high density and the
¢ city spreads out due to transportation
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improvements, with land values tend-
ing to be steady (or even fall), they
may find that they wasted resources
in the other direction.

As%ym metric

information

Many markets are characterized by
asymmetric information. Asymmetric
information is a particular form of
imperfect information. Participants
on one side of the market have
much better information than those
on the other side and this is some-
times referred to as ‘insider informa-
tion.” For example, borrowers usually
know more than lenders about their
repayment prospects, sharecroppers
(tenants) know more about their
work effort and harvest conditions
than the landowner, and home sell-
ers generally know more about the
nature of their properties than do
buyers. In some instances, buyers
do not get what they expect and,

in other situations, almost identical
properties do not sell for the same
amount. In these situations, market
outcomes can be at odds with what
we might expect.

Some economists have argued
that this problem is much bigger
than previously recognized and have
called for much more government
intervention in the marketplace.

An American economist, George
Akerlof, published a paper in 1970
that described the problem of asym-
metric information in the used car
market. He showed that, even if
the market was very competitive, it
simply cannot work if sellers know

a lot about the quality of their cars
and buyers do not. 8 Using the
example of ‘peaches’ and ‘lemons’
for used cars, Akerlof showed that,
if sellers cannot recoup a fair price
for their ‘peaches,” they will only
offer ‘lemons’ and buyers will not
offer to purchase ‘peaches’ knowing
that they may only get a ‘lemon.’ In
the end, only worthless lemons get
traded in such a market. General-
izing from this example, if some
people know more than others about
the quality of the product, then
some high quality products may not
get traded at all or at least not very
much and thus the market failure.

“PROFESSIONAL REAL ESTATE APPRAISERS

STILL NEED TO RECOGNIZE AND COMMENT IN
THEIR APPRAISAL REPORTS ON THE FACT THAT

PROPERTY MARKETS HAVE IMPERFECTIONS.”

Market reactions

On the other hand, there have

been counter arguments that the
private market place can and will
react to overcome these informa-
tion imperfections.® Residential
housing markets (like other property
markets) are markets with asym-
metric information. The market has
reacted to this problem of asym-
metric information in several ways.
Real estate appraisers and home
building inspectors have often been
employed to ascertain additional
information about a property for
the potential buyer or the seller.

In the case of the appraiser, it has
been about the market value of the
home. In the case of the building
inspector, it has been about the
physical condition of the residence.
Sellers will also disclose the physical
nature of their homes through the
use of a Seller Property Information
Statement.*° Similarly, participants
on one side of the market think they
can gain information by utilizing the
skills of a real estate agent. In the
mind of the home owner, the agent
knows the market in order not to be
too high or too low with an asking
price, the agent is familiar with
competitive listings, and might even
have a prospective buyer at hand.
In each of these ways, the market
is reacting to the problem of asym-
metric information.

As an aside, while the real estate
agent would normally use this asym-
metric information on behalf of the
client, this is not always the case. In
his recent and popular book, Freak-
onomics, Steven Levitt describes
a study that was conducted in
the Chicago housing market. The

study involved the sale of 100,000
homes, with 3,000 of them being
owned by real estate agents. The
study showed that agents kept their
own houses on the market for 10
more days than they did with their
clients’, and sold their own homes
for 3+% more than they got for their
clients’ homes. On a $300,000
home, that premium was $10,000.
The economic incentive on the part
of the agent to not increase the list-
ing period lies in the structure and
incentive of the commission. Sup-
pose there is a 6% commission split
equally between the seller and buyer
agents and one half of their commis-
sion goes to the brokerage house.
With a 1.5% commission on the
sale of the house, the extra $150 to
be earned on the extra $10,000 is
too small an incentive for the agent
to put in the extra time and effort
required for the higher sale price.'*

Conclusions

While there are certainly market
imperfections, none are peculiar to
property markets.

If there was perfect market infor-
mation, market participants would
have all of the required information
to make informed decisions and
there would be no need for real
estate appraisers, real estate agents
or building inspectors. Market par-
ticipants would already know all of a
property’s attributes (good and bad),
they would know what other proper-
ties had sold for, how long they took
to sell, and what those properties’
attributes were as well.

Of course, not all of this is known
by participants and, hence, there is
an important role for professionals,



such as real estate appraisers,
who can provide their clients with
informed opinions of property
market value (not only current, but
also retrospective opinions).

Contrary to some thinking, the
real estate market, as with other
markets, has clearly reacted in a
number of ways in order to deal with
the problem of imperfect informa-
tion (including asymmetric informa-
tion). By using professional real
estate appraisers, potential buyers
and sellers can overcome some
of the imperfect and also some
of the asymmetric nature (‘insider
information’) of property informa-
tion. Appraisers assist their clients
by uncovering as much information
about a property as is reason-
ably possible during the appraisal
process. This activity starts with a
proper site and building inspection,
and continues with the investigation
about restrictions on title (such as
easements) and to the property’s
past usage, including its recent sales
history. It continues with a proper
analysis of the property’s highest
and best use, an analysis of relevant
comparable sales data, and a well
reasoned estimate of a property’s
market value.

Notwithstanding the above,
professional real estate appraisers
still need to recognize and comment
in their appraisal reports on the
fact that property markets have

imperfections.
Each step of
the appraisal
process may have
its own limitation. Perhaps
there is no survey for the property
or its boundaries may not be clear.
Perhaps not all of a building can be
fully inspected. Sometimes there are
few comparable sales from which to
chose and a lack of paired sales or
other data to support adjustments
(in a proper mathematical sense,
the appraiser needs one more
comparable sale than the number of
adjustments being made).1?

Pointing out such limitations in
an appraisal report should make the
report more credible. While property
markets are not perfect, appraisers
can adjust to this reality with due
diligence and, at the same time,
assist their clients in making better
informed decisions. ¢
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1. See Section 12.16.1, CUSPAP 2007,
effective January 1, 2007, The Appraisal
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1984, p. 321.
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sphere, which prevent the escape of
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joggers and walkers alike. As an aside,
much planning activity stems from the
nature of these externalities.

5. T. Harford, The Undercover Econo-
mist, Anchor Canada, 2005. Chapter
1. Harford also discusses two other
market failures in his book.

6. Parks are not absolutely pure public
goods because people can be
excluded with fencing and a park can
get crowded (depleted) if it is too
small. Since this paper is about prop-
erty markets, it has been included as
an example of a public good. More
traditional examples include light-
houses, national defence and the
justice system. Published information
is also a public good.

The resulting unstable farm income
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CALENDAR

EVENTS

AIC Appraisal Institute of Canada (AIC)
AIC Board of Directors Meeting
November 3-4, 2007 — Ottawa
For further information: info@aicanada.ca

AB Alberta Association (AIC)
Standards Seminars
Fall 2007
November 2-3 — Calgary November 14-15 — Edmonton
Annual Wine & Cheese Member Information Nights
October 3 — Calgary October 10 — Edmonton
A heads-up for early 2008:
Our 2008 Spring Conference and will be held in Banff, the first
weekend in March.
Contact info@appraisal.ab.ca or (403) 207-7892 or go to www.
appraisal.ab.ca

BC British Columbia Association (AIC)
Standards Seminars - Tentative Dates
September 14-15 — Okanagan or Kamloops
September 21-22 — Lower Mainland
October 19-20 — Victoria
November 23-24 — Lower Mainland
The registration form can be found at:
http://www.appraisal.bc.ca/news _ events/index.php/listing/181
Annual General Meeting
September 28, 2007 — 5:00 pm
Victoria Marriott Inner Harbour, 728 Humboldt Street, Victoria, BC
Contact Kathy Porter info@appraisal.ab.ca, (604) 266-8287 or go to
www.appraisal.bc.ca/

ON Ontario Association (AIC)

Seminars
Sept 28-29 Standards Toronto
Nov 23-24 Standards Toronto

September 7 A Commercial Inspection Walk-Through & Preparation

and Participation in Examinations for Discovery &

Cross-Examination, Toronto

September 14 Mold - Where, How, When and Why & Water - The
New Realty Problem, Kingston

September 21 From MFP to Sponsorgate: Regulatory Changes

Mean Business for Appraisers & Small Claims Court,

Toronto

Small Claims Court & Time Well Spent: A Guide to

Personal Organization and Self Management in a

Busy Workplace, Toronto

Update on the Law of R.E. Appraisers’ Liabilities &

Public Sector Accountability, Toronto

October 26

November 16

Education

BUSI 330 - SEPTEMBER 17 - NOVEMBER 1, 2007 - evening course
Classes will be held two nights per week

Monday & Thursday (6:30 - 9:30pm)

registration deadline is August 20, 2007

course fee $990.00 (includes materials, examination and GST)
Contact Lorraine Rigas Irigas@oaaic.on.ca, (416) 695-9333 or go to
www.oaaic.on.ca

NB

NL

NS

PEI

QC

Manitoba Association (AIC)

Candidate’s Forum

Wednesday, September 5 — 10 am-Noon

2.0 ‘Guaranteed’ CPD Credits

Professional Practice:

Addressing complaints & Who is your client?

Wednesday, September 5 — Noon-4:00 PM

4.0 ‘Guaranteed’ CPD Credits

Robert Patchett, LL.B, Professional Practice Counselor - AIC
WinnipegREALTORS® Association, 1240 Portage Ave. Winnipeg
1st Annual Joint Golf Tournament and Dinner

Thursday, September 13, 2007

Commercial Division of the WinnipegREALTOR® and the Manitoba
Association of the Appraisal Institute of Canada

If you cannot make it for golf, please join us for dinner only at $35
+GST pp

Registration deadline: September 1, 2007

$100 + GST Includes: Green fees, cart, lunch and dinner per person
A Joint Meeting with MB, AIC members and the members of
the Real Property Section of the Manitoba Bar Association
Wednesday, September 19, 2007

Further details will soon be announced.

Annual General Meeting

Wednesday, October 24, 2007

Reception — 4:00 pm/AGM — 5:00 pm

Norwood Hotel, Promenade A, 112 Marion St., Winnipeg
Standards Seminar

Friday, April 25-Saturday, April 26, 2008

Victoria Inn - 1808 Wellington, Winnipeg

Instructor: Allan Beatty, AACI, P. App, Kelowna, BC

Contact Lynne Smith Dark mbaic@mts.net, (204) 943-1177 or go
to www.aimanitoba.ca/

New Brunswick Association of Real Estate Appraisers
Atlantic Region Appraisers Conference

September 14-16, 2007 — Moncton

Contact Executive Director nbarea@nb.aibn.com, (506) 450-2016
or go to www.nbarea.org/main.asp

Newfoundland Labrador Association (AIC)

Contact Sherry House nfaic@nl.rogers.com or (709) 753-7644
Nova Scotia Real Estate Appraisers Association

Contact Davida Mackay nsreaa@nsappraisal.ns.ca,

(902) 422-4077 or go to www.nsappraisal.ns.ca/

Prince Edward Island Association (AIC)

Contact Suzanne Pater peiaic@xplornet.com or (902) 368-3355
L'Association du Québeq de

I'Institut Canadien des Evaluateurs

Standards Seminars

August 17-18 — Drummondville

September 7-8 — Montreal

Contact Ginette St-Jean agice@qc.aira.com or (450) 454-0377
Saskatch A iation (AIC)

Fall Professional Development Conference

October 19, 2007 — Regina

Contact Marilyn Steranka skaic@sasktel.net, (306) 352-4195 or go
to www.skaic.org/
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