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All Episodes Available Anytime, On-Demand

Episode 23: FREA

NACHI.TV’s Nick Gromicko talks to Ben Garrison of FREA about E&O Insur-
ance, General Liability for InterNACHI members, and why insurance coverage
_is important.

Episode 24 Search Engine Optimization Tutorial
Home Inspector Pro’s Dominic Maricic gives tips on how to optimize your home

inspection website to increase your business.
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Episode 22: Infraspection Institute

NACHI.TV’s Nick Gromicko talks to Jim Seffrin of Infraspection Institute about
infrared thermography and Infraspection Institute’s infrared courses geared to-
wards home inspectors.

Episode 21: Certified NACHI Store

NACHI.TV’s Paige Peters talks to Rich Carlisle of the Certified NACHI Store
about how to increase your inspection business using business cards, brochures,
and marketing packages.

Episode 20: CH Insurance Brokerage
NACHI.TV’s Nick Gromicko talks to Schuyler Hellings of CH Insurance Bro-
kerage Inc. about inspector insurance issues.

Episode 19: About Scheduleze
NACHI.TV’s Nick Gromicko talks to Richard Renk about the Scheduleze home
inspection scheduling software.

Environmental Book

Order the “Environmental Con-
cerns” book. The book provides infor-
mation on mold, moisture, radon, and
lead problems found in homes. There
are several advantages to giving your
client the book at the time you start
your home inspection. The full color,
high quality book dresses up your in-
spection report, it properly explains is-
sues to your client so you don’t have
to, it gives the client or real estate
agent something to read while you
are inspecting, it provides supporting
literature to any environmental inspec-
tions you are performing such as mold
or radon, it soft-sells un-ordered an-
cillary inspection services you might
offer such as mold or radon while
you perform the home inspection, it
reduces liability by eliminating future
claims that you should have alerted
your client to environmental issues
even if you don’t inspect for them, and
it creates an additional piece of litera-
ture, one your client or agent will save,
that you can affix your business card
0. Each “Environmental Concerns”
ook (full color, 32 pages) also comes
with one free PRO-LAB catalogue per
rder. This book is free.

nachi.org/environmentalcon-
cernsbook

A Real Estate Agent’s
Duty

By Nick Gromicko
InterNACHI Founder

The seller has accepted your clients’
offer and now with your help, your clients
must choose a home inspector. Should you
steer them toward the inspector who writes
the softest reports? Should you steer
them toward the inspector that pays to
be on your office’s preferred vendor list?
Should you help them find the cheapest
inspector? The answers to these questions
are of course no, no, and hell no.

You have a fiduciary duty to your cli-
ent, and therefore must recommend the
very best inspectors. If you recommend
a patty-cake inspector, an inspector who
indirectly pays for your recommenda-
tion, or a cheap inspector, you violate
your fiduciary duty to your client.

The National Association of REAL-
TORs defines your duties in their Code
of Ethics. Article 1 requires you to protect
and promote your client’s interests. Ar-
ticle 6 requires you to disclose any finan-
cial benefit you may receive from recom-
mending related real estate services (this
includes benefit to your broker, also).

Because most real estate agents
only get paid if the real estate transac-
tion successfully takes place, your per-
sonal interests and your fiduciary duties
already conflict. Don’t make your situ-
ation any worse. The best way to avoid
negligent referral claims, operate ethi-
cally, and fulfill your fiduciary duty is to
help your client find an inspector based
solely on merit. Although no real estate
agent can guarantee the thoroughness of
any particular inspector, there is a strong
correlation between an inspector’s fees
and his/her competence (you get what
you pay for). Helping your client find a
cheap inspector during the purchase of a
lifetime, is a violation of your fiduciary
duty. When in doubt, shop price, and
seek out the most expensive and experi-
enced inspectors for your clients. 16



Inspectors Who Take Pride in Their Profession
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Episode 18: What’s New with Home Inspector Pro

NACHI.TV’s Nick Gromicko talks to InterNACHI member Russel Spriggs and
Dominic Maricic about the Home Inspector Pro inspection software, its ties to
the InterNACHI community, and its many recent updates.

Play N+

Episode 16: Inspecting a Stairway

NACHI.TV’s Paige Peters gives a ten minute overview of inspecting stairways,
Covering: the handrail, width of the stairway, nose, guards, spheres, handgrips,
areas above and below the stairs, landings, and illumination.

Play M4

Episode 14: Keith Swift Publishing
NACHI.TV’s Nick Gromicko talks to Keith Swift about his books “Inspect and
Protect” and “Manual For a Happy Home.”

]
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Episode 17: Guardian
NACHI.TV’s Nick Gromicko talks to Jay Stuck of Guardian Protection Services
about their home security reviews as a value-added service to a home inspection.

Play Hd

Episode 15: Straw Bale Home Inspection

NACHI.TV’s Nick Gromicko joins Kenton Shepard, Mark Schueneman, Ryan
Chivers, Brian Fuentes, and Mike Hamner as they inspect a straw bale home
being constructed.
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Episode 13: Ozone and Mold Eradication
NACHLTV’s Nick Gromicko talks to Bob Wegbreit about ozone and mold eradication.

That's a Lot of Money
for Only a Few Hours
Work!

By Nick Gromicko
Founder, International Association
of Certified Home Inspectors

If you've been in the inspection
business for a while, you’ve probably
heard one of your clients say, “That’s a
lot of money for only a few hours work!”
As more and more home inspectors use
time-saving, report generating software,
include pictures (worth a thousand
words) and even generate their reports
on-site, they also start to make it look
easy. When I was an inspector, I used to
collect my fee on the job. I had a short
but true story I printed on my letterhead
and kept with me to present to any client
who questioned how much I was earn-
ing. I recently ran across a version of the
story in “How to Become a Marketing
Superstar,” a book by Jeffrey J. Fox.
Anyway, the story goes as follows:

Pablo Picasso, the painter, was din-
ing at a restaurant in New York City. A
fan introduced herself to him and gushed
at how thrilled she was to meet the great
artist and how she loved his work. En-
couraged by Mr. Picasso’s polite accep-
tance, the fan begged, “Oh, Mr. Picasso.
would you draw me a sketch?” Picasso
grabbed some paper, and with a pen,
promptly sketched the waiters passing
parfaits. As the woman reached for the
sketch, Pablo Picasso said, “Madame.
That will be $10,000.” Shocked, she
replied, “But that only took you 5 min-
utes.” “No, Madame,” replied Picasso,
“it took me 50 years.”

Picasso priced his service to its val-
ue, not to the cost of manufacture. Pica-
sso did not price his service based on the
cost of the paper plus the cost of ink plus
some hourly wage, and either should a
home inspector. Keep your pricing up.

Free Photo 1.D. Cards

Order your photo I.D. card.

www.nachi.org/sampleid

Intemational Association
Home

Tespected Chice, fnspected Right

InterNACHI has recently upgraded
its photo ID system. The new system lets
members upload, resize and crop their
photos online and submit their ID card
application with the click of a button. Ap-
plications are now processed in-house us-
ing an advanced FARGO system that pro-
duces high-definition cards on premium
PVC stock with high coercivity magnetic
encoding for better data protection. 17



NACHL.TV... Where Inspectors Come to Find Out

Informative, Educational, and Entertaining
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Episode 12: EPA Green Building Inspection

NACHI.TV’s Nick Gromicko joins Jim Blackledge of the Engineered Interiors
Group, InterNACHI member Kenton Shepard, PV Expert Stephen Kane, and
Ryan Wilcox of Opus as they tour the EPA building in Denver, CO.

Play 4 o)

Episode 10: InspectorBoost.com
NACHI.TV’s Paige Peters demonstrates how to use InspectorBoost.com to pro-
mote your home inspection business.

Play 44

Episode 8: Home Inspector Pro PROMO
NACHIL.TV’s Nick Gromicko interviews Dominic Maricic of Home Inspector
Pro about his cross-platform inspection software (PROMO).

3
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Episode 11: Home Inspection Success

NACHITV’s Nick Gromicko interviews InterNACHI member Michael Pagoulatos

about how his experience as a business consultant has helped him as an inspector.

»
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Episode 9: Photovoltaic Systems Inspection

NACHI.TV’s Nick Gromicko joins NACHI member Kenton Shepard and Photo-

voltaic Systems Expert, Stephen Kane as they inspect a solar energy system.

Play 4 L]

Episode 7: Interview with Byron Duerksen
NACHI.TV’s Nick Gromicko interviews Byron Duerksen of the American
Institute of Inspectors.

Methamphetamine
Contamination

Over the past few decades, the il-
legal production of methamphetamine
has reached epidemic proportions both
in the United States and internationally.
The manufacture of this drug has caused
billions of dollars in damage to proper-
ty, to the pharmaceutical industry, and
most importantly, has caused serious
health effects to people through use and
unseen contamination in homes.

Due to the seriousness of this
problem, close to a dozen states have
adopted regulatory clean-up standards
and many more will follow suit be-
fore the end of the decade. Some states
have created guidelines for the public
that outline clean-up requirements, but
much of the information has little sci-
entific basis and does not offer a com-
prehensive approach to the problem.

Various processes and combina-
tions of chemicals are used to manu-
facture (“cook”) meth. Each pro-
cess produces gas or vapor at some
point(s) during the cooking process.
It is estimated that each pound of
manufactured meth produces five to
six pounds of hazardous waste that
may be disposed of illegally in the
environment. To make matters more
challenging, many of these sites are
in a residential setting, meaning
children and other occupants of the
property may potentially be exposed
to chemicals, harmful gases, hazard-
ous materials and illegal drugs dur-
ing and after the cooking process.

Clan labs must be cleaned up to
protect current and future occupants.
Active laboratories pose the greatest
risk and must be safely neutralized and
decommissioned before a permanent
long-term solution to the potential
health hazards associated with residual
contamination may be contemplated.
Under the current clean-up model em-
ployed in several states, clan labs are
often decommissioned and cleaned-up
in two general phases. The first phase
involves law enforcement and other
qualified first responders. The second
phase or long-term cleanup involves
property owners and/or other inter-
ested parties in the property.

In the first phase, bulk chemicals are
removed and the laboratory is decommis-
sioned. However, this activity should not
be mistaken for the long-term clean-up of
the property, since the scope of work is
generally limited to the abatement of il-
legal activity and any imminent threat to
human health and the environment.

In response to this issue and the
growing concern over the potential health
effects associated with clan labs, eleven
states have passed regulations with regard
to decontamination standards. In short,
the second phase provides mechanisms
for clean-up of contamination and certi-
fication by local health departments that a
contaminated property has been cleaned
up to established standards.

Property owners whose houses,
apartments, motel rooms and even stor-
age facilities were used for meth produc-
tion face decontamination costs running
into the thousands of dollars. On aver-
age, only one in three contaminated
properties gets cleaned up. Clean-up usu-
ally happens solely because determined
property owners do it voluntarily.

For more inspection articles visit
www.InspectorMALL.com. Also visit
www.nachi.org/info. 18



Log Home Inspection Narratives

Now available for the first time anywhere! Use these InterNACHI narratives designed specifically to describe
conditions found in all types of log homes. Produced by the author of the InterNACHI Log Home Inspection Course, these
narratives will save you time, make you money and help you develop your reputation as a qualified log home inspector!
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CalNACHI is a home inspection
organization whose time has come,
an organization that serves the real
needs of inspectors. However, to put it
bluntly, inspectors should join if only
because they can receive thousands
of dollars in free services and benefits
for the low annual membership fee.
PP " Of course, there are many other com-
d pelling reasons to join CaINACHI. Its
Board of Directors is comprised of
volunteer inspectors who have impec-

»
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Episode 6: C,ertiﬁed NACH'I Storis PROMO ' Episode 5: I?plsgde 5 w1t}} Keqtqn Shepard cable credentials and who have stood
NACHI.TV s Paige Peter§ interviews Jay Keany of the Certified NACHI Store NACHI.TV s Nick Qromlcko joins InterNACHI member Kenton Shepard as he the test of time. In other words, they are
about home inspector business cards. inspects a log home in Colorado.

people who have already distinguished
themselves as leaders. However, don’t
let anyone tell you what’s best for you.
Look around, see what CaINACHI has
to offer, contact us with questions, read
our SOP’s and COE’s, and then decide
what works best for you.

Inspectors may be politically and
philosophically divided, as well they
should be, but California has proven
itself to be unique in the inspection
industry and inspectors deserve to be
represented by an organization com-
mitted to meeting the challenges that
confront inspectors as they move into
the twenty-first century. The Board of
Directors and the entire staff of Cal-
NACHI certainly wish you well in
whatever organization you choose to
belong, but would be proud to have
you as a member of our organization.

www.calnachi.org
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Play : i Inspector Boost

Reports, Inc. and InterNACHI
are pleased to bring you a brand new

Episode 4: Episode 4 with Don Kinn Episode 3: Episode 3 with Jim Michael kind of brochure. We've hired pro-
NA.CHI.T.V’S Nick Gfomicko interviews Don Kinn of Smart Trucks, Inc. about NACHI.TV’S Nick Gromif:ko interyiews NACHI member Jim Michael about the fessional design e.rs and handled the
their specialty inspection trucks. Pro Sight Property Inspections affiliate network.

high quality, full-color printing for
you—all you have to do is customize
them with your own inkjet or laser
printer, fold them and hand them out.
And because we are able to order in
bulk for InterNACHI members, you
save hundreds of dollars.

The brochures are printed on
heavyweight 8 1/2 x 14 (legal size)
paper and scored for easy folding. The
paper chosen is a high-quality matte
paper that should work with almost all
inkjet and laser printers (some excep-
tions may apply). If the brochures do
not print in your printer, send them
back for a full refund.

www.inspectorboost.com

THIS SCREEN SAVES LIVES
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Episode 2: Episode 2 with Kenton Schaff Episode 1: Episode 1 with Greg Bell
NACHITV’s Nick Gromicko joins NACHI member Kenton Schaft for a home inspection. =~ NACHI.TV’s Nick Gromicko joins NACHI member Greg Bell for a home inspection.

Learn how @ www.nachi.twppw/s



Behind the Scenes of NACHIL. TV
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Many thanks to Bradford White for providing the cut-away water heaters
and helping us with this upcoming advanced training episode.

¥ |

Broncos wide receiver Mark Jackson of “The Drive” and friend
Nick Gromicko, off set during filming of an upcoming NACHI.TV episode.

Mike Crow of Millionaire Inspection Community does NACHL.TV episode.

On the set with Mark Jackson, May 28, 2008.

Order Your Free
PRO-LAB Catalogue

Order a PRO-LAB catalogue.
It’s free. Anyone can order a free
PRO-LAB catalogue packed full
of inspection equipment and tools
by emailing InterNACHI a request.
Don’t forget to include your full
mailing address. And as always,
InterNACHI members get an exclu-
sive 10% discount on all orders.

www.nachi.org/prolabcatalogue

Free Polybutylene
Course

Take the online “Polybutylene
Plumbing” course. This course
helps teach members how to rec-
ognize polybutylene plumbing and
how to report its presence using
streaming video from a NACHI.
TV interview with a polybutylene
expert. Sample reporting language
which gives the client advice about
polybutylene plumbing is included
at the end of the course. In keeping
with InterNACHI’s commitment to
continuing education, this course is
free to members and can be taken
again and again without limit.

www.nachi.org/education

Reason to Get
a Home Inspection

Download the “Top 10 Problems
Found in Homes” PowerPoint pre-
sentation. It works and it is free.

www.nachi.org/chicagorealtor

Episode Sponsors

»
Pay MC )

NACHI.TV’s mission is to educate,
train, inform and entertain inspectors.
NACHILTYV operates solely on the gener-
ous donations of inspectors and inspec-
tion industry vendors. Do well by doing
good. Sponsor NACHIL.TV.

‘When you choose to sponsor an ep-
isode, your company name and contact
info, including a link to your website,
will be displayed below the episode
every time it’s viewed. Here are some
episodes all ready being sponsored.

Episode 8 is Sponsored by:

Home Inspector Pro: Providing the ulti-
mate home inspection software for Win-

dows and Mac. Create professional, cus-
tomizable reports that can be uploaded
online, e-mailed, or printed on site.

Episode 11 is Sponsored by:

PRO-LAB: the leading providers of en-
vironmental laboratory testing services
in the world. PRO-LAB offers laborato-
ry testing services for mold, radon, lead,
asbestos, and drinking water pollutants.

Episode 12 is Sponsored by:

InterNACHI: check out their free Green
Building Course, designed to educate in-
spectors about what green building is, why
it’s important and how to recognize them.

Episode 15 is Sponsored by:

InterNACHI: check out their free to all
Green Building Course, designed to edu-
cate inspectors about what green building
is, why it’s important and how to recognize
green systems and features in homes.

Episode 18 is Sponsored by:

Home Inspector Pro: Providing the
ultimate home inspection software for
Windows and Mac. Create professional,
customizable reports that can be upload-
ed online, e-mailed, or printed on site.

Episode 24 Sponsored by:

Home Inspector Pro: Providing the ulti-
mate home inspection software for Win-
dows and Mac. Create professional, cus-
tomizable reports that can be uploaded
online, e-mailed, or printed on site

Episode 26 Sponsored by:

Elite MGA: providing a preferred E&O
insurance program for InterNACHI
members throughout the United States.

Episode 29 Sponsored by:

FloodStop: A point of use, leak detec-
tion and automatic water shut-off sys-
tem designed for residential, condo and
apartment dwellings. It uses automatic,
motorized ball valves to shut off the
water supply when it senses a leak.

Find out more about sponsoring a
show at www.nachi.tv/advertising.
Also check out commercials produced
by NACHI.TV for InterNACHI certi-
fied home inspectors, NACHI.TV Mail-
ing List, and sign up to receive notifi-
cations about new episodes.

Get Listed

Make sure you are listed in
InterNACHI’s thousands of sites.
InterNACHI is the world’s largest
inspection association and the largest
generator of leads for the home in-
spection industry. Search engines treat
domain names and portions thereof
differently than they treat text or meta-
tags. A domain name, often, consist-
ing of more than one word, such as
newyorkhomeinspector.org. However,
Google, for instance, automatically
splits up the search to be equivalent
to new york home inspector. A full
state or province name followed by
the word or words home inspector are
the most popular searches next to the
phrase “certified home inspectors.”
Therefore, for search engine purposes,
we registered or purchased a variety of
combinations that captures consum-
ers and eventually whittles down their
search results to solely InterNACHI
members who service the area being

sought. Search engine optimization
experts often argue whether or not hy-
phens between words within a domain
name effect ranking, so InterNACHI
just bought them all. InterNACHI
converted all these websites into
InterNACHI member lead gen-
erators for its U.S. and Canadian
members. “Inspectors outside of
InterNACHI can waste their money
building their own websites 1 suppose,
but they won’t get much traffic buried
under all the InterNACHI lead genera-
tors. Our members’ contact information is
promoted on the internet even if they don’t
have a website,” said Nick Gromicko, In-
terNACHI’s Founder. InterNACHI now
has a designated website or web page for
every single city and town in the U.S. and
Canada. “Our goal is to own one million
InterNACHI member lead generators,”
added Gromicko. You can list your inspec-
tion company on all of them at no charge.

www.nachi.org/moredomains

New InterNACHI Chapter in Sudan
Using NACHL.TV to Educate Country’s

First Inspectors

An InterNACHI Chapter in
Southern Sudan has been formed and
will be using technology donated by
NACHI.TV to educate the country’s
first home and building inspectors.

Two decades of civil war have
claimed 1.5 million lives and produced
the world’s highest illiteracy rate (about
55% of the country is illiterate). About
2.5 million children have yet to receive
any basic education at all. An entire

generation has a very weak grasp of the
written word and will have to rely heav-
ily on video, not books, to catch up.
Online video, actually, the whole
Internet, was created during this war
and they are just finding out about it
all now. The Sudan Chapter of Inter-
NACHI, with help from NACHIL.TV,
will begin using online video for edu-
cating and training a new industry in
Sudan... the inspection industry. 20



Get State

Required Continuing
Education for
Tennesse Licensing!

InterNACHI has made arrange-
ments with the state of Tennessee to
automatically give state credit to In-
terNACHI members who complete
Tennessee approved InterNACHI
online courses. To receive these
credits we must have your Tennes-
see state license number on file.
You can enter your license number
at: www.nachi.org/state-licenses.

PLEASE NOTE: If you have al-
ready taken a course that is approved
for Tennessee state credit, you will
get credit for that course. All courses
approved for Tennessee state credit
taken after 5/22/2008 will require
that your license number is on file (re-
gardless of whether or not you have
finished a course in the past).

The State of Tennesse approves
the following courses:

e InterNACHI/NACHI. TV s Infrared
Thermography online video course
for 5 hours of CE

e InterNACHI’s free, online Green
Building Inspection course for 8
hours of CE

e InterNACHI’s free, online Safe
Practices for the Home Inspector on-
line course for 4 hours of CE

e InterNACHI’s free, online Struc-
tural course for 4 hours of CE

e InterNACHI’s Infrared/Building
Science course for 16 hours of con-
tinuing education

* InterNACHTI’s free, online Plumbing
Inspection course for 8 hours of CE

e InterNACHI/NACHI.TV’s Inspect-
ing Water Tanks online video course
for 4 hours of CE

e InterNACHI/NACHI.TV’s Inspect-
ing Means of Egress online video
course for 4 hours of CE

e InterNACHI’s Law and Disorder
course for 4 hours of CE

e InterNACHI’s Building Science
course for 16 hours of CE

...and more TN State approved
continuing education coming soon!

www.nachi.org/tnconted2008

Hold Harmless Clause

Use a hold harmless clause. In-
terNACHI members are often asked
by real estate agents if they carry Er-
ror & Omissions insurance (E&O)
and if that E&O insurance indemni-
fies real estate agents. If you do not
have such insurance you should use
a hold-harmless clause in your pre-
inspection agreement (between you
and your client). You should explain
to all real estate agents that unlike
indemnification insurance which
only pays for the legal defense of a
real estate agent who gets sued over
one of your inspections, your hold-
harmless clause is even better in that
your client pre-agrees not to file suit
against the agent at all.

A real estate agent is just a sales
person. Having your client agree not
to hold a real estate agent respon-
sible for anything related to your
home inspection is proper. Many
real estate agents are worried about
negligent referral claims. Ease their
worries by letting them know you
use a hold-harmless clause which
protects them. This is a great tool for
breaking-into new real estate offices.

It is somewhat difficult to ex-
plain to some real estate agents but
many members have found success
when they present it to the broker/
owner directly. Believe it, a broker/
owner will be all ears as you explain
how using your services protects
his/her agents. The hold harmless
clause is built into the online, sign-
able agreement system. Both are free.

www.nachi.org/harmless

Inspecting Strawbale Homes: Will
This Home Dissolve When it Rains?

By Kenton Shepard
Director of Green Building

Early last summer [ was contacted
by a woman suffering from Multiple
Chemical Sensitivity (MCS) about
inspecting a straw bale home. At the
time I had a general idea of how they
were built, but taking on the liability
of inspecting one? Different story.
I could disclaim the walls, but that
wouldn’t serve my client well.

In researching MCS I found that it’s
usually caused by an extreme exposure.
My client had lived in New York and
been near the World Trade Center when
the towers collapsed. At times she’d
had to live outside because she couldn’t
find a home her body could tolerate.

Mark Shueneman, Executive Di-
rector of the Colorado Strawbale As-
sociation (COSBA) lives in Boulder
and I called him. “Funny you should
call” Mark told me, “We’re starting a
three-day class in Boulder the day af-
ter tomorrow and if you want to attend,
come on over.” Quite the coincidence.

COSBA is interested in seeing
methods developed to inspect straw
bale homes so that people can feel
more confident in buying them, lend-
ers can feel more confident in loaning
on them and insurers can feel more
confident in insuring them. Fire insur-
ance for a home made of straw? ARE
YOU CRAZY?!! In fact, in looking
for loans for these homes, successful
applicants will describe them as “post
and beam structures with agricultural
infil” which is technically true.

I took the class and began meet-
ing more people in the local straw
bale community, which is consider-
able along the Colorado Front Range.
There are lenders, insurers, architects,
engineers, code officials, builders and
plaster contractors in this part of the

country familiar with this somewhat
esoteric building method. I spoke with
people from all these professions in
gathering information from which to
develop my inspection methods.

Without going too far into the
nuts and bolts, straw bale homes
are usually wood-framed post and
beam homes which use straw bales
as insulation and as a foundation
for the plaster. These homes used
to be plastered (inside and out) with
a stucco-cement mix, but time and
testing showed that earthen, lime (as
in powdered limestone) or a mixture
of the two provide the best plaster.

When plaster is applied directly to
well-packed bale walls, the result is a
very fire-resistant wall, since there’s lit-
tle oxygen inside the wall to fuel a fire.

Moisture is another issue, and
it’s important that the designer and
builder know what they’re doing...

NO FLAT ROOFS

NO PLUMBING PIPES IN THE
STRAW WALLS

KNOW HOW TO PROPERLY
SEAL WALL PENETRATIONS

The list is actually much lon-
ger, but that information and more
is available elsewhere.

The big fear connected with mois-
ture in the straw is the development of
decay fungus. In order to reproduce,
fungus release spores. High concentra-
tions of mold spores in indoor air can
cause health problems in those with lung
disease, compromised immune systems,
asthma or allergies. Because there is so
much food (straw) available for mold
consumption, the possibilities are scary.

An advantage to straw bale homes
is that the bales can absorb a /ot of wa-
ter before they reach the approximately
20% at which mold fungus become ac-
tive. Properly designed, built and main-
tained the chances of bad things happen-

ing can be relatively easily managed.

STRAW BALE INSPECTION

Inspecting these homes is truly
different from inspecting conventional
homes. Here are some of the questions
and requirements facing inspectors...

Preliminary legwork should in-
volve rustling up any original plans
and photographs taken during con-
struction. An inspector wants to find
out what’s behind the plaster.

e Where are the plumbing pipes?

e Is the first course of bales resting
on the floor?

* What caused those cracks?

* How the windows and doors flashed?
e What systems or components are
likely to fail disastrously?

* What design features will route wa-
ter to the straw bale walls?

e Did the plaster suffer freeze dam-
age before it cured?

Some bad homes have been built
and a bad straw bale home can be a
very unhealthy home. Older homes
are more likely than not to be suspect
because designing to control moisture
has not been well understood. In at-
tempting to keep moisture out of the
walls, many homes were more suc-
cessful at sealing moisture into the
walls... a bad situation when the walls
are full of straw.

The high liability in inspecting
these homes should be reflected in an
inspector’s contract language, in his
inspection methods and in his price.
When an inspection goes way bad,
everyone can wind up in court and
everyone loses, so the inspection of
a straw bale home is not a place to go
looking to save money.

To learn more about straw bale
homes, check out the Straw Bale Home
Basics page on the InterNACHI site at:

nachi.org/strawbalehomeba-
sics2006

Home Inspection Structural Problems:
Recommend a Contractor or Engineer?

By Kenton Shepard
Director of Green Building

Once structural problems are found
during the home inspection, the inspec-
tor will be faced with the decision of
whether to recommend a qualified con-
tractor or a structural or soils engineer.
The agent and the client may or may not
agree with the inspector’s decision.

The advantage to recommending the
engineer is safe for the inspector because
the engineer will assume all the liability,
and the client will get (arguably) the pro-
fessional most qualified to identify the
problem and recommend a solution.

The disadvantages are primarily
suffered by the client. Good structural
engineers are busy and may not be able
to respond quickly. They are also expen-
sive and although they may identify the
problem, they are most likely to recom-
mend a solution which protects them

from liability and cost will probably not
be their main consideration.

The advantage to recommending a
qualified contractor is that they will of-
ten evaluate the problem, issue a recom-
mendation and give you a price for cor-
rection... all for free! With an engineer,
the client only gets two out of three and
pays a lot of money for them.

There are very experienced con-
tractors available who are perfectly
qualified to evaluate problems, which
don’t require engineering calculations
or whose experience allows them to be
comfortable making decisions in situ-
ations, which might ordinarily require
engineering calculations.

The word “qualified” is very impor-
tant in picking a contractor. This is not a
situation in which someone should throw
a dart at the yellow pages. Unscrupulous
contractors may invent problems where
none exist because they want the work

or because they don’t understand what
they’re looking at. Homes are compli-
cated collections of systems and com-
ponents. Unqualified contractors may
make recommendations which address
the symptoms of a problem, but not the
fundamental problem itself.

I routinely recommend a founda-
tion contractor who’s been in the same
business for 40 years and who has an
engineer on his staff.

When I find roof trusses or engi-
neered lumber which have been im-
properly cut and it appears to me that
the alterations were not performed ac-
cording to engineered drawings, I al-
ways recommend a structural engineer.

The final choice in deciding
whether to recommend a contractor
or engineer will depend on the nature
of the problem and the relationships
and confidence the inspector, client or
agent has with local contractors.

Inspector Commercials Online

Watch commercials produced by
NACHITV for InterNACHI certified
home inspectors. Left picture, Moun-
tain States Commercial, for InterNACHI
member Kenton Schaff’s Mountain
States Property Inspections company.
Right picture, an American Home in-
spection commercial by John McKenna

More Commercials include:

A-Pro Home Inspection Services
commercial for Gene Dowell.

Commercial for Colorado’s Best
Home Inspections for Carlos McCluskey.

To see all the commercials go to
www.nachi.tv/videos

Kenton Schaff

Mountaln States Property Inspections

Mountain States Commercial 2
Commercial for InterNACHI mem-
ber Kenton Schaff’s Mountain States
Property Inspections company.

John McKenna
Amrican Home inspection
— i -

American Home Inspection
Commercial for American Home In-
spection by John McKenna

Be in Your Own
Online Comercial

Be in your own commercial pro-
moting your own inspection business.
NACHI.TV produces and hosts these
commercials online at no charge to
InterNACHI members. Members can
link to their custom commercials from
their own websites and even email the
link to potential clients and to local
real estate agents. Production, public-
ity and promotion are all free.

www.nachi.org/commercials

Watch the Mailbox

Look for the Home Head Start
Guide in your mailbox. With help from
companies like Home Depot, Glad,
DIRECTYV, Bowflex, Vonage, Budget,
ConnectUtilities, PODS, Domino’s
Pizza, Lamps Plus, Done Right, PRO-
LAB, Mayflower, Best Buy, Brinks,
Allied, Bank of America, and Clorox,
InterNACHI has created the Home
Head Start guide full of maintenance
reminders, home improvement advice,
advantages of having a seller inspec-
tion performed, home security tips,
and a moving checklist. Each guide
includes over $1,000.00 worth of gift
certificates and savings coupons of in-
terest to homebuyers and homesellers.
Nearly 1 million have been shipped to
consumers across the United States at
no charge and more are being mailed
every day.

www.nachi.org

Free Plumbing
Course

Take the online Plumbing Inspec-
tion course. The electrical course is
103 pages long and broken down into
15 chapters with hundreds of pictures.
In keeping with InterNACHI’s com-
mitment to continuing education, this
plumbing course is open and free to all
members and can be taken again and
again without limit.

www.nachi.org/education

House Bill 1217

House Bill 1217 provides a regime
to license Georgia’s home inspectors. I
am cognizant and respectful of the fact
that the advocates for the legislation
chose to use and were approved by the
Georgia Occupational Regulation Re-
view Council (GORRC). I have come
to believe that GORRC review should
be the initial threshold for the creation
of a new licensing board. I am also
aware that the private sector provides
several, voluntary professional orga-
nizations to achieve the goals of the
legislation. It is my preference that the
market—not the State-regulate as many
of our industries as possible. Thus, in
order to not supplant the good work of
the free market with taxpayer funds, I
VETO House Bill 1217.

Georgia Governor Sonny Perdue

COM

INSPECT
INCORPORATED

Comlnspect’s goal is to corner
the commercial inspection mar-
ket for InterNACHI members and
to provide InterNACHI members
with commercial inspection jobs,
forms, subcontractors, marketing
tools and free insurance.

www.nachi.org/comsop 21



A Candid Conversation About Making
Money in the Inspection Business
Inspector’s Quarterly Interview with Nick Gromicko

Despite the soft housing market
and weak U.S. economy, InterNACHI
inspectors are busier than ever. 1Q
contributing editor Erin Ondreka
recently sat down with Nick Gro-
micko, Founder of InterNACHI, the
International Association of Certified
Home Inspectors, to ask about how
his members are getting so much in-
spection work and how they are able
to raise their fee structures during this
real estate environment.

1Q: What’s the secret to success
for inspectors?

Gromicko: An understanding of
the concept of synergy. You have to do
a bunch of things correctly and at the
same time to make money in the in-
spection business. A simple example, a
technically strong home inspector who
is weak at marketing and technically
weak home inspector who is strong at
marketing will both struggle. Combine
technical and marketing strength and
all of a sudden you enjoy outrageous
success. Synergy is a miracle.

1Q: Sounds simple.

Gromicko: It’s not, especially the
marketing side of the equation. If it was
simple all inspectors would be rich.

1Q: Should inspectors really be
getting rich doing inspections?

Gromicko: Absolutely!  You
shouldn’t go into business to make
a good living. You should be mak-
ing a great living. If you are con-
tent to just make a good living, get
out of the inspection profession. You
are messing it up for the rest of us.

IQ: But not all inspectors are
good salesmen.

Gromicko: None of us have to be
salesmen. Consumers already want to
hire the best inspectors, but we can’t
have marketing material that conflicts
with our contention that we are the
best. Most inspectors have brochures
and websites that un-sell.

1Q: Un-sell?

Gromicko: Yes. They turn away
more potential clients than they bring
in. Most inspectors do more things that
un-sell their services than to sell them,
they just don’t know it. There is noth-
ing more heartbreaking than watching
an experienced, good inspector lose
jobs to his technically weaker com-
petitors over marketing.

1Q: Is that what InterNACHI
does? It markets for its members?

Gromicko: In part. It is true that
we are an unusual trade association
in that we spend our money promoting
our members as opposed to using our
member’s money to promote our asso-
ciation. But marketing, like education,
is only a subset of what we really do at
InterNACHI. We develop and provide
free success tools to our members.

1IQ: What is a success tool?

Gromicko: Anything that gives
the InterNACHI member a com-
petitive advantage. We give each

InterNACHI member thousands of

them for free. They add up until
their competitors die from death
by a thousand paper cuts.

1Q: Sounds like a war?

Gromicko: Business is a war.
InterNACHI not only provides the
inspector with the tanks, planes,
ships, guns, and missiles needed to
win, but to become a superpower in
their local markets.

1IQ: But aren’t many inspectors
more relaxed about their businesses
than that? If they get a call for an in-
spection they go do it and if not they
stay home.

Gromicko: Well then they must not
have families to feed. Set your alarm
clock for 7am, get up and go to work
whether you have an inspection or
not. Every day you should be inspect-
ing, learning, or marketing. Work like
your life depends on it, because it re-
ally does.

1Q: What is the biggest challenge
to the home inspection industry?

Gromicko: Fee structure. When
corrected for inflation, our indus-
try’s pricing has been going down
for the past 30 years while all along
our skill sets have had to expand
and our liability has increased. It’s
time we give ourselves a raise.

IQ: How can inspectors raise
fees when their competitors charge
so little?

Gromicko: It doesn’t matter
what your competitors are doing.
If you are swamped with work you
have to raise fees. Get so consis-
tently overbooked that you have to
choice but to start charging more.

1Q: How can inspectors get con-
sistently overbooked when there
are so few homebuyers and so many
homes listed for sale?

Gromicko: InterNACHI has given
its members the tools to get all the listing
inspections and foreclosure inspections
through our free MovelnCertified.com
program. We're catching all the inspec-
tions upstream, before any other inspec-
tors even hear about them. The reports
are then hosted on FetchReport, our free
report upload system, for all the potential
buyers and inspectors to view. Having
all the local buyers and investors in your
market reading your inspection report, a
real sample of the actual product you pro-
duce as a professional, captures all the
local buyers as well. The investor groups
love it because they can all view your
report online. Sellers often move locally
and so use you again to inspect the home
they are buying. We're really damming
up the stream so that very few inspections
trickle down into the open market.

1Q: But isn’t there a lot of liabil-
ity in having an inspection report
viewed by many potential buyers?

Gromicko: There is no extra li-
ability in giving hundreds of potential
buyers, who don’t ultimately buy the
inspected property, access to the re-
port. Only one buyer eventually buys
the property and from a liability stand-
point, it is better to inspect for the par-
ty moving out than the party moving
in. Your inspection report is the ulti-
mate brochure, and putting a copy it
in the hands of hundreds of potential
buyers about to hire a home inspector
is the ultimate in target marketing.

A Great Addition to Your Brochure

The following is something you
could add to the inside of your bro-
chure. It is a promise. Include a head-
shot pic of yourself looking straight
into the camera above the promise.
Also add your signature on a slight
angle below it. Few will actually read
the promise (word for word), but the
message will be conveyed none the
less. For example it could say:

Choosing the right home inspector
can be difficult. Unlike most profes-
sionals, you probably will not get to

meet me until after you hire me. Fur-
thermore, different inspectors have
varying qualifications, equipment,
experience, reporting methods, and
ves, different pricing. One thing for
sure is that a home inspection re-
quires work, a lot of work. Ultimately
a thorough inspection depends heav-
ily on the individual inspector’s own
effort. If you honor me by permitting
me to inspect your new home, I guar-
antee that I will give you my very
best effort. This I promise you.
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Inspected once, inspected right.

‘“Code Certified” Claims Lead to Problems

InterNACHI’s  attorney, Mark
Cohen, today issued a statement re-
minding InterNACHI members to be
cautious in advertising themselves as
“Code Certified” or “ICC Certified.”

Cohen’s warning comes in the wake
of a recent court ruling in which a home
inspector who marketed himself as “Code
Certified” was held liable to a customer
for misrepresentation after a local gov-
ernment determined that the home he had
inspected was not “up to code.”

Training offered by the International
Code Council (ICC) can be beneficial to
home inspectors, but Cohen says home
inspectors should be careful not to sug-
gest or imply that their home inspections
will ensure that the residence is in com-

pliance with all applicable codes. Codes
vary from one jurisdiction to the next,
and whether something is “up to code”
is often a judgment call made by a gov-
ernment employee. Unless an inspector
intends to warrant that the property is in
compliance with all codes, the inspector
should make clear in his advertising and
in his contract that the inspection seeks
to identify defects, but does not attempt
to identify code violations.

Cohen warns inspectors to use care
in advertising their services. “State-
ments contained in an advertisement
or on a website may form the basis for
subsequent claims of misrepresenta-
tion by customers who did not under-
stand the inspector’s role.”

Win a Daily Door Prize

Try to win a Daily Door Prize. Each new door prize is announced on the
message board and the first member who replies to the post wins and will be sent
the free door prize. Each thread will start with the words “Today’s Daily Door
Prize...” There is no cost to play or win. Over 1,000 prizes given away.

www.nachi.org/dailydoorprize

Free Phone
Notification

Make sure your auto phone noti-
fication works in MovelnCertified.
com. MovelnCertified homes have
been pre-inspected by InterNACHI
certified inspectors and the sellers
confirm that there are no major sys-
tems in need of immediate repair or
replacement and no known safety
hazards. The inspection reports are
hosted on FetchReport.com. The
listing and the phone notification
system are both free.

www.moveincertified.com

Free Plumbing Course

Take the online Plumbing Inspec-
tion course. The electrical course is
103 pages long and broken down into
15 chapters with hundreds of pic-
tures. In keeping with InterNACHI’s
commitment to continuing education,
this plumbing course is open and free
to all members and can be taken again
and again without limit.

www.nachi.org/education

Free Log Home Course

Take the online Log Home In-
spection course. The log home
course is 240 pages long and bro-
ken down into 13 chapters with
hundreds of pictures. In keeping
with InterNACHI’s commitment to
continuing education, this course
is open and free to everyone, even
non-members, and can be taken
again and again without limit.

www.nachi.org/education

Make sure you are listed in In-
spectorSEEK .com. InspectorSEEK.
com gets over 1.8 million consumer
hits a month. The biggest purchase
you’ll ever make deserves a certified
professional. InspectorSeek helps you
find InterNACHI certified inspectors
in your area (or the area of your new
property). By only listing inspection
professionals certified by the National
Association of Certified Home Inspec-
tors, you’ll be sure your property is
inspected by a professional who must
take a Standards of Practice Quiz, a
Code of Ethics Course, fulfill annual
continuing education requirements and
pass an inspection exam every year.

www.inspectorseek.com/

Free Real Estate
Presentations

Download the real estate presenta-
tions. They are the best PowerPoint presen-
tations in the inspection industry. All free.

www.nachi.org/presentations

Insurance Discounts

Check out InterNACHI’s insur-
ance discounts. InterNACHI members
save thousands of dollars on GL, E&O
and other types of insurance.

www.nachi.org/insurance

Website of the Week

Check out the Inspector’s Web-
sites of the Week. You can review all
the winners over the past several years.
Compare their sites to yours.

www.nachi.org/websites

Free Photo Gallery

Check out the photo web gallery.
InterNACHI's Community Web gal-
lery allows you to browse through
PICs of defects found on actual in-
spections at no charge.

www.nachi.org/gallery 2



Do Well by Doing Good
Sponsor NACHL.TV

NACHI.TV’s mission is to edu-
cate, train, inform and entertain in-
spectors. NACHL.TV operates solely
on the generous donations of inspec-
tors and inspection industry vendors.

The Ultimate Inspection Vehicle
(UIV) is exhibited at many inspec-
tion events in North America and is
featured on upcoming episodes of
NACHITV. It can be your vehicle
to success. No one generates atten-
tion for your product or service like
NACHI.TV model Paige Peters and
NACHI.TV’s Ultimate Inspection Ve-
hicle. If you have a product or service
you would like nearly every inspector
to learn about, please consider one of
our available sponsorships. Most in-
clude a free show about your product
or service which NACHI.TV will film,
edit, produce and host for you at no
extra charge. Most include NACHI.
TV passing out your literature at
many major inspection events across
N. America. All include free links on
NACHI.TV, a show watched by tens of
thousands of inspectors every week.

Replacing a Roof?
Having a New Home
Built? Remodeling a
Bathroom? Adding a
Deck?

We will make sure your contractor
does it the right way!

Have one of our local, indepen-
dent, certified inspectors stop by and
check to see that the work is being
done properly, before its too late. The
inspector can also approve the com-
pleted job before you make the final
payment to the contractor.

Reasonable rates: No more than
a few hundred dollars per visit to
have a third-party, certified inspec-
tor look at your project.

OverSeelt Inspectors
Offer a Variety of
Services:

* Project and contractor oversight.
» New construction phase inspections.
* Final walk-through inspections.

e 1 year builder warranty inspections.
e Annual inspections for home and
commercial property owners.

e Investor consulting.

e Pre-listing, seller inspections.

e Foreclosure inspections.

e Insurance inspections.

* Home inspections.

Have one of our local inspectors
stop by and check up on your construc-
tion project or perform a maintenance
inspection of your home.

Contact your local, independent
inspector today to discuss your needs
or ask our experts online at www.
AskNACHI.org (free service)

OVERSEEIT.CcOM

Inspection Tips and
Techniques

InterNACHI Trainer, Joe Far-
setta, gives inspectors tips and
techniques that they may not have
thought of on inspections.

www.nachi.tv/episode42

Is Your Inspector a Certified Home Inspector?

Licensing of home inspectors only
sets a minimum standard. Much like
being up to code, any less would be
illegal. Imaginary people, children,
psychics (who claim to “sense” if a
house is OK) and even pets can be
home inspectors. Other home inspec-
tion associations have no entrance re-
quirements and worse, encourage their
candidates to go out and perform actual
inspections for poor, unsuspecting con-
sumers as the only way to achieve full
membership. InterNACHI finds this
practice unconscionable. That is why
InterNACHI front-ends its membership
requirements. We turn down more than
1/2 the inspectors who want to join be-
cause they can’t pass our exam or fulfill
our membership requirements.

InterNACHI inspectors have to:

* Pass InterNACHI’s Online Inspector
Examination every year with a score of
80 orbetter. (This general ,not association-
specific exam is open and free to all).

e Complete InterNACHI’s online Eth-
ics Obstacle Course. (This open book
Ethics course is open and free to all).

e Take InterNACHI’s online Stan-
dards of Practice Quiz (This open
book Standards of Practice quiz is
open and free to all).

» Sign and submit an Affidavit.
 Adhere to the Standards of Practice.
e Abide by InterNACHI’s Code of Ethics.
 Continue learning (24 hrs/yr) as per Inter-
NACHTI’s Continuing Education Policy.

* Maintain a member Online Continu-
ing Education Log (free) as per Inter-
NACHTI’s Continuing Education Policy.
e Submit 4 mock inspections to Inter-
NACHI’s Report Review Committee
(free) before performing their first home
inspection for a client (if never per-
formed a home inspection for a fee).

* Loginto NACHIs educational message
board (within 10 days after joining).

e Complete InterNACHI’s comprehen-
sive online Standards of Practice course
(free) (within 30 days after joining).

e Complete InterNACHI’s online

Structural course (free) (before or
within 30 days after joining).

e Complete InterNACHI’s comprehen-
sive online Plumbing course (free) in-
cluding all the quizzes within and pass its
final exam (within 45 days after joining).
e Complete InterNACHI’s comprehen-
sive online Electrical course (free) includ-
ing all the quizzes within and pass its final
exam (within 45 days after joining).

e Complete InterNACHI’s compre-
hensive online Safety course (free)
including all the quizzes within (Be-
fore or within 45 days of joining).

e Complete InterNACHI’s comprehen-
sive online Roofing course (free) includ-
ing all the quizzes within and pass its fi-
nal exam (within 60 days after joining).
e Apply for a membership photo I.D.
(free) (Within first 3 months after joining).
e Complete InterNACHI’s online
Vermiculite Insulation mini-course
(free) including all the quizzes (with-
in first 6 months after joining).

e Complete InterNACHI’s online
Polybutylene Plumbing mini-course
(free) including all the quizzes (with-
in first 6 months after joining).

e Complete InterNACHI’s online
Water Heater TPR Valve Dis-
charge Piping mini-course (free)
including all the quizzes (within
first 6 months after joining).

e Complete InterNACHI’s online
Emergency Exit mini-course (free)
including all the quizzes (within first
6 months after joining).

» Re-take and pass InterNACHI’s Online
Inspector Examination, every year (free).
e Complete InterNACHI’s online Log
Home course (free) including all quizzes
within and pass its final exam (before or
within first 18 months after joining).

e Complete InterNACHI’s online Green
Building course (free) including all quiz-
zes within and pass its final exam (before
or within first 18 months after joining).

e Complete at least 8 hours of advanced
or beyond Standard of Practice course-
work (reasonable exceptions apply) (be-

fore or within 2 years after joining).

» Attend at least one chapter meetings
or educational seminars every two
years (reasonable exceptions apply).

* Have access to Inspector’s Quar-
terly, delivered to their doorstep.

» Have access to InterNACHTI’s free visual
aid inspection frames to help them learn.

* Have access to InterNACHI’s free li-
brary for improving their inspection skills.
e Have access to InterNACHI’s
message board for exchanging in-
formation and tips.

e Have access to InterNACHI’s
What’s New section so they can keep
up with the industry.

* Have access to InterNACHI’s spe-
cific-topic advisory boards.

* Have access to Dear InterNACHI
for detailed advice.

e Have access to a time-tested
Agreement which keeps them (and
you) away from lawsuits.

* Have access to InterNACHI’s Re-
port Review/Mentoring service.

e Submit passport photos for their
membership I.D.

* Have access to InterNACHI’s free
online inspection courses.

» Have mock inspections reviewed before
performing their first fee paid inspection.
e Carry E&O insurance (if the state
requires it).

* Have access to a real estate agent
hold harmless clause.

» Have access to InterNACHI University.
* Have access to The InterNACHI Mall.
* Have a consumer hot-line for clients.
* Have access to an Arbitration and
Dispute Resolution Service.

» Have access to a Client Satisfaction Survey.
* Have access to InterNACHI Wiki.
* Have access to educational shows
on NACHL.TV.

So the next time you need to refer
your clients to home inspectors, make
sure they are members of InterNACHI
and never use a candidate or associate of
any association. InterNACHI, America’s
elite home inspection association. =

10 Quick Tips for a Better
NACHI. TV Commercial

By Chris Morrell
NACHILTV Production Designer

A home inspector should always
know how to present him or herself pro-
fessionally to clients, real estate agents,
et cetera. But sometimes, when the
camera turns on, even a confident home
inspector can lose his or her composure
and come off as uncomfortable, unsure
and maybe even unqualified. Here are
ten tips to help you look good in front
of a camera. Many of them can also help
you interact with people on the job.

Preparing for the Shoot

When dressing for your NACHI.
TV commercial, avoid wearing green.
We use a green screen to superimpose
your video on to a different back-
ground. If you’re wearing clothes that
are similar to the color of our green
screen, it will be hard for us to remove
the screen without also removing part
of your body. You should also avoid
wearing stripes (particularly tight
ones), bright red, or all white/black as
these generally look bad on screen.

Get a haircut a few days before the
shoot, and consider having your clothes
professionally cleaned and pressed. You
want to look as professional as possible
and having wrinkle-free clothes and a
fresh haircut can do wonders. Also, if
you are a man, shave as close to the
shoot as possible (you might even want
to consider bringing your razor to the
shoot and shaving there).

Try to write a basic script before-
hand, so you have a general idea of what
you want to say during your commer-

cial. We’ll help you refine your script
when you get to the shoot, but the more
comfortable you are with the material,
the better it will sound when recorded.
If you have a camcorder (or even a
cell phone with video capabilities) take
some time to practice being on camera.
We typically look and sound different
when recorded, and getting comfortable
with those differences before your shoot
will translate to a better commercial. If
you don’t have a camcorder, practicing
in front of a mirror is very similar.
Actors, actresses, singers and other
performers often do vocal warm ups
before a show. As silly as this may feel,
having a confident and commanding
voice can really help you connect with
your commercial’s viewers. It doesn’t
need to be much: clear your throat,
open and close your mouth a few times,
and maybe try a few tongue twisters
from your childhood. What’s most im-
portant is that you prepare yourself to
speak clearly and with confidence.

During the Shoot

Try toavoid nervous stops and starts like
“um” or “uh” (or for those younger inspec-
tors, “like”). It’s OK to have a short pause in
your speech. In fact, it will often help your
audience by giving them a moment to more
fully take in your last sentence. On the other
hand, if you find yourself very comfortable
speaking on camera, avoid rambling. You
want to be clear and concise without your
speech being stop-and-go.

The camera will tend to cloak subtle
movements and weaken posture. You
will have to go a little bit over-the-top
for things to look right on film. Be sure

to stand tall with your shoulders back.
Plant both feet solidly on the ground,
and avoid rocking from one side to the
other. If you don’t know what to do with
your hands, try holding a tool that you
use during an inspection (such as a clip-
board, PDA, or IR camera) or standing
with your hands behind your back (simi-
lar to the military parade rest position).
Don’t lean on the set. Be expressive in
your movements when they’re inten-
tional, and avoid nervous movement
such as tapping your feet, rocking, or
fussing with a prop. In general, try to
be confident in your stance like you are
confident in your inspections.

Eye contact is important, even when
you're looking at the lens of a camera.
Look directly at the camera to show that
you are engaged and ready to demonstrate
your prowess as an inspector. Try not to
look down between sentences (unless
you’re reading from a script) as this can
convey shyness and a lack of confidence.

SMILE. Remember, your clients
want to feel like they can trust you and
be comfortable asking you questions
about the biggest purchase of their
life. If you are relaxed, comfortable
and happy, your potential clients will
be relaxed, comfortable and happy
while watching your commercial.

In the end, the most important thing is
to be yourself. These tips should help you
prepare, but if you over-think things you
might start second-guessing every word
and every movement you make on cam-
era. Before your shoot, take a moment to
remind yourself that you’re a great inspec-
tor and that people ought to hire you. Take
a deep breath, smile, and say, “take one.”=

Free Inspector Library

The Library is fairly simple. Visit
the request form to make a selection.
A list of available library selections
are listed in the drop down menu titled
“Lending Library Selections” in the
request form. The request form will
capture a valid credit card as a deposit
on your selection to guarantee its re-
turn. More selections including videos
and CDs are being added to the library.
A new twist that we will be imple-
menting soon is “Pay it forward.” If
there is a waiting list for your selec-
tion, the first member that requests the
selection will get forwarding labels to
the next member and so on until it is
returned to the library. The member
will pay for the shipping to the next
member or back to the library. This
reduces the shipping costs of the li-
brary and reduce the waiting time for
members. You only pay for shipping.
The books and videos are free.

www.nachi.org/library

Inspedorlomfor.\.m

Make sure you are listed on In-
spectorLocator.com. InspectorLo-
cator.com searches for inspectors
based on what inspection services
they offer such as: chimneys, com-
mercial buildings, energy loss, [AC2
certified inspectors, lead paint, log
homes, mold, new construction, pools
and spas, pre-listing, radon, septic,
stucco/EIFS, thermal imaging, water
quality, W.E.T.T. and WDO/insects.
Agents love InspectorLocator.com
because they can find one inspec-
tor who does everything they need.
There is no cost to be list your ancil-
lary services on InspectorLocator.com

www.InspectorLocator.com

Free Commercial
Inspection Agreement

Use the Commercial Inspection
agreement between Inspector and
Client. This agreement was designed
to be used in all 50 states and all
provinces of Canada. This agreement
was designed to be used in conjunc-
tion with InterNACHI’s Professional
Services Contract between Inspector
and Consultant which should be used
when hiring a team to perform com-
mercial inspections. This agreement
is copyrighted and for InterNACHI
member use only. Members can
download it at no charge.

www.nachi.org/comsop

Free Mold Waiver

Many home inspectors create po-
tential problems for themselves be-
cause the client does not understand
what the inspection will cover. For
this reason, InterNACHI encourages
inspectors to always have the cli-
ent sign the InterNACHI Agreement
(between inspector and client) that
specifies what the inspector is going
to do. Mold causes health problems.
So if the inspector notices mold or
moisture or if the inspector learns
that mold mitigation has taken place
in the past and the client doesn’t
want to order mold testing, the in-
spector might consider having the
client sign a separate waiver of mold
testing. The mold waiver is free.

www.nachi.org/moldwaiver

Interactive Tutorials

Take InterNACHIs tutorials. In-
terNACHI Interactive Tutorials can
help you learn to use InterNACHI.
org better. They are interactive vid-
eos that show you how to use dif-
ferent features of nachi.org more
effectively. They are free.

www.nachi.org/interactive-tutorials
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Home Inspection
Websites

The home inspection business is
different than most any other business
in that you (the home inspector) never
meet your client until AFTER you are
hired. That’s right, when you get out
of your truck at the inspection site
and introduce yourself to your client
he/she has already hired you. There is
almost no salesmanship involved in
the home inspection business. Suc-
cess relies almost solely on market-
ing. But where should an inspector
market? Well, a home inspector’s
clients are nearly always home buy-
ers. And many of these home buyers
are nicely all in one place... online.
They are online touring new homes,
researching schools, e-mailing their
real estate agents, shopping for mort-
gages and looking for home inspec-
tors. And since you will not have an
opportunity to sell your inspection
services in person, it is important
that your website be capable of doing
your selling for you. To a potential
client, your website is a sample of
what you and your report are going to
be like. It makes little sense to drive
traffic to a website that doesn’t repre-
sent you well. The door to your web-
site is your homepage. It is the most
important page of your website. Most
of your visitors will never even click
through to your other pages if your
homepage doesn’t make them want
more. As a home inspector you might
work on some of the most expensive
real estate in the world, but no home
is as valuable per square foot as your
own inspection website’s homepage.
The right homepage can generate
you many thousands of dollars in
inspection business, if it is designed
correctly. You only get one chance
to make a good first impression.
Make sure your site doesn’t un-sell
your inspection services.

Learn more at...

www.nachi.org/brutal

Free online
“Inspecting Foundation Walls
and Piers” course

www.nachi.org/education

The Biggest
Announcement in
Inspection Industry
History!

InterNACHI is pleased to an-
nounce the launch of the inspection
industry’s super project. With support
from PRO-LAB, Home Inspector Pro,
FREA, IAC2, NACHI.TV, and 2 na-
tional Cable TV companies, a new hi
def studio is being built within a 5,000
sq. ft warehouse in Boulder, Colorado.

The studio will be used to devel-
op advanced educational shows for
the inspection industry using actual
mockups of both residential and com-
mercial systems and components.
Consumer-level shows of interest to
real estate agents, investors, buyers
and sellers will also be developed
here at the same time and will include
commercials that tout InterNACHI
inspectors exclusively. These shows
will be delivered into homes and real
estate offices across North America
by way of Cable TV and internet us-
ing the Pluto Network (coming soon)
under the brand “Inspector Channel.”
The advanced educational shows will
be delivered online under the brand
“HI Experience.” Each episode will
be filmed at the same time but then
edited into two mirror versions; a
consumer/agent targeted version
for Cable TV which promotes Inter-
NACHI inspectors and an advanced
technical version for InterNACHI
member’s educational purposes.=

Seller Inspections

Send a seller inspections letter to
all your local sellers. Advantages to the
seller: The seller can choose a certified
InterNACHI inspector rather than be
at the mercy of the buyer’s choice of
inspector. The seller can schedule the
inspection at the their convenience. It
might alert the seller of any items of
immediate personal concern, such as
radon gas or active termite infestation.
The seller can assist the inspector dur-
ing the inspection, something normally
not done during a buyer’s inspection.
The seller can have the inspector cor-
rect any misstatements in the inspec-
tion report before it is generated. The
report can help the seller realistically
price the home if problems exist. The
report can help the seller substantiate a
higher asking price if problems don’t
exist or have been corrected.

Aseller inspection reveals problems
ahead of time which might make the
home show better, gives the seller time
to make repairs and shop for competi-
tive contractors, permits the seller to at-
tach repair estimates or paid invoices to
the inspection report and removes over-
inflated buyer procured estimates from
the negotiation table. The report might
alert the seller to any immediate safety
issues found, before agents and visitors
tour the home. The report provides a
third-party, unbiased opinion to offer
to potential buyers. A seller inspection
permits a clean home inspection report
to be used as a marketing tool.

A seller inspection is the ultimate
gesture in forthrightness on the part of
the seller. The report might relieve a
prospective buyer’s unfounded suspi-

cions, before they walk away. A seller
inspection lightens negotiations and
11th-hour renegotiations. The report
might encourage the buyer to waive
the inspection contingency. The deal
is less likely to fall apart the way they
often do when a buyer’s inspection un-
expectedly reveals a problem, last min-
ute. The report provides full-disclosure
protection from future legal claims. Use
the free sample letter sellers.

Sample letter for inspectors to
send to home sellers:

Dear Mr. Homeseller:

I am Joe Goodinspector of ABC
inspections and I noticed you are sell-
ing your home. I am writing to encour-
age you to contact me about inspecting
your home before any more potential
buyers tour it. The advantages of hav-
ing it inspected now are many:

You can have me, a certified In-
terNACHI inspector, do the inspec-
tion rather than be at the mercy of the
buyer’s choice of inspector.

You can schedule the inspection
with me at your convenience.

1 might be able to alert you to any
items of immediate personal concern, such
as radon gas or active termite infestation.

You can assist me during the in-
spection, something normally not done
during a buyer’s inspection.

You can correct any misstatements in
your inspection report before I generate it.

The report can help you realistical-
ly price your home if problems exist.

The report can help you substanti-
ate a higher asking price if problems
don’t exist or have been corrected.

My report will reveal problems
ahead of time which...
* might make your home show better.
e gives you time to make repairs and
shop for competitive contractors.
e permits you to attach repair estimates
or paid invoices to the inspection report.
e removes over-inflated buyer procured
estimates from any future negotiations.
My report might alert you to any
immediate safety issues found, before
agents and visitors tour the home.
My report provides a third-party, unbi-
ased opinion to offer to your potential buyers.
A seller inspection permits a
clean home inspection report to be
used as a marketing tool.
A seller inspection is the ultimate
gesture in forthrightness on your part.
My report might relieve prospec-
tive buyer’s unfounded suspicions, be-
fore they walk away from your home.
A seller inspection lightens nego-
tiations and 11th-hour renegotiations.
My report might encourage your buy-
er to waive the inspection contingency.
Your deal is less likely to fall apart
the way they often do when a buyer’s
inspection unexpectedly reveals a
problem, last minute.
My report provides you with full-dis-
closure protection from future legal claims.
I would like to talk with you in per-
son to explain how I can help streamline
your real estate sale. Of course I always
stand ready to inspect the home you are
buying as well. Please contact me.
Joe Goodinspector
ABC Inspections
(123) 456-7890

www.nachi.org/sellerinspections
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Realtor

800.400.8679 ext 161.
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Don’t miss out on a unique opportunity to become a Moisture Free Certified Roof Inspector to:

Eam Greater Income

Offer Additional Unique Products & Services

Differentiate Your Business

MoistureFree Warranty Corporation is a leading warranty company protecting thousands of stucco
homeowners from moisture intrusion with the nationally recognized MoistureFree Warranty,
MoistureFree has trained and certified hundreds of independent inspectors on how to properly
inspect stucco homes with an 8-hour DVD training program.

With consumers demanding more protection, MoistureFree has created the MeistureFree Roof
Performance Warranty for existing asphalt & composite roofs. In order for consumers to acquire
this unmatched protection, a Meisture Free Certiffed Roof inspector must conduct an inspection,
which typically occurs during a traditional home inspection. MoistureFree Certified Roaof
Inspectors can now offer their clients a FREE 90 Day Roof Warranty. MoistureFree has created a
2-hour DVD training program to learn additional roofing knowledge and inspection techniques.

“I recently had a deal fall apart because my buyer had a concern with the age of the roof and the
seller was not willing to negotiate the cost of a new roof. [ conld have provided my buver peace
of mird with a $295 (2} Year Roof Warranty and closed this deal. How do 1 find a MoistureFree
Certified Roof Inspector near me? "

Coldwell Banker-NC Realtor

Not an InterNACHI member? Become a MoistureFree Certified Roof Inspector NOW and geta
FREE One Year Membership to InterNACHT and enjoy all the extensive benefits,

To learn more and sign on, visit www.moisturefreeinspections.com or call

20306 Morth Mam Street
Comelius, North Carolina 28031
B0 4008679 Fax 704,896, 3426

woww miotsturefreeroof, com & www moRiure ireinspections. coni

Free Web
Commercial
Production for
InterNACHI
Members

Working in cooperation with
NACHI chapters across the country and
Canada, NACHI TV will produce and
host your very own online commercial
at no charge. Members can link to their
custom commercials from their own
websites and even e-mail the link to
potential clients and to local real estate
agents. Click here for more information,
or drop us a line at fastreply @nachi.org.

Business Need a
Boost?

Check out our newly-updated Suc-
cess Tips section, chock-full of strat-
egies, ideas and suggestions to help
give your business a boost.

www.nachi.org/success

Add the MovelnCertified report
download box to your website and
add value to your pre-listing home
inspections by offering Move In Cer-
tification. If you are using your own
web site for MovelnCertified clients,
you can use the following form to let
your clients download MovelnCerti-
fied reports directly from your site.
Simply copy the HTML code to a
page on your site and you’re set.

moveincertified.com/sitewidge

“You inspected my house 76
days ago, and now the heater
doesn 't work!"

100-day limited home
warranties for home
inspectors

Mountain

WWW. mountainwarranty.com

Worldwide Directory
of Inspectors to Top
1 Billion Pages

InterNACHI is working on expand-
ing NACHI’s current North American
Directory of Inspectors to cover the
globe. The multi-language site will in-
crease to over a billion pages in length.

The North American Directory of
Inspectors is already millions of pages:

www.nachi.org/directories

Upcoming
Advertising
Campaign

MovelnCertified has an up-
coming radio campaign. We’ll be
playing ads that reach approxi-
mately 10 million listeners around
the country on over 1500 radio sta-
tions. We’ll be playing radio ads
in: Arizona, California, Colorado,
Connecticut and many more.
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For $99
You Get
the Largest
Library of
Inspection
Narratives

We’re pleased to announce the
release of the InterNACHI Inspec-
tion Narrative Library.

In addition to the direct inspection
experience of the author and various
other inspectors, these narratives were
developed from a variety of sources
including the International Residential
Code (IRC), technical data sheets and
systems specifications from various
manufacturer’s associations, installa-
tion manuals for a variety of building
products and various building science-
related sites. Narratives are worded with
safety in mind, code is not quoted.

In many instances, an effort has
been made to include both long and
short narratives describing the same
condition in order to allow inspectors
some choice in how they present their
reports. Where appropriate, narratives
are included which give the inspec-
tor a choice between recommending a
structural engineer or a qualified con-
tractor for a particular condition.

Install these editable narratives into
your inspection software and let them
save you time and make you money! In
addition to reducing the amount of time
you spend filling out reports, the quality
of your reports will improve and you’ll
enjoy greater protection from liability.

This library is the world’s largest
collection of dedicated, industry-savvy
General Home Inspection narratives.
With just a click of your mouse, you
can describe both proper and defective
conditions, provide key component
descriptions for all the home systems,
and their accessible components in
homes both old and new.

Designed to comply with the Stan-
dards of Practice of all major profession-
al Home Inspection organizations, these
narratives are based on generally-ac-
cepted current building standards, actual
inspection experience and research from
a wide variety of sources. Authored by
Certified Master Inspector/profession-
al writet/NACHIL.TV advanced edu-
cation co-host Kenton Shepard, this
library can save you years of writing
and editing your own narratives!

“Other libraries have narratives
that are way too short. Other’s have
narratives that are way too long. Like
Goldilocks once said... this one’s just
right! Many thanks to Kenton for his
years of work on this project.” Nick
Gromicko, Founder of InterNACHI.

Kenton also wrote this book for
the ICC and InterNACHI’s Green
Building Course.

Watch for updates on the Gen-
eral Home Inspection narratives and
specialized libraries on subjects like
Commercial, Log Home and Green
Building inspections to become
available in the near future.

The narrative library, 3 years
in the making, is available now.
Place your order now. Just $99
(regularly $595) and save $496.

Works well with all industry-
leading inspection reporting sofware.

www.nachi.org/narratives

Inspection Excellence through
Education and Camaraderie

[ . .

Just as iron sharpens iron,
one man sharpens another.”
Proverbs 27:17.

Members of the International As-
sociation of Certified Home Inspectors
(InterNACHTI) are the most educated and
best trained inspectors in the world and
InterNACHI is committed to keeping it
that way. Toward that end InterNACHI
has taken steps to encourage member
pursuit and maintenance of inspection
excellence and we have accomplished
this without additional charge to mem-
bers. We believe that fees, like taxes,
deter professional development and that
the best way to encourage the continuing
education of our membership is by sup-
porting variety, accessibility and afford-
ability in educational options.

InterNACHI members start off
by fulfilling certain requirements be-
fore they can even apply for mem-
bership. They have access to the In-
terNACHI University, which is free.
InterNACHI’s Ethics Obstacle Course
is open-to-all and free. InterNACHI’s
photo web gallery of defects is the larg-
est in the world, open-to-all and free.
InterNACHI’s online visual aid frames
library is the largest in the world, open-
to-all and free. InterNACHI’s online
exam preparation tool, with a pool of
over 2,500 multiple choice questions
and answers, is the largest in the world,
and free. InterNACHI’s online search-
able inspector glossary is the largest in
the world, open-to-all, and free. Inter-
NACHTI’s Standards of Practice quiz,
which reveals where an inspector may
be veering, is self-evaluating, open-to-
all and free. InterNACHI’s online con-
tinuing education is free. InterNACHI,
far more than any other source, provides
educational events around the world,
open-to-all, and free. InterNACHI re-
fuses paid advertisements to enhance
trust in our information. InterNACHI’s
lending library is free. InterNACHI’s
interactive photo message board, with
over 500,000 topics, is the industry’s
largest, most popular, very educational,
that are open-to-all, and free. Inter-
NACHTI’s online Inspector Examina-
tion, with over a trillion different ver-
sions, taken over 185,000 times, and
which generates a custom inspector-

weakness pie chart upon completion,
is graded instantly, open-to-all, and
free. InterNACHI’s 1-day HVAC, mold
and electrical seminars are open-to-all
and free to members. InterNACHI’s
message board protects free-speech so
visitors can determine the truth. Inter-
NACHI publishes Dear InterNACHI
online which gives detailed answers to
specific inspection-related questions, is
open-to-all, and free. InterNACHI pro-
vides product recall alerts. InterNACHI
operates the Consumer Information
Center. InterNACHI publishes What’s
New, an online inspection industry
update that is open-to-all, and free. In-
terNACHI’s 1/2 day mock-inspections
of actual homes provide true hands-on
training and are free.

InterNACHTI’s Polybutylene Plumb-
ing course is free. InterNACHI’s Com-
mercial Standards of Practice is free.
InterNACHI’s Green Building course
is free. InterNACHI's Log Home
course is free. InterNACHI’s local
chapter meetings typically present
technical speakers, are open-to-all,
and free. InterNACHI provides re-
port review services for free. Inter-
NACHTI’s Safe Practices for the Home
Inspector course is free. InterNACHI’s
Plumbing Inspection course is free.
InterNACHI’s annual convention
is very educational with 3 days of 6
continuous running classes, all free.
InterNACHI’s Vermiculite Insulation
mini-course is free. InterNACHI’s
TPR Valve Discharge mini-course
is free. InterNACHI's Emergency
Egress course is free. InterNACHI’s
mock, student, parallel, and ride-along
reporting forms are free. InterNACHI
operates a mobile classroom which
travels across North America provid-
ing education to home inspectors for
free. InterNACHI permits all outside/
for-profit continuing education pro-
viders to advertise their courses to
our members on InterNACHI’s web-
sites for free. InterNACHI maintains
a Question of the Day thread that is
open-to-all, and free. InterNACHI ne-
gotiates member discounts on nearly
every continuing education provider’s
courses. InterNACHI’s meetings dis-
tribute a wide variety of educational
literature to all for free. InterNACHI’s
staff, committee members, chapter

leaders, veteran members, special-ex-
pertise members, and advisory boards
are constantly helping members one-
on-one for free. InterNACHI members
typically provide fellow members with
free ride-a-longs on actual inspec-
tions. Over the years InterNACHI has
arranged for third-party providers to
offer our members online training for
free. InterNACHI employs some of
the world’s leading trainers and makes
them available to members for free.
InterNACHTI’s online roofing course
is free. InterNACHI’s online electrical
course is free. InterNACHI’s online
structural course is free. InterNACHI
does not charge for or unduly with-
hold approval of any organization’s
continuing education courses, even
those offered by other inspection as-
sociations. InterNACHI’s 215,000+
page website is itself very educational.
InterNACHI opened the first of six
actual House of Horrors in December
of 2005 which provides real hands-on
training. InterNACHLI is due to release
a virtual House of Horrors, an online
wood destroying insect course, and an
occupant hazard recognition primer,
and What’s Wrong Here? Panels, all
very educational and all free. Inter-
NACHI’s Online Inspector Examina-
tion’s main purpose, besides testing
competence, is to alert members to
their weaknesses. The same is true for
InterNACHI’s Code of Ethics obstacle
course, designed to alert members to
possible infractions. The same is true
for InterNACHI’s Standards of Practice
quiz, designed to alert members to areas
they are over and/or under inspecting.
All three are pre-application require-
ments and all free. NACHLTV is free.
InterNACHI even has online education-
al inspection-related crossword puzzles,
open-to-all and free of course.

A variety of accessible and afford-
able educational options encourage
and enhance the professional develop-
ment of all our members, but our most
precious educational tool is our spirit
of camaraderie. InterNACHI members
continue to pursue, achieve and main-
tain inspection excellence in an at-
mosphere of members helping fellow
members. Please join us in this spirit.

Nick Gromicko
Founder

IAC2 Mold Report
Writer

Order the IAC2 Mold Report Writer.
Cost: $200. Or just download the Report
Writer demonstration at no cost.

www.IAC.org

Free Electrical
Defects and Code
Violations Power
Point

Download the Electrical Defects
and Code Violations PowerPoint
presentations. They are free.

nachi.org/joetedescoppt2007

Free Inspection
Newsletter

Order an inspection newsletter.
NACHI occasionally sends out news-
letters with industry updates and infor-
mation about free events. Enter your
name and contact information below
to receive these periodic messages.
You can remove yourself at any time
by visiting our opt-out page, or you
will have the option to opt-out from
any message you receive from us.

www.nachi.org/opt-in

INC. or LLC.

One of the first decisions that you
will have to make as an inspection
business owner is how the company
should be structured. This decision
will have long-term implications, so
consult with an accountant and at-
torney to help you select the form of
ownership that is right for you. Learn
about incorporating. No charge.

www.nachi.org/inc

Free IAC2 Logo

If you are a member, use your
TAC2 logos.

www.iac2.org/logo.php

100-Day Limited Home Warranty
with Every Home Inspection

Protect your assets, build your
business, and satisfy your clients by
including a 100-day limited home
warranty with every home inspection.

Protect: The warranty provides
post-inspection liability protection—a
full and complete release from future
liability of any kind arising from the
inspection. The 100-day limited war-
ranty includes language that protects
you, the home inspector.

If a problem arises from the inspec-
tion, your client can submit a claim
to Mountain Warranty Corporation.
Mountain Warranty Corporation agrees
to provide a payment to your client for
the covered costs to repair or replace
the items listed in this warranty as be-
ing covered if any such items fail or
become inoperable during the term of
the warranty due to mechanical failure
caused by routine wear and tear, subject
to the terms, conditions, exclusions and
limitations of the warranty.

By submitting a claim and accept-
ing payment from Mountain Warranty
Corporation, the home inspector’s cli-
ent “fully and unconditionally releases
the home inspector, its agents, and em-
ployees, from any further liability of any
kind alleged to arise of the inspector’s

inspection of the property, regardless of
the legal theory employed, including all
claims whether known or unknown.”
After that, you’re legally protected.
Build: Build your business by in-
cluding a 100-day limited home war-
ranty with every inspection. Compet-
ing on price and service alone is no
longer highly effective because poten-
tial clients can get a competently per-
formed inspection somewhere else at
a lower price. To get more business,
an inspector needs to distinguish their
company from the competition. Ask
yourself, “What are the things that
makes my service different and unique?
What do I offer that my competition
doesn’t?”” You can make your com-
pany special in the eyes of your poten-
tial customers by offer something that
sets you apart from all your competi-
tors. Including a warranty from Moun-
tain Warranty Corporation with every
inspection and then marketing that
value-added service to your customers
can help you build your business and
gain a competitive advantage.
Satisfy: Satisfy clients who have
experienced problems with their
new home by including a 100-day
limited home warranty from Moun-

tain Warranty Corporation. Save
time and money by effectively di-
verting complaints away from you
and your busy schedule.

Home inspectors get the blame
when things fail or leak, or when de-
fects are discovered. Within the first
100 days after a home inspection, any-
thing can happen. On moving-in day
the dishwasher leaks, 99 days after
your inspection the roof leaks, 43 days
after your inspection the heater doesn’t
turn on, 78 days after your inspection
the sump pump won’t pump, 19 days
after your inspection the air condition-
er doesn’t work, 17 days after your in-
spection the main water shut-off valve
drips, 22 days after your inspection the
garage door opener doesn’t open, 38
days after your inspection the motor of
the jetted bathtub breaks, 85 days after
your inspection the water heater tank
leaks, 45 days after your inspection
the door bell doesn’t ring, 1 day after
your inspection the bath GFCI won’t
reset, 52 days after your inspection a
floor joist cracks, or on the very next
rain a downspout falls off.

For more information visit:

www.mountainwarranty.com

Free Green Building
Inspection Course

Take the online Green Building In-
spection course. Free and open to all.

www.nachi.org/green

Free Infrared
Addendum

Use InterNACHTI’s infrared adden-
dum. To be used when client requests
thermal imaging services.

www.nachi.org/iraddendum

Free General Liability
Insurance

Check out the free General Liabil-
ity insurance offer from FREA.

www.nachi.org/freegl

Mold Inspection

Download a standard mold inspec-
tion agreement template.

www.iac2.org/agreement

Correctlnspect.com
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Advanced

Inspection of
Crawlspaces

Online Video Course

The student will obtain an under-
standing of how to inspect a crawlspace,
including using personal protection equip-
ment, the InterNACHI Standards of Prac-
tice, an inspection checklist, suggested
report narratives and language, and defect
recognition. The student will watch and
learn how a Certified Master Inspector®
performs two on-site inspections of actu-
al crawlspaces, and how over 50 defects
are discovered and reported. The course
document includes suggested narratives
and language that can be used in writing
an inspection report. To learn more visit:

www.nachi.org/advancedcourses
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of the plate section
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Advanced Inspection
of Crawlspaces

Cracks in plaster or drywall
may indicate structural
movement or settlement.

The use ¢§lnfm rovd
camera alone’l§ not enough.

Kenton Shai:'érd <,

InterMNACH] Director of Green Bullding

water and structural
problems.

! -!_-Iynl-' of water flowin

A water leak cafch pgan :
should be instalied under
the water heater tank.

InterNACHI Standard Accessibility Inspection
Report for Existing Commercial Buildings

About this Accessibility
Inspection Report

Various laws around the world
require public accommodations to
provide goods and services to people
with disabilities on an equal basis
with the rest of the general public.
Businesses benefit from the patron-
age of all people. Those who own,
lease, lease out, or operate places of
public accommodation should have
as a goal the identification and reduc-
tion of physical barriers to this pa-
tronage. This inspection report will
help identify possible accessibility
deficiencies in existing facilities.

Most laws regarding accessibil-
ity only regulate new construction and
remodeling and do not oblige existing
building owners to reduce barriers if
such reduction is not readily achievable.
This report does not cover all of the pos-
sible local, state, provincial and federal
requirements regarding accessibility or
barrier reduction. The information pre-
sented within this report was derived
from a visual-only inspection of the
property and is intended solely as infor-
mal guidance, and is not a determination
of legal rights or responsibilities.

This report may be offered in con-
junction with a complete commercial
building inspection or offered as a sep-
arate, stand-alone inspection service.

Accessibility
Inspection Report

1. Parking
* 1.1 There are enough accessible
parking spaces (8 feet wide plus 5
foot access isle)
- Total number of parking spaces
- Number of accessible parking
spaces needed

* 1.2 The accessible parking spaces
are marked with the International
Symbol of Accessibility
* 1.3 The accessible parking spaces
are the closest spaces to the acces-
sible entrance of the building
* 1.4 The accessible parking spaces
have access aisles that are part of the
accessible route to the accessible en-
trance of the building

2. Route of Travel
e 2.1 There is a route of travel from
the accessible parking spaces to the
accessible entrance that does not re-
quire the use of stairs
* 2.2 The route of travel is at least 36
inches wide
2.3 The slopes on the route of travel are
not greater than 5% (1" rise/20” run)
e 2.4 The route of travel is stable,
firm and slip resistant
* 2.5 The curbs on the route of trav-
el include ramped curb cuts with a
width of at least 36 inches

3. Ramps
* 3.1 Ramps longer than 6 feet have
railings on both sides
* 3.2 Railings are sturdy and between
34 and 38 inches high
e 3.3 Ramps are stable, firm and slip
resistant
* 34 Thereis a5 foot long level land-
ing at the top and bottom of every 30
foot horizontal length of ramp and at
every ramp switchback

4. Entrance
¢ 4.1 The main entrance is accessible
or there is a ramp or a lift or an alter-
native accessible entrance
* 4.2 All inaccessible entrances have
signs giving directions to the nearest
accessible entrance
* 4.3 The accessible entrance door has
at least 32 inches of clear opening
* 44 The accessible entrance door has at
least 24 inches of clear wall space on the
pull side of the door, next to the handle

* 45 The accessible entrance door
handle is no higher than 48 inches
* 4.6 The accessible entrance door
handle is operable with a closed fist
(accessible to a person with limited
use of his/her hands)

5. Interior
e 5.1 The interior carpeting is low-
pile and tightly woven
* 5.2 There are no noted hindrances
to a person who uses a cane
* 5.3 The corridors are at least 36
inches wide
* 54 The corridors have wheelchair
passing spaces at reasonable intervals
(less than 200 feet) or intersecting corri-
dors that can be used as passing spaces

6. Restrooms
* 6.1 Public rest rooms include at
least one fully accessible rest room
on an accessible route of travel
* 6.2 The inaccessible rest rooms
have signs that give directions to ac-
cessible one
* 6.3 Pictograms or symbols are used
to identify rest rooms
* 6.4 Accessible rest room door han-
dles are no higher than 48 inches
* 6.5 Accessible rest room door han-
dles are operable with a closed fist
(accessible to a person with limited
use of his/her hands)

6.6 Accessible restroom doors can
be opened without too much force
(less than 5 1bs force)

7. Elevators

7.1 The passenger elevators are lo-
cated on an accessible path of travel

7.2 The passenger elevator doors have
a clear opening of not less than 36 inches

7.3 The passenger elevators have
wheelchair turning spaces that are at
least 68 inches wide by 51 inches deep

7.4 The passenger elevators have
controls that are not higher than 54
inches for side approach and not high-
er than 48 inches for front approach

www.nachi.org/accessibility

I NURIT 8000 .
M Wireless Palmtop Solution fﬂ;e
FREE! credit card systems to all Real Estate
Professionals nationwide with no upfront cash,
no four year lease, no application, activation or
service fees with no risk. Nurit 8000 wireless,
Virtual system online, Omni 3740 landline or
E-commerce for your website!

1.847.263.1292

info@creditcardsystemsforfree.com
Empowered Point of Sale, INC.
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Free AutoCorrect
Interactive Tutorial

Take the AutoCorrect tutorial for
report writing in WORD. It is free.

www.nachi.org

Free General

Liability Insurance
Exclusively for all
InterNACHI Members

BREAKING NEWS

FREA, the inspection industry’s
leading insurer, has agreed to give
FREE General Liability insurance to
all InterNACHI members who switch
their E&O to FREA in 2008.

It gets better... InterNACHI mem-
bers who currently have a membership
with FREA will receive the same offer
at the time of renewal in 2008.

It gets better... InterNACHI
members who do not require Gen-
eral Liability get a discount of $100
off their E&O premium instead.

The free General Liability is an exclu-
sive deal for InterNACHI members only.

Contact Ben Garrison, FREA’s
Vice President of Sales, for more
details about the free General Li-
ability insurance, exclusively for
InterNACHI members.

Ben Garrison

Vice President of Sales
1-800-882-4410 ext. 104
ben@frea.com
www.frea.com

Free Grounding and
Bonding Power Point

Download a “Grounding and
Bonding” PowerPoint presentation.

nachi.org/groundingbonding2007

Approved Universal
Four-Point Insurance
Inspection Form

Note: Citizens Property Insur-
ance made new changes to Inter-
NACHTI’s Universal 4-Point Insur-
ance Inspection form on August 24,
2007. Use this updated form!

Citizens Property Insurance offi-
cially approves InterNACHI’s Universal
Four-Point Insurance Inspection form:

www.nachi.org/4point

1.4 million copies of
Real Property Times

1.4 million copies of Real Prop-
erty Times® are being published and
sent to real estate agents and home
sellers across the U.S. and Canada.

Members of InterNACHI will be
able to order bundles of issues for
themselves to distribute. Members can
simply staple their inspection busi-
ness cards to the bottom right corner
and/or stuff their inspection business
brochure or flyer in as inserts.

Order your bundles of Real Prop-
erty Times® at:

www.nachi.org/rpt07

InspectorMALL.com

InterNACHI manages Inspector-
MALL.com where over 600 inspec-
tion industry vendors such as Hertz,
Avis and Staples offer exclusive In-
terNACHI deals and discounts that
you won’t find anywhere else.. Many
of the products and services in the
mall are totally free.

FindAnlnspector.us
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Hey, you got your InterNACHI in my HomeGauge!

HomeGauge has created a special version of our inspection report
software for InterNACHI Members. This special version includes the
InterNACHI residential inspection templates, the InterNACHI inspection
agreement and InterNACHI logo. It gives you all the benefits of HomeGauge
Software while keeping you on track with the InterNACHI Standards of
Practice. As an added bonus, the InterNACHI Commercial SOP Template is
available as an add-on for only $99 — no need to spend a thousand dollars
on separate software for commercial inspections!

Download your FREE copy at InterNACHIGauge.com

www.InterNACHIGauge.com ® 877-274-4299 e sales@HomeGauge.com
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Converting Every Call Into a Scheduled Inspection

By Nick Gromicko
InterNACHI Founder

Dear InterNACHI:

I spend a lot on marketing to get
my phone to ring. Callers often ask me
how much I charge. Then after I tell
them, they say “thanks” and hang up.
What can I do to get them to hire me?

The home inspection business is dif-
ferent than nearly every other business in
that you don’t meet your client until after
they hire you. It is all marketing (getting
your phone to ring) and almost no sales
(converting a phone call into a scheduled
inspection). The only time you get to sell
yourself is when the phone rings. You’ve
probably done a lot of marketing to get
your phone to ring. Don’t have it all go
to waste when the phone rings... convert
every call into a scheduled inspection.

Here are some tips to converting
(my word for turning a phone call into
a scheduled inspection).

1. At the tone, please hang up and
call my competitor.

Make sure someone who can convert
or sell is actually answering your busi-
ness phone. If your potential customers
are reaching voice mail, an answering
service, or an untrained employee or
spouse... you are probably not convert-
ing many of them into clients. Real estate
agreements limit the amount of time a
buyer has to schedule an inspection. Buy-
ers don’t have time to leave a message.
Try having your calls forwarded to your
cell phone and answer them yourself.

Many inspectors refuse to allow their
cell phone to interrupt them on an inspec-
tion. I think this is a mistake. The client
you are performing the inspection for is al-
ready sold. His money is in the bank. The
customer calling you, trying to schedule, is
new money. Get that new money.

When I first went into the inspection
business I had two cell phones. I had
one for new business. All my ads, fly-
ers, brochures, etc contained this phone
number. If it rang it was most likely new
business. I kept this phone with me on
my inspections and always answer it. I
had another phone for everything else.
On my home inspection report I would
include this second phone number (not
my new business number). That way, if
my client had a question they would call
my second number and leave my first
number free for new business.

Upon meeting a new client for the
first time (on an inspection) I would

ask “If my cell phone rings during the
inspection, would you mind if I an-
swered it?” Nearly all my clients gave
me permission to answer my cell phone
during the inspection. Because I only
carried my new business cell phone with
me on the inspection, calls that inter-
rupted an inspection were new business.

An added benefit: During a home
inspection, your client is still sizing you
up so to speak. Your client is wonder-
ing if they hired the right inspector. I'm
sure many of my clients thought “Gee,
this Nick guy looks too fat to fit in the
crawl space.” Having your cell phone
ring during an inspection shows your
client that others seek your services
and that you are in demand. If someone
calls you who is not new business just
explain that you are in the middle of an
inspection and will call them back. If
your wife calls you to bring home a gal-
lon of milk, just tell her in front of your
client “I'd love to do that inspection
for you, let me call you back.” But of
course if it is new business... book it!

2.1 am the town’s worst inspector
and I charge less to prove it.

“Hello, I'm looking to get a home
inspection. How much do you charge?”
You’ve probably received calls like this
before. Forgive them. Most buyers have
been pricing homes, shopping mortgage
rates, calculating payments, and adding
up closing costs. By the time they call
for a home inspection, they have “how
much ?” on their minds. Here’s how to
handle it... don’t answer the question.
Answer the questions they should be
asking. Tell them why you are the best
home inspector. Make the list long. Your
qualifications are not as important as how
many you have, so bust up your qualifi-
cations into many others. For instance,
don’t just say you are a member of In-
terNACHI. Say “I am a member in good
standing of the National Association of
Certified Home Inspectors, the world’s
largest home inspection association. I
pass InterNACHI’s Inspector Examina-
tion at least once a year. [ have taken In-
terNACHI’s Standards of Practice Quiz.
I have completed a InterNACHI’s Code
of Ethics Course. I have a signed affida-
vit on file with InterNACHI. I follow a
Standards of Practice. I abide by a Code
of Ethics. I fulfill 18 hours of continu-
ing education each year...” Throw in
anything else about yourself that you
can like “I am local and live here in...
I recently took a course on... I attended

InterNACHI’s seminar on.... I carry
insurance.... I work on Saturdays...
My reports are generated in... I use a
SureTest electrical meter when check-
ing... My good standing can be verified
by visiting FindanInspector.US... I have
performed...” When I was in business I
had a chalk board above my phone with
my list of reasons to hire Nick on it. You
should also develop your own script.
Ask the caller if they have a pen and pa-
per first. Then give the list slowly, as if
you are expecting them to write it down.
They will. And when you are done they
will end up with a list of reasons to hire
you in their own handwriting.

“Wow, I'm glad I called you, but
how much do you charge for a home
inspection?” If they ask again, ask them
a question back. Ask “How much does
the property list for?” Note: I always
ask how much a property lists for rather
than how much they are paying for it.
List price is public information, whereas
contract price isn’t until after the clos-
ing. The caller will think you have some
sort of formula whereby your pricing is
based on the price of the home. It may
be, but that is not the purpose of ask-
ing them what they are paying for the
home. The purpose of asking them how
much the house costs is to get them to
say the price. Force them to say it out
loud. Then repeat it back incorrectly so
they have to correct you and repeat the
price again. The purpose is to highlight
the drastic relative difference between
the amount the product you’re inspect-
ing (the home) and the amount you are
charging above your competitors. The
following is a sample conversation:

(Phone Rings.) Caller: “Hi. I'm
looking to hire a home inspector. How
much do you charge?”

Inspector: “I’d love to perform a
home inspection for you. Do you have
a pen and paper?”’

Caller: “Hold on. OK. I have a pen
and paper. Go ahead.”

Inspector: “Well, 'm a member in
good standing of the National Associa-
tion of Certified Home Inspectors. I pass
InterNACHI’s Home Inspector Exami-
nation at least once a year. I have taken
InterNACHI’s Standards of Practice
Quiz. I have completed InterNACHI’s
Code of Ethics Course. I have a signed
affidavit on file with InterNACHI. I fol-
low a Standards of Practice. I abide by a
Code of Ethics. I fulfill 24 hours of con-
tinuing education each year. [ am locally

owned and operated. I am available on
Saturdays. I just attended InterNACHI’s
seminar on mold. I carry $500,000.00
worth of Error and Omissions insurance.
I own and use a variety of meters such
as a SureTest electrical meter, a natural
gas leak detector and a digital carbon
monoxide detector. I have performed
over 400 home inspections. I have been
in business for over three years. I have a
strong construction background. I pro-
duce your report on-site, and I will do a
very thorough job for you.

Caller: “Wow. It looks like I
found the right inspector. But how
much do you charge?”

Inspector: “Well, how much does
the house your buying list for?”

Caller: “Two hundred forty nine thou-
sand five hundred dollars.” (The caller is
thinking: “he must have a formula”).

Inspector: “Two hundred forty five
thousand nine hundred dollars?” (Intention-
ally repeat it back to the caller incorrectly).

Caller: “No, not two hundred forty five
thousand nine hundred dollars, two hundred
forty nine thousand five hundred dollars.”

Inspector: “Oh, two hundred forty
nine thousand five hundred dollars?”

Caller: “Yes, two hundred forty
nine thousand five hundred dollars.”

Inspector: “Wow. Two hundred
forty nine thousand five hundred dol-
lars is a lot of money. (No matter what
a buyer is paying for a home, it is al-
ways a lot of money for them). You’d bet-
ter pay the extra $85 I charge above and
beyond my competitors and go with me.

Caller: “So you charge more than
your competitors?”

Inspector: “Yes. On average I
charge about $85 more than my com-
petitors. It will be the best $85 dollars
you ever spent. Of course if you want a
cheap inspector I know who my cheap-
est competitors are. I would be happy
to refer you to them, and of course you
can save even more money by waiving
the inspection. That would be free.”

Caller: “No. I am spending a lot of
money on this home and I want a good
inspection. If you are only $85 more
than your competitors, I don’t mind
paying a little extra. However, how
much do you charge?”

Inspector: “Do you have a fax num-
ber? I can fax you a proposal right now.”

Caller: “Yes. Fax it to (123) 456-7890.

Inspector: “OK. I'll fax it now.
When you get it call me back and we’ll
schedule the inspection.

Caller: “OK. I'll talk to you in a bit.”

Inspector: “OK, I'm faxing it now.”

At this point you should fax the call-
er a page that lists all your qualifications
again, your promise, your InterNACHI
Certificate of membership, your flyer,
and a bunch of letters of reference, pro-
vided you have procured these from past
clients. Note: You should always ask for-
mer clients for a written, even scribbled,
letter of reference. Request them from
your former clients by mail and include
a postage-paid envelope. Don’t stop fax-
ing until you run out of reference letters
or the phone rings.

(Phone Rings.) Caller: “You can
stop faxing. I really want to hire you.”

Inspector: “OK, the next page
coming thru is my bid.”

3. The tone of my voice should tell
you that I don’t want your inspection.
Potential customers use their senses to
make snap judgments about home in-
spectors. Over the phone the customer
can’t see you but can only hear. You
have no ability to communicate your
professionalism and enthusiasm visu-
ally. You only have your voice.

Tips for improving your voice:

Record your script and listen to your-
self. Ask other people to listen to it as well.

Hang a mirror near your script
and look into it when you answer the
phone. Use the mirror to make sure
you are smiling. Smiles can be sent
through the phone line.

Stand up when you answer the
phone. You’ll sound more energetic.

Modulate your voice pleasantly.
Try to get some resonance.

Try to sound as though you’re hap-
py the caller called.

Give your phone number or website
address slowly and repeat it twice.

And finally: When someone calls,
it is no time to be shy. If you provide a
good home inspection service you have
an ethical duty to allow as many of your
fellow citizens as possible to enjoy the
benefits of your good works. Convert!

Dear InterNACHI 1is offered to
provide detailed advice and possible
solutions to specific questions or prob-
lems. Obviously other solutions exist
and may be better suited for you and
your particular situation. E-mail Nick
to submit your specific problem for
publication. Your name will not be
used unless you give permission.

www.nachi.org/convert

Earn Money Taking Commercial Inspection-Related Pictures

Send pictures and get paid in-
stantly! We are developing a com-
mercial inspection text book and
need various pictures.

Send Nick Gromicko an e-mail to
nick.gromicko@nachi.org with: the
Picture Number. A picture depicting
what is described in the Picture De-
scription (attached pictures can be jpg
or gif and as large as possible but no
smaller than 800 X 600).

Your name (so that we can alert
others that the needed picture has been
procured by posting your name in Pro-
cured By right-hand column).

Your mailing address (so that we
can send you your payment shown in
the Pays $$$ column).

If you have several pictures of the
same Picture Description, send them all in
one e-mail so that we can choose the best.

Send only one e-mail per Picture De-
scription please, but as many pictures of
the same Picture Description as you like.

Don’t be shy. Send as many e-
mails as you like, one after another.
You are paid the Pays $$$ amount for
each one we accept (decide to use).

Don’t waste your time sending in a
picture that have already been procured.

If more than one picture of the
same Picture Description is e-mailed
to us by different people before we ac-
cept one, the person who submits the

most useful one gets paid.

If we accept a picture and then de-
cide to accept someone else’s instead,
both parties get paid.

If we use more than one of your
pictures of the same Picture Descrip-
tion, you get paid for each one.

Pictures can be as big as possible
but no smaller than 800 X 600. The
bigger the better.

Don’t crop anything out of the
picture to try to help us. We will
do the cropping.

Don’t re-size the picture to try to
help us. We will do the re-sizing.

Pictures should be as quintes-
sential as possible. For instance a
picture of a fire extinguisher should
be one of a red fire extinguisher and
not have a coffee cup sitting next to
it and a hat hanging on it.

Pictures need not be professionally
taken. We prefer real-life pictures.

Pictures need not perfectly match
the Picture Description. Close-enough
is close enough for us. The picture can
be a representation of the Picture De-
scription or an example of it.

Pictures should not be stolen from
other’s copyrighted material or websites.

Pictures from government websites
are free game as they are not copyrighted.

Your own pictures that are accept-
ed become our property exclusively.

Don’t forget to attach the picture
to your e-mail. Don’t forget to include
the Picture Number, your name, and
your mailing address in your e-mail.

Payments are sent to the address
you submit with the pictures on the
day we decide to accept the pictures.
When you see your name and picture,
you know your check is in the mail.

We will be accepting and paying
for at least one picture for every Picture
Description (the right-hand col-
umn will be filled up).

We are starting by paying $3 per
picture for most pictures, and then we’ll
increase to $4 in a couple weeks, then $5,
then $6 and so on until we get at least one
picture for every Picture Description.

We’ll be adding pictures forever,
so check back for more opportunities
to sell us your pictures.

nachi.org/sendmepics

Free Online
Mold Inspection
Training Course

A student of the course will learn
how to perform complete, and lim-
ited mold inspections according to
the IAC2 Standards of Practice. The
student will also learn how to: de-
fine mold, describe potential health
effects of mold exposure, properly
use PPE and inspection tools, visu-
ally inspect for mold in home and
buildings, follow mold sampling
procedures, utilize the TAC2 Mold
Sampling Decision Chart, document
inspection and sampling work, inter-
pret laboratory results, apply Thresh-
old Limit Values, use narratives and
language for mold inspection reports,
recommend mold remediation work,
and incorporate mold inspections
into a successful business plan.

The course is designed primarily
for building inspection professionals.

www.nachi.org/education

Two day Puerto Rico
InterNACHI Convention
with Nick Gromicko
October 4-5th

www.nachi.org/events 28



Inspector Exams with Too Many Difficult-to-
Answer Questions are Harmful to Consumers

By Nick Gromicko
InterNACHI Founder

Founder of the International Asso-
ciation of Certified Home Inspectors

The International  Association
of Certified Home Inspectors (Inter-
NACHI) has administered more inspec-
tion exams than all other sources com-
bined. It is also the leader in gathering
home inspector competence evaluation
data, right down to the pass/fail rates of
every question ever asked.

Often we will hear someone in the
industry complain that “the questions
should have been more difficult to
answer” on this or that exam. On the
surface it may appear that an exam is
improved to the benefit of the consum-
er if the questions are made to be more
difficult. Let us dispel this myth now.

For purpose and ease of discus-
sion, let’s assume that we have a 100
point True/False exam. Because a
multiple choice question often has at
least one clearly wrong answer choice,
a multiple choice question is not much
different (only a bit more difficult)
mathematically than a True/False
question. Let’s also assume that we
have two exam takers. One (we’ll call
him Mr. Veteran) knows 10 times what
the other (we’ll call him Mr. Newbie)
knows about home inspections.

Now we all know that if we
make the exam too easy, Mr. Veteran
and Mr. Newbie will score similarly.
Just as if we asked a Pulitzer Prize
winner and a six year old how to

spell the word “CAT” (proof by ex-
tremes). In the inspection industry,
an exam that is too easy is harmful to
consumers because it makes a weak
distinction between Mr. Veteran and
Mr. Newbie... they both pass.

But what happens if the questions
in the exam are too difficult to answer?
Let’s find out using another proof by
extremes. Let’s say we create a 100
point True/False home inspection
exam that has so many difficult-to-an-
swer questions that Mr. Veteran only
knows the answer to 20 of the 100
questions. That’s a pretty hard exam!
Mr. Veteran will have to guess the an-
swer to 80 of the questions. On aver-
age he will score 60 (20 for the ones
he knows the answer to plus half of
the 80 that he guesses at). Mr. New-
bie knows a tenth of Mr. Veteran. So
he knows the answer to only 2 ques-
tions. On average he will score 51 (2
for the ones he knows the answer to
plus half of the 98 he guesses at).

Now if you flip a coin 10 times,
you should get heads 5 times on av-
erage. But often if you flip a coin 10
times you will get more than 5 heads
or less than 5 heads. The same is true
for the questions our exam takers are
guessing at. Sometimes Mr. Veteran
will score worse than 60 and some-
times Mr. Newbie will score better
than 51. Using an online binomial
calculator one finds that 1 in 10 Mr.
Newbies will score as well as the av-
erage Mr. Veteran and that 1 in 10
Mr. Veterans will score as low as the

average Mr. Newbie all based solely
on chance! Often Mr. Newbie will
score better than Mr. Veteran simply
because the score on an exam that
contains a large percentage of dif-
ficult-to-answer questions that nei-
ther exam taker knows the answers
to, is determined solely by luck.
That’s not too good for consumers.

But wait, it gets worse for consum-
ers! As we make the questions more
difficult to answer, the percentage of
questions that our exam takers have to
guess at goes up, which increases the
reliance of the score on chance, which
increases the odds that Mr. Newbie
will score as well or even better than
Mr. Veteran, which weakens the ex-
am’s ability to determine who is com-
petent and who isn’t, which is worse
for consumers. In fact, on an exam
full of so many difficult-to-answer
questions that Mr. Veteran only knows
the answer to 10 of the 100, Mr. Vet-
eran will (on average) score only 4.5
points better than Mr. Newbie.

But wait, it gets worse for con-
sumers! By making the questions
more difficult-to-answer and increas-
ing the chances that Mr. Newbie will
be able to pass by being lucky, we
also increase the chance that Mr. Vet-
eran will fail due to bad luck. If the
exam is used for certification (which
gives the exam passer a market ad-
vantage and denies the exam failer
the market advantage) or worse...
if the exam is used for licensing
(which puts the exam passer into the

market and prohibits the exam failer
from entering the market), an exam
with more difficult-to-answer ques-
tions increases the percentage of Mr.
Newbies to Mr. Veterans in the mar-
ket place, by increasing the num-
ber of Mr. Newbies and decreasing
the number of Mr. Veterans, which
is horrible for consumers.

InterNACHI’s exams don’t rely
much on chance. InterNACHI’s ex-
ams contain what some would de-
scribe as easy-to-answer questions
that every Mr. Veteran should know
the answer to. InterNACHI’s exams
are sometimes criticized for contain-
ing such questions. What these crit-
ics don’t understand is our superior
scoring system. If the exam taker
answers these questions correctly, he
gets no credit for them because we
can’t tell if he answered the ques-
tions correctly because he is a Mr.
Veteran or if he is a just a lucky Mr.
Newbie. However, if the exam taker
answers them incorrectly, we can
assume that he is very likely a Mr.
Newbie, and the exam taker is se-
verely punished (in terms of score)
for failing to answer them correctly.
For you see, it is much easier to de-
termine incompetence than compe-
tence. This system, combined with
InterNACHI’s high passing cut-off
scores, cause InterNACHI’s exams
to be much better than other exams
at distinguishing between the com-
petent and incompetent and far less
reliant on chance and luck.

customized by you.

search engine rankings.

Add unlimited pages

Photo albums
Slide shows
Blogs

Site statistics

inspection packages

Testimonials:

3 Months of Free Web Hosting! NO Startup Fees and NO Contract!
HTTP://INTERNACHIL.HOMEINSPECTORPRO.COM

Home Inspector Pro is offering 3 months free to try out our website hosting with the mention of this ad.
e Only $19.99 a month for InterNACHI members or $24.99 for everyone else.
e Over 25 designs to choose from, each can be further

e Easy to use, requires no prior knowledge of website design. If
you can type a document, you can create a website.

e Written and animated tutorials are there to guide you through
any questions you may have.

e The easiest system to use for search engine optimization
available to home inspectors.

e Includes over a dozen articles on how to get to the top of the

Some of the features you can add to your site:

Accept credit card payments online

Change themes at any time, on your own!
Create your own forms or edit ours, for booking an inspection, client satisfaction survey, and
more. Results are emailed to you and stored online.

Integrated link directory management.

Easy to add news feeds from news websites

Sample reports and other documents

Add Home Listings — Great for to Move in Certified

Basic report hosting (we also offer an advanced package storing reports for 5 years)
Included in our Find an Inspector directory.

e 24/7 support via our inspector message boards and email. Phone support during the day.

View a list of current themes and inspectors sites at www.HomelnspectorPro.biz

HOMEIMNSPECTORPRO

We are constantly adding more, and you can customize any theme to your liking.
For more questions contact Support@HomelnspectorPro.com or 1-888-750-4777

Dominic, just when you've blown me away with the product, price, service & support of Home Inspector Pro Inspection
software, you launch your new Website Building / Hosting Service . . . WOW!
I've never had an easier or more enjoyable time, creating and tailoring my website! I've slogged through other processes, but
yours - with both animated and step-by-step tutorials, makes even a PC dinosaur like me look like a pro. And, thanks for
your patience, whenever I have had emailed you or had phone (do you ever sleep?!) questions. You're the best argument for
human cloning I've come across, as it's probably the only chance you'll have to take a break!

Russ Spriggs — Idaho InterNACHI State President - www.IldahoHomelnspectors.biz

If you don’t have the control over your SEO like you would with Home Inspector Pro hosting you are wasting your time

Good Book

Order The Armchair Real Estate
Investor which promotes InterNACHI
members to real estate investors.
Cost: About $20.

www.nachi.org/armchair2008

Free Accessibility
Checklist

Offer accessibility inspection ser-
vices on existing commercial build-
ings. Download the free forms.

www.nachi.org/accessibility

Tspraitmg the wasriy—

-\.

Froperiy
Inspection Report

* Homeowner s Handbook
* MmterNACHT Binder
* 5 Color Mvlar Tabs

* Inspection Agreement

All this for only $9.95 per kit! Order at
WWW.certifiedNACHIstore.com

Free Electronic Sig-
nature Inspection
Agreement

Use the online electronic signature
inspection agreement to protect your-
self. InterNACHI’s online inspection
agreement is signable and legally bind-
ing. It allows the client to read and
sign your agreement before you do the
inspection or at least before they view
their report online. We’ve provided
InterNACHI’s basic contract for you
to start out with, but you can make
changes as you like. You can also add
your own clauses and/or hide others.
It’s simple: Start out with suggested
wording written by InterNACHI’s
lawyers, make any changes you want,
add additional clauses such as Inter-
NACHI’s Hold-Harmless Clause,
hide clauses that don’t apply to your
business, and add specific notes per-
taining to an inspection to each in-
dividual agreement. You can then:
Notify your clients automatically by
e-mail when you create an agreement,
check the signed status of your agree-
ments quickly and easily, and receive
instant notification by e-mail when
your client has signed the agreement,
Other features: Agreements signed
online by clients and confirmed by
e-mail are legally binding, you can
require that the agreement be signed
before the client views the report, and
past agreements are stored online for
you or your client to view and print at
any time. The online, electronic sig-
nature agreement system is free.

nachi.org/onlineagreement

InspectorSeek.com

“You inspected my house 99
davs ago, and now the roof
leaks!"

100-day limited home
warranties for home
inspectors

Mountain
erisey (arpirzer

WWW. Mountamwa rranty.com

* Glossary of Terms

* Standards of Practice
# Caode of Ethics
*F Pre-Closing Form




Real Estate
Book Features
NACHIl.org

Sold Everywhere

NACHTI.org is the only inspection
association website featured in this
new book “The Armchair Real Estate
Investor” by Robert Irwin, one of the
nation’s foremost real-estate experts.

This quote from page 104:

“While a strong trade organization
can’t guarantee a great inspector, it does
go a long way toward it by providing
professionalism. It should offer continu-
ing education for its members so they
can keep abreast of the latest develop-
ments in the field, testing to see if their
skills meet the organization’s minimum
levels, a code of ethics and a standard of
practce. See the website section on www.
nachi.org at the end of this chapter”

The Armchair Real Estate Investor,
Put the Internet to Work for You and Reap
Property Profits includes only one inspec-
tion association featured webite: NACHI.
org. The entire page 111 and page 112
are dedicated exclusively to NACHI.org.

No other inspection website was
featured in the 214 page book.

InterNACHI’s Founder Nick Gro-
micko is the only person quoted re-
garding inspections.

This quote from page 112:

According to Nick Gromicko
founder of NACHI.org, ‘Years ago,
we set a goal of getting 100,000 hits
per year. We now reach that goal
about every seven hours.”

This from page 185:

“nachi.org, National Associa-
tion of Ceritified Home Inspec-
tors; leading trade organization site
for home inspections”

Robert Irwin is the author of over
60 books on real estate investing that
have sold over a million copies. He
has written for the Wall Street Journal
and Owners.com and has appeared
on hundreds of radio and television
shows. “The Armchair Real Estate In-
vestor” by Robert Irwin is published
by Kaplan and available at Borders
and Barnes and Noble book stores.

www.nachi.org/armchair2008

If you are a supplier of products
or services to home inspectors you
may wish to use InterNACHI’s “Su-
perior Product” and/or “Superior Ser-
vice” seals. There is no charge to get
your home inspection related product
or service approved by InterNACHI
and no cost to use the seals in your
literature or on your websites. The
process is fast and free. Go to www.
nachi.org/productseals if you are a
supplier of products or services to in-
spectors and wish to use either of or
both seals. In cases where we are un-
familiar with your product or service,
you will be required to permit and
help InterNACHI staff evaluate it.

www.nachi.org/educationseal

y
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Commercial Inspection Course

Commercial Inspection Course, graduating class, Ohio, February, 2008
To check out the International Standards of Practice for Inspecting Commercial Properties go to:

www.nachi.org/comsop

How Agents can Limit Their Liability
with Regard to Home Inspections

By Joe Ferry, Esquire
and Nick Gromicko,
InterNACHI Founder

In a world where litigation is the
preferred method of resolving even the
most minor conflicts, it should come
as no surprise to real estate agents that
they are increasingly finding them-
selves named as defendants in law
suits, wherein purchasers of residen-
tial real estate are claiming damages,
as the result of the alleged fraud and/
or negligence of one or more of the
participants in the transaction.

Aggrieved purchasers of residential
real estate are operating in a target-rich en-
vironment and have a remarkable array of
potentially responsible parties from which
to seek financial redress for their claimed
grievances. In lawsuit after lawsuit, one
finds multiple defendants: the sellers, the
sellers’ agent, the sellers” agent’s broker,
the buyers’ agent, the buyers’ agent’s bro-
ker, the home inspector, the pest inspector
and so on; multiple counts: fraud, negli-
gence, breach of contract; and, generally,
hundreds of allegations against the various
defendants.

Once a lawsuit has been filed and
you have been named as a defendant,
you can kiss your E & O deductible
goodbye. Even if you are blameless,
which in the majority of instances you
are because the overwhelming majority
of these types of lawsuits are completely
devoid of merit. The size of these Com-
plaints and the sheer number of their
allegations guarantees it. No competent
lawyer could possibly read and respond
to the vastly overblown pleadings that
normally characterize these types of
lawsuits for anything close to the typical
real estate agent’s E & O deductible.

Therefore, the best strategy is
to avoid being named in the suit in
the first place. Fortunately, there are
a number of effective policies that,
if followed, can sharply reduce and
even eliminate your exposure to being
named in a meritless lawsuit.

Lawsuits resulting from a resi-
dential real estate transaction almost
always result from a feeling on the
buyers’ part that they got less than they
bargained for. After they moved into
the property, they discovered that it
was not all that it was cracked up to be.
Sometimes the alleged defects were
present at the time of the home inspec-
tion but for one reason or another were
not discovered by the home inspection.

The fact that the alleged defects were
not discovered by the home inspector
does not automatically mean that the
home inspector was negligent or that
you were negligent for recommending
the inspector. Far from it.

There could be a large number of
reasons why the alleged defect was not
discovered at the inspection that fall
well short of actionable negligence.
The defect could be something that is
not discovered because its inspection is
simply not contemplated by the home
inspector, such as a determination of
the adequacy of any structural system
or component, for example. Such a
determination is outside the scope of a
home inspection. Or it could be some-
thing that is not reported because it
was concealed by furniture on the day
of the inspection or was located in an
area that was inaccessible. Not infre-
quently, known defects are deliberately
concealed by the sellers. Far more fre-
quently than anyone would imagine, the
alleged defect that is the subject of the
buyers’ complaint was actually discov-
ered by the home inspector, noted in the
inspection report and not acted upon by
the buyers because they did not bother
to read the inspection report.

Therefore, when selecting a home
inspector for your client, you should bear
uppermost in your mind that the home
inspector is your first line of defense
against a meritless negligence claim.

Eight Ways To Sharply
Reduce Your Professional
Liability Exposure:

1. Insist that your client hire a pro-
fessional home inspector to inspect the
property and strongly recommend that
the inspection also include ancillary
inspections for the presence of wood
destroying insects and such harmful
pathogens as mold and radon.

2. Take the time to manage your
clients’ expectations of what can rea-
sonably be discovered by a limited vi-
sual inspection of a property that is full
of furniture, carpets and stored items
that further physically limit the scope
of an already limited inspection.

3. Be sure to carry your own Pro-
fessional Liability Insurance to protect
yourself from allegations that you
should have independently verified
that the property was defect-free.

4. Review the inspector’s Pre-

inspection Agreement to make sure
that it contains a Notice Clause that re-
quires the buyers to notify the inspec-
tor within no more than 14 days of the
discovery of any defect for which they
believe he is responsible.

5. Avoid conflicts of interest. Nev-
er recommend an inspector who par-
ticipates in preferred vendor schemes.
All  major inspector associations
prohibit participation in such undue
praise-purchasing schemes. You have
a fiduciary duty to recommend the
very best inspectors, based solely on
merit, not money. It goes without say-
ing that you should never recommend
any inspector with whom you have a
close personal or blood relationship.

6. Recommend the high value in-
spector, not the low price inspector.
Good inspectors charge accordingly.
Trying to save your client $100 on an
inspection could cost them $10,000.

7. Only recommend inspectors
who adhere to a strict Code of Eth-
ics and Standards of Practice, such as
members of InterNACHI.

8. Always attend the home inspec-
tion. Many real estate agents have been
advised never to attend a home inspec-
tion, allegedly by real estate attorneys.
Agents who say that they have received
such advice are never able to articulate
its rationale. You are not any less likely
to be named in a suit by hiding during
the inspection and the reasons for attend-
ing the inspection are quite compelling.
First, your presence is a clear indication
of your professionalism and concern for
your client’s interests, two factors well-
known to engender referrals. Secondly,
it affords a very cogent opportunity to
refocus your client’s attention to the
limited nature of the inspection. For
example, you could note the numerous
obstacles, such as furniture, carpets and
appliances that can obviously inhibit the
inspector’s ability to see certain areas of
the home. Finally, should this transaction
come to grief, your interests are usually
perfectly aligned with the inspector’s and
your recollection of such limiting factors
would provide powerful corroboration of
the exonerating reasons that a defect was
not discovered during the inspection.

Send this article to local real estate
agents. This article reminds agents
that inspectors are their first line of
defense. If the inspector gets sued, the
agent will likely get sued too.

www.nachi.org/agenthelp

Listing
Inspections

Send a seller inspections letter
to all your local real estate agents.
Advantages to the real estate agent:
Agents can recommend certified In-
terNACHI inspectors as opposed to
being at the mercy of buyer’s choic-
es in inspectors. Sellers can schedule
the inspections at their own conve-
nience with little effort on the part of
agents. Sellers can assist inspectors
during the inspections, something
normally not done during buyer’s
inspections. Sellers can have inspec-
tors correct any misstatements in the
reports before they are generated.
The reports help sellers see their
homes through the eyes of a critical,
third-party, thus making sellers more
realistic about asking price.

Agents are alerted to any im-
mediate safety issues found, before
other agents and potential buyers
tour the home. Repairs made ahead
of time might make homes show
better. Reports hosted online entice
potential buyers to tour the homes.
The reports provide third-party, un-
biased opinions to offer to potential
buyers. Clean reports can be used
as marketing tools to help sell the
homes. The reports might relieve
prospective  buyer’s unfounded
suspicions, before they walk away.
Seller inspections eliminate buyer’s
remorse that sometimes occurs just
after an inspection. Seller inspec-
tions reduce the need for negotia-
tions and 11th-hour renegotiations.

Seller inspections relieve the
agent of having to hurriedly procure
repair estimates or schedule repairs.
The reports might encourage buy-
ers to waive their inspection contin-
gencies. Deals are less likely to fall
apart the way they often do when
buyer’s inspections unexpectedly re-
veal problems, last minute. Reports
provide full-disclosure protection
from future legal claims. Use the
free sample letter to agents.

nachi.org/sellerinspections

Also visit:

www.MovelnCertified.com

Suggested
Language For:

* inspectors to add to their seller in-
spection reports
e sellers to use to encourage buyers to
perform their own fresh inspections
* agents to use to encourage buyers to
perform their own fresh inspections
“Note: Just as no two home inspec-
tors and no two reporting systems are
alike, no two inspection reports, even
if performed on the same property at
the same time, are alike. This seller or
pre-listing inspection report was per-
formed for my client, the home seller,
with the cooperation and assistance of
my client, the home seller. It assumes
full disclosure on the part of my client,
the home seller. My client may choose
to share my report with others, but it
was performed solely for my client.
Although ABC Inspections performs
all inspections and writes all reports
objectively without regard to the cli-
ent’s personal interests, performing
additional fresh inspections, which of
course could reveal and report matters
differently, should be considered.” 30



InterNACHI Purchases 717 More Websites

June, 2008.

The International Association
of Certified Home Inspectors (Inter-
NACH]I) announced its purchase of over
717 additional websites today. Inter-
NACHI, which dominates the internet
with multi-million hit-per-month mon-
ster sites like www.FindAnInspector.
US , www.InspectorLocator.com, www.
InspectorNow.com, and www.Inspec-
torSEEK .com is the world’s largest in-
spection association and the largest gen-
erator of leads for the home inspection
industry. InterNACHI currently controls
many thousands of other websites.

“Search engines treat domain
names and portions thereof differently
than they treat text or meta-tags. De-
spite a domain name often being the
combination of more than one word
such as newyorkhomeinspector.org,
google for instance, automatically
splits up the search to be equivalent to
New York home inspector. A full state
or province name followed by the word
or words home inspector are the most
popular searches next to the phrase cer-
tified home inspectors. Therefore for
search engine purposes we registered
or purchased a variety of combinations
that captures consumers and eventually
whittles down their search results to
solely InterNACHI members who ser-
vice the area being sought.” Said Chris
Morrell of InterNACHI.

Search engine optimization ex-
perts often argue whether or not hy-
phens between words within a domain
name effect ranking, so InterNACHI
just bought them all. InterNACHI
converted all these websites into In-
terNACHI member lead generators
for its U.S. and Canadian members.
“Inspectors outside of InterNACHI
can waste their money building their
own websites I suppose, but they
won’t get much traffic buried under
all the InterNACHI lead generators.
Our member’s contact information is
promoted on the internet even if they
don’t have a website,” said Gromicko,
a former veteran REALTOR. “And all
the home buyers are all online nowa-
days,” added Gromicko.

InterNACHI now has a designated
website or web page for every single
city and town in the U.S. and Canada.

Simultaneously today, InterNACHI
released a member-controlled profile edi-
tor which permits members to carve-out
their own market using zip/postal codes.

In April of this year, InterNACHI
entered into an intent-to-purchase agree-
ment with one of the nation’s largest do-
main-squatting company with the intent
to convert some 45,000+ domain names
to InterNACHI member lead generators.
Gromicko said “Our goal is to own one
million InterNACHI member lead gen-
erators.” The 717 new websites Inter-
NACHI purchased today are:

¢ ALHomelnspector.org

¢ AL-Home-Inspector.org
AlabamaHomelnspector.org
Alabama-Home-Inspector.org
AKHomelnspector.org
AK-Home-Inspector.org
AlaskaHomelnspector.org
Alaska-Home-Inspector.org

¢ AZHomelnspector.org

¢ AZ-Home-Inspector.org

¢ ArizonaHomelnspector.org

¢ Arizona-Home-Inspector.org
* ARHomelnspector.org

¢ AR-Home-Inspector.org

¢ ArkansasHomelnspector.org
¢ Arkansas-Home-Inspector.org
¢ CAHomelnspector.org

¢ CA-Home-Inspector.org
 CaliforniaHomelInspector.org
 California-Home-Inspector.org
¢ COHomelnspector.org

¢ CO-Home-Inspector.org

¢ ColoradoHomelnspector.org
¢ Colorado-Home-Inspector.org
¢ CTHomelnspector.org

¢ CT-Home-Inspector.org

¢ ConnecticutHomelnspector.org
¢ Connecticut-Home-Inspector.org
¢ DEHomelnspector.org

¢ DE-Home-Inspector.org

¢ DelawareHomelnspector.org
¢ Delaware-Home-Inspector.org
¢ District-of-Columbia-Home-Inspector.org
¢ DCHomelnspector.org

¢ DC-Home-Inspector.org

¢ DistrictofColumbiaHomelInspector.org
¢ FLHomelnspector.org

¢ FL-Home-Inspector.org
 FloridaHomelnspector.org

¢ Florida-Home-Inspector.org

* GAHomelnspector.org

¢ GA-Home-Inspector.org

* GeorgiaHomelnspector.org

¢ Georgia-Home-Inspector.org
¢ HIHomelnspector.org

¢ HI-Home-Inspector.org

* HawaiiHomelnspector.org

¢ Hawaii-Home-Inspector.org

¢ IDHomelnspector.org

¢ ID-Home-Inspector.org

* IdahoHomelnspector.org

¢ Idaho-Home-Inspector.org

¢ ILHomelnspector.org

¢ IL-Home-Inspector.org

« TllinoisHomelInspector.org

* Tllinois-Home-Inspector.org

¢ INHomelnspector.org

¢ IN-Home-Inspector.org

¢ IndianaHomelnspector.org

¢ Indiana-Home-Inspector.org
¢ IAHomelnspector.org

¢ IA-Home-Inspector.org

¢ JowaHomelnspector.org

¢ Jowa-Home-Inspector.org

* KSHomelnspector.org

¢ KS-Home-Inspector.org

* KansasHomelnspector.org

* Kansas-Home-Inspector.org

* KYHomelnspector.org

¢ KY-Home-Inspector.org

¢ KentuckyHomelnspector.org
¢ Kentucky-Home-Inspector.org
¢ LAHomelnspector.org

¢ LA-Home-Inspector.org

¢ LouisianaHomelInspector.org
 Louisiana-Home-Inspector.org
¢ MEHomelnspector.org

¢ ME-Home-Inspector.org

¢ MaineHomelInspector.org

¢ Maine-Home-Inspector.org

¢ MDHomelnspector.org

¢ MD-Home-Inspector.org

¢ MarylandHomelnspector.org
¢ Maryland-Home-Inspector.org
* MAHomelnspector.org

¢ MA-Home-Inspector.org

¢ MassachusettsHomelnspector.org
¢ Massachusetts-Home-Inspector.org
¢ MIHomelnspector.org

¢ MI-Home-Inspector.org

¢ MichiganHomelnspector.org
¢ Michigan-Home-Inspector.org
¢ MNHomelnspector.org

¢ MN-Home-Inspector.org

¢ MinnesotaHomelnspector.org
¢ Minnesota-Home-Inspector.org
* MSHomelnspector.org

¢ MS-Home-Inspector.org

* MississippiHomelnspector.org
 Mississippi-Home-Inspector.org
¢ MOHomelnspector.org

¢ MO-Home-Inspector.org

¢ MissouriHomelInspector.org

* Missouri-Home-Inspector.org
¢ MTHomelnspector.org

¢ MT-Home-Inspector.org

¢ MontanaHomelnspector.org

Montana-Home-Inspector.org
NEHomelnspector.org
NE-Home-Inspector.org
NebraskaHomelnspector.org
Nebraska-Home-Inspector.org
NVHomelnspector.org
NV-Home-Inspector.org
NevadaHomelnspector.org
Nevada-Home-Inspector.org
New-Hampshire-Home-Inspector.org
NHHomelnspector.org
NH-Home-Inspector.org
NewHampshireHomelnspector.org
New-Jersey-Home-Inspector.org
NJHomelnspector.org
NJ-Home-Inspector.org
NewlerseyHomelnspector.org
New-Mexico-Home-Inspector.org
NMHomelnspector.org

¢ NM-Home-Inspector.org
NewMexicoHomelInspector.org
New-York-Home-Inspector.org
NYHomelnspector.org
NY-Home-Inspector.org

New YorkHomelnspector.org
North-Carolina-Home-Inspector.org
NCHomelnspector.org
NC-Home-Inspector.org
NorthCarolinaHomelInspector.org
NDHomelnspector.org
ND-Home-Inspector.org
North-Dakota-Home-Inspector.org
NorthDakotaHomelInspector.org
OHHomelnspector.org
OH-Home-Inspector.org
OhioHomelnspector.org
Ohio-Home-Inspector.org
OKHomelnspector.org
OK-Home-Inspector.org
OklahomaHomelInspector.org
Oklahoma-Home-Inspector.org
ORHomelnspector.org
OR-Home-Inspector.org
OregonHomelnspector.org
Oregon-Home-Inspector.org
PAHomelnspector.org
PA-Home-Inspector.org
PennsylvaniaHomelInspector.org
Pennsylvania-Home-Inspector.org
Rhode-Island-Home-Inspector.org
RIHomelnspector.org
RI-Home-Inspector.org
RhodelslandHomelInspector.org
South-Carolina-Home-Inspector.org
SCHomelnspector.org
SC-Home-Inspector.org
SouthCarolinaHomelnspector.org
South-Dakota-Home-Inspector.org
SDHomelnspector.org
SD-Home-Inspector.org
SouthDakotaHomelnspector.org
TNHomelnspector.org
TN-Home-Inspector.org
TennesseeHomelnspector.org
Tennessee-Home-Inspector.org
TXHomelnspector.org
TX-Home-Inspector.org
TexasHomelnspector.org
Texas-Home-Inspector.org
UTHomelnspector.org
UT-Home-Inspector.org
UtahHomelnspector.org
Utah-Home-Inspector.org
VTHomelnspector.org
VT-Home-Inspector.org
VermontHomelnspector.org
Vermont-Home-Inspector.org
VAHomelnspector.org
'VA-Home-Inspector.org
VirginiaHomelInspector.org
Virginia-Home-Inspector.org
WAHomelnspector.org

¢ WA-Home-Inspector.org
WashingtonHomelInspector.org
Washington-Home-Inspector.org
West-Virginia-Home-Inspector.org
WYVHomelnspector.org

¢ WYV-Home-Inspector.org
WestVirginiaHomelInspector.org
WIHomelnspector.org
WI-Home-Inspector.org
WisconsinHomelnspector.org
Wisconsin-Home-Inspector.org
WYHomelnspector.org

¢ WY-Home-Inspector.org
WyomingHomelInspector.org
Wyoming-Home-Inspector.org
ABHomelnspector.org
AB-Home-Inspector.org

AlbertaHomelnspector.org
Alberta-Home-Inspector.org
British-Columbia-Home-Inspector.org
BCHomelnspector.org
BC-Home-Inspector.org
BritishColumbiaHomelInspector.org
MBHomelnspector.org
MB-Home-Inspector.org
ManitobaHomelInspector.org
Manitoba-Home-Inspector.org
New-Brunswick-Home-Inspector.org
NBHomelnspector.org
NB-Home-Inspector.org
NewBrunswickHomelInspector.org
NFHomelnspector.org
NF-Home-Inspector.org
NewfoundlandHomelInspector.org
Newfoundland-Home-Inspector.org
Northwest-Territories-Home-Inspector.org
NTHomelnspector.org
NT-Home-Inspector.org
NorthwestTerritoriesHomelInspector.org
Nova-Scotia-Home-Inspector.org
NSHomelnspector.org
NS-Home-Inspector.org
NovaScotiaHomelInspector.org
NUHomelnspector.org
NU-Home-Inspector.org
NunavutHomelnspector.org
Nunavut-Home-Inspector.org
ONHomelnspector.org
ON-Home-Inspector.org
OntarioHomelInspector.org
Ontario-Home-Inspector.org
Prince-Edward-Island-Home-Inspector.org
PEHomelnspector.org
PE-Home-Inspector.org
PrinceEdwardIslandHomelnspector.org
QCHomelnspector.org
QC-Home-Inspector.org
QuebecHomelnspector.org
Quebec-Home-Inspector.org
SKHomelnspector.org
SK-Home-Inspector.org
SaskatchewanHomelnspector.org
Saskatchewan-Home-Inspector.org
YTHomelnspector.org
YT-Home-Inspector.org
YukonHomelnspector.org
Yukon-Home-Inspector.org
alhomeinspector.net
al-home-inspector.net
alabamahomeinspector.net
alabama-home-inspector.net
akhomeinspector.net
ak-home-inspector.net
alaskahomeinspector.net
alaska-home-inspector.net
azhomeinspector.net
az-home-inspector.net
arizonahomeinspector.net
arizona-home-inspector.net
arhomeinspector.net
ar-home-inspector.net
arkansashomeinspector.net
arkansas-home-inspector.net
cahomeinspector.net
ca-home-inspector.net
californiahomeinspector.net
california-home-inspector.net
cohomeinspector.net
co-home-inspector.net
coloradohomeinspector.net
colorado-home-inspector.net
cthomeinspector.net
ct-home-inspector.net
connecticuthomeinspector.net
connecticut-home-inspector.net
dehomeinspector.net
de-home-inspector.net
delawarehomeinspector.net
delaware-home-inspector.net
district-of-columbia-home-inspector.net
dchomeinspector.net
dc-home-inspector.net
districtofcolumbiahomeinspector.net
flhomeinspector.net
fl-home-inspector.net
floridahomeinspector.net
florida-home-inspector.net
ga-home-inspector.net
georgia-home-inspector.net
hihomeinspector.net
hi-home-inspector.net
hawaii-home-inspector.net
idhomeinspector.net
id-home-inspector.net
idahohomeinspector.net
idaho-home-inspector.net

* ilhomeinspector.net

* il-home-inspector.net

« illinoishomeinspector.net

« illinois-home-inspector.net

¢ inhomeinspector.net
 in-home-inspector.net

* indianahomeinspector.net

* indiana-home-inspector.net

¢ iahomeinspector.net
 ia-home-inspector.net

¢ ijowahomeinspector.net

¢ iowa-home-inspector.net
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When a Home Inspector Misses Something

By Kenton Shepard
Director of Green Building

Is it Good to Miss?

No, it’s not good to miss, but because
they’re human, sooner or later every
home inspector is going to miss some-
thing. But believe it or not, this can actu-
ally be turned into a good opportunity.

First, one of the measures of an in-
spector’s ability is the gravity of the miss.
Did they miss a structural issue which was
easily visible and will cost $15,000 to cor-
rect, or was it a saturated desiccant strip in
a double-pane window which may be ap-
parent only under certain conditions? The
former is not the good opportunity.

A good opportunity is the chance to turn
anegative circumstance into a positive.

Was it Really a Miss?

Early in my inspection career, cli-
ents accused me of missing something
(air conditioning performance) clearly
disclaimed in my contract and in the
NACHI Standards of Practice (SOP’s).
At that point I decided to include each
section of the SOP’s in the appropriate
section of my Inspection Report.

As inspectors, we each need to do
our best to ensure that before the in-
spection begins, the client has a realis-
tic idea of what is and isn’t included.
We need to educate our clients.

In addition to a brief verbal descrip-
tion of the inspection and its limitations, I
refer new clients to a “New Clients” page

on my web site which includes links to
the InterNACHI Standards of Practice,
Inspection Contract (also IntertNACHI’s)
and a “Systems Excluded” page detailing
what’s not typically included as part of the
General Home Inspection. This page men-
tions that I offer some of these exclusions
as ancillary inspections and provides a link
to my “Ancillary Inspection’ page.

You want clients to read the con-
tract. Clients are asked to read, then
FAX or e-mail me signed copies of the
Contract and Systems Excluded pages.
InterNACHI’s website includes a fea-
ture which will allow clients to sign
and return your Contract electroni-
cally. Requirements with respect to the
Contract will vary by state.

Was it Handled Well?

There are times to simply admit
one’s mistake, make amends and get
on with it. There are times to demon-
strate why one hasn’t made a mistake,
but graciously offer to make things
right anyway, and convert the situ-
ation into a marketing opportunity.
There are also times which require
one to take a position and stand fast
because there are a number of situa-
tions in which others involved in the
transaction can be motivated to make
the inspector the fall guy.

Which approach to use involves judg-
ment,and that’s what it finally comes down
to in home inspection. This is true not only

in handling mistakes but in evaluating
the limitless combinations of home sys-
tems, components and all the grey areas in
which an inspector finds himself or herself
forced to make a decision which they may
be called upon to defend in court.

As an inspector, good judgment is
one of very important tools and it’s a
skill which can be learned. Reading the
InterNACHI message boards will help
you sharpen this skill painlessly by allow-
ing you to learn from the mistakes and
experiences of other inspectors. In addition
to education, the boards offer inspectors a
chance to become part of a national inspec-
tion community which can help provide
support during the difficult times many in-
spectors face in breaking into the business =



Free Trade Expo and Home Show Displays

InterNACHID

Borrow a trade show display and do a home show or REALTOR Expo. To bor-
row a display email us and tell us about the event. There is no charge to borrow the
displays, all we ask is that you email us picture of your booth after the event is over

and return the displays to us.

www.nachi.org/displays2008

Become a Certified Master Inspector

The Master Inspector Certification
Board, Inc. is a non-profit 501(c)(6),
tax-exempt organization dedicated to
promoting excellence in the inspection
industry. The Board holds the registered
Trademark Certified Master Inspector®
(CMI), the inspection industry’s top
professional designation, and awards it
qualifying inspectors who have dem-
onstrated a high level of competency
by: Completing 1,000 fee-paid inspec-
tions or hours of inspection-related
continuing education (combined) in
their lifetime and abiding by the indus-
try’s toughest Code of Ethics and sub-
stantially following a Board approved
Standards of Practice such as ASHI’s,
CalNACHI’s, CREIA’s, InterNACHI’s
or InterNACHTI’s, submitting to a crimi-
nal background check, and applying for
Board certification by signing the affida-
vit in front of a Notary.

The Master Inspector Certification
Board, Inc. is not a trade association
and the Certified Master Inspector®
is not a membership level. Certified
Master Inspector® is a professional
designation available to all qualifying
inspectors who wish to be Board Cer-

i/

S(CMI|Z

Certified Master
INSPECTOR

tified™ . It’s mission: By awarding the
continuing education/experience-based
Certified Master Inspector® professional
designation, the Master Inspector Certifi-
cation Board, Inc. supports the inspec-
tion industry’s advanced education
providers and encourages experienced
inspectors to maintain excellence. Certi-
fied Master Inspectors®, the very best
of the best. Certified Master Inspectors
rightfully use their professional des-
ignation to justify raising their prices
when their competitors are charging
less. There is no higher professional
designation in the inspection industry.
Cost: $375 one time.

www.certifiedmasterinspector.org
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Sewer drain inspection with Certified Master Inspector Hank Valenzano of Double Check Home Inspection and his camera.

CMI Hank Valenzano on the Drain and Duct Camera
Inspections Episode

The drain and duct camera inspection episode always available atwww.NACHI.TV!
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