




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. I 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. I 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, I’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. I 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.
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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 is 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

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.

Earn Money Taking Commercial Inspection-Related Pictures
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 IAC2 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
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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.

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

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

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



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

How Agents can Limit Their Liability 
with Regard to Home Inspections

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
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Real Estate 
Book Features          
NACHI.org                
Sold Everywhere

NACHI.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

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.MoveInCertified.com

Suggested          
Language For:

inspectors to add to their seller in-•	
spection reports

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.”

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



June, 2008.
The International Association 

of Certified Home Inspectors (Inter-
NACHI) 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:

ALHomeInspector.org•	
AL-Home-Inspector.org•	
AlabamaHomeInspector.org•	
Alabama-Home-Inspector.org•	
AKHomeInspector.org•	
AK-Home-Inspector.org•	
AlaskaHomeInspector.org•	
Alaska-Home-Inspector.org•	

InterNACHI Purchases 717 More Websites
AZHomeInspector.org•	
AZ-Home-Inspector.org•	
ArizonaHomeInspector.org•	
Arizona-Home-Inspector.org•	
ARHomeInspector.org•	
AR-Home-Inspector.org•	
ArkansasHomeInspector.org•	
Arkansas-Home-Inspector.org•	
CAHomeInspector.org•	
CA-Home-Inspector.org•	
CaliforniaHomeInspector.org•	
California-Home-Inspector.org•	
COHomeInspector.org•	
CO-Home-Inspector.org•	
ColoradoHomeInspector.org•	
Colorado-Home-Inspector.org•	
CTHomeInspector.org•	
CT-Home-Inspector.org•	
ConnecticutHomeInspector.org•	
Connecticut-Home-Inspector.org•	
DEHomeInspector.org•	
DE-Home-Inspector.org•	
DelawareHomeInspector.org•	
Delaware-Home-Inspector.org•	
District-of-Columbia-Home-Inspector.org•	
DCHomeInspector.org•	
DC-Home-Inspector.org•	
DistrictofColumbiaHomeInspector.org•	
FLHomeInspector.org•	
FL-Home-Inspector.org•	
FloridaHomeInspector.org•	
Florida-Home-Inspector.org•	
GAHomeInspector.org•	
GA-Home-Inspector.org•	
GeorgiaHomeInspector.org•	
Georgia-Home-Inspector.org•	
HIHomeInspector.org•	
HI-Home-Inspector.org•	
HawaiiHomeInspector.org•	
Hawaii-Home-Inspector.org•	
IDHomeInspector.org•	
ID-Home-Inspector.org•	
IdahoHomeInspector.org•	
Idaho-Home-Inspector.org•	
ILHomeInspector.org•	
IL-Home-Inspector.org•	
IllinoisHomeInspector.org•	
Illinois-Home-Inspector.org•	
INHomeInspector.org•	
IN-Home-Inspector.org•	
IndianaHomeInspector.org•	
Indiana-Home-Inspector.org•	
IAHomeInspector.org•	
IA-Home-Inspector.org•	
IowaHomeInspector.org•	
Iowa-Home-Inspector.org•	
KSHomeInspector.org•	
KS-Home-Inspector.org•	
KansasHomeInspector.org•	
Kansas-Home-Inspector.org•	
KYHomeInspector.org•	
KY-Home-Inspector.org•	
KentuckyHomeInspector.org•	
Kentucky-Home-Inspector.org•	
LAHomeInspector.org•	
LA-Home-Inspector.org•	
LouisianaHomeInspector.org•	
Louisiana-Home-Inspector.org•	
MEHomeInspector.org•	
ME-Home-Inspector.org•	
MaineHomeInspector.org•	
Maine-Home-Inspector.org•	
MDHomeInspector.org•	
MD-Home-Inspector.org•	
MarylandHomeInspector.org•	
Maryland-Home-Inspector.org•	
MAHomeInspector.org•	
MA-Home-Inspector.org•	
MassachusettsHomeInspector.org•	
Massachusetts-Home-Inspector.org•	
MIHomeInspector.org•	
MI-Home-Inspector.org•	
MichiganHomeInspector.org•	
Michigan-Home-Inspector.org•	
MNHomeInspector.org•	
MN-Home-Inspector.org•	
MinnesotaHomeInspector.org•	
Minnesota-Home-Inspector.org•	
MSHomeInspector.org•	
MS-Home-Inspector.org•	
MississippiHomeInspector.org•	
Mississippi-Home-Inspector.org•	
MOHomeInspector.org•	
MO-Home-Inspector.org•	
MissouriHomeInspector.org•	
Missouri-Home-Inspector.org•	
MTHomeInspector.org•	
MT-Home-Inspector.org•	
MontanaHomeInspector.org•	

Montana-Home-Inspector.org•	
NEHomeInspector.org•	
NE-Home-Inspector.org•	
NebraskaHomeInspector.org•	
Nebraska-Home-Inspector.org•	
NVHomeInspector.org•	
NV-Home-Inspector.org•	
NevadaHomeInspector.org•	
Nevada-Home-Inspector.org•	
New-Hampshire-Home-Inspector.org•	
NHHomeInspector.org•	
NH-Home-Inspector.org•	
NewHampshireHomeInspector.org•	
New-Jersey-Home-Inspector.org•	
NJHomeInspector.org•	
NJ-Home-Inspector.org•	
NewJerseyHomeInspector.org•	
New-Mexico-Home-Inspector.org•	
NMHomeInspector.org•	
NM-Home-Inspector.org•	
NewMexicoHomeInspector.org•	
New-York-Home-Inspector.org•	
NYHomeInspector.org•	
NY-Home-Inspector.org•	
NewYorkHomeInspector.org•	
North-Carolina-Home-Inspector.org•	
NCHomeInspector.org•	
NC-Home-Inspector.org•	
NorthCarolinaHomeInspector.org•	
NDHomeInspector.org•	
ND-Home-Inspector.org•	
North-Dakota-Home-Inspector.org•	
NorthDakotaHomeInspector.org•	
OHHomeInspector.org•	
OH-Home-Inspector.org•	
OhioHomeInspector.org•	
Ohio-Home-Inspector.org•	
OKHomeInspector.org•	
OK-Home-Inspector.org•	
OklahomaHomeInspector.org•	
Oklahoma-Home-Inspector.org•	
ORHomeInspector.org•	
OR-Home-Inspector.org•	
OregonHomeInspector.org•	
Oregon-Home-Inspector.org•	
PAHomeInspector.org•	
PA-Home-Inspector.org•	
PennsylvaniaHomeInspector.org•	
Pennsylvania-Home-Inspector.org•	
Rhode-Island-Home-Inspector.org•	
RIHomeInspector.org•	
RI-Home-Inspector.org•	
RhodeIslandHomeInspector.org•	
South-Carolina-Home-Inspector.org•	
SCHomeInspector.org•	
SC-Home-Inspector.org•	
SouthCarolinaHomeInspector.org•	
South-Dakota-Home-Inspector.org•	
SDHomeInspector.org•	
SD-Home-Inspector.org•	
SouthDakotaHomeInspector.org•	
TNHomeInspector.org•	
TN-Home-Inspector.org•	
TennesseeHomeInspector.org•	
Tennessee-Home-Inspector.org•	
TXHomeInspector.org•	
TX-Home-Inspector.org•	
TexasHomeInspector.org•	
Texas-Home-Inspector.org•	
UTHomeInspector.org•	
UT-Home-Inspector.org•	
UtahHomeInspector.org•	
Utah-Home-Inspector.org•	
VTHomeInspector.org•	
VT-Home-Inspector.org•	
VermontHomeInspector.org•	
Vermont-Home-Inspector.org•	
VAHomeInspector.org•	
VA-Home-Inspector.org•	
VirginiaHomeInspector.org•	
Virginia-Home-Inspector.org•	
WAHomeInspector.org•	
WA-Home-Inspector.org•	
WashingtonHomeInspector.org•	
Washington-Home-Inspector.org•	
West-Virginia-Home-Inspector.org•	
WVHomeInspector.org•	
WV-Home-Inspector.org•	
WestVirginiaHomeInspector.org•	
WIHomeInspector.org•	
WI-Home-Inspector.org•	
WisconsinHomeInspector.org•	
Wisconsin-Home-Inspector.org•	
WYHomeInspector.org•	
WY-Home-Inspector.org•	
WyomingHomeInspector.org•	
Wyoming-Home-Inspector.org•	
ABHomeInspector.org•	
AB-Home-Inspector.org•	

AlbertaHomeInspector.org•	
Alberta-Home-Inspector.org•	
British-Columbia-Home-Inspector.org•	
BCHomeInspector.org•	
BC-Home-Inspector.org•	
BritishColumbiaHomeInspector.org•	
MBHomeInspector.org•	
MB-Home-Inspector.org•	
ManitobaHomeInspector.org•	
Manitoba-Home-Inspector.org•	
New-Brunswick-Home-Inspector.org•	
NBHomeInspector.org•	
NB-Home-Inspector.org•	
NewBrunswickHomeInspector.org•	
NFHomeInspector.org•	
NF-Home-Inspector.org•	
NewfoundlandHomeInspector.org•	
Newfoundland-Home-Inspector.org•	
Northwest-Territories-Home-Inspector.org•	
NTHomeInspector.org•	
NT-Home-Inspector.org•	
NorthwestTerritoriesHomeInspector.org•	
Nova-Scotia-Home-Inspector.org•	
NSHomeInspector.org•	
NS-Home-Inspector.org•	
NovaScotiaHomeInspector.org•	
NUHomeInspector.org•	
NU-Home-Inspector.org•	
NunavutHomeInspector.org•	
Nunavut-Home-Inspector.org•	
ONHomeInspector.org•	
ON-Home-Inspector.org•	
OntarioHomeInspector.org•	
Ontario-Home-Inspector.org•	
Prince-Edward-Island-Home-Inspector.org•	
PEHomeInspector.org•	
PE-Home-Inspector.org•	
PrinceEdwardIslandHomeInspector.org•	
QCHomeInspector.org•	
QC-Home-Inspector.org•	
QuebecHomeInspector.org•	
Quebec-Home-Inspector.org•	
SKHomeInspector.org•	
SK-Home-Inspector.org•	
SaskatchewanHomeInspector.org•	
Saskatchewan-Home-Inspector.org•	
YTHomeInspector.org•	
YT-Home-Inspector.org•	
YukonHomeInspector.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•	
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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•	
iowahomeinspector.net•	
iowa-home-inspector.net•	
kshomeinspector.net•	
ks-home-inspector.net•	
kansashomeinspector.net•	
kansas-home-inspector.net•	
kyhomeinspector.net•	
ky-home-inspector.net•	
kentuckyhomeinspector.net•	
kentucky-home-inspector.net•	
lahomeinspector.net•	
la-home-inspector.net•	
louisianahomeinspector.net•	
louisiana-home-inspector.net•	
mehomeinspector.net•	
me-home-inspector.net•	
mainehomeinspector.net•	
maine-home-inspector.net•	
mdhomeinspector.net•	
md-home-inspector.net•	
marylandhomeinspector.net•	
maryland-home-inspector.net•	
ma-home-inspector.net•	
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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 
a negative 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 InterNACHI’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.

When a Home Inspector Misses Something
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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

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 InterNACHI’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-

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 

Become a Certified Master Inspector

Free Trade Expo and Home Show Displays

CMI Hank Valenzano on the Drain and Duct Camera     
Inspections Episode

Sewer drain inspection with Certified Master Inspector Hank Valenzano of Double Check Home Inspection and his camera.
The drain and duct camera inspection episode always available atwww.NACHI.TV!
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