What can I do on an
inspection to impress my
clients and real estate
agents?
Wear slippers indoors. If you are like
most inspectors, you start with the
exterior where your shoes can get
covered with mud, or worse. Before
you come inside, take your shoes off
and put your slippers on. This one
simple precaution tells everyone that
you are careful in everything you
do. Besides, many families regularly
remove their shoes at the entry regardless. If you don't want to wear
bedroom slippers you can purchase
disposable slip-overs from a medical
supply house.

How should I dress on an
inspection?
Dress professionally but not over the
top. If you have your oil changed at
one of those 10-minute lube franchises you will notice how professionally dressed mechanics are. You
should dress at least that well. Avoid
sneakers, t-shirts, shorts, sweat pants,
and plaid. A solid white shirt is
best. Polo shirts and blue jeans are
probably alright but on the casual
side. Ties are probably too formal.
And of course... no smoking.

My brochure isn't
working. What's wrong?
Many home inspectors "fill" their
brochure with reasons to have a home
inspection. This is a mistake for 2
reasons: You are wasting precious ad
space and spending money promoting
our entire industry rather than distinguishing yourself. While you're convincing everyone to hire a home inspector, your competitors are convincing everyone to hire them. If
someone has picked up your brochure, opened it, and is reading it
they are likely already sold on hiring
an inspector. Stop preaching to the
choir. At this point, you don't have to
sell them on a home inspection, you
have to sell them on YOUR home
inspection service.

How can I get more
response from my ads,
flyers, and brochures?
NACHI has put together a committee
of some of the nation's top marketing
experts. Simply gather up copies of
your ads, flyers, and brochures and
send them to the address below. Our
experts will write their comments,
suggestions, and recommended improvements on your marketing literature and return them to
you.

I'm a one-man operation.
What can I do to look like
I'm a big inspection company?
Don't do that! Personal service is
what counts. Don't use a postage
meter, use stamps. In your flyers
don't say "our inspectors", say "I."

What can I do to improve
my inspection service?
Contact your clients a week after you
perform their inspection. Ask them
what they think you did well. Ask
them what they think you did
poorly. Encourage them to be critical. Feedback is important to any
business. You might also ask them
for a letter of reference and permission to reproduce it. If they agree,
immediately send them a postagepaid return envelope. You should
also ask them where they got your
name: NACHI’s Target Marketing

System , real estate agent,
www.FindAnInspector.US,
www.InspectorSEEK.com, or a
friend.

I'm new to the business
and I'm not yet confident
during an inspection.
What can I do?
Market yourself in another
town.
Doing
your
first inspections outside your local
market is a good way to build your
confidence. After you smooth out all
your rough edges, start marketing
locally.

What can I do to improve
my skills?
Take our free online inspection exam
(great interactive learning tool), take
our free online inspection
course , visit NACHI University ,
take our free online Standards of
Practice Quiz , and take our free
online Ethics Obstacle Course. You
should also browse our visual aid
inspection frames , our inspection
community photo web gallery, and
our inspection glossary. All are categorized and searchable.

How can I objectively
compare my skills to
other inspectors?
Take our free online exam and then
visit the National Statistics
page. Also, most of your fellow
NACHI inspectors offer free ride-alongs.

I can't afford to advertise
much. Where is the best
place to spend my advertising dollar?
It is difficult for most inspectors to
design and run an ad that pays for
itself (breaks even). Your membership fee of $289 already provides you
with tremendous internet exposure
and advertising benefits.
Running
$50,000.00 of your own local ads
would not have the same marketing
effect as membership in
NACHI. Your membership fee is by
far your best bang-for-the-buck.

My State licenses home
inspectors. I'm licensed.
Isn't that enough?
No. Being licensed is like being up
to code. If you did any less it would
be illegal. In other words, licensing sets a bare minimum. NACHI
members are on the other end of the
scale.

If I join will I get listed in
any online home inspector
locators?
Yes, of course. Over 4,500 of them
including the internet's most popular
inspector search engines:
www.InspectorSeek.com
and www.FindAnInspector.US.

Does the marketing technique branding work for
home inspectors?
No. Branding works great for athletic shoe companies but not for individual home inspectors. The home
inspection business is a people business. Put your NACHI logo on the
back of your brochure and put
your smiling face and name on the
front. Never let any association or
advertising company charge you to
brand their name/logo.

I am willing to drive far to

do an inspection. How can
I expand my market area?
NACHI can provide you with inspection work in a large geographic
area. Just submit your name and up
to 20 zip codes you service. All
search engines will be updated to
include your expanded market area. Then check it by visiting
www.FindAnInspector.US or
www.InspectorSEEK.com.

I am a new inspector and I
see that NACHI makes a
distinction between working and full members. So
why isn't this distinction
made public?
No law requires you to publicly announce the level of your NACHI
membership, so you are simply a
"Member." This is true for many
other professions. For instance, a
lawyer is not required to warn his
first client about his lack of experience. Also, no law recognizes experience and knowledge gained outside the performance of inspections
(many inspectors were once involved
in construction). Since every inspector's experience is different there is
likely no correlation between real
experience and level of membership.
Furthermore, since no
law requires a public disclosure of an
inspector's experience (or lack of it),
NACHI doesn't require it either. If
you are only a new working member
you need not alarm your clients. If
you are a full member there is nothing preventing you from touting
it. You must be one or the other
though. NACHI does not brand new
inspectors with derogatory terms
such as "Associate" or "Candidate"
because NACHI has entrance requirements. Many real estate agents
blacklist associates and candidates.
I am new to the inspection industry. I plan to distribute a flyer
announcing the "Grand Opening"
of my business. Is this a good idea?
No. This is a bad idea. New inspectors should not advertise their lack of
experience or have a "Grand Opening". Nor should you join any association that brands you with derogatory terms like "Associate" or " Candidate." Many REALTORs blacklist
Candidates.

I am a member of NACHI
and I want to use the
NACHI logo in my marketing. May I use it?
Sure. A hi-resolution downloadable
copy of NACHI's Trademarked logo
is available to you. All members
(both working and full) may use it as
they like. NACHI makes no public
distinction between working and full
members so we only have one
logo. However, the general public
does not respond to the logo as well
as they do the actual full name of our
association. Google.com says the
phrase most used to search for a
home inspector is "certified home
inspector" so for best response, use
the full words: "National Association
of Certified Home Inspectors" written
out. You should also use our online
consumer certification verification seal.

I am a member of NACHI
who employs a nonmember assistant. May I
still use the NACHI logo ?
Yes. You may use the NACHI logo
provided you are the lead inspector
and the non-member is merely an
assistant. NACHI also permits secretaries and spouses to assist on an
inspection without they themselves

being members. However, if you
employ inspectors who perform inspections without you and write their
own inspection reports, they should
each join NACHI before anyone in
your firm uses the NACHI logo. In
other words, as long as every inspection is performed and every report is
written by at least one NACHI member, NACHI logo use is unrestricted. Multi-inspector companies
receive membership discounts.

My buyers/clients always
hang all over me on an inspection while my assistant
gets to perform his duties
without this distraction.
What can I do to reverse
this?
If you have an assistant, it is better to
split up and have your clients go with
your assistant (assuming your assistant is confident in his duties). Have
your assistant dress better than
you. When you arrive, have your
assistant introduce himself to the
clients while you carry all the
tools. Your clients will attach themselves to your assistant and you will
be free to get the inspection done.

I am a member. Can I call
myself "certified?"
Yes. All members are "certified" by
NACHI. The general public looks
for the word "certified" more than
anything else. Also use our online
consumer certification verification seal.

I have my own website for
my inspection company.
How can I promote it?
If you are a member your website and
email address will be automatically
posted on NACHI.org and in the Real
Estate Referral Network. The power
of this network is growing every day
and NACHI.org receives over 7 millions of hits a month. All 4,500 of
our sites combined with
www.FindAnInspector.US and
www.InspectorSeek.com produce
nearly a billion impressions a month
for our members. NACHI will also
promote your website through our
exclusive deal with Google.com.

I am a member of NACHI.
May I make copies of my
NACHI certificate and include them with my reports
and marketing packets?
Sure. You know you're a member. We know you're a member. The
purpose of the certificate is to let
everyone else know you're a member.

I would like to put
NACHI's articles on my
website and brochures.
May I do this?
Sure. Members may use all of our
articles royalty free. You need not
credit us. Just use them. Members
can put their own name on them if
they wish.

My local competitor operates a well-known national
home inspection franchise. How can I compete
with these big franchises?
This is an easy one. Simply add the
following line (in big proud print) to
the top of all your flyers: LOCALLY
OWNED AND OPERATED
NOT A FRANCHISE!

I am in Canada. Does
NACHI's real estate referral network function in
Canada?
Yes. NACHI has members in 34
countries, and our real estate referral
networks function in all of
them. NACHI also recently formed
InterNACHI, an international organization for home inspectors in other
countries. NACHI has released a
100% Canadian-friendly site at
www.InspectorSEEK.com.
Our
member-controlled profile editor is
Canadian-friendly. And finally our
Consumer Recovery Fund is managed by our Canadian non-profit
organization.

My community has many
affluent Asians and Hispanics. How can I reach
out to these markets?
NACHI will do it for you. We constantly seek out home buyers who do
not use English as their primary language. We can also provide you
with links to put on your website that
speak to these ethnic groups.

What can I do to keep from
losing a lawsuit?
The single best thing you can do to
keep from losing a lawsuit is to use
the NACHI Agreement. In one page,
this Agreement (between you and
your client) sets forth your obligation
as an inspector: to generate a written
report identifying the major defects
you observed. That is all. If you
promise to do more, then you are
selling insurance. Don't. If during
the course of performing the standard
home inspection you don't observe a
major defect, then you have no duty
to report it. Do yourself a favor. Read the NACHI Agreement
carefully. You will be convinced that
it is better than the one you are using
now. All inspectors can benefit from
our challenge: If you or your attorney
believe there is any way the NACHI
Agreement can be improved, let us
know and we will send you $250 and
redraft the Agreement accordingly.
The NACHI Agreement
is periodically tweaked and free to
members.

What else can I do to keep
from losing a lawsuit?
Adhere to the NACHI's Inspectorfriendly
Standards of Practice. They provide you an additional
layer of legal protection. Take our
free online Standards of Practice
Quiz. It will tell you if you are inspecting too little or too much. And
participate in our Consumer Recovery & Legal Defense Funds.

What clauses can I add to
strengthen my own home
inspection agreement?
Here are some suggested clauses for
your attorney only. Your attorney
can explain why they strengthen your
agreement and determine which ones
are right for you. If you are a member of NACHI, your attorney should
also review the NACHI Agreement. The NACHI agreement has
been fine-tuned many times and is a
one-page work of art.
INSPECTOR agrees to perform a
visual inspection of the subject house
and to provide CLIENT with a written inspection report identifying the
deficiencies that INSPECTOR both
observed and deemed major.
INSPECTOR may offer comments
on items or systems as a courtesy, but
these comments will not comprise the
bargained-for report.

The report is only supplementary to
the seller's disclosure.
The inspection will be of clearly
visible and accessible areas of the
house.
The inspection and report are performed and prepared for use of CLIENT, who gives INSPECTOR permission to discuss observations with
real estate professionals, owners,
repairpersons and other interested
parties. INSPECTOR accepts no
responsibility for use or misinterpretation by third parties.
INSPECTOR wants the CLIENT to
know: CLIENT should not expect
that INSPECTOR will find every
problem that exists or ever could
exist, but only that INSPECTOR will
report deficiencies that INSPECTOR
both observed and deemed a significant material defect.
INSPECTOR does NOT claim expertise in specific home components or
systems.
INSPECTOR will not move personal
property, debris, furniture, equipment, and carpeting or like materials,
which may impede access or limit
visibility.
The inspection is NOT intended to be
technically exhaustive.
Equipment and systems will NOT be
dismantled.
INSPECTOR does not perform engineering, architectural, plumbing, or
any other job function requiring an
occupational license in the jurisdiction where the inspection is taking
place.
If any provision of this Agreement is
declared invalid or unenforceable by
any court, the remaining provisions
will remain in effect.
CLIENT shall have no cause of action against INSPECTOR beyond the
earlier of one year after the date of
the inspection or the date of this
Agreement.

What if later my client
argues that he/she didn't
have time to read or understand the agreement?
If you have a website, post your inspection agreement on it. This upfront, forthright move will counter
any argument that your client didn't
get an opportunity to read it. You
can also email the inspection agreement to your client. The NACHI
agreement is periodically
tweaked. The agreement and future
revisions are available to members
for free. NACHI also has a negligent
referral (real estate agent holdharmless) clause you can add.

Someone has contacted me
with a complaint. Is there
anything NACHI can do to
help?
Yes. Complaints should be addressed quickly. Law suits cost
money and cause damage to your
public image. NACHI can try to help
resolve complaints before things get
out of control. Sometimes a client or
real estate agent will be more receptive to a response from a third party
like NACHI. NACHI also has a
separate Inspector Arbitration Service
for member use and Consumer Recovery & Legal Defense Funds.

A disgruntled client is complaining to the real estate
agent about the inspection
I performed. The real es-

tate office is in my local
market and is a good
source of my business.
What can I do to save my
reputation?
Act fast. Visit Dear NACHI, our
online advice column. The current
issue deals with this very subject.

What can I do to improve
the appearance of my inspection report?
First impressions are everything. The
front cover page of your inspection
report should be about the home you
are inspecting, not you and your company. Take a photograph of the front
of the home and use it on the front
cover page of your report. You can
use a digital camera if you know
how. Some inspectors use digital
photographs throughout their entire
report. A front photo also makes it
easier to remember the home if you
have to refer to the report later.

What can I do to improve
the clarity and thoroughness of my report?
NACHI has put together a committee
of some of the nation's best Master
Inspectors. Simply make hard copies
of your latest inspection reports and
send them to the address below. Our
experts will write their comments,
suggestions, and recommended improvements on your reports and return them to you. This committee
meets once every week so allow 10
business days. New working members should use this free service for
their first 100 inspections. This service is free.
NACHI
Report Review Committee
P.O. Box 987
Valley Forge, PA 19482-0987

I'm a terribel spellor.
What can I do?
Make yourself a little inspection dictionary of words you frequently
use in your reports. Add to it every
time you come across a word like
recepticle... receptical... receptacle . Also, it is "peace" of mind, not
"piece" of mind.

I found some mouse poop
on an inspection. Should I
report this?
Yes. Evidence of rodents should be
noted. Mouse traps, poison, or damage should be reported as well. Oh,
and don't refer to it as "poop", "crap",
or "s#%t" of course, call it "rodent
droppings."

Some buyers expect that
everything I mention in the
report should be addressed
by the seller. This upsets
some real estate agents.
What can I do?
Include a copy of "What Really Matters" with your report. Or, simply
refer all parties to www.nachi.org/
what_really_matters.htm. Sometimes
it is better if it comes from a third
party like the National Association of
Certified Home Inspectors. Real
estate agents love this short article
because it keeps everything in perspective.

If something is beyond the
end of its useful life -- for
example, an old hot water
tank that is not leaking-- is
it (by itself) a material de-

fect?
No. A material defect is a problem
with a residential real property or any
portion of it that would have a significant adverse impact on the value
of the property or that involves an
unreasonable risk to people on the
property. The fact that a hot water
tank is beyond the end of its normal
useful life is not by itself a material
defect.

I want to offer additional
environmental inspections
too. What should I do?
Offering additional environmental
inspections is a great way to boost
profits. Typically these types of inspections are offered in addition to a
typical home inspection. They are
high profit because you have already
paid your overhead and marketing
that got you the home inspection and
you are already going to the home
anyway. Reminder: When someone
calls you to order a home inspection,
ask if he or she would like a lead
paint, mold, radon gas, or water quality inspection as well. Another tip:
Take pre-packaged environmental
kits with you to the home inspection. Offer them for sale (including
analysis) to everyone at the home
inspection. Often homebuyers will
purchase them from you to use after
they move in. Inspectors can order
environmental kits directly from our
laboratories. NACHI members get
preferred pricing and priority analysis
in some cases.

I've been asked to perform
one of the ancillary inspections I offer, but not the
whole home inspection.
What should I do?

them when someone orders a septic
inspection with the home inspection. Explain that all you want in
return is a no-conflict-of-interest
statement from them first. This statement from the septic company promises that they won't offer a bid to
repair any septic system they inspect
for you. You can then publicize that
your add-on septic inspections come
with a no-conflict-of-interest promise. Smart real estate agents will
order septic inspections through you
rather than direct, just to take advantage of the promise.

Because I perform radon,
mold, water, lead, and
other environmental inspections for real estate
transactions, I need to get
my laboratory analysis
done quickly. What can I
do?
NACHI has negotiated special agreements with many laboratories across
the country. These laboratories have
agreed to analyze our member's samples first and fast. NACHI provides
its members with priority analysis
stickers that distinguish your samples
from others.

It would help if I could
chat online with other inspectors. Does NACHI
operate a message board?
Yes. NACHI operates the industry’s
most popular message board with
over 86,000 topics. It has major advantages over other message boards:
Everyone is welcome to both view
and offer posts on NACHI's message
board, even non-members.

Don't turn down the little jobs. But
while performing the ancillary inspection look around out of the corner of your eyes. If you see a defect,
alert your client even though you
were not hired to perform a whole
home inspection. Your conversation
might likely lead to you getting the
whole home inspection. By the same
token, when performing whole home
inspections let your clients know you
can perform other inspections while
you are there.

You can add photos to your posts on
NACHI's message board. A picture
is worth a thousand words.

I would like to offer ancillary inspections like radon,
wood infestation and septic. However, I'm not yet
qualified to perform these
inspections. What should I
do?

NACHI's message board automatically corrects foul language. It is
Lady and Gentlemen friendly.

Subcontract out these inspections to
people who are qualified. For instance, if your state requires you to
be certified to perform radon inspections, ask your state to provide you
with the list of those that are already
certified. Contact a few that are local
to you and ask them if they would be
willing to perform radon inspections
when you do your home inspections. You might even ask them for
permission to use their credentials in
your marketing literature. For example: "Radon gas inspections offered
for additional fee and performed by a
certified radon inspector, license #
1234". Homebuilders use subcontractors all the time. You should too.

NACHI's message board hires SpellChecker.net to correct your spelling
errors.

I don't want to do septic
inspections but I want to
offer them by subcontracting these inspections to a
local septic company. Any
advice?
Contact the septic company and explain that you want to sub-contract

It is linked to NACHI's Photo Web
Gallery where you can see actual
defects.
You do not risk getting kicked off of
our message board even if you are
there to NACHI bash. Feel free to
criticize NACHI if you like, we protect freedom of speech.

Unlike other message boards our
moderator does not have authority to
edit or delete your posts even if you
NACHI bash. Feel free to say and
ask what you want.

NACHI's message board is frequented by members of other associations and non-inspectors. There are
no restrictions.
Promotion of your company, association, seminar, products, laboratory,
etc. is encouraged on NACHI's message board. We want to know even if
it has little to do with inspections.
Let's keep the money in the family.
NACHI does not pollute its board by
selling pop -ups or banners. Also,
you don't have to worry about offending our advertisers... we don't have
any.
NACHI's board is the inspection
industry's most popular message
board with over 86,000 topics.
NACHI uses an avatar system to
permit self-photos of registered users.
Many government officials use

NACHI's message board to communicate with the inspection industry. The board's open policy and high
traffic make it the perfect choice for
officials to both gather and distribute
information.
There is no charge for NACHI's message board.

I often have to turn down
inspections because I am
too busy or have a personal
conflict (vacation) the day
the customer wants it
done. What can I do other
than let my competitors
have the work?
If you can't schedule an inspection,
for any reason, direct the customer
back to www.FindAnInspector.US or
www.InspectorSeek.com. Or if you
prefer, you refer them directly to
another NACHI member in your
area. Reciprocating referrals between
NACHI members is requested but not
required. What goes around comes
around. Let's keep the money in the
family.

I am spending too much
time writing my inspection
reports. What can I do to
speed things up?
There are many things you can do to
speed up report generation. Most
include the using a computer to access pre-written portions of the report. However, the best thing you
can do is to stop wasting time
"describing" components.
Many
inspectors spend more time describing things than inspecting
them. Unfortunately this is required
by several other inspection associations' standards of practice. Members
of those associations have no
choice. Here at NACHI we think
differently. Your client wants you to
say two things: "I inspected it and it
appears to be O.K." and "I inspected
it and it appears there is something
wrong." Your client doesn't need you
to waste time reporting the color of
the vinyl siding, especially when
your client is essentially paying for
that time.

What's new with the
inspection industry?
Visit: www.nachi.org/whats_new

Industry Giant
Joins NACHI
NACHI is very honored to welcome John Cahill to its ranks.
John has helped the entire home
inspection profession in many
ways especially with regard to
ethics in our industry.
.
John Cahill...

•
•
•
•
•
•

Serves on the ASHI Ethics
committee.
Serves on State of Texas Inspector committee.
Chairs the Texas Ethics sub
committee.
Serves on Texas Standards
subcommittee.
Is past President countrywide
Landsafe Home Inspections.
Is a member of NACHI.

Welcome John!

KANSAS

Western PA NACHI Chapter
Meeting in Pittsburgh January 22nd

MOKAN NACHI and
Midwest Inspectors
Institute Training
Seminar a Success

Everyone is invited to another meeting of the Western Pennsylvania
Chapter of the National Association
of Certified Home Inspectors
(NACHI), Saturday, January 22nd at
5:30pm. New and veteran home
inspectors, as well as members of all
other associations, are all welcomeyou need not be a member of
NACHI. Anyone interested in home
inspections can attend. Dress casual
if you like, as our meetings are informal and fun, the way they should
be. Spouses welcome. Come hungry! This meeting is free and open to
all.

The educational/training seminar
hosted by the MOKAN Chapter of
NACHI on December 11th in
Lenexa, Kansas was a great success.

Tom Lauhon, from the Midwest
Inspectors Institute was the guest
speaker for the afternoon. The
seminar included 1.5 hours on
structural deficiencies, 1 hour on
carbon monoxide, and 1.5 hours
on old house wiring. There was
also an expert who provided an
hour on identifying the difference
between carpenter ants and termites and between wood rot and
termite damage.
The next MOKAN NACHI training seminar is being planned for
Spring 2005.

NACHI Donates 1,000
Smoke Detector Batteries
As part of a smoke alarm awareness campaign, the National Association of Certified Home Inspectors recently donated 1,000 batteries for the Novato, California Fire
Protection District’s Ninth Annual
Open House. A good time was had
by all and in the process, many
safety lessons were learned.

NACHI & Community
Partnering Program for
Disaster Preparedness
NACHI has formed a working
relationship with the Community Partnering Program for
Disaster Preparedness and the
Partnership for Response &
Recovery. They have a booth
at NACHI's National Convention at
www.nachiconvention.com in
Orlando, in January.

Home Inspector
Website of the Week
Take a look at other home inspector’s
websites. Get some ideas for improving your own website. All the
winners are at Website of the Week at:

www.nachi.org/websites

Speakers include:
1. NACHI attorney Bradley S. Dornish on:

NACH’s Consumer Recovery Fund

•
•

The National Association of Certified Home Inspectors has set up
another non-profit corporation to
manage several new funds.

Current status:

•

ConsumerRecoverFund.com and
ConsumerRecoveryFund.org have
been registered.

2. Larry Ott, Chapter President on:

1. Consumer Recovery Fund.
This fund will give consumers
(clients of NACHI members) the
option to tap a third-party fund
which would compensate them
directly for inspector negligence in
return for pre-agreeing to limit the
liability of the inspector to five
times the cost of the inspection. The fund would pay out even
if the inspector disagreed, retired,
or went bankrupt. This fund may
eventually require consumers to
agree to hold referring real estate
agents harmless.
2. Legal Defense Fund.
Unlike the Consumer Recovery
Fund (above) which aids consumers when the inspector is wrong,
the Legal Defense Fund will aid
inspectors when the consumer is
wrong. This fund may eventually
be used to offer indemnity to real
estate professionals who recommend NACHI members.
A
first
meeting to
set up these
funds was
held in Kingston, Ontario on September 14th. Our Canadian legal
counsel was present for this meeting and will be handling the setting-up of this Canadian non-profit
corporation to manage these
funds. Canadian NACHI members
are in greatest need for immediate
alternatives to the expensive E&O
insurance currently available. Techniques to maximize the
marketing advantages of our Consumer Recovery Fund and negligent referral indemnity for real
estate agents were also discussed.

Canadian NACHI member Wayne
Fulton will be our initial Executive
Director.
A Board of Directors made up of
NACHI members is being assembled. Canadian law requires that
this non-profit corporation's Board
be mostly Canadian, but Americans
can sit on the board as well. Chris
Butler of FREA, our industry's
leading E&O insurance provider
has agreed to sit on the Board, so
has American NACHI Chapter
Presidents Dave Campbell and Joe
Burkeson. Also NACHI members
Marc Thibodeau, Gary Jackson, Ian
Kilborn, Joe Farsetta, and Raymond Wand.
Member David Verge, a Chartered
Arbitrator and Mediator from British Columbia has offered to help.
Discussions with a consumer advocate are ongoing and a consumer
advocate will likely be added to the
board soon.
Brad Comeau, NACHI's Canadian
legal counsel has agreed to handle
much of the paperwork and
NACHI has provided the initial
seed money. Nancy P. Campiglia
of Akerman Senterfitt will handle any issues state side.
A Claim-Review Committee is
being formed and volunteers are
coming forth. Although Canadianbased, inspectors from all countries
are welcome to participate in the
funds.
Crystal Seelig's department has
been asked to provide marketing
assistance.

•
•
•
•
•
•
•

E&O Insurance.
Pennsylvania Home Inspection
Law
Pre-inspection agreements for
PA.

Continued Education for home
inspectors near Pittsburgh.
Problems and solutions with
exterior inspections.
HUD Consultants.
Updates on mortgagee letters
and handbooks.
Review of Carbon Monoxide
detectors.
Narrative reports on problems
and solutions with inspections.
Promotions under the 203k Program for 2005.
.

3. Robert Lutz, Registered electrician on:

•
•
•
•
•

Electrical inspection
Panel Box
Service
Illegal Connection

Lots of door prizes.
Note: WPA NACHI Chapter attorney
Brad Dornish has written a special
PA version of the NACHI agreement. Contact him direct for a free
consultation and copy.
Bradley S. Dornish
WPA NACHI Chapter counsel
Attorney at Law
Dornish & Scolieri, PC
1207 Fifth Avenue
Pittsburgh, PA 15219-6211
(412) 765-2726
bdornish@doscolaw.com
There is no charge other than your
dinner. There are currently no dues
required to join this Western Pennsylvania NACHI Chapter. You need not
join to attend. All free.
Place:
Jamie's Restaurant
3220 West Liberty Ave.
Pittsburgh, Pa 15216
Phone 412-516-0450
Dinner: Order from menu.
Everyone is welcome to attend this
open-door free home inspection
event. This Chapter and meeting
were put together by member Larry
Ott Inspection Pro, Inc. (412) 5312031
Attendance counts as one hour toward NACHI member continuing
education requirements and one hour
toward NACC 203K.

Enviro-2005 Conference
Atlantic City, New Jersey
Environmental Solutions Association is pleased to announce Congressman John Conyers, Jr. and
NACHI Executive Director Nick
Gromicko’s participation at the
ENVIRO-2005 Conference & Expo
in Atlantic City, NJ.
NACHI Executive Director Nick
Gromicko will be presenting at
ESA’s ENVIRO-2005 Conference
and Expo, February 16th - 18th,
2005, at the Atlantic City Convention Center in Atlantic City, New
Jersey on February 16th from 11:00
am to 12 noon and February 17th
from 9:00 am to 10:00 am.

Mr. Gromicko’s topics include:
How to Create a Home Inspection
Brochure that Works and How
Home Inspectors Statistically Extend their Client’s Life Expectancy.
All courses are approved for
NACHI Continuing Education
Credits
NACHI members receive a 15%
discount on admission.
For more information visit
www.envirosolution.com/
enviro2005.htm or call ESA at
(570) 326-0323.

Did you know that NACHI’s message board has over 90,000 topics and gets over 200 new posts everyday?

www.NACHI.org

Creating a Home Inspection Brochure that Works
By Nick Gromicko

You Only Get One Chance
to Make a Good First
Impression
The home inspection business is different than any other business in that
you don’t get to meet your client until
after he/she hires you. This means
that the home inspection business is
almost all marketing and very little
sales. A key part of successful marketing is your home inspection brochure. Since your client won’t get to
meet you until after you’re hired,
your home inspection brochure, not
you, defines your image. You might
only get this one shot, so make it a
good one.

The Goal of a Brochure
The main purpose of a home inspection brochure is to:
1.
2.
3.

generate sales leads.
provide documentation to justify
higher prices.
sell additional services.

In short, a home inspection brochure’s goal is to sell more inspection
services to more people more often
for more money.

Synergy
A brochure is one of the three critical
parts of successful home inspection
marketing, those being:
1.

2.

3.

The proliferation of your contact
information on the internet
(where all the home buyers are
nowadays).
Your certification by a prominent industry organization (such
as the National Association of
Certified Home Inspectors).
The quality and design of your
home inspection brochure.

These three critical parts are intertwined. When a home buyer types
“certified home inspectors” into a
google.com search they are lead to
one of many NACHI-owned websites. There they will find your contact information and can request your
information (brochure) which states
that you are certified… and so on...
each part reinforcing the others. At
the end of this article you will learn
about NACHI’s plan to offer instant
e-brochures from our members directly to internet-surfing home buyers.

Marketing to Professional
Marketers
Real estate agents are more influenced by marketing than the general
public. Agents often can’t tell a good
inspector from a bad one. Many
agents don’t even know what a joist
is. However, agents do recognize
strong marketing-they’re in the marketing business! Because agents are
so influenced by marketing, the quality of your home inspection brochure
has to be much better than what
would be required for other industries.

Bad Brochures Un-sell
A quality brochure implies that you
are a veteran inspector and a cheap
brochure implies that you are new to
the business. If you are a veteran
inspector with a home-printed cheap
brochure, you will look like a newbie
(the home inspection industry’s slang
for novice). By the same token, you
can fool everyone into thinking you
are an experienced veteran inspector

by having a high quality brochure. A
brochure can sell or un-sell...it’s up to
you.

Delivering the Message
If your brochure design is just a
hodgepodge of material without a
well-planned, focused message, don’t
even print it. What is the message?
Answer:
I am the quality home inspector you
want to hire.

Headlines
Your headlines are often all that are
read. If you can say the same thing
using fewer words… do it. The
reader is scanning your brochure so
your headlines should read like that
of news story. Brochures are nothing
more than garbage on the way to the
trash can. Your job is to get a message delivered on the way to the
trash, so keep your headlines
short. If you must break (continue
onto a second line) a long headline so
it fits on a tri-fold brochure, try to
find a natural break and the second
line should be longer than the first if
possible, but breaking at the natural
pause takes precedence.
Worst:
ABC Home Inspections is number one in Kentucky.
Better:
ABC Home Inspections is number
one in Kentucky
Best:
ABC Home Inspections is number
one in Kentucky
Another mistake is to put a period at
the end of headlines. Periods stop the
reader from going further which is
why newspapers don’t use them at
the end of headlines.

Nothing to Brag About
Avoid minimum-expectation tag lines
or slogans. For example:
ABC Inspections
Thorough and friendly service is our
motto.
It better be thorough and friendly!
There is general overuse of the words
thorough, professional and quality
within our industry. Avoid such cliché adjectives. Here is a better slogan:
ABC Inspections
Members of the National Association
of Certified Home Inspectors
Inspected once, inspected right.
Inspected once, inspected right projects confidence and competence...and implies that if you don't
hire ABC Inspections you might have
pay to have it done all over. NACHI
members are free to use the trademarked slogan as they wish.

Words that Sell
The overall impression your brochure
conveys is more important than the
actual information. There are certain
words that sell inspection services:
You/your.
Talk directly to the
reader. Instead of writing "Our clients receive the inspection report..."
try writing "You will receive your
report..."
I. If you are a one-man operation,
say so. Customers seek personal

service. Instead of writing "Our
company's goal is... " or "We at ABC
Inspections seek to" try writing "I
will perform..."
Easy. Home buyers don't want their
life more difficult at this time. So
write "The report will be easy to read
and understand."
Certified. Anyone can say whatever
they want about themselves. The
word "certified" is the ultimate testimonial. Use this word.
Benefit. Most home inspection brochures do state the benefit of a home
inspection. However, they neglect to
actually include the word
"benefit." So perhaps write "As an
added benefit, ABC Inspections..."

Your Picture
A picture of you is a must. You are
not selling a product… you are selling yourself. You are the product.
You can’t judge a book by its cover
but many readers do, so reconsider
using your picture if you:

•
•
•

look very overweight. It implies
that you can’t inspect the crawl
space.
look very young. It implies that
you are inexperienced.
look like a mass-murderer.

If you are male and have a ponytail,
hide it in the photograph. You want
the reader to identify with you. Keep
your picture as simple as possible.
Consider using digital air brushing to
touchup your picture.
Don’t wear a tie. Except for maybe in
My Promise (discussed later). This is
too professional and implies that you
are so dressed up you won’t inspect
the attic.
Don’t wear a t-shirt. This is too unprofessional. You are a step above,
inspecting the work done by men in
T-shirts.
Try to find middle ground. Perhaps a
nice collared shirt with the top button
undone.

Other Pictures
Make sure each picture earns its
keep. A picture of a house within a
home inspection brochure is a waste
of prime advertising space. Each
picture should help sell your service. Perhaps the picture could be of
you using a SureTest meter (visit
www.nachi.org/suretest.htm).
Sell
yourself. You cannot bore people
into hiring you.

Don’t Be Silly
Avoid cartoons. Cartoon graphics do
not present a professional image. No Sherlock Holmes characters
looking at a house with a magnifying
glass. Would a professional engineer
use cartoons? Don’t make up clever
plays on words. Strike the right tone.

report is smart. Cooking ingredient
ads always show a picture of the
finished dish.

Testimonials
Add a few quotes from satisfied
agents or clients.
The use of
short references works, but you
should always get permission first.
“ABC Inspections did a great job,
finding defects even the seller was
unaware of. I highly recommend ABC
inspections.”
Mrs. Jane Smith
Toledo, Ohio
Don’t include anonymous quotes…
they must include a full name and
city. Only credible testimonials
work.

Don’t Preach to the Choir
Including Reasons to have a home
inspection is a waste of prime advertising space. Anyone reading a home
inspection brochure is past the stage
where they need to be sold on having
an inspection. Don’t waste your
time and advertising budget on helping the entire home inspection industry. Instead of telling the reader why
they should want a home inspection
in general, tell them why they should
want your home inspection service.

Make Them Want You
Make your list of qualifications as
long as possible. Your list of qualifications can be broadened to include
information such as your reporting
system and schedule availability. Each qualification you have can
be broken up and expanded. For
instance, instead of only stating that
you are a member of the National
Association of Certified Home Inspectors, state something like this:
My qualifications:

•
•
•
•
•
•
•
•
•
•

I am a member in good standing
of the National Association of
Certified Home Inspectors
I have passed NACHI’s Online
Inspector Examination.
I have completed NACHI’s Code
of Ethics Obstacle Course.
I have taken NACHI’s Standards
of Practice Quiz.
I abide by NACHI’s Code of
Ethics.
I follow NACHI’s Standard of
Practice.
I fulfill 18 hours of continuing
education every year.
I own and use high-tech equipment such as a gas leak detector
and SureTest meter.
I am available Saturdays.
I generate easy-to-read inspection reports.

Deliver the message: I am the quality
home inspector you want to hire.

Captions

Sub-contractor
Qualifications

Make sure every picture or illustration has a caption below it. Each
caption must be an ad within itself. If
you include a picture or illustration of
your report don’t have the caption
read:

If you use sub-contractors to perform
any portion of your inspections, include their qualifications. For instance: "Wood infestation inspection
performed by licensed pest control
inspector #12345"

“Our reporting system.”

Act Like You’ve Been in
the End Zone Before

Instead have it read:
“Detailed yet easy-to-read report!”
Each caption must promise the reader
a benefit. Also, a picture of a sample

Avoid giving the impression that you
are new-to-the-business…even if you
are. Don’t put anything in your brochure that would reveal your inexpe-

rience. Kiss-of-Death terms include:
New to the business, Affiliate, Justlicensed, Grand opening, Associate,
Recent graduate, Introductory offer,
and the Mother of all Kiss-of-Death
terms… Candidate.

Full is Cool
Avoid using the header: What our
basic inspection covers. It sounds
like an insurance disclaimer. Instead
use: Our Full Inspections include.
If the list of what your full inspections include is long enough, no one
will read it-so make it really
long! Rather than listing seven or
eight sections your inspections include such as Roof, Foundation, etc.,
make a longer list. The reader will
see the list in entirety without actually reading it word for word. A long
list makes it appear you inspect
more. Here is a sample list:
Our Full Inspections include:

•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•

Roof, vents, flashings, and trim.
Gutters and downspouts.
Skylight, chimney and other roof
penetrations.
Decks, stoops, porches, walkways, and railings.
Eaves, soffit and fascia.
Grading and drainage.
Basement, foundation and
crawlspace.
Water penetration and foundation movement.
Heating systems.
Cooling systems.
Main water shut off valves.
Water heating system.
Interior plumbing fixtures and
faucets.
Drainage sump pumps with
accessible floats.
Electrical service line and meter
box.
Main disconnect and service
amperage.
Electrical panels, breakers and
fuses.
Grounding and bonding.
GFCI’s and AFCI’s.
Fireplace damper door and
hearth.
Insulation and ventilation.
Garage doors, safety sensors,
and openers.
And much more.
Review NACHI’s Standards of
Practice at www.nachi.org/sop
for complete details.

The last line is an important one for
legal reasons, so don’t leave it out.

Breathing Room
White space is a tool to use sparingly. Make related item lists compact. Then use white blank space
around them to clarify related
items. Be consistent with the spacing
and margins throughout the brochure
but don’t overdo it. Give your readers enough information to hire
you. Direct mail advertisers use long
body copy because it works (and they
know). Your qualifications list and
your inspected items list can literally
run right off the bottom of the brochure, as if you didn’t have enough
room to list them all.

Warranties
Be cautious about mentioning warranties or guaranties. They have a
negative connotation…that you’ve
taken precautions to offset your ineptitude. My favorite warranty:
If you are not completely satisfied at
the end of the inspection, you don’t

have to pay me.

Insurance
Do tout E&O insurance if you carry
it. E&O insurance is expensive so try
to offset this expense by exploiting it
for marketing purposes. If you carry
E&O insurance, let everyone know
(visit www.nachi.org/eo).

My Promise
The following is something you
could add to the inside of your brochure (preferably on the right hand
side). It is a promise. Include a
head-shot picture 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.
My Promise to You
Choosing the right home inspector
can be difficult. Unlike most professionals, you probably will not get to
meet me until after you hire me. Furthermore, different inspectors have
varying qualifications, equipment,
experience, reporting methods, and
yes, different pricing. One thing for
sure is that a home inspection requires work, a lot of
work. Ultimately a thorough inspection depends heavily on the individual inspector’s own effort. If you
honor me by permitting me to inspect
your new home, I guarantee that I
will give you my very best effort. This I promise you.
John Smith
ABC Inspections
To see My Promise in use visit
www.nachi.org/promise

Certifications
Use logos demonstrating third-party
certification or qualification if you’ve
earned them. They should go on the
back of your brochure.
Certified. The word Certified creates
the most positive response from the
general public which is why you
should write out the words Member
of the National Association of Certified Home Inspectors, not just use the
acronym NACHI. Various NACHI
logos are available for member use in
www.nachi.org/logos.
Licensed. The word Licensed along
with your state license number
(Texas for example: TREC# 12345)
should be included and its inclusion
may in fact be required in some
states. However, consumers give
you little credit for being licensed as
they know licensing is a bare minimum standard and they assume that
you are operating legally, even in
states without licensing.
Society. Anything with the word
Society in it should be avoided as
studies have shown that the general
public equates a society with a social
club, not a professional trade organization.
Training Institute. Unfortunately the
schools or training institutes you
attended can work against you a
bit. Schooling is sometimes associated with being a novice. Use only
their logo (if permitted). Don't write
out "graduated from..." Your qualifications list (discussed earlier) is the
better location for detailing your
educational background.
InterNACHI.
NACHI and InterNACHI, the International Association of Certified Home Inspectors recently entered into an agreement which gives automatic InterNACHI membership to
NACHI members. NACHI members

may use the InterNACHI logo as
well.

As opposed to:
Inspected once, inspected right.

NACHI Foundation. The NACHI
Foundation (a separate registered
charity) grants sponsorship logo
use to donors. Civic merit logos are
also good to include.

You’re Not Fooling
Anyone
Don’t include an attached discount
coupon as part of your brochure. Such built-in coupons are a
silly way of simply charging less and
everyone knows it. Something of
value printed directly within every
brochure…is worthless. Don’t make
your client cut out and present a $20
coupon when they are buying a several hundred thousand dollar house.

Contact
Your contact information should be
one local phone number and one
professional email address. Visit
www.nachi.org/membersemail for a
free professional email address from
NACHI.
Avoid toll free numbers. Customers will nearly always
choose the local inspector with the
local area code. Customers want to
talk to the actual inspector. A toll
free number implies an impersonal,
non-local, corporation who will send
someone out. A very few cheap customers dial toll free numbers first to
save a few pennies when buying a
home…let your competitors have
those customers. Avoid filler words
like Call Today! Every unnecessary
thing you include diminishes the
important points you are trying to
convey. And put your contact information at the bottom of your brochure. Readers will first look for the
phone number near the bottom.

Company Name Placement
Put your company name up at the top
of the front of the brochure, not the
bottom. Brochure holders often hide
company names when they are placed
on the bottom. Many inspectors do
business under their personal
name. If you are going to incorporate
or if you are having trouble thinking
of a company name, visit
www.nachi.org/namesearch

Nothing Says Quality
Louder
If your pricing is much higher than
you competitors, flaunt it. High pricing is the sure-fire way to convince a
customer that you are one of the best.
Americans believe that you get what
you pay for. If your brochure is making the contention that you are the
best home inspector in town, your
pricing has to support this contention. Charging too little contradicts
this claim.
Read: www.nachi.org/convert

Huh?
Avoid complicated or ambiguous
pricing formulas. Example: “base
price + $1 for every $1,000 in home
price over $250,000, additional fees
and Saturday/mileage surcharge
applies, call for quote.” Instead keep
your price structure straightforward
and respectably high.

Help Them Read
People are accustomed to reading in
lower case. Capital letters are a mistake in that they make it hard for the
reader to recognize the words. They
tend to be read letter-by-letter. Look
how difficult it is to read the all caps
version of NACHI’s slogan:
INSPECTED ONCE, INSPECTED
RIGHT.

When in doubt, avoid ALL-CAPS.

Fonts
Avoid using many different fonts. It
diminishes the continuity of your
brochure. Stick to two fonts, one for
headlines and one for the body
text. Impact fonts are best reserved
for headings.
Impacts command
attention…they help the reader determine what is important. Choose a
Serif font for the body text. Serifs
exist for a purpose…they help the
reader’s eye pick up the shape of the
letter. Bolding or italicizing do not
necessarily count as separate
fonts. However, only use them as
emphasis to add clarity. And never
use comic fonts…you are a professional, not a clown.

Spelling
Check your spelling and grammar. By the way, Piece of mind is
spelled Peace of mind, and your automatic spellchecker won’t catch that
one!

Size matters
Size your brochure to fit in a #10
envelope. You will want to be able
to mail it and encourage others to
mail it so make sure it fits in a standard envelope. Besides, most brochure holders are this size.

Paper
Use heavy cardstock.
Brochures
printed on your home printer using
20lb paper look cheap and flop
over.
Cardstock is not expensive. Gloss paper with bold colors
creates an upscale image. Plain copier paper creates a poor image.

Ink

Consider having a separate brochure
for every target audience. Brochures
targeted specifically to:
Home buyers are the most common
and should emphasize your:

•
•
•
•
•
•
•

thoroughness.
the ease of understanding your
report.
ancillary services you offer.
real estate agents are less common and should emphasize:
schedule availability.
risk-reduction (such as E&O
insurance or your hold harmless
clause).
the speed at which you generate
the report.

Home sellers are least common and
should emphasize:

•
•
•

price.
the marketing advantage of a
seller’s inspection.
disclosure liability reduction.

Remember, your brochure is not
likely for the general public. Rather it
is intended for a targeted
niche. Also, if you do create more
than one version of your brochure,
keep them all somewhat consistent
looking.

So Sad
A home inspection brochure, like all
marketing, is a catalyst or a magnifier. If you offer a poor service, marketing will lead you to your demise
quicker. If you do good work, marketing will magnify it. Your brochure is only second to YOU as the
key ingredient in achieving success. If you are a good home inspector you have an ethical duty to market
so that more of your fellow citizens
can learn about and benefit from your
good works. It is so sad to see a good
home inspector with a bad brochure.

Online Brochure Builder

Avoid light colored ink. It is hard to
read. When a real estate agent learns
a buyer’s offer has been accepted the
buyer is usually at work. Under time
constraints, an agent will often copy
several home inspection brochures
and fax them to their client so that the
client can schedule the home inspection. Light colored ink is difficult to
copy and fax. If your brochure has
light colored ink, try test copying and
faxing it to yourself to make sure it
comes through. Also, avoid reverse
copy (white text on a dark color).

Ownership
If you are having your brochures
printed professionally, make sure that
upon final payment, all film, color
separations, art work, etc., become
your property. This leaves you free
to switch printing companies and
keeps you from becoming a captive
customer.

Use It or Lose It

NACHI is developing an online sample brochure builder which walks you
through the steps of creating a home
inspection brochure that works. Enter your information, choose colors
and fonts, upload pictures, and shazam!... a beautiful home inspection
brochure. Your brochure template
can then be custom re-edited as much
as you like and printed. Or download
it into color separated files all ready
for a professional printing company
to handle. This will be a memberonly tool.

Bypassing Real Estate
Agents
Nearly all buyers shop for their
homes and mortgages online nowadays.
NACHI’s online brochure
builder is another step toward
NACHI’s e-brochure project which
automatically emails online home
buyers the 3-D e-brochures of the
NACHI members who service their
area. The future belongs to NACHI.

A home inspection brochure should
be:

•
•
•
•
•

provided to real estate agents to
give their clients.
direct mailed to home sellers
(who are likely local buyers).
left behind after each home inspection.
displayed in banks.
delivered to attorneys.

If you are planning on printing only
1,000 copies of your brochure, you
are planning to fail.

New York
The 6 New York NACHI Chapters
have a combined website which
recently got revamped.
Please visit their improved website:

www.NYnachi.org
More than One Weapon

Canadian NFCI &
NACHI Team Up
(CANADA, December 17, 2004) – In
a move that will greatly bolster its
Canadian home inspection industry,
the National Foundation of Certified
Inspectors has agreed to join hands
with NACHI, the National Association of Certified Home Inspectors,
one of the largest non-profit groups
in the US/Canada.
Founder/President and CEO William
Harrison of NFCI, of Canada approached NACHI earlier this week on
behalf of it’s members to see if their
could be a way of working together
for a common goal to help improve
the home inspection industry within
Canada from a well established and
respected group such as NACHI.
William Harrison is already a member of NACHI, and has first hand
experience in how NACHI operates.
William's own inspection company,
AltaSpec Inc (federal incorporation) also sells their home inspection
software in the US and is very
pleased with the US experience in
free trade, and says; "We can only
benefit from this relationship that is
most promising."
Nick Gromicko, Executive Director
of NACHI brings together a wealth
of experience and help that will be
address the needs of NFCI in the
areas of marketing, communication,
public relations and education.
Nick Gromicko has become the new
Executive Director of Communication with NFCI effective December
20, 2004.
Tony Benoit, director of foreign relation with NFCI said “We are pleased
with the relationship with the US
based NACHI, and look forward to
having future meetings in the US
with NACHI, to help in strengthening
the relationship between the two nonprofit groups.” Tony Benoit who
originated from Quebec brings to the
table a better understanding of French
Canadian’s.
“Details still have to be worked out
over the next few months as far as
education, marketing and other areas
of concern for the two groups and
how NACHI will play a role in these
areas. A certification process for the
Canadian Home Inspector is being
developed by NFCI, with some of the
education testing being done by
NACHI,” said Harrison.
Harrison went on to say “We are also
looking at a dual membership, good
in the US and Canada that would
address the already certified inspectors working in the two countries, and
a membership fee in US currency
similar to that which NACHI already
has in place.”
For further details visit www.nfci.ca
or contact William Harrison, William@NFCI.CA

Atlanta
The Atlanta Chapter of NACHI
meets every month. Please visit
their website for dates and times:

www.NACHIatlanta.org

Middle Tennessee NACHI Chapter meeting February 19th
Everyone is invited to the next meeting of the Middle TN Chapter of the
National Association of Certified
Home Inspectors being held
on Saturday, February 19th at
6:30pm. The meeting is open to all.
You don’t need to be a member to
attend.
The dinner meeting is
$25.00/person, including the presentation.
We will start off with an introduction
by David J. Vaudrey, President of
Advantage Home Inspection and
President of the Middle TN NACHI
Chapter.
Our guest speaker will be Don Knarr
of Groove Mold. Don will be speaking on:

•
•

A good dinner, drinks and desserts
will be served: Chicken Piccatta
served with a Tossed Garden Green
Salad, Chef's Choice Vegetable,
Rolls & Butter, Coffee - Tea - Decaf,
Chef's Choice Dessert.
Door prizes include:

•
•
•

Home Inspectors and Mold.

•

Our other speaker include Nick
Gromicko, Former veteran REALTOR, ad agency owner, and Executive Director of NACHI on:

•
•

•

•
•
•

Marketing your home inspection
service directly to home buyers.
Raising your prices when your
competition charges less.
Converting every call into a
scheduled inspection.

And Lorne Steiner, CEO of Porter
Valley Software and NACHI's Director at Large will be giving a seminar
on "Advanced Communications for
Home Inspectors" which includes:

•

Effective Marketing to increase
business.

Best Business Practices for the
Home Inspection Industry.
How to effectively Avoid Litigation.

•

Homegauge: Demo software,
pens & flashlights.
EyeCandy reporting:
2 free
copies of their system.
Toolexperts: Catalogues, tools,
and door prizes.
Professional Equipment: Catalogues and gift certificates and a
prize.
ITA: Inspection books by ITA.
The Taunton Press: Code Check
books.
Dan Jones: Home Inspection
Success book and DVD.

Place:
Sheraton Music City Nashville
777 McGavock Pk
Nashville, TN 37214
(615) 885-2200
www.sheratonmusiccity.com/info
Ask for the NACHI group discount if
staying overnight.
Directions:

F R O M
D O W N T O W N
(As a point of reference, establish the
position relative to Broadway. Any
street which intersects Broadway to
the North are named 1st Avenue
North, 2nd Avenue North, etc. Those
to the South of Broadway are 1st
Avenue South, etc.)
East. Turn left onto ramp; stay in
right lane to enter the interstate. Follow I-40 toward Knoxville to Donelson Pike / TN-255 N. (Exit 216C).
Take Donelson Pike 0.8 miles and
make a left on Elm Hill Pike. Elm
Hill Pike 1.0 miles to McGavock
Pike. Make a left on McGavock Pike.
The Sheraton Music City entrance
will be on the left after 0.6 miles.
FROM SOUTH (Birmingham, Brentwood, Franklin, I-440, Green Hills)
I-65 North to I-440 Memphis/
Knoxville, Exit #80. Follow I-440
East, Knoxville/Chattanooga. Go 2.5
miles to the I-24 / I-40 split, following the left lane to Exit #52-B, I-40
East. Travel I-40 East to Exit 216-C,
Donelson Pike / TN-255 N. Take
Donelson Pike 0.8 miles and make a
left on Elm Hill Pike. Elm Hill Pike
1.0 miles to McGavock Pike. Make a
left on McGavock Pike. The Sheraton Music City entrance will be on
the left after 0.6 miles.
FROM NORTH (Louisville, KY,
Hendersonville) I-65 South to I-40 /
I-24 East split toward Knoxville.
Take I-40 East toward Knoxville.
Exit on the Donelson Pike / TN-255
N (exit 216 C) Follow Donelson Pike
0.8 miles to Elm Hill Pike. Turn left

on Elm Hill Pike. Follow Elm Hill
Pike 1.0 miles to McGavock Pike.
Turn left on McGavock Pike. The
Sheraton Music City entrance will be
on the left after 0.6 miles.
FROM WEST (Memphis, Bellevue,
Belle Meade) Stay on I-40 East towards Knoxville. Take the Donelson
Pike / TN-255 N exit (216 C). Follow
Donelson Pike 0.8 miles and make a
left on Elm Hill Pike. Take Elm Hill
Pike 1.0 miles to McGavock Pike.
Make a left on McGavock Pike. The
Sheraton Music City entrance will be
on the left after 0.6 miles.
FROM EAST (Knoxville, Lebanon,
Mt. Juliet, Hermitage) Take I-40
West towards Nashville to Donelson
Pike / TN-255 N Follow Donelson
Pike 0.8 miles and make a left on
Elm Hill Pike. Take Elm Hill Pike
1.0 miles to McGavock Pike. Make a
left on McGavock Pike. The Sheraton Music City entrance will be on
the left after 0.6 miles.
FROM SOUTHEAST (Chattanooga,
Murfreesboro, Atlanta) Take I-24
West. Merge onto I-40 East via exit
# 52 B toward Knoxville. Exit at
Donelson Pike / TN-255 N (exit 216
C). Follow Donelson Pike 0.8 miles
to Elm Hill Pike. Make a Left on
Elm Hill Pike. Take Elm Hill Pike
1.0 miles to McGavock Pike. Make a
left on McGavock Pike. The Sheraton Music City entrance will be on
the left after 0.6 miles.
FROM AIRPORT Take the Nashville Exit I-40 West. Travel to

Donelson Pike / TN-255 N exit. Take
Donelson Pike 0.8 miles to Elm Hill
Pike. Make a left on Elm Hill Pike.
Follow Elm Hill Pike 1.0 miles to
McGavock Pike. Make a left on
McGavock Pike. The Sheraton Music City entrance will be on the left
after 0.6 miles.
FROM NORTHWEST (St. Louis,
Clarksville, TN) I-24 merge with I-65
to I-40 East towards Knoxville.
Travel I-40 East to Exit #216-C,
Donelson Pike / TN-255 N. Follow
Donnelson Pike 0.8 miles to Elm Hill
Pike. Make a left on Elm Hill Pike.
Take Elm Hill Pike 1.0 miles to
McGavock Pike. Make a left on
McGavock. The Sheraton Music
City entrance will be on the left after
0.6 miles.
Everyone is welcome to attend this
open -d o o r h o m e i n s p e c t i o n
event.
Please RSVP
at nick.gromicko@nachi.org if you
plan to attend.
.
This Chapter and meeting were put
together by NACHI member:
David J. Vaudrey
President of the Middle TN NACHI
Chapter.
Advantage Home Inspection & Environmental Services, Inc.
Goodlettsville, TN
(615) 804-2722
david.vaudrey@comcast.net
Attendance counts as 1 hour toward
NACHI member continuing education.

International Code Council partners with NACHI
The Residential Inspection Institute
will provide a forum that will allow
you to:

•
•
•
•
NACHI is thrilled to announce a
partnership between International
Code Council (ICC) and NACHI.
ICC and NACHI will be offering
advanced continuing education
options for home inspectors.
NACHI members will be treated
(and more importantly charged)
just as if they are members of ICC.
The first of these advanced offerings is coming up in Austin Texas
in February. Details are as follows:
2005 Residential Inspection Institute

February 14-18
Austin, Texas

•
•

Increase knowledge, skills and
abilities concerning residential
inspections.
Exchange and receive up-todate information on a national
level.
Network and share experiences with other professionals.
Discuss issues related to residential building, mechanical,
plumbing and electrical inspections.
Perform residential inspections more effectively and
efficiently.
Earn CEUs/LUs*

*CEU recognition pending from
state licensing boards.
Each attendee will also receive
comprehensive and up-to-date resource manuals to reference during
the event and after the event back
on the job.
This also qualifies for NACHI
continuing education purposes
Schedule
Days 1 and 2, Monday and Tuesday, February 14-15, 2005

ICC, the National Association of
Certified Home Inspectors
(NACHI) and the Texas Residential
Construction Commission (TRCC)
present this opportunity to those
who desire to increase their level of
proficiency in performing residential inspections based on the 2003
IRC or are seasoned inspectors
preparing to take an ICC Residential Inspection Examination.

Performing Residential Building
Inspections
8:00 am, registration
8:30 am - 4:30 pm, Institute
1.2 ICC CEUs
Days 1 & 2 Topics:
Footing Inspection
Foundation Inspection
Concrete Slab-On Ground Inspection

Decay and Termite Protection Inspection
Floor & Ceiling Framing Inspection
Wall Framing Inspection
Roof Framing Inspection
Sheathing Inspection
Roof Covering Inspection
Safety Inspection
Interior and Exterior Finish Covering Inspection
Day 3, Wednesday, February 16,
2005
Performing Residential Mechanical
Inspections 8:00 am, registration
8:30 am - 4:30 pm, Institute
0.6 ICC CEUs
Day 3 Topics:
Mechanical Equipment Inspection
Gas Fuel Supply Systems Inspection
Venting of Mechanical Equipment
Inspection
Air Duct Inspection
Equipment/Appliance Installation
Inspection
Day 4, Thursday, February 17,
2005
Performing Residential Plumbing
Inspections 8:00 am, registration
8:30 am - 4:30 pm, Institute
0.6 ICC CEUs

Laundry/Basement Inspection
Day 5, Friday, February 18, 2005
Performing Residential Electrical
Inspections 8:00 am, registration
8:30 am - 4:30 pm, Institute
0.6 ICC CEUs
Day 5 Topics
General Requirements
Branch-circuit, Feeder and Service
Calculations
Installations and Inspections of
Services
Service Grounding and Bonding
Requirements
Cabinets and Meter Socket Enclosures
Feeders and Overcurrent Protection
Power and Lighting Distribution
Outlet Devices, Pull and Junction
Boxes, Conduit Bodies and Fittings
Requirements for Appliances
Fixed Electric Space-heating Installations
Air-conditioning Equipment Installations
Branch Circuits and Feeders Run to
Accessory Buildings

Fax/Mail registration form
On-Line (opens new window)
Standard ICC Training and Education discounts apply to this Institute. They include:
15% Early-bird Discount Click
here for complete discount information.
Early bird can be combined with
one of the following discounts:
Student Member Discount - 10%
Retiree Member Discount - 10%
Register 3 or more individuals at
the same time, from the same organization for the dates of this institute and location of this institute
- 10%
For more information visit:
www.trcc.state.tx.us/links/
ResInspectInst.htm
The above continuing education
event and future ICC/NACHI joint
ventures will be announced on
NACHI's sites from now on, so
stay tuned. ICC is also providing
educational literature for all
NACHI's Chapter kits:
www.nachi.org/vendorinstructions

Timeline of Daily Schedule
8:00 a.m. Registration 8:30 a.m.
Institute Begins 12:00 - 1:00 p.m.
Lunch 4:30 p.m. Conclusion
Registration

Day 4 Topics
Residential Plumbing Inspection
Process
Preconcealment Inspection
Water Service Inspection
Building Sewer Inspection
Water Distribution Inspection
Drainage, Waste and Vent Inspection
Fixture Inspection
Kitchen Inspection
Bathroom Inspection

$699 for ICC and NACHI Members.
$799 for Nonmembers.
Registration includes instructional
materials, breakfast and lunch. One
registration fee—no per day registrations. Registrations are taken up
to the first day of the institute.
Walk-ins are accepted.

Fort Worth
NACHI members Brian Basset,
Mike Wortman, and James Walker
manned the NACHI booth at the
recent Texas Association of REALTORs Convention in Fort Worth.

Industry Veterans Form
Appalachian NACHI Chapter
The National Association of Certified Home Inspectors (NACHI) is
pleased to announce the forming of
the Appalachian NACHI Chapter.
The Chapter is strategically located
60 miles South of Pittsburgh, PA,
65 miles West of Cumberland
Maryland, and 60 miles North of
Clarksburg, WV.
w w w . a N A C H I . o r g ,
www.AppaNACHI.org,
WVnachi.org,
and
www.NACHIappalachian.org domain names have been registered
and lead generating websites have
been built.

Vice President
Jack E. Jamison, Jr
NACHI, ICC code certified, National electrical inspector
Morgantown, WV
Second Vice President
John C. Hempel
NACHI, National code certified,
Registerd Professional Geologist
Dailey, WV
Treasurer
Thomas Wise
NACHI, National code certified,
Radon
Lake Lynn, PA

A first meeting will be held in early
2005. The founders of the Appalachian NACHI Chapter have designated their offices as follows:

Secretary
Thomas Shusko
NACHI, ASHI, Professional Engineer, Mold, Radon lab technician
Lake Lynn, PA

President
Charles Roskovensky
NACHI, ASHI, NAHI, Mold, Radon, EIFS, Lead, Asbestos
Fairchance, PA

Sgt. of Arms
Ron Mathias
NACHI, IAEI certified electrical
inspector, ICC code certified
Keyser, WV

NACHI to Provide
Approved Continuing
Education in Illinois
The National Association of Certified
Home Inspectors (NACHI) is already
an Illinois Department of Financial &
Professional Regulation, Division of
Banks and Real Estate approved continuing education provider. However, until recently, NACHI did not
have a school or an approved curriculum to offer the home
inspection industry.
Today NACHI partnered with Lincoln Park's Hansen Realty, Inc. and
the Chicago Real Estate Institute
(providers of approved continuing

education for REALTORs in Illinois)
to develop and provide Illinois approved continuing education options
for Illinois home inspectors.
The partnership is seeking continuing
education approval from the Chicago
Association of REALTORs so that
real estate agents can earn credits for
attending NACHI's home inspection
courses.
The partnership is also considering
the development of an approved mail-order course.

Porter Valley Software’s Lorne Steiner

Becomes NACHI’s Director at Large
The National Association of Certified Home Inspectors (NACHI) is
pleased to announce that Lorne
Steiner, CEO of Porter Valley Software, Inc., a California based
maker of the InspectVue line of
professional Report-Writers, has
agreed to take the position of Director at Large.
Mr. Steiner has traveled throughout
the US and Canada promoting professional inspection techniques to
help home inspectors achieve their
business goals. As a Director at
Large, Mr. Steiner will also work
with the Real Estate Industry to
increase awareness and value of

recommending qualified NACHI
inspectors to increase client satisfaction.
"I have worked side by side with
Lorne at many a local NACHI
chapter meeting and am thrilled to
now be enjoying his company and
talents on a deeper and more frequent basis," Nick Gromicko.
"I am very happy to be working
with Nick and the rest of the
NACHI Directors as they all share
my feelings about the value of education, training and partnership,"
Lorne Steiner.

World's Two Largest Inspection
Associations Meet in London, England
The National Association of Certified Home Inspectors (NACHI) and the
Royal Institute of Chartered Surveyors (RICS) met in London, England on
September 15th to share information about each other's association.
The "Home Quality Inspection Industry" (as they call it England) is up and
coming in Great Britain, and the British Parliament is currently discussing
legislation for home inspectors.
The two associations are sharing information on inspection techniques, standards of practice, ethics, InterNACHI, and online services.
RICS at www.rics.org is a not-for-profit organization supporting professionalism in property management and surveying with over 110,000 members in
120 countries worldwide.
InterNACHI operates in 38 countries and in 9 languages.

Public Service Announcements
The NACHI Foundation (a registered charity) recently prepared a Public
Service Announcement (PSA) to remind homeowners to check the batteries
in their smoke alarms. The professionally produced ad was sent out to radio
stations across the country. ClearChannel Communications informed
NACHI that it was played over 7,000 times on their stations alone.
The NACHI Foundation thanks all who helped with this public awareness
campaign.

House of Horrors
The National Association of Certified
Home Inspectors (NACHI) has begun
the first phase of new project designed to provide members with very
real hands-on training. The project
dubbed NACHI's House of Horrors
will provide visiting inspectors with
an actual home intentionally modified to contain hundreds of real defects.
NACHI is currently looking at 6
different properties throughout the
United States. Each of these properties are older homes in need of repair,
with all public utilities and zoned
commercial.
The plan is to construct a large but
simple commercial pole building
over and around the home. That's
right...a home within a building! The
home will be completely within the
pole building.
The home will have:

•
•
•
•
•
•
•
•
•

Improperly wired outlets.
Plumbing code violations.
4 different mock electrical services.
6 different sidings & stucco
exterior finishes
A dozen different roofing systems.
Cut-away drywall to expose
framing members.
Environmental hazards.
Various insulations of various
R-values.
Improper gutter/downspout
systems.

•
•

3 types of heating systems with
defects.
And over 40 different safety
concerns.

The house will have a set of stairs
with a deck for visiting inspectors to
access the roof and chimney, and
we'll even have a sprinkler to simulate rain. Various inspection tools
and meters will be available for use.
Because the house will have many
times the defects found in typical
inspection, visiting inspectors will be
provided with an experience superior
to ride-a-longs, online aids, classroom training, or correspondence
courses.
The facility will contain an indoor
classroom (in the former home's
yard), an industry vendor display
room, and two kitchens (one in the
home for training purposes, and one
in the facility for use by members).
It will be available for modest rent to
ALL home inspection schools, community colleges, seminars, field trips,
and vocational schools. And like all
NACHI benefits, members and
NACHI Chapters will have free use
of the House of Horrors for their
purposes.
Sponsorships from major corporations have already been verbally attained.
A major newspaper has
agreed to cover the story from the
beginning of the pole building construction phase through to our opening ceremony. A wax dummy of a
real estate agent has yet to be procured.

Did you know that www.InspectorSEEK.com is Canadian-friendly?
Postal codes, provinces, and kilometers.
Over 6 million consumer hits per month.

NACHI partners with

Underwriters
Laboratories
Underwriters Laboratories Inc.
(UL) offers a discount on well
testing to NACHI members:
UL, long known for its safety
mark on consumer products, is
offering a special discount to
NACHI members on well water
testing.
To receive a 10% discount on
any testing package, please enter promotion code NAC while
ordering on the website.
DrinkWell (TM) is a complete
well testing program that looks
for many common well water
contaminants such as bacteria,
nitrates, arsenic, lead, copper
and others. Home inspectors
can order sample collection kits
online and after shipping the
water to the lab, receive the
water report via email.
The report is easy to understand
with red light/green light contamination alerts, water treatment & filtering information, a
nurse call center and health
effect information on the contaminants detected.
UL has tested products and materials for safety for over 100
years and is proud to offer
homeowners with thorough
well water testing. The 70,000
sq. ft. drinking water laboratory
has tested over 1 million water
samples for cities and private
homeowners throughout America.
Please visit their website at
www.uldrinkwell.com or call
the lab directly at (888)5035544. You may also contact:
Daniel W. Carter
Environmental Health Sciences
Underwriters Laboratories Inc.
Phone: (574) 472-5577
Fax: (574) 233-8207
Daniel.W.Carter@us.ul.com

Eastern Central Ontario
NACHI Chapter Website
The Eastern Central Ontario Chapter
of NACHI meets every month.
Please visit their website for dates,
times, and more information:

www.nachi-eco.com

NACHI Provides Free Professional Email Accounts for a More Professional Look
NACHI provides professional e-mail
aliases to each of its members. These
state-specific e-mail accounts give
members a professional e-mail address to advertise.
Rather than something like johninspector28674@aol.com,
members
can now use an address similar to
jinspector@ny.nachi.org. The address
automatically forwards to the e-mail

address you've provided to NACHI.
"We find that many members use
their personal e-mail address for
business," said Chris Morrell, Director of Information Technology
at NACHI. "Though their address
may be difficult to remember (and
often look somewhat unprofessional), members don't want to
check multiple mailboxes.
By

offering a professional address that
points directly to our members' personal e-mail account, we provide a
clean, marketable e-mail address
without any additional hassle."

the 'find an inspector' service with
their address book," continued
Morrell. "This is one of many new
systems to help agents find NACHI
members."

As part of a larger, realtor-focused
mega-site, NACHI plans to offer an
e-mail service to real estate agents.
"We hope to offer a full webmail
package to agents that will interface

Member's email addreses are their
username@their state.nachi.org.
For example: jinspector@ny.nachi.org.
This system
works now without having to do

anything. NACHI members already have their username@their
state.nachi.org emails set up and
may begin using them now. Emails
are forwarded to the member's
email account of record in
www.nachi.org/profileintro
Send yourself a test email and then
begin using this valuable member
service immediately!

Deals and Discounts

Michigan Home
Inspection Licensing

The following inspection-industry
product and service providers offer
NACHI member discounts:

•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•

EMSL Analytical
Inspection Training Associates
(ITA)
InspectorStuff
Home Inspections USA
Sure Test
SanAir Lab
FREA
Dell
Underwriters Laboratories (UL)
Office Depot
Hertz Rent A Car
Avis Rent A Car
Tool Experts
NFCI
Inspect & Report
AquaCheck
Environmental Education Foundation (EEF)
AltaSpec
HottSearch
SearchServ
HomeExam
HomeInspectorLinks
Reliable Procurement
Inspection Marketers
Palm-Tech
HomeInspectorSearch
MAS Laboratories
Preferred Report System
OREP
Working RE
Nspector
Professional Home Inspection
Institute
Porter Valley Software
Word Forward
Supertees
American Building Inspection
and Training
Realty Sites
Eye Candy Reporter
Mike Crow
InspectionAgreement
Radalink
HomeReport
Home Inspection Store
Quickwork
Environmental Solutions Association
ProClean
Indoor Environment Business
ReportHost
Home Reporters
InspectorLinks
Careington
RCA
MoldInspector
Archimatrix
Advanced Technical Consultants
ServiceMagic
Aprosite
QuanTEM
Dan Jones
Precision Publishers
USI
HUD
Digital Leveling Systems
Fairwater
Specialty Answering Service
HG & Associates
Home Inspection Consumer
Action Group
InspectaRisk
Mike Holt
Home Inspectors Software
Joe Tedesco
SafeShow
New York State Department of
Environmental Conservation
MoldPro
Certified Training Centers
Nemmar
InspectionDesign
National Home Inspection
Training Institute
HomeInspectionListings
IAQ
Louisiana Home Inspection
School
Infinity Schools
International Society of Home
Inspectors (ISHI)
International Code Council
(ICC)
Pro-Lab
Society of Professional Real
Estate Inspectors (SPREI)
InspectionSites

Many more deals and discounts can
be acquired by visiting:

www.nachi.org/deals

Rep Frank Accavitti

89 inspectors recently attended NACHI’s S.E.
Michigan Chapter meeting where Representative
Frank Accavitti spoke. This is NACHI’s third
meeting with the Representative. NACHI has
been working with Representative Accavitti on
proposed home inspection licensing in Michigan
for over a year.

Search over 12,000 Home
Inspection Company Names
•
•
•
•
•
•

Trying to decide what to name your home inspection company?
Want to see what other inspectors have named their companies?
Want to see what state they're in?
Want to see which company names are most popular?
Want to see if others are using your company name?
Need some ideas for a home inspection company name?

NACHI has created a list of many actual home inspection company names
and the states they're in. The list contains over 12,000 home inspection company names and their states. Scrolling over any one of the 63 page numbers
reveals a tool tip which displays the names alphabetically. And yes, someone already thought of Sherlock Homes.

Code of Ethics
The National Association of Certified Home Inspectors (NACHI) promotes a high standard of professionalism, business ethics and inspection
procedures.

•

The NACHI Inspector shall
comply with all government
rules and licensing requirements
of the jurisdiction where he/she
conducts business.

NACHI members subscribe to the
following Code of Ethics in the
course of their business.

•

The NACHI inspector shall not
perform or offer to perform, for
an additional fee, any repairs or
associated services to structure
on which the inspector or inspector's company has prepared
a home inspection report, for a
period of 12 months. This provision shall not include services to
components and/or systems
which are not included in the
NACHI standards of practice.

Duty to the Public
•

The NACHI Inspector shall
abide by the Code of Ethics and
substantially follow the NACHI
Standards of Practice.

•

The NACHI inspector will not
engage in any practices that
could be damaging to the public
or bring discredit to the home
inspection industry.

•

•

Enjoy... www.nachi.org/namehelp

NACHI Foundation
Scholarship Winner

The NACHI Inspector shall be
fair, honest, impartial, and act in
good faith in dealing with the
public.
The NACHI Inspector will not
discriminate in any business
activities on the basis of race,
color, religion, sex, national
origin, familial status, sexual
orientation, or handicap and
shall comply with all federal,
state and local laws concerning
discrimination.

•

The NACHI Inspector shall be
truthful regarding his/her services & qualifications.

•

The NACHI Inspector will have
no undisclosed conflict of interest with the client, nor will the
NACHI Inspector accept or
offer any undisclosed commissions, rebates, profits, or other
benefit.

•

The NACHI Inspector will not
communicate any information
about an inspection to anyone
except the client without the
prior written consent of the client, except where it may affect
the safety of others or violates a
law or statute.

•

The NACHI Inspector shall
always act in the interest of the
client, unless doing so violates a
law, statute, or this Code of
Ethics.

•

The NACHI Inspector shall use
a written contract that specifies
the services to be performed,
limitations of services, and fees.

Duty to Continue Education
•

The NACHI Inspector will comply with NACHI's current Continuing Education Requirements.

•

The NACHI Inspector shall pass
the NACHI's Online Inspector
Exam once every calendar year.

Duty to the Profession and
NACHI
•

The NACHI Inspector will
strive to improve the Home
Inspection Industry by sharing
his/her lessons and/or experiences for the benefit of all. This
does not preclude the Inspector
from copyrighting or marketing
his/her expertise to other Inspectors or the public in any manner
permitted by law.

•

The NACHI Inspector shall
assist the NACHI leadership in
disseminating and publicizing
the benefits of NACHI membership.

•

The NACHI Inspector will not
engage in any act or practice
that could be deemed damaging,
seditious, or destructive to
NACHI, fellow NACHI members, NACHI employees, leadership or directors. Member(s)
accused of acting or deemed in
violation of such rules shall be
reviewed by the Ethics committee for possible sanctions and/or
expulsion from NACHI.

Questions and comments should be
directed to Joe Farsetta, Ethics and
Standard of Practice Committee
Chairperson, at jjf10965@yahoo.com
A complete version of NACHI’s
Code of Ethics is available at
www.nachi.org

Michelle Lynne Coble

2004 NACHI Foundation Scholarship Winner
It is with great pleasure that The
NACHI Foundation announces Michelle Lynne Coble from Horseheads,
NY as our 2004 Foundation scholarship winner.
Michelle is an exceptional student
that has graduated with a 3.8 GPA
and in the top 10% of her graduating
class. In the fall she will be attending
the University of Notre Dame in
Indiana to attain her BS in Architecture.
As our 2004 winner of the scholarship she will receive a $500.00 per
year scholarship allowance while
attaining her degree.
The NACHI Foundation scholarship

was created and designed to help
students that are entering college
tackle some of the rising costs of
secondary education. All students
who apply for the scholarship must
be entering into a program that will
affect the Home Inspection industry.
It is the goal of the Foundation to be
giving out one full scholarship per
year.
If you would like to contribute please
visit www.NACHIfoundation.org
The NACHI Foundation, Inc. is an
IRS approved 501(c)(3) organization.
Thus, contributions are taxdeductible as permitted by law.

Did you know that
www.FindanInspector.US
gets over 8.2 million consumer
hits per month?

Hernando County Florida
NACHI Chapter Meeting
EVERYONE is cordially invited to
the next meeting of the Hernando
County, Florida Chapter of the National Association of Certified Home
Inspectors (NACHI), Saturday January 22nd at 5:00 pm. New and veteran home inspectors as well as
members of all other associations are
all welcome-you need not be a member of NACHI. Anyone interested in
home inspections can attend. Dress
casual if you like as our meetings are
informal and fun, the way they
should be. Spouses welcome. Come
hungry!
This meeting is open to all.
Nick Gromicko, Executive Director
of NACHI, will be speaking on:

•
•
•

20 things Florida home inspectors can do to improve their
business.
Home inspection licensing in
Florida.
NACHI's National Convention
in Orlando.

There will also be a home inspection
marketing workshop so bring your
marketing literature, flyers, ads, and
brochures.
Door prizes include:

•
•
•
•
•

Homegauge: Demo software,
pens & flashlights.
EyeCandy reporting:
2 free
copies of their system.
Toolexperts: Catalogues, tools,
and door prizes.
Professional Equipment: Catalogues and gift certificates and a
prize.
ITA: Inspection books by ITA.

•
•

The Taunton Press: Code Check
books.
Dan Jones: Home Inspection
Success book and DVD.

A great buffet dinner of beef or
chicken, drinks, and desserts.
There is no charge but dinner is $35
(pay at door).
Dues: There are currently no dues
required to join this Hernando
County, Florida NACHI Chapter.
You need not join to attend. All free
except for your dinner: $35.
Place:
Palace Grand
275 Della Court
Spring Hill, FL 34606
(352) 688-3390
http://www.palacegrand.com
Everyone is welcome to attend this
open-door free home inspection
event. This meeting and Chapter
were put together by member:
Ronald Fisher
President
Hernando County NACHI Chapter
Fisher Home Inspections

Masaryk Town, Florida
(813) 363-8103
fastfish1@earthlink.net
Attendance counts as 1 hour toward
NACHI member continuing education requirements. You need not be a
member to attend. All welcome.
Don't forget to attend our National
Convention in Orlando at
www.nachiconvention.com

Occupant Hazard
Recognition Primer
In keeping with NACHI’s consumer protection goals, member
risk management efforts, and insurance cost reduction steps, NACHI
has contracted with several home
safety experts to develop an Occupant Hazard Recognition Primer for
home inspectors.
This short educational course will
help NACHI members recognize
safety issues such as electrical defects, carbon monoxide risks, improper stair handrails and spindle
spacing, firewall compromises, trip
hazards, lack of smoke detectors,
child safety issues, obvious potential environmental concerns, and
more.
With the best interests of the home

buying client in mind, NACHI
hopes that completing NACHI’s
online, photo-based version of this
primer will become an additional
membership requirement in 2005.
And like other NACHI educational
tools designed to help our entire
industry, NACHI’s online Occupant Hazard Recognition Primer
will be free and available to all
inspectors.
NACHI's Occupant Hazard Recognition Primer is part of The NACHI
Safe House Campaign, a joint project of NACHI, The NACHI Foundation, The United States Fire Administration (part of FEMA), and
the Maryland State Fire Marshall's
Office.

Alabama Licensing
NACHI membership sufficient for
licensing application in the State of
Alabama.
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NACHI is pleased to announce that
in a letter dated August 25th, 2004
the State of Alabama Building Commission has determined that membership in and adherence to the ethical
standards of NACHI by an applicant
for a home inspector's license shall be
sufficient, on an interim basis.
NACHI applied (in 2003) and was
patiently waiting for the Building
Commission to approve NACHI as a
professional body under ALA.
ADMIN. CODE r. 170-x-24-.05(1)
(c)(1) but the Commission didn't
have a meeting scheduled, so the
Director of the Commission stepped
in to help NACHI until the Commission meets and votes again. Redacted
from Aug 25th letter:

Termites
Coming Soon, An Entire IQ Issue
Devoted to Wood Destroying Organisms

Until the Building Commission can
vote upon your request, the Director
of the Building Commission has determined that membership in and
adherence to the ethical standards of
the National Association of Certified
Home Inspectors, by an applicant for
a home inspector's license shall be
sufficient, on an interim basis, for
purposes of the professional qualification requirement...

Subscribe to Inspector’s Quarterly today by sending $29 along with your
mailing address to:

Sincerely,

The use of tamper resistant
techniques in real estate radon
inspections is often required.
Here's how to build an inexpensive cage that looks and works
great. This cage does not rely
on electricity or batteries.

Phyllis Thomas
Home Inspector / EIFS Coordinator
State of Alabama
Building Commission
This accommodation was procured in
part by help from members of
NACHI's Alabama Chapter out of
Birmingham.

This
Spot
For
Rent
(303) 258-7271

InterNACHI
I.Q. Subscription
1750 30th Street #301
Boulder CO 80301

Subscribe to IQ today!

Build a Tamper Resistant Radon Cage

Supplies:
•

48" sump pump basin with
lid (get it at a plumbing
supply house).

•

5 open speaker grills (get
them at Radio Shack or
stereo store).

•

2 small padlocks.

•

1 golf tee and golf ball.

•

Styrofoam insulation
board.

•

5 pounds of play sand.

Instructions:
Cut holes in the 4 sides and the
top lid of the sump pump basin
using a key hole saw and install
the speaker grills. Cut a piece
of Styrofoam to fit the bottom
of the basin and coat it with a
light even layer of sand. Set up
the golf tee and ball into the
center of the bottom of the ba-

sin. Hang your radon kits on
the underside of the basin lid
and secure the lid to the basin
using the padlocks. You might
need a hook for the radon kits
and some holes for the locks.
When you return to retrieve the
radon kits, carefully unlock the
lid and examine the golf ball. If
it has fallen off its tee, you
know that the cage had been
bumped. If the cage had been
moved, the golf ball will leave a
history of this movement in the
light even layer of sand.
This system is nice because it
does not require uninterrupted
electricity or batteries.
A quality control check to ensure that the cage itself is not
affecting the outcome of the test
by hampering airflow can be
performed by running several
simultaneous tests inside and
outside the cage and comparing
the results. You should save
the results of this experiment
should this issue ever arise.
Dress up your cage by adding
custom stickers, reminding occupants not to disturb the cage.
You can print them yourself or
call NACHI and they will do it
for you for free.

Want A Cheap Inspection ?
Buying a home? It is probably the
most expensive purchase you'll
ever make. This is no time to shop
for a cheap inspection. The cost of
a home inspection is very small
relative to the home being inspected. The additional cost of
hiring a NACHI certified inspector
is almost insignificant.
You've recently been crunching the
numbers, negotiating offers, adding
up closing costs, shopping for
mortgages, and trying to get the

best deals. Don't stop now. Don't
let your real estate agent, a pattycake inspector, or anyone else talk
you into skimping here. NACHI
certified inspectors perform the
best inspections by far.
NACHI certified inspectors earn
their fees many times over. They
do more, they deserve more, and
yes they generally charge a little
more. Do yourself a favor...and
pay a little more for the quality
inspection you deserve.

Did you know that InterNACHI
operates in over 40 countries and
nine different languages?

NACHI’s Free Online University
NACHI’s has a free online University, open to all who have a computer.
There you can:

•

•
•
•
•
•
•
•
•
•
•

Take a free Online Examination to test your knowledge
and uncover your weaknesses.
It is graded online and open to
all.
Enjoy the exam study material
and helpful study guides.
Use the up -to-date national
statistics to compare your
skills with others.
Read the Code of Ethics.
Take the free online Inspector
Ethics Obstacle Course.
Read the Standards of Practice.
Take the free online Standards
of Practice Quiz.
Read the Continuing Education Policy.
Browse the visual aid inspection frames.
Surf the Photo Web Gallery.
See pictures of actual defects.
Chat on the free Photo Message Board and share your
knowledge.

•
•
•
•
•
•
•

Take advantage of the free
business success tips and learn
how to market your service.
Read Dear NACHI and ask
questions.
Run through the Online Home
Inspection Glossary to get
definitions for every term.
Take the free Online Home
Inspection Course.
Attend a free hands-on workshop, seminar, or course.
Try to answer the Question of
the day.
Solve an educational inspection crossword puzzle.

And Coming soon:

•
•
•

Take the free online, photobased Occupant Hazard Recognition Primer.
Attend a NACHI House of
Horrors training facility.
Take NACHI’s free online
electrical module.

Visit:
www.NACHI.org/education

Maintain your Contact Info on 4500 Websites

Become a Member of NACHI
Requirements to apply for membership (working member):
1.
2.
3.
4.
5.
6.
7.
8.
9.
10.
11.

NACHI has released a new member-controlled profile editor.
NACHI members can now edit
their own contact information and
personal market areas on all
NACHI-owned websites at once,
anytime, and as often as they like
(no limit).

and simultaneously on all NACHI
sites including:

This easy-to-use editor allows
members to change such things as
their company name, address (not
made public), phone number, fax
number, email address, website,
and zip/postal codes served (yes it
is Canadian-friendly).

The new member-controlled profile
editor is another step toward giving
members greater and faster control
of their online market presence.

1.
2.
3.
4.

You can also enter as many as 20
zip codes or postal codes that you
most want to work in. Over 4,500
sites will automatically be modified
to get you more work in those areas.

5.

There is no limit to the number of
times you can edit your profile and
zip/postal code service areas. Profile changes take effect instantly

www.InspectorSEEK.com
and

www.FindAnInspector.US

12.
13.
14.

You must have passed NACHI's Online Inspector Examination (free).
You must have completed NACHI's Ethics Obstacle Course (free).
You must have taken NACHI's Standards of Practice Quiz (free).
You must mail, fax, or submit online NACHI's Affidavit.
You must agree to adhere to the Standards of Practice.
You must agree to abide by the Code of Ethics.
You must agree to continue learning as per the Continuing Education Policy.
You must agree to maintain your member Online Continuing Education Log (free) as per the Continuing Education Policy.
You must agree that if you have never performed a home inspection for a fee you will submit 4 mock inspections
to NACHI's Report Review Committee (free) before performing your first home inspection for a client.
You must agree that within the first 6 months of membership you will apply for a membership photo I.D. (free).
You must agree that within the first year of membership you will re-take and pass NACHI's Online Inspector
Examination again (free).
You must agree that within the first 2 years of membership you will attend at least one chapter meetings or educational seminars (reasonable exceptions apply).
You must be actively working towards attaining a "Full" Membership.
And coming in 2005: You must complete NACHI's Occupant Hazard Recognition Primer.

Requirements to maintain membership after you apply/join:

6.
7.
8.

You must adhere to the Standards of Practice.
You must abide by the Code of Ethics.
You must continue learning as per the Continuing Education Policy.
You must maintain your member Online Continuing Education Log (free) as per the Continuing Education Policy.
If you have never performed a home inspection for a fee you must submit 4 mock inspections to NACHI's Report Review Committee (free) before performing your first home inspection for a client.
Within the first 6 months of membership you must apply for a membership photo I.D. (free).
Within the first year of membership you must re-take and pass NACHI's Online Inspector Examination again
(free).
Within the first 2 years of membership you must attend at least one chapter meetings or educational seminars
(reasonable exceptions apply).

Requirements for full membership:

“Certified Master Inspector”

Issued a U.S. Trademark
“Certified Master Inspector” is
now a registered Trademark,
Registration Number
2,892,104.

10.
11.
12.

According to the United State Patent
and Trademark Office:

13.
14.

“The certification mark certifies the
home inspector is certified by the
National Association of Certified
Home Inspectors.”
SER. NO. 78-325,155, FILED P.R.
11-08-2003; AM. S.R. 7-8-2004
“The Mark shown in the certificate
has been registered in the United
States Patent and Trademark Office
to the named registrant.
The records of the United States Patent and Trademark Office show that
an application for registration of the
Mark shown in this Certificate was
filed in the Office; that the application was examined and determined to
be in compliance with the requirements of the law and with the regulations prescribed by the Director of
the United States Patent and Trade-

1.
2.
3.
4.
5.
6.
7.
8.
9.

You must have performed or participated in more than 100 home inspections.
You must have passed NACHI's Online Inspector Examination (free).
You must have completed NACHI's Ethics Obstacle Course (free).
You must have taken NACHI's Standards of Practice Quiz (free).
You must mail, fax, or submit online NACHI's Affidavit.
You must adhere to the Standards of Practice.
You must abide by the Code of Ethics.
You must continue learning as per the Continuing Education Policy.
You must maintain your member Online Continuing Education Log (free) as per the Continuing Education Policy.
Within the first 6 months of membership you must apply for a membership photo I.D. (free).
Within the first year of membership you must re-take and pass NACHI's Online Inspector Examination (free).
Within the first 2 years of membership you must attend at least one chapter meetings or educational seminars
(reasonable exceptions apply).
If required by your state, you must have the proper E&O insurance.
And coming in 2005: You must complete NACHI's Occupant Hazard Recognition Primer.

Warning to Consumers:
mark Office; and that the Applicant is
entitled to registration of the Mark
under the Trademark Act of 1946, as
Amended.
A copy of the Mark and pertinent
data from the application are part of
this certificate.
This registration shall remain in
force for TEN (10) years, unless terminated earlier by law, and subject to
compliance with the provisions of
Section 8 of thte Trademark Act of
1946, as Amended.”
Jon W. Dudas
Director of the Untied States Patent
and Trademark Office

Unlike other home inspection associations, NACHI front -ends all of its membership requirements. In other words, all
of our members must fulfill our membership requirements before the can apply for membership. Other associations
have little or no entrance requirements.
Note to New Inspectors:
NACHI does not make a public distinction between these two levels of membership. No law requires you to publicly
announce what your NACHI member level is so you are simply a "Member." This is true for many other professions.
For instance, a lawyer is not required to warn his first client about his lack of experience. Also, no law recognizes
experience and knowledge gained outside the performance of inspections (many inspectors were once involved in
construction). Since every inspector's experience is different there is likely no correlation between real experience
and level of membership. Furthermore, since no law requires a public disclosure of an inspector's experience (or lack
of it), NACHI doesn't require it either. If you are only a new working member you need not alarm your clients. If
you are a full member there is nothing preventing you from touting it. You must be one or the other though. NACHI
does not brand new inspectors with derogatory terms such as "Associate" or "Candidate" because NACHI has entrance requirements. Many agents blacklist associates and candidates. If you are a member you call yourself a
"Certified Member."
Apply online today at www.nachi.org

