


Welcome! 

Todays panel will cover:

• How appraisers evaluate a 
property — beyond just the 
basics
• The impact of MLS data 
accuracy on property 
valuation
• Ways Brokers can 
collaborate better with 
appraisers



Brandon Talley / Certified Residential Appraiser 

• Brandon began his appraisal career in 2005 & has been a 
certified residential appraiser since 2010. This includes 
appraising in the Albuquerque & Rio Rancho area, as far South 
as Belen, as far East as Estancia & as far North As Santa Fe.





Randy Pratt / Certified Residential Appraiser

• Prior to becoming an appraiser, Randy was in the Air Force, retiring as a 
Lieutenant Colonel.  He has 1900 hours of flight time as an instructor 
navigator and weapons officer in F-111 and B-1 aircraft including 100 
hours of combat flight time over Iraq in Desert Storm. After finishing his 
flying career, he was commander of the Personnel squadron for a year 
and then commander of the Logistics squadron for 2 and a half years 
before retiring.

• He began training as an appraiser in 2015 working with Bonsal Henry and 
Michael Hamilton.  Randy has been a certified residential appraiser since 
April 2019 and the chair of the Appraiser Committee at GAAR since 2020. 
He is qualified as an FHA appraiser and has conducted VA appraisals 
during training.



Market Value Vs. Appraised Value

Market Value:

• Defined as the most probable price a property should sell for under typical 
conditions. This price assumes a reasonable exposure time on the market, 
with both buyer and seller acting prudently and without duress.

Appraised Value:

• A professional estimate of a property's worth, determined by a licensed 
appraiser.



Difference Between Market Value & Appraised Value

Market value is subjective, influenced by buyer preferences 
& market trends, while the appraised value is more 

objective based on data & analysis.



Appraisal Process

• Receipt of the engagement letter from lender/client
• Schedule the appraisal observation within 24 hours of receipt
• Pull all data the day of the scheduled observation

o Pull all comparable sales from the MLS
o All data regarding the current market conditions for that 

specific market area
o Take all photos of comparable sales



• Complete the observation of the subject property

oMeasure the entire exterior for GLA as well as any 
patios, decks & additional structures

o Take photos of the entire exterior including front, rear, 
all sides, patios, decks & additional structures

o Go room to room taking photos & notes of each room. 
This includes condition, quality of materials & any 
possible deferred maintenance that could affect the 
livability or value.



o Photos are required of all rooms other than closets

o Take photos of the interior of the garage, sunrooms 
& non-living spaces

o Take photos of water heaters, heating source & 
smoke/carbon monoxide detectors



o If FHA, it is required to check all appliances, faucets & 
anything that could affect the livability.

o If FHA, a head & shoulder observation is required of 
the attic or crawl space if there is one

o The appointment is called an observation & not an 
inspection as appraisers are not home inspectors & 
we are required to call them observations to lessen 
liability



•Write the report

o Completing each section of the report
▪ Subject Section

▪ Contract section requiring the fully executed 
contract



▪ Neighborhood section describing the 
neighborhood & market area along with 
current market trends

▪ Site section describing the subject exterior 
site including size, utilities (public or private) 
along with any flood zone information

▪ Improvements section describing the subject 
itself including all materials & their condition 
as of the observation



▪ Sales Comparison Approach

•Determining necessary adjustments
o Paired Sales Analysis

o Market Based/Extraction Method
o Cost Related Analysis
o Regression Analysis



•Reconciliation explaining how we arrived at the 
value & support for any & all adjustments



The MLS: Foundation for 

Accurate Valuations
From List Price toAppraised Value—How Your Data Tells the Story





























Final Takeaways

How Real Estate Agents and Brokers can help the Appraisal 
Process



✓Appraisers are REALTORS.

✓You can provide any information you want to an 
appraiser.

✓You are welcome to be at the home during the 
measurement and walk-through.



✓You are welcome to be at the home during the 
measurement and walk through.

✓Your seller is welcome to be at their home during the 
measurement and walk through.



✓Please put information in the SWMLS.

✓The more information the better.

✓Appraisers won’t have to call and ask questions if the 
information is in the SWMLS.

✓I know the roof is flat, does the roof have TPO or tar and 
gravel?



Appraisers love floor plans.

 We have to measure the home anyway, but a floor 
plan is helpful.



✓ Include basements and ADUs in the living area.

• Tell us about the basement and/or ADU, is it included 
in living area?

 
• Your client wants to know total living area.

•We are required to report it on a separate line.



✓ Provide all the information about solar.
• Seller owned (paid off), separate loan, third-party 

owned

• What is the size of the system?

We know the size of the subject’s solar system, but not the 
comps.



✓ Tell us about updates.

•We see the subject, but not all the comps.

•Photos can be misleading.



Q & A



Driving Value Forward
Your commitment to data 

integrity strengthens every 
appraisal.

Thank you!
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