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PRESIDENTõS MESSAGE 

 
Itôs that time of year when we are moving forward and 

planning for annual events that are just around the corner, 

namely, the upcoming fall conference that will be held in 

Portland and the annual elections. 

 

Putting the pieces together for the Annual Conference requires a lot of 

hard work and planning. Our main concern is the type of educational 

classes that will best serve those attending. There are so many 

possibilities that could be offered, but we can only accommodate a 

certain number of classes depending on the number of days and tracks, 

and conference speaker expenses.  While we are anticipating another 

good turnout for Portland, we also are keenly aware of the current 

situation in many of the markets that ours inspectors serve and have 

decided to have a 2 day conference.  This was the result of analyzing 

past conferences and weighing the comments of our members, and 

concluding that 3 or more days may be too long and could involve lost 

revenue to our inspectorsô businesses. We will update the web site with 

class information as we put together the schedule for Saturday and 

Sunday, November 8
th
 and 9

th
.  There may be additional classes offered 

on Friday, November 7
th
, but nothing is firm yet.  I will be able to 

provide additional information in next monthôs newsletter, as the 

planning continues. 

 

The upcoming U.S. elections are just around the corner. We will be 

witnessing one of the most exciting presidential elections that weôve 

seen in years.   The associationôs annual elections are taking place as 

well.  This year, as always, the committee is looking for qualified 

individuals to run for office and we have several who have stepped up 

and have indicated their desire to run for office. This should make for 

another good election year for all involved.  The average return rate of 

the member ballots often falls short of what the committee was hoping 

for, but past history doesnôt necessarily have to be continuously 

repeated, so I encourage all of you to mark your ballots when you 

receive them and return them in the Confidential stamped envelope 
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provided.  This will ensure that all ballots remain secret until they are 

opened at the conference. 
 

A few parting words regarding membership. As the year continues to 

speed by, we have a few issues that we will continue to deal with and I 

have a strong desire to see these through as we move into 2009.  One of 

the more important issues is maintaining membership. We are sure to 

see a few more inspectors drop out of the picture as we did this year as 

the overall economy and real estate market continues to suffer.  

Increasing and maintaining membership levels will take more work and 

effort and I believe we can achieve growth from inspectors that are 

already established in this profession. We have several new members as 

a result of the recent spring conference and increasing our membership 

levels through our exposure to the inspectors that are licensed in Nevada 

and other states should be a priority of A.I.I.  We will be working on 

that for the next spring conference. 

 

Have a great month and enjoy the dog days of summer! 

 

 
 

                                        I approve this message also,  Jake    
                 (Now, can I have a biscuit?) 

 

Bill Bergstedt 

President A.I.I. 
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SPOTLIGHT AN INSPECTOR 

For those of you who are fairly new to A.I.I., I would like to introduce you to John Rebenstorff .  John 

is a Certified Master Inspector, now retired from home inspections.  He was also a sought after 

trainer.  Probably most members remember him best as president of the association just a few years 

ago.  He was a visionary in the association and was always well respected and has been missing 

lately.  We have finally heard from him and here is his letter to us.  

     The American Institute of Inspectors, General Membership   7-15-08 
 
I wish I could join you all at conferences but current 
obligations have prevented me from attending.  I 
will make one though! 
 
I feel I have been very privileged to know and be 
associated with so many good people that are part 
of this association.  A.I.I. has helped me grow both 
as an inspector and an individual.  I cannot find 
words to describe my appreciation for the 
knowledge that was freely imparted to me by other 
members in hopes that I might achieve success in 
my own inspection business.  From the first class I 
attended for Home Inspection (Instructor-Bill Ball in 
1996), I have only found willingness by others to 

impart their trials and tribulations to help me succeed.   I owe in part my new job as a Construction 
Inspector (Inspector of Record) for California State Parks to the experience and confidence Iôve 
gained through the Association.   
 
Now that Iôm working full time with the Company Iôm employed with (4LEAF Inc.), I fill the position as 
Senior Inspector for the company.  I am retiring from the pre-purchase residential and commercial 
inspection business.  I would like to request membership in the Association as a retired inspector.  I 
want to continue to belong to the greatest Inspection Association there is.  If I can I would also like as 
time permits to continue providing some of the education classes at conferences so that I may have 
an opportunity to provide others with some of the knowledge Iôve gained. 
 
To the new inspectors of the Association I would like to offer the following advice: 
 

1. The Association will provide the tools for your success as long as you keep your toolbox open. 
2. Regardless of training and information available to you---your success depends on your drive 

and motivation to be the best there is.  Only you can make yourself a great and successful 
inspector.  Do not dwell on your mistakes but learn from them.  Remember the road to success 
is paved with our failures. 

3. If you feel you have learned everything you need to know as an Inspector--please find another 
career as no one can know all there is in this profession--especially as long as ñ Harvey-
Homeownerò is working with ñRube Goldbergò. 

4. You do not have to know all the information, the important part is to know where to find the 
answers (most can be found within the Association). 
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5. Do not be intimidated by the old and experienced Inspectors--their hearts are in the right place 
to help you succeed.  An inspector by nature is an opinionated individual (just ask one a 
question on any topic).  Remember we are paid for our opinions.  Sometimes as experienced 
inspectors we forget that in the beginning we also did not have all the answers but thanks to 
the knowledge of the membership, help was only a ñHotlineò away. 

6. YOU are the Association and the Association can only continue to succeed with the efforts 
contributed by all.  So be involved. 

 
In closing, I would also like to thank the Association for allowing me to have served as your 
president, board member and educational provider over the years.  I hope I have provided some 
leadership that has helped moved the Association forward.  I would like to individually thank each 
and every one of you that has touched my life but the list has become endless.  You are my 
extended family and have proven it by the offering of help beyond the profession.   
 
Very truly and God Bless you, 
 
John Rebenstorff 

                

 
INSPECTION NIGHTMARES 
 

  

        Junction Box       Spatula in Toilet 1 

  

Missing Drain      I Smell a Rat 
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MIXING SOLID SAWN AND ENGINEERED WOOD PRODUCTS 

Ray Clark   

Product Support Specialist   

APA - The Engineered Wood Association 

All engineered wood components are manufactured in a relatively "dry" state.  The moisture content of engineered wood 
products at the time of manufacture ranges from approximately 4 to 12%.  During the manufacturing process, the wood-
based resource must be dried to these levels to insure that a good glue-bond is developed.  A range of values is given 
because some adhesive systems used in some products have different moisture requirements. 

It is also important to realize that these are not average moisture contents as traditionally measured.  If a certain adhesive 
system requires a maximum 6% moisture content to develop an adequate glue bond, then every piece must meet that 
maximum during fabrication.  A traditional average where 50% are above the maximum and 50% are below just doesn't 
work.  Only those pieces that were at or below the maximum will ever get to the market place. 

Traditional "dry" lumber on the other hand is dried to a much higher moisture content, typically 19%, although some 
lumber is dried to 16%.  Because of natural variability, the range of moisture content of the lumber pieces in a given 
bundle may vary widely.  A given lumber element may even have moisture gradients along the length or across the width. 

In service, however, such as in a residential structure, after 4 to 8 months of drying, all wood elements will reach an 
equilibrium moisture content of from 6-10%, depending on the season and location of the structure.  As the engineered 
wood products are very close to this normal equilibrium moisture content as manufactured, and because they are typically 
shipped in a waterproof protective wrapping, they take on little or no additional moisture and their dimensions vary 
imperceptibly during this period.  The sawn lumber, however, during this period dries down through a relatively large 
range of moisture content.  Along with drying comes an equally significant shrinkage.  A 14" deep sawn lumber element 
can shrink as much as ¾" in its depth as it cycles from the as-dried to in-service equilibrium moisture content.  This 
difference in behavior between solid sawn lumber and engineered wood can lead to structural failure if the designer is not 
careful. 

APA EWS I-joists and APA EWS Rim Board products are manufactured in 9-1/2", 11-7/8", 14", and 16" depths.  It is no 
accident that these sizes are not compatible with, and are larger than, traditional lumber net depths for 2x10's, 2x12's, 
2x14's, and 2x16's. There are many applications in roofing systems and especially residential floors, where other 
elements are used in conjunction with the I-joists for the express purpose of transferring load through the floor system 
without overloading the floor joists.  Some examples of these other elements are blocking panels over an interior bearing 
wall and rim or starter joists.  In these cases, the vertical load from the structure above the plane of the floor is transferred 
through the floor into the structure/foundation below by way of direct bearing on the blocking panels, rim or starter joist. 

Because the load is transferred in direct bearing, it is essential that the blocking panels, rim or starter joist be the same 
height as the floor joist.  Solid sawn lumber cannot be used in applications like these because of the very likely potential 
for shrinkage.  Shrinkage by as little as 1/8 of an inch (3 mm) can be enough to transfer the vertical loads from the walls 
above directly to the floor joists, thus inducing possible bearing or reaction overload conditions at these locations.  The 
solution to the problem is to use engineered wood products for these applications.  They are manufactured in the correct 
depths and have the same dimensional stability properties. 

While the previous discussion concerns vertical loads, the same is true of lateral loads such as those caused by wind and 
seismic events.  The small gap between the floor sheathing above and the sawn lumber rim joist or blocking panel below 
resulting from shrinkage of the lumber members can have a small but negative impact on the performance of the structure 
during the design event.  Even greater however, will be the impact on the deformation of the structure caused by the 
potential slip at this location under design lateral loads.  While not necessarily life threatening, these greater deformations 
can result in increased damage to the non-structural components of the building, such as drywall, windows and doors, 
cabinets and interior and exterior finishes.  If the deformations are excessive, they can cause the structure to be 
irreparable.   

Every application where solid sawn lumber is used in conjunction with engineered wood must be looked at very carefully 
with respect to the different moisture states of materials at the time of construction.  The safest alternative is to not mix 
engineered wood with solid sawn lumber in any situation where load sharing might be an issue. 
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THE UN-COMFORT ZONE  with Robert Wilson       

 

                         

                           DEFEATING  THE DE-MOTIVATOR  
 

 The sweet strains of a Puccini aria cut through the Saturday night clatter of the 

busy Italian restaurant in New York City, but it wasnôt coming from the aging voice of the Sicilian 

baritone who was hired to belt out favorites like Funiculi-Funicula.  It was a soprano whose crystal clear 

voice filled the room.  Within moments all the ambient noise came to a halt. Diners stopped eating and 

talking, busboys stopped clearing tables; the cooks even came out of the kitchen.   

 

 Singing on the tiny stage was the skinny moon-faced waitress from Ohio. The Sicilian heard she 

studied opera, so he invited her to join him, but what began as a duet ended in solo as he too was 

mesmerized by the beauty of her voice. When she finished, the place thundered in applause and I saw 

tears of gratitude glistening in her eyes. She had hit each note perfectly.   

 

 If only she had done that when she auditioned for the Metropolitan Opera.  But she choked, 

flinched, allowed a seed of doubt to creep into her consciousness and thus her voice.    

 

 She told me her story over a couple of beers after work.  It was the fall of 1984, and I was a 

fellow waiter at the restaurant; just another struggling artist in the city that never sleeps. She explained 

that she got nervous during her audition and couldnôt hit the high notes.  She would get one more chance 

to audition, but she would have to wait an entire year. 

 

 I never found out if she made it; as a writer my art is portable and a few months later I moved to 

 



A.I.I. Newsletter                         August 2008   Page 8 

a city where they still have a bedtime.  I suspect she did, because that night she received a proof - a vital 

beginning step. 

 

 Doubt is a silent killer.  We transmit feelings of doubt to others through subtleties in our body 

language, facial expression and tone of voice.  It is picked up subconsciously by those with whom we 

communicate.  Worse than that, we communicate it to ourselves, and it seeps into our performance.  

Doubt is the De-Motivator and all too often it prevents us from even trying.  

 

 We all suffer doubt occasionally and its cure is always the same: proof.  Proof that we are indeed 

talented enough to do what we set out to do.  A proof doesnôt need to be big to eliminate doubt.  A series 

of little ones can be just as effective.   

 

 I keep a journal ï a log ï of accomplishments.  Both small and large, because they all add up to 

reasons for believing in my abilities.  It is especially important to log the little ones, because they are so 

easy to forget or overlook, and yet they carry tremendous weight when it comes to giving ourselves 

confidence.  

 

 You say, ñIôm just starting out and have no accomplishments.ò  That just means youôre not 

looking in the right places.  We all have successes; some of them may be found in different areas of your 

life.  I often read in the Wall Street Journal about women, who after years as stay-at-home Moms, return 

to the workforce in well-paid management positions.  They acquire these jobs by citing in their resumes 

the many skills and achievements they learned through their volunteer work. What talents are you 

racking up through your hobbies and leisure activities? 

 

 Sometimes proof comes to us by comparing ourselves to others.  Simply ask yourself, ñOut of all 

the people who have ever lived, how many have attained what I want?ò  The sheer numbers alone will 

often be all the proof you need.   

 

 When all else fails, fall back on faith. Some of the most successful people in the world had 

absolutely no proof that they could achieve their dreams.  All they had was a strong desire and a belief 

in themselves.  As Martin Luther King, Jr. once said, ñTake the first step in faith. You don't have to see 

the whole staircase, just take the first step.ò 

 
Robert Evans Wilson, Jr. is a motivational speaker and humorist.  He works with companies that want to be more 

competitive and with people who want to think like innovators.  For more information on Robert's programs please visit 

www.jumpstartyourmeeting.com. 
  

                 

 

  

 
 

  

http://www.jumpstartyourmeeting.com/
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http://rs6.net/tn.jsp?e=001X3MaUJrhB03p835w2aA4m9feyXNJNQD5NciD9IpVQV93PLHCuxy7LvxSlsbQ6wVryqpG5FZ5RK8Z3eESzPXuVkd08XjaN1_lKjnEYKFD-Uc1s1GglyF76OXsz2jo6rgq
http://rs6.net/tn.jsp?e=001X3MaUJrhB03p835w2aA4m9feyXNJNQD5NciD9IpVQV93PLHCuxy7LvxSlsbQ6wVryqpG5FZ5RK8Z3eESzPXuVkd08XjaN1_lKjnEYKFD-Uc1s1GglyF76OXsz2jo6rgq
http://rs6.net/tn.jsp?e=001X3MaUJrhB03p835w2aA4m9feyXNJNQD5NciD9IpVQV93PLHCuxy7LvxSlsbQ6wVryqpG5FZ5RK8Z3eESzPXuVkd08XjaN1_lKjnEYKFD-Uc1s1GglyF76OXsz2jo6rgq
http://rs6.net/tn.jsp?e=001X3MaUJrhB03p835w2aA4m9feyXNJNQD5NciD9IpVQV93PLHCuxy7LvxSlsbQ6wVryqpG5FZ5RK8Z3eESzPXuVkd08XjaN1_lKjnEYKFD-Uc1s1GglyF76OXsz2jo6rgq
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TAKING BACK TIME WITH ONLINE SCHEDULING   

By Daryl Oie  
 
In this day and age, the need to effectively manage your business and your 
time is imperative. With so many other things on your mind marketing, 
customer service, report writing, accounting, computer systems, etc can 
overload you.  
 
However, without any ap praisals or inspections scheduled, there would be no business. 
Appointment scheduling is one aspect of the industry that is most often overlooked. Like many 
inspectors and appraisers, you probably havenõt given much thought to the way you schedule your 
appointments.  
 
Maybe you have an office staff that answers the phone and schedules your appointments. Perhaps 
you do like I did and direct all your calls to your cell phone, which you answer continuously 
throughout the day. Or, maybe you have clients leave m essages on a voice mail or send you a fax or 
an e-mail, which you reply to when you are finished with your on -site workday. All these methods 
may work for you, but is it the most efficient way?  
 
 

Missed Calls Equal Missed Business 
 
We all know how importa nt it is to answer the phone in order to get business. You may be on the 
job site and not wish to be interrupted, be talking with clients, on the telephone, golfing, fishing, 
or just doing something where you are unable, or do not want, to answer your phon e. The potential 
client leaves you a message and then calls the next person on the list and leaves a message, or, 
worse yet, they go online and book with someone elseõs online scheduler. 

Time is of the essence and you donõt want to miss out on potential business because your client 
could not reach you to book an appointment. An online scheduler fills those gaps, by allowing your 
clients to schedule appointments when you are not available.  
 
Missed calls can now be turned into scheduled appointments and sche duled appointments mean 
more profits. With the downturn in the current real estate market can you really afford to lose that 
prospective business? Do you know how much business you are losing?  
 

The Juggling Act 
 
Scheduling can be somewhat of a juggling act, and keeping track of appointments, vacations, 
doctor appointments, etc. can be complicated. With multiple inspectors, scheduling gets even 
more complicated. If you are one of those people who answer the phone and schedules 
appointments throughout the da y, even during an inspection, itõs imperative that you write the 
information down accurately and save it in a safe place.  

If you donõt have your appointment book or calendar with you, how do you know you arenõt double 
booking yourself? Not to mention, how does it look to the client if you are scheduling other 
appointments while on the client's time?  
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Itôs a Matter of Choice 
 
Online scheduling systems offer your clients an alternative way of booking your appointments. Why 
is this necessary? My cell phone works just fine. I have to sell myself to the client so I must talk 
with them . These are the typical responses we get from some home Inspectors. The majority of 
your business is repeat business coming from referrals by past clients, realtors, or mortgage br okers 
who know you and trust your work. So most of your clients have already been sold on you and your 
services--they donõt need to talk with you.  
 
There are times when the client wants to talk with you about your services and they can still call 
you on your cell or office telephone. But the majority of clients just want to book their 
appointment. We all know that the faster and easier it is for the client to book their appointment 
the more likely they are to use your services and that is the key to succes s for online scheduling 
systems.  

Letõs face some facts: You can only work so many hours in a day (12 -16 seems right), if you have a 
secretary she probably works 8 -10 hours a day, and call centers are usually open 16 hours a day. 
Online Schedulers work 24 hours a day 7 days a week and they do so much more than just schedule 
appointments.  
 
Is the Online Scheduler a stand-alone answer to your scheduling problems? Some users think so and 
will only book inspections through their online scheduler. Others use it to schedule appointments 
when they cannot get to the phone or when the office is closed. Either way it is a great addition to 
the way you are currently scheduling and keeping track of appointments.  
 
It doesnõt matter if you currently schedule appointments by telephone, call center, fax, or e -mail, 
you will be enhancing that system and your office efficiency by adding an online scheduler system. 
Online schedulers offer a convenient easy to use alternative to your clients for scheduling 
appointments. They also offer you and/or your staff a better way to track appointments, send 
confirmations, and create a user database.  
 
 

Online Scheduling Systems 
 
With the popularity of the Internet and advances in technology, you are now able to take control of 
your appointments with online scheduling systems and other online tools. These days we do 
everything online ð send reports, pay bills, book travel, research  information, keep in touch with 
friends and family, etc. The internet has become a main outlet of communication, so why not 
schedule appointments the same way? Online scheduling systems are a way to give you and your 
staff back some of that valuable time spent setting up and juggling appointments. They get you off 
the telephone so that you can concentrate on the job at hand.  
 
With Online scheduling systems you input the days and hours that you want to work, allowing you 
to schedule your days off, weeks, m onths, or even years in advance. Then you direct your clients to 
your website so they can schedule the appointment themselves. They input all the necessary 
information (property type, address, square footage, etc.), and then choose any open appointment 
tim e they prefer. The Client instantly receives your pricing, your contract, and an email confirming 
the appointment. They donõt have to go anywhere else and they donõt have to play phone tag in 
order to get the appointment scheduled.  


