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PRESIDENT’S MESSAGE 
 
Writing this article is my final duty as your 2008 President. I mentioned to Dan Huckins, our 

incoming President, to be prepared to write a monthly article.  It comes around quickly and 

Sylvia’s email reminder 10 days in advance dwindles down to 1 or 2 days before the deadline and 

places me into writing mode. I’ve enjoyed writing these articles for the newsletter as they have 

allowed me to express my personal thoughts and views on the Association, while throwing in a few 

details of my life outside AII.  

 

We’re coming off a very successful conference that was held last weekend in Portland. As several have 

indicated on the hotline, it was great to see all the old faces along with the meeting the new ones and to also 

spend time in the company of fellow AII members.  Everyone in attendance who commented to me indicated 

that we once again did a good job in providing those dreaded, but needed CEUs, that the education was very 

informative and our speakers did a great job presenting their information.  A big thanks the Jeff Cloyd, Rick 

DeBoard and Greg Pyfrom for their classes.  You guys did great and it was nice to tap new resources for our 

classes. Get ready for your next assignments guys! Each class was a winner and very well received. We also 

owe a big thanks to our outside speakers from the Portland area. Aric Outlaw gave a very informative class on 

sewer inspections. Buck Shepard presented a great deal of information on HVAC during his 2 hours and Steve 

Pietila educated us on fireplaces and chimneys. Very good information was provided to further our abilities and 

make us the best and most knowledgeable inspectors in our profession. Be proud of what you do for a living 

and support the Association by attending these informative educational conferences. 

 

I would also like to thank Perry Hawkins, Rick Stewart and Randy Winn for providing the funds that allowed a 

few members a place to sleep or tuition to attend the conference. Again, thanks! This type of generosity shows 

the true spirit that our members continually share and have come to cherish over the years. 

As usual, we ate on a continual basis throughout the weekend, slept well in “suite style” rooms and enjoyed the 

facilities.  The camaraderie was second to none and was in the typical spirit of past conferences. The Shilo Inn 

fit our needs well and we have booked it again for the first weekend in November 2009.  

Congratulations to the new members of the Board of Directors. There is a good blend of new and seasoned 

leaders that are eager to begin working and serving the Association once again on your behalf. Please support 

your leadership.  They work hard and invest many hours to keep us up and running. I look forward to letting a 

few others do the majority of the work, although Jeff Herboldshimer and I will continue to organize the 

conferences. If you would like to join the committee, let one of us know. What we also need is ideas for classes, 

inside and outside the box. Give us suggestions. We are already planning our next conference that is scheduled 

for Reno in May 2009.  

 

AA ..II ..II ..  IINN SSPP EECC TTOORRSSôô  
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The Association turns 20 between now and early 2009. This says a lot for an association 

that started out with approximately a dozen members in the late 1980’s and has seen 

continued growth for most of its life. The history of the Association continues and we 

move forward each year, along with an occasional slip back, but we continue to move 

forward and build strength within the membership. I and many others have seen this 

recently and it held true with the success of our recent conference. We are back full 

strength and that could not have been accomplished without the continued support of our 

members. I’ll speak for both the outgoing and incoming boards and say thanks to all of 

you from all of them. We’re all in this together and as we continue down the road 

together I look forward to many more successful years for AII. 

In closing, I want to thank you for letting me serve as your President for 2008. I will 

continue to work hard for the Association during the upcoming year as a Member 

Director and look forward to serving once again. Have a safe and happy holiday season, and my best to 

everyone in 2009. 

Have a great month!           

 

 

Bill Bergstedt  

 
                

 
PRE-OFFER HOME INSPECTION 

By Aubrey Cohen  

 
  

House hunter Vicky Tsai has paid for two inspections of 
homes she didn't buy: one that she lost out on because she 

was outbid by $20,000 despite offering $50,000 above the 
asking price, and another that she passed on after deciding it 

was too small.  

"We're over $800 in the hole on that," she said at an open 
house earlier this month, contemplating the futile payments 
to inspectors.  

"I would say in t he Seattle metropolitan area, where there are two and three buyers for every 
house that's in pretty good shape and priced fairly, there are going to be pre - inspections," said 
Betsy Chamberlin, a Realtor with Windermere Real Estate. "Anything that's a single - family 

(house) up to, say, $750,000, $800,000, it's a really good idea."  

"It's becoming a way of life," inspector Fred Grant said while waiting to look over a West Seattle 
house earlier this month.  

Grant, who owns North  Starr Inspections, said that three y ears ago, he typically scheduled 
inspections 10 days out. Now, he said, buyers demand them within two to three days, or even 
the same day. He has outfitted his truck to complete reports on site.  

George Guttmann, who owns Sound Home Inspections, said pre -off er inspections have been 
popular before.  

"Fifteen years ago, when the market started to be very hot and we did pre - inspections, we 
would be asked by clients to go in during an open house and pretend we were not inspecting the 

mailto:aubreycohen@seattlepi.com
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house," he said. "I would walk through the house and there I would see two of my colleagues 
doing the same thing."  

Darrell Marsolais, who owns PSI Home Inspection Services, said he has done more pre -offer 
inspections this year than in past years.  

"It's just the Seattle market," he said. "Most any house that's being offered in the core Seattle 

area, there's always multiple offers."  

Marsolais offers abbreviated pre - inspections for about $250, rather than the $405 to $485 he 
generally charges for a full inspection. He said many buyers want th e quick inspection before 
making a bid, then the full job after the seller accepts their offer.  

Farren West, who owns Key Inspection Services, said requests for abbreviated pre - inspections 
actually peaked about six months ago, but the demand for full inspec tions before making offers 
has gone up since then.  

Inspectors, perhaps not surprisingly, advise against doing without an inspection. Guttmann said 
such buyers often end up discovering costly problems or constraints that prevent them from 
doing things they want, like adding a bathroom.  

Marsolais advises people to at least get a review of major components, such as the roof, 
furnace, water heater, foundation, wiring and plumbing.  

"There are a lot of surprises  in these older homes that people need to be aware of, " he said.  

The popularity of pre - inspections varies from house to house and price range to price range, 

Guttmann said. "Sometimes multiple bids are expected and people do pre - inspections and it 
turns out there weren't multiple bids," he said.  

He added that h e's starting to notice cooling in the housing market, with more signs noting price 

reductions. The latest statistics show slower sales and more houses on the market than a year 
ago.  

Tsai ended up falling in love with a Phinney Ridge house with no other bid ders, meaning she 

could do the inspection the traditional way.  

"We got so used to the whole pre - inspection game," she said. "We didn't know what to do when 
it was a normal situation."  

WHAT TO ASK 

Here are questions the U.S. Department of Housing and Urban Development 

recommends asking prospective home inspectors:  

   What does your inspection cover?  

   How long have you been in the profession and how many inspections have you 

done?  

  Are you specifically experienced in residential inspection?  

   How long  will the inspection take? (Anything less than two hours for a 
typical house may not be enough.)  

   How much will it cost? ($300 to $500 is typical)  

   What type of inspection report do you provide and how long will it take to receive?  

   May I attend t he inspection?  
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   Are you a member of a professional home inspector association? (Most states, including 
Washington, do not license home inspectors. HUD does not recommend any associations 

in particular, but the American Society of Home Inspectors and the  National Association of 
Certified Home Inspectors are two well - known ones.)  

   Do you undertake continuing education to keep your expertise up to date?  
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THE UN-COMFORT ZONE  with Robert Wilson       

                         

      DONôT GET STUCK IN REVERSE 
 

The Pleasure Principle 

 

 Swing and miss.  “Strike Two.” cried the umpire.  I threw one more pitch right in at the 

player’s wrists.  He swung hard, but the ball just dribbled right back to the pitcher’s mound.  I picked 

it up and gently tossed it to the first baseman for the out.  

 

            As the batter turned back toward the dugout, his team captain stepped out and screamed, 

“Darrell, you’ve got to get over your fear of this guy!”  

 

 The words poured like sweet honey into my ears.   

 

 It was the third time I had gotten him out that night including two strike outs.  I had completely 

shut down the best hitter on the best team in the league.  It was the most fun I’d had in weeks. 

 

 No, I wasn’t throwing heat.  Quite the contrary, I’m talking about slow-pitch recreational 

softball for the over-thirty crowd.   

 

 But, I was totally into it.  Once a week I stood on the mound under the lights with everyone’s 

eye on me. Despite the butterflies in my stomach, I can’t image anything more exciting (OK, maybe 

skydiving!). 

 

 And, I was totally motivated!  I spent several hours each week tossing balls in my driveway.  I 

set up an area with a pitcher’s rubber and home plate laid out to the exact dimensions of those on the 

playing field.  After I mastered the two standard softball pitches, I developed two of my own.  The 

best was a softball version of the knuckleball.  A spin-less ball that baffled batters the first time they 

saw it, but even when they did hit it - they could never get any distance on it.  

 

 I have friends who are obsessed with golf; others with tennis.  None of them have a clue what 

drives me to play softball.  But, then again, I don’t get why they play golf or tennis.   

 

 What motivates me to play softball or for that matter my friends to play golf and tennis?  

That’s easy... it’s fun!  It is all about having fun... pleasure is very motivating.  We all seek some 

pleasure in life. It’s what keeps us going.  And, for those pursuits that we enjoy, we are never too tired; 

we always seem to find time and energy for them.  It comes to us easily. If only we could find that 

kind of relaxed energy for work. 

 

 What is it that you can’t wait to do every day?  Is it a hobby?  A sport?  Sigmund Freud 

described that driving creative spirit as the Pleasure Principle.  But, he also spoke of a contrasting 

principle that existed to put the brakes on our desire called the Death Instinct.  Thankfully that theory 

has been disproved; however, it’s still very true that “all work and no play make Jack a dull boy.”  Not 

only dull.  Where happiness is absent - health is often absent too. 
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I look forward to work every day.  I have clearly followed the advice of my father who encouraged me 

to find a job I enjoyed so that I would never “work” a day in my life.  In her book Do What You Love, 

The Money Will Follow: Discovering Your Right Livelihood.  Marsha Sinetar tells us to do the same 

thing.  But, what should you do if you’re not happy in your work?  Make changes!  That may be easier 

said than done.  So, if you can’t change your job, then change your work environment.  

 

 It’s a well known fact that employees who enjoy their work are more productive.  This is so 

true that people frequently turn down better paying jobs to stay with one that is fun. There are many 

ways to make your workplace more fun.  Authors Dave Hemsath and Leslie Yerkes in their book offer 

us 301 Ways to Have Fun at Work.  Every company is different so it will be up to you to discover what 

you can do to make your place of business more fun.  But, if you want to motivate your staff – I 

always say, “Give them something to laugh about!” 
 
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. 
 

 
INSPECTION NIGHTMARES 
 
 

 

Where There's a Flue, There's a Way! 

 

 

 

 

 

 

 

 

http://www.jumpstartyourmeeting.com/
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JOHNNY LEARNS THE TRUTH ABOUT HOME INSPECTIONS 
By Mike OõHandley  (reprinted with permission)  

 
Johnny just got into the business and has been told that the average inspector in his area does 
about 400 inspections a year. Being a realist, he figures that's an inflated figure and plans to shoot 
for 200 jobs a year.  
 
He wants to net $60K after overhea d and taxes. (This is the only place where he's not a realist).  
 
After he's mentored with a guy in town for a month or two and done a few practice inspections, he 
figures out that his inspection of a 2500sf home will probably take 3 -1/2 hours and that it'll  take 
him another 3 -1/2 hours, including travel time to and from, to write the report. Total = 7 hours per 
inspection.  
 
Trying to decide what he needs to charge when he hangs out his own shingle, Johnny sits down 
with a pencil and paper. He decides that, b eing new, he'll need to low -ball everyone else's price if 
he wants to get the referrals that the guys at the inspection school told him would be showered on 
him by real estate folks.  
 
The guys that made him a home inspection God at the 5 -day home inspection course had told him 
that roughly half of what he grosses will be eaten up by over head and taxes, so he swags $20 per 
hour as what he thinks he needs to net. "Lessee," calculates Johnny, "7 hours X $20 per hour = 
$140, so if I double that I'll get $280 p er inspection. That's at least $100 less than anyone else 
around. Heh, heh, this is going to be easy," he chuckles.  
 
Then, just to be sure, Johnny multiplies that figure times the 200 inspections that he thinks he'll be 
able to do and discovers that, at th at rat e, he'll only gross about $56 per year, leaving him only 
$28,000 per year to pay his rent, put food on the table, pay his utility bills and feed Gorgon, his 
giant English bull mastiff." It isn't much and it's only 46.6% of his goal. "Damn!" says J ohnny, "I've 
got to either do a lot more inspections or raise my prices if I want to make my objective!"  
 
So, Johnny tries figuring it again at $30 net per hour. 7 X $30 = $210 X 2 = $420 X 200 = $84,000 
gross or only $42,000 net per year. "Damn," he says, "If everyone else is telling me the truth, I'll be 
lucky to get between 80 and 100 inspections my first year. Even at this rate, I'll bankrupt myself in 
about 12 months. Ain't no way I can low ball anyone if I want to stay in this business for any amount  
of time." Johnny goes down to the local bar to partake of some thought lubricating liquid and 
wakes up in the drunk tank the next day with a hangover.  
 
After he's sobered up and has been cut loose, Johnny goes home and sits down to once more 
recalculate. "Lessee," he says, "$40 an hour X 7 hours = $280 X 2 = $560 X 200 = $112,000 gross a 
year in order to net only $56,000. Fer cryin' out loud, this ain't gonna be as easy as I thought!!!" 
Johnny goes to bed with a migraine.  
 
The next morning, Johnny is frus trated. His dreams of making BIG money in the home inspection 
business have been quashed. Finally, he has an idea, he decides to go to Big Bill, the inspectingest 
Inspector around, whose been inspecting since long before Johnny got his first job flipping b urgers 
down at Burger Whopper, and asks Big Bill how he can make the BIG money. "What BIG money?" 
asks Bill, I've been in this business for nearly 20 years and I'm lucky if I can net $45K a year.  
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"Dang," says Johnny, "Where's all that full-time pay for p art -time money that the magazine ads told 
me I was going to make?" 
 
Big Bill looks at Johnny, winks and says, "Well, it's definitely part -time work alright, but I've yet to 
see any full -time money. To make what you want, you'll need to work at least 60 hou rs a week and 
set your sights on between 300 and 400 inspections a year. Then you'll need to charge a reasonable 
fee where you know you'll be able to just scratch by while your business builds, and don't plan to 
take any vacations, or be at your 200 inspec tions per year level, for at least the first 3 years."  
 
"Dang Bill! If I can't make any decent money for at least 3 years, why the hell would I want to be in 
this business in the first place?" moans Johnny. 
 
"Good question," replied Bill, "And one that I'v e been asking myself for the past 20 years."  

 

 

                
 

 


