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PRESIDENTõS MESSAGE 
 

As we approach a new year, we take on new challenges as well as those we 
have dealt with in the past. This year has seen many inspectors in our 
association as well as all other associations leave the industry or at least step 
back and take on other work. I wish we could all say this is the bottom and itôs all 
uphill from here but that may not be the case. Although it does vary from area to 
area, the reports I hear sound like itôs been slow for most everybody. While many 
of us have, in the past, resisted venturing into other areas, becoming more 
diversified in the services we offer seems to be the road to survival nowadays. 
 

The difficulty is many of these services require an additional investment in new tools or equipment at 
a time when income is down. If you have the cash set aside so that you can invest in other ventures 
then it may be a good time to do that so that when things typically start to pick up in a few months 
youôre ready to go. If you donôt have the cash right now, then look at the tools you do have and try to 
create new services you could offer people. We have the skills now to show homeowners where they 
can make improvements or things they can do to make their house more energy efficient. You could 
even check into teaching a community education class for homeowners. We are going to have to get 
creative. Think of extra services you can offer at the same time as the inspection. With fewer and 
fewer inspections coming your way, you want to maximize the income you get from each inspection. 
We hope to have some vendors giving classes on their products at the Spring Conference so that 
they can show us how to make extra revenue using their product or service. 
 
We are going to try to launch some new things this year such as online and webinar style training that 
may help with some of your expenses. We are also going to have a membership drive. It starts now 
and this is how it works.  
 
A member can earn a $100 credit towards the next conference for each new or returning member 
they get to join AII, up to the $300 registration fee. There is no cash that AII will ever pay, just a credit 
towards the next conference only. After the conference, all slates are wiped clean and it starts over. 
This will help keep this from being a bookkeeping nightmare. Returning members that you get to 
come back must have been out of AII for at least 6 months for you to receive the credit. If somebody 
joins and pays monthly, then the $100 credit will be broken down to $8 per month for each month 
paid by that new member until the next conference. New or returning members can only be used for 
the $100 credit one time and by one member. If somebody received the $100 credit for a returning 
member and that member leaves again, no member can ever receive the credit for getting them to 
join again. 
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New members will still get their first conference for $100. Returning members will not get this since 
they have already received it at some time. The ñ$100 for the first conferenceò benefit will apply only 
to the next conference after they join. As part of receiving that first conference for $100, it will be 
required that they attend a new member orientation class at that conference which will cover things 
such as our Bylaws, SOPôs, Hotline and Forum use, sample contract, benefits of serving on 
committees, etc.   
 
This is the basic plan and other details may have to be worked out as we go but we wanted to get this 
going right away. 
 
If you have an idea for a class that you could teach via a webinar, contact the Education Committee 
to work out the details.  
 
We will keep you updated on new issues and opportunities as they arise. It will be your responsibility 
to read the newsletters, hotline and forum to fully take advantage of what the association has to offer 
and keep up on new information we want you to have so please use these resources.  
 
As inspectors, most of us like a good challenge and that is what we have ahead of us. I learned in the 
military that I could not beat the system, but I could manipulate it to my advantage (aka figure out how 
to make it work for me). That is what we need to do, take the situation we are in and figure out how to 
make it work for us. We are smart and educated ñproblemò solvers and we can solve this one.  
 
Lastly, please consider helping on one or more committees. Later in this newsletter, we will tell you 
who is on the committees. Several have no volunteers yet so please help if you can. 
 
Have a Merry Christmas and Happy New Year. If you are travelling, please be safe. 

 
Dan Huckins 

 
  

 
 
 
 
 
                

 
 

SLOPE GUIDELINE FOR HOME INSPECTORS 
By Mike East 

 

NOTE:   This guideline is intended as a general rule of thumb and 

will undoubtedly be disputed by some. Various meetings, seminars, 

and conferences across the country have brought me in contact with 

professionals such as state inspectors, general contractors, home 

inspectors, and foundation repair contractors. I am attempting to set 

a general guideline that most will agree upon in most cases.  

(Certain areas such as Louisiana frequently allow significantly more 

variation than I have suggested here.)  

mailto:aubreycohen@seattlepi.com
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In various sales meetings, seminars, and shows one question invariably and repeatedly pops up. How 

much slope is acceptable? I first introduced my level to the manufactured housing industry. My home 

state of Kentucky was my first contact with state inspectors that actually checked for slope and  had 

established that 1ò variation  was the acceptable margin of slope for that industry, in that state. This is 

1ò difference from the highest to the lowest point in the home. This was regardless of the length of the 

home.  

 

In dealing with the other various industries the level has brought me in contact with this 1ò standard is 

very tough to meet. What is much more reasonable would be a 2ò variation from the highest to lowest 

reading, maximum variation over the entire house, with no more than ½ inch pitch per 10 foot span. 

 

Now this does not mean that an 80 year old farm house that has settled to 3ò should be torn down. 

However it should be noted that there is more than normal or unusual slope present, and this may 

impact the selling price of the home slightly.  

 

On the other hand, in a new 1.5 million dollar home, 2ò variation would significantly affect the selling 

price if I were the buyer. First, if the floor or foundation is off  2ò, everything sitting on top of that base 

structure is either off 2ò, or has been modified to allow for this sloppy construction, (and I would 

consider this sloppy construction). If the contractor didnôt pay enough attention to detail to get closer to 

level with the very foundation, what else did he pass off as ñgood enoughò?  

 

As for someone using my level to perform home inspections, my advice would be to simply point out 

the variations, and be very careful about offering an opinion. If you do give your opinion be very sure 

to justify this as ñjust my opinionò. (Websterôs dictionary, opinion: a belief stronger than impression 

and less strong than positive knowledge.)    

 

Make sure your client understands the $100 to $200 dollar fee you charge for an elevation plot of the 

home is not paying for an expert engineering evaluation that will stand up in court. Your job is to 

simply advise the client of any elevation variations, and if a problem is indicated, there are engineers 

that provide expert testimony for a much greater price. It is up to your client to decide if further 

investigation is necessary. 

 

So to recap, 1ò or less is very sound, 1İ ñ is pushing it a little, and at 2ò, or more than İò per 10ô 

span, I would document the elevation differences in my report, along with a notation that the 

client was advised accordingly.   
 

NOTE: 

1.   At the time of this writing there are no solid guidelines for acceptable and unacceptable slope 

specified by federal or state regulations for existing structures. 

2.   An elevation survey is only one of several indications that structure or foundation problems exist. 

3. In most cases the inspector has no prior data to establish a benchmark or reference elevation. 
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5 Reasons Every Home Inspector Should Perform 

An Elevation Survey 
 

· Increase Your Inspection Fee an additional $100 to $200 
        Elevation Surveys are profitable! (15 minutes to an hourôs work) 
 

· Protects You as a home inspector 
        32%, or 1/3 of all claims against inspectors are structure related! 

        FREA data, www.frea.com  800-273-8026 
 

· Adds Credibility to your report  
        Repeatable numerical data is rock solid in disputes! 
 

· Sets You Apart from your competition 
        Make the other guy the one who canôt do the whole job! 
 

· Sets you up for Additional Future Inspections 
        If any questions arise about future settling and stability-  

        Perform another elevation survey for another inspection fee! 
 

                          
DLS Electronic Waterlevel used in the erection of the Olmsted Lock & Dam Project, (shown 

above). 
See:   www.DLS7.com ï then click on ñOlmsted Lock & Dam Projectò 

 

Online Factory Certification Coming Soon!!! 

Digital Leveling Systems  
ñElectronic Water Levelò 

www.DLS7.com 

800-472-3741 

http://www.frea.com/
http://www.dls7.com/
http://www.dls7.com/
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ñOne more profitable little gadget for the conscientious home inspector!ò 
 

Digital Leveling Systems- ñElectronic Water Levelò has been used in the home inspection industry for 

over a decade now. The accurate- repeatable- digital elevation measurements given by the level not only 

protect the home inspector, (1/3 of all claims against inspectors are structure related), but adds 

credibility to your report, sets you apart from your competition, sets you up for call-back inspections if 

settling is suspected, and increases your inspection fee as much as $200. 

 

See: http://edo1.vci.net/waterlevel/inspect-chart.htm for charts and useful info that work regardless of 

the instrument or equipment used to perform the elevation survey. 

 
                
 

 

 

 

 

                
 

MERULIPORIA INCRASSATA COMMONLY KNOWN AS "PORIA" 
"THE HOUSE EATING FUNGUS" 

 
Not long ago, Duane McCutcheon, a long time home inspector in Southern California, 
inspected a house where he found a lock on the door to the crawl space.  He attempted to 
get a key from the owner but was unsuccessful, so he noted in his report that he wasnôt 
able to inspect the crawl space because the door was locked and he couldnôt obtain the 
key.  What the owner was hiding was ñthe house eating fungusò and when the buyer 

http://edo1.vci.net/waterlevel/inspect-chart.htm
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moved in and discovered it, he sued the seller, the sellerôs realtor, his own realtor and 
Duane.  FREIA, Duaneôs insurance company paid $100,000 to the buyer. 
 
In the last 2 decades Meruliporia incrassata, an orange colored mushroom shaped macro fungus, 
with the appearance of pancake batter, has shown up recently in homes from San Diego to 
northern California. However, poria incrassata, the water-conducting fungus occurs mainly in the 
southern states, it can be found anywhere. In the past, reports of poria were confined mainly to 
the Gulf States --Mississippi, Alabama, Texas, etc. 
 
"It's a rare fungus, but it's as common here as anywhere in the world," said UC Riverside plant 
pathology professor John Menge. "It's also the most devastating wood-decaying fungus of 
houses that we know of'. 

 
Poria is one of many wood decay fungi that feeds on dead wood. It 
sounds like science fiction and looks like it too, but poria, like all decay 
fungi, is an organism that needs moisture to break down and utilize 
wood as a food source, according to forest product experts at UC 
Berkeley. But unlike other wood-decaying fungi, which tend to destroy 
only a six inch area around a plumbing leak or wet window sill, poria 
has the capacity to begin in wet soil as opposed to just damp soil. 

 
Experts say this water-conducting fungi differs from most other wood decay fungi in several 
respects: Large, semi-tough water-conducting roots called rhizomorphs are formed which 
transport water by capillary action from a constant source (usually damp or wet soil) to dry wood 
in a building, wetting it sufficiently to support decay. As decay proceeds, water is conducted to dry 
wood adjacent to that already colonized fungi. In this manner, as long as the supply of water is 
available, water-conducting fungi can colonize and decay the wood to the entire structure. "In 
other words, because fungus does not have teeth to help it eat, it has to spit on the wood. And 
the enzyme it secretes turns the wood to mush. Any piece of wood exposed to this fungus is 
destroyed" says poria expert Glenn Sigmon.   
 
We used to think poria would usually start under a newly installed 
patio, with new landscaping or with a new room addition, and can 
travel far from its original water source. 
But that is not always the case. Wayne Wilcox, a UC Berkeley 
forestry professor, has found 
a similarity among houses with poria and the fact that major 
landscaping was done within 2 years of poria's onset. He speculates 
that the soil dumped on these suburban lawns originated in various 
forests around the world, where poria occurs naturally and helps in 
the process of decomposition, and he feels poria may have come 
along for the ride. 
 
Donna Kingwell, a spokeswoman for the California State's Structural Pest Control Board, said 
"the agency is keenly aware of the potent problems of poria, especially in the southern part of 
California". 
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THE UN-COMFORT ZONE  with Robert Wilson       

                         

                                       DEADLINES WORK  

 

 

 As I sit here writing this column against the deadline, Iôm reminded of my days as a young 

advertising copywriter when I occasionally needed a deadline as motivation to finish a boring project.  

The deadline did more than motivate me to finish -- more often than not, it was what finally stimulated 

enough creative thinking to move me forward -- in other words, it motivated me to think outside of the 

box. 

 

 ñThinking outside of the box.ò Boy, has that phrase become overused.  People are so often 

telling us that we need to think outside of the box that it has fallen into the realm of cliche.  Never-the-

less it is still true.  Sometimes, however, we need to be put into a box first before we can think outside 

of it.  A deadline is just such a box. 

 

  I used to believe that the more freedom I had, the more creative I could be.  But it doesnôt 

necessarily work that way.  Ingenuity needs to be motivated by something, and if the desire to achieve 

isnôt there, then an uncomfortable boundary may work. 

 

 Have you ever watched a man or a woman with one leg running a marathon or competing in 

downhill snow skiing?  I have, and every time Iôm deeply impressed because I have both of my legs 

and I canôt do either one.  I used to wonder why they were able to do so much more than me when I 

was the one born with the greater advantage.  Now I can see that the difference is that they were 

challenged by a boundary and I wasnôt.  Some of them might even argue that they were the ones born 

with the greater advantage.  Being unable to walk made them uncomfortable, and conquering their 

disability became a powerful motivating factor.  They had to get out of that box! 

 

 Think of creativity as a prisoner trying to bust out of jail.  When your resources and 

opportunities are limited you must become innovative.  A good illustration of this is the World War II  

movie The Great Escape.  It is an amazing tale of ingenuity.  Men with little to work with escape from 

a German POW camp. In addition to digging three tunnels without shovels, they made hand drawn 

traveling documents and identification papers that looked authentic enough to pass for ones made on a 

printing press. Now that was a box to get out of! 

 

 I have enjoyed working for myself most of my adult life.  People frequently tell me they wish 

they could be self-employed like I am. They say things like, ñIf I could just get one client then I could 

quit my job.ò  My response is always the same, ñUntil you quit your job, you are never going to find 

that first client. There is nothing like the deadline of a rent or mortgage payment staring you down at 

the end of the month to motivate you to get out and look for clients.ò 

 

 Everyone works under some kind of deadline.  They force us to prioritize our responsibilities; 

they limit procrastination; and they help us achieve our work related goals.  But, we often lack them in 

our private lives.  We are not given deadlines to accomplish our most important personal goals and 

without those boundaries procrastination can creep in and destroy our best intentions. The trick is to 

impose a deadline on you.  But it has to have some teeth to work. 

 

 

 



A.I.I. Newsletter                        December 2008   Page 9 

   

 Hereôs how to do it:  Write down your goal.  Then set a reasonable date in which you can 

achieve it.  Next, go to your bank or attorney and set up an escrow account.  Now add the teeth --  put 

into the account an amount of money that will hurt to lose: $1,000...  $10,000... $100,000...  you 

decide!  Set it up so that if you havenôt achieved your goal by the deadline then the funds go to a 

favorite charity...  or make it even more motivating: let the funds go to your worst enemy! 

 

 Not ready to try that?  Then try the buddy system.  Pair up with a friend and each of you take 

responsibility to follow up on the other one.  You can get together once a week and check on each 

otherôs progress.   If goals arenôt being met, then nag each other into the UnComfort Zone! 

 

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. 

 
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 

 
 

 

 
 

 

 

 

                                                                               FROZEN 
 

 

                
 
 

 

http://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
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