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PRESIDENT’S MESSAGE

N

. Greetings,
| hope everybody had a joyful and safe Easter.

Well it’s here, many of us will soon be hopping on a plane or in a car and heading to
Reno. There’s still time to register if you can make it. It’s looking like there will be 40 to
50 attending, maybe more, so it should be a good turnout for Reno. We have over 40
registered as | am writing this and many typically wait until the last week or so to register. | hope you are
one of them.

One of Greg Pyfrom’s classes will help clear up some of the contract wording that he presented at the last
conference in Portland so it will be good to have that wording to incorporate into your contracts.

We have a couple of classes that we have not seen before, one from Russ King on HERS rating and HVAC
inspections and another from George Wolf on inspecting garages.

Douglas Hansen will instruct us on a variety of topics from plumbing to code changes, safety and proper
venting.

We are trying something a little different and having the Board Meeting after classes on Saturday so if you
ever wanted to attend one but never arrive in time, now is your chance.

After the Board meeting many of us will be heading to a favorite dinner spot which always proves to be a
good time so try to make that if you can.

All'in all it will be, as usual, a good time with good education. I really hope that if you can make it, you

will and if you have not yet registered you will do that soon. Travel safely and I’ll see you there.

Dan Huckins
President
American Institute of Inspectors
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“THE” SOURCE FOR HOME INSPECTORS
INSURANCE SINCE 1992
We Give You Options!

Our PREMIUM PROGRAM
The SIMPLY SUPERIOR policy

Premium Coverages - Ocourrence Form — $1500 Deductble - Cost from §3175

Our PREFERRED PROGRAM
The “Peace of Mind"” Policy
Cost from $500 Premium Coverages - Chims Made Form — $1500 Deductible - Cast from $2550

Our STANDARD PROGRAM
PH.}F Per lﬂSPECﬂ O] Most Affordable Fﬂlll!‘_r'
|“5'-'"a“f$ ‘P'“E AN Basic Coverages - Claims Made Form — $1500 Deductible - Cost from $1745
I1SIt
Pay-Per-Inspection.comn Call 1-800-474-4472 for more information or

for More Informane visit our website at www.allenins.com

SLOW TIMES: SURVIVAL OF THE FITTEST
By Glenn R. Cuntis C.M.J. Master Jnspector

If the connection between naturalist Charles Darwin’s theory of natural selection and your business isn’t
obvious, it should be: in tough times only the strong make it—survival of the fittest.

Survival of the fittest in this business environment depends on several things, including how badly one
wants to remain in this profession and how well one can “reproduce” success. Many inspectors join the
ranks during a healthy real estate market and its attendant opportunities, not because it’s who they are and
what they want to do for the next 30-plus years of their life. If you’re an inspector to the core, then your
survival instincts and practices must be in high-gear

How to proceed depends on your present locale, disposition and current business climate, not to mention
your ability to tread water! Not all markets are created equal. If I’ve learned anything in my lifetime, it’s
that my business career, and overall success, rest in my own hands and that | have to chart a course that
produces and reproduces success for me. Just like politics and real estate, business success is local. What
works for me isn’t going to work for everyone else. Las Vegas, Nevada, where I live, isn’t Murfreesboro,
Tennessee! Sure, there are guidelines and programs at every turn to assist and inform, but the bottom line
is the ability of the small business owner to pursue, adapt and chart a successful course over the long haul.
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Top 10 Strategies for Staying in Business

Here is a list of my top 10 strategies for adapting in this tough business climate, to stick with the natural
selection metaphor that I’ve made over the past 24 months to keep mys4elf in business. My formula is not
going to be your formula but it may give you ideas that will work for you, if properly modified and
implemented. As you review the list remember this warning: Today’s answer is tomorrow’s problem! As
we know, the only variable in life that remains constant is change. Flexibility and adaptability to a
changing business environment requires daily attention to business structure and routine. My list may look
different 12 months from now. Survival of the business organism is dependent on its ability to adapt in a
timely manner. That said, | offer the following:

| 1. I got out of my commercial office space and now have a home office. This strategy is self-

| explanatory. Failure to reduce business overhead in economic downturns is one of the largest
| coffin-nails in the death of a business, outranked only by lack of adequate operating capital.

| 2. T’ve gone paperless with my reports. Amy prices haven’t dropped but it chops significant dollars
| off each transaction to go paperless. | can give clients a printed report if they want but they pay
i more. So, 95% of my clients go with the paperless email version. It’s my observation that older
| clients who may not be computer literate prefer the hard copy, so | keep that option open.

! 3. | gotrid of my traditional business telephone line, which cost me about $65 a month and got an
! Internet service provider which I run through my computer’s broadband connection. After

! purchasing their equipment, $39.95, | paid $50 for five years worth of service. No more fees to pay
: for phone and fax until 2014: | saved big on this one!

} 4. 1 am not locked into just one reporting format or system. | have designed several of my own
| residential / commercial reports using Microsoft Publisher, Excel and Word. Versatility and

: adaptability with my reporting systems allow me to tailor each report to my client’s needs.

| 5. T’ve added a mileage charge for inspections outside the 10-mile radius from my office.

| 6. 1do all my own desktop publishing. | design and produce my own business cards, brochures,

i letterhead, etc.

i 7. 1 am doing more outsourced consulting and CM/CA (construction management and contract

i administration) for select general contracting and development firms. | have the software and the

| ability to do CPM-scheduling, building cost-estimates and pro-forma budgeting and | can fit the

i work into and around my inspection business schedule. | have worked in the construction industry
| my entire adult life and have extensive experience that qualifies me to perform these outsourced

| services for smaller contractors who may not have the staff or the in-house expertise and therefore
! seek to have the work outsourced.

! 8. lam doing more legal expert witness work. I’ve been networking with my contacts and have

! substantially ramped up my expert witness work in the last 24 months. NOTE: | am not a hired

: gun! I only accept assignments if the client’s case has merit in my eyes. Some of my work is

: helping attorneys defend home inspectors from frivolous lawsuits. | enjoy this work so much I’d

: almost do it for free! Almost. . .!

I 9. I network with as many active inspectors as | can and let them know | want more commercial

| inspections. Most inspectors aren’t qualified to do this kind of work but I am, so they refer a fair

i amount of work my way when they’re approached to do a commercial inspection and they’re not

|

|

|

qualified or comfortable with the scope of work because of size or complexity.
A.LL Newsletter April 2009 Page 3



10. I sell each home-seller on me and my services while I’m in his/her home doing a pre-purchase
inspection for my client, regardless of whether he or she is staying in town or not. If he/she is
staying in town, then I’m quite often the inspector for the new home. On the other hand, I’ve
actually had referrals from People who have moved away and met people moving here to Las
Vegas! Go figure!

I’ve done other things as well but you get the picture. No matter how slow it gets I’m going to be in
business until the valley’s empty and someone calls me on my cell phone and say...turn out the lights on
the Strip and lock the door when you leave!

As a college instructor I’ve trained hundreds of home inspector candidates over the past 10 years. As a
Master Inspector I’ve taken many hundreds with me on ride-along inspections. I’ve told my students time
and again to not let home inspections be their sole source of income. Find or create a niche or niches that
only you can fill. One of my students spent many years as a structural concrete subcontractor installing
concrete post-tension (PT) slabs. He’s qualified to PT slabs (that use high-tension cables rather than
traditional rebar reinforcements), cracks and failures, so guess what he spends his time doing when he’s not
inspection homes.

Maximize your talents and extend your knowledge base by constantly reading and studying everything you
can get your hands on relating to the home inspection business. Don’t let a wasted moment pass by that
could be filled with some learning.

One last thought before | get back to work. In the final analysis, if you haven’t clearly defined what
success means to you, then you’ll never achieve it. Just as you must MapQuest your home inspection
driving routes to arrive at your destination, you must also clearly define your destination and route to
success. Here’s what | tell my student: Success is getting what you want. Happiness is liking what you
get. Success without happiness is failure! For some inspectors just being able to continue in business is
success. For others, leaving the business to avoid bankruptcy is success. The choices and rewards can be
yours, but as Tony Robbins says, you’ve got to take action! What are you waiting for?

Reprinted with permission

THE UN-COMFORT ZONE with Robert Wilson
The Main Ingredient

In 1907, during a major league baseball game, second base was stolen 13 times by the
winning team. The catcher for the losing team, Branch Rickey, was unable to pick off even a
single runner. That record stands to this day. It also spelled the end of Rickey’s career as a
baseball player after just two short seasons. With nothing else to do, he went to college and

law school.

Six years later, he returned to major league baseball. This time as a manager — and what a
manager he turned out to be! He created the modern baseball farm system which enables major league
teams to nurture and develop future stars through their minor league teams. He was the first to establish a
permanent spring training facility in Florida. He changed the way statistical analysis is used in baseball
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by proving that on-base percentage is more important than batting average. Branch Rickey is best
known, however, for breaking the color barrier by bringing African-American Jackie Robinson into the
major leagues. It earned him a spot in the Baseball Hall of Fame.

Rickey offers this as his recipe for success, "Success is where preparation meets opportunity.” A
simple formula that reminds me of the old joke: “How do you get to Carnegie Hall?”” The answer:
“Practice. Practice. Practice.” Obviously, you can’t take advantage of an opportunity if you don’t have the
skills. It’s a good recipe for success, but it doesn’t reveal the secret main ingredient.

A funny old song from Frank Sinatra gets us little closer to the answer. Do you remember these
lyrics from High Hopes ?

Just what makes that little old ant

Think heol | move that r
Anyone knows an ant, ca
Move a rubber tree plant!

u
n

o T

ber tree pl ant
t

I love that song because a stanza later we learn the ant CAN: “Oops there goes another rubber
t r e e pshaaimgthigldhopes” the secret ingredient? No, but it gets us closer to it. You see, the ant
succeeds because he doesn’t know that he can fail.

Think about some of the people you know who are successful. What is it that makes them big
achievers? What traits do you associate with them?

When | ask this question of my audiences | frequently hear the following ingredients: Courage,
Perseverance, Enthusiasm, Discipline, Confidence, Decisiveness, Self-reliance, Responsibility, Focus,
Ambition, and Optimism.

All of these are certainly traits of successful people, but which one is the overriding characteristic?
Which one is the main ingredient?

None of the above!

That’s right — none! Yes, they are all important, but there is one ingredient that makes the cake,
and that is simply your belief that you will succeed. It’s called Self-Efficacy. Your belief in your ability
to achieve what you seek is the biggest part of actually getting there. The best part is that self-efficacy isa !
trait that can be acquired at any age. i

We acquire a sense self-efficacy in four ways. The first way is cumulative. With each success we
achieve we add a new layer of confidence in ourselves. The second way is through observation. When we
see someone similar to ourselves succeed, we realize that we can too. The third way is controlled by our
attitude. A positive attitude enhances our belief in our abilities whereas a negative one destroys it. The
fourth way is from the encouragement of others who believe in our ability to succeed. This is where you
as an effective manager can help your people succeed. Tell them that you believe they can meet their
goals and you will help them believe it too.

Robert Evans Wilson, Jr. is a motivational speaker and humoridie works with companies that want to Ineore
competitive and with people who want to think like innovatofsor more information on Robert's programs please visit
www.jumpstartyourmeeting.com
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INSPECTION NIGHTMARES

Through the Vent

RECALL
NEWS from CPSC

U.S. Consumer Product Safety Commission
Office of Information and Public Affairs
Washington, DC 20207

FOR IMMEDIATE RELEASE

April 7, 2009
Release #09-185

Firm's Recall Hotline: (866) 215-1132
CPSC Recall Hotline: (800) 638-2772
CPSC Media Contact: (301) 504-7908

Stanley and Solarwide Industrial Recall Stud Sensors Due to Shock Hazard
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WASHINGTON, D.C. - The U.S. Consumer Product Safety Commission, in cooperation with the firm named below,

today announced a voluntary recall of the following consumer product. Consumers should stop using recalled

products immediately unless otherwise instructed.

Name of Product; Stanley(r) Stud Sensors 200 and Stanley(r) FatMax(r) Stud Sensors 400

Units: About 78,000

Manufacturer: Solarwide Industrial Ltd., of Hong Kong

Importer: The Stanley Works, of New Britain, Conn.

Hazard: The stud sensor can fail to calibrate properly and detect AC electrical

wires behind the wall, posing a shock hazard to the user.

Incidents/Injuries: None reported.

Description: The recalled stud sensor models include the Stanley(r) Stud Sensor 200 and Stanley(r) FatMax(r) Stud
Sensor 400 with model numbers 77-720 and 77-730. The model number is located in a slide-out reference guide
found in the base of the sensor's handle. The sensors are made of black plastic with a wide yellow stripe down the
center. "Stanley" or "FatMax" are printed on the front of the product. A date code is printed on the inside of the

battery cover. Affected sensors have date codes that do not begin with the letter "R."

Sold at: Home improvement and hardware stores nationwide from November 2007 through January 2009 for
between $20 and $30.

Manufactured in: Hong Kong

Remedy: Consumers should contact Stanley to determine if their stud sensor is included in the recall and to receive a

free replacement sensor.

Consumer Contact: For additional information, contact Stanley toll-free at (866) 215-1132 between from 8 a.m. and 5

p.m. ET Monday through Friday, visit the firm's Web site at www.stanleytools.com or e-mail Stanley at

stanleytools@stanleycustomercare.com
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TECH BIT

By Gregg Marshall

Eliminate Unnecessary StartUp Programs

You cleaned out the closet you call your hard drive, now it’s time to clean the Windows to speed up your
computer.

It seems that every program recently has decided it’s a good idea to install an automatic update program
that sits in memory all the time, running and checking for that update that comes out once every month or
two.

Most of those same programs also check for updates when you start the program, so why do you need that
update "right now?"

Or they think you need the convenience of being able to start them from the system tray (lower right
corner), the quick-start tray (lower left corner), the desktop and the start menu. Really, do you need that
program that much?

Cleaning your windows can be done via the MSCONFIG program (go to your Start menu, click on Run,
and type MSCONFIG). Go to the Startup tab and uncheck boxes of programs you don't really need (just
don't turn off your antivirus program). It's not permanent, so if you mess up, you can go back and re-check
that box.

Or you can use a commercial program like System Mechanic (http://www.iolo.com). It will guide you
through removing extra programs, files and other bloat that your system builds up over time.

Gregg Marshall, CPMR, CSP, is a speaker, author and consultant. He can be reached by e-mail at
gmarshall@repconnection.com, or visit his website at http://www.repconnection.com
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Spring Conference € April 18 & 19, 2009
A.LLL./NACREI Spring 2009 Conferenc e
Reno, Nevada .

\:. 1N }HARDLDC ——
‘w.,\?;:cwa .~

This year, we are partnering with NACREI, the Nevada Association of Certified Real Estate
Inspectors for our Spring Conference. There will be a one-day fee of $130 for those who wish to
attend for a single day of classes. Registration for the entire conference is only $250.00. Click
here http://www.inspection.org/Conferences/Conference-Spring.html for the Conference
Schedule and to download the Registration Form.
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