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Be Around Those Who Are Successful

As the Editor of Working RE Home Inspector, I’ve had the privilege of working with many of the leaders in 
our industry to bring home inspectors across the country the latest news, information and techniques they 
can use to stay up-to-date as inspectors and business owners. 

Earlier this year, I had the privilege of attending the 3 Days of Secrets Revealed event, put on by my friend 
Mike Crow and the Mastermind Inspector Community (MIC). At the event, I was struck by the way the 
inspection industry has grown and evolved over the last five to 10 years, but more importantly, I was inspired 
by the direction we are headed as an industry and the exciting growth opportunities for those home inspec-
tors who are committed to embracing change and developing as professional business owners. If you’ve never 
attended 3 Days of Secrets Revealed, I’d highly recommend it.

From the Editor

by Isaac Peck, Editor

Mike is fond of saying “Be successful…and be around those that 
are successful,” which is an adage that I think holds true for all of us. 
Getting to know Mike and other innovating leaders in the inspection 
space has not only taught me personally so much about marketing, 
business, and home inspection, but it’s also allowed me to share their 
expertise with our readers at Working RE Home Inspector. In fact, you 
won’t want to miss Mike’s latest article in this issue, Ask the Marketer: Dealing with "Low Price" Bottom Feeders, where 
he explains how to survive and thrive in the face of low priced competitors (pg. 12).  

 
To build on Mike’s words of wisdom, to be successful, we should be around those who are successful: my 

hope with Working RE Home Inspector is that it will help you and other inspectors to be successful businessmen 
and women in spirit and in word. You might not go to a conference every year but you can stay connected to 
successful, innovative inspectors through the pages of Working RE Home Inspector. In a world (and an industry!) 
where things change quickly, staying connected with others can help us learn new techniques, introduce new 
services, and think about problems differently—all things that can make the difference between success and 
failure. And you can give back too!  We are always looking for good stories on all things home inspection. Want 
to see your name in print in the most widely read publication in the industry? Send me a story at isaac@orep.org. 

 
In addition to publishing Working RE Home Inspector, I’m also the Vice President of Marketing and Operations 

at OREP, a leading provider of E&O and General Liability/Premises insurance for home inspectors for over 17 
years. If you need E&O Insurance or would like to find out how your policy stacks up, we have a program with 
broad coverage and very competitive rates (www.OREP.org). To your success! WRE

Mike Crow is fond of saying  
“Be successful…and be around 
those that are successful,” 
which is an adage that I think 
holds true for all of us.
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Produce more credible, higher quality reports that impress your clients and showcase your expertise with this 
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The Book of Phrases has over 6,000 phrases and comments compiled by seasoned home inspectors. Visit 
WorkingRE.com; search “Book of Phrases.” OREP insureds save $30 on the book.

“My inspection software was lacking many of the comments I needed for accurate report writing. 
                      This helped me tremendously to complete my library.”  -Home Inspector
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Readers Respond
Mold in Attics
I enjoyed the article. Thank you. Not having a license to diag-
nose mold officially, I usually chose my words carefully. I will 
say I observed "moisture spores." I then recommend a moisture 
specialist to evaluate & address. —Fran Leon

Clogged Drains: How to Avoid a Common Claim
A very informative article. I’ve been in the inspection business 
for only a year and have not tested the drain for over 10 minutes. 
The reason for the extra time makes great sense. —Jeff W. 
 

New Kids on the Block: How Millennials 
Sell Faster and Buy Smarter
A relevant article. I received my certification through I.D. Energy 
and was trained by the author, Brent Loya. Since that time, 
energy efficiency as the main topic of conversation has increased 
during my inspections. Contractors have asked for advice on 
how to improve efficiency without adding to the overall cost 
of building a new house. The topic is “top of the mind” and as 
inspectors, we can have an impact on how the future is built. 
While the number of Department of Energy Certified inspectors 

is growing, that Certification is not held by anyone else in my 
area, setting me up to be the “go to” person for answers. I 
would recommend getting the Certification and being a part of 
the cutting edge. Certification sets you apart. —Craig La Mere
 

Time to Update Your Business Toolkit
It’s really interesting that there are so many ways to update a 
home inspector’s business. I would have thought all you need is 
to be Certified. It makes me wonder if there is online training 
available for these different business strategies. —Sarah S. WRE

This Makes Business Sense! 
Avoid nuisance complaints, set your client's mind at ease, 
differentiate yourself, and grow your business when you 
offer your clients a 90 Day Warranty! It makes sense!  
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Like the many issues that came before it, testing for mold is 
becoming a routine part of a home inspection. And it’s not 
without precedent. 

If you go back to the 1970s and early 80s, termite inspections 
became an easy way to kill a real estate transaction, until 
the home services community produced solutions to termite 
infestations that were reasonable and accessible to buyers and 
sellers alike. Once a solution was provided, termite infesta-
tions stopped having such an extreme impact on real estate 
transactions. 

Twenty years later, radon gas became the new hot-button issue. 
Home inspections that tested for radon and found high levels 
could easily kill a pending real estate transaction. Agents and 
homeowners were cynical about radon to begin with, since it 
was not well known at the time and is not detectable to humans. 
Some agents refused to use home inspectors who recommend-
ed radon testing to their clients for fear of losing the deal. 

Much like the termite issue, the home services community 
started developing cost-effective and efficient solutions to high 
radon gas levels. In addition to the increase in accessibility 
of viable options for mitigation, education of the real estate 
community and the general public increased the awareness of 
radon gas, the impact it can have on health, and the solutions 
that exist to deal with it. After a time, radon stopped being a 
deal killer and is now a fairly common test offered by home 
inspection companies around the country and other parts of the 
world. Next up is mold. 

Mold Testing
Nowadays, recommending a termite inspection or radon test 
in conjunction with a home inspection is fairly status quo and 
unlikely to cause ill will from real estate agents. There is, how-
ever, a remaining point of contention between inspectors and 
agents in the world of environmental testing recommendations. 

“Mold” is the new four-letter word that can cause potential 
homebuyers panic and their agents frustration (to put it nicely). 
This often scares off many inspectors from offering it as a ser-
vice. Mold is the new deal killer. 

When I started performing inspections back in 1982, many 
people questioned my decision to go into the business. People 
told me that the liability associated with performing home 
inspections was too high, and the reward too low.  At that time, 
only about 20 percent of real estate transactions involved a 
home inspection. Based on that information, and the potential 
risk in an industry where one big mistake could sink a small 
business, the odds of creating a successful and profitable com-
pany in the home inspection industry were low. 

Of course, those naysayers were mistaken. Over 90 percent of 
today’s real estate transactions involve a home inspection. The 
industry has shifted and we are slowly becoming more com-
fortable with change as an industry. Sometimes the change is 
slow, but it happens. What’s more, the increase in information 
accessible to the general public through the internet has forced 
many real estate agents to get on board with environmental 
testing because their clients are more knowledgeable and are 
demanding such testing be performed. 

The question, then, is not whether mold testing will become 
an accepted part of the home inspection industry—it already 
has. The question is how inspectors can handle mold testing 
and remediation recommendations to best serve their business,
their clients and real estate agents. This, of course, generates

Mold: The New  
Inspection Frontier
by David & Jenn Sherwood

David and Jennifer Sherwood are a father and daughter team teach-
ing mold classes. David has been a home inspector since 1982 and 
has a very successful home inspection company in New England. 
David also teaches for the EPA. His daughter Jenn runs a successful 
mold remediation company in Maryland in her own right. Both have 
a wealth of knowledge in the mold arena.
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additional questions for inspectors as they consider whether to 
add mold testing as a service, or if they already offer it, how 
best to operate the mold testing side of their business in order 
to produce the best possible outcome for all parties involved. 
What are those questions? Let’s look at a few. 

I do not currently test for mold. Should I add mold 
testing to my business? 
For home inspectors who are not testing, this is not so much 
a question as it is the question. Some inspectors have already 
decided that the answer for them is “no,” and that is unlikely to 
change. These inspectors do not want to test for mold and will 
not consider it as an option. Why? Some cite the possible liabil-
ity associated with it, while others are not convinced that mold 
is an issue worth addressing—the data that exists on mold’s 
impact on health and homes has not convinced this group that 
mold is truly an issue. Other inspectors refuse to consider mold 
testing simply because they fear that even mentioning mold 
testing as an option will anger their agent base and ultimately 
cost them business if those agents stop using them. There also 
are inspection companies that offer mold testing but are frus-
trated by roadblocks or issues they encounter with sampling or 
the follow up required after testing is completed.

Ultimately, it is impossible for me to say whether mold testing 
is right for you and your company; only you can make that deci-
sion. My hope is that the information provided in this article,  
including the questions and answers below, will be helpful to 
you as you make that decision.

Can I truly help my clients by offering to perform a 
mold test in conjunction with a home inspection? 
The short answer is: YES! Absolutely. The slightly longer 
answer is yes; however, the help you provide is determined by 
the scope of the work.  We believe that testing should be done 
only when there is some indication that mold might be pres-
ent. The testing then provides information that will support or 
refute the visual red flag.

Fixing the Problem
Determining the scope of a mold issue is perhaps the single 
most impactful way you can help your clients. Determining 
the scope of the issue is more than identifying whether mold 
is present; it includes identifying possible sources of moisture. 
All too often a client is told that a mold problem exists. They 
spend a large sum to have the mold removed, and they never 
address the underlying water issue. If the moisture intrusion is 
not fixed, the mold issue will come back. Pointing out moisture 
intrusion issues for your clients provides them with a helpful 
resource to ensure that they are tackling the entirety of the 
issue, not just fixing a symptom (mold) and ignoring the cause. 

Proper Protocol 
To best serve your clients, it is imperative that you follow 
industry standards and best practices for sampling. To accom-
plish this, follow the IESO (Indoor Environmental Standards 
Organization) Volume I Mold sampling standards. For more 
information, Google IESO or ACAC.
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Does testing for mold increase my liability?
Limiting your liability is a matter of ensuring that you have a 
clear and comprehensive contract that clearly identifies your 
limitations as an inspector, as well as what you are and are not 
doing, evaluating and reporting on in a home. In addition to a 
strong contract, ensuring that you have the proper training, have 
obtained and maintain any license(s) that might be required in 
your state, and that you provide a clear report to the client that 
reiterates its limitations, are all ways in which you can limit 
your liability as a home inspector. Adding mold evaluation and/
or testing as a service, provided those other items are in place, 
should not impact the level of your liability. To say that you don’t 
want to do mold testing because of an increase in liability is like 
saying you don’t want to inspect the roof of a home because 
you are concerned with liability. Sounds silly, doesn’t it?  

More than 80 percent of mold-related lawsuits occur as a direct 
result of the inspector not offering mold testing to their client, 
and failing to mention red flags for mold that were apparent 
during the inspection. 

Why should you consider adding this service?  Over 90 percent 
of the Realtors® polled in a recent survey said that they did 
believe that home inspectors should inspect for mold as part of 
a home inspection. In addition, 90 percent of homebuyers, when 
polled, stated that they thought that a standard home inspec-
tion should include identification of possible mold growth even 
if it is excluded in the home inspection. (For details on these 
surveys, go to http://nathan.tv/HomeInspectionSurvey.) 

Should inspectors be on the lookout for mold or 
issues that might lead to mold in every inspection, 
even if their contract specifically excludes it? 
Yes! Visible signs of possible mold growth are a red flag for the 
presence of a past or current water intrusion issue somewhere in 
the home. Most sources of water intrusion are a result of failures 
in one or more of the systems that an inspector should evaluate 
during a home inspection, which means that inspectors should 
be identifying those issues wherever possible. One way to write 
your contract would be to say “although the inspector will look 

for warning signs indicating the presence of things like mold, 
we cannot see behind surfaces, stored items, or other items 
blocking access to any area of the home. During our inspection, 
we are looking for visible signs of…” and go from there. 

On an inspection, when you point out that there is a “mold-like 
growth” or “microbial-type growth,” or whatever language you 
choose to use in your report, you’re leaving a time bomb of 
sorts in the hands of both your client and their agent. The only 
way to determine with certainty whether a “red flag” area is 
in fact mold, is to take a sample (or multiple) and have those 
samples analyzed by a third-party lab or to suggest the client 
hire a third party to do so. 

Let’s say that you or another professional provide mold test-
ing. You take samples, send them to a lab for analysis, and the 
lab sends you a report. Now what? One of the problems you 
may run into is that many lab reports are not designed to be 
end-user friendly. In other words, your typical client or Realtor® 
is not going to have the background knowledge and general 
information base to interpret those results and make informed 
decisions on the property based on those results. 

Oftentimes, all a lab report indicates is where the samples were 
taken and what the results of those samples are, be it an air 
sample or positive/negative for mold presence on a surface 
(note: not all labs will use the same terminology). If the lab 
report includes only basic information and does not include any 
analysis, your client and the agent may not be any better off 
than they were before samples were taken.  Many inspectors 
stop here and recommend the services of an expert. 

However, there are companies that have the expertise and pro-
vide analysis on what sample results mean, as well as recom-
mended next steps.  If the report you provide to the agent and 
homeowner contains that information, it is yet another way to 
stand out among your competition and truly serve the needs of 
your clients.

Providing the information they need oftentimes helps save the 
deal because the client sees the next steps and can anticipate 
the cost and time involved in dealing with the problem, instead 
of panicking. 

Whatever mold testing you offer as part of a home inspection, 
it is imperative that you inform the client clearly about what the 
testing is and is not going to accomplish. Mold testing, even in 
conjunction with a home inspection, may not answer all of the 
questions that are present. In the majority of cases you will be 
performing what is called “limited mold testing,” meaning that 
you are only investigating and sampling in one or maybe a few 
small areas of the home that have red flags present. 

In some cases, this testing will not be sufficient to determine 
the source or scope of a mold issue and more investigation will 
be necessary. In other cases, limited mold testing will be suf-
ficient, especially in conjunction with the findings of the home

page 10 8

7page 77page 7

Knowledge is Power...

 

 
 
 

Home Inspector 
Working RE

www.workingre.com

20,000+ Home Inspectors Nationwide  
Read It!

Get the latest home inspection
news and information

ONLINE

Opt In FREE Online At



https://www.homeinspectorpro.com/


Working RE Inspector Summer 2019101010101010101010101010101010101010101010101010101010101010101010

inspection, to provide the information needed by the agent, 
client, and other parties involved in the transaction to ensure 
that they know what next steps need to be taken. 
 
The best way to ensure that the highest possibility of resolution 
is achieved is to adhere to the following four steps:
 
1. If you find mold growth, identify any water issues that may 
have caused it, whenever possible. Like any aspect of your 
inspection there will be limitations to your ability to see all pos-
sible sources; however, with thorough investigation you can, at 
the very least, rule out a number of items and point your client 
in the right direction for next steps (i.e. consult a plumber).

2. Sample for mold following industry best practices so that the 
client and other parties involved are clear whether red flags that 
were visible during the inspection are, or are not, mold.

3. Provide information regarding methods of remediation, what 
protocols should be followed, or what best practice would be 
ideal for this situation. If at all possible, have a professional 
remediation company ready to refer.

4. Recommend to the client that follow-up testing, often known 
as “post-testing,” be performed to ensure that no further pres-
ence of elevated mold is found.

Post Testing
Many inspectors, even those who provide mold testing, are not 
familiar with testing as clearance for remediation and tend to 
shy away from it because it requires specific training and can 
result in increased liability. The solution for home inspectors 
who want to provide mold testing, and do so in a way that their 
clients and agents can get the most meaningful answers from 

it, is to work with a lab that provides analysis and recommen-
dations within the reports that are prepared for the client. This 
takes a burden off the home inspector who might be asked to 
interpret the report himself, while providing useful and action-
able information to the inspectors’ clients. 

If you want to increase the value you offer as a home inspector, 
while also increasing your revenue, then mold testing might be 
for you. Home inspectors who are interested in mold testing 
need to seek out quality education where they can learn about 
the characteristics of mold, the ways in which mold can nega-
tively impact an individual’s health, how to perform testing and 
what the sampling protocols are, and what equipment is needed 
to perform quality mold testing. 

When researching industry resources, look for one that will not 
only help train you but can provide you support when you have 
questions. Any inspector knows that one of the most time-con-
suming parts of a home inspection comes after the report is 
delivered, when the client and/or agent calls with questions. 
Adding mold testing will increase the number of those ques-
tions but they can be handled by an intermediate company that 
acts as the liaison between you and the client or agent.

The question we started with at the beginning of this article is 
whether or not you should do mold testing with your inspec-
tion services if you don’t already. Now we can see that the real 
question is how to add/perform mold testing to increase profit-
ability, reduce liability and provide the highest quality and most 
helpful information to your clients and agents to assist them 
in the home buying/selling process and ensure that the deal 
goes to closing. The answer is to provide a full service product 
including testing analysis, high grade reporting and walking 
through the recommendations.  WRE

We Know Home Inspector Insurance
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Ask the Marketer: 
Dealing with "Low 
Price" Bottom Feeders
by Mike Crow, Mastermind Inspector Community

One of most frequent questions I get is how to deal with 
low-priced inspectors—in fact, I get this question so often I 
want to answer it sooner rather than later! Do you know the 
answer?  Even if you think you do, this story will help keep you 
from having to compete on price and losing business to those  
who do.  

The marketplace always seems to have new inspectors, or 
worse, desperate inspectors who at some point decide the only 
way to compete is on price. Let’s see if we can show you a 
better way, because there is one.  

I remember sitting in a meeting with a group of inspectors 
when all were asked to name a company that they thought 
would be a good model to follow.  I was shocked when I heard 
companies like Southwest and Walmart. Don’t get me wrong, 
these are great companies and I use both of them from time 
to time.  I simply don’t want to build my business on the same 
model they built theirs on. Why? Because both are what you 
would call low-price leaders. Now this can be an effective 
strategy if you want to use it—but be careful because there is 
always someone who thinks they can do it cheaper. If you stop 
and think about it, both Southwest and Walmart replaced a 
competitor that thought they could compete on price. I suspect 
at some point if they don’t adjust they will likely be replaced as 
well. Amazon is taking a shot at Walmart even as you read this.

One of the many companies that I model my business after is 
Disney. If you know me, this probably doesn’t surprise you. 
Companies like Disney continue to bring new ideas to the 
market and price is rarely the focus. In fact, most of the time 
when you hear an advertisement for DisneyWorld they talk 

about the attractions, the dreams, the celebrations, and the 
memories. You need to do the same thing with your business 
and you need to make sure the marketplace knows about it.

The main way to do this is to make sure that you and the bottom 
feeders don’t look the same, or worse, that they look better 
than you.  How do you do this?  You pay attention to what I 
call USPs (Unique Selling Positions). The problem is that most 
inspectors, if they advertise at all, advertise that they offer a 
good quality inspection, they really care, they take really good 
care of the buyer, they work for the buyer and not the seller, 
and so on and so forth.

Here is the test. Line 100 inspectors up and play “Who Gets 
the Business?” If you ask every inspector who delivers a good 
inspection to step forward then, unless you have a poor inad-
equate soul, they are all going to step forward. The same hap-
pens when you ask "If you have the buyer’s interest at heart, 
please step forward." You see, without realizing it, every one 
of these inspectors has positioned themselves as a commodity. 

Commodities Are Sold on Price: 
Don’t Be a Commodity
When a buyer can’t see any difference between you and your 
competitors they start asking the price question, and of course, 
someone who is willing to lowball is more than happy to fill 
that position. Why? It is either because they don’t know any 
better, or they are desperate, or like some of my friends at 
the meeting, they are modeling their business after Walmart 
because they believe this is the best way to run a business. 
They are hoping that when 100 inspectors are competing, the 
buyer will ask that the cheapest one please step forward and 
it will be them. It hurts me to even contemplate that someone 
would operate this way.  

Mike Crow works with hundreds of inspectors across 
North America helping them to market their busi-
ness and put systems in place to help move their 
business forward. You can receive a free CD with 
more secrets and get more marketing information at  
www.richhomeinspector.com – tell Mike you saw 
him in Working RE magazine. To have your questions 
answered about marketing your inspection service, 
email DreamTeam@MikeCrow.com
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Because buyers don’t know any differently, it is up to us to help 
them see the difference. We need to show them that there is a 
difference. So, let’s play the “Who Gets the Business?” game 
with a new set of questions.
• Do you deliver the report at the time of the inspection? Now 
only 75 out of the 100 inspectors will step forward.
• Do you deliver a computerized report, with a summary page?  
Now we are down to 50.
• Do you offer color digital photos with your report? Now we 
are down to 45—maybe no difference because today everyone 
offers photos.
• Do you offer a guarantee on your findings? Now we are down 
to 20 inspection companies.
• What question or series of questions would you have them 
ask from here that leads them to just you? I can help you with 
that…

I think you get the idea. You need to direct the buyer to points 
of interest that are important to them and that differentiate you 
from your competition. The more these points are of interest to 
buyers, the more you can charge.  

Now be careful with this because unless you plan on staying 
a one-man operation you need to make sure you do not focus 
the questions on what you bring to the table. I see inspectors 
make this mistake all the time. They say things like: “I am Code 
Certified; I have 20 years' experience; I am a master plumber; I 
am a past home builder.” All of these can be useful at first but 
when you try to bring on a second inspector you have just cre-
ated a problem. Will your second inspector be Code Certified, 
have 20 years' experience, be a master plumber, and/or a past 
home builder? Not likely.

As you create your company’s Unique Selling Positions—make 
sure they are based on what you bring to the table as a compa-
ny—something that everyone you hire can bring to the table as 
easily as you or the third inspector.  If you read the questions 
that I posed above, you will realize that every inspector that I 
hire can offer these services.

So, when a potential homebuyer calls and asks about your 
price—you might want to say “That is a great question—may I 
ask you a couple of questions to calculate that for you?” In the 
process of asking the questions you will make sure that they 
know what makes you different from everyone else who they 
are considering—help them understand that price should be 
one of their least concerns. 

Ask questions like: How soon do you want the report? Would 
you like to have color digital photos with the report? Would it 
help you to know that we absolutely guarantee your satisfaction?  

One of the things that I teach our coaching members is that 
when talking to a client on the phone, they should make sure 
the homebuyer knows what makes them different. We try to 
help make sure they have at least four things that make them 
different from most of their competition, and one thing that 
completely separates them from the competition. When you 

can do this, you work in a competition-free zone, which allows 
you to charge a lot more than so-called bottom feeders.

One trick I used when the low-priced inspectors came knock-
ing at my door—or at my prospect’s door—is to beat them at 
their own game. I started giving inspections away for free!  It 
is hard to get any lower priced than that. We answered the 
phone when folks called with “Thanks for calling Affordable 
Inspections, have you heard about our Free Home Inspection?”  
At the end of the day “Free” beats every other price. Just to 
give you a feel for this—and keeping in mind that we did 400 
to 500 inspections a month, we would have a drawing once a 
month and give away an inspection up to a certain price point.  
Let’s see the cheap guys beat Free!  

I hope this helps—don’t let price be what makes you different 
and don’t let your competitors set your prices. Give your clients 
something no one else does and charge what you want. WRE 

“When a buyer can’t see any difference 
between you and your competitors 
they start asking the price question, 
and of course, someone who is willing 
to lowball is more than happy to fill 
that position.”

https://www.orepinspectors.com/welcome17531178
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Bruce Snead has been a state extension specialist in 
residential energy, radon and indoor air quality at 
Kansas State University since 1982. He has conduct-
ed radon industry training since 1989, and directs 
the Midwest Universities Radon Consortium at KSU, 
with the potential to serve 33 states. Bruce has also 
led K-State’s role in the Kansas Radon Program for 
twenty-eight years, and has led the National Radon 
Program Services effort for EPA since 2009.

Addressing the Radon 
Challenges in Home 
Inspection
by Bruce Snead, Kansas State University

The challenge of addressing radon in home inspection will con-
tinue to grow as states pass radon specific disclosure laws and 
may expand dramatically and quickly if federal housing finance 
entities adopt radon testing and mitigation requirements. The 
Engineering Extension at Kansas State University, as a provider of 
national public radon technical assistance for the U.S. EPA since 
2009, has processed more than 100,000 inquiries about radon. 
The range of questions and queries has been interesting, to say 
the least, and has led us to designing our website: sosradon.org 
—to address the most frequent questions. 

We often find ourselves in a conversation among citizens, buyers 
and sellers, home inspectors, mitigators and real estate agents. 
Our goal is to provide an unbiased and practical source of 
information for everyone on all sides of the conversation, shar-
ing EPA and state guidance, access to certified measurement 
and mitigation professionals, and assisting callers in under-
standing and reducing their risk of radon exposure. As one of 
the original 1980s EPA regional radon training centers, we have 
trained thousands of inspectors and mitigators. These folks are 
achieving real radon risk reduction and saving lives by testing, 
fixing, and building radon-resistant structures. Helping radon 
professionals with real world testing and mitigation quandaries 
is also a frequent task of our radon technical assistance, and 
we share and receive lessons learned from these interactions 
with both the professional community and the public. 

While some real estate agents and inspectors think that radon 
testing is required (which is not a bad thing), it really is only 
required in Montgomery County, Maryland, in rental housing 
in Maine, and in some HUD financed multi-family projects. In 
many locations, especially those states and areas with higher 
radon potential, radon testing is standard procedure, even 
though it is not required by law. Unfortunately, in many other 
locations, agents may say, “radon is not a problem in our area,” 

which, of course, is not true and leads to a lack of testing and 
recognition of the risk posed by long-term exposure to elevat-
ed radon levels. 

Regardless of the views of the participants in real estate trans-
actions, it is critical that home inspectors conduct appropriate 
and accurate radon measurements so that clients have a sound 
basis for the mitigation decision negotiation. That means fol-
lowing quality assurance steps and conducting quality control 
measurements to assure all clients that results are valid and 
representative of the potential for elevated radon in the home 
tested. It would be wonderful if protocols and standards pro-
vided answers to all the test placement challenges encountered 
in the field, but that is not the purpose of those standards. 
Professional judgement will always be at play; documentation 
of placement decisions and interpretation of results are part 
and parcel of every measurement. 

Radon test results (especially when 4.0 or more) are often 
challenged as non-representative for any number of reasons. 
It is crucial that the testing professional evaluate the results, 
and if determined to be valid and substantiated, stand behind 
the results without casting doubt on the measurement. Annual 
calibrations, duplicates and cross checks are fundamental to 
assuring quality measurements. Conducting a second mea-
surement should be avoided as much as possible; there should 
be no reason to doubt the first. There is uncertainty in every 
measurement. The proper protocols outline what we can do 
to minimize that: maintaining closed house conditions in our 
short-term measurements, among them, and following device 
operation and placement instructions. What happens to the 
house during the test has far more influence on the results 
than the specific device used to conduct the test. This is why 
tests must be a minimum of 48 hours with closed house 

page 16 8
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conditions 12 hours prior to test start, or tests must run four 
days or more after closed house conditions are in place. We 
do all we can to provide reliable results but we know that the 
natural variability of radon may lead to a result of 3.9 for this 
sale, and a result of 4.1 when the house sells a year later.

State and industry members working together for increased 
radon awareness led to the passage of specific radon disclo-
sure requirements in Illinois and Minnesota. This has resulted 
in dramatic increases in testing and mitigation activity. While 
the holy grail of radon legislation would be required testing in 
every home sale, it is not likely to be achieved anywhere soon. 
State radon programs and the EPA appropriately seek increased 
radon awareness, and Congress has provided guidance with an 
emphasis on outreach to physicians and schools. But efforts 
to influence HUD and federal housing radon policy may pres-
ent the greatest opportunity for home inspectors. Were those 
agencies to require radon tests in all their associated housing 
transactions, the demand for testing and mitigation services 
could outstrip industry capacity. Areas of the country where 
radon potential is low but frequency of real estate transactions 
are high would experience the most significant change in radon 
testing and need for testing and mitigation services. 

While there is no “safe” level of radon, the goal is radon levels 
as low as reasonably achievable. When testing results lead to 
mitigation, properly installed systems have proven capable of 
reducing any level of radon to below 4 and in most cases below 2.  

The key word is "properly installed," which means according to 
the mitigation standard adopted in a certifying state where the 
house is located, or the standard the National Radon Proficiency 
Program or National Radon Safety Board certified mitigator has 
agreed to follow. In regulated and non-regulated states alike, 
systems may be installed by those who are untrained, ignorant, 
or willing to do a “least cost” system that may have negative 
effects on  radon levels, air quality, and energy use. 

A review of regulating states will reveal numerous mitigation 
checklists, and it is important to access the state checklist as 
a reference when working in that jurisdiction. The American 
Society of Home Inspectors has also just completed its own 
comprehensive mitigation system inspection checklist with 69 
items. If your state does not offer its own checklist, it is an 
excellent resource for safety and compliance, with the minimum 
national standards. Our continuing education mitigation system 
inspection courses use this and several other checklists to 
review case studies and in field systems, as well as hall of fame 
and hall of shame examples from across the country. 

As inspectors encounter field testing and mitigation challenges, 
National Radon Program Services at Kansas State University 
is available to respond to you and to help resolve situations 
based on practical knowledge and experience. Our website is  
sosradon.org and the national radon helpline number is (800) 
557-2366. We can also be reached at radon@ksu.edu for assis-
tance. Please don’t hesitate to call if we can be of service. WRE
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Residential hydronic boilers have been around for a long time. 
The first central heating systems in “modern” 1850s mansions 
were gravity hydronic or gravity warm air. Prior to that, homes 
were poorly heated with wood, coal or gas fireplaces, Franklin 
stoves and kitchen stoves/wood burners.

We often see components of those old hydronic systems during 
home inspections. And unless we specialize in old homes, we 
don’t understand those crazy leftover parts: hydronic heating 
pipes reduced from six inches to one inch diameter, multiple 
access doors and openings for large ducts installed through 
basement walls. Why would they do that?

Let’s Look at Old Gravity Hydronic Boiler Systems 
Although we call gravity hydronic heating systems “boilers,” 
they don’t boil water. Steam systems boiled water; they are 
another type of central heating which was popular in the old 
days. But for now, let’s focus on gravity hydronic systems in 
which water was heated until it rose through the piping to radi-
ators, and then cooler water dropped to the boiler.

To make sense of old components we see during inspections, 
we need to understand the old gravity hydronic heating system 
(See Figure 1: Gravity-Type Hydronic Boiler), with its large pipes, 
manual water make-up, radiators, multiple boiler access doors 
and an expansion tank in the attic.

Look at an actual system (See Figure 2: Old Gravity Hydronic 
Boiler). Note the oversized circulating pipes. They needed to be 
so big because the system had no pump. Water flowed naturally 
in this system: hot water rose, and cold water dropped. Note: We 
will ignore the asbestos pipe wrap in this instance. 

In later years, such systems began to incorporate Bell & Gossett 
brand pumps (See pg. 19, Figure 3: Hydronic Boiler Circulating 
Systems). The classic red B&G pumps had a mechanical coupler 
from the motor to the sealed impeller shaft. The couplers could 
get noisy, and the pump and bearings needed a few drops of 
oil twice per year. In general, the pumps lasted forever, but 
the seals could leak and overzealous oiling could damage the 
rubber mounting blocks.

Gravity moves water slowly, so large pipes were required.  When 
we add a pump to the system, the water and energy can move 
quickly through the system and the pipes can be quite small  
(See pg. 19, Figure 4: Hydronic Large to Small Piping). When 
gravity systems are converted to a newer boiler with a pump, 
the large pipes are connected to the new, smaller pipes.

Hydronic Boilers Through Time
by Tom Feiza, Mr. Fix-It, Inc., HowToOperateYourHome.com

The Science Behind Your Inspection

Figure 1: Gravity-Type Hydronic Boiler

Figure 2: Old Gravity Hydronic Boiler

https://htoyh.com/
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Compare the photo of the old gravity hydronic boiler with 
another system (Figure 1), which has very large pipes and no 
pump. This old boiler has multiple access doors that allow the 
operator to fire the boiler with coal and remove the clinkers. 
This boiler could have been fired with coal, oil or gas. It has 
been converted to a gas burner.

How Was Indoor Temperature Controlled?
A duct damper was often used on the air supply and/or flue pipe 
to the coal combustion in an old gravity boiler (See Figure 5: 
Air Supply Duct Damper). The combustion air supply duct was 
routed outside the building though the basement wall with a 12 
to 14 inch vent connector. We now see these vent connectors 
closed and covered (See Figure 6: Duct Basement Wall). People 
often guess that this is a remnant of a coal chute, but more likely 
it was the combustion air supply to a coal burner.

Interior temperature was controlled by a mechanical thermostat 
(See Figure 7: Gravity Heat Control). Well, OK, it’s not really a 
thermostat, because it didn’t sense interior temperature. It was a 
small dial, generally on the interior wall baseboard. Thin chains 
connected the dial to the duct damper(s) in the basement (See 
Figure 8: Air Supply, Cole Draft Governor). Note that the duct 
damper is a Cole brand. Thin chains hang from the control. The 
duct damper controlled the amount of combustion air reaching 
the coal fire, thereby controlling the rate of fire.

Turning this “thermostat” open supplied more air to the fire, 
increasing the heat supplied to the boiler water. Hotter water 
naturally circulated upward through the system, and the tem-
perature rose inside the home. When the “thermostat” was 
turned down, less air was supplied to the fire, resulting in 
lower temperature. 

Later, damper controls were automated with a tempera-
ture-sensing element. We set the thermostat to a given tem-
perature. A temperature change from the set point would acti-
vate a small motor to open or close the air supply damper(s).
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Figure 3: Hydronic Boiler Circulating Systems

Figure 4: Hydronic Large to Small Piping

Figure 5: Air Supply Duct Damper Figure 6: Duct in Basement Wall

Figure 7: Gravity Heat Control

Figure 8: Air Supply, Cole Draft Governor
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How Boiler Expansion Tanks Evolved 
With the pre-1930 gravity systems, it was essential to keep the 
system full of water. An expansion tank was located in the attic 
(See Figure 9: Expansion Tank in Attic). The tank was open to 
the air with a drain line down to the basement drain or to a 
visible location outside (See pg 23, Figure 10: Hydronic Boiler 
Expansion Tanks). If the system overflowed, the homeowner 
would notice the water. Alternatively, if there wasn’t enough 
water in the system, upper parts of the home turned cold.

Pre-1980 furnaces incorporated a galvanized steel tank in the 
floor joists above the boiler. Then came the modern systems 
(1960–present), which use a much smaller expansion tank 
placed next to the boiler. The tank incorporates a diaphragm 
or rubber bladder that separates the water from the air. Keeping 
them separate prevents water from depleting the air cushion. 
Modern systems also have an air eliminator to remove air from 
the system when necessary. 

The old gravity systems were monitored as they were filled 
manually. Modern closed systems are also manually filled, but 
from then on they are automatically maintained with water 
supplied from a pressure-reducing valve. A backflow preventer 
separates the boiler water from the potable water system.

Delivering Balanced Heat 
In the old gravity systems, piping size and layout were criti-
cal to delivering the right amount of heated water to radiators 

in each room. Imagine the steamfitter installing a system. It 
had to be a perfect layout, and the large iron pipes had to be 
threaded and screwed together. Today we use multiple pumps, 
zone control valves, and separate thermostats to ensure bal-
anced heat delivery.

The old radiators were manufactured in different sizes. Adding 
or removing sections from the radiator controlled heat deliv-
ery—a wider, taller radiator delivered more heat. These “radia-
tors” actually heated the room through conduction, convection 
and radiation. Warm water transferred heat to the metal radiator 
through conduction. The warm cast iron radiated heat to cooler 
surrounding surfaces, such as our skin. The air around the
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Tom Feiza has been a professional home inspector since 1992 and has 
a degree in engineering. He has inspected over 9,000 homes.Copy-
right © 2019 by Mr. Fix-It, Inc. V is i t  HowToOperateYourHome.
com (or htoyh.com) for more information about building science, 
books, articles, marketing, and illustrations for inspectors. Tom helps 
professional inspectors help their customers and boost their business. 
E-mail Tom (Tom@misterfix-it.com) or call  262-303-4884. Tom also 
provides educational presentations for home inspector events.

radiator was heated through convection—warmed air flowed 
across the cast iron and drew cold air off the floor to the base 
of the radiator. The rising warm air circulated over the cold 
windows and around the room.

What We See Today
Most of the gravity boiler systems are gone. Coal delivery is 
being phased out all over the country. These gravity systems

were inefficient, and modifying them is difficult and expensive. 
Modern homeowners also demand better temperature control 
than these systems could deliver. 

Despite those changes, you might still see remnants of the old 
systems and now you can identify them for your customers. I 
often find the old chain-linked “thermostats” and abandoned 
attic expansion tanks. Vent connectors installed through base-
ment walls are often visible but blocked off.

The best clues to an old gravity hydronic system are the old cast 
iron radiators and large piping. When you see a more modern 
boiler with a circulating pump, look at the pipe sizing. You will 
find a one-inch pipe at the pump and boiler, as well as fittings 
to the old four to six-inch pipe.

A final tip: the old radiators are not compatible with modern 
Fin Tube heating or in-floor heating. These systems operate at 
much different temperatures. If you see a boiler connected to a 
mixture of hydronic heating devices, there should be controls 
and heat exchangers to modify the water temperature. WREFigure 10: Hydronic Boiler Expansion Tanks

https://monroeinfrared.com/
mailto: tom@misterfix-it.com
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Most successful home inspection companies rely on a steady 
stream of referrals from real estate agents to build and grow 
their businesses. Developing good relationships with local 
agencies can be the key to the long-term success of a home 
inspection company.

If your goal is to attract more agents to your company, the first 
thing you need to do is figure out how to position yourself in 
front of more agents on a regular basis. The problem is that you 
are not alone in your desire to attract more agents to your busi-
ness. Real estate agencies are bombarded daily with calls and 
visits from home inspectors, mortgage brokers, title compa-
nies, home stagers, home warranty companies and many other 
professionals who want to do business with them.

There are a wide range of marketing and sales strategies that 
many of these companies use to get attention. They include 
regular office visits to deliver marketing materials, drop off and 
refill candy bowls, or scheduled presentations. While some 
companies have achieved success with these strategies, they 
have become less effective over time as a result of everyone 
copying them. When you approach agencies with these types 
of gimmicks, you are often viewed as just another salesperson. 
Your marketing materials will typically go unnoticed or end up 
in a big pile with the others on the way to the trash bin. 

One way to stand out in your market is to do the opposite of 
what everyone else is doing. Change the conversation that you 
are having with local agencies by focusing more on what you 
can do for them instead of what they can do for you. 

Teaching Creates Value
Instead of spending your time talking to agents about who you 
are and what your company does, offer to teach them some-
thing valuable that will help them in their business. Remember, 
you are the expert on home inspection, and you have a wealth 

of useful, relevant information that can assist them in helping 
their clients. The more an agent knows about home inspections, 
the more value he or she can bring to clients. Agents who are 
knowledgeable about home inspection issues can better assist 
their clients in dealing with potential problems that can occur 
during a real estate transaction. 

When it comes time for an agent to make a referral to a home 
inspection company, who are they more likely to send their 
client to: a stranger who shows up in the lobby with a brochure 
and a business card or someone who just spent an hour or more 
providing valuable information that has helped them become a 
better agent?

Earn the Trust & Loyalty of Agents
Earning the trust and loyalty of agents takes time. It is not 
something that happens overnight. In order to earn trust, you 
need to consistently demonstrate that you are not only knowl-
edgeable, but you are the type of person that an agent can feel 
comfortable sending their clients to.

Education can be used to buy the time you need to earn that 
trust. You need to spend some time interacting with agents to 
build a deeper connection. Each time you get in front of a room 
full of agents and teach them something, you earn a little more 
trust. With that hard-won trust, some day—when they need to 
recommend a home inspector—they will think of you first.

Overcome Your Fears of Public Speaking
Teaching is not something that most people feel comfortable 
with initially. It takes some practice and a little time to get over 
any fears that you may have of public speaking.

Getting up in front of a room full of strangers can be intimi-
dating. The most important thing to remember is that you are 
the expert and there is a good chance that you will know more
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Want to Attract More 
Agents? Teach, Don't Sell
by Jamison Krugger, Preferred Systems

Jamison L. Krugger is the Director of Education Sys-
tems for Preferred Systems, Inc. and co-founder of 
InspectionMarketer.com. The Inspection Market-
er Program is a turnkey service that enables home 
inspectors to establish a continuing education pro-
gram. Preferred Systems handles all paperwork 
and administrative tasks including instructor filings, 
course filings, course offering notifications, credit fil-
ings for agents and ongoing customer support.  Pre-
ferredEducation.com or (814) 434-9080. 

https://www.preferrededucation.com/
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about home inspections than anyone else in the room. If you 
need help overcoming your fears and you want to learn more 
about how to become an effective speaker, there are many 
courses available online. A quick Google search for “public 
speaking courses” can get you started.

Once you are comfortable speaking in front of a room full of 
people, you will possess a skill that can separate you from your 
competition.

Getting Started with Teaching
The next thing you will need to start teaching is a topic and 
presentation. There are a wide range of important home 
inspection topics that agents should be familiar with.

A few examples include: the basics of a home inspection, 
common home defects, lead safety, mold, radon, heating sys-
tems, home energy options, greener homes, septic systems, 
structural issues, home safety, home appliances, newer homes, 
and key areas to observe.

It is also possible to teach on other topics outside of home 
inspection. If you are knowledgeable on other topic areas that 
you feel could help agents either in business or in their personal 
lives, you can certainly offer courses on those topics as well.
The more presentations that you have available the better. Each 
presentation represents another opportunity to go back and 
connect with more agents.

You have several options for creating a presentation. With your 
existing knowledge and all the information available to you 
online, you can build a custom presentation on any topic you 
feel passionate about. This will take a considerable amount of 
time, but it will be well worth it in the end. It is also possible 
to find an existing course and modify it to suit your needs as 
well as your presentation style. Regardless of which option you 
choose, don’t forget to add some humor and a few personal 
stories to lighten things up and keep your audience engaged. 

Continuing Education Credits: Your Secret Weapon
If you are going to invest your valuable time educating agents 
about home inspection, the most important thing you can do is 
get certified by your state to teach continuing education cours-
es. Every real estate agent requires a specified number of con-
tinuing education credits to maintain his or her state license. 
Agents meet these credit obligations by completing continuing 
education courses.

If you can get approved as a certified continuing education 
instructor in your state, you can bring great value to local real 
estate agencies. By offering to give presentations that include 
continuing education credits, you will instantly separate your-
self from your competitors who are merely attempting to sell 
their services.

Education is a powerful tool that can help you establish great 
relationships with real estate agents and elevate your busi-
ness to the next level and beyond. You can do the legwork 
to get qualified yourself or get some help. Preferred Systems, 
Inc. offers a turnkey program called InspectionMarketer that 
will provide you with everything you need to start teaching 
continuing education courses. Preferred Systems will get you 
approved as an instructor in your state, provide you with 
pre-approved courses, and give you access to a cloud-based 
administrative portal for managing every aspect of the pro-
gram.  OREP insureds/members enjoy a discount. WRE
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Coverages: E&O, GL, radon, pool/spa,  

infrared, commercial, mold & more!

Comprehensive Coverage,
Competitive Rates

Need Quality E&O Insurance?

Visit OREP.org today!  

OREP–Organization of Real Estate  Professionals, LLC. - Calif. Lic. #0K99465

https://orep.org/
https://tjernlund.com//


Preferred Systems Can Help You Get
Approved as a Certified Real Estate

 Contining Education Instructor
In Your State

www.InspectionMarketer.com

Our clients have experienced great success
in contacting local real estate agencies by 

offering to teach continuing education courses 
on important home inspection topics.

To learn more about how our program works, 
visit our website and register for an 

upcoming webinar.

ATTRACT MORE REAL ESTATE
AGENTS TO YOUR HOME
INSPECTION COMPANY 

https://www.inspectionmarketer.com/
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As an inspector, you have an important job. Not only do you 
help people decide on a huge investment but you also help to 
ensure their comfort and safety. Knowing the ins and outs of a 
home’s systems is the most important part of the job, but you 
must also know how to run a business in a professional manner. 
Here are some ideas to help you freshen up your company’s 
professionalism.

Make a Great First Impression
The majority of your clientele are going to hire you before 
they meet you. This means that you need to make a great first 
impression without being present. How do you do that? The 
first place most people look for an inspector is online. In this 
day and age you need to have a quality website if you want to 
be found and contacted. 

Your website should have information about who you are and 
what sets you apart from the other inspection companies in 
your area. It’s important to include a picture of yourself (and 
your team if you have one) so that your client feels comfortable 
and confident about who they will be meeting.

Once they’ve made the decision to contact you, make sure they 
have a pleasant experience. When you answer the phone, do so 
in a kind and professional manner. Say hello and let them know 
who they are speaking to so that they know they’ve called the 
right place. Make sure your voicemail has been set up and that 
the message clearly states who you are and when they can 
expect to hear back from you. If you have a non-descriptive 
voicemail message, or it is full, they are likely to go back to 
their search and reach out to someone else. If you aren’t able to 
answer the phone or have office staff do so, consider hiring a 
call center to pick up the slack when you’re unavailable.

Keep the Conversation Going
Now that your client has hired you, continue that positive expe-
rience by staying in touch with them regularly throughout the 
process. Make sure they know what to expect and when to 
expect it. Before the inspection, send them information about 
what your inspection does and does not cover in accordance 
with your state’s or association’s standards. A lot of first-time 

homebuyers aren’t aware that you cannot see through walls or 
go digging through things looking for issues and that a home 
inspection is not a home warranty. Any lack of clarity from you, 
in your agreement or even in your marketing, can lead to upset 
clients and agents, bad reviews, and potential lawsuits. Make 
sure you send a pre-inspection agreement to your client for a 
signature ahead of time so that everyone is on the same page.  
Some E&O providers require a pre-inspection agreement to be 
signed prior to the inspection as a condition of coverage. 

You also want to keep your clients and agents notified about the 
upcoming inspection. A recent survey by HomeHubZone found 
that 93 percent of agents said they are more likely to recommend 
an inspector who proactively communicates with them via text 
or email. So, send them a reminder of the date and time and any 
other information they may need prior to the inspection. Make 
sure that they know if you need utilities on or someone present. 
After the inspection, let them know when they can expect their 
report and how to address follow-up questions.

Presence and Demeanor
Be on time for the inspection! If you get caught in unexpected 
traffic or are delayed for any reason, communicate that to your 
clients. They’re much more likely to forgive you if you let them 
know versus them waiting around wondering if you’re going 
to show. As for your ride, you don’t need a brand-new, ful-
ly-wrapped pickup truck to prove you’re a good inspector. But 
you should have a decent and clean vehicle. Uber requires its 
drivers to have a car that is 15 years old or newer, and that’s a 
pretty good rule of thumb to follow. You should generally avoid 
political or religious bumper stickers on your business vehicle. 

You should also be wearing branded clothes with your com-
pany logo and have a neat appearance. You should have shoe 
covers available if needed. There’s a lot of debate whether or not 
inspectors can or should wear shorts, but if you are in a climate 
like South Florida, no one will bat an eye at your khaki shorts. 
During the inspection, you’re in charge. Be polite to the seller 
and agent and do what you’re trained to do. If you don’t know 
the answer to something, let them know that you’ll look into it 
and get back to them. In this business you never stop learning 
and it’s okay to not know everything.
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Putting the Pro in  
Professionalism
by Kate Ivey, HomeGauge

Kate Ivey has been working with inspectors for near-
ly 7 years and has spent a lot of time helping them 
start and grow their businesses. Kate is the Marketing 
Manager for HomeGauge and previously managed 
the web development and SEO teams. She has spent 
hundreds of hours researching and testing the best 
marketing practices for inspectors. You can check out 
all HomeGauge has to offer at homegauge.com. 

https://www.homegauge.com/


C O V E R A G E S
n    E&O, General Liability/Premises Coverage, termite/pest/

rodent, radon, commercial, lead paint, pool/spa, EIFS/stucco, 
indoor air quality,  infrared thermography, mold, septic/water  
testing and more (training required for certain coverages).

n  Claims Prevention and Risk Management Included

n  Competitive Premiums, Easy Financing (Low Monthly Payments)

n  Coverage just for you or for all inspectors employed in the 
firm, Additional Insured for Agents and Referring Parties. 

n  Free on-demand expert support for your tough inspection 
questions, savings on defensible contracts, discounted state-
approved education, Working RE Magazine, savings on office 
supplies, technology & more.

“I collected many estimates but the 
combination of value, flexibility and 
knowledge was unsurpassed by OREP.” 

-Henry “Sonny” Toman, 1st American Home Inspections, LLC

OREP—Organization of Real Estate Professionals Insurance Services, LLC. Calif. Lic. #0K99465 • Fax: (708) 570-5786 • info@orep.org • E&O Insurance Experts (www.orep.org)

THE STRONGEST NAME IN  
HOME INSPECTOR INSURANCE

Comprehensive and Affordable  
E&O and General Liability/Premises Insurance

17 Years  
Over 100,000 Policies Issued

Shop OREP.org today!    (888) 347-5273

https://orep.org/
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Insider’s Take on 
Home Inspection 
Legislation
by Joel Kleefisch, Director of Government Affairs at AAAHI

Joel Kleefisch works with the All-American Associ-
ation of Home Inspectors (AAAHI) as the Director 
of Government Affairs. Joel has over two decades 
of legislative experience under his belt, having 
served Wisconsin as a State Representative of the 
38th Assembly District. Joel has authored and 
co-authored several pieces of legislation.

What does it take to get lawmakers on board in your state 
with enacting legislation to better regulate the home inspection 
industry? Here’s what you need to know. 

If I had a nickel for every time I heard the following or some 
version of it, I could have retired after my 14 years in elected 
office: “If only our elected officials would listen to their voters 
instead of acquiescing to those evil special interests!”  Here’s 
what you may not understand.

The term “special interest” is nearly always used as an extreme 
negative. The truth is that everyone has special interests…inter-
ests that are special to them. If you enjoy the latest lemon-berry 
infused lager, micro-breweries are a special interest to you. If 
your family goes leisure boating on the weekends, the inland 
marine industry is one of your family’s special interests. You get 
the point. So what does this have to do with enhanced training 
and licensure for home inspectors? Well, laws that govern every 
industry are made by human beings who not only have special 
interests of their own but have a propensity to listen to people 
they trust about the special interests they’re peddling. Enter 
lobbyists, government affairs specialists, government relations 
managers or whatever euphemism you’d like to insert. 

In the vast majority of cases, when an industry is paying some-
one to represent their interests to those who make the laws, 
they are paying for the chance to educate policymakers on what 
they believe is a legitimate reason to support their industry or 
cause. Very seldom, in fact, it’s rare for any company, industry 
or other interested party to pay a government affairs liaison to 
push for something they don’t believe is ultimately good. The 
difference, of course, lies in beliefs that some interests deliver 
a greater good than others. Home inspectors by and large are 
driven to the industry because of a belief in a sound home 
buying process. They tend to care about the safe and sturdy hab-
itation of the future resident clients, and they know hard work, 
knowledge and best practices can earn them an honest, healthy 
income. Those are all good things and selling the improvements 
of integrity for this business should be easy, right? Not so fast. 

In 2004 I was first elected to the Wisconsin State Assembly; 
I served seven two-year terms. In those 14 years I chaired 
the Criminal Justice Committee, sat on the Joint Finance 
Committee, chaired the Committee on Natural Resources 
and Sporting Heritage, and sat on several other committees. 
Additionally, my wife Rebecca Kleefisch was elected Lieutenant 
Governor in 2009 and governed from the executive branch for 
eight years. Needless to say it was a family affair and we had our 
share of interaction with lobbyists from a myriad of industries. 
From farmers to road builders, fishermen to convenience store 
owners, cable television providers to disability rights advocates, 
everyone wants their piece of the pie. This is where the diffi-
culty of getting your industry’s initiative to the governor’s desk 
begins. Hundreds of great ideas die every session because they 
don’t fit into the small legislative time window before the whole 
process shuts down to allow everyone ample time to campaign 
and run for their jobs again. 

Legislative Success
If you make the first hurdle, what’s the best way to get your 
initiative to the governor’s desk and have it met with a signing 
pen rather than a veto? It’s a multi-pronged approach that starts 
with a concise proposal. Lawmakers’ heads are filled with a 
million ideas and pitches from everyone and their neighbors. 
They are constantly bombarded by the phrase, “You know 
what you should do?” Having specifics at the ready that are 
spelled out in a simple three or four sentences is a great start. 
“Our licensing bill would require a combination of classroom, 
online and field training and be validated by a thorough exam.” 
Followed by a reason the bill is the logical choice for the law-
maker and the constituents they represent. 

“We know you support bringing the highest level of integrity 
to one of the most important aspects of the home buying pro-
cess.” How could they possibly say no? There are many things 
to consider before the pitch is made. The most important cog 
in this wheel is very often a personal relationship. Do you or 
anyone in your industry have a lifelong buddy in the legislature, 
a former classmate or even an acquaintance? This is where a 
lobbyist can be effective. It’s the lobbyist’s job to know the 
legislators: what they like, what they can’t stand and how they
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voted on past measures that may indicate how they will receive 
your idea. These relationships are what will help you get in the 
door. It’s not a coincidence that lobbyists are paid well for their 
services. Often a face-to-face meeting with the sitting legislator 
is the difference between getting your idea on the tracks and 
being dead in the water. It’s human nature that saying no is 
much more difficult in person than over an email or phone call. 
Access to the actual representatives and senators can be a tough 
nut to crack, but personal relationships and communications are 
still, by far, the most effective. 

Still, the Promised Land is still a hearty trek. One of the most 
prominent sayings among government affairs types is, “It’s 
much easier to kill a bill than pass one.” In other words, it’s 
much easier to find one person throughout the arduous pro-
cess who will hold their caucus hostage or simply not agree to 
schedule a bill for a hearing than it is to get a majority of people 
in the room to agree with you that your bill is the greatest thing 
since sliced bread. 

Next, even if you have personal relationships and access to 
people who will ultimately vote yes or no to your idea, are they 
the right people? Do they sit on a committee that will vote your 
bill on to the full State House? Are they in the majority or the 
minority? Are they tenured enough to be taken seriously but not 
considered a “skater” — in it for the paycheck and the pension 
and unwilling to rock the boat in any direction? Remember all 
along, especially the higher the bill climbs, anyone from the 
Speaker to the freshman member can throw a fit and get your 
bill killed. It’s much more fragile when it comes to the Speaker 
of the State House or the Majority Leader of the Senate. Either 
one of them can singlehandedly say they just don’t like it or 
decide it’s just not a priority this session. 

In the interest of full disclosure, I am the Government Affairs 
Director for the All-American Association of Home Inspectors. 
Because I have pre-political life experience as a television news 
reporter for the ABC affiliate in Milwaukee, Wisconsin, I also 
write and produce videos, conduct lobbying efforts and write 
articles like this one. It’s a fascinating and frankly fun mixed 
bag. Our legislative goals are to enhance training and require 
licensure for home inspectors in Wisconsin and the nation. 
We are leaning on personal relationships to get our bill as far 
through the process as possible and hopefully to the Governor’s 
desk. We have had strategy meetings with several legislative 
members who sit on the Real Estate and Housing Committees. 
In doing so we found a few members had personal stories where 
a home inspection went south. One of those representatives has 
now agreed to draft our bill, and the Chairman of the House 
Committee has agreed to have a hearing. This is about as good 
of a start as we can hope for. 

Public Opinion
I’d be remiss not to mention an obvious factor that can have 
immense effect on whether your initiatives are successful: the 
court of public opinion. This is why any good government affairs 
strategy includes public relations. Earned media, social media, 
purchased media, and constantly changing public attitudes can 

buoy or sabotage your efforts. For example, part of our efforts 
includes a sincere concern for the men and women serving in 
the military. That appreciation parlayed with efforts to aid a 
military support organization not only do good but look good. 
Many lawmakers care deeply about the perception by the public 
that they are doing a good job. A handful of letters, emails or 
phone calls can calm or set them in a tizzy. Orchestrating and 
executing a public perception campaign, if not critical, must at 
least be a weapon in the arsenal, especially if a public cam-
paign against your interests is mounted. 

Although this is a nutshell version of one guy’s opinion and 
there is no specific clear path to victory, remember that nothing 
is more effective than looking someone in the eye, shaking their 
hand and saying, “You know what you should do?” WRE
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Report Delivery and Post Inspection
After you’ve completed the inspection, impress them with your 
report. These days, most people expect an online presentation 
for their report rather than a printout or emailed PDF. Choose 
your report writing system wisely because your report is your 
final product. Having an informative and interactive report will 
keep your clients and your real estate agents coming back for 
more. Include videos in your report to capture defects that are 
hard to describe or see in an image, such as a slow leak or a 
strange sound. You can even use video to explain a finding or 
show a unique feature of a home or property. New technology 
such as 360-degree cameras are a great way to reduce your 
liability and eliminate hundreds of extra pictures in the report. 
You can also add a bonus home tour with 360-degree images 
of each room that your clients will appreciate. Providing a thor-
ough inspection and interactive report, with tools your clients 
can use to create a repair list to negotiate the purchase, is sure 
to have you looking like a pro — and will lead to you being 
recommended as one, too. 

Don’t be Afraid to Ask for Reviews
Your clients and agents can help spread the word about your 
business for you. Word of mouth is the best advertising you can 
get and reviews are a part of that process. Why do some inspec-
tors have so many online reviews? The answer is almost always 
that they ask for them. Ask for a review after the inspection in 
person or by email. Building some online reviews in different 
places (Google, Facebook, Yelp, etc.) will have a positive impact 
on your business and will give you great SEO benefits. If you 
interact and respond to your online reviews, that’s even better — 
it’s one final step that shows you are responsive to your clients.

Final Thoughts
Being a professional inspector is more than just knowing your 
trade. You need to make a good first impression, keep your 
clients and agents informed, and deliver a great report. Buying 
and selling a home is already confusing and complicated but 
being confident and professional will make your clients feel at 
ease. Best of all, happy clients leave positive reviews and refer 
you to their friends, family, and social networks! WRE
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Shayan Moghaddam is the Assistant Editor of Work-
ing RE Home Inspector and Marketing Coordinator 
at OREP. He graduated with a B.S. degree in Mar-
keting from San Diego State University. He can be 
contacted at shayan@orep.org or (888) 347-5273.

It’s rare to come by something that provides significant bene-
fits for both yourself and your clients and it doesn’t cost you an 
arm and a leg. Most business owners might call that hitting the 
jackpot! For home inspectors, one product that can go a long 
way for both your business and your customers is a 90-Day 
Warranty. Here’s why.

Try to imagine you are a homeowner looking for a home 
inspector to hire (if you can), and you notice that one inspector 
is including a free 90-Day Warranty with their inspections and 
others are not. All other things being equal, which inspector 
would you feel more secure hiring? As the home inspector 
looking at this from the other side, the good news is that you 
can add a 90-Day Warranty to your service offerings for as low 
as $12.50 per warranty (OREP member price), letting you put 
your client’s mind at ease, while reducing your own headaches; 
if something goes wrong in the first 90 days and it’s covered 
by the warranty, you can rest easy knowing your client will be 
taken care of professionally. How much is that worth?

In a Near-Perfect World
Let’s put things into perspective. Imagine you decide to try out 
90-Day Warranties in your business. You adjust your fees slight-
ly ($10 to $15) to cover the cost of the warranty. As a result, 
your customers feel more comfortable and secure hiring you, 
and your business picks up as a result. Typically, as business 
increases, so does the likelihood of “problem clients,” with 
calls all hours of the day and night. But that doesn’t happen!  
It turns out the warranty company you use offers customer 
support 24 hours a day, seven days a week, and any client who 
has a problem is able to go straight to the warranty company—
bypassing you! The result? More business, less stress.

Tom Sullivan, the owner of Inspec10, a thriving multi-inspector 
firm in Arizona, says that offering 90-Day Warranties has been 
a positive experience, both for him and his customers. “The 
warranty program fits squarely in line with our approach to 
business. They stand behind everything they say and the com-
mitment really shows," says Sullivan.

OREP offers one of the best 90-Day Warranties available and 
at a discount for its member insureds. Marketing and other 
materials are provided free of charge. “OREP has been offer-
ing home inspectors 90-Day Warranties through Complete 

Appliance Protection for several years now, and it’s worked 
out very well for our clients, mainly because the protection is 
real,” says Isaac Peck, Vice President at OREP.org. “Not only 
does it give the home-buying client peace of mind, but it gives 
the home inspector security as well, as there’s an extra layer of 
protection for the inspector."

Expanded Coverage
Peck says that one of the reasons OREP chose CAP is that 
unlike some other home warranties, this one offers real pro-
tection to homebuyers. “Making customers happy is good 
business,” Peck says. The warranties offered through CAP have 
a zero deductible with no exclusions for lack of maintenance, 
rust or pre-existing conditions; there are no age restrictions 
and no deductible, copay, or limit on mechanical repairs for 
appliances. Plus, claims can be submitted over the phone by 
the homeowner without them having to turn anything in, 
which makes it seamless for everyone.

Coverage for the CAP 90-Day Warranty program (through 
OREP) has been expanded to include up to $2,000 toward the 
homeowner’s insurance deductible for foundation, framework, 
and roof issues. “One of the things we were hearing consis-
tently from home inspectors was that they wanted expanded 
warranty coverage that would include higher liability items, like 
the foundation and the roof. So we worked with the warranty 
company to find a solution to provide this expanded coverage 
so both inspectors and their clients can rest easy,” says Peck. 
The best part? This new coverage for the home’s foundation, 
framework, and roof is being provided at no extra cost to the 
home inspector! 

Half Price
“We believe the use of a low-cost, broad coverage warranty will  
help OREP insureds and all inspectors grow their businesses 
and reduce their headaches,” Peck said.  “We say, try it for a 
month and see if we’re not right. So, here’s the deal: buy 10 
warranties and get 10 FREE. This is over $140 savings and means 
home inspectors can try it for about a month at very little risk,” 
Peck says.  The offer is open to all inspectors. OREP insureds 
enjoy a discounted rate. “Our goal is to help home inspectors 
lower their liability, enjoy a marketing edge and deliver even 
more value to their clients,” says Peck. Differentiate yourself 
from competitors today! Visit OREP.org/warranty for more 
information or call OREP at (888) 347-5273. WRE

A Little Goes a Long Way
by Shayan Moghaddam, Assistant Editor



Grow Your Business—Give Your Clients More Value
Back up your service with a Warranty. Set your client’s mind at ease. Make your business the obvious 
choice. Marketing materials are provided for free. At only $12.50 per warranty, you can roll the cost into 
your inspection fee. OREP insureds enjoy a discount.

Stress Free—Turn Over Nuisance Problems to Professionals
“Nuisance” complaints drain your time and attention, but you don't have to hassle with them anymore. 
Turn nuisance complaints over to warranty professionals to handle quickly and to the satisfaction of your 
clients.

90-Day Warranty
More Business, Fewer Headaches

Visit OREP.org/Warranty or Call 888-347-5273
This product is offered through Complete Appliance Protection, Inc. Not available in all states.

"The warranty program fits squarely in line with our approach to business. They stand behind  
everything they say and the commitment really shows." - Tom S. (Home Inspector)

SPECIAL OFFER:
Buy 10 Warranties,

Get 10 FREE!

Everyone wins. Get back to work and sleep easy. 

New warranty customers only

https://orep.org/warranty/


Working RE Inspector Summer 2019343434343434343434343434343434343434343434343434343434343434343434

Brent received his degree in Interior Design and
quickly sought out to find solutions to energy ef-
ficiency. Working with the U.S. DOE he became a
Home Energy Score Assessor, Mentor, received 
a BPI certification, and helped to form I.D. Ener-
gy as the Home Energy Score Program Manager.  
Brent was awarded the U.S. DOE Leadership  
Award for “Championing the Home Energy Score” 
and continues to work with professionals nationally.

Energy-Expert  
Inspectors On  
the Rise
by Brent Loya, ID Energy Program Manager

Ours is an era of great transition, and one of the most dra-
matic examples of this shift is in the way that we use energy in 
every aspect of our lives.  

The power systems that we depend on are in a state of upheaval 
across the board—from how electricity is generated to how all 
fuel sources are used and tracked in our individual homes. New 
technologies and new policies are coming online every day, 
each bringing signficant changes to the efficiency, comfort, and 
the overall quality of those deeply personal places where we 
hang our hats. One key factor toward the goal of increasing the 
energy efficiency of American homes is based upon the simple 
idea that if homeowners and homebuyers actually understand 
the energy performance of their homes, then they will readily 
move to improve that performance when it makes clear eco-
nomic sense to do so. The technical term for this is “energy 
disclosure,” which is bureaucrat-speak for giving a homebuyer 
an accurate sense of whether the home they’re considering is 
an energy “sipper” or “guzzler.” As energy disclosure becomes 
a more common policy across the country—whether driven 
by public policy or by smart business—home inspectors in 
particular will find themselves at the center of the conversa-
tion, owing to the fact that there’s no more important time to 
understand the energy efficiency of a home than when you’re 
deciding whether to buy it.  

Any inspector who pays attention to the industry doesn’t need 
to be told that there’s a different sort of transition occuring 
in today’s housing market as well. Signs of a housing “cor-
rection” after a ten-year growth cycle are unmistakable now, 
and inspectors may soon be competing for relatively fewer cli-
ents, who themselves will be more demanding about both the 
home they’re buying and the inspector they hire. Homebuyers 
are younger, more eco-conscious, independent, and better 

informed than they’ve been in the past, and are more likely to 
shop for a full-service inspector rather than simply take their 
Realtor’s® advice. Brokers are struggling to stay relevant in the 
online portal era (think Zillow et al.), and the smartest ones 
are looking to provide their clients with as much information 
as possible.  The “true cost of ownership” metric is important 
given the fact that energy costs account for more of a monthly 
budget than either home insurance or property taxes.  

The California Association of Realtors® (CAR) currently is 
funding Home Energy Scores for buyers by reimbursing the 
cost to have the service performed. Home inspectors who are 
Certified Home Energy Score Assessors are actually getting 
more refferals from Realtors® because the Realtors® want 
their clients to be provided with this kind of energy informa-
tion. In over 100,000 Home Energy Scores performed, not one 
has been reported back to me as a deal killer. In actuality, it 
has promoted the confidence of a buyer to close and move in!

Win-Win
This suggests the HES program is not only a valuable service 
to perform for your clients but a superior marketing tool as 
it differentiates you from your competitors. As agents and 
Realtors® provide home inspectors with 80 percent of their 
business, being able to stand out from other inspectors in your 
area makes a difference. With energy disclosure such a hot topic 
nationally, real estate offices will soon be clamoring to get you 
in for a presentation to understand this movement better. 

The U.S. Department of Energy’s (DOE) Home Energy Score 
has been used by utility programs for several years now, but 
has only recently been improved to become the perfect fit 
for all energy disclosure purposes—most importanly those 
delivered as part of a home inspection. State and local govern-
ments around the country recognize the key attributes of the 
Score—its ease of use, simplicity, and highly credible brand-
ing—as ideal for showing homeowners how their homes stack 
up. What’s new, after several years of streamlining program
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requirements and making necessary partnerships with inspec-
tion industry associations and service providers, is that the 
Home Energy Score is now a viable business-building service 
for inspectors as well as a reliable public service tool for policy 
makers. The inspection industry is taking notice of the Score 
as a viable and in-demand service, across a wide range of busi-
ness models. 

It’s perhaps not surprising that many of the early adopters 
of the Home Energy Score are younger inspectors, especial-
ly those who are keyed into savvy marketing strategies. As 
buyers get more sophisticated, savvy inspectors have recog-
nized a more demanding mindset in their buyers and the ability 
of the DOE Home Energy Score Certified Assessor™ to confer 
credibility, professionalism, and technical competence, espe-
cially given the relative affordability and reasonable training 
requirements of the program. The new release of the iPhone 
app makes collecting the necessary data a significantly lighter 
lift than before— most inspectors report spending less then an 
extra fifteen minutes in the field for this task.  

While home-focused energy programs at the federal level can 
charitably be described as unpredictable, cities and even states 
across the country have stepped into this void to require that a 
Score (isn’t this a federal thing?) be delivered at point-of-sale 
for every home purchase in order to safeguard homebuyers from 
unknowingly buying energy-hogging homes. Home inspectors 
are an obvious fit for these kinds of mandates, a fact that has 
been proven out in places like Portland, OR, where inspectors 
led that program’s delivery of over ten thousand Home Energy 
Scores in 2018. Similary, programs of this kind are underway in 
Denver, New York State, California, Massachusetts, and dozens 
of other locales around the country.  

The Home Energy Score (this should really be defined) is prov-
ing itself a viable tool for inspectors who occupy the main-
stream of the profession as well, a group that includes single 
operators, small multi-inspector firms, and even national fran-
chises. Some of the country’s top-performing one-inspector 
shops, in fact, have built the Score into every inspection, since 
the Score’s minimal in-field requirements don’t disrupt estab-
lished inspection processes. Also, the new onboarding pro-
cess for inspectors is entirely self-directed and remote-based, 
meaning no expensive travel or training impacts. Additionally, 
pressed-for-time single operators are now taking advantage of 
a suite of marketing services being provided by my company, 
ID Energy, in addition to our standard services based in train-
ing and ongoing compliance with DOE requirements. 

A recent development that seems to suggest a watershed 
moment in terms of HES adoption by the industry is that this 
past year has seen some of the nation’s leading multi-inspector 
and franchise firms like WIN Home Inspection getting on board 
with delivering Home Energy Scores. These businesses are 
characterized by their diligent research and cautious approach 
when considering new services to include, so their embrace of 
the value of energy disclosure in general, and the Home Energy 
Score in particular, is strong evidence of the wholehearted 
embrace by the home inspection industry.  

Our team at ID Energy looks forward to a day when every home-
buyer in the country is able to benefit from the budget-critical 
information contained in a Home Energy Score report, and we 
are proud of the gains that we’ve made as industry partners 
with the DOE to take home inspectors several steps down that 
path. We see energy disclosure through the HES a win-win for 
American homebuyers and our larger economy, and will con-
tinue to help inspectors build their businesses and strengthen 
the industry. WRE

Produce Better Reports and  
Expand Your Expertise!

"My inspection software was lacking many of the  
comments I needed for accurate report writing. This 
helped me tremendously."  -Home Inspector

Produce more credible, higher quality reports that impress 
your clients and showcase your expertise with this new book!  
Plus, learn to disclose and disclaim items so you limit your 
liability and protect yourself without 
upsetting your clients. 

The Book of Phrases has over 6,000 phras-
es and comments compiled by seasoned 
home inspectors. Visit WorkingRE.com; 
search "Book of Phrases." OREP insureds 
save $30 on the book.
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Inspector Advisor Q&A

Question
I know that spare (unused) breakers are allowed in a panel as 
long as they are labeled. I typically call out loose breakers sit-
ting on the bottom of a panel cabinet, but cannot find an NEC 
reference for it. My understanding is that anything in the panel 
cabinet that is not used for electrical distribution should not be 
there. —Home Inspector

Answer
Unused but installed breakers are not required to be labeled as 
anything. The requirement is that circuit overcurrent devices are 
to be labeled so one knows which overcurrent device protects 
which circuit, thus an overcurrent device with no circuit isn't 
required to be labeled. However, labeling a breaker with some-
thing indicating that it is not used is a good practice if breakers 
are going to be left plugged onto the bus bar.

Things that are in panels and which are not included in the list-
ing and labeling of the panel are not allowed in the panel, such 
as low voltage transformers, surge protectors, etc. Breakers are 
specifically included in the listing and labeling of the panel, so 
having them lay in the bottom of the panel is really not against 
the listing and labeling—in fact, I would rather see unused 
breakers laying in the bottom of the panel than plugged onto 
the bus bar where they could be flipped “on” and leave an 
energized but unused terminal in the panel. Better to have the 
breaker lying in the bottom of the panel where it can't acciden-
tally be energized. —Jerry Peck  WRE

by Jerry Peck, InspectorAdvisor.com

Editor's Note: InspectorAdvisor.com is a free inspection 
support service from OREP E&O which allows OREP mem-
ber-insureds to get their tough inspection questions an-
swered— fast. Other inspectors can subscribe for just $59 per 
year at InspectorAdvisor.com.

InspectorAdvisor.com
Get Your Tough Home Inspection  

Questions Answered

Hosted by OREP, featuring veteran inspector  
code guru and litigation consultant Jerry Peck.

$59 Annually

• On-demand help for your home inspection,  
 construction, code, and liability questions

• Quick responses to your questions 
 from the field

• Notifications  and access to all Q&A archives

• Money Back Guarantee

Sign Up Today at  

InspectorAdvisor.com

Free to OREP Insureds

Get Answers to ALL Your Technical  
Home Inspection Questions

Shower Pan Tester

Test Shower Pans for Leaks Without 
Worrying about Flooding!

Designed to test the shower pan and lower 
shower wall area without flooding, which 

could cost you money and potential referrals. 
Home Inspectors have been using this tester 

all over the country with great success! 

Buy Now on WorkingRE.com/ShowerPan

1 for $25 3 for $60
(Test multiple 

showers at once!)

http://inspectoradvisor.com/
http://www.workingre.com/shower-pan-tester/
http://inspectoradvisor.com/
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E&O/GL Insurance 
Broad Coverage, Peace of Mind 
Broad coverage should never be optional, according to David 
Brauner, Senior Insurance Broker at OREP. 
"If you want to do the best for yourself, your 
family and your business, be sure to choose 
a professional insurance policy that will pro-
tect you adequately should the unexpected 
happen," Brauner says. "A broad policy covers 
you for the threats that you can anticipate 
as well as the unexpected ones that you don’t see coming. A 
broad policy covers all the bases and keeps you safe." The OREP 
E&O insurance program offers Errors and Omissions, General 
Liability/Premises Coverage, Radon, Termite/WDI/WDO, Lead 
Paint, Pool & Spa, EIFS/Stucco, Indoor Air Quality Testing, 
Green Building Inspections, Infrared Thermography, Rodent 
Inspections, Mold and Septic/Water testing, and more (most 
states). Prior Acts, multiple inspectors, commercial, additional 
insured for agents/referring parties and much more. Please ask 
your OREP agent for details. All insureds enjoy automatic mem-
bership in the OREP Professional Support Network ($95 value), 
which includes free, on-demand inspection support, savings 
on professional contracts, discounted state-approved education 
and training, Working RE magazine, discounts on office supplies, 
technology and more. Visit OREP.org or call toll-free (888) 
347-5273. OREP—Organization of Real Estate Professionals 
Insurance Services, LLC. Calif. Lic. #0K99465.

Risk Management: 90-Day Guarantees
Increase Your Business/Reduce Your Headaches 
Offering a solid and simple, no-gimmick home warranty grows 
your business and makes your clients happy when you include 
it free with your home inspections. It tells your clients that your 
product is good enough to back up. Sometimes you only get one 
conversation with a potential client or one click to your web-
site to close the deal. Make your business the obvious choice 
for homebuyers AND reduce your headaches: warranty-related 
nuisance claims are handled professionally and quickly by the 
experts, instead of burning up your time and attention trying to 
“fix the problem.” You concentrate on inspecting, not problem 
solving; meanwhile your clients are in good hands.  "The warran-
ty program fits squarely in line with our approach to business. 
They stand behind everything they say and the commitment 
really shows," says Tom Sullivan, home inspector and founder 
of Inspec10 in Arizona. The Complete Protection (CP™) 90-Day 
Guarantee provides your clients with a warranty on the major 
mechanical systems in the home.  The 90-Day Guarantee is valid 
for 90 days from the day of inspection or 30 days after house 
closing (whichever comes later) and has no dollar caps on repairs 
with no deductible or copay. Unlike other programs, all claims 
are done over the phone without having to submit any docu-
mentation in order to receive service. Home inspectors can offer 
a warranty to every client for as little as $12.50, which can be 
easily built into your fee without notice. Visit OREP.org/warranty 
or see page 32 to learn more or call (888) 347-5273. OREP E&O 
insureds save.

Save on Office Supplies, Telecom and More
Corporate savings is a little-known but significant cost-saving 
benefit of being an OREP insured. Home inspectors insured 
through OREP save money with Office Depot, Staples, Dell, 
FedEx, UPS, Sprint, travel, and more. The program is free.  OREP/
Working RE saves well over $1,000 a year 
on office supplies alone. Rod Lopez, 
an OREP insured from New Jersey, 
says that he saved over $100 on the 
discounts at Staples and Office Depot. 
Cynthia Traylor, from House Calls Home 
Inspections in California, said "YES! We 
are saving 19% on our Verizon bill and I 
order all of our office supplies through 
the discounted Staples portal—they provide overnight, FREE 
shipping, even on Sunday orders! Lastly, we are considering the 
Six Flags discount. So, yes, yes, and yes. We are taking advantage 
and truly enjoying your program. Great job!" A cost comparison 
of a typical office shopping list netted a savings on supplies of 
$500 ($3,500 total order). Large company or small, you can enjoy 
significant discounts on the goods and services you use most. 
The corporate savings program is part of the OREP Professional 
Support Network. Free for OREP E&O insureds. For details,  
email isaac@orep.org.

Professional Marketplace

Home Inspector Contracts—Manage Risk
Nationally recognized home inspector attorney Joe Denneler 
adds a layer of protection to your inspection business by provid-
ing inspection contracts written to the home inspection stan-
dards specific to your state. OREP insureds enjoy a 25 percent 
discount on this essential service. This service is part of the 
OREP Professional Support Network; OREP E&O insureds email 
isaac@orep.org for your discount code.

Before ANY remodeling, construction, or demolition, that 
might disturb more than 100 sq. ft., an asbestos survey by 
a licensed inspector is required. You can inadvertently dis-
turb asbestos containing material and be HEAVILY fined. 

Asbestos is a serious health hazard. 

Do not make my mistake and risk the public health, your 
health and your financial well-being. Get an asbestos 

survey before work begins.  If the asbestos survey results 
in greater than 1% asbestos containing material, please 

contact your local air  pollution control district for further 
instructions.

 REMODELING?

Paid for by Kent Coffman

https://orep.org/warranty/
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Inspection Reports,

Made Easy.
The InspectIT Home Inspection Software is the most 

complete reporting application on the market today, with a 

user-interface that is simple — to maximize your time and 

produce professional reports to your customers.

Available on all Android and iOS devices 
and now available with the Cloud.

Why you need IT?
• The easiest home inspection app available
• Available for the cost of two home inspections
• No internet connection required (for the app)
• Access, modify, and create your reports from anywhere
• Generate unlimited reports instantly on-site
• Android™ and iPad® compatible
• Custom templates

NEW InspectIT with Cloud
•   Sync data and reports for access 

on any licensed devices

• Edit reports from a PC or laptop 
 in Microsoft Word 

• Safe and secure data backups 

• Integrated with your ISN account

or call 877.211.7483  to speak with an InspectIT expert.
Visit OnCourseLearning.com/workingre for more information
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by Ron Passaro, ASHI Member 0000001

Ronald J. Passaro is the President of RES-I-TEC, 
Inc. and the founder of ASHI. He has played a key 
role in organizing the inspection profession as we 
know it today. Passaro’s ASHI Member number is 
0000001.

Water is the ever present, yet frequently overlooked com-
ponent of all living things on the planet earth—the liquid is 
formed when two gases, hydrogen and oxygen combine in the 
correct formula (H20). Life as we know it on earth began with 
the advent of that combination and throughout the early stages 
of evolution; all living things were contained within it.

Water provides us with many things: a surface upon which to 
travel and transport, sustenance for growing food, the most 
common drinking and cleaning fluid on the planet, to name a 
few. Indeed, approximately two-thirds of our bodies are made 
up of water—a person weighing 150 pounds is comprised of 
at least 100 pounds of water. Water, therefore, is an especially 
terrible thing to waste—without it we would not survive.

Cost of Leaks 
One of the things I always explain to my clients is how leaks in 
household plumbing can cause a significant problem, although 
they may appear to be “only a drop at a time.” The average 
water loss calculated from a faucet that leaks at the rate of 30 
drops per minute is 54 gallons per month! Fifty-four gallons 
of water is equivalent to more than two FULL bathtubs in an 
average home. At 60 drops per minute, it computes to 113 
gallons each month, and at 120 drops per minute, equals 
a water loss of 237 gallons a month! Two hundred thir-
ty-seven gallons is more than TEN average showers, by 
comparison. Attending to those leaky faucets is a rela-
tively simple task and should you be one of those who 
pays a water bill, consider the savings you’ll make!

To give you an idea of just how costly a leaking faucet 
may be, consider the following: a drip 1/32" (which is 
not a large drip) can result in the waste of 299 gallons in a 
24-hour period. The Bridgeport Hydraulic Company computes 
the cost of that much water at about $95 each billing quarter. 
That means that a leak hardly larger than a period (.) in this 
article, and if allowed to run for a year, could result in an unnec-
essary expenditure of up to $400!  In addition, if you live in a 
town that charges a sewer tax, this is usually calculated by your 
water consumption, an additional wasted expense.

The adverse effect of that much water on a septic system could 
be ruinous. A large volume of water constantly flowing through 
the septic system can flood the system and spoil the perme-
ability of the soil, upon which it depends to function. The 

continuous flow of a volume of water through the system can 
cause premature system failure, running up a substantial and 
unnecessarily incurred expense.

Another of the wasteful practices, brought about using modern 
conveniences, is the injudicious use of the flush toilet. Most 
common flush toilets can use as much as five gallons per flush 
—when it has been shown that considerably less water can be 
used to do the job of waste removal effectively. Water-saving 
toilets are now required by law in many states. They use three 
and a half gallons rather than five and perform the task of 
removal based on velocity instead of volume of water.

Showers can be made to use less water but be as effective as 
ever using “flow reducers.” They can conserve as much as 60 
percent of the water used to take a typical shower, without 
diminishing the ability to make you clean. In addition to fixing 
leaky faucets, there are so many other ways to save water—
which, although they may pose some minor inconveniences, 
will assure a longer-lasting resource.  

Here are just a few water-saving tips that I share with home-
buyers and home inspectors alike:

1. Scrape dishes, rather than rinsing, before putting them 
into the dishwasher.
2. Be sure to run FULL loads in both dishwasher and 
clothes washer. Avoid “small runs.”
3. Create a compost for vegetable waste rather than 
using the garbage disposal in the sink.
4. When washing the car, use a bucket to wash and 

run the hose only while rinsing.
5. Don’t allow water to “run” while brushing your teeth.  

Wet the brush, shut the water off while you brush, then 
rinse it when you’re done.
6. Don’t use running water to thaw frozen foods.
7. Don’t use lawn or garden sprinklers on hot, sunny or windy 
days. Much water is lost to evaporation.
8. Shut off nozzles on hoses when not actually using the flow, 
or better yet, use “pistol grip” nozzles which automatically shut 
off the flow.
9. Check your plumbing and faucets periodically for leaks, and 
attend to them as soon as possible. Homeowners can often fix 
the problems themselves—there are lots of good books on the 
subject, with straightforward directions.
10. At the very least, remember the old and wise advice for 
saving water: shower with a friend!

In summing up, pure water is becoming a more and more pre-
cious commodity. Leaks and drips don’t simply “go away;" they 
more often become worse and usually run twenty-four hours a 
day! That’s 8,760 hours a year—no amount of calculation can 
impress on us the importance of the volume of water that could 
be wasted in that amount of time. WRE

Tips to Conserve Water (and the Cost of a Leak)
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“I collected many estimates but the combination 
of value, flexibility and knowledge was 
unsurpassed by OREP.” 

-Henry “Sonny” Toman, 1st American Home Inspections, LLC
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California Inspectors Save! 
Get Quoted Online 

in 5 Minutes! 
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