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President’s
Message

Dear Appraisal Institute Member:
Although there was no shortage of threats to the valuation profession in 2011 – from a still-struggling
economy to legislative and regulatory challenges to competing products (such as BPOs and AVMs) –
the Appraisal Institute and its members continued to adapt and to find ways to succeed, presenting
appraisers as a vital and vibrant resource in the real estate industry. That success serves as a strong
foundation for the organization’s future growth.
One of the best examples from 2011 of how the Appraisal Institute is positioning itself to meet
challenges was its adoption of the Candidate for Designation program. The program will help identify
and motivate qualified individuals to become designated in a timelier and more effective manner so that
they can use their skills to better serve the public. When it takes effect Jan. 1, 2013, the Candidate for
Designation program will be the path to Designated membership in the Appraisal Institute.
The program is consistent with the new strategic direction previously approved by the AI Board of
Directors. The Appraisal Institute is evolving from a professional association and toward a professional
society business model to enable AI members to address the needs of the ever-evolving marketplace.
The Appraisal Institute has continued to offer its members new publications and educational
opportunities, ongoing advocacy efforts, increased media outreach, additional member benefits and
a wide range of other reasons to belong to the nation’s largest professional association of real estate
appraisers with nearly 23,000 members in nearly 60 countries.
Building on a long history of success, the Appraisal Institute will continue to look forward in order to lead
the valuation profession into the future. Its members are at the heart of that effort as they continue to
fulfill client needs and to exceed expectations, forming a cornerstone on which the real estate industry –
and the world’s economy – is based.
Best regards,

Joseph C. Magdziarz, MAI, SRA
2011 President
Appraisal Institute
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Membership

Recruitment and Retention

New Members

1,724

Member recruitment slowed and existing member
retention was less than in 2010.
A total of 1,724 new members were added to the
membership rolls during the year, representing a
6 percent decrease in membership over year-end
2010. Total membership as of December 31, 2011,
was 22,967 which includes all active Designated,
Associate and Affiliate members as well as Retired,
Retired-Life and Inactive members.

Total Membership

22,967
Designated

297

The Appraisal Institute conferred a total of 297
designations (82 SRA and 215 MAI) in 2011, a
6 percent increase in designations awarded.

new designations conferred
in 2011, a 6 percent increase
over 2010. Of the total, the AI
conferred 53 designations to
international members.

New Admits 2009–2011
2009

2010

2011

General Associates

1,485

1,164

1,080

Residential Associates

1,270

508

405

Undeclared Associates

120

88

92

Affiliates

201

199

147

3,076

1,959

1,724

Total New Admits

Designations Awarded 2009–2011
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2009

2010

2011

MAI

124

157

215

SRA

100

123

82

TOTAL DESIGNATIONS
AWARDED

224

280

297

2011

CORE VALUES
&

Strategies
Appraisal Institute Strategic Plan
In 2011, the Appraisal Institute’s Board of Directors
approved the new Candidate for Designation program
and a restructuring of categories, which is consistent
with the strategic vision approved by the Board in
2010. With the introduction of the Candidate for
Designation program, the Appraisal Institute will
focus on conferring MAI and SRA designations to
Candidates who commit to a time frame for earning
a designation and who meet other requirements.
The change will include newly defined Affiliate
categories and eliminates the Associate category.

of conferring and maintaining designations for toptier professionals; and the ability to overcome many
marketplace forces that have challenged the present
business model.

The new business model will seek to achieve these
goals for AI members:

•

•
In November 2008, the Board had adopted a longrange strategic plan, which describes a long-range
vision (10–15 years) for the Appraisal Institute.

•
•

On Sept. 17, 2010, the Board announced the
new strategic vision for the organization that
will implement a sweeping transformation to be
completed by 2016. This new strategic vision was
built upon the 2008 strategic plan designed to guide
the organization’s activities over the next one to five
years. By adopting a new strategic vision for the
first time since the creation of the current Appraisal
Institute in 1991, the organization’s goal is to move
from its present professional association business
model to a professional society business model.

Programs for helping members achieve
higher levels of professional excellence
and competency.
Innovations that increase the value of
membership.
Greater awareness of Appraisal Institute
designations.
Increased demand for Appraisal Institute
designations by individuals seeking a career
or professional competitive advantage.

Strategic planning is a dynamic and ongoing process.
The Appraisal Institute’s Board of Directors has
charged the Strategic Planning Committee with
the responsibility of updating the strategic plan
throughout the year and revising action plans as
circumstances and market conditions require.

Core Values
The professional society model will provide the
Appraisal Institute with the following: the best
opportunity for the long-term growth and success of
the profession by providing true differentiation in the
marketplace; a focus on Designated members and
those who want an AI designation; new ways

The Appraisal Institute is committed to the
professional development and success of its
members through benefits, education, advocacy
and innovative products and services. The
core values governing the Appraisal Institute’s
continued growth and development include:
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(Core Values, continued.)
Leadership: Promoting the integrity and
excellence of our members in the real
estate valuation industry.
Service: Responding to our members’
needs in a timely, courteous, efficient and
accurate manner.
Innovation: Developing member benefits,
education programs, and information
resources that set the standard for the
industry.
Advancement: Advancing the future growth
of Appraisal Institute members in the real
estate valuation profession through training
and new business opportunities and
endorsements.
Advocacy: Representing the collective voice
of real estate valuation professionals and
positioning our members as the highest
caliber professionals integral to the real
estate valuation industry.
Accountability: Continuously working
toward, and on behalf of, the best interests
of members and the profession.
Professional Responsibility: Encouraging
and supporting the highest level of
ethical and professional behavior of our
membership.
Distinctiveness: Continuously striving to be
a benchmark for the valuation profession in
everything we do.

2011

Education

The Education Department continues to play a critical role in how the
Appraisal Institute provides real and meaningful value to its members
by helping them to achieve the highest standards of excellence in the
industry and to meet the challenges in our rapidly changing world.
In addition to new seminars in 2011, the Education department
began the rollout of the new Advanced Education (AE) series.
Three of four Advanced Education courses premiered: Advanced Income
Capitalization, Advanced Market Analysis and Highest & Best Use,
and Advanced Concepts and Case Studies. The Quantitative Analysis
course will debut in early 2012. The new AE courses incorporate
a blended learning approach, which includes an online component
that is completed prior to students meeting in the classroom.
Also in 2011, the Education Delivery team developed an additional option
for students to receive materials. Students may choose whether
to receive their materials via downloadable files or traditional hard copies.
This option was available for Appraisal Institute seminars this year. In 2012,
the Education Delivery team will begin the rollout of this option for course
materials as well, starting with the Qualifying Education (QE) courses.
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Member
Service

Center
Over the course of 2011, AI has continued
its upward trajectory of ACD (Automatic Call
Distribution, or phone queue) calls per week.
In 2011, the Service Center received an average
of 550 calls weekly, up from an average of 400
per week in 2010. Overall, there were more
than 35,000 total calls in 2011, up from
22,000 in 2010.

Appraisal Institute Service Center representatives
have been fully trained to answer questions on a
variety of topics including:

•
•
•
•
•
•
•

Website/Log in
Publications
Advocacy updates
Dues
Member benefits/Business tools
Communities of Practice
Customer service

Representatives work hand-in-hand with other
staff including Education, Admissions, CE and
Readmissions, and Finance, to solve problems
quickly and efficiently. From helping callers navigate
the Appraisal Institute website to explaining how to
take advantage of member benefits, representatives
are well-versed on Appraisal Institute operations on
the member, chapter and regional levels.

Representatives work specifically with chapters
as well; reviewing chapter bylaws and meeting
minutes, helping chapters enter their chapter
officer information, and checking Minimum Chapter
Criteria requirements in an effort ensure that
chapters meet the appropriate criteria.

The highest call volumes occur when dues
payments are owed. Representatives process
member dues over the phone and help members
pay online. Outbound call efforts were increased
in 2011 to avoid the termination of members with
outstanding balances.

In 2011, the Service Center took on the fulfillment
and customer service responsibilities for both
domestic and international publication orders.
Representatives work with members and customers
to place orders, provide tracking and resolve any
warehouse-related issues.

The Service Center also handles in-house fulfillment
of special products, including: Scope of Work CDs,
member welcome packets (including new Associate
welcome kits and newly Designated member
welcome boxes) and unique membership bundles.
Handling special shipping in this manner allows the
Appraisal Institute significant cost savings versus
using a traditional fulfillment house.
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2011

publications

The Appraisal Institute published five new books in 2011.
One noteworthy release was Appraising Conservation and
Historic Preservation Easements, a ground-breaking, 667-page
original text on the conflicting perspectives of property owners,
appraisers and the IRS in regard to real property donated for
conservation and historic preservation. Another popular release,
A Business Enterprise Value Anthology, second edition, was
a collection of published articles and original material on the
much discussed topic of separating the value of tangible and
intangible assets in appraising going concerns. Also released
in 2011 were Exceeding Expectations: Producing Appraisal
Reports and Services That Delight Clients, In Defense of the
Cost Approach: A Journey into Commercial Depreciation, and
Fraud Prevention for Commercial Real Estate Valuation.
In development in 2011 for release in 2012 were new books
on the appraisal of convenience stores, self-storage facilities
and hotels as well as an original, collaborative text on valuation
for litigation featuring case studies contributed by 20 practicing
appraisers. Five new e-books also were offered for sale in 2011,
and three more e-books were being prepared for delivery in 2012.
By year-end 2011, the Appraisal Institute had 62 titles in print,
which produced total annual revenues of $860,000.
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WEBSITE
and

Social Media

In November 2011, the Appraisal Institute launched its blog,
Opinions of Value. AI averages two posts per week to the blog,
as well as three per week to its Facebook, Twitter and LinkedIn
pages. AI exceeded 1,500 “likes” on its Facebook page,
900 followers on its Twitter page and 500 followers on its
LinkedIn page in 2011. AI uses each social media platform to
broadcast breaking news, honors and awards and other items
relevant to members and the valuation profession at large.
In 2011, the Appraisal Institute website continued to evolve
at a rapid pace. On a daily basis, AI strives to update and
refine the website to deliver new and enhanced content to
AI members and chapters, and to provide the most current,
comprehensive information for the entire valuation profession.
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Professional
Practice

Report
The Appraisal Institute Professional Practice
department opened 145 new peer review
cases in 2011, continuing a six-year trend of
decreasing professional practice referrals.
Of the cases that were closed in 2011, the outcomes
included educational guidance (68 cases), an
educational alternative completed (5 cases), notice
of improper reference to membership (27 cases),
closed due to resignation/dues nonpayment/
SPP/CE with a non-published action (15 cases),
closed with no action by the screener (41 cases),

the Standards and Ethics Counseling member
benefit. In 2011, there were 2,762 professional
practice inquiries fielded by director of screening,
up from 2,573 inquiries in 2010. Many of these
inquiries fell into several broad categories:

•
•
•

closed with no action by the Ethics Administration
Division (9 cases). One member resigned while
the member was the subject of a pending peer
review proceeding that was published. Additionally,
five non-published disciplinary actions and two
published disciplinary actions were imposed.
Despite fewer complaints received, the department
closed a total of 173 cases during 2011, which is
an increase from the 146 cases closed in 2010.

•
•
•
•
•
•

The Professional Practice Department also has
implemented several enhancements aimed at
increasing the quality, speed and consistency
of the peer review process. These include a
substantial rewrite of Regulation No. 6 that was
passed by the Board of Directors in November
and the use of electronic document submission
in referrals and peer review cases.

•
•
•
•

Stephanie Coleman, MAI, SRA, senior manager
of ethics and standards, reported an increase
in the number of members taking advantage of

•
•
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What constitutes “appraisal” vs. consulting
or some other type of service
Can an appraiser also provide
brokerage/sales services?
Can an appraiser do property
tax appeal work? If so, how?
Confidentiality concerns
Dealing with requests to change
or intended users
Disclosing prior services (per USPAP
requirements added in 2010 and 2012)
How to provide sample reports to a
prospective client
Appraisal review procedures
Reporting appraisals: What must be included
in the report, how to best describe certain
issues and what report type is appropriate in
a given situation
Appraisal review procedures
Scope of work
Methodology — what is appropriate;
application issues
Use of, and best way to discuss, hypothetical
conditions and extraordinary assumptions
Potential conflicts of interest
Workfile issues

(Standards and Ethics Counseling inquires, cont.)

•
•

•
•

•
•
•

Professional Practice Inquiries

Professional practice, standards and ethics questions
from members, users of appraisal services and the public

Matters pertaining to appraising
for litigation
Reappraising the same property for
a different client and related issues,
such as “readdressing” and what
constitutes a “new assignment”
Issues relating to dealing with clients
and potential clients
Whether a matter should be
referred to the Appraisal Institute
for peer review

2007–2009
2011

2010

Average Per Year

Total for
3-Year Period

2,762

2,573

2,169 per year

6,507 total

New Files Opened
2005–2009

Appraising in a declining market
REO/foreclosure assignments
Working with AMCs

2011

2010

145

150

Despite this generalized list, each inquiry
tended to have a unique twist, requiring
a tailored response.

Average Per Year

Total for
5-Year Period

207 per year

1,033 total

Closed Files
2005–2009
2011

2010

Average Per Year

Total for
5-Year Period

Educational Guidance

68

51

82

411

Educational Alternative Completed

5

3

4

18

Notice of Improper
References to Membership

27

15

21

107

Non-published Disciplinary Actions

5

6

6

30

Publishable Disciplinary Actions

2

4

3

16

Resignation/Failure to Pay
Dues/SPP/CE/Other Publishable Action

1

0

1

6

Resignation/Failure to Pay Dues
/SPP/CE/Other Non-published Action

15

20

21

107

Ethics—Closed with no action

9

11

17

86

Screening—Closed with no action

41

36

23

114

TOTAL

173

146

179

895

Outcome
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2011 revenue
Membership

54%

10,063,923

Education

32%

5,976,055

Publications

4%

859,965

Member Services

6%

1,021,888

Meetings & Conferences

2%

308,595

Communications

1%

224,129

Investment Return

0%

64,037

Other

1%

127,657

TOTAL

18,646,249

2011 Expense
Education

26%

4,529,901

Publications

5%

835,694

Member Services

9%

1,521,795

Professional Resources

11%

1,885,812

Communications

5%

827,627

Meetings and Conferences

1%

293,973

International

1%

261,622

External Relations

5%

789,983

Governance

7%

1,321,920

Management & General

30%

5,387,164

TOTAL

17,655,491
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Financials
COMMUNICATIONS
INVESTMENT RETURN

MEETINGS & CONFERENCES
MEMBER SERVICES
PUBLICATIONS

Membership

Meetings and Conferences

Revenue earned from
membership dues and fees.

Revenue earned from the Appraisal
Institute Annual Meeting and
Leadership Development &
Advisory Council.

Education
Revenue earned from educational
offerings held in both classroom
and online venues.

Publications

MEMBERSHIP

EDUCATION

Communications
Revenue earned from
communications activities.

Revenue earned from sale of
textbooks, guidebooks and other
formats.

Investment Return

Member Services

Other

Revenue earned from fees for
admissions processing and from
member benefit royalties.

Revenue earned from
advertising and other
miscellaneous programs.

Revenue earned from operating
and special reserve investments.

Percent of Revenue

MANAGEMENT
& GENERAL

EDUCATION

International

Costs incurred for development,
delivery and promotions of
educational offerings.

Costs incurred to reach
international audiences.

Publications

Costs incurred to promote
the Appraisal Institute members,
their designations and the
profession to the general
public, government entities
and allied organizations.

Costs incurred for development,
delivery and promotions of
publications.
PUBLICATIONS

GOVERNANCE
MEMBER SERVICES
EXTERNAL RELATIONS
INTERNATIONAL
MEETINGS & CONFERENCES

Education

PROFESSIONAL RESOURCES
COMMUNICATIONS

Percent of Expense

Member Services
Costs incurred for development
and delivery of admissions
programs and for marketing
efforts to recruit new members
and retain current members.

Professional Resources
Costs incurred to administer the
Ethics and Standards program.

Communications
Costs incurred to execute
communications activities.

Meetings and Conferences
Costs incurred to promote and
execute the Appraisal Institute
Annual Meeting and Leadership
Development & Advisory Council.
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External Relations

Governance
Costs incurred for the
organization’s governance
structure including Officers,
Board of Directors and
Committee functions.

Management & General
Administrative costs of
the organization including
Occupancy, Human Resources,
Legal, Finance, Information
Technology and Research.
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APPRAISAL INSTITUTE
Consolidated Statements of Financial Position
December 31, 2011 and 2010

Assets

(Restated)
2010

2011

Cash
Restricted cash
Reserve fund investments
Accounts receivable, net
Inventory, net
Prepaid expenses
Fixed assets, net
Other assets
Total assets

$

3,935,840
1,000,000
5,764,268
186,226
148,426
321,890
2,453,056
427,905

$

2,685,071
650,000
6,484,819
219,530
257,005
216,977
527,084
290,479

$ 14,237,611

$ 11,330,965

$

$

Liabilities and net assets
Accounts payable and accrued expenses
Deferred membership dues
Unearned registrations and subscriptions
Due to chapters
Capital lease obligations
Deferred rent credit
Tenant improvement allowance
Other liabilities
Total liabilities
Net assets
Unrestricted
Temporarily restricted

1,462,165
3,704,052
754,274
674,040
118,229
113,790
1,519,131
814,380
9,160,061

5,066,988
10,562

Total net assets
Total liabilities and net assets

5,077,550
$ 14,237,611
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1,214,428
4,175,357
400,351
659,604
67,401
792,032
7,309,173

4,011,230
10,562
4,021,792
$ 11,330,965

2011
APPRAISAL INSTITUTE
Consolidated Statements of Activities
Year Ended December 31, 2011 and 2010

Changes in unrestricted net assets
Unrestricted revenues
Membership
Education

2011

(Restated)
2010

$ 10,063,923
5,976,055

$ 10,209,418
5,598,519

859,965
326,478
695,410
308,595
224,129
64,037
127,657

1,016,097
373,919
581,844
347,026
214,137
107,091
158,005

18,646,249
65,000
18,711,249

18,606,056
106,983
18,713,039

4,529,901
835,694
1,521,795
1,885,812
293,973
827,627
789,983
261,622
1,321,920

4,577,843
887,565
1,901,117
1,900,559
573,496
804,298
836,128
219,328
1,835,470

3,782,233
1,604,931
17,655,491

3,705,023
1,593,220
18,834,047

1,055,758

(121,008)

Publications
Member resources
Professional resources
Meetings and conferences
Communications
Investment income, net
Other
Total revenues
Net assets released from restrictions
Total unrestricted revenues
Expenses
Programs
Education
Publications
Member resources and marketing
Professional resources
Meetings and conferences
Communications
Government and industry relations
International relations
Governance
General and Administrative
General and administrative
General overhead
Total expenses
Increase (decrease) in unrestricted net assets
Changes in temporarily restricted net assets
Contributions
Net assets released from restrictions

65,000
(65,000)

(106,983)

Decrease in temporarily restricted net assets

-

(106,983)

Increase (decrease) in net assets

1,055,758

Net assets at beginning of year, as restated
Net assets at end of year

(227,991)

4,021,792
$
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5,077,550

4,249,783
$

4,021,792
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Board of Directors

PRESIDENT
Joseph C. Magdziarz, MAI, SRA

PRESIDENT ELECT
Sara W. Stephens, MAI

VICE PRESIDENT
Richard L. Borges II, MAI, SRA

IMMEDIATE PAST PRESIDENT
Leslie P. Sellers, MAI, SRA

CEO, NON-VOTING MEMBER
Frederick H. Grubbe, CAE

Region I Chair
Audit Committee Member
Terry O. Bernhardt, SRA

Region I Vice Chair
Scott F. Biethan, MAI

Region II Chair
Robert D. Grace, MAI, SRA

Region II Vice Chair
Gail G. Hunyar, SRA

REGION III CHAIR
Detlef H. Weiler, MAI

Region III Vice Chair
Kern G. Slucter, MAI, SRA

Region IV Chair
Richard J. Murray, SRA

Region IV Vice Chair
James L. Murrett, MAI, SRA

Region V Chair
Gary S. Wright, MAI, SRA

Region V VICE Chair
Roscoe W. Shiplett, MAI

Region VI Chair
Russell K. Sterling, MAI

Region VI Vice Chair
Thomas C. Reynolds, III, SRPA

Region VII Chair
Robert E. Dietrich, MAI

Region VII Vice Chair
James L. Henderson, SRA

Region VIII Chair
MacKenzie S. Bottum, MAI

Region VIII Vice Chair
Edward W. Adams, SRA

Region IX Chair
M. Ralph Griffin, Jr., MAI

REGION IX Vice CHAIR
Sandra M. Winter, MAI

REGION X CHAIR
Joni L. Herndon, SRA

REGION X VICE CHAIR
Shawn E. Wilson, MAI

ASSOCIATE MEMBER
Shauna E. Elmer-Gehring, SRA

Audit Committee Chair
Eileen H. Lynn, MAI

Audit Committee Member
Jim Amorin, MAI, SRA

Audit Committee Member
John (Pat) Asay, MAI

Audit Committee Member
Michael J. Maglocci, MAI
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2011 EXECUTIVE STAFF

Chief Executive Officer
Frederick H. Grubbe, CAE
Chief Financial Officer
William T. Zimmermann
Marketing & Member Resources
Hope Atuel
Human Resources
Sheila Barnes
Communications
Ken Chitester, APR
Government Relations
& External Affairs
William Garber
Strategic Planning & Research
Bill Godden, MBA, PRC
Governance
Darlene Grass
Information Technology
Rick Hrubec
General Counsel &
Professional Resources
Jeff Liskar
Education Resources
Sue Siradas
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Chicago, IL 60606
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www.appraisalinstitute.org

