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For this paper:

Appraisal or Valuation Is:
A formal Market Valuation appraisal assignment



1. To be paid the final invoice for your appraisal
assignment:

a) Do not give your client a market value that he
does not want to hear.

or

b) Screen your clients well.

(Hopefully you willlike yourself better ifyou don’t go
OVEr to the dark side)


Presenter
Presentation Notes
Determine whether your prospective client seems willing to pleasantly accept that the mineral deposit that he has been promoting unsuccessfully for 20 years might only be worth 2% of what a geologist once gave it, even though the commodity price is now 10-fold higher.


2. Double your rates, then require 50% be
paid up front. (per S. D. Olmore)



3. If you are not having trouble collecting the final
payment on 30% of your appraisals, you are:

a) generally contracted by the government
or

b) not telling the truth
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Presentation Notes
That is, either to us or in your valuations

Corollary: He who gives the high value gets paid


4. An interview with a potential client is your time
as the minerals appraiser to interview your potential
client

Do you really want this assignment and this client?
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Presentation Notes
It is your opportunity to determine whether you feel comfortable providing your services to that client.
Will he pay your last invoice?


5. If the mineral deposit is worth that much, why
hasn’t it already been mined out?

Always ask this If you hear a high value
expectation, particularly during your interview


Presenter
Presentation Notes
You should ask this in relation to any inquiry you receive pertaining to appraisal of any undeveloped mineral property for which a large valuation is mentioned.


6. Beware of pre-existing stratospheric valuations

[T you are honest, you will waste a lot of time
pursuing those appraisal contracts and rarely receive
one, or worst, get one of the contracts and not be

paid you last invoice.
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It is amazing the value that can be attributed to a cubic mile of Utah desert rock, assuming every element can be separated into its pure elemental form.


/. The appraisal will always take 50 - 100% more
time than you budget

... particularly If you use transaction comparisons
properly and are honest



7b. If you budget 50% more time for the next
appraisal, it will still take 50 - 100% more time than
you budget.
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8. An undeveloped mineral property Is substantially
harder to appraise than a smoothly operating mining
property worth 100-fold more

But, It Is much more intellectually challenging to
appraise the undeveloped property, despite likely.
being paid much less for your masterful analysis
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9. Don’t plan a vacation during the end of year
holiday season.
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Presentation Notes
Otherwise while traveling you will be completing the report that’s due by end of year, plus trying to complete your continuing education requirements on-line.


10. Don’t plan a vacation during the year.

If you do, book accommodations with a separate
room for you to work in during the night while your
family or partner sleeps.
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Presentation Notes
Also, assure that your partner will do lot’s of the driving, because you will be too tired or working,
and, does not mind stops to assure good cell phone reception.


11. Schedule the travel dates for your dream
vacation to be before your next scheduled court

testimony.

Otherwise, when the trial I1s postponed or continues
for weeks beyond its schedule, you will be
subpoenaed to appear during your vacation
schedule.
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Give the example of the lawyer burning his family vacation to China


12. Don’t even try to convince your partner or
family that visiting quarries and mining properties
during vacation travel can be exciting.
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Presenter
Presentation Notes
Take it from me, it does not work.


13. If you travel extensively internationally,
maintain a very good cell phone plan for voice and
data.
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Presenter
Presentation Notes
Don’t swap chips, unless you really don’t want your clients to reach you.


14. When leaving on vacation, assure that you have
your recent reports and work files on your laptop

... and that you do take your laptop with you,
despite family or partner complaints

T'o assist a client Wwho may phone you: In CrisIs.

Tio prepare during the return travel for a newly scheduled
deposition.
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15. Don’t make reservations to go to the PDAC
convention in Toronto more than once per 3 years.

You can’t get there more often.
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Presenter
Presentation Notes
More often than that, I find that I have to burn them due to appraisal contract demands.


16. When you reappraise a mineral property you
previously worked on, you should learn what things
you got wrong the first time.

I you don’t, you are not digging deep enough.
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17. Beware of attempting to update another minerals
appraiser’s appraisal.

Likely little work will be transferable

The philosophical differences in our work are
frequently huge
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18. Beware of attempting to update one of your
own minerals appraisals

It will probably take much more work than you
expect.
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19. Beware of conservation easement appraisals for
mineral donations

If the economics of the donation make sense,
something Is probably wrong.

Just because 80 out of 80 professionals use only the
Income approach to appraise the value Before
Donation does not prove that is how the
conservation easement should be appraised.
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20. Be cautious of working under a Certified
General Real Estate Appraiser

Interview that appraiser before accepting the
arrangement

Will he respect your work or change it?

After he sees the complexity of your work, will he still
be willing to take responsibility for it by signing the
report that includes it?
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21. Be aware that opposing attorneys will take your
satirical comments from your papers and
presentations and use them out of context against

you In a trial.
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