
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

What is the cost of becoming an NCPAC member?  $75 per year for general membership. 

What are the benefits of being an NCPAC member?  

Due to our sponsorship of The Appraisal Foundation and numerous members we have representatives 
at the state and federal level; 

We provide a copy of the Student Manual for the 7-Hour USPAP course to each member. 

We have a Peer Review Committee for assistance with difficult assignments and they can provide you 
with advice if you have to appear before NCAB;  

Via our local NCPAC chapters throughout the state, we provide opportunities to meet, learn from and 
discuss topics with other local appraisers in your area; 

NCPAC designated appraisers (CDA) can now be recognized through NAR with their designation as 
either a General Accredited Appraiser (GAA) or Residential Accredited Appraiser (RAA).  We are also seeking 
additional designation opportunities! 

NCPAC members can now post to a job board on the NCPAC Website if they are a trainee or appraiser 
looking for a firm to affiliate with or are a firm looking for a new candidate to add to their organization.  
Currently several positions are available! 

To contact NCPAC with any questions please email ncpac@live.com or visit us at www.ncpac.us and 
www.facebook.com/ncpac.us. 

1. PRESIDENTS CORNER:   
 

I am Dana Murray and will be serving as your NCPAC President for the 2020-2021 term.  Due to the current 
pandemic issues facing us we are not having any “in person” meetings right now.  I hope that as the year 
progresses we will be able to but we just aren’t there yet.  We are exploring the option of having some virtual 
meetings during 2021 and hope that we will be able to have a Live Conference during October 2021.   
 
I would like to appeal to all of you who are in a position to consider taking on a trainee.  We have had 
success in placing some trainees through our NCPAC job board but we currently have 20 trainees on our job 
board seeking a supervisor throughout the state.  I know that someone took the time to train and mentor each 
of us to enable our success in our chosen profession.  There are some very well qualified people with a 
wealth of experience seeking a position, please take the time to consider bringing them onboard! 
 
How can NCPAC better serve you?  Do you have ideas or recommendations to improve NCPAC?  I look 
forward to hearing them as we move forward! 
 
Dana Murray, CDA, RAA 
NCPAC President 2020-2021 
ncpacpresident@gmail.com 
919-887-8778 Presidents Line 
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2. APPRAISER NEWS:   

CDA designees will be given forbearance for the 2020 CDA training cycle and allowed to 
continue their designation through the 2021 conference. 
 
NCPAC is continuing to live stream and record the NCAB meetings for all appraisers who are unable to 
attend the meetings.  You can view the meetings on our NCPAC Facebook page, website and on YouTube.   
The next North Carolina Appraisal Board (NCAB) meeting will be 26 Jan 2021, 30 Mar 2021, 08 Jun 2021, 
10 Aug 2021, 28 Sep 2021 and 04 Nov 2021.  Meetings continue to be virtual with the continuing        
Covid 19 recommendations by NC Governors Office. 

The current appointees to the board are: 

David E. Reitzel, Chairman Conover 

Timothy N. Tallent, Vice Chairman Concord 

Claire M. Aufrance Greensboro 

Sarah J. Burnham Hickory 

Lynn Carmichael Arden 

Jack C. (Cal) Morgan, III Wilmington 

Viviree Scotton Chapel Hill 

H. Clay Taylor, III Raleigh 

Mike Warren Atlantic Beach 

NCAB OPEN FORUM POLICY 

The Appraisal Board will have a Public Forum scheduled for each Board meeting. To appear at the 
meeting, a speaker must:  

1. Name the speaker;  

 2. Identify if the speaker is appearing on behalf of a group or entity;  

 3. Identify the topic of the speaker’s comments;  

 4. Limit the comments to five minutes; and 

5. Make the request to speak no later than 5:00 pm on the Thursday prior to the Board meeting.     
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The Scope 
2. APPRAISER NEWS:  Continued: 

The speaker may not address any pending disciplinary matter or application.  

  If you are requesting that the Board take action on any issue or item, please provide a summary of the 
requested action in writing when requesting to speak or at the time of the presentation.  

 Board and staff members will not respond to the speaker during the comments, but may ask for 
clarification.    

 The Public Forum will be scheduled at the end of the meeting; however, it may be moved to another time 
at the direction of the Chairman.  

Speakers must maintain a professional demeanor and proper decorum during their comments.  Failure to 
do so may result in the Chairman terminating the speaker’s time for comment. 

AARO 

 The Association of Appraiser Regulatory Officials (AARO) Spring 2021 conference will be held 30 April -02 
May 2021 in San Antonio Texas.  We don’t know whether this will be a Virtual Conference or a Live 
Conference.  We plan to have NCPAC members participating in this either way.  Why is this important?  
Independent Appraisers from around the country are trying to ensure that our voices are heard and that 
the AMC and Lenders are not the only viewpoint being offered.   If you would like to register to attend 
here is the link!  

Association of Appraiser Regulatory Officials| Events (aaro.net) 
 
2021 NCPAC Conference:  
The 2021 conference is due to be held in the Western NC area and right now we are planning to 
have it in Cherokee NC.  We hope that we will be able to have a live/in person conference.  More 
info to come! 
 
2022 NCPAC Conference: 
The 2022 conference is due to be held in a more Central NC area, due to the planning that had 
already gone into the 2020 conference which had to be canceled it is most likely this is where we 
will be going. 
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The Scope 
 
3.  TIPS AND TRICKS:   

Did you know there is a group in NC that helps small businesses/entrepreneurs develop and build their 
businesses and they do it free of charge?  Check out the www.score.org website!  They will help you find a 
mentor if you want one or if you like to go it on your own you can also take a workshop or watch their live 
and/or recorded webinars.  This is not geared toward appraisers specifically but toward small businesses. 
See the following links!  

Live Webinars | SCORE 

Recorded Webinars | SCORE 

Courses on Demand | SCORE 

Small Business Resilience Training | SCORE 

 

IF YOU HAVE ANY TIPS OR TRICKS YOU WANT TO SHARE PLEASE EMAIL THE PUBLIC RELATIONS CHAIRMAN 
(Dana Murray – anchor.appraisals@morrisbb.net). 

4. APPS AND TOOLS  

FEMA Flood Maps. 

For those of you who don’t have a flood map service or only occasionally have this issue come up.   

Here is the link to the FEMA website to do an Address Search for flood zone map & zones, anywhere in the 
U.S.A.  You can also do a City, Place or Geocode (Latitude-Longitude). 

For those completing a search using geocoordinates, the values must be entered in decimal degrees 
format, starting with the longitude and then latitude. For example: -96.64908, 41.29299 

https://msc.fema.gov/portal/search?AddressQuery 

 

ARE YOU USING AN APP OR TOOL THAT YOU THINK WILL HELP OUT THE REST OF US, PLEASE EMAIL THE 
PUBLIC RELATIONS CHAIRMAN (Dana Murray – anchor.appraisals@morrisbb.net). 
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5.  MOBILE APPRAISING: Efficiency.   

Adding photos using your device’s built-in camera in Total For Mobile! 

With Total For Mobile, you have access to every photo page in Total’s library, including popular pages like 
the 6, 12 & 15 slot photo addenda!  You can specify which image goes on which page, even add your 
comments in the field making you more efficient and accurate.   

- Take as many photos as you need.   
- Rearrange photos by dragging and dropping (doing this while you are still in your mobile device is 

much easier and more efficient than waiting until you are back on your desktop). 

To add a photo to your report; 

1. In an open file, tap the Photos icon. 
2. The first (or most recently used) photo page will be displayed.  If your report contains no photo 

pages, tap +Add Page from the page selection drop-down menu at the top. 
3. With you photo page displayed, tap the camera or gallery button to add a photo to your report. 
4. Add Description and QuickNote details as needed. 

  

IF YOU ARE A MOBILE APPRAISER AND WOULD LIKE TO SHARE SOME HELPFUL INFORMATION THAT YOU 
THINK WILL HELP OUT THE REST OF US, PLEASE EMAIL THE PUBLIC RELATIONS CHAIRMAN (Dana Murray – 
anchor.appraisals@morrisbb.net). 

 

6.  Article: The Human Being Business By David Brauner, Senior Broker at OREP 
 
You’ve probably heard the expression that “no matter what business you’re in, you’re in the customer service 
business.” Well, after 25 years of customer service I’ll go one further to say that if you’re in business, you’re in 
the human being business. Here’s what I mean. Listening, being empathetic, giving your client the benefit of the 
doubt, understanding that you are the expert and not your client, are key, and it is your responsibility to both deliver 
the technical aspects of your job as well as to communicate it clearly in your report. If you want to be exceptional, 
you also need to do more: you need to anticipate what your customers may not know to ask. Why? Because if you 
fail to answer all the questions for your client, even the ones they don’t ask, you are likely to wind up with a 
dissatisfied customer, or worse, with a liability headache to deal with later. 
 
Scope of Work 
This happened to me recently. We were doing a small remodel project around our house. The arrangement we have 
with our contractor is that we supply the materials. Now I don’t know much about construction or building products. 
My wife handed me a request scrawled on a piece of paper with the dimensions for 24 boards for a backyard 
staircase.  
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6.  Article Continued: 

Face masks in place, as prescribed by local guidelines during this COVID pandemic, my wife and I went down to a “big 
box” home improvement store to pick up the wood, along with some other materials. I went to “Lumber” and 
handed the “specialist” the order, thinking that would be that. He looked at me like, “what are you stupid pal?” Well, 
maybe I am but instead of helping the “idiot” (me), they directed me to what was a long, slow customer service line. 
After waiting at a distance of six feet, when it was my turn, the person staffing the desk said they had the lumber in 
stock but that it would take a day to be “pulled.” I said I’d wait, but they said to come back the next day at the same 
time and the order would be ready. Now keep in mind that there is some urgency for these boards, as the 
contractor’s strong suit is not planning any aspect of the project ahead of time—he needed the wood yesterday. 
 
The next day I called the big box to see if the order was ready before heading down. No, it was not, they said. The 
next day I called again—nope, the order was still not ready. Really, I said? I was promised one day and now it is two 
days; could they check? Later that day, I did get a call: to come pick up my order? No such luck. No, the lumber was 
out of stock and they didn’t know when they would have more. Yes, they understood that when I ordered it two days 
ago it was in stock…sorry, they said. 

As an aside, during the visit when I ordered the lumber, my wife had looked for some very specific screws for the 
project to reaffix a metal railing into concrete. One of the customer service folks said they didn’t carry them. 

The prospect of shopping store to store during a pandemic (or any time) didn’t thrill me, so before I left I thought I 
would try to find the screws myself. I went to the fastener aisle and asked for the “expert.” He found the screws in a 
minute or two. I thought, how much did the first customer service person who “helped” my wife really care? 

Anyway, back to the needed lumber. I went home and called a small lumberyard in my town that I have driven by 
dozens of times but never patronized. There are other, competing big box stores near me that I’ve frequented over 
the years but for some reason, this local lumberyard came to mind. First, when I called, a human being answered the 
phone. They did not put me on hold or transfer me multiple times before I got an answer either. I started out by 
saying I didn’t know what I was doing and he took it from there. 

I told him the dimensions of the boards. He said, “You have three questions you need to ask your contractor.” You 
see, he understood that I didn’t know what I didn’t know—but he did. By being proactive, he reduced the chance of a 
wrong or incomplete order, extra expense for his lumberyard and a frustrated client (me). In your case, being 
proactive can mean gathering the information needed to get the job done correctly the first time and a happy, repeat 
client. More importantly, it reduces the chance of an unfortunate result that can lead to a dissatisfied client, and an 
increased chance of a state board complaint or worse.  

Do I need Pine or Doug Fir? Do I want the boards smooth or rough; pressure treated or not? Looking back, it would 
have been an absolute miracle if I had gotten what I needed at the big box store because they never asked any of 
these questions, and neither did my contractor specify. The representative at the lumberyard gave me an order 
number before I hung up. I got the answers from my contractor and called back. A different person answered. They 
looked up my order in about three seconds. I told him the missing information and he said it would be ready in about 
30 minutes…oh, and what is my contractor’s name in case he would picking up the order. He was picking it up. And 
the wood was less expensive than the big box. It went so smoothly I was nearly breathless! I needed more wood 
about a week later. Guess where I went? 
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The Scope 
 
6.  Article Continued: 

The local lumberyard is staffed by experts who asked me the questions I did not know to ask. That is a concept I try to 
instill in OREP staff. We are the experts, not the insured. The result was a correct and complete lumber order, a happy 
client and a return customer (me). In your business, it may mean a complete report that answers all the pertinent 
questions and serves its purpose. The CSR at the lumberyard really knew his stuff but did not make me feel dumb for 
not knowing mine. That’s another issue. There is no advantage to making someone else feel stupid or their life harder, 
especially a client. 

I don’t know about you but when I’m the expert in these situations—when the shoe is on the other foot—I get a great 
deal of satisfaction when my client is happy and their “problem” is solved efficiently. That is the best part of my job 
and always has been. In my case, it is when the insurance you all need is placed as smoothly and efficiently as 
possible. In your case, it may be the creation of a complete report which leaves no questions unanswered and serves 
its purpose to protect the interests of your client. 

Another thing to note about my lumberyard experience is that a human being answered the phone and they could 
help. I was not left on hold or routed through an endless phone tree or made to explain to three different people 
before I got to the one person who could help. At OREP we call this “first call resolution,” and we strive for it every 
time. We are fully automated online to quote and bind, but we also answer the phone when someone needs a person 
to resolve their issue. Most times (not every time, but most times), the person who first answers can help without 
having to direct you to your agent (who most likely is on the phone). You’re busy in the field and if the first person 
who answers your call can solve your problem, you don’t have to sit on hold or leave a voicemail and wait for a return 
call. If you’re like me, you want your issue resolved ASAP. And OREP enjoys efficiencies as well by not having to call 
you back, possibly missing you, and having to call you again. And on and on. OREP is happy and you are happy 
because we could answer your questions quickly the first time. 

I’m not discussing your technical prowess as a professional. You need that for sure, but it’s not enough. You need to 
know how to handle, or more accurately, how to treat people. If you feel uncomfortable or inept or clumsy at dealing 
with people, just treat them the way you would like to be treated and you will never go wrong. 

One more story. I use a CPAP machine for my sleep apnea, which by the way, eliminated my snoring. This was 
necessary if I did not want to sleep alone for the rest of my life. The CPAP machine requires distilled water, which isn’t 
so easy to come by in retail stores (and again, I’m writing this in the midst of the COVID–19 lockdown). I don’t like to 
shop even in the best of times. So for convenience, I have the distilled water delivered along with our bottled drinking 
water. Our water dispenser broke and we needed a new one. I called and ordered it. I was running low on distilled 
water so when I ordered the dispenser I made certain more distilled water would be delivered too. When the truck 
arrived, they had the dispenser but no distilled water. Now I KNOW I ordered the distilled water and was assured it 
would be delivered. No delivery would mean driving or calling around to various retail stores because I would soon 
run out. I could feel my blood pressure rising! 

The driver’s reaction was patient and kind. He stood his ground that the water was not included in his delivery order, 
but he didn’t respond to my heightened emotion by matching it. Rather, he diffused the situation with his low-key, 
friendly demeanor. He listened. And that made me listen and think. In a moment or two, I realized that maybe the 
water I ordered was coming but in a different delivery, later in the week with the water delivery. Sure enough, the 
delivery today was for the dispenser only. I realized that I misunderstood or assumed incorrectly. Now maybe it 
should have been clarified and underlined ahead of time by the agent who took my order over the phone—that my 
water was coming at a later date with my regular delivery. Maybe it was communicated to me but I wasn’t listening 
(boy, does that happen!). I’m not sure, but I apologized to the driver and thanked him. My water was coming without 
me having to shop for it and I was grateful. 
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. 6.  Article Continued: 

Humble and Kind 
So when I talk about this aspect of customer service, I’m talking about what can only be described as humility. To me, 
it means not automatically assuming you’re right and the other person is wrong; it means being aware of when you’re 
getting defensive and more concerned with being right instead of solving the problem. As the “expert” you carry more 
than 50 percent of the responsibility for clear and complete communication. It’s your job to have the technical 
expertise to do the job and also to communicate your results to your clients so they understand. As a side note, our 
personal lives are not so different. One of my octogenarian choir buddies, married 65 years, shared with me his take 
on why his marriage has lasted so long: “To make it work, you both have to give 65 percent,” he said. I was confused 
by the math at first, but I’ve matured since. 
In the professional world, it means fixing a client’s problem, not defending yourself. To be honest, one of our ex–
agents was not so good at this. They were a competent insurance agent and clients generally loved them—they had a 
big, fun personality. But when a “conflict” arose, it often escalated because this agent cared more about being right or 
appearing smarter, than about the person they were supposed to help. I was often called in to resolve the issue. While 
the customer was seldom totally right, they were almost never totally wrong. There was almost always something we 
could have done better. Maybe returning a phone call a little more promptly (this agent was not great at that either) 
or taking the time to figure out what the client was really asking for or really needed instead of just giving them the 
easy answer. Over the years, when I tried to debrief the agent about what I learned so that they could do better next 
time, it was obvious they had no interest in improving—just in being right. And wasn’t I a jerk for taking the 
customer’s side? As I say, they no longer work at OREP. Their insurance intelligence grew over time but their 
emotional intelligence never did, despite the example I tried to set. It was more important to be “right” than it was to 
solve a client’s problem—and that’s not right; it’s wrong. 

When I talk about “humility” as being an important attribute I mean putting the interests of the client before our egos 
and keeping an open mind about being able to do better. I suggest looking for any and every opportunity to improve 
professionally and personally. If you make a mistake, most people understand and are happy to help you—just admit 
it. But if you are condescending or insulting to them? Whew! Better look for another line of work. 

I used to hear a lot of complaints from appraisers about the lack of knowledge on the part of the AMC staffers. Many 
of the AMC staff were not appraisers—entry level admins in some instances, who were given authority to correct 
veteran appraisers about their work. Many appraisers couldn’t stand it and left the profession or abandoned AMC 
work. Many, however, learned to adapt and flourish. They chose to try to educate the AMC staffers when possible, 
and in so doing, probably earned themselves loyal clients, as well commanding higher fees and avoiding time–
consuming “call backs” to fix things that were not the way the lender wanted them. Satisfying the client, within ethical 
boundaries of course, offers another benefit: it will vastly reduce your liability. 

In conclusion, I would respectfully suggest that you not assume that your clients know more than they do and/or are 
not very smart. That’s a tricky balance—so here’s what I mean: 

1) Think about my lumberyard story: focus on solving the entirety of your client’s problem and not just what they ask 
for. Don’t assume they know more than they do. They need your help. And like me, your clients appreciate it and 
reward you with more business. And your job satisfaction will grow along with your bottom line. 
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6.  Article Continued: 

2) At the same time, when a problem arises with a client, don’t assume your professional status means that you’re 
always right and they are always “dumb.” If you think that way, it will be evident no matter how hard you try to hide 
it. Think about the water delivery guy. He was right and I was wrong and his patience and calm gave me the space to 
realize it. When something goes wrong, I suggest examining it with a mirror first, instead of a microscope. After all, 
we’re in the human being business. 

Re-printed with the permission of OREP and Working Real Estate Magazine Editor Isaac Peck. 

ARE YOU INTERESTED IN WRITING AN ARTICLE TO BE INCLUDED IN “THE SCOPE” AND SENT OUT TO ALL 
APPRAISERS IN NORTH CAROLINA?  IF SO, PLEASE EMAIL THE PUBLIC RELATIONS CHAIRMAN (Dana 
Murray – anchor.appraisals@morrisbb.net). 

7.  APPRAISAL CLASSES: 

Per the most recent Emergency NCAB meeting on 08 Oct 2020: 

Due to the current State of Emergency in NC until 31 March 2021 all schools may offer remote distance 
learning for both continuing education (CE) and qualifying education (QE) courses. 

MCKISSOCK - 800-328-2008 www.mckissock.com 

TRIANGLE APPRAISAL SCHOOL - 252-291-1200 www.triangleappraisalschool.com 

BRIGHTPATH - 800-268-6180 www.brightpathedu.com 

HIGNITE TRAINING SERVICE – 252-764-0107 - www.hignitetrainingservice.com 

APPRAISAL INSTITUTE NORTH CAROLINA CHAPTER - 336-297-9511 - www.ncappraisalinstitute.org 

APPRAISER ELEARNING – 615-965-5705 - www.AppraiserELearning.com 

8. NCPAC CHAPTER INFORMATION: If you have any interest in establishing an NCPAC Chapter in your area 
please contact NCPAC President ncpacpresident@gmail.com.  
 
All currently active NCPAC Chapters are requested to provide any information that is desired to be 
published in the Newsletter such as Chapter coverage areas, officers, contact information and upcoming 
meeting schedules to the Public Relations Chairman - 
(Dana Murray – anchor.appraisals@morrisbb.net). 
 
Southern Appalachian Chapter - Covers Macon, Jackson & Swain Counties in NC.   
Officers – President - Dana Murray, Vice-President Sandra Gibby, Secretary - Jen Pressley.   
All appraisers are welcome to our meetings.  Due to the Covid virus issues we have suspended our  
monthly meetings but hope to be able to begin meeting again in 2021.   
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9.  JOB POSTINGS:      
NAME TYPE SEEKING A LOCATION CONTACT INFO 

Necho 
Williams 

Trainee Supervisor 
Nash, Edgecombe, 
Halifax, Wilson, Wake, 
Pitt 

ndwilli6@ncsu.edu 

Jameka 
Jackson Trainee Supervisor 

Alamance, Durham, 
Orange, Wake 

jamekajackson92@gmail.com 336-417-
9333 

Efird 
Corporation 

Firm 

Licensed 
or 
Certified 
or 
General 
Appraiser 

NC & SC lnelson@efird-corp 770-331-0400 ext 21  

NC Realty 
Services 

Firm 
Certified 
Appraiser 

Robeson, Bladen 
Counties 

910-985-0282 keith@ncrealtysvs.com 

Shawn 
Paylor 

Trainee Supervisor Fayetteville paylor48@hotmail.com  

Jude T. 
Kiguli 

Trainee Supervisor Raleigh jude@judekinvestments.com  

Randy 
Jones 

Firm 
Cert/lic 
appraiser 

Triangle/Triad 919-609-8163 ranq@yahoo.com  

Julie Parker Firm 
Cert 
Appraiser Raleigh & Greenville 704-241-3485 jparker@valucentric.com 

Adrienne 
Fredrick 

Trainee Supervisor Fayetteville adrienne.fredrick0726@gmail.com  

Rhonda 
Folks 

Trainee Supervisor Louisburg 919-925-0820 folksrealestateappraisals@gmail.com 

David 
McCombs 

Trainee Supervisor 
Gaston or 
Mecklenburg 

410-241-9108 
davidjmccombs53@gmail.com  

Lauren 
Moschette 

Firm Cert 
Appraiser 

Mecklenburg or Union 
County 

704-560-7164 
lrresidentialappraisals@gmail.com  

Sathesh 
Singaram 

Trainee Supervisor 
Charlotte & 
Greensboro area 

920-944-4819 writetosathesh@gmail.com 

Jason W. 
Bowers 

Trainee Supervisor Triangle Area Jasonw.bowers45@gmail.com  
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The Scope 
 
9.  JOB POSTINGS:  (Continued) 

NAME TYPE SEEKING A LOCATION CONTACT INFO 

Brent 
Good 

Firm Cert Appraiser Charlotte areas 
803-448-5419 or 803-810-2454 
brent@piedmont-appraisers.com 

Rebecca 
Lee Trainee Supervisor/Firm Triangle Area 919-524-2374 rebeccamastlee@gmail.com 

Jennifer 
McGraw 

Trainee Supervisor/Firm 
Mooresville, Lake 
Norman or Charlotte 

704-996-4428 spivey.jen@gmail.com 

Vanessa 
Silochan 

Trainee Supervisor/Firm Southern Wake 919-518-7147 silochanv@yahoo.com 

Adonis 
Blue 

Trainee Supervisor/Firm RTP/Wake County 252-592-4230 nexxbluegeneration@gmail.com 

Scott 
Sullender 

Trainee Supervisor/Firm Raleigh area 919-614-1988 Sanford7@nc.rr.com 

Jessica 
Cataldo Trainee Supervisor/Firm Triangle/Triad 910-358-1216 jessicacataldo317@gmail.com 

Stokes 
Appraisal 
Service 

Firm Cert Appraiser Wake/Triangle admin@stokesappraisal.com  

Garrick 
Richardson Trainee Supervisor/Firm Charlotte area Farrick.richardson2017@gmail.com  

McNamara 
& Co 

Firm Cert Appraiser 
Wake, Chatham, 
Durham,Franklin, 
Granville ,Johnston 

919-329-2997 admin@valueabode.com 

Alan C. 
Sullivan 

Cert 
Res 

Firm Beaufort or Raleigh 919-601-0152 

Leonard 
Taylor 
Appraisals 

Firm Cert Appraiser Davie County Area 336-971-9382 

Vanessa 
Anderson 

Trainee Supervisor/Firm Raleigh 919-219-3483 Vanderson4818@gmail.com 

Rakesh 
Sethi 

Trainee Supervisor/Firm Triangle/Triad 919-946-8008 Rakesh.sethi66@gmail.com 

Thomas 
Harris 

Firm Cert Gen Appr Charlotte admin@tbharrisjr.com  

Michael 
McClam 

Trainee Supervisor Brunswick Area mikefmcclam@aol.com 

Justin 
Sonner 

Trainee Supervisor Pittsboro 919-521-3738 justinsonner@gmail.com 
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The Scope 
9.  JOB POSTINGS:  (Continued) 

NCPAC members can now post to the job board on the NCPAC Website if they are a trainee or 
appraiser looking for a firm to affiliate with or are a firm looking for a new candidate to add to 
their organization.  Do you have a position to fill?  Are you looking for a new challenge?  Do you 
want to put your position on the site and have it included in “The Scope”?  Go to the NCPAC 
contact us page - www.ncpac.us/contact-us.html 
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