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PREFACE 

The following Oral History is the result of a recorded interview with Brandon Boudreau conducted by 
Carolyn Chen on March 23, 2022. This interview is part of the Bass Connections American Predatory 
Lending and the Global Financial Crisis Project. 

 
Readers are asked to bear in mind that they are reading a transcript of spoken word, rather than written 
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Transcriber: Sarah Walker    Session: 1 
Interviewee: Brandon Boudreau      Location: By Zoom 
Interviewer: Carolyn Chen    Date: March 23, 2022 

Carolyn Chen: I'm Carolyn Chen, an undergraduate student and member of the Bass 
Connections American Predatory Lending and the Global Financial Crisis team, 
and it is March 23, 2022. I'm currently in Durham for an oral history interview 
with Brandon Boudreau, the Chief Operating Officer at Valuation Link and 
Metro-West Appraisal, who has joined us via Zoom. Thank you for joining me 
today. 

Brandon Boudreau: Happy to be here. 

Carolyn Chen: I'd like to start by establishing a bit about your background. In the context of 
your education and work life, when and how did you first become involved with 
residential real estate appraisal? 

Brandon Boudreau: It goes back to my childhood. I'm forty-three currently, but I'm in my thirtieth 
year of doing this. My dad and brother were both appraisers. They got me into 
the business. I started helping them as a first job, even when I was thirteen. 
When I got my driver's license, I started going around and helped look at 
properties, get photos, things like that. I attended college for a few years, kind 
of bounced around majors trying to figure out what I wanted to be and knew I 
was going to eventually end up in this role. So, I went and got licensed and [got] 
my experience credits when I was about twenty-one or twenty-two years old. I 
became licensed and certified in 2008. I've held a lot of different roles in the 
industry as an appraiser, starting out as an apprentice doing the very menial, 
tedious things of appraising, all the way up to currently managing the largest 
staffed appraisal company in the country and starting my own appraisal 
management company in 2011—both of which were actually just acquired two 
months ago. 

Carolyn Chen: How would you characterize the state of the real estate market when you first 
got started? 

Brandon Boudreau: When I started—well, we’ll leave the child labor stuff out of it. Starting as an 
adult, we’ll fast forward to the early 2000s, pre-crisis. The market was great. It 
was part of the reason I wanted to be an appraiser and be in real estate. It was 
because there was so much opportunity, and it was so hot, so to speak, 
between 2000 and 2006. We never thought we would see interest rates that 
low. It was a perfect storm. Obviously, credit availability was easy, too easy as 
we see, and there was an abundance of volume and great interest rates and 
balanced supply and demand. It seemed like a great market. I started out in 
Arizona, which was a big growth area. I came back to Michigan where I was 
originally from, and even in Michigan, things were going really great. It was a 
"Goldilocks" moment in time for real estate. 
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Carolyn Chen: As an appraiser, to what extent did you pay attention to what the mortgage 
market looked like from the perspective of buyers and sellers? 

Brandon Boudreau: As an appraiser, you focus a lot on the mortgage market, obviously. If we are 
looking back at that time, obviously everyone's key focus was on mortgage 
applications—still something that's very critical to appraisers because for most 
appraisers, that's the bulk of the work and volume that they are going to get. 
[They] come from traditional mortgage markets. There are obviously niche 
industries within the appraisal space where people aren't reliant on mortgage 
applications to do what they're doing, but by and large, most appraisers are 
looking at mortgage applications. As we learned, those appraisers who had 
business with defaults and servicing fared much better in the collapse than 
those who were strictly focused on origination pre-crisis. 

Carolyn Chen: How would you characterize the state of the mortgage market when you first 
got started? Who were the main players and products you would have been 
aware of as an appraiser? 

Brandon Boudreau: It was very dominated by large banks and brokers back then. Appraisal 
management companies really didn't exist. They didn't have a foothold in the 
industry. There were a few. There's always this misconception that appraisal 
management companies were invented in 2010 when that's not totally 
accurate. There were a few of them back then, but largely, to get work, you 
needed to have relationships with brokers who were kind of a good niche for a 
lot of people—small, regional lenders—but it seemed like the broker market 
was very, very strong then. And that's where a lot of appraisers were getting a 
lot of the work from. 

Carolyn Chen: …In general, as an appraiser, what were you looking at when you were 
appraising a home? Did you see a change in the homes you were appraising 
over time? And if there were, did you perceive that to be related at all to 
changes in the mortgage market? 

Brandon Boudreau: The way I looked at homes, and I think all of my peers, or most of my peers, the 
consensus has always been very consistent. We've always viewed ourselves as 
the referee in the game: an unbiased, impartial person to come look at what I 
call really the meat and potatoes of properties. The main importance: the 
location—location, location, that old saying—square footage, quality of 
construction, condition, main amenities, and then looking at the other aspects 
later. But appraisal markets and appraisals are always driven by retroactive 
sales, and that's where a lot of the weight is given. Recent comparables and 
sales nearby are what drive appraisals. I've always contended that I think active 
and pending markets should carry a little bit more weight, but I think in general, 
appraisers are probably too reliant on most recent sales and proximate sales. 

Carolyn Chen: …As an appraiser, what sort of relationships would you have with buyers, 
realtors, mortgage brokers, lenders, or management companies…and did that 
change over time? 
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Brandon Boudreau: Yeah, it's completely changed. In those days, the 2000 to 2010 range, your 
relationship as an appraiser would largely be with banks and brokers. If you 
were linked in with some of the larger AMCs [appraisal management 
companies], the early adoption AMCs, I would call it, like the LandSafes 
[LandSafe Appraisal Services] and RELS [RELS Valuation], people like that, or 
some of the bigger bodies that were pushing more volume, you would maintain 
a relationship with them. Not buyers so much, but builders and developers.  

You would get in with a builder who was working with a lender and hopefully 
understand the project and the financing needs that were going along with it. I 
know that was always [something]. A lot of the business relationships I focused 
on in those years were knowing the builders and the lenders that were 
associated with them. Typically, a builder will have a model with an in-house 
lender. Obviously with Dodd-Frank [Dodd-Frank Wall Street Reform and 
Consumer Protection Act] all of that changed and didn't allow for brokers to 
order their own appraisals. That's when you saw the birth and the explosion of 
the AMC market. So that's completely changed.  

If you're an appraiser between 2010 and 2022, and I'm talking once again, just 
to put the disclaimer out there, the majority of appraisers are working in the 
residential mortgage market. I'm not talking about commercial. I'm not talking 
about assessing and tax appraisals or the more niche channels like servicing and 
default. Your relationships now are almost exclusively going to be with appraisal 
management companies or with lenders who order direct and don't outsource 
that management, or [you might] be engaged in and visible within different 
technology platforms that service the appraisal industry. Those didn't exist back 
then. Those were not a way to get work. Now, there's several out there that are 
online marketplaces where you can be engaged. 

Carolyn Chen: In the 2000s, then, would appraisers typically be finding business through 
referrals or other forms of marketing? Or some other method? 

Brandon Boudreau: Yeah. I mean, you wanted to make friends with everybody in the industry even 
though you were still—if you were doing your job right—potentially the bad guy 
to their entire deal. You wanted to be friends with mortgage loan officers 
because back then they could order from you if they liked you. “Brandon's a 
good appraiser in the Detroit market. I do loans in the Detroit market—I'm 
going to use Brandon. When my customer comes in, and they need an appraisal, 
I'm going to call Brandon.” You had these direct relationships with loan officers. 
You had direct relationships with a lot of realtors too because there was a lot 
more contact between the appraisers and the realtors, probably more so than 
there is now. And so as long as you were professional, you would maintain 
relationships. But the loan officers were really more key, or mortgage managers 
within a brokerage or a regional lender. 

Carolyn Chen: I know you mentioned that with Dodd-Frank things changed pretty dramatically 
after 2010. In general, did you notice any challenges or benefits that came from 
that change if you had to compare the time periods and their differences? 
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Brandon Boudreau: Challenges and benefits for who? Or just across the board? 

Carolyn Chen: Across the board or for appraisers in particular. 

Brandon Boudreau: For appraisers, it alleviated all of the pressure. There absolutely was value 
pressure before Dodd-Frank. If loan officers are calling an appraiser, it was 
rampant to say, “Hey I've got a borrower here, and we need $200,000 to make 
the loan work. If you could get the appraisal at $200,000, I could make the 
loan.” Now, if an appraiser went out and committed fraud or was negligent and 
said, “The house was only worth $180,000, but I'm going to call it $200,000 
because I want to keep getting business from this loan officer,” that obviously 
caused a lot of problems.  

The advantage for the appraiser was now you had this wedge where the law is 
in place that anybody involved in mortgage production, anybody that's going to 
profit off of that loan, can't order the appraisal, can't have direct contact with 
you. It has to be filtered. Even if it's filtered internally at the company, which is a 
little gray. It allowed appraisers—I think all appraisers felt—I mean, obviously, I 
never committed fraud once. But I heard those calls, and I heard those things all 
the time. You had to be very delicate on how you responded to it. “Look, I'm 
only going to be able to appraise whatever I can defend.” That was always my 
answer. “I can only appraise what I can defend. It is what it is. But if you have a 
problem with it, we'll work through the problems. If it's low, I'll explain why it’s 
low, but I'm not going to risk my license and my career so you could get one 
loan done.”  

And the good clients understood that. I'm still friends and doing business with a 
lot of them here twenty years later. And they appreciated that, but certainly 
there were loan officers who didn't care about that. They needed to close loans. 
They needed to hit numbers. They wanted to make money. I'm going to call the 
next appraiser who's going to go ahead and help me. 2010 put a wedge in that.  

How it hurt appraisers was that you then had all these appraisal management 
companies spring up overnight and create a brand-new business model and go 
to these banks and lenders and say, “Hey, legally, you can't talk to appraisers 
anymore. We can. We created a business model that allows you to do it. You 
come to us, and we'll go to them.” Well, the bad guys would still allow that 
communication to flow through. So, there was still pressure on appraisers—a lot 
less, but it was still there. The fees to the appraisers got obliterated because the 
consumer is still paying the same thing, but now you've got a middleman taking 
part of that fee. And what really became important was who's the cheapest 
appraiser out here.  

 And after the collapse of the housing market, you had a lot less volume. You had 
a lot of desperate appraisers out there who needed to feed their families. They 
were all making great money up until 2006. Then the market dried. Then they 
passed the law where groups could come in and take part of the fees. So now 
you've got a bunch of starving appraisers from 2006 to 2012, and you've got 
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desperate people that were slashing their fees in half and doing whatever they 
[had to] do. So those were really hard times for appraisers from 2006 to 2011 
and 2012, until I think things normalized. So that was a big disadvantage.  

And I think it took a while. We are into year twelve of Dodd-Frank, and I would 
say if we cut it in half, I think the first six years things had to sort out. There 
were a lot of AMCs that came into the space with bad intentions. And I think the 
majority, if not all of them, have been shaken out. Now I think you're in a place 
where they really are professional organizations. They really are trying to make 
the appraisal process better, bring in new talent. The future of appraising and 
where appraisal managements are in 2022 is vastly better and different than the 
cash-grab days of 2010 when everybody was an AMC. 

Carolyn Chen: …When you mentioned that the pressure was stronger before 2010, to do an 
accurate appraisal, you mentioned you have to look at comparables. Did 
pressure across the industry affect your ability to accurately look at 
comparables and make those decisions about a particular home that you're 
appraising? 

Brandon Boudreau: No, I wouldn't say the pressure had any effect on the comparables. The sales 
were sales. The problem with the real estate data at that time was there was so 
much speculation going on: rapid rising real estate values. People who shouldn't 
maybe even own one home owning three homes or four homes and being in no 
leverage and no skin in the game. And the people writing the loans—no skin in 
the game. So, you had this flipping of houses [that] was really big then and kind 
of freewheeling then. The problem with it was there were so many sales that 
were speculative. To benchmark them as current market was very, very tough. It 
was very tough to sift through that, but I wouldn't put that on pressure from the 
loan officers. I would put that on the complete lack of care and concern for 
proper diligence on lending.  

As an appraiser, it sounds pretty easy for me to point the finger at the bank for 
that collapse, but it really was. Sure, there might have been some appraisers 
who were making deals, reconciling their values a little high to make deals work. 
But by and large, lenders giving out zero down [down payment] loans on 
vacation properties to people with no credit verification, no employment 
verification, credit scores, whatever, just tell me what it is. All of those loose 
lending requirements are really what it was about, and then everyone passing 
the bag when they were securitized. As you know better than me probably, but 
all of it being handed up the chain to the insurers and the same insurance 
people insuring all of it is really what flattened it all out. I wouldn't put the comp 
[comparables] pressure on loan officers. That was definitely just the frenzy of 
the market. Something similar to what you're seeing now where people are 
willing to pay well over whatever something's worth. The data today is very 
difficult because of the lack of inventory. 

Carolyn Chen: To what extent, if at all, then did figures within the appraisal industry express 
concerns about the changing nature of credit extension during the 2000s? And if 
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there were concerns, did those lead to any significant debates or changes in 
business practices? 

Brandon Boudreau: No, the problem with the appraisal industry is it's very fragmented. There were 
no very large organizations speaking on behalf of the appraiser. Sure, there's the 
Appraisal Institute, great organization, but that's really an educational group. I 
know they've gotten involved in policy and have a small policy department but 
there's no union, so to speak. There was no centralized voice. And even to this 
day, I'd put the number at 90-95% of appraisers are independent contractors 
working out of their house. They're onzie-twozies, all working from home. As we 
say, working on an island, not really knowing what their peers are doing and no 
megaphone. 

There's been other associations that have popped up and state coalitions of 
appraisers that were very popular in the early 2000s. I think those have lost a 
little bit of steam but there's been some good ones that have done some great 
work. The National Association of Appraisers—I have some colleagues that are 
on the board there. I think they're doing great things and have cares and can 
express the concerns of appraisers. The Collateral Risk Network is another one 
I've been a part of for a long time. It's made up primarily of chief appraisers of 
most of the major banks and lending institutions and appraisal management 
companies. We meet quarterly, and I think that's really helped us have open 
discussions and things like that. But prior to 2010, I don't, and maybe I was on 
an island, but I don't recall a big push for appraisers having any voice with 
anybody about what was going on. 

Carolyn Chen: For some of the associations that you've mentioned being involved with, did 
your involvement with them start later or were any of these trade associations 
or advisory councils things you already had some involvement with in the 
2000s? 

Brandon Boudreau: No, I got involved with those post-crisis. I didn't get involved with the Collateral 
Risk Network until 2009, I believe. I don't know that they were around much 
before that. The other associations I talked about weren't created until after 
that crisis, like the National Association of Appraisers. I know I tried to start one 
with a few other people that never got off the ground in 2007 or 2008 when we 
saw some of these concerns. But like I said, it was very hard to get [started]. You 
basically had to go door-to-door to each individual appraiser and say, “Hey, 
here's what we're trying to do. Do you want to be a part of it? Yeah? Okay. Well, 
I'm going to call the next guy in your town.” And there's 40,000 people on the 
list. It was very hard to organize—essentially 40,000 people out of their 
basements spread out across the country with no technology back then.  

Now, it's much easier to find them all. They’re cataloged. The ASC [Appraisal 
Subcommittee] tracks them better now. So, no. Short of the International 
Association of Fee Appraisers [International Society of Appraisers] and the 
Appraisal Institute, I don't know of any organizations that really existed at a 
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national level at that time. And if they did, I certainly didn't hear from them as 
an appraiser or have any input or feedback. 

Carolyn Chen: You mentioned the Appraisal Institute had a small policy branch. As an appraiser 
in the 2000s, would you have any kind awareness of what elements of policy 
they would've paid attention to? 

Brandon Boudreau: No, you would've had to have been a member of the Appraisal Institute to even 
be privy to some of that. I think the information sharing at that point was 
lacking. Like I said, it's much better now. I don't want to offend my friends at the 
Appraisal Institute. I think their motto and their mission has adapted and 
changed over time, and I'm not an expert on that organization. So, if you're 
interviewing someone from them next and they come in and say, “Wait a 
minute, we had fifteen papers and all of these things come out,” and I just 
wasn't paying attention—that's very well possible. 

But, the fact of the matter is, I did know a lot of appraisers in the 2000s, and 
certainly if there was some kind of movement for change, we would've all been 
on board had we even known about it, but I wasn't aware of any centralized 
group. We always kind of joked that the appraisers really did need to form some 
kind of union so we could have a voice, so we wouldn't be battling against each 
other so hard, that there were a lot of bad eggs in the industry, and we wanted 
to thin those out. But because it was so fragmented, it's very hard to identify 
who they were. It wasn't like this organization does things right, and this one 
doesn't wrong. It's thousands of little one-offs. So, it was hard to catch the bad 
guys, so to speak. 

Carolyn Chen: …Was it common for appraisers to be paying attention to changing state or 
federal legislation that might concern appraisals or mortgage lending, or was 
that harder when the industry is more fragmented? 

Brandon Boudreau: It's harder when it's more fragmented. I think appraisers, certainly at that time, 
were more focused on any changes in the appraisal industry, not necessarily the 
mortgage industry. We have enough regulations to cover and make sure we're 
meeting USPAP’s [Uniform Standards of Professional Appraisal Practice], always, 
first and foremost for appraisers.  

I know in the state of Michigan, and I think in most states, every continuing 
education cycle, to keep your license active, you have to take a state law class. 
So, anything pertinent to appraisers, they were getting updated then. We were 
always on top of anything that was changing from an appraisal perspective. That 
was well-communicated through the education channels. So, I think the 
excessive continuing education that appraisers have to endure does actually 
work in that regard. USPAP—as boring as those updates can be, are really 
helpful when you take those classes every two years. I think appraisers were 
very up to date. And I think as an industry, we did a great job even then saying, 
“I'm an appraiser. Here's what we need to do.” 
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But lending requirements, stuff like that, I think the more nuanced appraisers 
were following mortgage markets and trends and maybe calculating that risk on 
their own. We certainly had different buckets of lenders, and we would know if 
someone was, for lack of a better word, shady—that we would kind of avoid 
their work. If we knew there was—how do I say it? I don't want to say fraud but 
very loose lending standards and things like that, we would avoid it.  

Anecdotally, I remember a lender had reached out to me and said they had a 
bunch of properties they wanted me to appraise. I looked at the street, and 
shockingly, I found a bunch of comps [comparables] right on the street. And I 
said, “Wow, this is going to be easy.” And then I did some digging on the comps, 
and they were all owned and sold by the same person. He was just kind of 
creating his own market, and I immediately pulled out of it. But right there—I 
pulled out of it. I said, “I can't do it. There are ten sales on the street. You guys 
created your own market. I don't know who the buyers are. They're all different 
buyer names but it's the same seller. You keep buying and selling every house 
on the street or something. That's not normal.” But the next appraiser behind 
me may not have dug that deep and did the appraisals. And there you go. 

Carolyn Chen: …In general, what did regulation or licensing look like for your industry when 
you first got started, and did those practices change between then and the lead-
up to the crisis? 

Brandon Boudreau: Yeah, it did. It got more stringent after the collapse. In 2008, they did react 
pretty swiftly on that and raised the bar on what it took to become an appraiser. 
Probably too high at the time because when the mortgage market came back in, 
we’ll call it 2012 and 2013, when that first refi [refinancing] boom came back 
post-crisis, there was a shortage of appraisers, and there still is today in real 
markets. And there's definitely a shortage of good appraisers in the country. I 
think the bar was raised too high. The pendulum always swings a little too far 
when you're reacting to something, but they did react. The bar was raised in 
terms of education requirements, hours needed. I think they were a bit more 
skeptical and did a lot more due diligence on appraisers applying at the state 
level. That was a good thing. But it went a little too far, and now we're reacting 
to it in the last couple years and lowering the bar again. So, we'll see how that 
affects things in the future. 

Carolyn Chen: …Over the last decade, we've seen a number of different narratives emerge to 
explain the financial crisis. How do you understand what caused the crisis? 

Brandon Boudreau: …It was extremely low requirements to get loans. Complete disregard for safety 
and security at the lending level during those years. I don't know how anyone 
else could really argue that. I think everybody shared a little bit of 
responsibility—appraisers working directly with people involved in the loan, 
certainly a problem. But I don't think it was overvaluation that was the issue. It 
was people defaulting on their properties because they shouldn't have owned 
those many properties, and they had no skin in the game. If you're putting zero 
down on a home—hey, why not? You'll lend me the money, I'll rent it out, or I'll 
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try to flip it. Oops. I can't pay for it. Okay, too bad. So, way too much speculation 
and way too much greed trying to hit numbers for big lenders. That to me is 
clearly what caused it. 

Carolyn Chen: To what extent do you see your personal experience as adding something 
important to understanding what happened in the run-up to 2007 and ‘08? 

Brandon Boudreau: It's been a very interesting twenty years because being in the industry pre-crisis, 
during the crisis, and post-crisis, I've really seen how things can work and what 
works and what doesn't. I see some things now kind of sliding back to pre-crisis 
days. And so, those are concerning when you start seeing very low down 
payment requirements and things like that.  

There's a whole new set of issues now that I've never dealt with. The housing 
affordability has never been this bad. Inventory's never been this low. There are 
much bigger problems facing housing now that we haven't seen in twenty years. 
But I think it's important, obviously, to share the history of it. You don't want to 
repeat the same mistakes. We try to manage our organizations with that in 
mind—in understanding that real estate's cyclical, and these types of things are 
just going to repeat themselves if we're not careful. 

Carolyn Chen: Looking back on the crisis over a decade later, what do you see as its most 
important lessons for appraisers, policy makers, or other members of the real 
estate industry? 

Brandon Boudreau: …I think the most important lesson for appraisers is that they are really the last 
safeguard against bad lending practices. They really are the last check. I alluded 
to that at the beginning: we are the referee in the game. And so, you have to 
make the calls when you see them. You have to be impartial and say, “Hey, even 
though this buyer wants to spend way more than what the house is worth, and 
you're happy to give them the money because you want to hit your loan thing, 
you're asking me to agree to it essentially, and I can't. This home is not worth it. 
Just because there's a frenzy, this is an outlier.” Let the lenders and everyone 
else make those decisions. I think the most important thing was for appraisers 
to realize that they're impartial. They're not part of the lending process for 
lenders. I think the last thing they want to do is go back to the pain that they 
had to through 2006 and 2011. There was a lot of blood in the streets for them 
as well, obviously, with the biggest organizations all getting taken out. They're 
no longer here after being around for 100 years. I think they want to be very 
mindful. 

I think as an American, it felt great knowing what quality loans were coming out 
after Dodd-Frank. I think Dodd-Frank went great. The high standard of loans and 
quality that Fannie [Federal National Mortgage Association] and all of them 
were ensuring. Four of those five years out of there was comforting. And seeing 
that slip a little back—we haven't got into it with waivers and appraisal waivers. 
I don't know if you are touching on that in this, but there's new things 
happening that remind me of poor practices from before because you have 
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people thinking they have the data now, and they're solely reliant on data. I 
think there's a lot of bad loans out there right now because of these appraisal 
waivers in the last couple years. So that's something they didn't learn. But that 
wasn't really something they practiced back then, but it's going to be the next 
wave of problems in my opinion. 

Carolyn Chen: Would you want to get into a little more about the waivers or about bad data 
back then and now, like you just mentioned? 

Brandon Boudreau: I don't think it was bad data that caused any problems back then because I don't 
think they were relying on data. They just wanted a rubber stamp. Will the 
appraisers sign off on this or not? If not, find appraisers who will. That's what 
the bad guys were doing. That's what was happening at Countrywide 
[Countrywide Financial] and places like that. Find the appraisers to rubber 
stamp these values and give out any loan to anybody that'll take it. Let's go to 
the moon. So, I don't think they were even looking at data back then.  

Now, the GSEs [government-sponsored enterprises] created this data mining 
portal. So, all of the data comes in, which is great, and they're able to look at it. 
It's a wonderful tool for fraud detection, for seeing what appraisers are 
manipulating appraisals to make those numbers work like back in the old days. 
It's probably one of the best safeguards against bad appraisals that you could 
have because they're able to see what all the appraisers in the area are saying 
about certain properties…Let's say there are nine appraisers looking at a 
property, and the house was 1,200 square feet, and the tenth appraiser says it 
was 1,800 square feet. Well, that'll trigger in their system. And they'll say, “Wait 
a minute, ten appraisers looked at this. You're the only one saying it's 600 
square feet bigger. Throw up a red flag and fix this.” Wonderful tool—makes 
sense. It runs off of appraiser data. The only way this system works is more and 
more appraisals getting put in. Well, they're using it and saying, “Look, if we 
have enough data on the subject property comparables in the market, the 
consumer won't have to get an appraisal. That’ll save the consumer some 
money, speed up the process,”—which I've yet to understand why that is so 
critical when loans take thirty to sixty days to close, and appraisals take ten to 
fifteen. It's usually pegged on the appraisal taking too long, but maybe someone 
can explain to me why that's such a big issue, but from a safety perspective, it's 
not.  

 Anyway, they're offering these waivers when they feel they have good data. 
They're saying, “Carolyn, you want to get a loan? Well, guess what? Congrats. 
You don't have to pay your $500 appraisal fee. We're going to get you a waiver 
because your neighbor paid her $500 appraisal fee, and your houses look very 
similar, and we think you're fine in this credit mix and whatever. We're good 
with it. We'll do it.” The problem is no one's verified your house. Your house can 
be a total dump inside, or your house could be wonderful inside and be worth 
even more, and maybe you should get a lower rate. Either way, you have no 
certainty of what your home's worth, the largest investment in most people's 
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lives. So, on the face, you're excited. You saved a little bit of money and time. 
The lender's excited, “Hey, I don't have to worry about the value.” 

I know many, many people who got waivers and know their house isn't worth 
what the waived value was. And those are just personal people I know. 
Obviously, I don't have a look under the hood at Fannie and Freddie [Federal 
Home Loan Mortgage Corporation] about their waiver program, but initially 
when it was rolled out, the goal was to do, our calculations was about 12% of 
transactions would get a waiver. Okay, that's not going to hurt the industry too 
hard as far as volume's concerned. That's not a huge amount. Okay, fine. Well, 
last year, I believe, combined, the number got closer almost to 70% [that] got 
waivers which is a great thing from a mortgage volume standpoint of the refi 
boom we just had, which was epic. I don't know that the appraisal industry even 
had the bandwidth to service that. We were already stretched beyond without 
70% waivers.  

 So, in a way, it kind of saved appraisers from [that], and I don't know that we 
would've been able to service that many appraisals. But that is a significant 
amount of real estate loans that have no high-standard evaluation on them. It is 
only off that data. And don't get me started on if Fannie and Freddie should be 
paying appraisers for use of this data too because they don't. I think they 
should. They feed it. They use it for lenders and consumer savings. But it's the 
appraisers who are giving them all this data and working hard for it. So that's a 
separate issue, but I do see a safety and soundness issue with the excessive 
waivers that were given. That might be your next paper or project. 

Carolyn Chen: Is there anything we haven't touched on or asked about that you would like to 
add? 

Brandon Boudreau: No. I guess if you're asking for a closing statement, a lot of the of stuff I talked 
about was a little—there was a lot of doom and gloom in there and bringing up 
bad memories, but I do think the industry is on the right track. I do think all the 
initiatives going right now—with the states, with the Appraisal Foundation, with 
the AMCs who are involved and still around and really leading the industry—I do 
believe they're moral and good organizations that are trying to do it right and 
remove some of the things that got us in trouble in the past. So yeah, I think 
everyone can be confident moving forward that it's going the right way, but 
there's definitely been a lot of mistakes made. 

Carolyn Chen: Thank you.  

[END OF SESSION] 


