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Note: The Managing Risk column with InspectorPro Insurance
provides home inspectors with tips to protect their businesses
against insurance claims and examines best practices for crafting
effective pre-inspection agreements.

The opinions expressed in this article are those of the author only
and do not necessarily reflect the opinions or views of ASHI. The
information contained in the article is general and readers should
always independently verify for accuracy, completeness and reliability.

Not always. Sometimes, homeowners can’t make their
loan payments. And when their loans default, the bank
may send someone to confirm that the property is unoc-
cupied and properly maintained. That someone could be
you should you decide to offer mortgage field services.

WHY HOME INSPECTORS OFFER
MORTGAGE FIELD SERVICES

According to the National Association of Mortgage
Field Services (NAMFS), mortgage field services are
the inspection, preservation and repair of properties—
primarily those with delinquent or defaulted mortgages.
(Keep in mind that your insurance company may want
you to stay away from the repair side of things. More on
that later.)

ou perform your inspection. Your clients
negotiate with the sellers and land on a
price. Just a few weeks later, your clients
are moving into their new home. Happily
ever after, right?

During a field inspection, inspectors visit the property,
take photos and submit a brief report to the financial
institution, detailing the limited information they’ve been
asked to collect. Many inspectors refer to field inspections
as “drive-by” inspections since they take about 10 minutes
to complete. According to NAMFS, inspectors can earn
about $15 to $30 per field inspection.

When asked why they offer mortgage field services, the
home inspectors we interviewed said that they began
offering the service for one or both of these reasons:

1. THEY WANTED TO DIVERSIFY THEIR BUSINESS.

With the economy always changing, Steve Jenicek of
TaskMaster Home Inspections in Montana says that
mortgage field services can offer inspectors some stability.
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“I started doing field inspections to stay alive during the
market downturn [from] 07 to '09,” Jenicek said. “In
Montana, diversification is key to staying financially
stable during a downturn. I have found that when hous-
ing goes down, banks get nervous and [other services, like
field inspections and] flooring audits go up.”

According to NAMFS Executive Director Eric Miller, the
sheer number of jobs available to inspectors makes mort-
gage field services a good way to expand their businesses.

“TYPICALLY, ONE TO TWO PERCENT OF
ALL MORTGAGES ARE IN SOME STAGE OF
DELINQUENCY, WHICH IS A SIGNIFICANT
VOLUME OF PROPERTIES,” Mitter said.

2. THEY WANTED TO PREPARE FOR RETIREMENT.

Not everyone can or wants to quit working altogether
when they retire. For Peter Pitts of On Site Inspections
in Ohio, mortgage field services provide a flexible source
of revenue and fulfillment without the physical and time
demands of a standard home inspection.

“I STARTED [OFFERING MORTGAGE FIELD
SERVICES] ABOUT 17 YEARS AGO [BE-
CAUSE 1] WANTED TO START SOMETHING
FOR MY RETIREMENT YEARS,” pitts said.
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MORTGAGE FIELD SERVICES INVESTMENTS
INSPECTORS MAKE

EDUCATION, LICENSING AND EQUIPMENT

Unlike most ancillary services, mortgage field services
require very little investment. To become a field inspec-
tor, you don’t need any formal education, certification or
licensing. If, however, you prefer to have some training
before you start—to familiarize yourself with the prac-
tice, market your business or manage your risk—orga-
nizations like NAMEFS offer courses that cover best
practices and compliance guidelines.

While you don’t need to get a license to offer mort-
gage field services, you may need to obtain licensure in
related lines of work to complete certain jobs. Check
your state and local regulations to make sure you keep
in compliance.

Regarding equipment, most inspectors only need a
mode of transportation, a digital camera and access to
a proprietary mobile application or work order software
platform, as determined by your client. Some providers
base their software prices on the number of inspections
you complete, while others charge a monthly fee.

ENDORSEMENTS
An endorsement is a form that either modifies or adds
coverage to your insurance policy. Most home inspection
insurance policies exclude additional services like mort-
gage field services. Thus, the insurance company will
not offer coverage for those additional services without
an endorsement. So, if you perform field inspections or
want defense and indemnity for claims involving mort-
age field services, you may wish to change an existing
policy exclusion with an endorsement.

Typically, insurers charge a flat, annual fee around $50
for a mortgage field services endorsement.
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LIMITING YOUR LIABILITY AGAINST FIELD
INSPECTION-RELATED CLAIMS

Carrying a mortgage field services endorsement is one of

the most important things you can do to protect against
field inspection-related claims. However, there are addi-
tional risk management techniques you can employ to
safeguard your business.

Due to the limited nature of field inspections, and because
field inspections are for institutions rather than consum-
ers, it is less likely that mortgage field services will lead
to errors and omissions (E&QO) claims. Rather, it is more
likely that inspectors will cause property damage or bodily
harm during their inspection, resulting in a general liabil-
ity (GL) claim. Find some suggestions on how to avoid
such GL claims during field inspections below.

GET A SIGNED AGREEMENT.

Even when you do multiple field inspections for the same
institution, you still need to obtain a signed agreement—
typically with the financial institution for which you
are doing inspections. Most home inspector insurance
providers require signed contracts to provide coverage
for related claims. Furthermore, agreements are your
primary protection when claims do arise.

However, unlike with typical residential inspections,
which require a separate contract for each property you
inspect, your insurance provider may allow you to obtain
one “master” agreement with the bank or financial insti-
tution for which you are providing field inspections. This
master agreement may include many of the provisions
that characterize your standard pre-inspection agree-
ment—like a limitation of liability and a notice require-
ment—but caters to multiple limited inspections. To find
out if your insurance provider accepts master agreements
for mortgage field services, contact them directly.
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DON'T GO BEYOND THE SCOPE OF YOUR INSPECTION.
Be sure to stay within the parameters of your field
inspection as outlined in your agreement. From a home
inspection insurance provider perspective, mortgage
field services do not include repairs, building, remodel-
ing, construction or any type of onsite work. However,
most insurance providers permit you to secure the prem-
ises with a basic lock or key change. To determine what
your policy does and doesn’t cover, review your insurance
endorsement.

ALERT YOUR CLIENTS TO POTENTIAL HAZARDS.

During your inspection, do you notice water running? Is
the heating off in the middle of the winter—making it
more likely that pipes may burst after you leave? If you
notice something that could result in property damage
after you leave, be sure to inform your client.

DON'TDO ANYTHING UNSAFE TO YOURSELF OR OTHERS.

If areas of the property appear to be unsafe or circum-
stances inhibit your ability to inspect without risk of
damaging property or person, stop. Alert your client to
the conditions preventing you from doing your job and
schedule a time to revisit the property when it’s safe.

MORTGAGE FIELD SERVICES AND YOUR HOME
INSPECTIONS

Are you looking to diversify your home inspection
business? Do you want to learn about a less demanding
service you can offer in your retirement years?

If you answered “yes” to either of these questions,
perhaps it’s time for your company to offer mortgage
field services.
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