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Introduction

In this guide we've included some suggested ways for you to perform paired sales analysis (aka
paired data analysis) for your appraisal report. Remember to only use closed sales for paired
sales analysis. No active or pending listings should be used.

Refer to the Appraise-it Pro Tips located in the Knowledge Center and/or the Appraise-it Pro
website https://www.sfrep.com/ under Training for additional guidance with the software
program to add sales, etc.

A Reminder! The adjustments in the following examples are not what you should use for
your appraisal report. They are only examples. Remember, you are not “pairing” these
with the subject property!

Remember, you can create paired data in the Appraise-it Pro application by adding pages with
Comparable Sales 7-9, 10-12 columns.

Once you add the Comparable Sales pages, use ==1 in the Address field of Comparison 7 (see
below) to populate all the data from Sale #1. This makes it easier than typing all the information
again if you plan to use Sale #1 in your paired data analysis. You should always consider sales
outside of the primary sales for additional support if available.

COMPARISON 7

==1|

See the following page for an example of paired sales analysis using site comparable sales.
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Paired Sales Analysis Using Site Comparable Sales 10-12

Port Charlotte, FL 33981

15642 Stuart Circle
Port Charlotte, FL 339581

SITE VALUATION
[TEM SUBJECT COMPARISON 1o COMPARISOM 44 COMPARISOM 12
Address 15304 Hennipen Circle

14430 Maysville Cir
Port Charlotte, FL 339581

Praoximity fo Subject 0.84 miles E 0.52 miles W

Data Source/ MLS #D5100563;DOM 165 MLS #D5917657DOM 693

Verification Assessor 412127279004 Assessors Record 412128182004

Sales Price 3 i) B apooo & aooo0

Price/ vwvater Front 3 ] 5 600 b 556

Sale Date EDV:07/14/2010 s1218,c11/18 s03/19;c02/18

Location M:Res;Canal M:Res;Canal N;Res;Canal

Site Size 14,325 sf 13687 =f 0| 16775 sf 1]

Site View Int. Waterways Int. Viaterways Int. Waterways

Site Improvements Cvergrown Civergrown Cvergrown

Water Frontage 152' 145 0] 162 0

Available Utilities \Wir Swer Elec. Wtr, Swr Elec. Whr, Swr Elec.

Financing/Seller Concassions | N/A Cash/Mone 0 | Cash/MNone 1]

Met Adjustment O+~ B L+ - B o LI+ - B 0
Met Adj. % Met Adj. oo % Met Adj. g.op %

ndicated Yalue Gross Adj. %5 Gross Adj. oo % go.gop |[Gross Adj. oo %% 90.000

Prior Transfer History

Mone in Past 3 ¥rs

Assessor Record

Mone in Past Year

Assessor 412121332001

MNone in Past Year

Asseszors Record 412128182004

Site Valuation Comments: As noted above, a 17 water frontage difference and a 3,058sf size difference resulted in no difference in the sales
price. In addition, a review of the Market Conditions Analysis charts attached for vacant waterfront sites, there is no market conditions
adjustment warranted for the contract date differences of 11/18 to 0219,

In addition, the listing agents for both properties confirmed buyers typically have minimal reaction to water frontage differences above within
15% or 23 linear feet from 152" for the subject property.

Basged on the paired data analysis and market participant interviews, no adjustment will be made to sales having a water frontage difference
of 129" to 175" between the comparable sales used vs the subject's 152" water frontage.

Use a snipping tool to cut and paste the paired sales analysis into your Narrative Addendum.
The two areas can be cut from the form separately and put in a blank Word document so you can
then do one snip of the entire image with both sections included. Most clients will not accept the
above as an attached addenda to support an adjustment or lack of one. See the following page
for an example of a Narrative Addendum.
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Narrative Example

15642 Stuart Circle 14430 Mayswville Cir

Paort Charlotte, FL 33981 Paort Charlotte, FL 33981
Proximity fo Subject 0.24 miles E 0.52 miles W
Data Source/ MLE #D8100865;D0CM 165 MLS #D5917687.DOM 653
Verification Assessor 412127279004 Assessors Record 412128182004
Sales Price b 90000 % a0000
Price/ wvater Front b 600 b 556
Sale Date s12/18,c1118 s03/19:c02119
Location M:Res:Canal M;Res;Canal
Site Size 13687 sf 0 | 16775 sf 0
Site View Int. Waterways Int. Waterways
Site Improvements Overgrown Overgrown
Water Frontage 145 0] 162 0
Available Utilities Wtr, Swr Elec. WWir Swr Elec.
Financing/Seller Concessions Gasl.'l.l'NﬂnE:. o Cas.hl'NﬂnE.- 1]
Net Adjustment C+ - B o| L+ []- 8 0

MNet Adj. oop % Met Ad). g.on %

Indicated Value [Gross Adj no % gp.0pp [Gross Adi. pg %[8 90.000

As noted above, a 17" water frontage difference and a 3,088 sf size difference resulted in no
difference in the sales price. In addition, The Market Conditions Analysis charts attached for
vacant waterfront sites indicate no adjustment warranted for the contract date differences of
11/18 to 02/19.

In addition, the listing agents for both properties confirmed buyers typically have a minimal
reaction to water frontage differences within 15% or 23 linear feet from 152" for the subject
property.

Based on the paired data analysis and market participant interviews, no adjustment will be
made to sales having a water frontage difference of 129' to 175' between the comparable
sales used vs. the subject's 152" water frontage.

Note the differences in verification references on both samples. Some verification tips are
provided on the following page.
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Verification Tips

In the practice assignments and throughout your appraisal career, it is necessary to verify
sales. MLS information regarding additional details should be confirmed with a selling or listing
agent/broker, and potentially with a buyer or seller in a FSBO transaction. Always confirm
property features and transaction details, plus transfer history for your comparable sales and
listings with public records.

Confirm sales transactions using assessor or county clerk data, such as recorded deeds. In
most areas, you should be able to locate the assessor or county clerk website by searching the
county name and “assessor”. You can also search web-based public data sites such as
Netronline or Beacon which might cover some of the areas used in the practice assignments.

Recommended Verification Steps for all Practice Assignments

1. Verify any available property details (site size, building age, building size and other
characteristics, amenities, etc.).

2. Confirm sale date and sale price (price may not be available in nondisclosure states).

MLS data may not always match assessor records. If a discrepancy exists, use the

recorded sale price and data with the public records.

Review transfer history. Address any prior sales or transfers as required by USPAP.

Save a copy of each record in your workfile.

On the verification line, include the county assessor records as a source, agent

if applicable, and document, instrument, or book/page number that confirms the

recorded sale.

ok w

Cleared vs. Overgrown Paired Sales Analysis

In addition, a table as follows could support adjustments for any feature difference. As always,
try to select sales that have minimal differences. The table below presents an example of
adjustment support for a cleared versus an overgrown site.

Paired Sale #1 is the primary sale, and all adjustments will be made to Paired Sale #2.
Therefore, unless it is a financing concession, there should only be adjustments to Paired Sale
#2 since Paired Sale #1 is your primary base.

Reminder! This is an example only, not Hennipen comparable sales. Do not use the
information in the examples for your data!
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Cleared vs. Overgrown Adjustment Support Example

Paired Sale 1 Paired Sale 2
(Primary)

Address 1251 Sample Ave. 1252 Sample Ave.
Sales Price $75,000 $70,000
Financing Concessions ] $ 1,000 $ 0
Water Frontage (Sale 1-150’ vs Sale $ 0 $ 0
2-155’) No Adjustment
Site Improvements Cleared Overgrown
Adjusted Sales Prices $74,000 $70,000

The $4,000 difference supports an adjustment for overgrown vs. cleared sites. Sale #1 sold for
$4,000 higher after the financing concession adjustment with the only difference being a
cleared site.

In addition, cost sources as of the effective date of value plus market participant interviews
indicated a range of $2,000 to $6,000. Considering all sources, a $4,000 negative adjustment
is applied to the comparable site sales having a superior cleared site vs. the subject’s
overgrown site.
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