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PRELIMINARY (Not to be quoted without permisson)

AN ANALYSISOF THE FACTORS THAT INFLUENCE
UNIVERSITY STUDENT INTEREST IN THE APPRAISAL
PROFESSION

ABSTRACT

Real estate appraisal, by its very nature, is a labor intensive husiness. The success or
failure of the profession will revolve around its ability to attract, train, and retain the best
people. This paper looks at the attitudes of undergraduate students majoring in real estate
and/or finance towards the real estate appraisal profession. The students were divided into two
groups based on their interest in becoming a real estate appraiser. Each student filled out a
questionnaire that measured their psychological profile, value systems, financial reward
expectations, academic performance, appraisal education, and personal contact with members
of the appraisal profession.

The results indicate that the real estate appraisal profession is one of the least desirable
of the professions studied. This negative attitude towards the appraisal profession, however, can
be reversed by increasing student exposure to the real estate appraisal profession.

INTRODUCTION

Over the last twenty years the quantity and the quality of the data available to appraisers has
greetly improved. Thishas been accompanied by mgjor improvements in professona education,
methodology and standards. For thisto result in higher prestige and higher earnings the appraisa
professon mug attract, train, and retain the best people. This paper will examine the attitudes of
university undergraduate students towards the appraisal profession.

The purpose of this paper is to determine what factors impact on student interest in the appraisal
profession. The factors considered fal into four categories. The first category is psychologica profile
and vaue sysem variables. These variables will be used to determine if interest in the gpprasa
professon is driven by the psychologicd makeup of the sudents. The second category will examine if

academic performance has an impact on the leve of interest in the red estate gppraisal professon. The
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third category will look at anticipated financid reward. Findly, the fourth category will examine the
impact of exposure to the gppraisa profession. Exposure to the real estate appraisa professon will be
mesasured in two ways, completion of a course in red estate appraisal and persond contact with

appraisers.

METHODOLOGY AND DATA

The sample conssted of 166 undergraduate students in the Department of Finance, Redl Estate,
and Insurance a Cdifornia State University, Northridge. Of the 166 students, eighty-four indicated that
they intended to pursue a career in red edtate. In the firg part of the questionnaire the students pursuing
ared edtate career were asked how likdly it is that they will be working in eech of thirteen real estate
and finance related professons. The thirteen professions sdected were the most common professons
that had been sdected in the past by financelrea estate students. The students rated their responses
from O to 10, with O indicating that there is no possihility thet they will be working in that professon and
10 indicating thet they will very likdy be working in that professon. The thirteen professons used and

the mean student response scores for those pursuing a career in red estate are listed in Tablell.

The resultsindicate that real estate appraisa isthe least desirable of the five red estate professons. Red
edtate gppraisa aso scored lower than seven of the eight non-rea estate professions. Although the law
professon is very popular for many college students, the financelred etate students in this study were

nore likely to choose real estate appraisal as a profession.
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For each of the professions, al of the sudents were adso asked how desirable, on the basis of 0 to 10,

each profession was to the genera public. The results are indicated in Table 1.

Tables | and Il indicate that the students believe that red estate gppraisd is the least desirable of the
thirteen professons. The law profession that received the lowest score when the students were selecting
their own job had one of the highest scores when the students were asked about the interest of the

generd public.

In order to invedtigate the factors that cause this low interest in red estate appraisal, we divided the
students pursuing a red estate career into two groups based on their interest in red estate gppraisd.
Those students that expressed an interest leve of 6 or higher were dassfied as having ahigh interest in
rea estate gopraisal. Those sudents with scores of 5 or less were classfied as having alow interest in

rea edtate gppraisal.

CONCEPTUAL FRAMEWORK

If the andysis is to truly explain the factors that influence student interest in the red edtate
gppraisa prafesson, we must examine those variables that influence choice behavior. This section of the

paper will identify potentidly important variables that must be consdered in the development of the
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modd. The variables identified can be divided into four categories. These are psychological attributes,

academic performance, financia reward, and exposure to the gppraisa profession.

PSYCHOLOGICAL ATTRIBUTES

The firgt st of variables examines if interest in becoming an appraiser is determined by the
interndl psychology of the student. For each psychologicd attribute, except locus of control, the
students' responses to a series of datements were andyzed and scored on a basis of 1 to 6, with 6

indicating strong agreement. The scoring for locus of controlis explained below.

Our vaues and beliefs towards work often determine the occupations we select and the type of
employer we choose. The firgt twelve variables examine the psychologica makeup of the students.
Students that have a high interest in the appraisal profession will be compared to those with low interest.

Each of these twelve varigblesis explained below and the results are summarized in Table 1.

Leisure Ethic. A person who approaches work driven by aleisure ethic regards work as a means to
persond fulfillment through its ability to alow the worker to pursue leisure activities. Those students who
scored high on this attribute expressed the beliefs that leisure time was more interesting than work and

that they measured success by how much time was freed up for leisure time pursuits.
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Work Ethic: A person who is driven by the work ethic believes that work is good in itsdf, offers
dignity to a person, and that success is a result of persond effort. Students with a high score in this
category expressed the beief that work was more enjoyable than leisure, that hard work was a test of
one's character, that they received great satisfaction from hard work, and that hard work could

overcome al obstacles.

Humanistic Belief System: The humanigic belief system holds the view that individud growth and
development in the job is more important than output. Students who scored high in this category would
expect their job to be a source of new experiences, ameans for self-expression, and would be willing to

trade-off income for persond development.

Organizational Belief System: An organizationd belief system espouses the view that work takes on
meaning only as it affects the organization and contributes to one's position a work. Those students who
followed an organizationd belief system placed a high importance on conformity, preferred to work
together in a group even if they received less credit for their work, and felt that decisons made by a

group were probably better than those made by individuas.

Social Status: For some people, career choice is driven by socid datus; thet is, the desire to gain the

respect and admiration of other people. Students who scored high on this scale expressed the opinion

that the type of job one held was an important and necessary component in gaining socid status.
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Social Needs: In addition to providing income, some people look to their jobs to provide them with a
socid network. Other people draw a sharp line between work and pleasure and prefer to have limited
contact with their fellow workers outside of work-related activities. The students were asked a series of

guestions to measure whether they wanted their job to provide them with socid opportunities.

Upwardly Striving: Should the job you sdect be thought of as merely a sepping stone to a better job
or should you find ajob you are happy with and stick with it. The students were tested on their desire to
be upwardly griving. Those who were upwardly gtriving were willing to take less money if the job
offered opportunities for advancement, felt that a person should aways be looking for a better job, and

believed that one should drive for higher gods rather than accept life asit is.

Attitude Towards Earnings. For some people mativation for work is driven primarily to accumulate
wedlth. Students who had high scores on this scale expressed the opinion that job sdection should be
based primarily on higher income and that the amount of money you made was the mosgt important

reason for work.

Intrinsc Mativation: The extent to which an employeeis motivated to perform because of subjective
rewards or interna fedings he or she expects as aresult of performing well is cadled intringc motivation.
Students who displayed strong intringc motivation expressed a sense of satisfaction when they do their

job well and unhappiness when they do not perform to their usud standard.
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Variety: Some people like ajob that is predictable even if that means that they are doing the same thing
every day. On the other hand, some people are dtracted to jobs that offer a wide variety of
experiences. The students were tested on their desire for job variety. On the questionnaire those who
wanted job variety expressed the desire to have a job which enabled them to meet different people,

provided them with different problems, did not have set work hours, and did not have a set routine.

L ocus of Control: People experience both postive and negative experiences in ther life. How they
react and adapt to these experiences will often depend upon how strongly they believe thet they arein
control of their own destiny. If they interpret their experiences to be contingent upon their own actions,
they have an interna locus of control. In other words, individuas with a strong interna locus of control
would believe that they are the cause of their own successes and failures. If people believe that their
lives are aproduct of outside forces that are beyond their control, they have an externd locus of control.
Studies have indicated that most successful managers have a strong internd locus of control. A study by
Bleich and Davidson (2003) showed that new red estate agents had very strong internd scores
According to Rotter (1966) people with a high internd locus of control are more likely to be atentive to
agpects of the environment that provide useful information for the future, engage in actions to improve
their environment, place greater emphasis on griving for achievement, are more inclined to develop their
own sKkills, ask more questions, and remember more information than people with an externa locus of
control. Internals are also better equipped to handle stressful Stuations (Anderson, Hellreigd & Slocum,
1977) and more likely to engage in entrepreneurid activity (Durand & Shea, 1974). On the other hand,
research has dso found that an internd locus of control is not aways a postive attribute. For example,

individuds with an externa locus of control have been found to be more inclined to initiate Sructure as
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leadersand to show consderation to people (Durand & Sheg, 1974). Internds are less likely to comply
with leader directions and are less accurate in processing feedback about successes and failures than
externals (Cravens & Worchd, 1977). Internds dso had more difficulty arriving a decisons when

those decisions had serious consequences for someone ese (Wheder & Davis, 1979).

Each of the students was given a standard questionnaire to measure his’her locus of control. The
scores could vary from a minimum of 0 to a maximum of 23. A low score is indicative of an internd
locus of control. The scores for each of these psychologica profile varigbles are shown in Table 111.

Those varigbles that were significantly different between the two groups are indicated with asterisks.

Only two of the twelve psychologica variables showed sgnificant differences between the high and low
interest groups. Students with a high interest in the red estate gppraisd professon had sgnificantly
higher scores on the humanistic and organizationa belief systems. Although the gppraisd profession has
no control over student belief systems, these scores may indicate how the profession can be successfully
marketed to universty students. Emphasis should be placed on the fact that the professon can be an
excdlent source of new experiences and persona development. Knowledge gained while working as an
appraiser can enable an gopraiser to develop the persona skills required for success in al aspects of

red estate.

ACADEMIC PERFORMANCE
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The datain Tables | and 1l indicates that the appraisad professon is one of the least desired by those
students pursuing a career in red estate. Will the profession therefore attract students that don’t do as
well academicdly as ther classmates? In this section we will compare the grade point averages of
students with high and low interest in the red estate gppraisa profession. The results are summarized in

TablelV.

Although the students expressing a high interest in the red edate gppraisd professon had a dightly
higher GPA, it was not datidicaly sgnificant. This implies that the level of student interest in the red
edtate gppraisa professon cannot be explained by academic performance. Students with higher grades

are just as likely to be attracted to the gppraisa profession.

EINANCIAL REWARD

One of the possible reasons for sdlecting our professon is to maximize wedth by earning a high income
from our job. Can student interest in real estate appraisal be explained by student expectations of their
future salary? Will students with higher sdlary expectations show a lower interest in the red estate
gppraisa professon? Students were asked what they expected to be earning after five years of work
experience. They were aso asked how much someone with five years of work experience would earn

in each of the thirteen professions. The results are summarized in TablesV and VI.
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Although the students believe that real estate appraiser sdlaries are at the lower end of the real edtate
professions, this does not appear to affect their level of interest in the professon. When students are
divided into the high and low interest groups there is no sgnificant difference in their expected earnings
after five years of work experience. This is conggtent with our previous findings for the Attitude

Towards Earnings and Humanigtic Bdlief System variablesin Tablellll.

EXPOSURE TO THE REAL ESTATE APPRAISAL PROFESS ON

In this section of the study we will examine if student interest in the red estate profession is driven by
their lack of knowledge about the professon. There are different ways that students can learn about the
red edtate gppraisal professon. The two ways explored in this paper are gppraisa education and

personal contact with people working in the red estate appraisal profession.

Appraisal Education

The next part of this paper examines whether red estate gppraisa education will have an impact on
sudent interest in the appraisa profession. The university offers one course titled Redl Estate Vauation.
Will taking the appraisa course change student atitudes towards the professon? The results are

indicated in Table VII.
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The results indicate that appraisd education will have an impact on student interest in the goprasa
professon. Among those students who had not taken the red estate gppraisa course, only 23% had a
high interest in the gppraisa professon. Of those students that had taken the course, the percentage with

ahigh interest increased from 23% to 41%. Thiswas sgnificant a the 10% sgnificance level.

Personal Contact with Appraisers

Anacther method of learning about the appraisa profession isto have contact with peoplein the
profession. Contact with an gppraiser could be through persona contact with family and friends or
through professiona contact through employment, such as banking, thet utilizes appraisers. The next
part of this paper will examineif students who know ared etate appraiser will have a higher interest in
the profession. Students who were pursuing a career in red estate were asked if they krow someonein
the redl estate appraisal profession. The students were then divided into two groups, those who knew at
least one gppraiser and those who had no persona contact with an gppraiser. Each of these two groups
was then subdivided into those with a high interest in red estate gppraisa and those with alow interest

in the professon. The results are summarized in Table VIII.
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Personal contact with redl estate appraisers gppears to have the highest impact on the level of student
interest in the profession. Only 18% of the students who had no persond contact with ared estate
appraser displayed a high interest in the profession. On the other hand, nearly half of the students who
had persond contact with ared estate appraiser displayed a high interest in the professon. The results

are dgnificant a the 5% sgnificance leve.

Combination of education and per sonal contact

Tables VII and VIII indicate that either appraisd education or persond contact will have a positive
impact on student interest in the real estate professon. We will now examine if there is a stronger impact
if the students both take the vauation course and aso know an gppraiser. In Table IX the students are
divided into four groups. Those who took the red estate appraisal course and aso know an appraiser,
those who took the course but don’t know an appraiser, those who know an appraiser but didn't take
the vauation course, and findly those who neither know an gppraiser nor took the vauation course. The

results are summarized in Table I X.
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The reaults indicate that dthough only taking the vauation course or only knowing an gppraiser will have

adggnificant pogtive impact on student interet, the two together have an even greater impact.

CONCLUSIONS

When drawing condusions from this sudy, it isimportant to emphasi ze that the conclusions gpply to one
segment of the population. The population segment examined in this sudy was busness students
mgoring in finance and/or red edtate a an urban public universty. Some of the best appraisers today

never set foot in a business school. How they were attracted to the real estate appraisal professon

would be an interesting topic for another study. For this student segment of the population there is good
news and bad news. The bad news is that the appraisal profession is looked upon as one of the least
desirable of the thirteen professons tested in this sudy. Although the law profession scored lower than
gppraisa for student interest, it received one of the highest scores when the students were asked about
the generd public’s interest in becoming a lawyer. The good news is that the study aso indicates that
these negdive atitudes can be changed. The negative attitude towards the red estate appraisa
profession appears to be driven by a lack of knowledge about the professon. Only 15% of the 26
students who did not take the real estate gppraisal course and did not know an appraiser had a high

interest in the red edtate gppraisa profession. This high interest percentage increased for sudents who
gther took the appraisal course or knew and appraiser. For those students who both took the appraisal
course and knew an gppraiser the percentage of those with ahigh interest in real estate gppraisa amost

quadrupled to 56%.
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The mgor concluson from this $udy is tha undergraduate financelrea estate mgors with strong
academic records can be attracted to the appraisa professon. The best way to accomplish this is by

increasing student exposure to the professon. A few suggestions are asfollows:

? Appraisers should teach classes at locd universities. Many universties are looking for
adjunct professors to complement the work done by the full-time faculty.

? Appraisers can provide actud appraisas for use in univergty classes. After the class
completes their versons of the gppraisa, the appraiser can then vigt the class and
discuss the gppraial.

? Students are often looking for mentors from outside the universties. This can be very
effective for those students that are considering red estate appraisa but do not know
anyone in the profession.

? Appraisers should provide internships to students. This will serve the interests of both
the students and the appraisers. An internghip can serve as a three month interview by
which both the appraiser and student can decide, without a mgor commitment, if it
should lead to permanent employment.

? Apprasa organizations should invite sudents to their monthly meetings. This can
provide networking opportunities for students that are considering red estate @& a
profession

? Professiond aganizations can provide scholarships to students to cover the cogts of
attending classes and seminars offered by the organization.

? Students should be dlowed to chalenge, a nomina cogt, the first exam(s) required to
atain an appraisd desgnation. The exam(s) can be offered at the universty upon
completion of the appraisa class.

? Professiona organizations should provide scholarships and awards to the top students.
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TABLE |
Five yearsfrom now will you be working in the following professions?

(0=no possibility, 10=certainly will)

Students Pursuing
Red Estate Career
(n=84)
Financia Andys (not red estate) 6.21
Red Edate Financid Andys 6.14
Corporate Executive 5.98
Mortgage Broker/Banker 5.95
Financid Planner 5.70
Investment Banker 5.56
Consultant 5.54
Red Edate Broker/Sales Person (Residentia) 511
Red Edtate Broker/Saes Person (Commercid) 5.04
Portfolio Manager 4.87
Banker 4.38
Real Estate Appraiser 4.08
Lawyer 1.45
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TABLE 11
How desirable are the following professonsto the general public?

(O=people would not go into that profession even if they were quaified and competible with the
demands of the professon, 10=most people would want to enter that profession if they were qudified
and compatible with the demands of the profession,)

Students Not
Students Pursuing  Pursuing Redl
Red Edate Career  Estate Career

(n=84) (n=78)
Corporate Executive 8.81 8.49
Lawyer 8.04 7.49
Investment Banker 7.68 6.91
Consultant 7.42 6.92
Financid Andyd (not red etate) 7.35 6.68
Financid Planner 7.06 6.63
Mortgage Broker/Banker 6.82 5.49
Portfolio Manager 6.75 6.58
Banker 6.58 6.46
Red Edtate Broker/Sales Person (Residentid) 6.37 5.60
Red Estate Broker/Sales Person (Commercid) 6.37 5.24
Red Edate Financid Andys 6.07 5.50
Real Estate Appraiser 4.82 4.29
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TABLE I

PSYCHOLOGICAL PROFILE ATTRIBUTES
Students Pursuing Real Estate Car eer
Mean Scor es

Interest in Becoming a
Red Edtate Appraiser

Low High
N = 57 27
Bdief Sysems
Leisure 3.90 4.19
Work Ethic 357 3.88
Humanidiic 458 5.10 **
Organizationd 3.70 4.35**
Socid Status 3.18 3.22
Social Needs 3.89 3.79
Upwardly Striving 3.96 4.09
Eamings 3.19 3.15
Intrindc Moativation 5.08 5.35
Vaiety 3.58 3.57
Qudifications 456 4.69
Locus of Control 16.56 16.21

(**)  Sgnificant & the .01 leve *) Sgnificant at the .05 leve
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TABLE IV

GRADE POINT AVERAGE
(Maximum =4.0)

Students Pursuing Redl Estate Career
Mean Scores

Interest in Becoming a
Red Edtate Appraiser (*)

Low High
N = 56 26

Grade Point Average 2.856 2.995
Minimum 2.00 2.00
Maximum 3.94 3.82
Standard Deviation .382 494

(*) Two dudents, one in the high interest group and one in the low interest group, faled to indicate their
grade point average.

Results are not sgnificant.
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TABLEV

For each of the professions listed below, indicate what would be a typical salary for an
employee with five years of work experience (in thousands)

Students Pursuing a Real Estate Career
(n=84)

Mean Median Range

Corporate Executive 87.4 725  30-400
Lawyer 83.3 750 10-250

Red Edate Broker/Saes Person (Commercid) 714 60.0 25-500

Investment Banker 67.8 60.0 30-250
Portfolio Manager 65.0 60.0 30-250
Financia Andyst (not red estate) 62.7 60.0 30-200
Financid Planner 60.4 56.5  30-150
Consultant 60.1 50.0 25-150
Mortgage Broker/Banker 58.5 50.0 30-200
Red Edate Financid Andyst 56.4 575  17-100
Red Estate Broker/Sales Person (Residential) 53.0 50.0 20-250

Banker 49.3 450  20-150

Real Estate Appraiser 48.9 50.0 30-100
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TABLEVI

STUDENT FINANCIAL REWARD

After five years, how much money will you be making annually from your job?

Students Pursuing Red Estate Career
Mean Expected Salaries
(In Thousands)

Interest in Becoming a
Red Edate Appraiser

Low High
N= 57 27
Expected Sdary 78.4 72.1
Minimum 35 30
Maximum 250 175
Results are not sgnificant.
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TABLE VII

REAL ESTATE APPRAISAL EDUCATION

Did the student complete
thereal estate appraisal
cour se?

Students Pursuing Real Estate Car eer

Interest in the appraisal profession

Low High Total
Yes 24 (59%) 17 (41%) 41 (100%)
No 33 (77%) 10 (23%) 43 (100%)

Results are Sgnificant at the 10% leve. (p=.07)

TABLE VIII

CONTACT WITH REAL ESTATE APPRAISER

Students Pursuing Real Estate Car eer

Interest in the appraisal profession

Low High Total
Doesthe student know Yes 21 (52%) 19 (47%) 40 (100%)
someone in thereal
estate appraisal profession? No 36 (81%) 8 (18%) 44 (100%)

Results are sgnificant at the 5% levd. (p=.04)
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TABLEIX
EDUCATION AND CONTACT WITH APPRAISER COMBINED

Students Pursuing Real Estate Car eer

Interest in the appraisal profession

Low High Total

Both appraisal course and know appraiser 10 (44%) 13 (56%) 23 (100%)

Know appraiser only 11 (65%) 6 (35%) 17 (100%)

Appraisal course only 14 (78%) 4 (22%) 18 (100%)

Neither appraisal course or know appraiser 22 (85%) 4 (15%) 26 (100%)
84

Results are Sgnificant at the 1% leve.
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