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Agency‐specific missions.  Appraisal needs differ, but agencies share:
• Contracting regulations
• Issues and concerns
• The same pool of contract appraiser pools
• Goal ‐ best value for the Government.

Some agencies contracting appraisal services:
• Department of Justice
• Department of Agriculture (Forest Service, Farm Service Agency….)
• US Army Corps of Engineers
• Navy (Naval Facilities Command)
• Department of Energy – Bonneville Power
• Internal Revenue Service

Other agencies have appraisal functions but may not contract directly.
• Residential properties
• State and local governments and DOTs.

Federal Real Estate



US DEPARTMENT OF THE INTERIOR
OFFICE OF VALUATION SERVICES

Timothy J. Hansen, RPRA
Chief Appraiser



OFFICE OF VALUATION SERVICES (OVS)
• The mission of the Office of Valuation Services (OVS) is to provide 

independent real property valuation services in an efficient, timely, and 
fiscally responsible manner in accordance with the highest professional 
and ethical standards. 

• OVS is the most current iteration of the appraisal function within DOI.  

• When the appraisal function was removed from the four land management 
bureaus within the department by SO in 2003, ASD (appraisal services directorate) 
was created within the National Business Center of DOI.  

• In 2010, in collaboration with the client bureaus, ASD was reorganized from 7 
geographic regions into OVS which is made up of 4 client service based teams and 
moved from the National Business Center into the Office of the Secretary.
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CLIENTS

Internal

• Bureau of Land Management
• Bureau of Reclamation
• National Park Service
• US Fish and Wildlife Service
• US Geological Survey*
• BIA/OST*+

External

• Federal Aviation Administration
• US Forest Service+

• US Army Corps of Engineers#

+ Mineral Evaluation Support
*  Internal to DOI, but outside normal client list
#  Contracting services only



TYPES OF ASSIGNMENTS
• Acquisition of land or interests in land
• Acquisition of partial interests

• Conservation easements
• Flowage and seepage easements
• Rights-of-way

• Land exchanges
• Sales
• Market rent determinations for Rights of Way

• Communication sites, roads, 
• Market rent determinations for office space
• Consultation
• Legal support
• Grant program assistance
• Legislative/policy review



YOUR PUBLIC LANDS



DOI manages 500 million acres of surface land, or about 
one-fifth of the land in the United States, including: 

• 256 million acres managed by the Bureau of Land 
Management 

• 96.2 million acres managed by the Fish and Wildlife 
Service 

• 84.6 million acres managed by the National Park Service 
• 8.7 million acres managed by the Bureau of Reclamation 

associated with reclamation projects 
• 66 million acres managed by the Bureau of Indian Affairs 

YOUR PUBLIC LANDS

https://www.doi.gov/sites/doi.gov/files/migrated/pmb/osdbu/upload/dbwdoi.pdf

Washoe County, Nevada  photo credit Sierra Club



CHARISMATIC MEGAFAUNA



NOT CHARISMATIC MEGAFAUNA



CHARISMATIC MEGAFAUNA ‐ APPRAISAL



NOT CHARISMATIC MEGAFAUNA ‐ APPRAISAL



“SLATE ROCK AND GRAVEL COMPANY” 
LAND EXCHANGE



Background

• Proposed exchange of 40 acres of federal mineral estate 
to the private surface owner via exchange

• Exchange for several private parcels in sensitive desert 
areas with important public land resource values

• Proponent of exchange owns fee land adjacent to and 
surface of federal mineral estate

• Exchange proponent currently extracting mineral 
materials from the subject mineral estate under contract 
with BLM

“SLATE ROCK AND GRAVEL COMPANY” 
LAND EXCHANGE

BLM photo



“SLATE ROCK AND GRAVEL COMPANY” 
LAND EXCHANGE



Area outlined in green = Federal 
mineral estate, Private surface 
estate

Area highlighted is Private 
surface ownership by proponent

“SLATE ROCK AND GRAVEL COMPANY” 
LAND EXCHANGE

Current operator also owns 
surface and subsurface adjacent 
on east side of 40 acre parcel



More Background:

• BLM asked for commodity valuation to establish royalty rates 
for new mineral materials contract

• OVS DME provided mineral evaluation that included royalty 
rate and NPV of the commodity in place

• Mineral evaluation provided to BLM to establish royalty rate 
for new mineral material contract

• BLM then decided to exchange the federal mineral estate for 
parcels yet to be determined…..

What could possibly go wrong???

“SLATE ROCK AND GRAVEL COMPANY” 
LAND EXCHANGE



“SLATE ROCK AND GRAVEL COMPANY” 
LAND EXCHANGE



“SLATE ROCK AND GRAVEL COMPANY” 
LAND EXCHANGE

Issues created by client decision:

• Inclusion of Federal mineral estate in a land exchange changes 
the rules of the game for appraisal

• Requires compliance with the Uniform Appraisal Standards 
for Federal Land Acquisitions (UASFLA)

• Requires compliance with Federal land exchange 
regulations 43 CFR Part 2200

• Mineral evaluation only has bearing on value of mineral estate to 
the open market, not to the current operator



Market value means the most probable price in cash, or terms 
equivalent to cash, that lands or interests in lands should bring in a 
competitive and open market under all conditions requisite to a fair 
sale, where the buyer and seller each acts prudently and 
knowledgeably, and the price is not affected by undue influence.

43 CFR 2200.0-5(n)

“In conducting DCF analysis, the appraiser must avoid estimating a 
property-specific investment value to a particular owner instead of 
estimating the market value of the property if it were placed for sale 
on the open market.”

UASFLA D-11, Pg. 97-
98

“SLATE ROCK AND GRAVEL COMPANY” 
LAND EXCHANGE



• Initial appraisal valued the mineral estate under the current mining 
plan implemented by the current operator.

• Estate conveyed has to match the estate appraised.  The mineral 
rights on 40 acres with no legal access is what BLM has to 
convey, exclusive of any existing contracts.  

• Appraisal did not conduct a sales comparison approach or 
evaluate the open market as required by definition of market 
value.

• “In applying the income capitalization approach, appraisers must 
take care to consider only the income that the property itself will 
produce – not income produced from the business enterprise 
conducted on the property (i.e., the business of mining).” 
(UASFLA D-11, Pg. 97)

“SLATE ROCK AND GRAVEL COMPANY” 
LAND EXCHANGE



Question:

If you’re given a mineral evaluation that concludes the net present value of 
the commodity under the current operations, does it equal market value of 
the mineral rights?

Hint:  Previous slide may provide the answer…

Answer:  Not likely.  Only possible if a potential buyer on the open 
market could utilize the same mining operation as the current operator.  
In this case a potential buyer would have to apply for and get approval 
of a new mining permit.  The last one granted in this county took 10-15 
years to obtain.  

“SLATE ROCK AND GRAVEL COMPANY” 
LAND EXCHANGE



Question:

When considering the highest and best use of the subject property (40 
acre mineral estate with no legal access), what are some possible uses 
that would create some value to the subject property?

Hint:  Think about what you would do as an owner of the mineral estate…

Answer:  One option would be for the owner to lease/sell the commodity 
to the current operator.  The royalty interest would then be valued as an 
income stream to the owner for the estimated life of the pit or the term 
of the lease.  This was not evaluated in the first appraisal which 
assumed the current operator purchasing the mineral estate and 
continuing operations.

“SLATE ROCK AND GRAVEL COMPANY” 
LAND EXCHANGE



Question:

Given that the current operator controls access to the mine, has a 
grandfathered permit, and could effectively shut out any other party 
wanting to develop the mineral estate, does this help you in your 
determination of highest and best use?

Hint:  Think about what other options are out there for the mineral owner…

Answer:  According to the current operator, they cannot continue 
operations without access to the federal mineral estate.  Essentially, a 
potential buyer of the federal mineral estate has no other viable options 
than to lease the mineral estate to the current operator.  Permitting 
takes to long and is uncertain.  Legal issues would have to be solved for 
access to both the property and the working face of the mine.  Is this a 
bilateral monopoly situation?

“SLATE ROCK AND GRAVEL COMPANY” 
LAND EXCHANGE



Question:

Can you envision a scenario where the value of the mineral estate on the 
open market would exceed the value of the mineral commodity in place 
given the lack of physical access and difficulty in obtaining a permit?

Hint:  What other options are available to an owner?

Answer:  Not to answer a question with a question, but…. If a buyer 
was to lease the mineral estate to the current operator could the cash 
flow from the royalty stream create enough net present value to exceed 
the commodity price?  Does that represent market value? What do you 
think? 

“SLATE ROCK AND GRAVEL COMPANY” 
LAND EXCHANGE



Question:

Does this situation represent a bilateral monopoly?  If so, can market value 
result from the negotiations between the two parties?

Answer:  DEFINITION of 'Bilateral Monopoly'
A market that has only one supplier and one buyer. The one supplier 
will tend to act as a monopoly power, and look to charge high prices to 
the one buyer. The lone buyer will look towards paying a price that is as 
low as possible. Since both parties have conflicting goals, the two sides 
must negotiate based on the relative bargaining power of each, with a 
final price settling in between the two sides points of maximum profit.

“SLATE ROCK AND GRAVEL COMPANY” 
LAND EXCHANGE

It would probably also be misleading to call the midpoint-price market 
value since it would "not be generated by market forces but only by the two 
individuals, and any other two individuals with different negotiation skills 
would generate another sale price."



Last Question:

Can a bilateral monopoly conform to the definition of market value 
from Regulations?

Market value means the most probable price in cash, or terms 
equivalent to cash, that lands or interests in lands should bring in a 
competitive and open market under all conditions requisite to a fair 
sale, where the buyer and seller each acts prudently and 
knowledgeably, and the price is not affected by undue influence.

43 CFR 2200.0-5(n)

“SLATE ROCK AND GRAVEL COMPANY” 
LAND EXCHANGE



Take-aways from this example

• What might appear to be pretty straightforward may not be.

• The estate appraised must match the estate conveyed every time.

• The definition of market value applicable to the assignment is critical 
to asking the right appraisal question.

• The best intentions of realty staff may cause the greatest difficulty for 
the appraiser.

“SLATE ROCK AND GRAVEL COMPANY” 
LAND EXCHANGE



https://www.fbo.gov/index?s=opportunity&mode=form&id=d0
043de7e912899651080a31d9b3582c&tab=core&_cview=0

The Department of the Interior, Office of Valuation 
Services, has a continuing need to identify certified general 
licensed fee appraisers nation-wide to conduct real 
property appraisals.

CONTRACTING OPPORTUNITIES



QUESTIONS?

THANK YOU!!!



U.S. DEPARTMENT OF STATE 

U.S. Embassy Maputo

U.S. Consulate General Guangzhou



U.S. DEPARTMENT OF STATE: Background

U.S. Consulate General Guangzhou

The Bureau of Overseas Buildings Operations (OBO) manages the U.S. 
Department of State’s building program and sets worldwide priorities for the 
design, construction, operation, maintenance, acquisition and disposal of 
overseas property

• 275 cities 
• 190 countries
• 1,300 Office spaces (leased and owned)
• 15,200 Residential units (leased and owned)
• 44,400,000 square feet owned space
• 41,000,000 square feet leased space
• 5,800 acres



U.S. DEPARTMENT OF STATE: Evaluations Division (EV)

Major Functions
• Develop Fair Market Value (FMV) 

opinions for all properties bought or 
sold

• Develop Fair Market Rent Value 
(FMRV) opinions for all “high cost” 
leases

• Conduct research and analysis needed 
to make investment decisions

• Develop transaction guidance on 
complex and high cost acquisitions 
(lease vs. buy, lease vs. build, capital or 
operating lease scoring, PPP financial 
models, and other tools)

Property Address/Project Post Pierreville

Property Type Building Size (sq.m.) 6,052
Rent Indicator Frequency Lease Ends 10 years
Prepared By
Currency    30-Year Bond Rate & (1) 2.59%
Local Currency Unit + Real Estate Risk Rate (2) 2.00%
Exchange Rate To USD + Local Risk Rate (3) 1.00%
Unit of Measure = Hurdle Rate 5.59%

Annual Lease Rate (€) ∆ Rent/Square Meter/Yr. Lease Fitout (€) Fitout/Square Meter
Time 0 (4) € 2,066,664 €341.48 2,642,976 €436.71

Year 1 € 2,122,464 2.70% €350.70 2,642,976 €436.71
Year 2 € 2,179,770 2.70% €360.17 2,642,976 €436.71
Year 3 € 2,238,624 2.70% €369.90 660,744 €109.18
Year 4 € 2,299,067 2.70% €379.89
Year 5 € 2,361,142 2.70% €390.14
Year 6 € 2,424,893 2.70% €400.68
Year 7 € 2,490,365 2.70% €411.49
Year 8 € 2,557,605 2.70% €422.60
Year 9 € 2,626,660 2.70% €434.02

Purchase Price (€) (5) € 34,400,000 Other Purchase Cost (€) (7) 7,289,685
Purchase Make Ready Cost (€) (6) 0

Lease Operating Expenses (€) Purchase Repairs & Maintenance (€)
Purchase Operating Expenses (€) Reserve for Replacement 2.00%
Other Purchase Expenses (€) Other Lease Expenses (€)

Escalation:  Residual 2.70% Escalation: Repairs & Maintenance 2.70%
Escalation:  Operating Expense 2.70%

(1) Federal funds rate as of September 2012
(2)
(3)
(4)
(5)
(6)
(7)
(8)

(9) NPC to Lease (€) 26,376,234
(10) Residual Value equals the Purchase Price increased by the Residual Rate of Change over a 10-year period. NPC to Own (€) 21,395,161

IRR from ownership scenario 7.39%
Residual Value, End of Year 10 (€) (10) 44,901,710

Square Meter

Other Expenses (Annually Recurring) (8)

Lease vs. Buy Financial Analysis

It has the lowest Net Present Cost (NPC) and the IRR exceeds the 
Hurdle Rate

Purchase Cost (One Time)

FALSE

Derived from Euromoney's Country Risk Results
Assumes the annual rent is paid at the start of the year
Provided by OAD/AM.
USG is already in occupancy so no make-ready is required
Unamortized tenant improvements of CHF 186,915 per month (CHF 2,242,980 per year) for 39 remaining months.

Comments and Conclusions

As a tenant, USG pays all operating expenses, so no difference between lease & purchase operating expenses.  
Reserves estimated at 2 percent due to building age.  

Rates of Change (Annually Recurring) (9)

Rates of change estimated at 2.7% based on Swiss 56-year CPI average of 2.68%. 

Recommendation:  BUY

Pierre's Chancery

FINANCIAL CONCLUSION

Euro

Office
Yearly

Considers illiquidity of real estate compared to liquid investments like stocks and bonds

Variable Expenses

Competent OBO Appraiser

1

Hurdle Rate

Analysis Inputs

• The Evaluations Division values 
between 200-300 properties per 
fiscal year, or $1B - $2B in 
cumulative value (2015 > $3B)



Appraisal Process
• Commission two independent third-party appraisals that we reconcile

• Supported by seven real estate appraisal and consulting contracts:
- CBRE - Jones Lang LaSalle - Cushman & Wakefield
- DTZ - Dunkin Valuation Services     - Knight Frank
- KPMG

• Ability to contract for appraisal services through an embassy or consulate 

• May perform appraisals “in-house” in extremely non-transparent markets utilizing 
third-party market data or internal research

• Challenging value reconciliation process – reliance may be placed upon both 
appraisals, a single appraisal, or in-house analysis may be performed utilizing the 
best data from both reports and/or other sources

U.S. DEPARTMENT OF STATE: Appraisal Division



Additional Services
• Lead planning and analysis to inform major investments and developments

• Decision making vehicles include:
- Lease vs. Buy
- Lease vs. Build
- Custom PPP analyses
- Operating/Capital lease scoring
- Multiple Build-to-Lease and Option-to-Lease decision templates
- Programmatic reporting (data mining metrics & statistics from the portfolio)
- Negotiation templates for at-the-table financial discussions

• Solve asking-market value differences when appraisals are weak or poor

U.S. DEPARTMENT OF STATE: Appraisal Division



How to Get Involved
• Most appraisals are done via IDIQ (Indefinite Delivery, Indefinite Quantity).

- IDIQ contracts are for a year with yearly options to renew
- They are advertised on FedBizOpps.gov
- The next advertisement will be around mid-2017… watch for 

announcements!

• Some appraisals are ordered in the city they’re needed, but you need to be 
practicing in that city to be considered

• Working or subcontracting for one of the IDIQ firms is an option

• If you want to really get involved doing international appraisals, work directly for 
State.  Watch for advertisement in USAJobs.com for the State Department, 
Bureau of Overseas Building Operations.

U.S. DEPARTMENT OF STATE: Appraisal Division





Where is Baku?

Neighbors:
• Russia and Georgia to the North
• Iran to the South
• Caspian Sea to the East
• Armenia to the west (Nagorno-Karabakh War from late 1980’s to 1994)



Money and the Real Estate Industry
Oil, Oil Everywhere
• Azerbaijan produces approximately 20 percent of the world’s oil.
• Azerbaijan's has only been independent from the USSR since 1991.
• Much of the onshore petroleum has been exhausted, so drilling has 

extended into the sea offshore.
• 94 percent of exports are oil and natural gas.

Totally Non‐Transparent (“opaque”) Market
• Sale prices recorded but not accurate due to tax avoidance.
• There is almost no real estate brokerage industry, no appraisers, no MLS, 

and no data services.
• There is no zoning and no construction code.  Construction codes change 

every few months or so as do the fees.
• Land and buildings are separately titled.



Not the Same Rules You’re Used To
Pervasive Government Corruption
• Bribes are common and often necessary to do major deals.
• A small elite close to the government controls most of the country’s economic 

activities, particularly the real estate sector. 

Real Estate Markets are Impervious to Supply and Demand
• With so much oil revenue, there is tremendous local wealth to be invested.   

Real estate is in the hands of billionaires with no compulsion to sell.
• With approximately 20 million Azerbaijanis in Iran and 2 million in Russia, 

substantial wealth funds flow into Baku, which is viewed as safer for 
investment 

• Turks are major investors in Baku due to its large Turkish population and the 
view that real estate is less expensive in Baku than the major cities in Turkey.

Real estate is viewed as a status symbol.   Real estate is bought to park money; 
hence, most buildings are sold “core and shell” (unfinished interior units) and not 
even rented.



The Construction Industry and Title
Self‐financed Projects
• A developer can stop construction anytime.
• Lot coverage ratios depend on who comes to ask about plans.  No one 

knows the rules. Every three months or so, the State changes the 
construction code.

Title
• Bribery is expected as a cost of obtaining title. The inability of developers 

to predict what these bribes will be on multiple levels of government 
make it nearly impossible for developers to do accurate cash flow 
forecasting, so as a whole they do not.

• Baku is a Two‐Tiered Real Estate Market.  Six or so major developers can 
deliver “title” that commands a substantial unit sale price premium.



Developers and Financing
Dealing with Developers
• Demand does not drive building. 
• An unscrupulous developer can sell a unit two or three times.  With no ownership 

registration and units sold core and shell, many such sales go undiscovered. 
• Developers do not think in terms of ratios or even numbers beyond sale price/m2.  

There is too much uncertainty in everything.  If you built it, you will pre‐sell it.

Financing
• Financing is rare.  When the real estate is owned by billionaires, who needs banks?
• There is a total lack of investment sophistication.  Only a few developers do any 

cash flow modeling.  None do discounted cash flows. There’s no need when so 
much presale money comes in before the units are even constructed.  Developers 
do not think in terms of ratios or even numbers beyond sale price/m2. 

• You can finance a property that has a property certificate (a.k.a. ownership 
certificate) but not a purchase contract without one.  So the low and middle 
income projects are paid all cash up‐front.



Housing Styles

Trump Hotel & Tower (apt./hotel)

Turkish Style

Soviet Style



Different Value Assumptions = Different Values

No Zoning - a lack of definitive zoning and bulk area requirements makes 
estimates of the highest and best use subjective, which explains the 
different appraisal assumptions above.  Appraisers didn’t test the HBU 
mathematically.

Values were far apart; my job was to reconcile them.  That could not be 
done at a desk, hence I went to the market to determine the most likely 
development on the site.

# General Inputs Appraisal Firm 1 Appraisal Firm 2 Difference (∆)
1 Site Size in m2 26,000 26,000
2 HBU Retail/Office/Apartment Apartment Different HBU
3 Lot Coverage Ratio 40% Not Cited
4 Optimal Story Height 15 20 stories 5 stories
5 Parking Levels Below Grade 2 Not Cited
6 Number of Parking Spaces Not Cited 1,500 spaces
7 Built-up Area 177,019 263,986 49.1%
8 Resulting FAR 6.81 10.15 3.34

Note:  Numbers changed for confidentiality

New Development Assumptions



"The mission of GSA is to deliver 
the best value in real estate, 
acquisition, and technology 
services to government and the 
American people."

Eisenhower Executive Office Building, Washington, DC
1871-1878



Public Buildings Service (PBS)
Mission: To provide superior workplaces for federal customer 

agencies at good economies to the American taxpayer.

Other major GSA Business lines:
• Federal Acquisition service (FAS)
• Technology Transformation Service
• Office of Government-wide Policy
• Fleet Management
• Office of Mission Assurance
• Office of Citizen Services and Innovative 

Technologies

GSA.gov             GSA.gov/pbs

Edward J. Schwartz CH annex
San Diego, CA



Public Buildings Service (PBS)
Office of Portfolio Management

GSA.gov             GSA.gov/pbs

To support GSA's mission by providing timely, accurate and 
unbiased real estate valuation and market information, 

bringing clarity to informed decision making.

 Understanding Markets
 Understanding Our Assets
 Understanding Value

Asset Management and Valuations Division

Establishes and manages national valuation policy, procedures, 
guidance and standards; provide strategic direction and 

management of capital investment and leasing programs; set 
strategic direction for PBS asset and portfolio management; and 
develop & review PBS policies related to space pricing, space 

occupancies, and customer rent bills

Jonas Courthouse and Federal Building
Charlotte, NC



About Public Buildings Service (PBS)

GSA.gov             GSA.gov/pbs

(New) Austin CH – 2012
ARRA-funded





GSA – PUBLIC BUILDINGS SERVICE
ASSET MANAGEMENT AND VALUATIONS DIVISION

Nicholas S. Hufford, MAI, CAE
Director; Chief Appraiser

UNITED STATES LAND PORT OF ENTRY, WARROAD, MINNESOTA



ASSET MANAGEMENT AND VALUATIONS DIVISION
APPRAISAL PROGRAM AREAS

Fair Market Value (FMV)
Central Office contracting and review

Fair Annual Rent (FAR)
Regional contracting; Central Office 
oversight

Disposition and Re-purpose
Regional (Disposal Zones) contracting
Central Office oversight

Milwaukee Pierhead Light; 1872



WHAT’S SO HARD??
Unique Real Estate – unique challenges

No comps; economics

Specific requirements or authorities – creating unique issues
Exchange vs. sale; leasehold condemnation

Regulatory oversight; 
competing interests



1. WHAT’S THE RENT??

We charge rent – “commercially equivalent”

Basics: 250k RSF; CBD; LEED; Design 
excellence; nationally acclaimed architect; well 
known Federal tenant.



1. WHAT’S THE RENT??

We charge rent – “commercially equivalent”

Basics: 250k RSF; CBD; LEED; Design 
excellence; nationally acclaimed architect; well 
known Federal tenant.

Construction cost $500-$600/RSF

Population 31,000 (2010); 
population 45,000 (1950)

Regional center, county seat
Prevailing office rent $12 to $18
Last new office  - 1999 (attorney)



1. WHAT’S THE RENT??

Challenge – “commercially equivalent”

Cost approach –
Land – eminent domain
Bldg – known cost

Sales – where is the market?

Income – well…that’s what we’re trying to 
figure out…..

BASIC APPRAISAL PRINCIPLES PREVAIL!



2. WHAT’S THE VALUE??
Challenge – obsolete building – sale?

We need a new office building for mega-Agency
Existing Basics:

800,000 RSF; 9 acres; 1960’s

BASIC APPRAISAL PRINCIPLES PREVAIL!



2. WHAT’S THE VALUE??
Challenge – obsolete building – sale?

We need a new office building for mega-Agency
Existing Basics:

800,000 RSF; 9 acres; 1960’s

BASIC APPRAISAL PRINCIPLES PREVAIL!

Major, world class city; 2 blocks to subway; office rents $40 to $65/RSF



2A. WHAT’S THE VALUE (AGAIN!)??
Challenge – obsolete building – exchange?

We need a new office building for mega-Agency
Existing Basics:
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2A. WHAT’S THE VALUE (AGAIN!)??
Challenge – obsolete building – exchange?

We need a new office building for mega-Agency
Existing Basics:

800,000 RSF; 9 acres; 1960’s

BASIC APPRAISAL PRINCIPLES PREVAIL!

Major, world class city; 2 blocks to subway; office rents $40 to $65/RSF
Appraisal issues
• Same as previous – plus:
• Exchange for replacement 

building – somewhere
• Tenant continues to occupy
• Exchange occurs when the new 

building is complete
• New location and design 

undetermined, but it’s bigger



HIGHEST AND BEST 
USE MATTERS! 

Analyze and explain – SUPPORT
Step back…is the value 

reasonable?

Tardiness; Sloppy draft or final – quality control 
– inappropriate boilerplate and definitions

Understanding of the contracting 
process (SAM; Notice to proceed; 
invoicing, etc.) . We can help!

Maintaining client 
confidentiality 

Read the Statement of 
Work; Understand the 

subject; ASK!

Communicate with the CO/COR; 
Talk to us. 

Still The Hot Buttons



Working With Federal Agencies:
Contracting

Contract types:
• Individual – one-off
• IDIQ or BPA 

(fedbizops – fbo.gov)
• Sole source (no, no, no...!)

Your contacts:
CO – Contracting Officer (All contract 
issues)
COR – Contracting Officer’s Rep 
(Appraisal/technical issues)

Competition:
• Usually required (FAR)
• Small business set-aside
• Small business preference
• Thresholds:

• $3,000 credit card
• $25,000 simple acquisition
• $100,000+ full acquisition 

plan

Approved list? Varies by agency and 
contract type.



Adaptable to our ever-changing / expanding SOW / Flexibility
Price (sometimes!)
Communications – in development and review

Field support
Willingness to cover unsafe places (DOS)
Reasonableness in dealing with assignment cancellations

Creativity in solving the tough ones
On time, on budget
Alerting us of problems / issues

We love what we do, and what you do…



Challenges: 
Appraising 

Government Real 
Estate

John Simpson, MAI
Real Estate Advisor/Appraiser
Real Estate Evaluations
U.S. Department of State
Bureau of Overseas Buildings Operations
Washington, DC
(703) 875-5383

Timothy J. Hansen, RPRA
Chief Appraiser
DOI - Office of Valuation Services
1 Denver Federal Center
Office of Valuation Services
Bldg 46, Suite 102
Denver, CO 80225
(303) 969-5368

Nicholas S. Hufford, MAI, CAE
Director
Asset Management and Valuations Division
Chief Appraiser, GSA
1800 F Street NW, Suite 5150
Washington DC 20405
(202) 501-2055


