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Finally, Commercial Covera
for CCPIA® Members:

Key Coverage Highlights

* No Square Footage Cap—inspect buildings of any size

* 100% Commercial Firms OK—your professionalism is valued!

* Restaurants & Commercial Kitchens covered

* Warehouses, Hotels, Schools, Medical Facilities & more

* Residential and Broad Commercial Coverage in a Single Policy
* $100K Defense Coverage for excluded system claims

* FREE Attorney-Led Pre-Claims Defense ($600 value)

* No Business Audit or hoops to jump through

ge




33333333°

R
LA
SR
.
gLy
L
L)
Y

A
. |

—

Mid-Term Transfers Accepted | Prior Acts Covered

Switch now and get real protection.
Stop turning down business because of coverage gaps.

What Are You Covered For? Exclusive, Expanded Policy for
CCPIA® Members through

PROPERTY TYPE BASEPOLICY  CCPIA® Partnership With OREP Insurance
ISP RUTISTIES AN TS V. ot From your first commercial inspection to scaling your business,
Office Buildings 4 v OREP's exclusive CCPIA* partnership provides the broadest

l f he pr -all in |
T —— v, N commercial coverage in the profession—all in one policy
Restaurants and Kitchens X v *OREP Members also enjoy these benefits:

. FREE Attorney-Led Pre-Claims Defense (S600 value)
warenouses > v . Guaranteed delivery of Working RE Home Inspector Magazine
Hotels and Hospitality K v . Unlimited Free SignitSecure E-Signatures

. FREE ServeYouReviews Online SEQ/Review Aggregator
Schools and Churches X v
Medical Facilities X v PLUS $100K Aggregate Defense Only Coverage for nuisance

claims involving fire suppression systems, commercial kitchen
Per Project SF Limit 100K SF No Limit equipment, Phase | environmental, and life & safety systems,

which are excluded from policy. inspection agreement and
Commercial Biz % Max 40" 100% CCPIA® ComSOP

Get Your Quote Today:
Call (888) 347-5273 | OREP.org/commercialinspectors

*OREP Member benefits provided as part of membership in the OREP Risk Purchasing Group, in all states where applicable Calt Lic. #0K99465




From the Publisher

Oy Isaac Peck. Publisher

C(_\mn‘.mudl Inspections are no I(mgm a \PL‘UJH\’ Ol the
select few. An increasing number of \\/mkmg Inspectors are
getting the training, building the client relationships, and

inding that the economics are meaninglully different from
residential work

T'hat shift is the focus of this issue’s cover story. “Becoming
a Commercial Inspector.” The Certified Commercial Pro-
perty Inspectors Association (CCPIA®) has grown to more
than 2,000 member firms nationwide. A typical residen-
tial inspection runs $550. A commercial Inspection can run
$5,000. And the client relationships that commercial work
produces tend to be lasting. A property owner who manag-
es multiple buildings does not hire a new Inspector every

time. They find someone they trust and keep calling that
person back

The 2026 Home Inspector State of the Profession survey, orga-
nized by Working RE Home Inspector and OREP Insurance,
reflects this shift. Of the 261 inspectors who answered the
question about commercial work, 147 said they are already
offering at least some commercial inspection services. That
number likely includes many inspectors who are just get-
ting started with smaller or less complex properties like
apartments and office buildings, but the direction is clear.

What the survey cannot capture is the story behind the
numbers. In this issue, we spoke with inspectors who have
built full-time commercial practices, who took training se-
rously, and who found that the work was not only more
lucrative but genuinely more interesting (at least for them).

The same theme runs through the story of Jacqueline
Gathers, profiled in this issue by Editor Kendra Budd. Gathers
launched her home inspection franchise in Brooklyn after
losing her husband, in a market and an industry that were
not particularly welcoming. And yet, she built a thriving
business by committing to a niche and showing up for it
every day. My old boss, David Brauner, had a plaque on
his desk that said “Opportunity i1s missed by most people
because i1t 1s dressed in overalls and looks like work." | still
think back to that. It still rings true today. Both for Gathers
and for home inspectors across the country

The inspectors we spoke with for this issue were candid
about what it takes: real training, the right insurance, and
penuine curiosity about how buildings work. For those will-
g to put in the work, the market appears to be there,
[o your success! WRE
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Readers Respond

Top 20 Home Inspection Mistakes I've Made

Reuben, thank you for the transparency! We've all had those
‘heart-drop” moments. Number 15 (the bathtub) is the stuff of
Inspector nightmares

I've made it a strict rule to never leave a floor while water is
running—even if it's just to check a nearby outlet. It only takes

one distraction for a minor test to become a major headache.

Appreciate you sharing these lessons so the rest of us can
avoid the ‘tuition’ of making them ourselves' — Wesley

The Rise of Multi-Million Dollar Inspection Firms
$400 per inspection has risen with inflation; these numbers
should be much higher for the home inspection industry. It
will be interesting to see private equity groups purchasing these
companies and if that will ultimately affect the traditional belief
ol how much an inspection should cost. | personally would love
to see a shift to a higher quality inspection. —Brian WRE

International Residential Building
Code requires a Dryer Duct
Booster® if duct length exceeds

Dryer's maximum — typically 25 feet.
LB2 is Listed for 150 feet!

’ Municipalities require the Dryer Duct Booster® to be in
compliance with UL #705, DEDPV (Dryer Exhaust Duct
Power Ventilator) Standard.

‘ Tjernlund Model LB2 Clothes Dryer Duct Booster®
complies with UL #705 DEDPV for both Electric
and Gas residential Clothes Dryers.

) a+year, no clog guarantee & warranty

Tjernlund Products
800-255-4208  www.tjernlund.com
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Becoming a
Commercial Inspector

by Isaac Peck, Publisher

What started as a narrow specialty, mostly handled by engi-
neers and a small group of dedicated commercial property spe-
ciahists, has been quietly developing into something broader
An increasing number of home inspectors are branching oul
into the commercial realm, drawn by higher fees, repeat-client
relationships, and a professional infrastructure that didn't exist
a decade ago

While the work 1s more complex, the difference in fees is strik-
ing. A typical residential inspection runs $550 A commercial
inspection can run $5,000 A large multi-property commercial
inspection project can command $50,000 or more. Commercial
work 1s less transactional and more relationship-driven than
residential. A client who owns or manages multiple buildings
doesn’t hire a new inspector every time They hire one inspec-
tor, repeatedly. That dynamic rewards inspectors who build
long-term client relationships, just like in the residential space

The Certified Commercial Property Inspectors Association
(CCPIA"Y), founded in 2018 by Nick Gromicko of InterNACHI®,
has become the central organizing lorce behind this shift. What
started as a way to build community and share education for
commercial inspectors has grown into a nationwide network
of more than 2,000 member firms. The association provides
training, standards of practice, and a unified professional iden-
tity that gives chents something to look for and inspectors

something (o point to

Working RE Home Inspector spoke with leaders at CCPIA® and
with inspectors who have built full-time commercial practices
to find out what this market actually looks like on the ground,
what it takes to get in, and what to expect when you do

Growing CCPIA® and Growing Demand

According to leaders at CCPIA®, commercial inspection de-
mand 1s rising because the market 1s beginning to recognize the
need. “Growth is driven by need,” said Maggie Aey, Executive
Director at CCPIA® She compared today's commercial in-
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Isaac Peck i1s the Publisher of Working RE magazine and
the Senior Broker and President of QREPorg, a leading
provider of E&O insurance for sawy professionals in
50 states and DC Over 14,000 professionals trust
OREP for their E&O and liability insurance Isaac
received his master’s degree in accounting at San
Diego State University. Reach Isaac at 1saac@orep org
or (888) 347-5273 CA License #4116465
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spection landscape to the early days of home inspections,
when the idea of hiring a professional inspector wasn't yet a
household norm “Way back when, home inspections weren't
household name. Today, everybody needs a home inspection
With commercial, we're in that same phase, the market is rec-
ognizing the need ”

In other words, the commercial sector is experiencing the same
awakening the residential sector went through decades ago
The demand for inspectors 1s, at least for now, rising faster
than the supply. This 1s partly due to the sheer diversity of
commercial chents “Folks are buying multiple properties,
there are maintenance related inspections, there's a lot more

opportunity,” Aey explained

Unlike residential inspectors, who often rely on a steady flow
of one-off homebuyers, commercial inspectors can build long-
term relationships with chents who own or manage multiple
buildings. “Don’t wait for one client to move,” Aey said “One
chent might give you many different jobs.” She also noted that
commercial inspections have traditionally been perceived as
the domain of engineers, even though most commercial in-
spections don't require engineering-level analysis Instead, in-
spectors with a strong foundational understanding of building
systems are often exactly what chents need

Once a commercial client finds an inspector they trust, the re-
lationship tends to stick. “If they work with a chent once, that
chent will hire them again and again,” Aey said, pointing out
that some inspectors specialize in churches, others in restau-
rants, warehouses, or office spaces The key is to match local
demand with inspector expertise. “In general, we expect com-
mercial inspections will continue to grow as awareness rises
and chients see the value in what they're getting "

Rob Claus, CCPIA®'s Director ot Education, adds another di-
mension to the demand story the rise of small-business buy-
ers who need due diligence without the cost or complexity of
a full engineering assessment. “Single owners, owning single

page 8»



T ——————

‘ st P O S A S

| «page 6

buildings—these people are small business owners,” he ex-
plained. “They don’t want to pay for the level of due dihgence
tllal larger engineering-type portfolio jobs would provide. They
Just want a knowledgeable building consultant who can give
them a clear, actionable understanding of the property they're
about to buy. Or they might be about to sign a tniple-net lease
and want to understand the current condition of the building "

Claus recalled that, years ago, when he first started exploring
this work, he was careful not to call himself a home inspector
to potential commercial clients. “We called ourselves building
consultants or property inspectors,” he said. In a way, that’s
what today's commercial inspectors are stepping into: they
are advisors who help clients make informed decisions about

complex, high-value properties that they won't be hving in,
and may not even be living close to.

While Claus has always had an interest in commercial inspec-
tions and was performing them before CCPIA® was founded,
he says CCPIA® arrived at exactly the right moment, giving
him, and the commercial inspection field, a structure, stan-
dards, and a clear professional identity.

“Did we have a great SOP to rely on before CCPIA®*?" he asked
rhetorically. “No. We just listened to the client, went out, and
did what we could.™ For decades, commercial inspections ex-
Isted in a gray zone between engineering firms and generalist
inspectors, with no unified standard of practice and no ded-
icated training pipeline. 2016 changed all that for Claus. Like
many others, Claus found “the ComSOP, InterNACHI®'s SOP
for commercial property inspections,” he said. “l used it as the
complete cornerstone for building a commercial division of our
company.” With a real standard to anchor the work, he built a
sustainable commercial division in a matter of months, and 1t
now supports multiple inspectors’ careers. When CCPIA® was
founded soon after, he reached out.

CCPIA® anticipated a wide expansion in unmet need, and was
correct. That unmet need i1s now driving the surge in demand.
Commercial inspections are becoming the standard due-dili-
gence tool for everyday business owners. With Claus helping
CCPIA® provide training, standards, and a professional com-
munity, the industry has better odds ol meeting that demand.

One Inspector’s Full-Time Commercial Practice

Working RE Home Inspector reached out to Brad McLeese, a
Northern Utah inspector who has built a full-time commercial
practice, to hear how he made the transition. McLeese didn’t
begin with any grand plan. Like many inspectors, he stumbled
into the opportunities, in his case through a conversation with a
client. His homebuyer client happened to work for an engineer-
ing firm and mentioned to McLeese thal their firm performed
commercial property condition assessments for buyers and lend-
ers. The client asked whether McLeese might be interested in
helping. “Shortly after that,” he recalled, “I was exposed to

“For decades, commercial inspections existed in a
gray zone between engineering firms and generalist
inspectors, with no unified standard of practice and
no dedicated training pipeline. 2016 changed all
that for Claus.”

. e ——— i ————————————

commercial property condition assessments oflered by nation-
al engineering firms, primarily for lenders and underwriters ™

His role at the time was as a field observer, working within
the ASTM framework used by engineering firms. He inspect-
ed massive properties such as shopping centers of 200,000
to 300,000 square feet, taking plenty of photos, providing
extensive documentation, and assisting in the completion of
the reports (in Microsoft Word) for engineers to finalize. The
reports showed cost opinions for repairs, replacements, and
mechanical equipment and were, McLeese recalled, tar more
detailed than anything a home inspector typically encounters.

Soon, McLeese began to see a gap in the market. The reports
he helped produce were for lenders, not for the “small busi-
nessperson, the main-street marketplace, business owners,
CEOs expanding or buying buildings, or investors purchasing
properties for leasebacks,” he said. Rather than 200-page en-
gineering documents, those chients needed efficient reports

-that conveyed a practical understanding of the building they

were about to occupy.

So McLeese began focusing on buildings under 50,000 square
feet, properties where he could “provide more value, do it more
economically, and offer a quicker turnaround.” Eventually, he
transitioned into performing commercial inspections inde-
pendently through his own firm Today, he works full-time
in commercial inspections (his firm stll handles some resi-
dential work, but he told me his personal focus and passion is
entirely commercial).

It was in that refocusing stage to smaller properties that
McLeese discovered CCPIA®, quickly realizing that its SOP
aligned far more closely with the kind ol inspections he want-
ed to perform. As he adapted his reports for small-business cli-
ents, he found that his format “resembled more and more what
CCPIA®™ was advocating.” Eventually, he made the transition
“olficial” by rewnting his agreements, restructuring his re-
ports, and even creating a separate website dedicated to com-
mercial inspections (we’'ll hear more about separate branding
and compartmentalization of residential and commercial).

McLeese said he likes CCPIA®'s training modules, fast-track
courses, in-person sessions, and access (o experienced in-
spectors like Claus, He called it “overwhelming value.” The

page 10 »
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membership fee, in his view, doesn’t come close to the worth
ol the resources and support.

Candid about his learning curve, McLeese told me he has un-
derbid projects, found himself overwhelmed by unfamiliar sys-
tems, and learned through experience how different commer-
cial buildings can be. Convenience stores, he said. often have
underground storage tanks and complex distinctions between
lixtures and permanently installed equipment. Industrial build-
ings introduced him to makeup-air systems he had never en-
countered before. But curiosity carried him through. “Over time,

with curiosity and wanting to figure out how things worked, |
got that experience little by little.”

McLeese emphasized that this wasn't just about higher fees. “If
yOu g0 1nto 1t just wanting to make more money, you probably
won’t be successful,” he said. It really helps to be genuinely in-
terested in how buildings work. “Sometimes I'll spend way longer
al a commercial building than I anticipated because I'm trying
to figure out how the mechanical system works,” he explained.

CCPIA® as a Marketing Tool

The first thing you need to know about Todd Hoffmeyer, head

of TC Property Inspections, is that he's gotten most of his cli-
ents from the CCPIA® website.

Four years ago, Hoffmeyer began shifting from residential into
commercial inspections, a move that has steadily reshaped his
business. “Each year | do more and more commercial,” he
said, noting that his residential side may eventually become
passive income as commercial work continues to expand.
Before entering the inspection field, he spent years as a jour-
neyman electrician and tool and die maker. In 2013, when a
labor dispute left him unexpectedly locked out of his job, he
pivoted quickly: “Nobody thought we'd be out more than a
couple weeks. | went and got some training for a home inspec-
tor and joined InterNACHI®.”

He discovered CCPIA® later, initially online, but the turn-
ing point came when he began attending their trainings.
“About four years ago | started looking into that page and
they just kept rolling after that,” he said. Since then, he has
immersed himself in commercial training, starting with a
three-day session in Bloomsburg, Pennsylvania, followed by
a one-day field course in Chicago and another three-day
session in Indiana, all led by Rob Claus. “They keep offering
more and more training and | just can’t get enough of 1t,”
Hoffmeyer told me. “The more we learn, the more our con-
fidence increases.”

Today, 30-35 percent of his business is commercial, and “that
number keeps growing.” His portfolio spans office buildings,
warehouses, bowling alleys, restaurants, storage facilities, in-
dustrial sites, banks, wildlife centers, storefronts, bars, hibachi

restaurants, multi-family complexes with over 100 units,
churches, YWCA facilities, and large corporate buildings.

One difference that surprised Hoffmeyer was the relative
lack of franticness in commercial inspections; they aren’t as
rushed as home inspections. While residential deals are often
squeezed into five- to seven-day deadlines, commercial clients
allow more time for proposals, scheduling, and reporting. “The
final reports aren't as much of a time strain,” he explained.

Commercial clients are also often more knowledgeable and
easier Lo communicate with, since they know they're in a busi-
ness relationship. Add the fact that one or two commercial in-
spections is as profitable as a week's worth of residential, and
you can see why commercial portfolios are attractive.

But perhaps most noteworthy is Hoffmeyer's marketing strat-
egy: “Join CCPIA®,” he said. In addition to the learning, most
of his leads come from online visibility, chiefly CCPIA®’s site,
as well as some of his own, supplemented by light networking
with commercial real estate agents. From there, momentum
builds naturally. “Just online marketing. Word of mouth. Once
you do one, it seems like they keep coming in.”

Training + Insurance Protection

For many inspectors stepping into commercial work, the
learning curve isn’t the only intimidating part. Insurance, from
coverage and exclusions to how a policy interacts with an in-
spector’s actual scope of work, can be challenging.

Most inspector E&O policies still exclude many commercial
properties, leaving many inspectors with restrictive coverage
that forces them to decline jobs, operate without adequate pro-
tection, or guess whether their policy actually applies to the
building they're about to inspect. Northern Utah's McLeese says
his experience with such a limited policy highlighted just how
limited some residential-focused policies can be when an in-
spector begins taking on larger commercial work. His carrier, he
said, became “increasingly nervous” as his commercial volume
grew. At renewal, they reminded him that their policy “isn’t really
geared toward a $10 million building or an apartment complex,”
and that it was fundamentally designed for residential homes.
They only “begrudgingly” allowed light industrial or small com-
mercial jobs and the rising percentage of commercial inspec-
tions “made them more and more nervous” year after year.

As CCPIA® Executive Director Maggie Aey explained, anoth-
er challenge 1s that policyholders are often unaware of what
exactly they're being covered for. Aey has been with CCPIA®
since day one, and she’s spoken with thousands of inspec-
tors about their insurance needs. Historically, she told me,
commercial inspections were simply “endorsed” on a policy,
granted permission to perform commercial inspections with-
out a clear explanation of what that endorsement actually

WWoming RE Inspector Summer 2026

i s ———*——-—h——




covered. That lack of transparency left inspectors unsure of
their limits, especially when it came to specialized areas like
lire suppression and life safety systems. Many didn’t realize
which components they were responsible for and which were
outside their scope. “Inspectors have struggled to understand
what parts they're inspecting,” she noted, emphasizing thal
commercial inspectors are not meant to “surpass fire marshal
Inspections or anything like that.”

That’s where the ComSOP comes in. Claus describes CCPIA®'s
ComSOP as “a true SOP,” one that gives clients confidence
because “they know the property was observed using this
benchmark.” For inspectors new to commercial work, it de-
lines exactly what they're responsible for observing. That's
where their scope ends. The training framework already tells
an inspector what they're responsible for. The insurance ques-
tion 1s whether the policy reflects that same clarity.

That's the gap the CCPIA®-aligned policy from OREP In-
surance i1s designed to close. Working directly with CCPIA®
(0 understand where current inspection policies were coming
up short, OREP built a policy around the association’s actual
standards. Aey described it as “transparent and built around
their training,” meaning inspectors are not only insured but

INSPECTORCAMERAS.COM

Modular Design - Easy Self Repairs

THE WAY IT SHOULD BE

In-House Customer Support
24 hour Service Turnaround

Easy Ordering, Fast Shipping
Rugged and Cost-Effective

“insured and backed by their training as well.” The result is

coverage structured around what CCPIA® actually teaches, not
a generic commercial endorsement tacked onto a residential
policy. No square-footage limits. Clearly defined fire and life
safety coverage. Inspectors know exactly where they stand

Restaurants, for example, have always been a sticking point
because they are at higher risk for fires. Inspectors weren’l
sure whether they were covered to inspect them. Aey said that
the OREP policy’s new clarity around restaurant COvVerage Is
“very big,” because inspectors can finally know with conli-
dence whether they're protected. “Truly knowing what you're
she explained, and then being trained to stay
“brings everything full circle.”

covered for,”
within that coverage,

The OREP policy, exclusive to CCPIA® members, covers in-
spection of properties over 100,000 sq. ft. (a common restric-
tion on regular inspection policies) and extends coverage (O
restaurants, warehouses, hotels, healthcare facilities, schools,
churches, shopping centers, mixed-use buildings, and more.
The only remaining restriction applies to heavy-industrial sites
such as power plants, refineries, petrochemical facilities, and

mining operations
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Inspectors don’t need to be fully committed to commercial
work to benetit. OREP’s base Professional Inspector Policy al-
ready covers apartments, condominiums, office buildings, and
non-restaurant retail properties under 100,000 square feet at
no additional premium, giving newer commercial inspectors
immediate protection lor many of the most common building
types. As commercial volume grows, inspectors can step up
to the full CCPIA® endorsement. The requirements are four:
maintain active CCPIA® membership, follow the CCPIA® Stan-
dards ol Practice, use a CCPIA®-prepared or OREP-approved
commercial inspection agreement, and avoid heavy-industrial

Inspections. Inspectors can learn more and get a quote at
OREP.org/commercialinspectors.

Getting Started in Commercial Inspections

For inspectors considering whether to step into commercial
work, Rob Claus offered a simple piece of advice: “Run, don't
walk.” Like Aey, he told me he sees commercial Inspections
loday the way home inspections looked six decades ago. “Sixty
years ago, nobody knew about home inspections,” he ex-
plained. “Here we are now, and you hardly purchase a property
without one. There's something to be said about being a first
mover in a new industry,” Claus argued, because the inspector
who builds a commercial practice now effectively “calls dibs”
n their market. Anyone who enters later “has to do what | did
or be better than what | did, otherwise they're lesser.”

L@c[w] Scan QR code for training
i o= dates. Use promo code
r-"i (ME) o CRTSAVESO for $50 off CRT “The CRT class
E]- - registration or IMDSAVE45 ( wascreated

LS for $45 off IMD registration. Jheemeay
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home inspectors!”

Another lesson emerging from inspectors already working in
this space is the importance of branding The commercial side
of your business will benefit, we've been told, from belng dis-
tinct from the residential side. McLeese was unequivocal on
this. “It's critical,” he said. In his experience, the home inspec-
tion label simply doesn’t translate into the commercial world
Residential inspectors are closely tied to real estate agents,
he explained, and that association carries a connotation that
commercial professionals don't trust. “The name has a con-
notation to most commercial real estate professionals that it’s
really more part of the home, not a commercial entity.” Even
when commercial brokers liked working with him, they hes-
itated to refer him to high-level clients because the branding
made them uneasy. As he puts it, recommending a home In-
spection company to a CEO evaluating a $10, $15, or $20 mil-
lion property “would make them look bad.” Creating a distinct
brand tells commercial clients that you understand their world,
their stakes, and their expectations.

The inspectors already working in this space are consistent
on one point: the time to move is now. Commercial demand
Is growing, the supply of trained inspectors hasn’t caught up,
and the inspectors who build their practice and reputation to-
day will be the hardest to displace once the market matures.
Training, branding, and insurance coverage are all more acces-
sible than they’ve ever been. To your success! WRE
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