
Assessment Appeals Testimony
Testimony
Essential strategies for appraisers presenting before Assessment 
Appe a ls  Boards



Navigating Assessment Appeals Testimony

George Koiso, MAI

Over 20 Years of Valuation Experience

• Production appraiser with extensive field experience

• Review Appraiser at Chase, focused on quality and accuracy

• Built the largest production team at CBRE nationwide

• Co-Founder of Worth Valuations

Assessment Appeals Background:  Presented over 25 testimonies 
before Assessment Appeals Boards, over 150 submitted valuations for 
appeal purposes.



Focus on Revealing Your Truth
Testifying under oath can be nerve - racking  for e ve n e xpe rie nce d  p rofe s s iona ls . Your 

p rimary mis s ion is  s imple : re ve a l the  truth -  your truth -  to all parties involved.

Assessor’s Arguments

Can be very persuasive yet overly 
simplified, lacking proper support, 
or factually incorrect

Your Client

Your client has an agenda and 
desired outcome.

Fear of the Unknown

Overall, the Board is generally is 
flexible and will explain procedural 
matters when needed.  

Stay grounded in your professional analysis and ethical obligations —let these guide 
you through any distractions.



Know Your Audience

The Board Is Your Audience

Direct all testimony toward the 
As s e s s me nt Appe a ls  Board  

me mbe rs , not the  As s e s s or or 
o the r pa rtie s  in the  room

Diverse Backgrounds

AAB me mbe rs  typ ica lly inc lude  

broke rs , a ttorne ys , accountants  -  

not appra is e rs . Avoid  te chnica l 
ja rgon

Read the Room

Take  your cue s  d ire c tly from Board  

re ac tions . Adjus t pac ing , tone , and  

de pth to  me e t the m whe re  the y a re  
a t

Re me mbe r: Don' t ge t "los t in the  s auce " with te chnica l unde rs tanding  or comple xity tha t los e s  your audie nce ' s  

a tte ntion



Establish Credibility Early

Assume Initial Skepticism

It is not typical for licensed appraisers or experts to testify in 
the s e  proc e e d ings . Both the  As s e s s or and  the  AAB have  
be e n e xpos e d  to nume rous  ove r- re ac hing  a rgume nts , s ome  
borde ring  on abs urd .

Your first impression matters immensely.  Build trust 
immediately by demonstrating your credentials and ethical 
obligations upfront.

01

Licensed Appraiser Status

State your licensing credentials clearly

02

Professional Designations

Highlight MAI, SRA, or other recognized credentials

03

Relevant Work History

Share experience that establishes your expertise in this 
property type and market



Understand Before Persuading

Fully Understand

Grasp the main assumptions of the Assessor's written and oral 
te s timony be fore  re s ponding

Articulate Their Position

Be  ab le  to s ummarize  the  As s e s s or' s  ke y as s umptions  ac c ura te ly and  
fa irly

Present Counterpoints

Expla in the  gap  be twe e n va lua tions  while  s upporting  your c ritic a l 
a s s umptions

Pe rs uas ion be g ins  with unde rs tanding . Your goa l is  to  a rtic ula te  why  there is a 
gap between your value and the Assessor's value, demonstrating that you trust 
the Board to make an informed decision.



Keep It Simple: The KISS Principle

Prioritize Critical 
Differences
Focus on the two to four most 

c ritic a l d iffe re nc e s . You may have  

ide ntifie d  20  d is agre e me nts  with 

the  As s e s s or' s  appra is a l, but e ac h 

we ake r point take s  a tte ntion away 

from the  mos t c ritic a l d iffe re nc e s .

Quality Over Quantity

Do not try to  s pe ak fas te r to  

trans fe r more  information. 

Ins te ad , prioritize  the  mos t 
important points  and  wa lk the  

Board  through the m 

me thodica lly and  c le a rly.

Design for Simplicity

All your te s timony, both ora l and  

writte n, s hould  be  ge a re d  

toward  s implic ity and  c la rity. 

Tip & Trick:  There is no discovery like court testimony. Defending your own report or value is the easy part, but the hard part is 
identifying weak assumptions by the Assessor, prioritizing the most important weaknesses, doing so in a highly time-constrained 
environment, and then communicating this clearly under pressure. You really need to think and adapt very quickly.



Advocate Only for a 
Value You Can 
Defend
Circumstances change during the appeals process —and your 
va lue  conc lus ion may ne e d  to change  too. Integrity and 
credibility must always come before client preference.

Remember: For property tax appeals purposes, you may amend 
the value stated on your application up until the appeals hearing. 
If new information surfaces or conditions shift, adjust your 
opinion accordingly.



Inspect Your Data & Neutralize Fatal Flaws

Genuine Confidence Through Familiarity
Familiarity

Part of being persuasive is having genuine confidence, 
which come s  from de e p  familia rity with your da ta . The re  

can be  la rge  time  gaps  be twe e n he a rings . Re vis it your 
s ubje c t prope rty and  comparable s  be fore  the  he a ring , 

e ve n whe n it s e e ms  re dundant.

Pro Tip:  The Assessor rarely inspect their subject property 
or comparables. This creates an opportunity for you to 
demonstrate superior preparation.

Identify Fatal Flaws Early

A single error can unravel your entire testimony. Know 
your data sources intimately and verify key points yourself.

Real Example:  A seasoned Assessor was convincingly 
testifying when one comparable sale showed a 20% price 
discrepancy from various sources that they could not 
explain. It was the turning point in the hearing and the 
Board agreed almost entirely with our value opinion.

Delegation or relying on someone else's research should 
be done with extreme caution.



Potential Weaknesses in Assessor Cases 

• Are not property type experts
• Often are limited in their time to prepare the appraisal
• May be a junior appraiser
• May be testifying to an appraisal they did not personally prepare
• Often rely solely on CoStar information, with no broker verifications
• Seldom inspect the comparables or the subject property
• Often only use 3 sale comps



Final Principles for Success

Recognize When to Stop

Once the Board begins aligning with your logic, step back and let the Board 
do the ir work. You c an s ome time s  s e ns e  mome ntum s hifting  from the  Board  
que s tions  or the  e ne rgy in the  room. Be ing  ove rly aggre s s ive  c an appe ar 
pa troniz ing  a t this  point and  c an unde rmine  the  trus t you have  worke d  hard  to 
e s tab lis h.

Always Keep It Professional

Re gard le s s  of the  outc ome , re main profe s s iona l with the  As s e s s or and  
oppos ing  s ide  -  c re d ib ility is  c umula tive  ove r time . Some time s  e motions  fla re , 
but e ve ryone  is  the re  to p re s e nt the ir c as e . I a lways  s hake  hands  a fte r the  
he aring  c onc lude s .
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