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Retail Petroleum Consultants (RPC) specializes in complex going-concern valuations of gas station and car washes 

throughout the United States.  Based in California, we are often asked how we can provide credible valuations in 

markets that are often thousands of miles distant from our home base?  Gaining geographic competency in new 

markets is often challenging but achievable if the appraiser takes the necessary steps.   

 

 

 

Letぅs begin by referencing USPAP (Uniform Standards of Professional Appraisal Practice) 2014 ‒ 2015 Editionぅs 

Competency Rule: 

 

An appraiser must: 

 

(1) Be competent to perform the assignment; 

(2) Acquire the necessary competency to perform the assignment; or  

(3) Decline or withdraw from the assignment.  

 

The appraiser must perform competently when completing the appraisal or consulting assignment.  The appraiser 

must determine, prior to accepting an assignment, that he or she can perform the assignment competently. 

 

Being Competent: 

 

(1) The ability to properly identify the problem to be addressed; and 

(2) The knowledge and experience to complete the assignment competently; and 

(3) Recognition of, and compliance with, laws and regulations that apply to the appraiser or to the 

assignment. 



 

 

USPAP further comments that competency may apply to factors such as, but not limited to, an appraiserぅs familiarity 

with a specific type of property or asset, a market or geographic area, an intended use, specific laws and 

regulations, or an analytical method.  If such a factor is necessary for an appraiser to develop credible assignment 

results, the appraiser is responsible for having the competency to address that factor or for following the steps 

outlined below. 

 

Acquiring Competency: 

 

(1) Disclose the lack of knowledge and/or experience to the client before accepting the assignment; 

(2) Take all steps necessary or appropriate to complete the assignment competently; and 

(3) Describe, in the report, the lack of knowledge and/or experience and the steps taken to complete 

the assignment competently. 

 

For example, here at RPC we are gas station and car wash experts specializing in a specific niche of going-concern 

valuation where appraisal methodologies and techniques do not differ from state to state.  The same valuation 

techniques are relevant regardless of geography be it an assignment in Alaska, Hawaii, or Florida.  However, 

geographical factors that may affect valuations such as local zoning ordinances, tax assessments, water 

reclamation, special use permitting, and related market characteristics often differ from state to state, county to 

county, and even city to city.   

 

USPAP further states in an assignment where geographic competency is necessary, an appraiser who is not familiar 

with the relevant market characteristics must acquire an understanding necessary to produce credible assignment 

results for the specific property type and market involved.  What steps does RPC take to be meet USPAP standards 

as to geographic competency?  RPC achieves geographical competency through research, studies, and working with 

experienced appraisers and brokers familiar with the market in question.  Additionally, we refer to the following 

sources: 



 

 

Costar Although generally not appropriate for going-concern sales data, Costar is a useful tool for analyzing land 

sales trends.  This data helps to establish general ranges of value for commercial land sales while identifying 

increasing, stable, or decreasing land value trends.  A sample chart for Montana ‒ Idaho Land Sale Trends derived 

from Costar data is included below. 

 

 

 

Moodyぅs/RCA - REAL Commercial Property Price Index (CPPI) The CPPI tracks national level indices for commercial 

real estate investment property prices.  The survey tracks on a somewhat broad basis but can be useful to identify 

general trends and spreads between Major Metro (6MM) and Non-Major Metro (NMM) Areas as shown below. 

 

 



 

 

Energy Information Agency (EIA) is a subsection of the U.S. Department of Energy and provides specific data 

regarding trends in fuel prices, alternative fuels, margins, and the petroleum industry in general.  The chart below 

shows retail gasoline pricing trends and the spread between average US prices and the Rocky Mountain Region. 

 

 

 

Environmental Protection Agency (EPA) mission is to protect human health and the environment.  In doing so, the 

agency tracks various data points regarding gasoline.  The chart below references consumption of gasoline trends 

in Montana since 1960.  

 

 



 

 

Local Municipalities include tax assessors, zoning and planning departments, water boards, etc.  These are 

common sources for property and related industry data that are geographic specific.  Part of the zoning verification 

process employed by RPC is to interview local planners as to land use trends and proposed gas stations that may 

affect the appraised property. 

 

Local Broker and Appraisers Nearly all markets with operating gas stations and car washes have ゃlocalゅ appraisers 

and brokers.  In certain markets where sale prices are not recorded (non-disclosure) such as Texas, assemblage and 

verification of market sales is particularly difficult for those on the outside.  In these instances working with local 

brokers and appraisers is essential.  Because RPC is not a general appraisal firm valuing all types of real estate, we 

find that local appraisers do not see us as competition and are often willing to assist and share their sales data and 

knowledge of the marketplace in question.  Brokers on the other hand are often difficult to work with.  Many sign 

non-disclosure agreements are cannot discuss the terms of a sale even if they wanted to.  Most brokers are time 

sensitive and may not see the benefit of taking the time to speak with an RPC appraiser.  However, we have found 

that when brokers know they are dealing with a skilled professional that in return can offer insightful and valuable 

knowledge of gas station and car washes, they tend to be more receptive.   

 

Depending on the specific geography certain data providers are more appropriate than others.  Most these sources 

are easily accessible via the internet.  The cited sources are not all inclusive and represent a portion of relevant 

sources to assist RPC in gaining knowledge necessary to write credible appraisals in new geographical locations, the 

most important being interaction with market participants, primarily appraisers and brokers. 
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The creation of these articles supports Retail 

Petroleumぅs mission to provide clients and industry 
advocates with timely information and insights about 

our ever-evolving industry.  

 

Retail Petroleum Consultants is led by company 

directors Steven Morse and Csaba Konkoly. The 

partners at Retail Petroleum fund the articles and 

back the opinions found herein. The information was 

not commissioned by any business or institution.  For 

further information visit us at www.gasvaluation.com.   

 

 

 

 

Questions/ Comments? 

contact@gasvaluation.com 

Seeking an Appraisal? 

rfp@gasvaluation.com 
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