
Presenter Notes
Presentation Notes
Opening: Welcome everyone and set the tone as practical and realtor-focused.,,Suggested script: Good morning/afternoon everyone. Today is not about turning Realtors into inspectors. It is about helping you understand how houses work so you can guide your clients more confidently before, during, and after the inspection. We are going to use a simple framework called “The House as a Body” and we will connect that to the types of homes we see every day in Southeastern Pennsylvania.,,Transition: We’ll start with why this matters to you as agents, then move into the anatomy of the house.



Presenter Notes
Presentation Notes
Purpose: Explain why home knowledge helps Realtors manage client emotions and expectations.,,Talking points: Inspections are often where the emotional part of the transaction meets the physical reality of the house. Clients may not know the difference between a maintenance issue and a major concern. A Realtor who understands the basic anatomy of a home can ask better questions, keep the client grounded, and communicate more clearly with the inspector and other parties.,,Realtor angle: This class is about making inspections feel less chaotic and more educational.



Presenter Notes
Presentation Notes
Purpose: Set clear expectations for the class.,,Talking points: By the end, agents should be better at recognizing patterns, preparing clients, and understanding how findings fit into the bigger picture. Emphasize that this is a framework, not a license to diagnose.,,Transition: Before we talk about systems, let’s start with a common inspection story that shows why systems matter.



Presenter Notes
Presentation Notes
Interactive opener: Ask the room: “If your buyer sees a stain on the basement wall, where does their mind usually go first?”,,Talking points: Buyers often jump straight to worst-case conclusions: foundation failure, mold, huge expense, deal over. But the stain may be the symptom, not the source. In our area, basement staining can come from exterior drainage, clogged gutters, short downspouts, grading sloping toward the house, window wells, wall penetrations, or older stone foundation behavior.,,Key line: The visible symptom is not always the source of the problem.,,Photo placeholders: Add one basement moisture photo and one exterior drainage/gutter photo from your company files.
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Front side: House as a body Finding categories

WATER DAMAGE 
TO WALL, NOTE 
GUTTER

FAILED STONE FOUNDATION DUE TO 
POOR GRADING AND DRAINAGE



Presenter Notes
Presentation Notes
Purpose: Protect Realtor role boundaries while making them more valuable to clients.,,Talking points: A Realtor should not say “this foundation is failing” or “that roof has five years left.” Those are inspection or contractor determinations. But a Realtor can say, “That is something I would expect the inspector to look at closely.” This keeps the agent helpful without taking on unnecessary liability.,,Key phrase: Your job is not to diagnose—it is to guide.,,Transition: Now that roles are clear, let’s talk about the biggest idea of the class: a house is a system.



Presenter Notes
Presentation Notes
Purpose: Introduce the systems-thinking foundation for the rest of the deck.,,Talking points: A house is not a list of separate parts. Roof, drainage, exterior, foundation, structure, plumbing, electrical, HVAC, insulation, ventilation, and moisture all interact. When one part fails, the evidence may show up somewhere else. For example, clogged gutters may lead to wet basement walls. Poor attic ventilation may show up as roof sheathing concerns. A plumbing leak may become a structural or indoor air issue.,,Transition: To make this easier to remember, we’ll use the “House as a Body” framework.



Presenter Notes
Presentation Notes
Purpose: Give agents the memorable framework that carries through the full presentation.,,Talking points: The foundation acts like the feet. The structure is the skeleton. The roof and exterior are the skin or shield. Plumbing is circulation. Electrical is the nervous system. HVAC is the lungs. Insulation is the jacket. Ventilation is breathing. Drainage is the water defense system.,,Key line: When agents remember the house as a body, inspection findings become easier to explain to clients.,,Transition: Now let’s apply this to the homes we actually see in Southeastern Pennsylvania.



Presenter Notes
Presentation Notes
Purpose: Localize the presentation and make it relevant to the Tri-County Realtor Association audience.,,Talking points: Southeastern Pennsylvania has a lot of older housing stock. Many homes were built before modern materials, modern flashing details, modern electrical loads, modern insulation expectations, and current moisture-management standards. That does not make these homes bad. It means they need to be understood in context.,,Examples to mention: older stone foundations, rowhomes, twins, colonials, cape cods, stucco exteriors, finished basements, aging roofs, aging HVAC, and updated electrical systems layered over older construction.,,Photo placeholders: Add local photos of an older stone home, a rowhome, and a stucco exterior.



Presenter Notes
Presentation Notes
Purpose: Reframe a house around performance, not just appearance.,,Talking points: Clients often fall in love with the kitchen, flooring, paint, and staging. Those things matter emotionally, but the house has to perform first. It has to support itself, keep water out, control air and temperature, provide safe utilities, protect the occupants, and remain maintainable.,,Key line: Cosmetic beauty matters less if the house cannot manage water, structure, and safety.,,Transition: Next, we map the components that make up the house before we start going system by system.



Presenter Notes
Presentation Notes
Purpose: Create the bridge from the opening section into the detailed systems section.,,Talking points: This is the map of the house. We will now move from the ground up: site and drainage, foundation, structure, exterior, roof, then into plumbing, electrical, HVAC, insulation, ventilation, windows, doors, and finishes. This keeps the presentation organized and helps Realtors understand why inspectors often think from the outside in and from the structure to the systems.,,Transition to slide 11: We’ll begin with the foundation—the feet of the house—and why local foundation type matters in Southeastern Pennsylvania.
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Front side: House as a body Finding categories

FOOTERS

POURED CONCRETE 
FORMS IN PLACE
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Front side: House as a body Finding categories

POURED CONCRETE 
FORMS REMOVED
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Front side: House as a body Finding categories

ROOF TRUSS

VAULTED CEILING 
CONVENTIONAL 
FRAMING, NOTE 
SUPPORT BEAM AT PEAK

METAL STRAPS ARE FOR 
HIGH WIND LOADS
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Front side: House as a body Finding categoriesFLOOR TRUSSES
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Front side: House as a body Finding categories

TJI ENGINEERED 
FLOOR JOISTS
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Front side: House as a body Finding categories
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Front side: House as a body Finding categoriesMANSFORD 
ROOF
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Front side: House as a body Finding categories
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Front side: House as a body Finding categories

HIP ROOF

CRICKET
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Front side: House as a body Finding categories

LOOKS LIKE CEDAR 
SHAKE

CERAMIC TILE ROOF, 
NOTE 
UNDERLAYMENT AND 
VALLEY FLASHING 
(OPEN VALLEY)

NOTE STEP 
FLASHINGS
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Front side: House as a body Finding categories

FIBERGLASS BATT  INSULATION, NOTE 
THEY ARE INSULATING THE INTEROR 
WALLS, WHY?
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Front side: House as a body Finding categories

REFLECTIVE 
THERMAL BARRIER

ROCKWOOL 
BATTS
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Front side: House as a body Finding categories

SPRAY FOAM 
INSULATION
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Front side: House as a body Finding categories

WALLS  WINDOWS AND 
DOORS READY FOR SIDING 
NOTE WATER RESISTIVE 
BARRIER (HOUSE WRAP)

ZIP WALL SHEATHING  
HOUSE WRAP PREAPPLIED
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Front side: House as a body Finding categories
ADHEARED STONE 
VENEER JUST 
BUMPY STUCCO

STUCCO
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Front side: House as a body Finding categories

VINYL SIDING NO 
HOUSE WRAP 
NOTE DAMAGE

CEMENT BOARD 
SIDING (HARDIE)
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Front side: House as a body Finding categories

WHAT IS THE 
NAME OF THIS? 

WHAT IS THE NAME 
OF THIS ROOF TYPE?
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Front side: House as a body Finding categories

UNDERGROUND STORM 
WATER MANAGEMENT
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Educational class for real estate professionals ➜ Next Section: Electrical — power, safety, and older updates. 23
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Front side: House as a body Finding categories

OLD GALVANIZED DRAIN PIPE NOTE 
IT IS NEARLY FULLY BLOCKED

DETERIORATED 
CAST IRON 
SEWER PIPE 
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Front side: House as a body Finding categories

PVC SEWER DRAINS, SO MUCH 
WRONG IN THIS PICTURE

PEX, UV LIGHT, WHOLE 
HOUSE FILTER, WATER 
SOFTENER, WELL 
TANK,WELL PUMP 
CONTROLER,  WATER 
HEATER, SO MUCH
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Front side: House as a body Finding categories

CPVC PIPE

COPPER PIPES PEX MANIFOLD 



Educational class for real estate professionals ➜ Next Section: Electrical red flags — recognize without diagnosing. 24



Educational class for real estate professionals ➜ Next Section: HVAC — heating, cooling, airflow, and comfort. 25
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Front side: House as a body Finding categories

INSIDE 
ELECTRIC PANEL

MAIN BREAKER, 
HOW MANY AMPS?

OLD FUSES



Educational class for real estate professionals ➜ Next Section: Local HVAC setups — what clients should understand. 26



Educational class for real estate professionals ➜ Next Section: Insulation — the jacket of the house. 27
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Front side: House as a body Finding categories

MODERN HIGH 
EFFICIANCY BOILER MID EFFICIANT GAS FURNACE AND 

AIR CONDITIONING UNIT IN ATTIC



Educational class for real estate professionals ➜ Next Section: Ventilation — how the house breathes. 28



Educational class for real estate professionals ➜ Next Section: Mini Case Study — the hot second floor. 29



Educational class for real estate professionals ➜ Next Section: Windows, doors, interiors, and how systems interact. 30
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Final Section: Turning Knowledge Into Client Confidence
How agents use inspection education before, during, and after the transaction

The class journey

1
The house as a body

2
The building shell

3
Working systems

4
Client-facing clues

5
Communication & next steps

What agents should remember

Homes are systems, not isolated parts
Symptoms and sources are not always the 
same
Reports should be read by significance
Calm language reduces inspection anxiety
The best response is informed—not 
dramatic

The agent advantage

When Realtors understand how houses 
work, they can prepare clients better, ask 

better questions, and keep inspection 
conversations focused on facts, priorities, 

and next steps.

A strong inspection mindset
Do not minimize. Do not dramatize. Clarify the finding, understand the significance, 
and decide the next step.

The final goal
Help clients feel informed enough to make a confident decision about the 
house.

★ Realtor takeaway: The inspection is not just a report. It is a client education moment that strong agents know how to support.

Presenter Notes
Presentation Notes
Use this as the transition from technical education to practical application. Remind agents that they have now learned the house as a body, the building shell, the working systems, the clues that clients notice, and how reports should be read. The final section is about using that knowledge to support clients and work effectively with inspectors. Emphasize calm, fact-based communication.
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Take-Home Tool: The Realtor’s Home Anatomy Cheat Sheet
A one-page handout agents can keep, reuse, and share with clients

Front side: House as a body

Foundation = feet
Structure = skeleton
Roof/exterior = skin
Plumbing = circulation
Electrical = nervous system
HVAC = lungs
Insulation = jacket
Ventilation = breathing

Back side: Red flags

Water stains or musty odors
Negative grading or short downspouts
Foundation cracks or bowing
Old water heater or HVAC
Outdated electrical conditions
Stucco staining or missing flashing
Roof wear or active leak clues

Client scripts

Buyer prep:

“The inspection will find things. 
We will focus on safety, function, 
major systems, and next steps.”

Report response:
“Let’s separate urgent findings from 
normal maintenance and ask for 
clarification where needed.”

Finding categories

Safety
Function
Activity
Severity
Maintenance
Cosmetic
Further evaluation

Handout goal: help agents remember the framework and give clients calmer, more useful language before the report arrives.

★ Realtor takeaway: The best handout is not a brochure. It is a tool agents can actually use in real inspection conversations.

Presenter Notes
Presentation Notes
This slide explains the one-page handout idea that can be created after the deck. The handout should be practical and not sales-heavy: house as a body framework, common red flags, buyer preparation script, seller preparation checklist, finding categories, and Spotlight contact information. Mention that agents can keep it at their desk, send it to buyers before inspection, or use it as a talking point.
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Every House Has a Story.
The inspection helps clients understand that story clearly, calmly, and professionally.

Before your next inspection

Prepare your client
Set expectations
Encourage questions
Focus on significance
Use the inspector as a resource

Final Realtor reminder

You do not need to be the inspector.

You need the right framework, the 
right language, and the right 

inspection partner.

Spotlight Home Inspection

SpotlightHomeInspection.com
215-234-0505

office@spotlighthi.com
Perkiomenville, PA

Questions? Let’s talk through the kinds of homes and inspection conversations you see every week.

Presenter Notes
Presentation Notes
Close by reinforcing the central theme: agents do not need to become inspectors. They need to understand the framework, prepare clients, ask good questions, and partner with a strong inspector. Invite questions and make the company CTA feel like a natural resource offer, not a hard pitch.
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Front side: House as a body Finding categories

DOES ANYONE KNOW 
WHAT THIS IS?
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Front side: House as a body Finding categories

MAIN BREAKER, 
HOW MANY AMPS?



Educational class for real estate professionals

Finding categories

Summary

We showed you the anatomy of a house. This is what a 
good home inspector understands inside and out. 

Great agents understand it well, but more importantly 
great agents know how to help deliver a home. 

Work with a great home inspector and lean on them for 
answers and support. They are an impartial third party.

Did you know a home inspector is prohibited from working 
on a house they inspected for a year? 
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