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600+ Home Inspectors

From rising costs to shifting client expectations, the home inspection
industry is changing fast.

This visual guide unpacks the data behind that transformation—revealing
how inspectors are growing their businesses, adopting Al, and stepping into
more consultative roles in the homebuying process.
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Based on insights from
more than 600 inspectors
across the U.S., we explore
what'’s working, what'’s
changing, and what’s next.
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THE GROWTH CHALLENGE:
What's Keeping Inspectors
Up at Night?

Customer Acquisition Is the Top Concern

Customer Aquisition
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Customer acquisition remains the top challenge for home inspectors, with
78% still relying on real estate referrals. However, 22% are turning to
online searches, social media, and non-realtor referrals, signaling a shift
toward direct-to-consumer marketing. Inspectors who diversify beyond
agent referrals are better positioned for long-term growth.
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Revenue Per Inspection and Pricing Trends

Despite rising operational costs, home inspection pricing has remained
relatively stagnant, with inspections averaging $462 in 2023 and $457 in
2024. Pricing also varies by region, reflecting differences in market demand
and service rates.

Average inspection quote by year
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West: Midwest:
Prices remained steady ($456 — $456), Prices increased 18.2% ($440 — $520), likely
despite the region’s high real estate values, driven by higher demand and operational costs.

indicating stable demand.

Northeast: South:

Prices rose 4% ($547 — $569), likely Prices decreased by 6.4% ($436 — $408),
reflecting the continued demand in the suggesting a slowdown in the region’s
region’s competitive housing market. housing market.
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Results show that inspectors who bundle ancillary services
earn higher per-inspection fees, highlighting the value of
service expansion.

Ancillary Services: The Key to Revenue Growth

Ancillary services make up a larger % of total business as inspection companies grow

9% Solo: Expereinced
15% Solo: New
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® Noancillaryincome @ Is less than 10% of total revenue @ Is 10-20% of total revenue

Survey data revealed a clear trend:
Inspectors offering radon, mold, and
sewer scope inspections are consistently
earning more. When those services are
supported by automation, the returns
are even greater. In fact, inspectors who
bundle just one or two ancillary services
see their earnings per inspection rise by
10-30%, even in competitive markets.
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Survey data shows the most
common revenue-driving upsells:

Radon testing

Mold testing

Sewer scope inspections, which are
gaining traction but remain underutilized

But here is where the real
opportunity lies:
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NI

(S

B.Gra
fading ang Draingge

NI

Inspectors using Spectora Advanced report
earning up to $600 more per month, largely
from automation that promotes these
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Meanwhile, 10.9% of the surveyed
inspectors don't offer ancillary services at
all, signaling a major opportunity for revenue
diversification. Regional pricing trends also
suggest that customizing services to local
demand can boost profitability.
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Here's a breakdown of the top ancillary services by region, highlighting key
trends that could help inspectors align their offerings with market needs:

Top Ancillary Services by Region

West:

Sewer scope inspections, mold testing, and pool
and spa inspections are most popular, with sewer
scope inspections seeing strong growth.
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Northeast:

Radon testing and termite/pest inspection
top the list, with water quality testing also
playing a significant role.

Midwest:

Radon testing leads, followed by termite/pest
inspection and mold testing.

South:

Pool and spa inspection is the dominant service,
with a strong demand for termite/pest inspection
and mold testing.
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Adding even one or two ancillary services can increase average inspection
fees and lead to hundreds in additional revenue each month. Whether you're
a solo inspector or running a team, Spectora Advanced helps you scale these
upsells effortlessly without changing your processes:

Inspector Type Solo Inspector Multi-Inspector Enterprise Teams

Extra Monthly Revenue $285/month $500/month $1,545/month

Return on Investment 10x 7% 5x

Automated add-on . Automations at scale +
. Team coordination + . -
What Drives it prompts, follow up, and - reporting to optimize
. . built-in upsell flows
client reminders every add-on

*Spectora Advanced revenue figures are based on internal reporting and self-reported customer data from

2024-2025. Actual results may vary depending on region, business size, service mix, and software usage.

What Inspectors Plan to Offer in 2025

Looking ahead, many inspectors are planning to
expand their services in the following areas:

@ Radon testing continues to be a priority
across regions, with the highest interest
in the Midwest and South.

@ Sewer scope inspections are on the rise,
especially in the South and West.

@ Mold testing is already a key offering, but
inspectors in the South and West show the
highest interest in adding or expanding
this service in 2025.
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Overall, survey data reveals that the South stands out as the region offering
the highest variety of ancillary services, with inspectors planning to expand
their service offerings more than any other region in 2025. Beyond radon
testing, sewer scope inspections, and mold testing, these services include:

Termite and pest inspection O"—’I__I Water quality testing

~ 32 Air quality testing ~~~ Pool and spa inspection

Take note of the trends in each region. If you're not offering these sought-
after services, it's time to integrate them into your business to stay
competitive and maximize your revenue potential.

The main takeaway: Expanding your service offerings will
boost your bottom line. Automating how you sell those services?
That’s how you unlock next-level growth.
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Al AND AUTOMATION:

Scaling Without Hiring

Growth doesn’t always mean building a bigger team. Most inspectors
operate as solo entrepreneurs, and many plan to keep it that way. In fact,
54% of the inspectors surveyed have no plans to hire in 2025, opting
instead to streamline operations and scale with the resources they already
have. For many, the answer lies in automation.

Less than half of home inspectors plan to hire
additional headcount in 2025.

‘ Plan on not hiring

’ Plan on hiring u

- —

That shift signals a broader trend: Inspectors are embracing
automation as the new path to scale, saving hours each week and increasing
revenue without the overhead of hiring and training staff.
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Al Usage Today and Future Plans

Al isn’t just for faster report writing, it's about unlocking capacity —it’s
reshaping how inspectors grow, generate leads, optimize pricing, and
strengthen customer engagement. In an industry built on efficiency,
Al is quickly becoming the preferred path to growth.

Nearly two-thirds of home inspectors plan to use Al in their inspection process in 2025

0 25 50 75 100

With one in three inspectors already using Al tools in their
workflows, that number is expected to nearly double by the end of
2025, with 58% planning to adopt Al in the near future.
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Among inspectors already using Al, the top use cases include:

83% 30%

for report writing for client communications

57% 19%

for marketing for image analysis

What This Means for Inspectors Who Embrace Al Now

Inspectors who adopt Al early will lead the industry in efficiency, profitability,
and customer satisfaction. Al-powered tools will enable faster, more detailed
reports, building greater client trust and increasing agent referrals. Early
adopters will position themselves as industry leaders who are ready to thrive
in a rapidly evolving market.

From voice-to-text reporting and automated comment generation to Al-
written follow-ups and upsell prompts, inspectors are using Al to:

Save hours each week on manual tasks.
Complete more inspections in less time.
Strengthen agent relationships with faster, cleaner reports.

Drive new business without hiring additional staff.

Al allows inspectors to scale like a team—without building one.
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THE MINDSET SHIFT:
The Future Home Consultant

The Role of the Home Inspector Today vs. 5 Years from Now

Survey results show a major shift in how inspectors view their role. Although
inspectors today largely see themselves as technical assessors, a growing
number predict they will take on a broader, more consultative role in the
coming years.

How Inspectors See Themselves Today

23%

consider themselves
long-term consultants

68%

act as a resource for inspection
and testing services

o)
9%
identify strictly as technicians
responsible for inspections




Predictions for the Next 5 Years

expect to serve as
long-term consultants 5

will continue to be a resource for
inspection and testing services

see themselves as technicians
focused solely on home inspections

Beyond the Inspection: Expanding Services
and Revenue Streams

Most home inspectors focus solely on one-time assessments, leaving
opportunities for ongoing services untapped. Few currently offer
homeowner education, maintenance plans, or post-inspection consulting.

Inspectors who position themselves as long-term home consultants can
build lasting client relationships and create additional revenue streams
beyond a one-time inspection.
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Why This Mindset Shift
Matters Now

The home inspection industry is evolving, and
inspectors who wait even five years to adapt
risk falling behind. As more professionals expand
their services beyond one-time inspections,
inspectors who take a homeowner-centric
approach now will be ahead of the curve—
gaining a competitive edge and securing long-
term client relationships.

By offering ongoing consulting, maintenance
plans, and homeowner education, inspectors
can position themselves as trusted advisors
rather than just service providers. This shift
strengthens customer loyalty and opens the
door to premium pricing and additional revenue
streams in an increasingly service-driven market.

Own the Future of Home Inspection a2 ‘ 20 :-
P . mmn-

How will you adapt to a modernizing industry? Lo —

Inspectors who adopt new technology and WA :?

expand their services today will be the ones

shaping the market tomorrow. - g S —
. LY
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Steps to Take Now

Adopt Al tools.

Streamline reporting, improve efficiency, and spend
more time on high-value tasks.

o

Expand ancillary services.
Offer specialized inspections, maintenance plans,
and consulting to increase revenue.

o

Position yourself as a trusted advisor.
Build long-term client relationships and become the
go-to resource for homeowners and agents.

SPECTORA
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The Future of Home
Inspection Is Here

Inspectors who leverage service expansion and technology adoption are
seeing the most success. Although growth challenges persist—particularly in
customer acquisition and pricing pressures—inspectors who diversify their
services and integrate Al are positioning themselves as industry leaders.

Al is emerging as a key differentiator, allowing inspectors to simplify
reporting, increase efficiency, and scale their businesses without hiring
additional staff.

At the same time, the role of the home inspector is shifting from a one-time
assessor to a long-term consultant. Inspectors who embrace this mindset
now will lead the industry in profitability and client trust.

Ready to grow?

Discover how Spectora home
inspection software elevates
the inspection experience
for today’s market. Book a
demo today and look out for
our exciting new Al feature
launching soon!

BOOKADEMO )
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The trusted solution for home inspection
report writing and business management tools.




