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Inside this Issue Summer 2013
 

 
Welcome to the summer 2013 issue of the S.E.C. Observer. In this issue, Gary Vandenberg, 
2013 President of the Society, outlines why you should “buy now.”  
 
Robert W. Steele, S.E.C., shares his memories of Jackie Robinson.  Stephen R. England, S.E.C. 
revisits why young entrepreneurs are so important to our economy and why we must encourage 
them.  Leo Goseland, S.E.C., provides us with an update on the S.E.C. Education Foundation.  
Congratulations are in order for Alex Ruggieri, S.E.C., CCIM, who was recently named as an 
advisor to the NAR Commercial Membership Presidential Advisory Group.  
 
James T. Wilson, S.E.C, CCIM, is featured “In the Spotlight” of this issue and you will discover 
what life experiences led to his eventual career in creative real estate practice and teaching. 
 
In the History Files, Richard Reno, S.E.C., reminds brokers to help their clients, but also 
themselves, and Fred Lewis, advises brokers to work for fees rather than commissions. 
 
Enjoy this issue. As always, we welcome your comments, suggestions, and submissions of 
articles to be considered for publication. Please contact the S.E.C. office via email: 
sec@secounselors.com. 
 
 
Jackie Hellingson 
S.E.C. Observer Editor 
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I. President’s Message A.  Why Buy Now? 
 

“Why Buy Now?” 
 

Gary Vandenberg, S.E.C. 
2013 S.E.C. President 

 

 
So why is this a good time to buy commercial real estate?  Well, would you rather buy at the top 
of the market or at the bottom? 
 
Most places around the country are reporting that rents and sale prices have remained about the 
same for the last year.  This follows large drops in rents and sale prices from 2009-2012.  Most 
economists agree it is unlikely that prices will drop significantly more in the near future.   
 
Once rents have stabilized after a declining market, the normal business cycle sees a gradual 
increase in rents, with the pace of increase gradually picking up over time. Look what we have 
been through in the last few years. If you like buying at or near the bottom of the market cycle, 
doesn’t it make sense to be entering the buying market now? 
 
Besides buying at the bottom of the business cycle, is there another reason to buy now?  Well, 
look at historic interest rates for commercial mortgages.  Have you ever seen rates lower than 
they are today?  Locking in rates now can lead to greater cash- on- cash returns for years to 
come.  Lower rates mean lower Annual Debt Service.  And lower ADS means less risk to own.  
 
The bottom line is, this is a great time to buy.  Call your SEC Counselor to discuss your 
investment objectives.  They can help you create a strategy to put you on the road to economic 
security.  Isn’t that really what you want?  
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II.  Feature Articles A.  Remembering Jackie Robinson
    

“Remembering Jackie Robinson” 
 

Robert W. Steele, S.E.C. 
 
I have been asked by a few of my friends and members of my family about the movie #42, which 
refers to Jackie Robinson’s number when he played baseball for the Brooklyn Dodgers which 
was owned at that time by Branch Rickie. 
 
The reason I have been asked is that I played with Jackie on the Montreal team during the spring 
training in 1947. This time period plays a big part in the movie because it was at the conclusion 
of that spring training that Jackie was brought up from Montreal of the AAA International 
League to the Dodgers in the major leagues and which broke what was referred to as the colored 
barrier. 
 
My recollection of the events: 
In 1946 Jackie was signed with Montreal as the first black player in organized baseball. Rickie 
had him assigned to Montreal, which was out of the country even though many of their games 
were played in the US. I had also signed with Montreal in 1945 but was in the service and played 
ball for the US Navy at the Com of the Marianas on the Island of Guam in ’46 but was discharge 
later that year. 
 
Spring training for Montreal and the Dodgers in 1947 was outside of the country in Cuba for half 
the time and then we flew to Panama for the last half of spring training. I am guessing that the 
reason we were training out of the country was because Mr. Rickie wanted to minimize Jackie’s 
exposure to the US media. The movie skips Cuba entirely and has all the training in Panama but 
all the events that happened there are included. The movie did a very good job of depicting it like 
it was. 
 
So I met up with Jackie at a military academy outside of Havana in 1947 where Montreal had 
their spring training facility. The Dodgers headquartered at the Hotel National in the City of 
Havana. There were now two other black players in training with us on the Montreal team 
besides Jackie, Roy Campanella, a catcher, and Don Newcomb, a pitcher. However, as depicted 
in the movie, they did not live with us at the military academy but stayed in a hotel. 
 
It was strange in that there did not seem to be any need for that as we were not in a hotel, which I 
thought was where the racial problems were. I guess it was because of the animosity from some 
of the ball players. And that is maybe a guess on my part but we had a couple of ballplayers on 
the team from the south and they would not shower if any of the blacks were in the shower at the 
time. Cuba has many black player – perhaps even the majority – so everything fit in. 
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Jackie played second base and so did I. He played for the first squad and I played for the second 
in all of our in house games. When we played Brooklyn or any other team Jackie and the first 
squad played the first six innings of the game and our second squad played the last three innings. 
As we played the same position at second base, Jackie and I spent a lot of time together. In fact, 
he taught me a turn-around at second on a double play ball that to this day we are the only two I 
have ever seen use it. When he moved up to the Dodgers, Jackie moved to playing first base to 
get him in the lineup and he played there for the rest of his career. 
 
As an interesting aside, on the second squad playing with me at first base was Chuck Connors, 
who later became the Rifleman in the TV series – a left-handed Rifleman, if you recall. 
 
Jackie swung the bat right handed but was a great bunter. That’s another thing he taught me – 
they did not have him bunting for a base hit in the movies but he actually runs at the ball when 
bunting so he is moving out of the batter’s box at the time he makes contact with the ball. He did 
not drag the bunt as most right handers would do. One thing I really remember about him when 
he was base running, his fingers during the lead off actually were moving or vibrating and 
someone picked up on that because it was that way in the movie. They actually do a close up of 
his hands. Quite different. 
 
In base running no one ever took a longer lead off then Jackie did. I was fast and stole some 
bases, but it scared me just watching his lead offs in the movie. He was very challenging. The 
movie says Mr. Rickie asked him to do that and I have no reason to doubt it. 
 
The movie story intertwines with Leo Durocher, the Dodger manager, and Lorraine Day, movie 
actress. She obtained a divorce in Mexico and then married Leo and they were both there during 
spring training. We met Lorraine at a joint dinner party for the Dodgers and Montreal. Lorraine 
became known as the First Lady of Baseball but it was little bit dicey during that spring training 
as there was a question about the legality of her divorce, which was covered in the movie. 
 
Another aside: One day after practice at the military academy Jackie sent word into the locker 
room to come out to the veranda where he introduced us to Joe Louis, the heavyweight boxing 
champ, who was in Havana and had come out to the military academy to visit Jackie. 
 
We then flew to Panama. 
 
One very interesting thing happened when we were in Panama that was not mentioned in the 
movie but significantly made me aware of just how big the impact Jackie had on pro baseball 
and the major effect it was having in the world. We, the Montreal team, took a long bus ride to a 
little town called Mount Hope, Panama, to play an exhibition game. It is close to Colon on the 
Caribbean side of the country. I remember as we drove into the town, everyone was black. The 
streets were solid with people yelling and screaming Jackie’s name. Banners with his name and 
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picture were hung across the streets. His picture was everywhere, on placards and in the store 
windows and on the program for the game. It was like a mob scene. 
 
The people started to rock our bus from side to side. It was a little scary. Everyone just wanted to 
touch this hero. We had not seen any of this in Havana or Panama City. There were lots of 
accolades for him but this was on the serious or even dangerous side, but still friendly. So here 
are these black people in a little town thousands of miles away from anywhere exhorting in 
Spanish this person who was breaking down this invisible barrier that somehow had them (and 
the rest of us) all trapped. I was raised in Seattle, about as far away from the civil rights action as 
you can get, but this really opened my eyes and I started to understand. 
 
When we played the game that day against their local team we played in a rickety old stadium. 
Jackie played the first six innings at second base as usual and I played the last three. I have been 
booed playing baseball before, which is normal when you are the visiting team, but I never was 
booed like I was that day. They wanted no part of me replacing Jackie. 
 
When spring training was over Jackie moved up to the Brooklyn team. Campanella and 
Newcomb went with Montreal, I think Chuck Conners went with a west coast team which 
probably led him to Hollywood. He was an excellent athlete and also played pro basketball. I 
ended up playing for the Dodger team in Colorado that year. 
 
Branch Rickie did a lot of innovative things for the Dodgers. I met him first at a night game in 
Cuba. Kudos to Harrison Ford. He really played the role of Branch Rickie in the movie very 
well. Mr. Rickie was a little bit more on the heavy side than Mr. Ford but he did a wonderful job 
portraying him. 
 
The last time I saw Jackie was in spring training the next year in Pensacola, Florida, at a military 
base. The last day there the Dodgers had finished their game and Jackie came over to the field 
where I was still playing a game to say good-bye to me. 
 
My personal take on the movie was that it was excellent. I don’t know the fine points of the 
Lorraine Day and Leo Durocher story that the movie spends time on but the internet says they 
were still together when she died at the age of 87. 
 
Jackie was a first-class man. He really put up with some terrible things. Mr. Rickie made the 
choice and he really chose right. His second choice, Campanella, was one of the best ball players 
I ever played with, maybe the best, but he, like most of us, could not hold a candle to Jackie as a 
temperate man. If Rickie had picked Campanella first we might not be where we are today. 
 
Possibly a co-hero in this wonderful story is Branch Rickie. That’s in my opinion of course, but 
it took the two of them to make this happen. 
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The movie really is part of Americana and I hope you see it. And I hope the above insights are 
helpful. 

 



 

 
 
 

1

 
III.  Society Column A.  Structuring Your Commercial 

Mortgages  
 
      

“Structuring Your Commercial Mortgages” 
 

Steven G. Bushey, S.E.C. 

 
 
Spring is taking two steps forward and 1½ steps backwards, but if you live in Vermont, that is 
close enough. 
 
For the last couple of months I have been talking to our mortgage lender about refinancing one 
of our buildings. The building has been in service for +/- eight years and we expanded the 
building about 50% five years ago. Consequently we have 2 mortgages with one at 6.5% and 
another at 6.99%. 
 
With interest at record lows it seems a good time to refinance. As I reviewed the term sheet there 
were a number of interesting clauses that we negotiated into our original mortgages. 
 
The building was ideal rehab for our intended use and we had a tenant ready to occupy the space 
on a long-term lease when construction was finished. However, there were several things we 
didn’t do because of a slim budget. One was the roof. We were assured by three roofers that we 
would get at least 5 more years out of the roof. We came in with hard equity at approximately 
23%. I then negotiated a $30,000.00 line of credit that went with the financing package. 
 
Six months after the tenant took occupancy the roof started leaking to the point where the wall 
paper was peeling off the walls. We needed a new roof costing $50,000.00 and we had no money 
in the budget. I immediately called the bank for access to our line of credit. The roofer agreed to 
a cash payment of $30,000.00 and my development partner and I paid the balance off in 12 
months with our cash flow from the building. Our equity partner received his uninterrupted 
monthly return. 
 
The banker asked me if I wanted to keep the $30,000.00 line of credit with the new financing. 
The answer was, “Absolutely.” I now include a line of credit with every property I develop. 
 
Our existing mortgages have terms of 12 and 15 years respectively and the bank wanted to give 
me a 15-year self-amortizing mortgage. I have always been a stickler on getting 20-year 
amortization with no calls but with 5-year rate adjustments and I rarely have a problem getting 
full-term financing. 
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In this case I countered with a 20-year amortization with a 15-year call. The reason is that this 
adds $1,500.00 per month to our cash flow and our principal reduction is slowed, thus reducing 
“phantom” income – income that is taxable but unavailable to you as in “mortgage.” The bank 
asked why I didn’t want 15 years and I told them and they understood. 
 
When we negotiated the mortgage I asked one of the bankers why we had to personally 
guarantee all the debt. Why can’t we personally guarantee only that portion of the debt over 50% 
of the appraised value? He looked at the deal and said, “Hell, if the property is not worth 50% of 
its appraised value we aren’t financing it anyway.” I liked his logic a lot. In our refinancing term 
sheet it is still there: our 50% owner personally guarantees 10% of the debt and two 25% 
partners guarantee 5% each. Total personal guarantee is $150,000.00 of the $1,000,000.00 debt. 
 
My last concern was the pre-payment penalty. The proposed pre-payment rate is 2% of the 
mortgage balance for 6 years. I will see if I can get 25% of the debt exempted in case I want to 
bring in a cash partner. 
 
You need to envision the perfect mortgage terms and ask for it with the understanding that the 
banker’s focus is whether they are going to get their money back with interest. The banker 
knows that the more money you make the safer their investment becomes. 
 
Good luck, 
 
Steven G. Bushey, S.E.C. 
President 
VTCIBOR 
(802) 343-3427 
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IV. Formulas & Strategies A. Lack of Entrepreneurs Revisited  

 
“Lack of Entrepreneurs Revisited!” 

 
Stephen R. England S.E.C., ALC AFM 

 
I wrote an article for the Observer in 2010 entitled “Where Have All of the Young Entrepreneurs 
Gone?” It identified my observation that it seemed the younger generation lacks interest in 
becoming entrepreneurs. 
 
Folks, this trend has not improved. Recent headlines like “Fewer US Entrepreneurs Willing to 
Create New Businesses” and “Three-Month Average of Job Creation Plummets” illustrate my 
worry because everyone knows that small businesses historically create the most jobs and build 
wealth for our nation. 
 
n our commercial real estate business we are highly dependent on small business success and 
growth. These businesses rent in our small strip centers and office buildings, provide tenants for 
our multifamily properties, and eventually buy in our single-family home developments to pay 
taxes that give us the community amenities we like. 
 
Most of us in the Society of Exchange Counselors prefer to work with small business owners and 
individuals. We can get to the principals directly and counsel effectively, which improves the 
chance of success for our clients and our personal incomes. Not many of our group prefers to 
work with large corporate clients where the officer we spend time counseling turns out to not be 
the real decision maker. 
 
Most of us speculate about the reasons why entrepreneurial initiative is waning. These include: 
 

 Too much government regulation 
 Uncertainty about Obamacare 
 More stringent banking laws making it harder to obtain loans 
 General anti-business attitude of current Administration 
 Higher starting wages and benefits that reduce competitive desire. 

However it may be that we have just allowed certain attitudes and enthusiasm for the small 
entrepreneur to be discouraged, not encouraged. 
  
For the last couple years I have been asked to talk to the local University of Nebraska at Kearney 
Entrepreneurial Class. I was surprised to learn that in the Business Department the 
“Entrepreneurial” class is an elective in the last two years of a degree program. Both of my sons 
have Business Degrees from the University of Nebraska in Lincoln and they both say that they 



 

 
 
 

2

did not have an “Entrepreneurial” class. I don’t understand why “Entrepreneurism” isn’t taught 
as a basic component in a Business degree? 
 
My experience is that college juniors and seniors have never heard stories of people in their own 
communities that started successful businesses. The stories they hear are about Bill Gates or 
Steve Jobs. They never hear or think about the real estate broker or appraiser that started their 
own company, the insurance agent that set up his own agency, or the young guy that started 
bussing tables at a Country Kitchen but grew to own a national franchise restaurant chain 
because of the goal he set for himself early on. We should be talking about these stories in junior 
and senior high schools. 
 
Each of us needs to make ourselves available to talk with young people and potential 
entrepreneurs. We all have stories to tell and between all of the ups and downs, success and 
failures, being self-employed can be very satisfying and profitable. It also is very important to 
our business and our nation. 
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V.  S.E.C. Education Foundation A.   S.E.C. Ed Foundation News 
           
 

“S.E.C. Education Foundation News” 
 

Leo Goseland, S.E.C. 
 

The S.E.C. Education Foundation has been, and is very busy this year, with but a brief pause for 
the summer break for most of us.  Coming off a very successful Wichita, Kansas marketing 
meeting in March, where Jim Brondino (Ontario, California) presented his renowned Moderator 
Training Course, we are off and running with the following: 
  
High Touch Real Estate, presented by Ted Blank (Castle Rock, Colorado) will be September 15, 
2013 in Providence, Rhode Island, prior to the S.E.C. Marketing Meeting the following 3 days; 
  
Real Estate Tax Update, presented by Dr. Mark Levine, will be November 17, 2013 in San 
Francisco, California, prior to the S.E.C. Marketing Meeting. 
 
The purpose of the education is to train the new and continually update seasoned veterans in the 
skills necessary to successfully operate in the field of “equity marketing” – or, more simply, the 
process of working with individuals to better meet their objectives, including in the real estate 
investment market. We have learned that the better educated we are, the better we can be for 
ourselves and clients in the market place to obtain the desired outcomes. 
 
We do that on a national basis and are constantly looking carefully at potential new market areas 
to teach and create marketing opportunities. Our Foundation also assists with possible support 
for these in your area. 
 
For further information, please visit www.secedfoundation.com, and click on the “S.E.C. 
Education Programs” tab for information on the “traveling moderator” program; “S.E.C. 
Approved Moderator” tab for information about our moderators available; and to download 
forms to apply for Ed Foundation support to send a moderator to your area meeting. 
 
For general information you can simply email info@secedfoundation.com with any questions.  
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VI.  Society News Briefs A.   S.E.C. Marketing Conference 

September
 
 

S.E.C. National Invitational Marketing Session 
Providence, Rhode Island 

September 15-18, 2013 
 
 

The S.E.C. National Invitational Marketing Session will be held at the Hilton Providence, 21 
Atwells Avenue, Providence, RI, 02903. 
 
Call (401) 831-3900 for reservations. Make your hotel reservations early; we have a limited 
number of rooms available. The cut-off date for reservations is August 31, 2013. 
 
Visit www.hilton.com/providence.com to learn about the hotel, and to learn about Providence 
and the surrounding area visit www.goprovidence.com. 
 
Visit www.secounselors.com and click on the Society Marketing Meetings menu tab for more 
information. Please contact the S.E.C. Office (sec@secounselors.com) if you have any questions 
about the Providence meeting. 
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VI.  Society News Briefs B.   High Touch Real Estate - AKA 

Counseling 
 

“High Touch Real Estate - AKA Counseling” 
Providence, Rhode Island 

September 15, 2013 
 
 
The S.E.C. Education Foundation & the Society of Exchange Counselors are pleased to 
announce that Ted Blank, S.E.C., CCIM, will present “High Touch Real Estate - AKA 
Counseling,” from 9:00 am to 5:00 pm on September 15, 2013, in Providence, Rhode Island, at 
the Hilton Providence, 21 Atwells Street. 
 
Highlights: 
 
• How to Clearly Identify the Client’s Situation   

• How to Distinguish between Client’s Needs & Wants 

• How to Ask, Listen, and Understand the Client   

• How to Prosper Financially as Markets and Clients Constantly Change 

• How to Work within the Client’s Motives to Solve Problems through the use of 

Counseling 

• How to Work only with the Clients you Choose to Work With 

 
Mark your calendars now! Please visit the S.E.C. Observer at www.secobserver.com and click 
the “Upcoming Events” menu tab to access the calendar of events and view a brochure for the 
course. 
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VI.  Society News Briefs C.   S.E.C. Marketing Conference 

November 
 
 

S.E.C. National Invitational Marketing Session 
San Francisco, California 

November 17-21, 2013 
 
 

The S.E.C. National Invitational Marketing Session will be held at the Marines’ Memorial Hotel 
& Club, 609 Sutter Street, San Francisco, CA, 924102. 
 
Call (415) 673-6672 for reservations. Make your hotel reservations early; we have a limited 
number of rooms available. The cut-off date for reservations is October 28, 2013. 
 
Visit www.marineclub.com to learn about the hotel, and visit www.OnlyinSanFrancisco.com to 
learn about San Francisco. 
 
Visit www.secounselors.com and click on the Society Marketing Meetings menu tab for more 
information. Please contact the S.E.C. Office (sec@secounselors.com) if you have any questions 
about the San Francisco meeting. 
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VI.  Society News Briefs D.   Real Estate Tax Update 

 
“Real Estate Tax Update” 
San Francisco, California 

November 17, 2013 
 
 
The S.E.C. Education Foundation & the Society of Exchange Counselors are pleased to 
announce that Dr. Mark Levine, BS, JD, PAP, Ph.D., LLM, will present “Real Estate Tax 
Update,” from 9:00 am to 5:00 pm on November 17, 2013, in San Francisco, California, at the 
Marines’ Memorial Hotel & Club, 609 Sutter Street. 
 
Highlights: 
 
A.   Recent Legislation, e.g., American Taxpayer Relief Act and changes 
 
B.  Proposed real estate tax legislation and the impact on brokers and investors in real estate 
 
C.  New Revenue Rulings, Revenue Procedures that influence real estate investments 
 
D.  Continued use of Installments sales, 1031 Exchanges, etc. and recent cases in these areas 
 
E.  Estate and Gift Planning for real estate brokers and real estate investors 
 
G.  Additional areas of update and focus (concern) for real estate brokers and real estate 
investors 

 
Mark your calendars now! Please visit the S.E.C. Observer at www.secobserver.com and click 
the “Upcoming Events” menu tab to access the calendar of events and view a brochure for the 
course. 
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 RUGGIERI MEDIA GROUP 

         Media Contact: 
Michelle Benson 
michelle@createmomentum.com 
708.907.5301 
 
 

NATIONAL ASSOCIATION of REALTORS® NAMES RUGGIERI  
TO COMMERCIAL MEMBERSHIP PRESIDENTIAL ADVISORY GROUP 

 

[Champaign, IL – May 31, 2013] Alex Ruggieri of Champaign’s Sperry Van Ness | Ramshaw Real Estate has been 
appointed to the National Association of REALTORS® (NAR) Commercial Membership Presidential Advisory 
Group by NAR President Gary Thomas. The Presidential Advisory Group is charged with identifying solutions to 
ensure that commercial practitioners find value in REALTOR® membership.   

NAR Commercial represents over 70,000 commercial-focused members and another 230,000 residential 
members who conduct commercial transactions in addition to their primarily residential businesses. It provides 
a network and platform for professional development and exchange of information among its members.   
 
“It is an honor to represent my fellow commercial practitioners on the Presidential Advisory Group for NAR 
Commercial. I look forward to working with the committee to continue to drive forward the tremendous value 
that NAR Commercial provides its members,” said Ruggieri.  
 
 
ABOUT NAR 
The National Association of REALTORS®, "The Voice for Real Estate," is America's largest trade association, 
representing 1 million members involved in all aspects of the residential and commercial real estate industries.  
NAR Commercial advocates for and provides services to more than 70,000 primary commercial members and an 
additional 230,000 who add commercial to their residential businesses. 
 
 
ABOUT RUGGIERI MEDIA GROUP 
Alex Ruggieri CCIM, MBA hosts a weekly radio show on WDWS Newstalk 1400 AM, is a business correspondent 
for ciLiving TV on WCIA Channel 3, is a contributing author to ILLINOIS REALTOR magazine’s Commercial Corner 
real estate column, and has been published in UNITS, Commercial Investment Real Estate Magazine and various 
other print media. Contact Ruggieri Media Group at 217.841.4382. 
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VII.  In the Spotlight A.   James T. Wilson 
        

Biography 
 

James T. Wilson, S.E.C. 
 

FAMILY HISTORY: Perhaps the best way to begin a biography is to share something of 
the family history behind the man. Jim Wilson’s mother was Katherine Isabel. She was 
born in Chillicothe, Ohio, in 1909. Jim says that she was a tough lady and she lived to a 
ripe old age. Jim’s father had been in WWII. He came back unscathed from the war. 
However, a strange thing happened when Jim was only one year old: his father just 
disappeared. Mr. Wilson had been working as a truck driver and took a load out one day 
and just never came back. Nobody knows what happened. He may have been hi-jacked or 
worse, but all the family was sure of was that he never came back. 
 
Jim’s mother worked for the telephone company in Indianapolis. With Jim’s father absent, 
his mother was his primary care giver and raised Jim. He was an only child. When Jim 
was five years old the family moved to Mobile, Alabama. There his mother continued to 
work for the phone company, eventually working for Ma Bell for 45 years. Mrs. Wilson 
was proud of the fact that she had perfect attendance for 43 years. Jim says that she did not 
believe in doctors but lived a very healthy life in spite of them. 
 
One story Jim shares about his mother that is quite telling is the time she had a limb fall 
off a tree in her yard. She was 86 at the time. She got on a city bus and went to Sears. 
There she bought a 2.5 hp chainsaw and then took it back with her on the bus. Jim’s son 
called him in a panic and told Jim to come home quick because grandma was out in the 
yard chopping a tree with a chainsaw! She believed that she could stand up to anything 
and overcome it. She also had a very positive attitude in life which successfully transferred 
to Jim. Mrs. Wilson never remarried and died in 2002; she was 93 years old. 
 
Jim was born in Indianapolis, Indiana on 29th Street and Central Avenue. Since the family 
had moved to Alabama when he was just a babe he mostly grew up in Mobile. 
 
Jim received his education at the Russell School for five years in Mobile then Jr. High 
School in 7th grade. An interesting fact about Jim was that he lived on his own from the 
time he turned fifteen in Mobile and completed high school while living on his own. In 
high school he got involved in Public Address and debating. Jim likes to say about his 
school years that he was always in the senior class. This was true due to the fact that they 
kept adding grades at Davidson High School in Mobile, ALA. 
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His Civitan Club mentor was a major 
influence in Jim’s life. His guidance helped 
keep Jim out of trouble and taught him a 
positive work ethic. Jim was then on the 
debate team through high school and college. 
 
Jim had several scholarships but he qualified 
for the Coast Guard Academy. He says that it 
didn’t work out well. He had a record running 
for running out of demerits the quickest until 

1983. By September he had enough demerits to be expelled from the school but they 
offered to allow him to resign to avoid a black mark on his record. 
 
So Jim left New London, Connecticut, and rode a Greyhound bus for 48 hours back to 
Mobile, Alabama, where he moved in with a high school friend. Within a matter of days, 
he ran into his high school English teacher, Pauline Lambright, on his way home from 
registering with the draft board. She asked him, “What are you going to do now?” Jim 
thought that he might be a milkman at the dairy where he had worked part-time during 
high school. She said; “Oh no, you are not!” They walked across the street to the bank 
where she got a roll of dimes and started making calls to college deans and presidents, 
some of whom she had taught in grade school. 
 
A few days later, she put him on the bus to Clark Memorial College in Newton, 
Mississippi, with $50.00 she gave him and a job in the cafeteria. He had a good experience 
and earned an Associate’s degree. There he got back into debate and headed the debate 
team. This led him to many opportunities in which he participated in competitive Public 
Address. 
 
Jim also served in the youth legislature in Mississippi where he met the professor in 

charge of the debate team at the University of 
Mississippi. That resulted in a scholarship, two more 
years of college level competition debating. He 
graduated with a Bachelor’s degree with majors in 
Public Address and Psychology with minors in Physics 
and Chemistry. He then started taking grad school 
classes in Urban Planning. 
 
In a funny way his education was guided by who he 
was dating at the time. He liked a girl whose father was 
the Dean of the Urban School, which is how he ended 
up in that curriculum. He applied for a full assistantship 
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at Michigan State University and was accepted into a new program, the Masters Degree in 
Social Communications. 
 
Here is where things took a turn. The Peace Corps recruiting team was on campus and 
there was one young lady who was with the recruiting team. To make a long story short he 
applied to the Peace Corps. He was on the karate team at the University of Mississippi and 
had applied to go to Korea because he wanted to get a black belt in Korea. 
 
He got half his training at Blue Knob state park in Western Pennsylvania and the other 
half at Bothell, Washington, and then he went off to Korea. There he learned to speak 
Korean. About the 10th or 11th month he went to a village in the mountains where he got 
typhoid and was sick for 4-5 weeks. 
 
Once he was in line to get an inoculation for bubonic plague. He said to the doctor, “Boy I 
know this is going to hurt but at least I won’t get the plague.” The doctor said, “I can’t 
guarantee that you won’t get the plague but if you do you probably won’t die from it.” 
 
The villagers had been told that Jim was a doctor. Not too long after arriving in his village, 
a man from a neighboring village showed up early one morning saying that a woman 
needed help. When he got to the village, she was having a baby. He had a couple of 
lectures and saw a training film, but he was no doctor! Now the baby is coming – the kid 
pops out at only 2 pounds 7 ounces (preemie). He thought the villagers would be upset 
with him but instead they were all excited and happy, singing etc. and offered rice beer (a 
local drink) to celebrate. The women who had the baby got cleaned up and started to help 
fix dinner! Needless to say he was impressed. He delivered many babies after that and 
learned they are all small but he learned to catch! Fortunately, none had complications, 
which was amazing considering the sanitary conditions of rural Korea. 
 
He ran the VD clinic. Every week the girls came in for an inoculation and he would give 
them a shot. He also ran the county health clinic. The country had a campaign to vaccinate 
children for whooping cough. They sent out the vaccines but the people heard that there 
was free medicine and they started to line up. His friend told him to be there early. He 
went in three hours early and there were already three hundred mothers and children in 
line for about 100 available vaccinations that had been delivered. 
 
By nine o’clock it was reaching riot proportions. The sheriff came out and told everyone 
to file in in single file. These were all women and no one was listening. He then fired his 
pistol in the air and screamed, “You will get in line!” One woman charged the sheriff and 
he cold cocked her on the chin! Immediately the rest of the women instantly got in line. 
That incident is still a very vivid memory for Jim. 
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They had one very young nurse who was supposed to give the shots and she only had two 
needles and no sterilization. The solution: He had to sterilize the needle in between shots 
with an alcohol-fueled cigarette lighter. 
 
He went Tachaon Beach one day on a local train. The only first-class car in Korea belongs 
to the President. The second-class car had nice seats and windows but the third class was 
not much more than a cattle car with wooden benches and no windows. The local train 
would stop for you just like a bus would. If there were 2 people a couple hundred yards 
apart, the train would pick up one and then start up for 200 yards and stop for the next 
person. Consequently, it turned into a long and eventful train ride. He is eating and 
drinking with the locals. The train stops and picks up a little lady with a large bundle 
wrapped in a scarf. She sits down next to Jim because that is the only seat available. He 
noticed that she smelled really bad. Then he saw that maybe the bundle moved. After a 
while it really moved. She had a live pig in her bundle! The way you took a pig to market 
in Korea in those days was to get the pig drunk and then take him to market. Unfortunately 
the pig woke up and caused such ruckus that finally a soldier, who was one of the 
passengers, had to hit the pig on the head with his rifle butt to get him to calm down! 
 
Jim has a love for the people of Korea. There, people are very sensitive to other people. 
They take care of their own and he loved that about them. He had a little adjustment when 
he came home because in America sometimes people don’t really take care about their 
neighbors and are much less sensitive to those around them in general. It is not better or 
worse, but definitely different from America. 
 
He was sent home from Korea early because he got typhoid a second time. Within days of 
arriving back in Alabama, Uncle Sam sent a draft notice. That started another chain of 

interesting event. Jim then decided that he 
would join the air force before the army could 
get him. He did so and ended up at Lackland 
Air Force Base. There he was supposed to go 
in to officer training school except they cut 
back on the programs and he got bumped out. 
His superior officer told him to go to admin 
and get a job. Jim said that he had taught 
English as a second language so they gave 
him a job. He was feeling pretty good about 
the job and signed up willingly. He didn’t 
know that by signing that he was going 
almost directly to Vietnam literally just weeks 
after finishing boot camp. 
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The director of the air force language school training program he took after boot camp 
turned out to be the director of his Peace Corps training at Blue Knob, known to Jim as 
Uncle Frank. Uncle Frank made the short training program and his additional stay at 
Lackland relatively pleasant. The next thing he knew he was at Travis Air Force Base in 
California getting on a plane to Vietnam. He ended up in a combat zone in a special 
program attached to MACV (Military Assistance Command Vietnam) under General 
Westmoreland. A few years later he was transferred back to McCoy Air Force Base in 
Orlando, Florida. 
 
Jim spent the last two years in the air force in Orlando. He got his real estate license the 
last year that he was in the air force. He had intended to go to law school after the air force 
but ended up staying in real estate. 
 
In 1970 he went to a free one-day seminar given by Warren Harding, which was an 
introduction to exchanging. It was the most exciting thing that he had ever heard in all of 
his exposure to real estate. He then took Warren’s six-day class and was so excited about 
this new world of exchanging that he decided to pursue real estate as an exchanger and 
forgot all about law school even though he was accepted and had scholarships at three law 
schools. 
 
Over the next three years he traveled the country taking every class he could sign up for: 
Colby Sandlian, Bob Steele, Dick Reno, and Chet Allen 1978 (his 3rd or 4th class), Bill 
Broadbent and almost everybody else that was teaching back then. The magnet was Chuck 
Chatham’s counseling course, which he continued to take over and over for several years 
in many locations. Chuck was a mentor and guide and a “crusty” task master goading Jim 
to counsel more effectively. 
     
DESIGNATIONS 
Jim obtained the CCIM Designation (#934) in 1973 and attended Art Hamel’s class and so 
earned his Institute of Certified Business Counselors designation. He also earned the EMS 
Exchange Marketing Specialist, awarded by the National Council of Exchangors. The 
pinnacle of his real estate career was being accepted as a Counselor by the Society of 
Exchange Counselors in 2004. 
 
YOUTH ACCOMPLISHMENTS 
Jim has two words of victory when speaking of his younger years: “I survived”! I think 
that expression encapsulates the idea that he didn’t go astray and that he was blessed with 
a lot of great mentors. From them he learned early the importance of living by his values. 
 
He notes that his engagement as a top winning debater at the national level of both high 
school and college debate helped to substantially pay for most of his college tuition. 
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IMMEDIATE FAMILY:  
Wife – Francis 
Children – Russell Bradley Wilson, son from first marriage 
     
OUTSIDE INTERESTS: 
Jim loves to fish, which is something he learned as a very young boy. He loves to get out 
by the water. For Jim it is something akin to a meditation. He loves to be out there fishing 
and he loves to eat them! Jim loves to read and loves to always be learning something new 
and meeting new people. Jim has played a few rounds of golf over the years but most of 
his golf friends take him along for comic relief. Still, he enjoys the time outdoors 
especially with good friends. A big thing is that Jim loves to cook. If he had not gone into 
real estate, he would have probably pursued being a chef. 
     
CIVIC INTERESTS AND CONTRIBUTIONS: 
Jim is an avid reader. He enjoys all kinds of books. He has been known to read two or 
three novels at the beach on vacation. He is usually very involved in the community: Heart 
Fund, Chamber, Optimist club, Boy Scout supporter. Also USO and Wounded Warrior are 
very near and dear to his heart. 
 
 
LIFE GOALS: 
Jim says that he wants to play in the real estate game for a very long time but maybe not as 
intensely as in past years. He feels that his major contribution in the future could come 
more from training, videos, or maybe even a book. 
 
He feels a strong desire to pass along his knowledge and experience to the next generation. 
According to him, most of that knowledge was given to him as a gift from a multitude of 
wonderful people along his career path and he has been able to put some experience on top 
of the knowledge. It is important to pass that along to the next generation of professionals. 
 
BUSINESS GOALS: 
In the past he wanted to be very wealthy and worked up to that goal, which he has gotten 
well past today. There is a point at which he believes that family, health and friendships 
trump any amount of material success achieved. They are the true treasures in life. 
 
PHILOSOPHY ON REAL ESTATE WORLD & BUSINESS: 
im says that, in his opinion and assessment, the overwhelming majority of people do not 
think correctly about real estate. Real estate is to him a vehicle for people to use in 
achieving goals and objects associated with their lives. Real estate might be the farm on 
which you live and work. It might be a property from which one conducts their business 
life. I might be an investment that will put the kids through college or provide for a 
pleasant retirement. 
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Jim particularly does not like win-lose transactions. In his philosophy, every party to a 
transaction should be delivering what is less beneficial to them and receiving what is more 
beneficial. Transactions are even possible only because different people need different 
benefits and different times in their lives. 
 
For a long time, the real estate industry has trained real estate owners to expect free work 
from real estate professionals and we must work as professionals to change this. 
 
By Jim’s reckoning many of the problems we have in transactional real estate occur 
because people don’t understand the relationship between ownership and benefits. 
 
He likes to quote Davy Crockett: Any government big enough to give you everything is 
big enough to take everything. Jim also is quick to point out that big net worth statements 
can be fleeting. 
 
STRENGTHS & WEAKNESSES IN RE BUSINESS: 
Jim cites one weakness that has caused him problems: he tends to expect others to do what 
they say – in other words, do their job, honor their word. Unfortunately, many don’t, and 
that can cause problems. So far it has not kept him from continuing to expect and to have 
faith. 
 
It may also be a weakness but he does not favor the confrontational approach to business. 
 
im feels that one of his strengths is that he has been blessed with a great memory. He has 
the ability to see multi-layer transactions in his head. Another important strength is that he 
does have a lot of training and experience that he can bring to bear in helping clients. 
  
BEST MOMENT IN REAL ESTATE BUSINESS: 
In the 1970’s Jim had some clients who were truly financially behind the eight ball. He 
helped them by working through tagging on to an international arbitrage that worked, 
closed and saved his clients. Even though a minor player, he got to go to Europe and see 
first-hand how it is possible to borrowed 500M dollars in another currency, use insurance 
and other financial structures to guarantee most of the principal and interest and use the 
rest to invest very profitably. That is a world of Lloyds of London, private European 
banks, reinsurance guarantees, sinking funds, monetary exchange risk analysis and a 
whole lot more. It is just one more opportunity to learn more and meet exciting and 
interesting people. The important end result was that a successful somewhat complex 
arbitrage allowed them to make a profit and his clients, who stood to lose everything, were 
saved. 
 
MOST SIGNIFICANT EVENT IN LIFE: 
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First firefight in Vietnam: Jim says that no matter how well-trained people are they revert 
to who they are in that moment. Some people cave and others find that they can function 
under fear. In the most basic terms that moment separated all men/women. 
 
MOST SIGNIFICANT EVENT IN S.E.C. Jim proudly admits that the most memorable 
event in his experience as an S.E.C. was getting a phone call from Virgil Opfer from New 
Hampshire, while Jim was home in Orlando without power because Hurricane Charlie had 
passed directly over his house.  Virgil was the one who told Jim that he had just been 
made a full member.   
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VIII. S.E.C. History Files A. Helping the Client and the Broker, 

Too 
          

 
“Helping the Client and the Broker, Too” 

 
Richard R. Reno, S.E.C. 

 
 

Editor's Note: This article first appeared in the January 1973 issue of the Real Estate News Observer. 
 
 

While real estate brokers and Counselors are busy fulfilling wishes of clients and getting 
them better benefits, it is quite advisable that one does not forget to take care of oneself. 
 
It is a sad fact that most licensees don’t remember to build their own estate – the 
same as they do for clients. Estate building should be done with tax laws and 
regulations in mind. What this means is that estates can be built with things other 
than money. 
  
For example, as soon as a licensee has some holding power (ability to make payments on 
property acquired), he can benefit tax-wise by acquiring properties in corporate names in 
lieu of cash commissions. 
 
If “paper” is taken in lieu of cash commissions, it is recommended that it be taken in the 
broker’s name as he may claim such paper at fair market value for tax purposes. 
 
It is this writer's opinion that it is always best to speculate in corporate names rather 
than a licensee holding in his own name those properties designated either tax 
shelters and/or income producing plus whatever other benefits he may realize from 
them. 
 
However, the licensee should not spend a lot of time “looking after” his properties. It is 
suggested that they be put under professional management because the licensee’s time is 
too valuable to be handling tenant complaints that are always there. 
 
In the 1950s, Richard Reno, founder of the Society of Exchange Counselors, observed that if people 
exchanged real estate it could solve many of the real estate circumstances existing in San Diego’s 
overbuilt market. He saw exchanging as an alternative to the unavailable cash buyer. He believed that 
people who owned real estate did not necessarily want to totally divest themselves of real estate 
ownership, but were uncomfortable in the circumstances surrounding their current ownership. In effect, 
the problem was not with the property, but with the people who owned it. In his opinion, there was no bad 
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real estate, only inappropriate or untimely ownership. This premise led Mr. Reno to an idea that resulted 
in the modern real estate exchange (equity marketing) business we enjoy today. 
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VIII. History Files B. Commissions vs. Fees  
          

“Commissions vs. Fees” 
Fred Lewis, S.E.C. 

 
 

Editor's Note: This article first appeared in the June 1973 issue of the Real Estate News Observer. 
 

 
In Webster's Dictionary, the word commission has eight varying but synonymous 
definitions, the first of which is, “A formal written warrant or authority, granting certain 
powers and authorizing certain duties.” 
 
As an example, one receives a commission (authorization) to paint a portrait. The fifth 
definition of the eight finally refers to a percentage of a transaction. Harcourt, Bruce’s 
Dictionary’s number one definition is similar to Webster’s. Reference to a fee or 
percentage is ranked eighth! 
 
I am sincerely puzzled as to why we constantly refer to the remuneration for our 
services as commissions based upon a percentage factor. It is degrading and 
automatically categorizes us brokers who work for “commissions” as a “peddler.” 
 
Why not work for a fee, based upon the type of transaction, the time and money you 
will have to spend on the transaction, the size of the transaction, and its complexity? 
I personally work strictly on a fee basis, and I judge my fee based upon the 
aforementioned criteria. When I explain this to a client, he never objects. In fact, I have 
yet to have any client or lawyer object to this. 
 
My most recent “fees” translated into percentages were 7%, 8.5%, 9.2%, 10.6%, 11.3%, 
15%, and 18%. Why should I grovel for a 5%-6% commission? 
 
Does the surgeon cut his fee because the patient is handsome or attractive? Doesn’t he 
charge a different fee for different surgeries? How about lawyers? Don't their fees vary 
greatly? Do they charge the same for fighting a traffic ticket as an “errors and 
omissions” suit? Of course not! 
 
We, too, should work on a fee basis. Not long ago a client offered to exchange three 
vacant commercial pieces of encumbered ground and one free and clear piece for some 
units. Our offer was accepted, but after inspecting the units he decided he didn't want to 
include the free and clear piece. 
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My fee was originally $8,500. We drafted a new offer using only the three encumbered 
parcels. This, surprisingly, was accepted. 
 
My client said, “Since we’re using less land, how much are we going to decrease your 
‘commission’?” I replied, “I work on a fee basis, and since I’m getting the job done with 
less of your property than you originally offered, I considered raising my fee to 
$11,500. In view of the fact that we’ve worked together numerous times, I’m going to 
hold my fee to just $8,500." 
 
He smiled and said, “I’m sorry I asked,” as he signed the papers. On another occasion, a 
client took in a house equity as part of a larger exchange. Another broker brought me an 
offer to purchase. He asked what my commission was, and I replied, “It is 6%. Why?" 
He replied, “Some are getting more.” 
 
I called my client and explained the situation, plus the fact that I wanted to include one 
of my associates in the transaction as well. He offered another $1,000. He felt that I had 
over-performed in order to earn my just fee, and he knew I would be representing him in 
other profitable transactions in the future. 
 
My fees are probably 80% cash. I refuse to agree to accept a cash fee and then get down 
to closing only to discover I will be receiving an “in kind” fee. I will accept “in kind” 
fees as long as there is a mutual understanding to do so. I don't recall not receiving an 
“in kind” fee equally as good as cash or, usually, considerably better. 
 
As capable and knowledgeable brokers, let’s not back up to our clients looking for 
handouts. If we do a proper job, then let’s be paid appropriately just as other profes-
sionals are. It’s up to us. No one is going to solve this problem for us except ourselves. 
The responsibility is clearly ours. Let’s forget commissions and work on a fee basis. 

 
Fred Lewis, S.E.C. was an owner of National Property Exchange, Inc., based in Phoenix, Arizona. He served as 
President of Valley of the Sun Exchangors; a board member of the Phoenix Real Estate Exchangors, he was named 
“Exchangor of the Year” in 1969, and he was a member of the Society of Exchange Counselors. 
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