
 

 
 

 

Welcome to the fall 2016 issue of the S.E.C. Observer. In this issue, Paul M. Winger, S.E.C., the 

2016 president of the Society, reminds you that it is time for “an annual check-up.” 

 

Darryl McCullough, S.E.C., CCIM, shares the state of “2016 US–Canada economic relations” 

and outlines the ties that bind us together.  William E. Stonaker, S.E.C., CCIM, explains why 

“situational awareness” is so important both personally and professionally.  Alex Ruggieri, 

S.E.C., CCIM, shares why “going global” works for him. 

 

Bob Steele, S.E.C., provides helpful strategies for “how to operate at an exchange meeting” and 

“how to negotiate an exchange offer.”  The S.E.C. Education Foundation’s 2016 president, John 

P. Brennan, S.E.C., reports on recent and upcoming courses.  

 

The “Society News Briefs” section includes information about our upcoming meetings in Fort 

Lauderdale, Florida, and San Antonio, Texas, as well as information about our upcoming 

courses, “Advanced Commercial Real Estate Negotiations” to be presented by Joseph Larkin, 

ASC, CCIM, in November, and “The Developer Course,” to be presented by Chris Dischinger, 

S.E.C., and William E. Stonaker, S.E.C., CCIM, in January. 

   

Our “In the Spotlight” section features Darrell Leason, S.E.C., and Wally Walker, in memoriam.  

Chet Allen presents his theory that real estate brokers must “develop the developer” as a client, 

and Cliff Weaver explains how “experts provide protection” in the History Files. 
 

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 e-mail at 

sec@secounselors.com. 

 

 

Jackie Hellingson 

Editor, S.E.C. Observer  
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I. President’s Message A.   Time for an Annual Check-up  
 
 

Time for an Annual Check-up 

 

Paul M. Winger, S.E.C. 
2016 President 

 
It’s that time of year. Before the holiday season begins and all manner of distractions curb our 
attention, how about taking some time to do a cursory evaluation of your own and your clients’ 
real estate holdings over the past year? This may seem obvious or redundant, but some may need 
a reminder to do the numbers and get ready for the upcoming year. You may be looking at 
possibly reposturing your position, or that of your client, in the near future. 

 
While you are gathering financial info for the year for tax purposes, do a quick Return on Equity 
(ROE) evaluation of your property. In brokerage-only cases, offer to do a quick equity evaluation 
for your clients.   

 
First, to find your real equity positions, pretend that you have decided to sell. The reason? 
Transaction costs should be included in your evaluation. So, estimate current market value and 
subtract estimated transaction costs and the current loan balance to get to real net equity.  

 
CURRENT MARKET VALUE 
– TRANSACTION COSTS 
– LOAN BALANCE 

 NET EQUITY 
   

Now, add up total annual benefits flowing to the owner. These will include CF before tax, 
principal reductions, and depreciation, which may result in tax savings (add tax savings as a 
benefit).  Finally, subtract any tax liability for total annual benefit in the form of cash flow.  
  

CASH FLOW BEFORE TAX 
+ PRINCIPAL REDUCTION 
+ DEPRECIATION 
+ TAX SAVINGS (TAX LIABILITY) 
TOTAL ANNUAL BENEFIT$$ 

 
For your current ROE, simply divide your net equity into total benefits in the form of cash flow.  

 
TOTAL BENEFIT$$ ÷ NET EQUITY = ROE 
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Now you must ask yourself or your client if that ROE number is acceptable under whatever 
criteria is most important at the time. Perhaps there are opportunities in the marketplace for a 
better return. Perhaps this exercise might make apparent that it is time to sell, refinance, or 
exchange.  
 
The ROE calculation is a simple yet very important tool to the equity Counselor, and it can be 
the lynchpin in the decision process with your business or your client’s business. Beginning with 
ROE you can begin to formulate a goal-driven strategy, which will inevitably also include 
nonmonetary benefit considerations that, as a proficient Counselor, you will take into account as 
you move ahead into the upcoming year. 
 
Blessings, 
 
Paul 
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II. Feature Article A.  US–Canada Economic Relations 
 

 
US–Canada Economic Relations 

Darryl McCullough, S.E.C., CCIM 
 

NO TWO NATIONS MATCH UP MORE CLOSELY TOGETHER OR ARE WOVEN 
TOGETHER MORE DEEPLY, ECONOMICALLY, AND CULTURALLY THAN THE 
UNITED STATES AND CANADA. 
 
In December 2010, I wrote an introductory article for the Observer about Canada. It summarized 
macro-demographics, economy, Canada–US relations, and so on. A review of that article can 
reacquaint. 
 
My observation over 30 years of personal involvement and observation in both countries 
confirms that the only difference between the two from a business standpoint is a simple “line on 
a map.” This is reinforced by other large and small active real estate developers/investors heavily 
involved in cross-border activity. We research potential market gaps the same way; underwrite 
risk the same; identify cap rates, IRR, discount rates and other opportunities the same; have the 
same asset class options; deal in major city and/or secondary markets the same; and so on. 
  
The only continuing difference I observe is the demonstrated desire for expanded knowledge and 
observation from participants of one country to the other. Canadian stakeholders carry out 
ongoing comprehensive research and analysis about the United States. Not so much the other 
way!   
 
Why? 
The United States and Canada enjoy the world’s largest and most comprehensive trading 
relationship, which supports millions of jobs in each country.  Since the implementation of the 
North American Free Trade Agreement in 1994, trade between the United States and Canada has 
more than doubled. 
 
$1.4 Trillion Economic Relationship 
The United States and Canada share a $1.4 trillion bilateral trade and investment relationship. 
 
US–Canada two-way trade in goods and services totaled nearly $759 billion in 2014.  US and 
Canadian bilateral investment stock totaled nearly $698 billion. 
 
US exports to Canada totaled $375 billion in 2014—16% of total US exports.  Canada is the 
number-one export market for 35 US states. 
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Growth in the US economy translates into growth in Canada—20% of Canada’s GDP comes 
from goods and exports to the United States. 
 
Canada is the largest foreign supplier of oil, natural gas, and electricity to the United States.   
Nearly 40% of US crude oil imports came from Canada in 2014. 
 
Our Largest Trading Partner 
Canada and the United States trade more than $2 billion in goods and services daily. 
 
US exports to Canada exceeded total US exports to China, Japan, South Korea, and Singapore 
combined in 2014. 
 
Canada exports more goods to the state of Michigan than it does to the European Union. 
 
In 2013, Canadian travelers made 23 million trips to the United States and spent $28 billion, 
while American travelers made 12 million trips to Canada and spent $8 billion in 2013. 
 
More than 28,000 Canadian students attended US schools in 2013–2014, while more than 12,000 
American students studied in Canada in 2013. 
 
Investment Partners 
The United States is Canada’s primary source of direct investment, with investment stock 
totaling $386 billion in 2014. 
 
Canadian foreign direct investment (FDI) in the United States was $311 billion in 2014, making 
Canada the fourth largest source of FDI in the United States. 
 
US subsidiaries of Canadian firms employed more than 546,000 employees in 2011, with an 
average wage of over $65,000. 
 
And, finally—  

2015 CORPORATE TAX RATES 

(supplied by KPMG) 

UNITED STATES 
The corporate income tax rate is approximately 40%. The marginal federal corporate income tax 
rate on the highest income bracket of corporations (currently above $18,333,333) is 35%. State 
and local governments may also impose income taxes ranging from 0% to 12%; the top marginal 
rates average approximately 7.5%. A corporation may deduct its state and local income tax 
expenses when computing its federal taxable income, generally resulting in a net effective rate of 
approximately 40%. The effective rate may vary significantly depending on the locality in which 
a corporation conducts business. The United States also has a parallel alternative minimum tax 
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(AMT) system, which is generally characterized by a lower tax rate (20%) but a broader tax 
base. 

CANADA 
The corporate income tax rate for corporations operating, say, in Ontario is 26.5%. It comprises a 
15.0% federal tax component and an 11.5% provincial tax component. Depending on the 
province, the combined general corporate income tax rate ranges from 25% to 31%. Lower 
corporate income tax rates are available to Canadian-controlled private corporations (CCPCs) on 
their first CAD$500,000 (CAD$350,000/CAD$425,000 for certain provinces) of taxable active 
business income. A 2015 representative tax rate for a CCPC on its first CAD$500,000 of active 
business income is 15.5% (an 11% federal tax component and a 4.5% provincial tax component). 
Depending on the province, the 2014 combined active business income tax rate ranges from 11% 
to 19%. 

Conclusion 
Gap real estate opportunities continue in our interdependent cultures, resulting in many added 
opportunities for all.  
 
Remember, it’s only a “line on a map” 
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III.  Society Columns A.  Situational Awareness 
 

 

Situational Awareness 

William E. Stonaker, S.E.C., CCIM 
 
It is no secret among S.E.C.s that some of our Members enjoy tactical shooting: we sweat and 
roll around in the mud with rifles and handguns and see if we can outdo each other in different 
tactical situations, shooting hundreds of rounds of live ammunition. We spend time thinking of 
different scenarios about what to do if there is an emergency. We also urge our wives and kids to 
put down their cell phones and quit texting as they leave the mall. If you pull up to the front of 
the bank and there is a guy sitting in the fire lane right in front of the bank with his engine 
running, wait a minute and make certain there are not four more in Halloween masks about to 
run out with bags of money. This is called “situational awareness”—always be on the lookout for 
what is going on around you and have a plan to react. Avoid the gunfight and have a plan. 
Sometime ask Wes Dingler what “scatter, scatter” means. Having a good sense of situational 
awareness could save your life. 
 
It is no different in our business of commercial real estate (CRE). We always have to be on guard 
and know what is going on. Having Enron Corporation as a tenant was great in 2000 when its 
stock hit over $90.00 per share, but not so good the next year when it sold at $1.00 and then went 
bankrupt. While the Enron story might be an extreme example, you would not have wanted to be 
dependent on your Arthur Anderson paycheck either. We can save our retirement if we react in 
time; be ready to scatter.  
 
Many S.E.C.s do not like the stock market because we have no control other than to buy, sell, or 
write options. We tend to favor CRE investments because we have so many ways to have an 
effect on how the property produces. But we must be on guard with diligence all the time to 
make certain the property serves us well. And sometimes we miss a slowly moving situation 
because we are not aware—or just flat not paying attention! Many of us are Type-A 
personalities. We tend to race through time, multitasking with a sense of urgency to get to the 
next deal, and treating our CRE like a stock investor who believes in “buy and hold.” It is 
imperative that we look at the updated market situation occasionally and adjust accordingly.  
 
So let’s look at what is going on right now. We have several restaurants as tenants. Obviously 
the restaurant business is great because as humans, we are going to eat, and those leases are all 
NNN, making the buildings very easy to manage. But we must watch the trends. Restaurant 
stocks as a whole are lagging behind the general market this year by over 50% (6% gain for the 
overall market versus 3% for restaurants, according to Black Box Intelligence). Some restaurants 
are just hotter than heck while some are seeing decreased sales. Ignite Restaurant Group has lost 
most of its value this year. The owner of Joe’s Crab Shack and Macaroni Grill is trading at less 
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than $1.00 per share versus over $20.00 not so long ago. Ignite was struggling with Joe’s and 
then bought Macaroni Grill, thinking that it would help the company. It didn’t. Personally, I like 
both concepts, but evidently the market does not, as sales are falling. Why?  
 
Ruby Tuesday and Bravo Brio Restaurant Group have both lost over 40% of their value, again 
because of weak sales. Ruby Tuesday is closing 95 of its restaurants. Joes, Macaroni, Ruby, and 
Bravo Brio are all casual dining. And Logan’s Roadhouse has declared bankruptcy—another 
casual dining wreck. Do we see a trend where casual dining is failing? Maybe, but maybe not.  
 
Papa Murphy’s has lost half its value this year, but Domino’s is up 35%. Two competitors in the 
same market with completely different results. Is Domino’s pizza that much better than Papa’s? 
What is the difference between these two firms?  
 
Consider this statistic. There are more than 83 million people in the United States between the 
ages of 16 and 34 today. A lot of them have jobs. To some of us, some of these people look a 
little weird with a lot of body piercings and tattoos. The older portion of this age group is just 
now beginning to think about starting families and buying homes. Some of us old guys think this 
is uncharacteristic and even stupid, because the earliest investment we can remember was our 
first home. And besides that, if you do not start having kids until you are 33, how old will you be 
when the last one graduates from college? Nuts, right? But how soon do we forget Beatles-style 
haircuts and leisure suits? Who are these misguided citizens of the United States who are not 
doing things the same way we did?  
 
These are the Millennials, and we need to pay attention. They will represent over 44% of the 
workforce by 2025, according to the Labor Department. I think Millennials are making a huge 
difference in the restaurant business in the future and are responsible for at least a good portion 
of the reset occurring today. According to Brian Halweil, editor-in-chief of Edible Magazine, 
Millennials are “the most food-interested generation” we have ever seen. According to Halweil, 
“Millennials have a radically different standard than the eaters of yesterday. They hold food to a 
much higher standard.” They are motivated by a vastly different set of ideals than the baby 
boomers and Gen X. They will pay more for their food. And because they are younger than the 
baby boomers, they will be around a lot longer to influence the markets. They grew up with and 
crave innovation. They are not surprised nor are they “mortified” by the iPhone, Uber, Airbnb, 
and wireless Internet. It does not bother them to be on a team with members from all over the 
world. They would prefer to be in their PJs working at home than going to an office. They do not 
hesitate to take a call at 3 a.m. from their team leader in Japan. So who is my new customer? 
Look at Abby (Pauley Perrette), the heavily tattooed crime genius who wears the weird clothing 
in NCIS, or Riley (Tristin Mays), the computer hacker who was taken out of prison to help solve 
crimes in MacGyver.  
 
Uber has revolutionized the taxicab industry. Taxis have typically been government controlled, 
with all kinds of rules and regulations. Because of GPS and wireless technology, the taxi 
industry is on its way to the graveyard. Why should a taxi sit in front of a hotel and wait on 
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someone to come out and hail it when an Uber driver can sit at home and get a call and be there 
in two to four minutes? And there is no cash to change hands—it is all done electronically and 
automatically with no paper.  
 
A fellow broker who David Cook and I worked with years ago, Jerry, had a drinking problem. 
Great broker, but Jerry was a drunk and got three DWIs and his license was revoked. Had Jerry 
been arrested again for DWI, he would have been sentenced to prison. He had two choices: quit 
work or get a driver. While the driver was expensive, it was very efficient, because when he was 
going from place to place, he was working instead of driving. How would we like to have drivers 
so we would not have to worry about texting and reading e-mails while we are traveling? You 
will have that option within two or three years in some cities. According to one report I read, 
Google has already logged over 1 million miles in its autonomous cars without one accident 
caused by its cars. It was involved in 18 wrecks, but all were caused by cars being driven by 
humans!  
 
What will autonomous cars mean to us? Will it mean that my garage can be smaller because I 
only need one vehicle? (I will always have to have a pick-up so I have a place for dead animals.) 
What might it mean for our shopping centers if we are required to have only half the parking? 
Either less land or more shop space and higher incomes. Would I be able to sell the pick-up 
because I could just go rent a truck when I wanted to go hunting? It has been estimated that 
autonomous cars might mean that we could do away with 90% of the cars on the roads today.   
 
The situational awareness of our CRE world is all about slowing down and noticing what is 
going on in our markets. Take a little time each day or each week and look at a portion of your 
portfolio to make certain it is still relevant. This article just covers a couple of the radical 
changes that are on the horizon in the immediate future. Are we watching what is happening and 
taking advantage of the situation?   
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 Strategy 41

How to Operate at an Exchange Meeting
Everyone has a unique style but these are some of the things that can                      
 mechanically increase your odds of making a transaction at a meeting.

1. When you first walk into the room try to find a seat next to and hopefully between two brokers or inves-
tors who are known closers.  Preferably ones you have closed transactions with before.  Your chances 
just went up.

2. Have two sets of all the exchange packages you have put together and put them in front of these two 
people.  During the day they will look them over.  Ask each of them to show you their packages. Your 
chances just went up.

3. When someone is presenting his or her own property, don’t leave the room as they have a better 
chance of delivering than someone else.  Your chances just went up.  

4. If the presenter says he/she has closed deals with this client before, or you know they have, don’t leave 
the room.  Your chances just went up.

5. If the presenter is presenting a third leg of an exchange, don’t leave the room.  The motivation is higher 
and your chances just went up.

6. Have a list of your properties or clients in front of you so you can bounce the idea of the presented 
package fitting with any of yours.  Use different formulas to facilitate this.  Your chances just went up.

7. Write a mini form offer on even the smallest hint of an idea.  Your chances just went up.

8. Have lunch with someone who has a package you are interested in.  Your chances just went up.

9. Do it now.  If you see something that should go together and can call a client or a partner and have the 
property checked out while the meeting is going on so you can write a firm offer, your chances just 
went up.

10. Be the last one to leave the meeting if you can.  In brainstorming we learn that the best ideas almost 
always come during the last part of the brainstorm when people and minds are thought out.  Your 
chances just went up.



300 Strategies for making Real Estate & Business Deals  Outside the Box & Outside the Country

Volume 2 |  Strategies 26 – 50  |  25 Formulas & Strategies: Creative Real Estate Level 2 |  by Robert Steele  (© 2013-14 SOS Reserve) 22

Strategy 43

Negotiating an Exchange Offer
Sometimes a mind can only move so far before it freezes up. Recognize 
when a mind is at that point. Stop negotiations, sign an agreement to what 
has been agreed to so far and send the offer back to the other side.  After 
the mind rests and thinks about it, further progress can often be made.   

TECHNIQUE 1. You almost always have some point from which to start.  However, the transaction has 
to be large enough to warrant your time.

2. Always try to make the other side quit.  You can always counter offer with something: 
“We will accept if you add $1,000,000 in cash.”  Keep the offer alive, you have no idea 
where it might go.  

3. It is perfectly all right to add other properties, take properties out, bring in a partner, 
take a part of the transaction yourself with disclosure, etc.

4. Sometimes add counter offers to the bottom of the offer. Paste, scotch tape or staple.  
By doing so it dramatically shows the way the minds have been working on bringing the 
deal to fruition. 

5. Mano y mano or eyeball to eyeball is always the best way.  Nothing will ever replace per-
sonal contact for getting a deal done. If you are getting close and can get to the table, 
the personal contact will often close the gap and make it happen.
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V. S.E.C. Education Foundation A.  S.E.C. Education Foundation News  

           
S.E.C. Education Foundation News 

  

John P. Brennan, S.E.C. 

2016 S.E.C. Education Foundation President 

 

The Society of Exchange Counselors has scheduled the following education programs over the 

next several months: 

 

November 13, 2016 – Advanced Commercial Real Estate Negotiations – November S.E.C. 

meeting in Ft. Lauderdale, Florida (CE credit may not be approved). 

 

January 22, 2017 – The Developer Course taught by Bill Stonaker and Chris Dischinger at the 

SEC meeting in San Antonio, Texas. 

 

Peter Karl III, will teach his class on holding property in a Real Estate Trust as well as the tax 

ramifications. The class will be held in Reno, Nevada, in May 2017. 

 

Creative Real Estate Solutions will be taught in Savannah, Georgia, in November 2017. 

 

In addition, the S.E.C. Education Foundation plans to cosponsor courses with local groups, 

including Ted Blank’s “Understanding your Client” counseling course in Tennessee on October 

26, 2016. 

 

The Broker Estate Building Course that was scheduled in Cincinnati in early September will be 

rescheduled in the spring of 2017, perhaps in Cincinnati or in the Southeast United States.   

 

The educational classes for the upcoming S.E.C. Meetings are posted on the S.E.C. Observer 

Upcoming Events website as we confirm them. We are working on scheduling education courses 

in regions where we will host S.E.C. meetings next year. Our goal is to have an education 

session locally at least 4 months prior to our meeting there in order to expand our presence and 

identify local people who may be potential guests.  

 

We look forward to expanding our reach to new marketing groups, professional organizations, 

and individuals who are interested in bringing the best creative real estate education to their 

regions.  Please visit our website, www.secedfoundation.com, to learn more about the courses 

and programs we sponsor.   
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VI. Society News Briefs A.  S.E.C. Marketing Conference  

November 2016 

 

 
S.E.C. National Invitational Marketing Session 

Fort Lauderdale, Florida 

November 13–16, 2016 

 
 

The S.E.C. National Invitational Marketing Session will be held at the:  

 

Embassy Suites Hilton Deerfield Beach 

950 South Ocean Drive 

Deerfield Beach, FL  33441 

 

Call (954) 426-0478 to make your reservation. Make your hotel reservations early, as we only 

have a limited number of rooms available. The cutoff date for reservations is October 20, 2016. 

 

Visit www.embassysuites.com to learn about the hotel and www.sunny.org to learn about the 

area.  

 

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 upcoming meeting. 
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VI. Society News Briefs B.  Advanced Commercial Real Estate 

Negotiations  

 
Advanced Commercial Real Estate Negotiations 

Fort Lauderdale, Florida 

November 13, 2016 
 

 

The S.E.C. Education Foundation and the Society of Exchange Counselors are pleased to 

announce that Joe Larkin, CCIM, will present “Advanced Commercial Real Estate 

Negotiations” from 8:30 a.m. to 4:30 p.m. on November 13 in Fort Lauderdale, Florida.  

 

Some of the highlights and subjects that will be covered include: 
 

•  The Different Types of Negotiations 

•  The Negotiator’s Dilemma 

•  Six Steps to a Successful Negotiation 

•  How to Uncover Information through Trades 

•  The Many Benefits of Team Negotiations 

•  Nine Key Points to Build a Successful Strategy 

•  Effectively Communicate and Persuade Others 

•  When and How to Make the Right Concession   

 

Attendees do not have to be licensed or invited to attend; it is open to everyone, and you may 

register online at www.secounselors.com by accessing the Education Only link on the homepage. 

 

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 A.  S.E.C. Marketing Conference  

January 2017 

 

 
S.E.C. National Invitational Marketing Session 

San Antonio, Texas 

January 22–25, 2017 

 
 

The S.E.C. National Invitational Marketing Session will be held at the:  

 

Historic Menger Hotel 

204 Alamo Plaza 

San Antonio, TX  78205 

 

Call (800) 345-9285 to make your reservation. Make your hotel reservations early, as we only 

have a limited number of rooms available. The cutoff date for reservations is January 12, 2017. 

 

Visit www.mengerhotel.com to learn about the hotel and www.sanantoniocvb.com to learn about 

the area.  

 

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 upcoming meeting. 
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VI. Society News Briefs D.  The Developer Course  

 
The Developer Course 

San Antonio, Texas 

January 22, 2017 

 

 

The S.E.C. Education Foundation and the Society of Exchange Counselors are pleased to 

announce that Chris Dischinger, S.E.C., and William E. Stonaker, S.E.C., CCIM, will 

present “The Developer Course” from 8:30 a.m. to 5:00 p.m. on January 22, 2017, in San 

Antonio.  

 

Some of the highlights and subjects that will be covered include: 

 

•  Time is Not My Friend! 

•  What is a Developer? 

•  The Development Chart 

•  Build the Team 

•  The Offer Process 

•  Due Diligence 

•  Demographics 

•  Intro to the Pro Forma 

•  Partners, PPMs, Equity Other than Cash 

•  Brainstorming  

•  Help with Government Issues 

•  The Construction Process 

•  Financing 

•  Management After Development 

•  Green Building 

•  How Far Away? 

•  Counseling & How it can Help the Developer 

 

Attendees do not have to be licensed or invited to attend; it is open to everyone, and you may 

register online at www.secounselors.com by accessing the Education Only link on the homepage. 

 

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. 
 

 

 



FOR IMMEDIATE RELEASE 

Contact: PETER WEST 

PHONE 413-822-2571 

EMAIL pwest@ccim.net 

 

PETER WEST to Speak at the 2016 REALTORS® Conference & Expo 

Conference to be held November 4-7 in Orlando 

 

July 28, 2016 – BISHOP WEST REAL ESTATE announced that PETER WEST, Broker & Partner, will be a 

featured speaker at the 2016 REALTORS® Conference & Expo, an annual conference produced by the 

National Association of REALTORS® (NAR). 

The REALTORS® Conference & Expo will be held November 4-7 at the Orange County Convention Center 

West in Orlando, Florida. The event includes 100 education sessions, the largest real estate industry 

trade show with 400 exhibitors and the opportunity to network with 19,000 real estate professionals 

and guests. 

West will present a session at the conference titled “Basic Principles to Equity Marketing”. The session 

focuses on the players, methods of acquisition and disposition, building and presenting a marketing 

package, counseling, & the use of real estate formulas to close transactions. 

“We are pleased that Peter will be joining us at the REALTORS® Conference & Expo,” said Roz Kriener, 

Program Director of the Conventions Division at NAR.  “We choose dynamic speakers that include the 

latest real estate experts, as well as trusted industry veterans, who provide best practices and tips on 

how to take business to a higher level.” 

For more information on the 2016 REALTORS® Conference & Expo and to register, visit 

www.REALTOR.org/Conference.  

For more information on Bishop West Real Estate, visit www.bishopwestre.com 

 

mailto:pwest@ccim.net
http://www.realtor.org/Conference
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* * * 

 
 Champaign, IL (September 2017) – Alex Ruggieri, Senior Investment Advisor for 

SVN-Ramshaw Real estate has accepted an appointment to Chair the National 

Association of Realtors®’ Commercial Leadership Forum. Ruggieri will begin his one-year 

term in November 2016 at the conclusion of the REALTORS® Conference & Expo in 

Orlando, Florida. 

 The committee works to provide members, staff and volunteer leadership of NAR's 
commercial structures with an opportunity to learn about timely commercial real estate 
issues and exchange valuable information that contributes to their success.  

 “I’m excited and honored to serve on the Commercial Leadership Forum in 2017 

to contribute to the decision-making process and help shape the direction of the 

association and its policies,” said Ruggieri. “I’m grateful for the opportunity to take on this 

leadership role.” 



 

 

  Ruggieri has been a REALTOR member for over forty years specializing in 

Commercial and Investment sales.  He holds the CCIM, CRE, GRI designations and has 

served on NAR’s Commercial Committee, IAR’s Commercial Committee in the past.   He 

currently serves on the Board of Directors for the Champaign County Association of 

REALTOR’s 

 “Alex’s role on the committee will help bring value and benefit to the association’s 

1.2 million members, the nation’s 75 million real property owners and the individuals 

striving to achieve homeownership,” said 2017 NAR President Elisabeth J. Mendenhall of 

Columbia, MO, who made the appointment. “I know Alex cares deeply about our 

profession, industry and the clients we serve and will help guide us forward; I am proud to 

have him serve.” 

### 

 
 



 

 

 

 1

 

VII. In the Spotlight A.  Darrell Leason 
 

Darrell Leason, S.E.C. 

Another giant has fallen: Darrell H. Leason, 87, passed away September 30, 2016.  In the last 

few years, Wichita has seen the passing of George Ablah, Lindy Andeel, Michael Weigand, Jack 

Hunt, and now Darrell Leason.  It is not a surprise that the ranks of the commercial real estate 

brokerage business in Wichita have been decimated by the loss of these great men, not the least 

of whom is Darrell Leason, winner of the 2015 Kansas CCIM/Wichita State University Lifetime 

Achievement Award.  Darrell marks the end of an era of creative real estate deal makers 

throughout the Wichita area. 

 

Darrell began his career as a ladies’ shoe salesman at Baker Shoes on East Douglas.  He left the 

shoe business and went to work for Colby Sandlian in the real estate business and became a full-

time commercial real estate salesperson with Sandlian Realty.  He never looked back.  From 

single-family homes to entire subdivisions, Darrell worked his magic from one side of Wichita to 

the other.  Shopping centers, office buildings, vacant land, and multifamily properties were all in 

his sales portfolio.  Darrell was active in the marketplace from 1950–2016 (66 years).  He passed 

away with an active portfolio of listings.   

 

Darrell received the Wichita Business Journal’s Commercial Transaction of the Year award for 

2015 for his brokerage of the Law Company Riverview Plaza building.  In 2015, Darrell was 

awarded the Kansas CCIM/Wichita State University Lifetime Achievement Award for 

Commercial Real Estate.  Darrell was not motivated by awards but always sought to create 

“win/win” transactions.   

 

He is well remembered by “yabba dabba doo,” his war cry, at Shocker basketball games.  An 

early founding member of the Candle Club, Darrell will long be remembered for always having 

good things to say about everyone and not ever engaging in character assassination. 

  

During his later years, Darrell became a Counselor member of the Society of Exchange 

Counselors and served as a mentor to a whole generation of Wichita real estate salespersons and 

brokers.   
 



 

 

 

 1

 

VII. In the Spotlight B.  Wally Walker 

Obituary 

Wallace Allen Walker 
May 26, 1927–July 6, 2016 

 

Editor’s Note:  Wally Walker, a former S.E.C. Member, wrote numerous articles for the 

original Real Estate News Observer.  Wally was the inventor of the Taker Board that we still 

use today. 
 

Wallace Allen (Wally) Walker of Boise passed away on July 6, 2016.  He was born May 26, 

1927, to William F. and Margaret Walker. Wally was raised in Boise’s north end and graduated 

from Boise High School in 1945. He then enlisted in the Navy and was stationed at Whidbey 

Island Washington. Wally then attended Boise Junior College and Washington State University, 

graduating from WSU in 1950. During that time, he was a member of the Phi Gamma Delta 

fraternity, and he was actively involved with the Intercollegiate Knights, serving as national 

president. Wally then worked for the Boy Scouts of America. He married Gwendolyn Austin in 

September of 1950. After living in Walla Walla, Washington, for a year, Wally and Gwen 

returned to Boise.  

 

Wally began his real estate career at Day Realty and later formed his own real estate company. 

The real estate commissioner asked him to write the first real estate manual for the State of 

Idaho. Wally was recognized as Idaho Realtor of the Year in 1965 and served as president of the 

Boise Board of Realtors. He began teaching real estate at Boise State College and enjoyed 

sharing his love of real estate with others by teaching courses across the United States.  

 

Wally was involved in the Boise community and served as the building chairman for the Boise 

YMCA from 1962–1969. He led the effort to establish the building that is now the downtown Y. 

The YMCA is an organization that he wholeheartedly believed in and was a lifetime member of 

the Treasure Valley YMCA. In the early 1970s, Wally served on the Boise Greenbelt and 

Pathway committee to help the city plan and develop Boise’s beautiful Greenbelt.  

 

Wally and Gwen were also active in the Boise Jaycee organization, and here they had a large 

circle of friends who loved getting together for monthly bridge parties. He also led the 

fundraising efforts to establish the building for the University Christian Church. Wally was a 

member and elder of the First Christian Church (later University Christian).  

 

Wally is survived by his four children, Susan (Mitch) Lowe of Beaverton, Oregon, Scott (Sandy) 

Walker of Tucson, Arizona, Sandy (John) Orlovich of Boise, Idaho, and Stephanie (Jan) Walker 

of Oregon City, Oregon. He is survived by five grandchildren, Jake and Jeff Lowe, Jason and 
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Greg Walker, and Nicole Orlovich. He is also survived by six great-grandchildren; his sisters, 

Faye Harter of Medford, Oregon, and Bertha Jeffers of Mililani, Hawaii; and three nephews.  
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VIII. S.E.C. History Files A.  Developing the Developer  

          
"Developing the Developer" 

 

Chet Allen, S.E.C. 
 

Editor's Note:  This article first appeared in the July 1975 issue of the Real Estate News Observer. 

 
Recently I was a moderator at a marketing session attended by some 75 well above-average 
real estate professionals.  One broker was presenting an excellent package, part of which 
was some land ready for development.  I asked the 75 brokers, "Who represents a 
developer?" and only one hand was raised.  Only one!  This is appalling.  Probably half of 
all real estate transactions involve new properties or land being purchased for development, 
and practically none of us are tapping that market.  The developer's life blood is buying and 
selling real estate.  It is not a matter of motivating a passive investor, or interesting some 
speculator: the developer must buy and sell, or he is out of business.  
 
NOW, as never before, the developer needs the creative real estate broker.  Developers are 
faced with problems they could not foresee, even in their wildest nightmares, ten years ago.  
In this article we will examine some of the developers' problems, some of the solutions the 
creative broker can offer, and some of the problems he will encounter in working with the 
developer.  
 
The developer's most important problem is, as always, selling a product.  He has always 
been faced with a multitude of problems and decisions in this area.  
 
For example, the price to charge to maximize profit but still be competitive, the amounts to 
budget for marketing and how to distribute the marketing dollar (e.g. should he allot more 
to commissions and less to advertising – in theory getting better sales people, or should he 
allot more to advertising and less to commission – thus relying on the advertising to do 
most of the selling and making the sales people order takers).  In addition to the normal 
problems of marketing, the high interest rates of the 1970s have caused several almost 

impossible situations.  If the developer is a house builder, the home buyer cannot afford, or 
qualify for, the high loan payments.  The difference between a 6.5% and 9.5% $30,000 25-
year loan is $60 per month.  A prospective home buyer has to make an additional $270 per 
month (using a 4.5-1 ratio) just to qualify.  
 
If he is an FHA builder, he may have to pay points, which are running from 2-8% of the 
loan.  This $600 to $1,800, in addition to runaway inflation has caused building costs to 
soar.  Some building components have had price jumps over 200%.  If the builder pre-sells 
homes (which used to be the best of all possible worlds) he may now find himself having 
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sold them for less than his costs.  
 
One other problem materially affects the developer's costs.  This is the high cost of 
construction financing.  Most construction loans during the last few years were on a 
variable interest rate.  Interest rates varied from 2 over prime, by a bank to an A-1 bor-
rower, to 6 over prime by R.E.I.T.s to a marginal borrower.  So, in addition to soaring 
material and labor costs, the developer was paying up to 18% interest on his construction 
money.  
 
The income property builder has the same problems.  The shopping center, apartment house 
or industrial building that he could build for $6 to $10 per square foot in the sixties is now 
$12 to $20 per square foot, and up to $60 per square foot for some high-rise office 
buildings.  Let's see how this affects an apartment house and its income stream.  Assume a 
900 square foot, two bedroom apartment, in a building of similar apartments, the building 
operating at 95% occupancy and 40% expenses.  Assume the builder's land cost per unit has 
remained stable at $2500, but that his construction costs, including builder's profit, have 
jumped from $10 to $20 per square foot.  Also assume the investor buyer of the completed 
apartment building expects to buy at a 10% cap rate.  When the builder was able to build for 
$10 per square foot, his price was $11,500 ($9,500 building plus $2,500 land).  In order to 
receive his 10% cap rate, the buyer could rent the unit for $168 per month.  After the 5% 
vacancy and 40% expenses, the unit brings in $95.76 per month, or approximately $1,150 
per year.  Assuming the same two bedroom apartment was built today with builder's cost 
and profit at $20, the price on the 900 square foot unit would be $20,500 ($18,000 building 
plus $2,500 land).  To receive the same 10% cap rate, the unit must rent for $300 per month.  
In spite of what the consumer groups say, most rentals have not kept pace with inflation, and 
it might be quite difficult for the developer or investor to obtain 95% occupancy in the $300 
per month 900 square foot two bedroom unit. (Please, New York and other high rental areas, 
don't write in saying you could rent them all day at $300 per month. If you can, you 
probably can't build them for S20 per square foot, or your land is above $2,500 per unit. 
This is only an example.)  
 
The shopping center developer can no longer rent his space for 20c NNN.  He must get 35c.  
The industrial building developer, motel and office building developers all are faced with 
the same problems.  
 
To compound the problems, the sophisticated investor is now asking for his yield, cash on 
cash.  He wants a 10% cash return (or more) on cash invested.  This was fine when interest 
rates were 6% or even 7% or 8%.  But let's look at what happens when interest rates are 
91/2% or 10%. Assume a $500,000 shopping center with a 10% cap rate and an investor who 
wants to invest $100,000 with a 10% cash on cash return. If you could arrange an 80%, 
9.5% 25 year loan, the constant would be 10.48, making the annual payments on the 
$400,000 loan $41,920. This only leaves $8,080 spendable from the $50,000 net operating 
income after debt service. Therefore, the developer would have to sell at $481,680 to meet 
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the buyer's requirements, as $40,000 per year will only service a $381,680, 9.5, 25 year 
loan.  But even worse, what happens if the best takeout loan available is 10%, 20 years.  
Now the constant is 11.58.  The same $40,000 payments will now only support a $345,423 
loan, so the developer must sell his property for $445,423 to the 10% cash on cash investor, 
or hang onto it.  
 
So, in marketing his property the developer is being whipsawed from both sides.  Higher 
building costs necessitate higher rents, and higher interest makes the investment less 
desirable to the investor at the developer's price.  But the developer's problems don't end 
with marketing problems.  The developer now must invest considerably more time and 
money in getting his product ready to go.  The requirements for subdividing and developing 
have changed so dramatically in the last ten years that the old-time developers wouldn't 
recognize development 1975.  Environmental Impact Reports, Coastal Commissions, local, 
regional, state and federal regulatory agencies all are making the developer's life a 
nightmare.  Before he can even start a project, he must spend months, and sometimes years 
going through the government red tape.  His days are spent talking to planning directors and 
public agencies, his nights appearing before planning commissions and city councils.  He is 
insulted and demeaned as a spoiler, an opportunist.  He spends thousands of dollars on 
projects that he can never build because an environmental group has the political clout to 
scare a city council.  
 
All of the above leaves many developers with an inventory of overpriced or unmarketable 
product, and makes it extremely difficult for him to get started on new projects.  This is 
where the creative broker becomes perhaps an absolute necessity to the survival of the 
developer.  
 
Let's touch on a solution to the inventory problem.  The product can't be sold to an investor 
at a price that will make sense to the investor, because the developer has too much in the 
project.  He may not even be able to give it away as the loans may exceed the value.  The 
buyer of the property will need a take-out loan, and not too many lenders want to make 
loans on a no-down-payment basis.  So, the only solution is to exchange the developer out.  
If he does have equity, the exchange will allow the developer to save face.  If he can 
acquire development land, he will receive the bonus of raw product to build upon.  If he has 
no equity, nothing (encumbered land, unfinished buildings, or similar "z" bag properties) 
will allow the developer, and lender, to save face. 
 
The lender is one of the keys to this transaction.  No other lender in his right mind is going 
to place a 100% permanent loan on this project.  The construction lender might.  They will 
tell you that they do not make permanent loans, and that they don't like exchanges.  But 
they probably don't want that project back.  Most banks and R.E.I.T.s that made 
construction loans are up to their necks in R.E.O.s and are having a very difficult time 
keeping their statements, stockholders and bank examiners reasonable.  If they are brought 
face-to-face with the choice of having a loan on their books, and maybe even a legal loan if 
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the "equity" in the exchanged-in property is sufficient, or owning the property, you may get 
your permanent financing. But what about the client going in to the property?  It probably 
isn't full and an eater.  If your client can't stand a temporary eat, ask the lender for a partial 
moratorium on payments for a period of time.  
 
The broker can be of new value to the developer in his acquisition of land and profit doing 
it.  In the past the broker found a developer in need of land, got out his plat maps with the 
sewers drawn in, and called the farmers until he found one willing to sell at a reasonable 
price, and then brokered the raw land to the developer.  Let's assume $10,000 per acre is a 
reasonable price to both parties.  I suggest that with home development problems the 
developer would rather pay $12,000 per acre for the property, zoned, Environmental Impact 
Report completed, and tentative map approved, than $10,000 raw.  This leaves an 
opportunity for the broker to pick up $2,000 per acre for performing those functions.  The 
land need not be purchased – a binding option would suffice.  Naturally, both parties would 
be given full disclosure, and both should be delighted to have someone perform that 
function.  
 
The developer needs the creative broker.  
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VIII.  History Files B. Experts Provide Protection    

  
“Experts Provide Protection” 

 

Cliff Weaver, S.E.C. 

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

 
In the Beginning 

Mr. and Mrs. Seller had purchased an industrial parcel of land some five years ago for $200,000. 
They purchased the property for 25 percent down and agreed to pay the balance over five years.  
They put down $50,000 and paid the $150,000 balance in equal annual payments. The payments 
took a healthy bite from the resources of their annual income. Mrs. Seller really raised "heck" 
with Mr. Seller when the annual payment was due.  
 
However, Mr. Seller always managed to save the day and pacify Mrs. Seller with, "If the 
property is worth a cent, it's worth $250,000."   This went on year after year, until the loan was 
retired. Finally, the Sellers decided to list the property with Robbie Realtor, a creative and 
innovative professional.  
 
In High School, it Was Called Homework 

Robbie knew that he had to secure data before presenting the property in the marketplace. He 
secured the following for his file and future reference: 
 
A current preliminary title report called for by his listing agreement, and had the title company 
bill the Sellers for the preliminary title report. 
  
An area map, plat, and topographical map. 
 
A feasibility study also specified in his listing agreement. 
 
Photos of the property. 
 
Listing of all utilities to the property, complete with names and addresses of the respective utility 
company’s supervisors.  
 
Robbie also went to other realtors who specialized in industrial property and secured their ideas 
on the property. In subsequent counseling sessions with the Sellers, Robbie found that they 
would sell the property on the same terms as they had purchased it: by installment payments.  
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Ready, Willing, and Able to Not Pay the Price  

Mr. and Mrs. Buyer inspected the property, wanting to construct a building on it for their 
business. They liked the property and initiated an offer for $240,000 with $60,000 - 25 percent – 
down, and the balance payable over seven years, including seven percent interest.  
 
Presenting the Unsatisfactory Offer  
Robbie presented the offer, and Mr. Seller jumped at it. However, Mrs. Seller remembered Mr. 
Seller's yearly proclamation: "If it's worth a cent, it's worth $250,000." Robbie suddenly realized 
his transaction was headed for the rocks, due to a slight discord between Mr. and Mrs. Seller. 
Sound familiar?  
 
Super Idea Saves the Day  

Robbie secured a counter-offer from the Sellers for $250,000 with the same $60,000 down 
payment, all the time knowing Mr. and Mrs. Buyer wouldn't go another nickel. However, the 
Sellers added the following clause:  
 
Buyer can retire the loan carried back to the seller at 95 percent of the unpaid balance within the 
first three years of this contract. Thus, the Buyers could, at their option, receive a $9,500 
discount if they retired the loan at the close of escrow by taking advantage of the automatic 
discount provision.  
 

In the End  

Mr. and Mrs. Seller received full price, and Mrs. Seller was happy because, "If it's worth a cent, 
it's worth $250,000."  
 
Mr. and Mrs. Buyer were happy. They had completed purchase of the land they wanted and 
knew the automatic discount was available for three years.  
 
Robbie Realtor was happy, as he had created a transaction beneficial to both seller and buyer.  
 
Epilogue (to a good business transaction)  

Robbie had called upon his own attorney to draft the automatic discount clause (consult your 
own legal advisor, as Robbie did). He had his attorney meet with the Sellers' and Buyers' 
attorneys to insure a fair and equitable transaction.  
 
Robbie knew that when anything "unusual" is offered into a transaction, like an automatic 
discount clause, it is time to bring in an expert to protect the parties involved...including the 
broker!  

 


