
 

 

Inside This Issue 
 
 
Welcome to the fall 2014 issue of the S.E.C. Observer. In this issue, Wes Dingler, 

2014 president of the Society, asks “why not expand your market?” 

 

Kim Colin, S.E.C., describes the “evolution of a Counselor”; Chuck Sutherland, 

S.E.C., suggests an alternative purchase method using “professional services as a 

down payment”; and William E. Stonaker, S.E.C., CCIM, wants to know if you 

are “area bound.”  Bob Steele, S.E.C., shares some “exchange and wealth creation 

formulas.” 

 

Gary Vandenberg, S.E.C., CCIM, provides us with an update of the S.E.C. 

Education Foundation courses and activities. 

 

William F. Richert, S.E.C., CCIM, served as president of the Society in 2010 and 

is featured in the “In the Spotlight” of this issue.  In the “History Files,” Wally 

Walker, S.E.C., offers “image building techniques”; and C. Charles Chatham, 

S.E.C., asks if you are a “servant or a professional.” 

 

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.  Expanding the Market   

 
“Expanding the Market” 

 
Wesley Dingler, S.E.C. 

2014 President 
 

We have all met with a potential client, partner, or fellow broker at one point or another to 
discuss the idea of equity marketing and its benefits.  On most occasions, the response is tepid at 
best, if not outright resistant.  The concept is not used in most brokerages and therefore doesn’t 
make it to the average agent or broker.  Part of our job is educating them about the benefits.  
While these benefits are really too numerous to lay out in one article, I would like to mention just 
a couple that I like to use as examples when educating someone new to the concept. 
 
The first point is very simple—why not?  Why not expand the marketplace?  Most people 
initially jump to the conclusion that you are only going to take exchange offers and are telling 
them to ignore cash offers.  This misconception holds people back.  The simple truth is that in 
almost all cases, if an acceptable cash offer comes in, we’re going to take it.  We are just 
choosing not to wait for a pure cash offer.  If they stick with just cash offers and don’t get any, 
how many offers do they have?  But if they expand to look at both, they can still get cash offers.  
They haven’t lost a thing by accepting both, but they have potentially gained other options.  
 
I also like to point out to folks that equity marketing allows them to be the catalyst for potential 
transactions.  I have found that most of my clients and partners are not overly patient folks.  
Allowing them the opportunity to be a taker with their equity is appealing.  Instead of just 
waiting for a call from a cash buyer, with equity marketing, they can go be an instigator!  It’s 
active versus passive, and in my experience, successful people like to be active.  It gives them an 
avenue. 
 
Finally, and maybe most important, equity marketing is a great tool for keeping everyone 
involved in the marketing process.   This involvement leads to more brainstorming, focusing in 
on ideas, and more constant activity.  How many times has an idea that leads to the property 
being sold or exchanged come from a failed proposal?  It may be as simple as enhancing our 
counseling session by going over declined proposals, but proposals generate thought and activity.  
This kind of activity doesn’t always just come from sticking up a sign and waiting on the phone. 
 
Why not be active instead of passive?  Why not become a catalyst?  Why not open up more 
brainstorming opportunities?  Why not close more transactions? 



 

 
 
II.  Feature Article A.  The Evolution of the Counselor   
           

“The Evolution of the Counselor— 
Super Salesperson, Talented Craftsperson, or Inspired Alchemist?” 

 
Kim Colin, S.E.C. 

 
 
Most counselors would agree that counseling could be described as a process—a series of 
information exchanges designed to allow the counselor to gain an understanding of the client’s 
objectives, resources, and mind-set so that the counselor may design solutions that combine the 
client’s resources with the counselor’s abilities and resources for the purpose of developing the 
desired transaction benefits for the client.   
 
Most students enrolling in counseling courses are brokers who come from a sales background. 
They usually enroll for the purpose of figuring out how to get more “yesses” from their clients. If 
their thinking does not evolve beyond this point, they miss understanding the full definition of 
counseling and are at risk of falling short of becoming true counselors.  They become “Super 
Salespeople” who use (and sometimes abuse) the counseling techniques they have learned only 
to press the client’s motivation buttons to get to “yes” more often.     
 
Thankfully, most people transition quickly past that first phase. They realize that they now have 
the skill set required not just to get to a “yes” but to actually earn the “yes”—and the long-term 
client relationship—by creating the correct transaction benefits for the client.  This is the group I 
describe as the “Talented Craftsperson.”  This group consists of true counselors who are 
constantly learning new formulas, polishing their “face-to-face” counseling skills, attending 
marketing sessions, and generally working hard to find the right benefits match for each of their 
clients.  They are motivated to keep learning because they see transactions closing that would 
have been far out of their reach without their growing counseling skills. 
 
And then there are the “Enlightened Counselors/Inspired Alchemists.”  I’ve been fortunate to 
meet more than a few such S.E.C. members.  They understand that counseling is more than a 
process.  They routinely create truly inspired solutions for their clients. Enlightened Counselors 
understand the power of using the information gained during the counseling process only for the 
highest and best good of the client.  Their mind-set is one of complete commitment to 
developing a true win-win solution that delivers the correct benefits to the client in the most 
beneficial way.   



 

 
Once this identity of interest connection is formed, an energetic shift occurs that transforms the 
counselor from the role of Talented Craftsman to that of Inspired Alchemist.  These counselors 
build project momentum quickly.  The trust relationship with the client magically deepens. 
Colleagues trust them more, and the supply of ideas around them seems limitless.  Solution 
opportunities appear seemingly out of thin air, and their projects close with regularity. This is the 
counselor as Inspired Alchemist—truly an inspiration to all!   
 
 
 
 
 



 

 
III.  Feature Article A.  Professional Services as a Down Payment  
    

“Professional Services as a Down Payment” 
 

Chuck Sutherland, S.E.C. 
 
Strategy: 
 
An often overlooked approach to making transactions is the use of professional services as a 
source of down payment for a property.  
 
This strategy has hundreds of possible variations. Examples of professional services could 
include legal fees, accounting, architecture, construction, electrician services, painting, and 
interior design. Frankly, the possibilities are endless. The approach typically (but not always) 
requires that the Seller be able to use the professional services in his or her business or personal 
life. 
 
Commercial or Investment Example: 
 
A group of investors owned a parcel of undeveloped land. The land was located on the outskirts 
of a medium-sized town along the only major highway. The Owners planned to act as the 
developer and develop the land themselves and sell individual sites for a substantial profit. They 
had planned sites for six commercial lots, all with highway access. 
 
However, the land required substantial grading to be ready for sale.  
 
Unfortunately, the group had a limited amount of cash to put toward the work. The utilities 
required would take all of their budgeted money. They were therefore short the money required 
for grading. 
 
Solution: 
 
One member of the investor group approached a large local Grading Contractor. The Grading 
Contractor owned a substantial amount of grading equipment and employed many people. 
 
The Owners offered a simple proposal. The Owners would deed one of the parcels of land free 
and clear to the Grading Contractor in return for the grading of the entire site. Although the value 
of the individual site, once graded and improved, was higher than the expected cost of the 
grading, it would allow the Owners as Developer to avoid having to borrow money. 
 



 

The Grading Company determined that it could do the work with its existing crew and 
equipment between the other planned jobs it had scheduled. It would also still be able to meet the 
Owners’ timetable. 
 
The two parties negotiated an agreement and placed the deed to one of the six lots in escrow until 
the grading work was complete. In this way, both the Seller and the Buyer were protected in the 
event of any disagreement between the parties. 
 

Summary of Transaction 
Step 1: Transfer of Lots to Grading Company 
 
Owners Place Deed to One Lot in Escrow for Grading  
 
Grading Company  Performs the Grading Work on the Entire Site 
 
Escrow Company  Releases Deed to Grading Company 
 
Owners Sell Remainder of the Lots Developed 
 
Owners Make a Profit on the Sale of the One Lot 
 
Grading Company  Makes a Profit by Obtaining a Lot Worth More Than the Cost of the 
Grading 
 

Benefits 
Benefits to Owners: 
Owners Receive Grading Work on the Entire Property without a Cash Outlay 
Owners Make a Profit on the Sales of the Remaining Commercial Lots 
Owners Complete the Job without Taking a Loan 
 
Benefits to Grading Company: 
Grading Company Buys Commercial Land at Substantial Discount 
Grading Company Uses Existing Overhead Costs for Purchase 
Grading Company Discovers a New Way to Put Crews to Work in Slow Times 
 
Key Points: 
Using professional services as a down payment, any Buyer with valuable skills can parlay them 
into a down payment on real estate. This can be especially useful when there is some excess 
capacity.  
 
Imagine what could be used as a down payment: legal services, manufacturing capacity, excess 
inventory, recreational vehicles, or even gift certificates. There are endless possibilities. The only 
limit is your imagination. 



 

The decision to accept the professional services credit as a down payment requires an analysis of 
the risk versus the reward of the transaction. In this analysis, you would look at the possible risks 
of the transaction. For example, the Buyer could simply walk away from the obligation to 
provide the professional services, or the Buyer may be unavailable when the Seller of the 
property needs those services the most, or the two might have a disagreement concerning the 
quality of the services being delivered.  
 
A potential Seller would compare those risk factors to the projected rewards. For example, a 
quick sale may be more important than the total price, the expected price discount required to 
sell the property conventionally may be too high, or the cash needed in the transaction may be 
necessary for a future financial requirement. 
 
Once the Seller evaluates the risks and rewards, the Seller will be required to make a decision 
whether to do the transaction in that form or not. That judgment call by the Seller depends on 
many factors, including the reputation of the individual providing the professional services, how 
the parties know each other in the first place, and even the nature of the local market. 
 
There are many ways to reduce the risk in the transaction. The Buyer providing the professional 
services might provide additional collateral to guarantee the performance of the services. A third 
party could guarantee the performance. Depending on the circumstances, the Seller might place 
the deed to the property being transferred into escrow until the professional services are 
provided. 
 
The thinking in this type of transaction can be expanded to include many different examples of 
services that could be used as a down payment. That expanded thinking can dramatically raise 
the number and profitability of Seller transactions. 
 

 



 

 
III.  Society Columns B.  Are You Area Bound?  
    

“Are You Area Bound?” 
 

William E. Stonaker, S.E.C., CCIM 
 

 
We often ask the following question at our S.E.C. marketing meetings: “Is your client area 
bound?” It took me a minute to figure out what the moderator meant at my first meeting, though 
it became apparent very quickly. But what do we really mean?  
 
When Chris Dischinger and I were rolling out the first offering of our Developer course, 
someone asked me where I would be willing to go to develop. Without hesitation, I answered 
that I would invest anywhere that the Second Amendment is strongly protected. It has nothing to 
do with the right to own a firearm; it is all about the way that particular state thinks about 
business. For instance, Texas is about as business friendly as any state in the union. Ditto for 
Oklahoma, Indiana, and Colorado (most of the time). I have owned property in all these states 
and have done development in most of them. I would go to Arizona, Montana, Idaho, and 
Wyoming immediately, but if offered deals in some of the states on the east and west coasts, I 
would have to do some serious homework. 
 
This leads me to my reason for this article. I just spent several days in Ontario with my partner 
and good friend, Darryl McCullough. It has been several years since I have been in Toronto. At 
6.1 million people (according to World Atlas), Toronto ranks 51st in population in the world—
about the same as Dallas Fort Worth (DFW) at 5.9 million, ranking 54th. Darryl and I spent a lot 
of time driving around the first day I got there, which was October 10, and Canada’s 
Thanksgiving Day. Because it was a national holiday, the traffic was manageable. I remember 
what it was like in DFW during the late 1970s when we were going through a huge expansion, 
and Toronto’s current boom makes what we were going through then look like a bump. There 
are cranes all over the province, many of them involved in high-rise condo projects. The area is 
undergoing a huge boom because of a lack of construction and massive immigration from all 
over the world.  
 
Darryl has underwritten investments in the United States for wealthy Canadian families for many 
years. Just as I am willing to invest in other states, his investors are quick to invest in the United 
States. But what about us—will we go to Canada? I think so. The boundary between Texas and 
Oklahoma is nothing but an imaginary line on a piece of paper . . . at least until the University of 
Texas and the University of Oklahoma meet in the Cotton Bowl—then it is serious! But that is 
another story. If I am willing to cross the line into Oklahoma, why not go into Ontario? It is just 
another imaginary line. I came to the decision on this trip that I would invest in Ontario just as I 
will invest in Colorado. I would need a sponsor on the ground, and I trust Darryl without any 



 

doubt at all. It is no different from trusting Bill Richert in Oklahoma and Nick Esterline in 
Kansas.  
 
So, are we area bound? Will we go north of “that” border also? Why not, if the deal is right and 
the authority will let us keep an acceptable portion of the profits if our deal works out?  
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Strategy 1
Unpriced

This is probably the most important exchange formula there is and it is 
rarely used as people do not understand its significance, or possibly it is so 
unconventional that they are afraid of it. The true key to the philosophy of 
exchanging is within this formula.  If you do not understand the importance of 
this, you will not really understand exchanging.

SITUATION 1. Abel has a property with a problem.  He has been try-
ing to sell or trade it.

2. For one reason or another Abel is locked to a price.  

3. There is no functioning sales market. The buyers 
are way below the asking prices from either market 
manipulation or other outside forces. 

Price:
Loan: 
Equity: 

$ 1,000,000
    – 400,000

 $ 600,000

POSSIBLE 
SOLUTION

1. Explain the logic of benefits vs. price.

2. List the property as un-priced if you are a broker and 
make the contract, if an entrepreneur, at any price 
agreeable to the seller (or you), as the case may be.

3. Exchange or transact for benefits. 

Price:
Loan: 
Equity: 

Unpriced
    – 400,000

 Unpriced

CONCLUSION 1. Price is in the eyes of the beholder.

2. If you are a real estate broker or an entrepreneur set 
a flat fee for your brokerage.

NOTES 1. You will need a dollar number for title insurance that 
at least equals any mortgage on the property.

2. Weigh the benefits and negatives when making a 
deal, not the price.
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Strategy 2
Creation of Wealth #1

Probably the most highly recognized formula originated by Richard R. Reno

SITUATION There have easily been a thousand variations on this 
formula. The basic formula is creating a TD or mortgage 
against or secured by the equity in one property and 
exchanging  this piece of paper (TD or Mortgage) for a 
second property or asset.

Abel Bldg:
Loan: 
Equity: 

$ 1,000,000
 –    300,000

 $ 700,000

CREATION OF 
WEALTH

Create a $400,000 2nd TD/note on Abel’s property and ex-
change to Baker who has a building with a $600,000 equity.  
Abel gives Baker a $200,000 additional 2nd TD back on his 
own building to balance.

Baker Bldg:
Loan: 
Equity: 

$ 800,000
    – 200,000

 $ 600,000

CLOSE Abel ends up with two buildings. Abel Bldg:
Ist Loan: 
2nd Loan:
Equity: 

Baker Bldg.
Ist Loan: 
2nd Loan:
Equity

$ 1,000,000
   –  300,000

– 400,000
 $ 300,000

$ 800,000
    – 200,000

– 200,000
 $ 400,000

Baker ends up with two trust deeds and notes totaling an 
equity of $600,000.

2nd on Abel
2nd on Baker
TOTAL

$ 800,000
     – 200,000

 $ 600,000
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Strategy 3

Creation of Wealth #2
Get the other side of the exchange to be your banker which will allow 

you to free up part of your equity during the holding period.

SITUATION 1. You are in a market in which land is not selling. The parcel 
you are concerned with is well-situated and will at some 
time in the future become a prime development parcel. 
You peg the value at $1,500,000.  

2. You have various options to free this equity, one of 
course being an exchange, or you could use an exchange 
and buy back, etc. But being a little concerned about 
some tax problems you might consider using the Cre-
ation of Wealth formula.  

Land Value:
 

$ 1,500,000
  

POSSIBLE 
SOLUTION

1. Offer to create up to $1,000,000 (or any number you are 
comfortable with) first TD/note secured by this property 
and use it in an exchange into something acceptable to 
you.

2. Remember you are offering to create the note so you 
want to set terms that are the best for you.  Don’t be 
bashful. We have often set these at 2% interest-only for 
10 or more years.  Real estate brokers have the habit of 
thinking this rate of interest is too low but it represents 
approximately what the market is currently for CDs.  You 
will get exchange offers at this rate that are often accept-
able. You can always negotiate up if you wish.

Create 
Note/TD 
Secured
By Land:

$ 1,000,000
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Strategy 4

Creation of Wealth #3
This Creation of Wealth variation allows someone with a commodity 

to leverage their investments while hedging their profits. 

SITUATION 1. In this one we were working with a broker who had a large tomato farmer as a client.  
We had a building in another state that my client wanted out of with a price tag of 
$2,000,000.  There was no cash sale market.

2. The tomato farmer was interested in acquiring some property for appreciation but 
also for some tax shelter.

POSSIBLE 
SOLUTION

We offered to exchange our building for $2,000,000 worth of tomatoes delivered over five 
years ($400,000 per year) at a price fixed at the close of escrow.  

SOLUTION The transaction was secured by a blanket TD against both parcels of real estate.

POSSIBLE 
SOLUTION

SOLUTION

In essence, the client with the building cashed out over five years.  There was no guaran-
tee where the price of tomatoes would go during that 5 years even though the quantity 
of tomatoes he was to receive was fixed. If the price went up he would make a profit.  If 
it went down he would have a loss.  He received no interest during the holding period.  It 
was a true hedge.

The tomato farmer spent a “Future” or a Covered Call if you wish.  He acquired real estate 
and added to his holdings.  He pre-sold some of his tomatoes at a fixed price.



 

 
V.  S.E.C. Education Foundation A.   S.E.C. Ed Foundation News   
           
 

S.E.C. Education Foundation News 
  

Gary Vandenberg, S.E.C. 
2014 S.E.C. Education Foundation President 

 
 
 
In the past 45 days, the S.E.C. Education Foundation has supported Peter West and Corey 
Bishop in moderating a marketing session for the Kansas CCIM Chapter in Wichita; and Wes 
Dingler and Brandon Sanders in moderating a marketing session in Indianapolis for the Indiana 
Real Estate Exchangers (IREX) group. 
 
The Ed Foundation also put on a one-day Broker Estate Building course and a one-day 
marketing session taught by John Brennan and Gary Vandenberg.  There were 44 students.  
David Cook was the S.E.C. on the ground making all arrangements for the class and marketing 
session. 
 
Peter West also taught Counseling for Action in Champaign, Illinois, along with heading up the 
one-day marketing session.  Counseling for Action is a course that Jim Brondino, S.E.C., CCIM, 
wrote and taught around the country for many years.  Jim agreed to let Peter become an S.E.C.-
approved instructor for this terrific core course.  Alex Ruggieri organized the S.E.C. event, 
which was sponsored by the National Association of Realtors and other local sponsors. 
 
The S.E.C. Education Foundation and the Society of Exchange Counselors are also sponsoring 
Jim Wilson’s Equity Marketing core course at our Ft. Lauderdale meeting in November. 
 
The S.E.C. Education Foundation is committed to bringing professional teachers, high-quality 
courses, and skilled moderators to interested real estate associates throughout the country.  It is 
also committed to offering all the core courses that are required for S.E.C. membership often 
enough that S.E.C. candidates can complete their course requirements within a two-year period. 
 
Please visit our website, www.secedfoundation.com, to learn more about the courses and 
programs we sponsor.   
 
 
 
 
 

http://www.secedfoundation.com/


 

 
VI.  Society News Briefs C.   S.E.C. Marketing Conference November 

 
 

S.E.C. National Invitational Marketing Session 
Fort Lauderdale, Florida 

November 16–19, 2014 
 
 

The S.E.C. National Invitational Marketing Session will be held at the Embassy Suites Deerfield 
Beach, 950 Ocean Drive, Deerfield Beach, FL 33441. 
 
Call (954) 426-0478 for reservations. Make your hotel reservations early; we have a limited 
number of rooms available. The cut-off date for reservations is October 23, 2014. 
 
Visit www.EmbassySuites.Hilton.com/Deerfield to learn about the hotel, and www.sunny.org to 
learn about the greater Fort Lauderdale 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 Albuquerque meeting. 

http://www.embassysuites.hilton.com/Deerfield


 

 
VI.  Society News Briefs B.   Creative Equity Marketing & Exchanging  

 
“Creative Equity Marketing & Exchanging” 

Fort Lauderdale, Florida 
November 16, 2014 

 
 
The S.E.C. Education Foundation and the Society of Exchange Counselors are pleased to announce that 
James T. Wilson, S.E.C., CCIM, will present “Creative Equity Marketing & Exchanging” from 8:30 
a.m. to 4:00 p.m. on November 16 in Fort Lauderdale, Florida. 
 
The real estate market is undergoing changes and facing headwinds that have not been experienced in 
decades, and in some cases, ever. Getting to closed transactions in the immediate future will require 
persistence and often the use of creative transaction structures and market understanding that has not been 
required during the past couple of decades. 
 
Topics include the following: 
 

• Learn to easily see creative deals, outlining characteristics of properties and owners 
• Get the templates for some widely applicable creative transaction structures 
• See how easy it can be to do a transaction that closes with three or more parties  
• Learn the simple math that makes such transactions become clear 
• Get the forms you need to do creative transactions  

 
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. 
 
 
 



 

 
VI.  Society News Briefs C.   S.E.C. Marketing Conference January 2015 

 
 

S.E.C. National Invitational Marketing Session 
Tucson, Arizona 

January 2015 
 
 

The S.E.C. National Invitational Marketing Session will be held at the Sheraton Tucson, 5151 
East Grant Road, Tucson, AZ, 85712 on January 18–21, 2015. 
 
Call (520) 323-6262 for reservations. Make your hotel reservations early; we have a limited 
number of rooms available. The cut-off date for reservations is Sunday, December 28. 
 
Visit www.sheratontucson.com to learn about the hotel, and www.visittucson.org to learn about 
the greater Tucson 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  



 

 
VI.  Society News Briefs D. Sustainable, Multi-Generational Housing 
 
 

NEW $67 MILLION DOLLAR DEVELOPMENT PROJECT COMING TO AUSTIN 
OFFERS SUSTAINABLE, MULTI-GENERATIONAL AFFORDABLE HOUSING 

 
September XX, 2014 – LOUISVILLE, KY – Representatives, partners and community members 
from the city of Austin, Texas will join developer LDG Development for a ground breaking 
ceremony on Tuesday, September 30th at 10:00 a.m. to celebrate a new multi-generational 
apartment community serving families and seniors on a limited income. 
 
“We look forward to showcasing this livable community to other cities as a model of what can 
be achieved when working with an involved, thoughtful community and an experienced 
developer,” said Michael Gerber, President and CEO of Housing Authority of the City of Austin.   
The Pointe at Ben White and The Villages at Ben White will be a 433-unit neighborhood with 
garden style apartment homes for working families and those 55 and older earning 60 percent of 
Austin’s area media income. Multi-generational housing is a concept gaining traction in the 
affordable housing field for its potential to strengthen communities by universally designing an 
area linking the needs of children and the aging population. Although The Pointe and The 
Villages are their own entities, they are adjacent to one another and within the same gated area.  
  
“The Pointe and The Villages at Ben White are both walkable and transit-oriented,” said Chris 
Dischinger, Principal of LDG Development. “These are two common needs for the young and 
the young-at-heart. Both generations need a range of services that include childcare and/or senior 
services, parks, grocery stores and healthcare. These new homes will be conveniently located 
near St. David’s Medical Center, Dell Children’s Hospital, Walgreens, a new Veteran’s 
Administration, three schools and a future light rail system going down Riverside.”    
 
The Pointe at Ben White will feature 250 beautiful one, two and three bedroom units with a 
combination of plush carpeting and hard wood. Ceiling fans and window blinds will accompany 
Energy Star appliances such as a new stove, refrigerator, dishwasher, washer/dryer hookups, 
microwave and central A/C, all of which meet Austin green building standards. Onsite 
community amenities include a furnished clubhouse, a business center with complimentary wi-fi, 
a state-of-the-art exercise facility, and a lush outdoor setting complete with a swimming pool and 
playground.     
 
The Villages at Ben White will situate over 11 acres of the total 27-acre community and will 
provide 183 one, two and three bedroom units with the same deluxe amenities as The Pointe.  
“R4 Capital is excited to be involved in such a great development with our client, LDG 
Development. The Villages at Ben White will provide safe and clean housing to seniors and 
families in this much needed growing housing market,” said Jay Segel, R4’s Executive Vice 
President.  



 

Phase one of construction starts immediately on The Pointe located at 7000 East Ben White 
Boulevard; Austin, Texas; 78741. The community is located on the westbound side of Ben White 
Boulevard between Riverside and Montopolis. 
 
LDG Development wishes to acknowledge the Texas Department of Housing and Community 
Affairs for its allocation of housing tax credits, Austin Affordable Housing Coproration as 
project owner, Enterprise for their equity investment with The Pointe, Bank of America and 
HUD for providing the construction and permanent lending for The Pointe, R4 Capital for their 
equity investment, Redstone and Community Southern Bank for their banking contributions to 
The Village, and The Weber Group, Inc & Studio A for architecture and design. Also, a special 
thanks to Coats Rose for their legal council during this venture. 
 
“We are proud to play a part in providing the senior citizens of Austin, Texas with a comfortable 
and affordable community where they can feel at home, says Mark Abernathy, President of 
Community and Southern Bank. “Partnering with LDG and AAHC affords CSB the opportunity 
to serve Austin’s senior community in a meaningful way. This exemplary development reflects 
our commitment to serve our communities beyond traditional banking services.” 
 
Capstone Real Estate will be the leasing agency. Those inquiring about Pre-leasing for The 
Pointe should call 512-222-5539 or The Villages at 512-222-5396. Rents will start at $770. 
 
For more information please call Communications Manager Carolyn McLean at 502/409-1982 or 
cmclean@ldgdevelopment.com. Aerials of these developments and renderings are available upon 
request or can be found online at www.LDGdevelopment.com. 
 
The LDG Austin office can be reached at 512-351-9335. Please note LDG currently owns the 
following properties in Austin: Harris Branch, Santora Villas; Park Place at Loyola; and The 
Paddock at Norwood opening soon. 
 
### 
 
About LDG: LDG Development based in historic old Louisville with offices also in Austin, 
Texas employs individuals with a focus in multi-family housing development. Owners Chris 
Dischinger and Mark Lechner have a passion for building homes for deserving families on 
limited income. LDG has developed or rehabbed over 5,000 units and numerous commercial 
properties in 12 states including Kentucky, Indiana, Louisiana, Texas and Kansas. 



 

 
VI.  Society News Briefs D. Alex Ruggieri Earns Distinction 
 
 

ALEX RUGGIERI EARNS DESIGNATION  
IN GLOBAL REAL ESTATE NETWORK 

 
[Champaign, IL – September 12, 2014] Alex Ruggieri of Champaign’s Sperry Van Ness | 
Ramshaw Real Estate has earned the Certified International Property Specialist (CIPS) 
designation, placing Ruggieri among 2,300 elite real estate professionals worldwide. The 
designation was awarded to him by the National Association of REALTORS® for completing 
rigorous coursework devoted to learning international real estate practices and demonstrating 
proficiency in international business. 
 
The CIPS designation is synonymous with advanced expertise, a global perspective, and distinct 
understanding of a global buyer. As a designee, Ruggieri can efficiently work with all 
international buyers, including U.S. residents looking to invest overseas, foreign buyers 
purchasing in the United States, as well as recent immigrants who might be unfamiliar with real 
estate transaction practices in the United States. 
 
Ruggieri will be formally recognized at the organization’s REALTORS® Conference & Expo in 
November. 
 
For more information on the CIPS designation, email CIPS@realtors.org or visit 
www.realtor.org/whycips. 
 
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. Alex Ruggieri has been in the real estate industry for 38+ years. Contact Ruggieri Media 
Group at 217.841.4382. 



 

 
VII.  In the Spotlight A.  William F. Richert, S.E.C.   
      

Biography 
 

William F. Richert, S.E.C. 
 
 
William F. Richert (Bill) was born December 8, 1950, son of Catherine and Harvey Miller 
Richert of Weatherford, Oklahoma.  His brother, Harvey II, is two years older.  His mother, 
Catherine, was from Willow, Oklahoma, which had a population of about 200.  Growing up, she 
and her 5 siblings picked cotton in the fields while being raised in this small town. She later 
attended Oklahoma University to obtain her degree in education.  While there, she met her 
husband, Harvey, who was studying Accounting.  They married in 1940. 
 
Soon after their marriage, Harvey enlisted and served in World War II.  As the end of the war 
neared, Harvey was seriously injured by machine gun fire during the battle for the Remaugan 
Bridge.  (This was the last bridge that was still intact spanning the Rhine River into Germany.)  
As a result, he spent close to 2 months in a field hospital, then another 18 months in a second 
hospital before being released.  After his return, Harvey and Catherine settled in his hometown 
of Weatherford, Oklahoma, which is approximately 75 miles west of Oklahoma City.  This area 
is known for its numerous farms and an abundance of tumbleweed, and because it is situated on 
the famed Route 66, it was always aflutter with truckers and tourists. Harvey was one of the first 
CPAs to set up practice in Western Oklahoma, and Catherine became a teacher serving this small 
town of 3,500 people.    
 
After Miller and Bill were born, Catherine left her teaching job to take on the full-time task of 
raising their two boys.   While growing up, the boys were lucky enough to have about 18 other 
boys their age in the neighborhood.  There was a constant stream of baseball or basketball 
games, and they enjoyed the benefits of growing up in a rural area. During his high school years, 
Bill was very athletic.  He played defensive line on the football team and was the first baseman 
on the baseball team.  He also was on the track team, participating in both the 440 and 880 
relays.   
 
Bill graduated from Weatherton High School in 1969 and was accepted into Oklahoma 
University (OU).  He continued on to obtain his BBA in Finance in 1973.  As part of the Finance 
curriculum, he took two semesters of Real Estate classes.  He then completed a summer 
internship at the state capital, which gave him a different perspective and more exposure to the 
real world.  During his junior year, he found that his previous class work met the requirement to 
sit for the Real Estate licensing exam in Oklahoma.  He registered for $15, then took and passed 
the test at the minimum age of 21.   
 



 

During his senior year, Bill worked part-time for a residential Real Estate agency in Norman, 
Oklahoma, near campus.  He quickly realized that he did not enjoy the residential side of the 
business and discussed commercial opportunities with his broker.  They wanted to become more 
involved in the commercial end but found it hard to make the transition. 
 
During his time at OU, Bill met and dated his future wife, Betsy, who was studying education.  
After graduating, Betsy took a teaching job in Tulsa, and Bill found himself frequently traveling 
to visit her.  During one of his trips, he met one of her good family friends who owned a large 
regional chain of markets.  Soon after, that gentleman introduced him to the owner of the largest 
Commercial Real Estate office in Tulsa.  Bill was offered and accepted a sales position with that 
firm and moved to Tulsa.  Bill and Betsy were then married on June 1, 1974. 
 
This commercial firm had a great training program and strongly encouraged him to obtain his 
CCIM Designation.  He worked his way through the core curriculum and then obtained his 
designation in 1979 and is Designee number 1066 of the Institute.  Subsequently he became one 
of the charter members of the Oklahoma CCIM chapter.  In the early ’80s, he also earned the 
Real Estate Securities and Syndication Institute (RESSI) Designation from the National 
Association of Realtors.  
 
In November 1995, he attended his first S.E.C. meeting in Irvine, California.  He had been 
invited to this meeting by Mac McClure, an S.E.C. member from Dallas, Texas.  He and Mac 
had served on a few CCIM national committees together.  During his time as a guest and before 
becoming a member of the society in 2000, he completed his largest and most memorable 
exchange transaction.  He was representing Ticor Title in the disposition of a large tract in 
Oklahoma, which the company had recently foreclosed on.  He presented the property at the 
S.E.C. Family meeting in Durango and got a taker.  It took almost 3 years to complete, but the 
$4.5-million-dollar transaction closed.  He says that the most significant benefit he has received 
from the Society over the past 15 years is the ability to leverage his national contacts to benefit 
his clients, who are involved in transactions across the country.  
 
Bill’s current practice encompasses a fair mix of Exchanges, Industrial, Land, Retail, and 
Subdivision. His main business philosophy is based on the concept of Counseling.  He feels that 
in this new age of data and information, Counseling is becoming more important.  As Bill said, 
“Although people have the raw data and maybe the property information, they still need to be 
counseled as to what their real objectives are.” Counseling is one of his stronger attributes, 
possibly because he is very patient and a good listener.  Two facets he says everyone should 
focus on are persistence and follow through.  Bill receives great satisfaction from assisting 
people with resolving their issues and reaching their end goal.  He stated, “This is what keeps me 
engaged and why I enjoy the business.” Bill’s determination and commitment has not gone 
unnoticed by his peers.  Bill was recognized as Tulsa Realtor of the Year in 2007.   
 
As a proud husband, father, and grandfather, he counts his family as the most significant thing in 
his life. Bill and Betsy have 3 children, two daughters and a son.  Betsy is currently a librarian at 



 

the public school.  Their daughter Jamie is 36 years old, married, and lives in Tulsa with two 
sons, Brogan and Drayton.  Their daughter Megan is 33 years old, married, and has one son, 
Corbin.  Their son John is 28 years old and is currently a landman in the oil and gas industry. 
 
Outside of work and family, Bill enjoys hiking, skiing, and white water rafting.  He and Betsy 
recently hiked Black Mountain while at the January S.E.C. meeting in Carefree, Arizona.  He 
also enjoys relaxing at home and smoking ribs and meats in his backyard.  He is currently in the 
middle of a two-year term as chairman of the board of The Harvard Avenue Christian Church, 
where he is a parishioner.  He and the minister are orchestrating an 18-month $10-million-dollar 
renovation of the church.  He is a past president of the Society; past president of the Tulsa Board 
of Realtors; currently serving on the Oklahoma Association of Realtors; past president of the 
Oklahoma CCIM Chapter; and, with his wife Betsy, served as cochair of the PTAs at their 
children’s schools, where he coached softball, baseball, and soccer.  
 
Bill feels that he has accomplished many of his life goals and is ready to enjoy the next chapter 
of his life surrounded by his loving family and grandchildren.  His current business goals include 
getting back into ownership and creating some value-added opportunities.  To this end, he is 
currently working on a very large land deal.   
 
One of Bill’s favorite quotes is by Theodore Roosevelt: 

It is not the critic who counts; not the man who points out how the man stumbles, or 
where the doer of deeds could have done them better.  The credit belongs to the man who 
is actually in the arena, whose face is marred by the dust and sweat and blood; who 
strives valiantly; who errs, who comes short again and again, because there is no effort 
without error and shortcoming; but who does actually strive to do the deeds; who knows 
great enthusiasms, the great devotions; who spends himself in a worthy cause; who at 
best knows in the end the triumph of high achievement, and who at the worst, if he fails 
at least fails while daring greatly, so that his place shall never be with those cold and 
timid souls who neither know victory nor defeat. 

 
If Bill could impart one business suggestion to future S.E.C.s—or to Realtors, for that matter—it 
would be “Don’t be afraid to fail.” In other words, make the decision to implement your project, 
open a business, or take a chance.  Nothing grates on an entrepreneur (and if you’re in real estate, 
you’re an entrepreneur) more than looking back at an opportunity lost.  Not all of our ideas are 
successful, but you don’t know which ones will be until you explore them.  Thomas Edison said 
he failed 10,000 times before he found the answer to the light bulb. 
 
Bill Richert is a seasoned Real Estate professional and is highly trained at this skill.  As is 
evident in this biography, Bill has not only excelled in his career but continues to freely and 
generously give of himself to his family, community, clients, and industry peers.  For these 
reasons, all who have the good fortune to cross paths or transact with this kind gentleman are 
indeed very fortunate.  
 



 

 
VIII. S.E.C. History Files A. Image-Building Techniques 
          

 
“Image-Building Techniques” 

 
Wally Walker, S.E.C. 

 
Editor’s Note:  This article first appeared in the February 1972 issue of the Real Estate News 

Observer. 
 
 

SESSION 1—“HOW TO GET CLIENTS”   It really didn’t come as a surprise when I found one 
of our brokers lying on my couch staring at the ceiling and muttering, “But how do I get the 
clients to come to me?” This man had just recently thrown away his tin cup and was embarking 
in the exchange field. Needless to say, contact knowledge is quite slim, and much is needed in 
the field of image building to get into the stream of clients moving your way. 
 
FIRST, PREPARE A BROCHURE. This brochure should be well done—with first-class printing 
on choice stock and written in a professional tone. The contents of the brochure should explain 
how your real estate practice is different from that of others engaged in the real estate field. It 
should also explain your philosophy of doing business. Following is such philosophy as I have 
had printed in my own brochure: 
 
OUR PHILOSOPHY. The basic philosophy of Walker & Company, Professional Real Estate 
Service, might be somewhat different from that of other practitioners in the Real Estate Industry. 
Our basic plan is to spend as much time as needed conferring and counseling with the client to 
ascertain any problems that might need solving and to determine which benefits the client feels 
he needs. Real estate ownership should serve the best interest of the client, depending on his 
circumstances and needs in life. 

 
In most cases, we insist on conferring with your tax counselor to best protect your interest in the 
case of a purchase, sale, or exchange. The specialists at Walker & Company have secured 
additional training in the fields of both law and taxation, but this is only for their use in working 
with the client’s own legal advisor and tax counselor. Under no circumstances shall we engage in 
giving advice in the fields of law and taxation. We feel that, for the client’s best interest, it takes 
all three—the attorney, the tax counselor, and the professional real estate practitioner. 

 
We are not interested in securing great numbers of clients but only those clients we feel we can 
help. We solve your problems before accepting additional clients. Our main purpose is to serve 
the client to whom we owe our best efforts and highest fiduciary fidelity. 

 



 

Also included in the brochure might be your picture and an explanation of your background, 
your activities, your achievements, etc. You might wish to make up a list of questions that the 
reader of the brochure might ask himself. Following are ten questions that might be used if you 
are primarily interested in income property: 

 
TEN QUESTIONS EVERY INCOME PROPERTY OWNER SHOULD ASK HIMSELF: 
 
1. Is your depreciation basis low? 
2. Do you feel you should have more cash flow on your investment? 
3. Would you be interested in pyramiding your equities? 
4. Did you pay too much income tax this year? 
5. Are you tired of rental management? 
6. Will the new apartments being built in Boise affect the rental market? 
7. Would you consider exchanging your equities into something you feel would better 

serve your interests? 
8. Would you consider converting your equity into secured paper if your net income 

were as large as your present net return on your property? 
9. Have you deferred some items of maintenance on your property? 
10. Would you be interested in securing a professional analysis of your property with 

regard to comparative rental income, expense analysis, return on investment, and sug-
gestions for enhancing present rental income? 

 
WHO TO SEND IT TO:   
Property Owners—Go to the courthouse and get names from the records of all C-2, R-3, and 
L.O. zoned properties of your liking.  

 
Set up a mailing list. This mailing list will become most valuable to you in the months ahead. 
Also send brochures to the CPAs, lawyers, and whoever you might consider investors in your 
community, whether it be the country club list or the executive club of your community, etc. 
Now you have zeroed in on the community in creating an image of your desire for: 

 
A. Property Owners 

B. Attorneys 

C. CPAs 
D. Investors 
 
Wake up, my friend, out of the séance. Your game plan has been made. Now go to work. 

 



 

 
VIII. S.E.C. History Files B.  Servant or Professional?  
          

 
“Servant or Professional?” 

 
C. Charles Chatham, S.E.C. 

 
Editor’s Note:  This article first appeared in the November1972 issue of the Real Estate News 

Observer. 
 
 

It required many years for me to realize that the reason I ran all the errands, carried all the 
papers, and chauffeured all the families to all the places they wanted to visit or see was that I had 
no faith in myself as being worthy of earning the amount of commission I was paid when a 
transaction closed.  
 
And since this realization, I have interviewed several hundred other practitioners and discovered 
that their reasons for being subservient were identical to mine.  
 
I did not value my time—and, of course, as a result, my clients and customers did not either. But, 
it really irked me to find myself going hither and yon during business hours and after hours, 
catering to anyone I thought might throw me the bone of a commission.  
 
It was not until I learned the difference between counseling and salesmanship that I discovered 
all of the service had been unnecessary and unappreciated.  Oh, my customers and clients 
thanked me—automatically. But, they did not appreciate it, really. They took it for granted.  
 
Real estate practitioners are not intended to assume the status of servants. They are professionals 
capable of performing a complicated, exacting function in acquisition or disposition of the 
largest single ownership most men ever experience.  
 
A real estate transaction is sufficiently large to warrant expertise. Every facet of a transaction 
should be thoroughly and carefully drawn, studied, examined, and audited, from the drawing of 
the offering contract to final closing. If the average attorney spent no more time in thought and 
preparation of his contracts or legal cases than we do when we buy, sell, or exchange property, 
would we consider paying him the fees he now commands?  
 
Somehow, most of us were trained to believe all we have to do is to join the Multiple, let 
someone else list a property, find a “panting” buyer, show him the property, twist his arm until 
he signs, and then write up an offering contract—99% of which is already printed with the 
appropriate blanks!  
 



 

Do you wonder at the numerous For Sale by Owner signs displayed all over the United States? Is 
it possible that the owners feel our pay is out of line for what we actually do to earn it?  
 
Real estate is a rapidly changing field. In two, five, or ten years, we won’t recognize it. That is, 
we won’t unless we educate ourselves in the modern concepts and techniques that will permit 
survival and success as a professional working in a professional field. For professionalism is 
coming to real estate, make no mistake about that.  
 
The time has come for us to resign our servant status and don the robe of professionalism. This 
will require effort and expense and time on our part.  
 
A license merely permits us to practice real estate in a particular state. It does not warrant our 
intelligence, expertise, education, or knowledge. The knowledge required to pass the license 
examination is the “primer” type of knowledge. We need only know the technical facets 
involved.  
 
Unfortunately, most of us stop learning when we receive our license; thus, the public image of 
real estate is crucified.  
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