
 

 

Inside This Issue 
 
 
Welcome to the spring 2015 issue of the S.E.C. Observer . In this issue, John Brennan, 
S.E.C., CCIM, the 2015 president of the Society, shares his theory that “benefits rule.” 
 
Ernie Eden, S.E.C., CCIM, encourages you to “invest in your multi-family properties so 
that you may increase your returns.” Additionally, William E. Stonaker, S.E.C., CCIM, 
explains why it is beneficial to “lease with a purpose—not just to fill space.” Hunter 
Quistgard, S.E.C., proposes that you consider a “junior carry back instead of a lease 
option.” 
 
Wesley Dingler, S.E.C., provides us with an update of the S.E.C. Education Foundation’s 
plans for 2015. The “Society News Briefs” section includes information about our 
upcoming meeting in Omaha, Nebraska. Additionally, this section includes a press 
release announcing that the CCIM Foundation has honored Colby Sandlian, S.E.C., 
CCIM, with a scholarship fund; and a press release that announces Alex Ruggieri, S.E.C., 
CCIM, received the Partnership Circle Award. Congratulations to Colby and Alex! 
 
Rod M. Stewart, S.E.C., is featured in the “In the Spotlight” of this issue. “The History 
Files” section contains an article about “creating a lease for hypothecation” by Cliff 
Weaver; and C. Charles Chatham encourages real estate brokers to be leaders and 
enhance their image. 
 
Enjoy this issue. As always, we welcome your comments, suggestions, and the 
submission of articles to be considered for publication. Please contact the S.E.C. office 
via email at sec@secounselors.com. 
 
Jackie Hellingson 
S.E.C. Observer Editor 
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I.  President’s Message A.   Benefits Rule   

 
 

“Benefits Rule” 
 

John P. Brennan, S.E.C., CCIM 
 

 
Imagine for a moment that you are attending a marketing session in which there are no 
properties. Rather, each attendee brings with them a basket of benefits to a potential transaction. 
They attend the meeting for the sole purpose of marketing the benefits specific to their baskets. 
 
Merriam-Webster defines the word benefit as a thing that helps, provides happiness, or is helpful 
to a person or thing. Examples of benefits derived from various real estate properties include 
cash flow, appreciation, tax shelter, safety, management-free ownership, financial freedom, more 
free time, peace of mind, etc. 
 
In a recent Society of Exchange Counselor (S.E.C.) National Marketing Meeting, it was noted 
that such a unique approach to deal making has been utilized on an experimental basis in 
Southern California and in other parts of the country. 
 
Why would anyone approach a deal in such a manner without first identifying the properties to 
be bought, sold, or exchanged? To answer this question, one must think in reverse. 
 
The key to a successful deal is for each participant to walk away with the majority of his or her 
wants and needs satisfied and for the majority of the people to feel happy with the outcome. 
 
After the benefits in each basket are clearly identified and catalogued, a transaction can be 
structured by simply matching the various benefits with the needs and wants of the individuals 
who wish to participate in a transaction. 
 
At the conclusion of this exercise, each participant will hypothetically walk away with a basket 
of benefits, having exchanged their original basket for new baskets containing the benefits that 
more closely reflect their needs and wants. 
 
As a final step, participants go to the marketplace or to a marketing session and identify the 
properties that fulfill the desired benefits of each party. Then, they replace their baskets with 
these properties. 
 
Why go through this exercise at all? Often, we get caught up in the details, minutia, or hype of 
property details. Additionally, we can get caught up in the personalities of the sellers, buyers, or 
brokers. When this happens, egos take over and the prevailing attitude is that the deal must close 



 

at all costs. The fundamental reason we are considering a transaction in the first place is to secure 
the benefits that we are seeking. This exercise helps insure that we stay strictly focused on the 
benefits that made us consider the transaction in the first place. 
 
In conclusion, clearly understanding one’s needs, one’s wants, and the benefits sought is critical 
in deal making. Strictly focusing on these factors without distraction will help insure that quality, 
satisfying transactions will be the result. 
 
 



 

 
II  Feature Article A.   Invest in Your Multi-Family 

Property to Increase Returns 
 

“Invest in Your Multi-family Property to Increase Returns” 
 

Ernie Eden, S.E.C. 
 
Sometimes we can simply improve management or make changes that don’t cost much money. 
But the greatest gains in NOI usually take place because the owner actually invests cash in 
improving a property. Here are a few ideas that may be useful in your community. 
 
 
1. Invest in rehab that will increase rents and occupancy: Replacing a unit’s carpeting with 
laminated hardwood flooring is an idea that you may want to explore. This is beneficial for two 
main reasons. In addition to adding value in the eye of the resident or prospective tenants, the 
maintenance, replacement, and cleaning costs compared to carpet will be quite favorable in many 
markets. New kitchen cabinets, countertops, appliances, built-in microwaves, ceiling fans, bath 
fixtures, and lights can also command higher rents. 
 
2. Invest in energy-saving and water-saving improvements that will save money every day 
or shift the burden of monthly payment: This might include installing separate water meters and 
piping so that tenants pay for their own water directly to the water provider, or this might include 
sub-metering and billing each unit monthly for its water and sewer usage. 
 

In some communities, this is a huge expense. Rectifying it can create a value increase of 
$15,000 to $20,000 per unit with an investment of as little as $300 to $400. In the same vein, an 
owner can eliminate central hot water tanks or a buildings sole hot water tank and install a hot 
water system in each unit, letting the resident pay for heating the water as part of their monthly 
utility bill. When the heating or power is centrally metered, the same thing can be considered for 
HVAC and for the general power supply. 

 
If you are not yet ready to make these changes, consider other changes that would lower 

the amount utility consumption that the owner pays for such as replacing toilets, shower heads, 
faucet strainers, adding insulation, and other actions. Simply having maintenance change out 
furnace filters every other month in every unit will reduce maintenance costs and result in an 
increase in the useful life of HVAC systems. 
 
3. Think of the possible ways in which you can reduce turnover in your community and 
implement as many as you can. This single effort can result in major improvements to your NOI 
because the cost of turnover is one of the highest costs in operating your community. You can 
save on the cost of cleaning and refitting that occurs because of turnover, on the lost rent for the 
period that the unit is vacant, on the advertising cost for that unit, and on the cost and overhead 



 

associated with leasing personnel that are required to re-lease the unit. 
 

One idea is to offer an upgrade a month or two before the lease is due to expire. Or 
maybe even make the upgrade without any promises, especially if there is something that needs 
to be fixed anyway. This way, the unit will be ready for higher rent for the next tenant whether 
the existing resident chooses not to renew. 
 

These are just a few ideas that could increase NOI. Hopefully one or more of them can be 
applied to your community. 
 
 
 
 

 
 



 

 
III.  Feature Article A.   Lease with a Purpose  
 

“Lease with a Purpose—Not Just to Fill Space” 
 

William E. Stonaker, S.E.C, CCIM 
 
 
Whew, 2008 has come and gone! After a very rough period, landlords are finally seeing some 
great days in the retail game. About time! It could not happen too soon for those of us who own 
shopping centers.  
 
Most of the retail categories are seeing a lot of activity. However, brick-and-mortar retailers still 
remember 2008 too. Potential tenants are doing things much smarter this time around. We 
property owners must also be smarter about how we do things. Thus, the title of this article: 
“Lease with a Purpose, Not Just to Fill Space.” 
 
I recently read a quotation from Anne Mastin, the executive vice president of real estate at the 
Columbus, Ohio-based Steiner & Associates. The quotation reads, “The best developers curate 
their centers and do not simply fill space. They have to focus on creating reasons for the 
consumers to spend time there.” Steiner certainly knows how to create experiences. S.E.C. 
Members know this, but do we do it?  
 
In one of the centers that I frequent, there are three restaurants that struggle in an in-line space. I 
ask you, which is worse: a vacant space or a space that has acquired a reputation of tenants who 
keep on failing? Sometimes we are so happy to have a “butt in the seat” that we forget that the 
only thing worse than a vacancy is a lease space with a bad reputation. 
 
So, what do we focus on? Think about the experience of retailing. For instance, when you take 
the kids to a movie, what do you usually do before or after the show? We My family and I go out 
to eat. After the meal itself, do we want desert? Sometimes. But before I spend $12.00 per 
serving on huge hunks of chocolate for each kid (and I do love chocolate), I suggest that we go 
get ice cream. Kids love getting to choose among all those flavors and it is usually much cheaper 
than the deserts at a sit-down restaurant. Then, we let those little guys run around and burn off 
some of that sugar before we put them in the theater for two hours.  
 
Does your retail project have a purpose? Sometimes when I am not so busy, I just sit in the 
parking lots of our retail center to try to pick out trends. We own a center that is anchored by a 
Lowe’s Home Improvement, a 24 Hour Fitness, and a Best Buy. It is amazing how many times I 
have seen people dropping off their cars at the  NTB Tire store and then walking across the 
center to Lowe’s or Best Buy. I lucked out; it wasn’t planned, but it certainly works. We all hate 
waiting to get our car’s tires rotated, but it is not so bad when we can walk across the parking lot 
and get something else done.  



 

 
When Kris and Rob were young, it was a big deal for Tricia and me to take them to Mariano’s 
Mexican Restaurant. Mariano Martinez, who invented the frozen margarita (true story—his first 
machine is in the Smithsonian—look it up), had a large patio at the restaurant. This patio had a 
common area, in the center of which was a place where kids could run wild and explore. We 
could see them from our table, which gave us the ability to watch them and let them have a great 
time. Most importantly, this afforded Tricia and me the opportunity to carry a conversation. It 
was almost like having a date night, but we didn’t need a babysitter. Mariano’s became a place 
for us to meet other couples with our kids. It was much more than just a meal out; it was a place 
to congregate.  
 
Take a few minutes to sit and watch how the centers you really like work. The well performing 
centers do not just happen; they are carefully planned. The new generation of adults wants 
experiences, not just retail. The retail experiences of young adults who congregate at malls is 
different than the retail experiences desired by those of us who hate shopping. Successful 
retailers realize that lifestyles change, and they work to give those who spend money what they 
want.  
 
Sometime, I want to lead a panel at one of our S.E.C. meetings on what goes together in retail. It 
might be very interesting to see what our members come up with. Last words: fill your space 
with purpose.  
 



 

 
IV  Formulas & Strategies A.   Why Lease Option Instead of 

Junior Carry Back? 
 

“Why Lease Option Instead of Junior Carry Back?” 
 

Hunter Quistgard, S.E.C. 
 

 
Consider a standard $1m income property that a seller bought years ago for $700k and since 
depreciated to a book basis of $500k. The sale of this property could result in possible exposure 
to a capital gain tax on $500k. 
 
A standard proposal by a buyer would be to offer $650k cash from a new loan, $150k down, and 
a $200k second note to the seller for the difference. 
 
Issues for the seller: 
 
A) The seller will have an issue with the capital gains tax on $800k plus the fair market value of 
the $200k note less than the $500k book basis. 
 
B) Negotiations usually get bogged down between the buyer and the seller over the terms of the 
$200k note. The seller wants 20% interest and a 2-year term. The buyer wants 2% interest and a 
20-year term. (The seller is exposed to the hard-money market to get the value for his note, 
which would normally be at a discount.) 
 
Issues for the buyer:   
 
A) One issue for the buyer is that part of the price must be allocated to land = non-depreciable 
for tax purposes. 
 
B) The seller’s desire for high interest and high payments on the second gouge the cash flow out 
of the building’s operations. 
 
The solution that is best for both: 
 
The seller keeps the land and leases it to the buyer on soft but graduating terms. This makes it so 
the buyer’s cash flow will be better than if the buyer used a second mortgage. This can be rent-
free or low rent for a short period, then stipulated rent bumps, and then adjusted to an index 
periodically (like consumer or industrial price changes). 
 
The buyer gets an option to purchase the land after a time certain (2 years?) for $200k plus 
accelerators of one kind or another. 



 

 
Benefits for the seller:  
 
A) The seller has capital gains on $800k less $400k book basis (assuming he allocated $100k to 
land at purchase). 
 
B) The seller retains leased land (usually for 55 years including options). Because it is real estate, 
it has an inflation proof NNN income with no management. For this reason, the seller might just 
keep it because it might be better for his heirs than cash. 
 
C) He can 1031 exchange it for other real estate if he prefers to delay the tax on a value that is 
less than the book basis. 
 
D) His NNN leased real estate is much more acceptable in the market place than a 2nd note. It 
can fit for passive investors, 1031 cash, or be used at full value as down payment on other 
purchases. The security for the owner of such leased land is the phrase, “would I love to 
foreclose” and get the buyer's $150k equity for free? 
 
Benefits for the buyer:  
 
A) The buyer gets a big margin of cash flow in the beginning to facilitate the turnaround or ?? 
 
B) The buyer has an unlimited due date on the exercise of the option to buy the land (instead of 
normal due date on 2nd mortgage). 
 
C) The buyer gets 100% depreciation basis on the purchase price of the building. 
 
D) The buyer can trade his leasehold by 1031 so long as he has 30 years left including options. 
 
E) The buyer can usually get soft terms first years better than on a note. The buyer can then face 
accelerators that might become a blessing instead of a due date. 
 
Alternatives with such land leases that can solve other issues: 
 
A) Some of the prices can be allocated to option payment so that the seller will not be taxed until 
the option is exercised or abandoned. 
 
B) The term of the lease can be shortened to 5 or 10 years (including options) so as to get fast, 
straight-line depreciation on the building. 
 
C) The rent can be prepaid for a period so that the buyer gets a deduction upfront and has no 
payment to make for that period. With this option, the seller pays ordinary income tax. 
 



 

D) The buyer can negotiate for first right of refusal on the sale of the land by the seller. 
 
E) The buyer might trade real estate for the land under the building and lease or option the other 
real estate from the seller. (This might work for buyer who intends to sell the other property soon 
and for the seller who wants cash for his land soon.) This alternative works in lieu of a 
contingent sale that is waiting for the other property to sell. 
 
F) The seller might get an option to buy back the building (marked up) after buyer does a 
turnaround that the current seller can’t finance. The buyer gets his profit and can make it a 
capital gain for future planning. 
 
It seems that if the seller has to have an all-cash payment, finding a buyer for the leased land 
instead of the second note would be much easier than finding the required 3rd leg to close. More 
often than not, the seller would close with his land leased and move it along later, after the terms 
of the rental income get better. 
 
My personal experience with these is that the buyer finds it too easy to keep leasing and forgets 
about the accelerators in favor of the land owner. This usually results in a very good asset for the 
seller and the buyer has all his options available. 
 
You can add a handful of alternative uses for land leases in lieu of junior notes and re-write this 
article in the future.  However, pontificating transaction ideas is “like sex, talking about it is not 
the same as being there.”—Patrick Henry 
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Strategy 159

Killer Thoughts in Brainstorming 
Anything that stops the flow of ideas in a brainstorm is a Killer Thought!

PRECONCEIVED 
THOUGHTS

These are taboo when brainstorming.  If you have a preconceived idea about a 
person or a thing, it will cause your brainstorming session to be contaminated.  

It is the same with everything from religion to the food we eat.  For true 
brainstorming you must let the juices flow. There can be no absolutes.

1.

2.

KILLER 
THOUGHTS

The moment a broker says, “My client won’t do that,” the broker is stating to you that 
he is a filter in this deal.  The channel is not opened to the client.  The other thing that is 
happening is that the person who puts the idea into the brainstorm that has just been 
“killed,” her mind goes on the defense and is trying to justify what she said and is no 
longer creatively contributing to the brainstorm.

WHITE HATS 
AND BLACK 
HATS

To emphasize this concept, two brokers, George Hoover and Chuck Chatham, once 
took two sailors’ hats to an exchange meeting.  One hat was dyed black and the person 
wearing that hat was the one to raise “Killer Thoughts” during the exchange meeting. 
The person wearing the white hat always had positive input. The concept grew for a 
while and anyone coming up with a “Killer Thought” had to wear the black hat until the 
next person made a similar mistake. It did make you become aware of what you were 
saying.    
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Strategy 160
forced Relationship Brainstorming Technique

You probably unknowingly use this now.  
It is an extremely powerful and easy technique to generate ideas.

SITUATION This is probably the tool I use the most as it works so well in self-ideation.  This is also 
called the Forced Object Technique, the Catalogue Technique (the Sears & Roebuck 
Catalogue works great) or the Book Technique.
You are brainstorming and want to create ideas that you would not be able to get in 
a normal business-like setting.  This technique is used routinely by many in the adver-
tising business, but seldom utilized in the real estate and business marketplaces. It is 
guaranteed to develop all the ideas you could ever hope for.

1.

2.

POSSIBLE 
SOLUTIONS

Force the idea between two unrelated objects.  
Example (I have used this for years in classroom settings and am 
constantly wowed with the ideas that people can come up with 
in a group brainstorm):  Consider yourself a chair manufacturer.  
You would like to develop a new line of chairs within a certain 
budget and you have exhausted your normal channel of ideas.  
Using the above set of circumstances, force the idea against 
unrelated objects and see what kind of a new chair idea comes 
back to you.
First bounce it against a light bulb:  You will get an immediate 
flow of 5 to 10 to 20 ideas from a group. Anything from a glass 
heating chair, a chair hanging from the ceiling, to a chair with 
a built in light and an electric chair.  If you are moderating, be 
cognizant that when the flow starts to slow down, you need to 
change the object. In this instance, let’s ask the group to now 
bounce the question against a glass of water and the flow of 
ideas will start again.
If your business is real estate, you have just taken title to an 
apartment house, and you want to do some upgrading or main-
tenance, perhaps do a brainstorm before you spend your money.  
You will get many ideas that you would not get otherwise.

1.

2.

3.

Brainstorming 
is free.

Can anyone come 
up with a reason 
why people don’t 
use it? 

With just a a little 
effort anyone can 
master the 
process.



 

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

 
S.E.C. Education Foundation News 

  
Wes Dingler, S.E.C. 

2015 S.E.C. Education Foundation President 
 
 
The S.E.C. Education Foundation is off to a great start for 2015! On April 24, John Brennan, 
S.E.C. and CCIM, and Gary Vandenberg, S.E.C. and CCIM, will present “Broker Estate 
Building” in Omaha, Nebraska. More information about the course, which will be sponsored by 
the local CCIM chapter, is posted in the “Upcoming Events” page of the S.E.C. Observer. 
 
On May 17 in Omaha, Nebraska, Mike Bitter will present, “Social Media Demystified,” which 
promises to be an excellent course for social media users of all skill levels. Ted Blank will teach 
a counseling course in Boston in September, Chuck Sutherland will teach a course on formulas 
in Chattanooga in November, and Dana Barnes will teach a paper course in Costa Mesa, 
California on January 17, 2016. 
 
The S.E.C. Education Foundation and the Society of Exchange Counselors are also sponsoring 
courses on formulas, counseling, a 1031 update, and equity marketing techniques. 
 
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. The 
S.E.C. Education Foundation is committed to frequently offering all the core courses that are 
required for S.E.C. membership so that S.E.C. candidates can complete their course requirements 
within a two-year period. 

 
We look forward to expanding our reach to new marketing groups, professional organizations, 
and individuals who are interested in bringing the very 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.   
 
 
 
 
 

http://www.secedfoundation.com/


 

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

May 2015 
 
 

S.E.C. National Invitational Marketing Session 
Omaha, Nebraska 
May 17–20, 2015 

 
 

The S.E.C. National Invitational Marketing Session will be held at the Embassy Suite–Old 
Market, which is located at 555 South 10th Street, Omaha, NE, 68102. 
 
Call (402) 346-9000 for reservations. Make your hotel reservations early. We have a limited 
number of rooms available. The cut-off date for reservations is April 26, 2015. 
 
Visit www.embassysuites.com to learn more about the hotel and www.visitomaha.com to learn 
about the greater Omaha area. 
 
Visit www.secounselors.com and click on the menu tab labeled “Society Marketing Meetings” 
for more information. Please contact the S.E.C. office (sec@secounselors.com) if you have any 
questions about the upcoming meeting. 
 

http://www.embassysuites.com/
http://www.visitomaha.com/


 

 
VI.  Society News Briefs B.   Social Media Demystified  

 
“Social Media Demystified” 

Omaha, Nebraska 
May 17, 2015 

 
 
The S.E.C. Education Foundation and the Society of Exchange Counselors are pleased to 
announce that Mike Bitter will present “Social Media Demystified” from 8:30 a.m. to 4:30 
p.m. on May 17 in Omaha, Nebraska.  
 
Mike Bitter started Affordable Social Media six and a half years ago with the intention of 
learning and teaching the most effective ways to use social media tools, such as LinkedIn, 
Facebook, Twitter, YouTube, blogging, and email marketing, to bolster his client’s bottom line. 
 
 8:30–10:00: Simple Steps to Using LinkedIn 

 
 10:15–11:45: Using Facebook and Twitter for Business 

 
 11:45–12:30: Lunch  

 
 12:30–2:00: Tips and Tricks to Using Email Marketing 

 
 2:15–3:45: Video Marketing Secrets/Social Media Automation Tools 

 
 3:45–4:15: Questions and Answers 

 
At the end of the day, Mike will have demystified social media and will have provided attendees 
with tools they can use right away to confidently implement or bolster their existing social media 
marketing efforts. 

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

Scholarship created in 
honor of Wichita real estate 
investor Colby Sandlian
Apr 8, 2015, 12:30pm CDT 

Josh Heck

Wichita Business Journal

Wichita real estate investor Colby 

Sandlian will have a endowed 

scholarship in his name.

The CCIM Foundation created the 

scholarship in honor of Sandlian’s 

longstanding and ongoing 

contribution to the commercial real 

estate industry and the Kansas chapter of CCIM, which stands for 

Certified Commercial Investment Member.

Wichita Business Journal





That designation is highly sought after in real estate and denotes 

someone who is a recognized expert in the commercial and 

investment real estate industry.

The Colby Sandlian CCIM Scholarship was 

funded by CCIM Foundation and members 

of the Kansas CCIM Chapter.

The Kansas CCIM Chapter will award an 

annual recipient $1,000 toward the cost of 

tuition for one of the four core courses of CCIM Institute, the 

program through which the CCIM designation is earned.

Sandlian’s career in the commercial investment real estate 

business spans 50 years. His portfolio includes developing strip 

centers and service stations in the 1950s and self-storage 

facilities in the 1970s. He also has developed various investment 

properties.

In 2005, Sandlian received the first lifetime achievement award 

presented through the Kansas CCIM Chapter and the Wichita 

State University Center for Real Estate.
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 RUGGIERI MEDIA GROUP 

         Media Contact: 
Michelle Benson 
michelle@createmomentum.com 
217.239.6248 
 
 

RUGGIERI RECEIVES PARTNERSHIP CIRCLE AWARD 

 

[Champaign, IL – March 11] Alex Ruggieri from Sperry Van Ness in Champaign, Ill. was recently awarded the 
Partnership Circle’s Award and recognized as a top advisor. Sperry Van Ness is one of the nation’s largest 
commercial real estate investment brokerage firms. 

He was presented with the prestigious award during the company’s National Conference in Orlando, Fla. on Feb. 
27.  The conference was attended by nearly 400 Sperry Van Ness advisors from across the country.  The 
company has nearly 1200 advisors nationwide and only 5% receive the award.   

Ruggieri specializes in the sale of commercial real estate in east central Illinois.  In 2014, Ruggieri’s sale volume 
was valued in the excess of $35 million.   

“Winning this award was a great honor for me and another accolade for the community of Champaign, Illinois,” 
said Ruggieri.  “This signifies the businesses we are attracting and the tremendous growth our area is 
experiencing.” 

### 

 
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.   Rod M. Stewart, S.E.C.   
      

Biography 
 

Rod M. Stewart, S.E.C. 
 
Rod Stewart has lived in and around the Wichita, Kansas area for most of his life. He was born 
just north in of Wichita in Newton, the town where his mother was from. His father was from 
Stockton. He has been a commercial realtor since 1971. Rod and his wife Debbie have one son, 
John, who is a doctor of internal medicine and teaches at the University of Kentucky in 
Lexington. He has a younger sister who resides in Wichita. Rod has been active in many real 
estate groups, government agencies, and service organizations. He is a true American patriot and 
is rightfully proud of his beliefs and convictions.  
 
Born August 17, 1945, Rod went on to graduate from Wichita State University in 1968 and has 
since been a loyal fan and supporter of his alma mater. He has a Bachelor of Arts, and in 2006 he 
received his Masters of Arts in military history from the American Military University. He has 
an extensive war games collection and enjoys military history. Sailing was a favorite pastime of 
his for over 30 years. Rod became a member of the Society of Exchange Counselors in 1994. His 
first S.E.C. meeting was in the spring of 1989. He has continually participated in and promoted 
educational offerings within and by the S.E.C. and the CCIM organizations. He has received 
many awards and recognitions for his hard work, tireless support, and many successes. One of 
the most recent—and probably the highlight of Rod’s achievements—came in December of 2013 
when he received the Lifetime Achievement Award from the Kansas CCIM Chapter and Wichita 
State University Center for Real Estate. Rod was instrumental in creating this award, and 7 years 
later he received it himself. Rod has served on the Board of Directors of the CCIM chapter for 
many years. 
 
Wichita is and has been home to many notable S.E.C.’s from the beginning. Rod has worked 
with and for many of the Legends of the Society, and is a legend in his own right. Rod was 
recommended to work for Colby Sandlian, S.E.C., by his good friend Darrell Leason, S.E.C., 
whom he met while working on political campaigns. Colby taught Rod one of his greatest 
lessons in counseling: “Find out what they expect the real estate to do for them.” Rod’s first lease 
while working for Sandlian Management was for a small office lease, and his commission was 
$18.90 for the 6-month lease. Rod worked for the Sandlian organization until December 1983. It 
was at the end of this year that he stepped out on his own. He and his wife had acquired several 
investment properties by that time, and his brokerage sales and commissions continued to grow. 
 
 
In addition to the Lifetime Achievement Award in 2013, Rod Stewart has received many awards 
and recognitions for his service and success. As part of the Wichita Area Association of Realtors, 
he is in the President’s Club and Masters Circle, was the 1999 Walter Morris Broker of the Year, 



 

and the Top Volume Sales Award winner in 1990. The Marketers of Real Estate named him 
Exchangor of the Year in 1980, and the Society of Exchange Counselors awarded him with the 
Clifford Weaver Award for the Most Creative Transaction in 1997. Additionally, he has served 
as Chairman on several S.E.C. committees. In 2007 he was awarded Membership in the Honor 
Society of the Kansas Association of Realtors. 
 
There is much more to Rod Stewart than commercial real estate. He has vast experience in 
leading organizations, committees, agencies, etc. He has been very influential in the positive 
growth and development of the Wichita area. Rod was appointed to the Board of Land Use 
Economics, which advised the City Council on real estate matters. Shortly thereafter Rod was 
appointed to the Urban Renewal Agency Board of Directors, which oversaw millions of dollars 
of real estate, 100 employees, and had the power of exercising eminent domain. It is probably no 
coincidence that it was during this time of Rod’s leadership and real estate counsel to the agency 
that Wichita began seeing increased real estate activity. During this time, what is now referred to 
as “Old Town” was created, the Exhibition Hall was built, and the Sedgwick County Zoo was 
started (to name a few). The list of commissions and task forces that Rod has served on is an 
extensive one. Those not listed here are not to be considered unimportant. Many of the 
appointments Rod received were challenged for political reasons, and he fought many political 
battles to do what was right for Wichita, never compromising his principles in the process. 
 
The Board of Land Use Economics soon became the Wichita Economic Development 
Commission, and Rod was appointed as its President. After his 2-year chairmanship, Rod 
resigned from city and county governmental positions and was appointed to the Wichita 
Convention and Visitors Bureau, where he served for 16 years. Some of the notable events that 
Rod oversaw while he was chairman include the Miss USA Pageant and the Coronation Ball. 
Additionally, he oversaw the Miss Teen USA Pageant, the Future Farmers of America 
Convention, and the American Bowling Congress (America’s largest convention). He improved 
the city’s image by educating cab drivers and others that had direct contact with visitors. Rod 
presented studies that showed Wichita needed a new 300-room hotel downtown. Rod was 
recognized by the mayor as being a key figure in bringing the Hyatt to town. All the while, Rod 
remained active in functions and committees at the Board of Realtors, the CCIM chapter, S.E.C. 
meetings, and promoting educational opportunities. Rod still continues to serve as director of 
marketing of the Commercial Council of the Board of Realtors. Rod humbly acknowledges that 
many of the events and awards he is credited with starting in Wichita could not have come to 
fruition solely with his efforts. Many fine men and women were extensively involved. Among 
them, several national marketing sessions, Kansas CCIM marketing sessions, and over 15 S.E.C. 
classes have been held in Wichita. Rod was instrumental in making sure that those were 
successful events and that the Kansas CCIM chapter received the President’s Cup Award as the 
Best Small Chapter in the country 3 times. 
 
Rod’s service has not been limited to government agencies and real estate groups. The East 
Wichita Rotary awarded Rod the honorary position of Rotarian of the Year for his efforts in 
raising money to provide polio vaccines, which is a worldwide Rotarian cause. Rod was the 



 

former President of the Sports Commission Task Force, which promotes better and more amateur 
and professional sporting events in the Wichita area. Rod played football in his younger days and 
is a very avid football fan to this day. An active member in the Wichita Wagonmasters, Rod was 
elected their captain in the 1980s and provided leadership for the BBQ and the Chili Cook Off in 
the beginning years. He was a past member of the Wichita Crime Commission, Inc. and has been 
published in the Wichita Eagle as a commentary contributor. As a contributor, his underlying 
message is often about private property rights and a citizen’s freedom to choose—over a 
government’s desire to control.  
 
Currently you will find Rod M. Stewart, S.E.C., at Keller Williams Signature Partners as the 
managing director of the commercial division. His expertise includes investment sales, 1031 
exchanges, multi-family, office, retail, and property management. Rod accepted an invitation to 
join this organization because he likes that Keller Williams honors God, family, and business. . . 
in that order.  
 



 

 
VIII.  History Files A.   A Created Lease for Hypothecation   
 

 
“A Created Lease for Hypothecation” 

 
Clifford P. Weaver, S.E.C. 

 
Editor’s Note: This article first appeared in the December 1971 issue of the Real Estate News Observer. 

 
 

 
Two Realtors owned a commercial lot on a busy street, encumbered by two private loans of 
$20,000 and $14,000. The lot adjoined an older motel that handled the payments and taxes. 
 
However, the geographical management and continued deferred maintenance soon created a 
problem. The lot was offered for sale or exchange. There were no buyers ready, willing and able 
to tackle the "motel" headache. 
 
Research proved the lot was in an ideal location for a "garage-warehouse"—the type of buildings 
which would rent for $25 to $35 per month. 
 
The two Realtors exacted a 55-year “subordinated” ground lease to their own corporation, and 
then hypothecated the “subordinated” lease for $27,500 cash. They used $25,000 to buy the 
existing first and second loans at a discount. In escrow (at dosing), they borrowed enough to 
build the “garage-warehouse.” 
 
Now, the Realtor-Developers were in the position of owning a completed, 15,000-square-foot 
warehouse (nice storage areas) that was subject to a loan of approximately $85,000 and a ground 
lease junior to the first loan. True, the ground lease was hypothecated, but it was owned by the 
Realtors’ corporation. 
 
The last I heard, the Realtors were selling the ground lease for a profit (to retire the 
hypothecation) and were keeping the improvements for depreciation and long-term cash flow. 
 



 

 
VIII.  S.E.C. History Files B.   There They Go   
          

“There They Go” 
 

C. Charles Chatham 
 

Editor’s Note: This article first appeared in the May 1975 issue of the Real Estate News Observer. 
 
Frank Weaver, Editor of the Real Estate News Observer, included in my February issue a 
large card on which were printed these words: “There they go! I must hasten after them, for 
I am their Leader!” 
 
What a wealth of irony lies hidden in those simple words! How descriptive they are of the 
average broker’s concept of himself! For he envisions himself the leader—and his clients 
the “followers.” But always, he must hasten after them.  
 
No “leader” hastens after his “followers.” “Followers” follow. They do not depart without 
their leader. 
 
In these ironic words lies the basic conception of our real estate image, for the average 
client of the average broker does not recognize the broker as his “leader”—and he departs 
from his “leader’s” counsel whenever it suits his whim.  
 
Why is this? Why does the public not look with respect upon the real estate practitioner? 
Why does he not recognize his broker as his “leader?” Because one of the common 
complaints of the average investor is his major problem in locating a broker who knows 
as much as he, the investor, knows.  
 
 
Why is this? Why should he not regard us as a leader when the great majority of us have 
labored and perspired over the simple information we have studied in order to pass the 
State examination? Doesn’t that make us an expert? What more do we need?  
 
Why should the investor expect us to secure an adequate education when it is much more 
fun and much less work to hasten after him in the hope we can sell him something before  
“someone else” does.  
 
What more should he expect for the commissions we hope for? Why should we spend 
good money and time securing competency when, with a little luck in hastening after him, 
we might just stumble across a sale?  
 
The time has come—indeed! Has long since arrived—when the study of how to pass the 



 

real estate examination is insufficient knowledge to hold your own in the field. This is 
really not a “tough” business. It is not, really, a “jungle” in which we must prowl the trails 
in search of a “kill.” It really isn't.  
 
It’s just that we are attempting to gain riches in a gold mine using tablespoons with which 
to sink the shaft. Tablespoons of knowledge!  How descriptive of the sum total of 
competency of the average broker and salesman! No wonder we lose 30% to 50% of our 
licensees each year! Think of it: 30% to 50% loss yearly on a national basis. Seems  
incredible, doesn't it?  
 
And yet, if attorney's or doctors or veterinarians attempted to operate their businesses 
with the pro-rata amount of knowledge the average real estate practitioners possess about 
real estate and helping people, would we not lose the same proportions in those fields, 
also?  
 
The handful of us who are really dedicated to real estate as a career—as a total way of 
life—are willing to gain knowledge and education to assure ourselves of a professional 
practice which contains self-respect, expertise, time control, and the rewards of a 
professional practice. I am acquainted with practitioners all over the United States, and I 
know many who have enjoyed their most successful year in 1974, and whose 1975 thus 
far is almost beyond belief. And all this on approximately 40 hours per week of actual 
practice!  
 
It is time those of us who are dedicated raise ourselves to the level of professionalism 
through education, dedication and determination. It can be done—it is being done—and we 
can do it.  
 
It is time we hasten after, alright, but not after our so-called “followers”—who really aren’t 
followed at all. It is time we hasten after education, expertise, knowledge, competence, 
professional image, assurance, and a life-long success. Only in this manner may we justify our 
existence in real estate. 
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