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

S.E.C.,the 2016 president of the Society, asks you to consider if you are “factoring in risk” in 

today’s market. 

 

Ron Moser writes a special story to illustrate what the Society means to him. Ed Berlinski, 

S.E.C., suggests that a “Twitter hashtag might be the answer,” and Steve England, S.E.C., asks 

“what is the vision?” 

 

Charles E. Sutherland, S.E.C., shares how to “borrow a CD to obtain a loan” and Bob Steele, 

S.E.C., presents his strategy for “idea tracking.” 

 

The S.E.C. Education Foundation’s 2016 president, John P. Brennan,S.E.C.,reports on recent and 

upcoming courses. The Society News Briefs section includesinformation about our upcoming 

meetings in Burlington, Vermont, and Fort Lauderdale, Florida; it also includesinformation about 

the “Comprehensive Due Diligence is Key in Real Estate”coursethat Tim Conley, CCIM, 

SIOR,will present on September 18 and the “Advanced Commercial Real Estate 

Negotiations”courseto be presented by Joseph Larkin, ASC, CCIM, scheduled for November 13. 

 

In this issue our“In the Spotlight” section features Gary Vandenberg, and you will learn the path 

he took to becoming a member of the Society.  Richard Reno recommends that you “ask these 

questions first” and, in the History Files, Chuck Chatham asks, “Counseling—what is it?”  
 

Enjoy this issue. As always, we welcome your comments, suggestions, andsubmissions of 

articles to be considered for publication. Please contact the S.E.C. office via e-mailat 

sec@secounselors.com. 

 

 

Jackie Hellingson 

Editor, S.E.C. Observer 
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I. President’s Message A.2016 Summer Issue  
 

“Factoring in Risk?” 

 

Paul M. Winger, S.E.C. 

2016 President 

 

Whether you think that the economy is actually heading for a financial reset and, in some 

scenarios, a catastrophic reset, or that the fiscal fear mongers are out of control and financial 

collapse is just a way to sell more books, there is one factor you must consider when counseling 

your client or investor: Risk. 

 

In an uncertain macro-economic climate, how do we manage risk and try to foretell what 

investors (including ourselves) want and need?  

 

Risk is ubiquitous. It is a component in every transactional scenario across the investment 

spectrum. It is also elusive—we may not know what type of risk we are trying to define and what 

that means to our clients. 

 

How much growth should a company undertake and how should that be financed? What markets 

should our company abandon in anticipation of a market contraction? 

 

History is replete with companies that adopted a strategy of vigorous growth and suddenly are no 

longer in existence. On the other hand, Wal-Mart is the latest example of a company that is 

strategically retracting from some markets. 

 

The Wal-Mart example may illustrate a finding by two psychologists in 1979, Daniel Kahneman 

and Amos Tversky, who coined the term loss aversion; loss aversion is a component of their 

overall prospect theory. In a nutshell, Kahneman and Tversky argued that people are motivated 

more by what they may lose than what they may gain.  In all likelihood, Wal-Mart was 

forecasting how they could lose if they remained in certain markets. This is just a thumbnail 

sketch of a much more complicated and statistically dense theory, but the idea is illuminating. 

 

Take insurance as a simple example—one is willing to invest a risk premium in order to avoid 

loss instead of using that money to possibly earn a higher percentage of profit on that same 

amount of money. Psychologically, the chance of loss involves a higher degree of perceived risk.  

 

The concept of loss aversion should be a part of your toolbox. It may not be good enough to 

convince a client or investor how profitable the deal may be; it may be more important to point 

out something concrete that they may lose without your solution. As important will be the 

assurance that your solution will not cause a significant loss, either financial or intangible.  
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I’m not discounting the idea of an enthusiastic positive approach to deal making, just a different 

approach to think about if the “rah rah” button doesn’t seem to be effective. 
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II.Feature Article A.What the Society Means to Me 
 

 

What the Society Means to Me 

Ron Moser 

 

I attended seminars presented by James Misko and Wally Walker in my hometown of Missoula, 

Montana, in 1972,and shortly thereafter attended Richard Reno’s course near San Jose. My 

mentor/partner, J.C. Jacks, was the only S.E.C. in Montana at the time,and hepiquedmy interest; 

the three seminars closed the deal.Cliff Weaver was a friend of Jim, Wally, and Reno, and they 

all became my friends. Soonwe asked John Berven, Cliff, Bob Steele, and Charles Chatham to 

come to Missoula to share their knowledge.They allbecame friends almost immediately,and 

because I had put together a 15-leg exchange among nine uncounseled partiesin 70 days, they all 

encouraged me to become a member. 

Walt Futtrup sponsored me for membership in the Society, and I applied. I still needed 

more experience, so I began attending the new R.E.N.O marketing sessions in Reno and Las 

Vegas and joined and moderated other marketing sessions across the Western United 

States(including Roy Moore’s unique Pawhuska, Oklahoma gathering);I wasinitiated into the 

Society in 1975 in Tucson.I think I attended about half of the S.E.C. meetings thereafter until 

1984, when my wife, Barbie,and I both had health issues that prevented me from traveling. 

Barbie had been an excellent seamstress and she made shirts for quite a number of S.E.C.s.I once 

traded six shirts to Peter Hodgkinson for sixlots in Chloride, Arizona, and with a few more trades 

with Jim Reid, Bert Speer, Giles Lucker, Bob Stampfli, and others, those six shirts had turned 

into twoF&Clots in the Bahamas within 30 days. That got Barbie interested in S.E.C.—she took 

Art Hamel’s course in San Jose and bought a dress shop. So, you can see we had a lot of fun for 

about 13 years, during which I also operated a 1,660 acrefarm in Montana where I had to 

commute 200 miles, which broadened my client area. 

In 1985, when Barbie died, our son Aaron was only 16; they were very close, so he was 

devastated. Aaron really never got over it,even after he married Alison, the love of his life, 

in 1994. Alison had an 18-month-old son, Alex, when they married.Also, in December of 1985, 

Jim Farley died of cancer. Because he and Barbie were suffering from the same disease, andwe 

knew one another through the S.E.C., the two of them talked together by phone until she died. 

When Jim died, he wasso well liked and respected in the Society, the Society created the Farley 

Fund to beused in his name to help other people in need. 

Now, back to my son, Aaron. He and Alison went to Guam for twoyears where she taught. 

Theythen moved back to Missoula,where Aaron worked as one of the best waiters in Missoula’s 
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best restaurant ashe attended the University of Montana. They soon managed to add four more 

children in addition to Alex—Aidan, Anton, Anna, and Addie, allclose in age; they were an 

extremely close family.So, it was a real tragedy when Alison contracted a brain tumor in 2005 

and died 16 months later in November 2006. Alison was only 38 years old, leaving Aaron, also 

38, a widower with Alex andfoursmall children. Alex went to livewith his biological dad. Aaron 

was immediately overwhelmed, and still hasn’t completelyrecovered. 

My daughter, my wife, Chantal, and I live very close by, and Alisonhad a number of close 

friends who have acted as “aunties” to help Aaron and the kids. Simultaneously, Jim and Norma 

Farley’s son, Ryan, and wife, Michal, ad moved to Missoula, and had become friends with 

Aaron. But none of them were immediatelyaware that Jim Farley and I had been both friends and 

colleagues in the Society years ago. They didn’t discover that until a couple of years 

later.Because they were friends, and Aidan babysat the Farley’sthree younger children; Michal 

would help Aaron in the house and they would invite Aaron and the kids for barbecues as their 

friendship developed. 

After they realized their parents’ connection, and they could see Aaron was struggling more, 

Ryan and Michal became concerned that Aaron might be unable to care for the kids.They 

discussed itin-depthfirst with their own children, and then called me.They told me they would 

like to take all four of Aaron’s children if it became necessaryand asked if we would 

approve.About two years ago, when it did become necessary, Ryan and Michal stepped up tothe 

plate, and with the help of others, converted their garage, and took all four children into their 

own family, knowing that nine-year-old Addie had developed a rare but unknown 

disease.Aaron gave them legal custody. 

For Ryan and Michal to do such a thing was extraordinary, unselfish, kind, caring, and loving. I 

say the latter, because they became a family of nine instead of five.The love is real both ways 

and in all directions, and it is honored and helped by the extended families of both Ryanand 

Michal.If anyone questioned Ryan and Michal’s love, they certainly shouldn’t, because soon 

after, Addie’s disease became identified as Gorham’s Disease.There are only 200 cases in the 

world, making Addie the victim of 1in 35 million odds, and the road ahead would be extremely 

difficult.  

The entire family had to go toDenver Children’s Hospital in June of 2015, because the bone-

eating disease had already taken Addie’s left scapula and part of her clavicle.She received 

radiation treatments, then came home in July. In September, she was short of breath and was 

flown via MediVac to Denver again, when it waslearned that a sister disease, 

lymphangiomatosis, had joined the battle against her, creating a need for constant care. After 

conference calls and a number of invasive procedures, none of the options available in Denver 

seemed to solve the problem.A special kind of x-ray machine was needed, and thereare only two 

hospitals in America that have them. Since the Children’s Hospital of Philadelphia is the best in 

the world to treat Gorham’s, Addieand Ryan were flown there via MediVacon December 10, 

2015. And aftermore and more increasingly invasive procedures, biopsies, and so on,it was 
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discovered in the last week of February, almost three monthslater, that a third malady had 

developed, angiosarcoma, an untreatable cancer. Addie and Ryan were flown back to Missoula 

so Addie could exchange goodbyes with family and friends, but she had to be hospitalized the 

entire time. We were hoping Addie would enjoy her 12th birthday on May 15. 

When Ryan told her about the latest test results, she cried for a short time, then they began 

talking about coming home to finish her life. Addie was very smart, brave, courageous beyond 

belief, and she still had a sense of humor.Needless to say, we have had prayers from all over the 

world, and a great deal of very much appreciated financial help, especially from S.E.C. 

members.We will never be able to thank them enough.Sadly, we lost Addie on March 17, but she 

will always be remembered for her fighting spirit and positive attitude in the face of 

unimaginable challenges. 

I’ve tried to make this as brief as possible, yet cover all of the main points.But one more point 

must bemade, and that is that the Society of Exchange Counselors is “Family First,”then 

business. The organization was formed upon that ideal, and I don’t think it has ever been 

illustrated more accurately than in the way Addie was helped during her struggle.She was able to 

finish her life having experienced the caring and compassion that was given through the “family” 

of the Society and the S.E.C. Education Foundation Farley Fund. 

Ron Moser, is a former S.E.C. and is now retired. He lives in Montana and enjoys writing and 

travel. 
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III.Society Columns A. Is a Twitter Hashtag the 

Answer?  Maybe. 
 

 

Is a Twitter Hashtag the Answer?  Maybe. 

 

Edward Berlinski, S.E.C. 

 

Over the years I, like many others who have attended real estate marketing meetings, have 

pondered this question: 

 

“How can we play a part in promoting the local, regional, and national groups where real estate 

equity marketing takes place? How can we make them more aware of the meetings that are 

currently taking place across the United States?” 

 

It’s logical (to me, anyway) that the health and growth of national organizations such as the 

Society of Exchange Counselors and NCE  directly depends on the health of local and regional 

groups that feed the national organizations. 

 

Right now, it appears that there is no one “location” (website or search engine) that a commercial 

broker can access that will cover the entire United States where he or she can find where future 

meetings will be held and the registration details of each meeting as well as news of activity 

coming out of the meetings. 

 

What if you could access such a location instantly? I think it would help all interested 

brokers quickly find the best venue both at the time and in the city they desire. 

 

I believe such a location can be created. It’s called a Twitter “hashtag.” Here’s how it would 

work: 

 

Each local, regional, and national group that wished to participate would type this simple 

message on its Twitter account: 

 

EXAMPLE: 

NY State Commercial Association of Realtors 

June 13–15, Syracuse, NY 

Details? NYSCAR.org   #REmarketingmeetings 

 

It’s that simple! 

What does this message tell us? 

1. Which organization is holding the meeting. 
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2. The city and dates where the meeting will be held. 

3. The website that can be accessed to get all the additional information needed to register. 

 

But we missed “the elephant in the room”: the hashtag! 

 

The moment the creator of this tweet hits send, this tweet becomes attached to a location, 

namely, #Remarketingmeetings, whichis listed with all other tweets that describe future meetings 

that will take place. Hopefully, if and when the many dozens of local, regional, and national 

marketing groups participate by sending a tweet about their meetings and including the hashtag, 

this location will become a clearinghouse for those looking for a marketing meeting. 

 

The uses of this hashtag can go far, far beyond simply detailing the times of meetings by certain 

groups throughout the United States. Here are a few brief example messages. 

 

Examples: 

 

ABC Exchange Group seeks experienced moderator for meeting in Kansas City on June 6. Reply 

to Mr Jones at XYZwebsite.com.  #REmarketingmeetings 

 

Or: 

DEF Exchange Group seeks experienced speaker May 15 in Portland. Subject: 1031 Exchanging.   

#REmarketingmeetings 

 

In summary, the uses of this hashtag for the promotion of marketing meetings are endless if 

many organizations participate.  

 

Do this. Open up your twitter account, if you have one, and, in the search area near the top of the 

page type in #REmarketingmeetings. You’ll see a very short list of meetings thatI prepared, in 

part, for the purposes of this article. 

 

The Society of Exchange Counselors has been known for taking the lead in technology over the 

years. The most obvious example is TradeTracker.  Future SEC meetings will be paperless (and 

our book is alreadyin the “cloud”). 

 

I strongly feel that if a group of us put our heads together, we can accelerate the growth of equity 

marketing in the manner described above, thereby accelerating the growth of both national 

organizations. 

 

Ed Berlinski 

Twitter: @malibulandguy 
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III.Society Columns B. What is the Vision? 
 

What is the Vision? 

 

Stephen R. England, S.E.C. 

 

Does our organization or our business have a good vision? 

 

I listened to a speaker this week who used an illustration for all organizations and businesses.  He 

told us to think about our business or group as a rope circle with all of our employees or 

members inside, but holding on to the rope.  The rope circle illustration made it easy to see that a 

business or organization cannot move far in any direction without eventually all coming along as 

a team. 

 

He said all groups have several factions: 

• Fully energized and focused 

• Energized but not particularly focused 

• Not energized and not focused but move with the group 

• Little energy and only by force will they move with the others 

 

Obviously, the fully energized employees or members are the ones straining at the rope toward 

any goals and vision that have been set by the leadership. We want as many of them as possible. 

 

If the rope circle isn’t moving any particular direction, then the business or organization has 

temporarily stagnated and maybe lost its way.  In order for any business or organization to move 

positively, it must have a strategically outlined vision.  If leadership or owners do not fully 

articulate the goals and objectives that make up the vision so all will understand and accept it, 

progress cannot occur.    

 

Whether it is profits, growth, new memberships, or completed projects, we all need to help set 

and believe in the vision for our businesses and organizations.  Otherwise, complacency and lack 

of focus will occur to the detriment of all.   

 

This article is meant as a reminder, because we probably already should know this.  However, 

sometimes we forget, and our business or group suffers.  

 

I once heard a prolific inventor say that most successful inventions are very simple ones.  As an 

analogy he asked us to think of our favorite most popular song.  Almost always these hit songs 

have few but simple lyrics!  We should apply this thought to our groups and organizations to 

forge positive directions. 
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IV.  Formulas & Strategies A.  Borrow a Certificate of Deposit 

to Obtain a Loan 
 

 

“Borrow a Certificate of Deposit to Obtain a Loan” 

       
Charles E. Sutherland, S.E.C. 

 
*Excerpted from Creative Down Payments, a book by Chuck Sutherland 

Strategy 

As an incentive for a financial institution to make a loan, you can entice a third party to place 
compensating balances into the bank. Those compensating balances might be in the form of 
checking accounts, savings accounts, or Certificates of Deposit.  
 
Dick Janson, a member of the Society of Exchange Counselors (SEC) in of Austin, Texas, had a 
national, credit-rated tenant who wanted a building built and leased to them under a Net-Net-
Net” lease. A Net-Net-Net lease (sometimes described as a NNN lease) is one with all of the 
operating expenses paid by the tenant. These operating expenses include such items as property 
taxes, insurance and, maintenance.  
 
This type of “Net-Net-Net” lease is in strong demand by potential Buyers. However, most of the 
typical buyers for this type of property want a completed building with a paying tenant 
occupying the building. The problem was that, while there would be buyers for the NNN leased 
property once the building was built and the lease started, Dick did not have the cash—about 
$700,000—to develop the property and build the building.  
 
Normally, financing a Net-Net-Net leased building with a national tenant would be easy. 
However, the real estate development market in Austin was in a slump that mirrored a national 
economic slowdown. Banks already owned many commercial loans that were in default or in 
danger of going into default. Even on completed buildings, loans were not easy to obtain. 
Furthermore, banks in the area were not interested in making a construction loan to build the 
building. There is more risk during the construction phase than at any other time during the total 
ownership period. That is because so many things can disrupt the construction schedule and 
budget. Bad weather, material shortages, builder fraud, labor strikes, changes in local politics, 
and an endless list of other potential problems all make a construction loan less desirable to a 
bank that a loan on a finished product. 
 
One bank said they would normally have an interest, but a development loan at that time just 
represented too much risk for them. 
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Solution 

Dick asked the bank loan officer if they would make the loan if he could arrange a sizeable 
deposit into the bank. The loan officer agreed to consider that idea. 
 
Dick asked an investor to put up $300,000 for a one-year Certificate of Deposit in the bank. Dick 
promised that the Certificate of Deposit would not be pledged to the bank for the loan in any 
way. The investor would receive a small amount of monthly interest from the bank as long as the 
money was invested in the Certificate of Deposit. As additional consideration for the investor 
purchasing the Certificate of Deposit at the bank, Dick’s company also paid an additional return 
to the investor.  
 
With this structure, the bank made the $700,000 construction loan. Even though the $300,000 
Certificate of Deposit was not pledged as security for the loan, the money going into the lending 
bank reduced the risk of the loan in the banker’s mind. In this case, safety was a matter of 
perception, not just some objective standard.  
 
The Bank received 7 percent on the total $700,000 construction loan and paid out .5 percent on 
the $300,000 Certificate of Deposit. For the one-year term of the loan, they made a net interest 
profit of $47,500 with no additional net investment for that portion of the construction loan (see 
below). That $47,500 net interest profit represented an 11.88 percent yield on the net $400,000 
loan by the bank. The calculation of the net yield to the bank is shown on the following chart:  

 
That 11.88 percent yield to the Bank on net cash invested by the Bank is substantially higher 
than the yield the bank would receive on a normal loan. It must be remembered, however, that 
the $300,000 invested in the Certificate of Deposit is not pledged for the $700,000 construction 
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loan. The construction loans stands on this own in the event of any default by the Buyer / 
Developer. 
 
Dick Janson built the building and the national tenant moved in under the long-term Net-Net-Net 
lease. Once the building was completed, Dick sold it for a good profit for himself and the 
investor. 

Summary of Transaction 

Step 1: Buyer (Developer) writes contract to purchase land for development 

Buyer (Developer) → Writes contract offering to purchase land 
Buyer (Developer)→ Includes contingency of obtaining financing to build a building on the site 
Step 2: Buyer (Developer) negotiates the lease with credit-rated tenant 

Buyer (Developer)→ Includes contingency in lease of obtaining financing for the proposed 
development 
Step 3: Buyer (Developer)→ Finances the purchase of land and building costs 

Investor → Deposits $300,000 into a Certificate of Deposit into the a Bank 
Bank → Makes a $700,000 construction loan to the Buyer / Developer 
Buyer (Developer)→ Invests $0 cash in the land and building 
Step 2: Buy land, build building, and sell 

Buyer (Developer) → Buys the land and builds the building 
Tenant → Moves into the building and starts paying on the Net-Net-Net lease 
Buyer (Developer)→ Receives monthly income from the Net-Net-Net lease 
Buyer (Developer)→ Sells the completed building for a profit 

Benefits 
Benefit to Developer (Dick Janson): 

The Developer was able to build the building because he received the money from the loan.  The 
Bank made the loan partially because of the deposit of $300,000 for the Certificate of Deposit 
The Developer received a 100 percent loan to cost. This is not typically available from a bank, 
even with a Net-Net-Net leased building with a national tenant.  
 
The Developer made a profit from the lease income and from the sale of the leased building. 
 

Benefit to the Investor: 

The Investor received an excellent return from the combination of the Certificate of Deposit 
interest and the percentage of profits payments by the developer. 
 
The Investor never risked any portion of the $300,000 invested in the Certificate of Deposit. 
 

Benefit to the Bank: 

The Bank made loan on the Net-Net-Net leased building with a national tenant. As a substantial 
kicker, they got a substantial amount of cash deposited in a one-year Certificate of Deposit. That 
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deposit provided much of the initial funding for the loan and increased the Bank’s yield on the 
construction loan.  

KEY POINTS 

Depositing money into the bank making a loan increases the yield to a bank by their lending out 
the amount of the deposit at a much higher interest rate. It also can make the loan safer in the 
mind of the representatives of the bank. 
 
Sometimes the deposits made are in checking account balances with an agreement to leave the 
funds for a specific period of time and sometimes in a Certificate of Deposit with the same kind 
of agreement. There are also other financial instruments that a bank may consider as alternatives. 
A bank might require that a loan be additionally secured by the deposits or they might not. This 
all depends on the situation of the real estate, the bank, and the borrower. It also depends upon 
the negotiation among all parties. 
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Strategy 158

idea Tracking
This is a derivative of the Forced Relationship Brainstorming technique.  I developed 

this form for my own use both at exchange meetings and for my own brainstorming.  It 
forces me to consider the exchange possibility between two clients and then use differ-
ent formulas.   There is no end to the possibilities. Thanks to Ron Bowden, a friend, for 
this design of the technique. On a scale of 1 to 10, this rates 9 as a functional tool that 

delivers deals that close. 

IDEA TRACKING

Client or Package
There are over 5,000 
ideas on this page

 Broker     Package Ideas/Thoughts

Formulas and Questions:
Would I take this?
Would he take mine?
Could two of mine take his?
Could I take part of his?
Is there a 3-way on the page?
Do two other brokers match in 
a 3-way?
Exchange - Buy Back
Leasehold
Share of wealth?
Subdivide
Thief
Defiance
Creation of Wealth
Exchange and Lease-back
Un-built building.
Refinance
In-lieu-of
Use of personal notes
% of interest.

1.
2.
3.
4.
5.
6.

7.
8.
9.
10.
11.
12.
13.
14.
15.
16.
17.
18.
19.

Courtesy of R.W. Steele and 
Richard Reno Educational 

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

 
S.E.C. Education Foundation News 

 

John P. Brennan, S.E.C. 

2016 S.E.C. Education Foundation President 

 

As we head into the summer months of 2016, we continue to expand our education classes 

around the country. The Ultimate Syndication Workshop, presented by Gene Trowbridge on 

Sunday prior to the Denver S.E.C. meeting, drew over 50 attendees and was very well received. 

 

Gary Vandenberg and John Brennan will be teaching Broker Estate Building on September 9 in 

Cincinnati, Ohio.  Joe Larkin will present Advanced Negotiations in Fort Lauderdale, Florida, on 

November 13 prior to the SEC meeting. 

 

The Builder Developer Course will be taught by Bill Stonaker and Chris Dischinger on Sunday, 

January 22, 2017, prior to the San Antonio meeting in January.   

 

Owning Property through Real Estate Trusts will be taught by Peter Karl at the Reno, Nevada 

S.E.C. Meeting in May of 2017. 

 

I especially want to thank Joe Crowley, S.E.C., for the tremendous job he has done as chairpersonof 

the Education Committee this year. As you can see, we are poised for another outstanding year for 

the S.E.C. Educational Foundation.  

 

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

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

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

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

September 2016 

 

 
S.E.C. National Invitational Marketing Session 

Burlington, Vermont 

September 18–21, 2016 

 
 

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

 

Hilton Burlington 

60 Battery Street 

Burlington, VT 05401 

 

Call (802) 658-6500to make your reservation. Make your hotel reservations early, aswe only 

have a limited number of rooms available. The cutoff date for reservations is August 26, 2016. 

 

Visit  www.burlington.hilton.comto learn about the hotel and www.govermont.com/Burlington 

to learn about the area.  

 

Visit www.secounselors.com and click on the Society Marketing Meetings menu tab for more 

information. Please contact the S.E.C. office (sec@secounselors.com) if you have any questions 

about the upcoming meeting. 
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VI. Society News Briefs B. Comprehensive Due Diligence in 

Key in Real Estate 

 
Comprehensive Due Diligence is Key in Real Estate 

Burlington, Vermont 

September 18, 2016 
 

 

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

that Timothy R. Conley, CCIM, SIOR, will present “Comprehensive Due Diligence is Key in Real 

Estate” from 8:30 a.m. to 5:00 p.m. on September 18 in Burlington, Vermont. 

 

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

 

• Comprehensive Overview of What is Important in Creating Successful Real Estate 

Transactions 

  

• Due Diligence that is Impacted by Municipalities Regarding Regulations, Services, and 

Planning Requirements 

  

• The Critical Elements Surrounding the Purchasing of Real Estate 

 

• Property Inspection with Regard to the Physical Characteristics as Well as the Financial 

Aspects of the Property 

 

• How to Structure Your Deal to Satisfy the Investors and You 

  

• Financial Analysis Necessary for Completion of a Successful Transaction 

 

The course is pending for six hours of continuing education credit in Vermont. Attendees do not have 

to be licensed or invited to attend; it is open to everyone.  

 

Mark your calendars now! Please visit the S.E.C. Observer at www.secobserver.com and click the 

Upcoming Events menu tab to access the calendar of events and view a brochure for the course. 
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VI. Society News Briefs C. S.E.C. Marketing Conference 

November 2016 

 

 
S.E.C. National Invitational Marketing Session 

Fort Lauderdale, Florida 

November 13–16, 2016 

 
 

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

 

Embassy Suites Hilton Deerfield Beach 

950 South Ocean Drive 

Deerfield Beach, FL  33441 

 

Call (954) 312-2016to make your reservation. Make your hotel reservations early, aswe only 

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

 

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

area.  

 

Visit www.secounselors.com and click on the Society Marketing Meetings menu tab for more 

information. Please contact the S.E.C. office (sec@secounselors.com) if you have any questions 

about the upcoming meeting. 
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VI. Society News Briefs D.  Advanced Commercial Real Estate 

Negotiations 

 
Advanced Commercial Real Estate Negotiations 

Fort Lauderdale, Florida 

November 13, 2016 
 

 

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

announce that Dana Barnes, S.E.C., will present “Advanced Commercial Real Estate 

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

 

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

 
•  The Different Types of Negotiations 

•  The Negotiator's Dilemma 

•  Six Steps to a Successful Negotiation 

•  How to Uncover Information Through Trades 

•  The Many Benefits of Team Negotiations 

•  Nine Key Points to Build a Successful Strategy 

•  Effectively Communicate and Persuade Others 

•  When and How to Make the Right Concession   

 

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

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

 

Mark your calendars now! Please visit the S.E.C. Observer at www.secobserver.com and click 

the Upcoming Events menu tab to access the calendar of events and view a brochure for the 

course. 
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VII.In the Spotlight A. Gary Vandenberg 
 

Gary Vandenberg, S.E.C. 

Gary grew up in Grand Rapids, Michigan, and was the middle child with an older brother and 
younger sister. His mother was a keypuncher (or what would be referred to today as a computer 
data technician) and his father was an excavator. They divorced when Gary was five years old. 
Growing up, he learned a lot about building roads from his father that would prove to be very 
valuable later on in his career.  
 
Gary is married to Nancy. Gary has two children, Dan and Nicole, and Nancy has two children, 
Jennie and Sam. Gary and Nancy enjoy sailing, music, gardening, cooking, playing with their 
dog, Jack, and spending as much time as possible outdoors during the summertime at their home 
in Michigan.  
 
After high school, Gary got an associate’s degree from Grand Rapids Junior College. He 
attended University of Michigan before receiving his Bachelor of Arts in Political Science and 
Economics from Grand Valley State University. After graduation, Gary got his real estate license 
and then went to law school. After one year he decided that real estate was a better fit for him.  
 
Gary worked his way through school as a musician, playing bass guitar in a Top-40 band. 
Interestingly enough, his tenure as a musician led him into real estate through other bandmates 
and their families’ involvement as real estate professionals. The drummer in Gary’s band loaned 
him $100 for an earnest money deposit on his first real estate deal where he bought and flipped 
60 acres of land in a 90-day timeframe. Gary’s first deal as a broker, however, wasn’t as 
successful though. He was brokering a 10-acre parcel of land, and there was a dispute between 
the buyer and seller over the property taxes. Instead of letting the deal fall through, Gary decided 
to pay the $75 property tax bill out of his commission. Unfortunately, Gary’s commission was 
only $180. Gary realized there was a better way to do real estate, and he decided from that point 
on he would rather be on the principal side of real estate instead of trying to be the broker. He 
went on and focused his efforts on buying land, subdividing it, making improvements, and then 
selling off the parcels, mainly to people from the city who used the parcels for recreational use. 
From there Gary started doing commercial land transactions and developing commercial 
properties. He also started and later sold a real estate company and eventually changed his 
business model and personally brokered dozens of commercial real estate transactions. 
 
As a land specialist, Gary earned the Accredited Land Consultant (ALC) designation and served 
as president of Michigan Realtor’s Land Institute (RLI) as well as the RLI’s National Board of 
Directors. It was there he met Steve England, S.E.C., who invited Gary to his first S.E.C. 
meeting in the mid-1990s. He went on to become a member in 2001 and served as president of 
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the Society in 2013. He regularly teaches the Broker Estate Building class through the Society 
with John Brennan. Gary is also a Certified Commercial Investment Member (CCIM).  
 
The formula that Gary likes most in doing real estate transactions is using land as a down 
payment.  However, Gary’s most memorable deal involved using options to work through a 
wetlands issue, ultimately allowing Gary to purchase a commercial tract for 20cents on the dollar 
and further develop that tract.  
 
When asked what his advice would be to a young broker/investor, Gary’s answer was three-fold. 
1. DON’T BE AFRAID TO MAKE MISTAKES. He calls this “Post-Graduate Education,” 
where the tuition is higher, the classes shorter, and you don’t repeat the class. Bottom line: learn 
from the mistake, embrace the mistake, move on, and don’t repeat it. 2. BE BOTH A 

PRINCIPAL AND A BROKER. You can understand your client better if you own property 
and fully understand the aspects of ownership. 3. TAKE OTHER CONSIDERATIONS 

BESIDES CASH AS A FEE. Being the catalyst to make a deal go through brings so much 
value to the deal, the client, and the relationship.  
 
Moving forward, Gary’s business goals are to represent a few select commercial investment 
clients and to personally acquire more income-producing properties all over the country with 
different tenant and asset types. Admittedly, his wife, Nancy, a Certified Financial Planner, has 
taught him a lot over the years about focusing more on the cash flow of his estate versus the size 
of his estate. Personally, Gary would like to continue teaching what he has learned and pass on 
the blessings and lessons that are a result of his career. He will be the first to say that his 
involvement with S.E.C. has truly changed his life and that the return on investment through his 
experiences and friendships far outweigh any dollar amount he has received. 
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VIII. S.E.C. History Files A. Ask These Questions First 

 
“Ask These Questions First” 

 

Richard R. Reno, S.E.C. 

 
Editor’s Note:  This article first appeared in the April 1975 edition of the Real Estate News Observer. 

 
Many things have been written and said about real estate counseling. Here are some random 

questions which should be answered prior to exposing the property and the client to the mar-

ketplace.  

 

1. Why does the client desire to move his equity and what is the real motivation for selling or 

exchanging the property?  

 

2. Is the client a buyer and what are the guidelines in using equity for a down payment?  

 

3. What will the client take “in lieu of” his existing equity?  

 

4. Is there a mandatory cash requirement needed in the transaction?  

 

5. The client has an immediate objective. Have I really determined what it is and what is behind 

the immediate objective motivation? 

 

6. Does the client understand “benefits” (money, appreciation, depreciation, income etc.)?  

 

7. Why would someone want to own the property being offered by my client?  

 

8. Is the client mentally committed to a fixed price for his real estate or is the client oriented 

toward increasing benefits?  

 

9. Have I determined what items the client can add to the real estate offering to make the entire 

“package” more attractive?  

 

10. Has the client verbally accepted other properties in our counseling sessions?  

 

11. Have I explored the idea of the client being a user for a business opportunity?  

 

12. Will the client make offers to solve his real estate problems if the offers solve his immediate 

objectives and lead toward his long range objectives?  
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13. Is the client capable of a joint venture with his equity or portions of his equity?  

 

14. Is the client under a third party influence?  

 

15. Has the broker done all of the homework needed to move title?  

 

16. Does the client have any geographical limitations?  

 

17. Has the property been offered on the market prior to my listing?  

 

18. Does the client or his real estate offer management problems?  

 

19. Frankly, is the client a realist?  

 

20. Do I really feel I have a client who does have a real estate problem?  

 

The above are just a few questions that real estate agents should determine in their counseling 

sessions prior to offering the property to the marketplace.  
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VIII. History Files B.  Counseling – What Is It? 

 
“Counseling – What Is It?” 

 

C. Charles Chatham, S.E.C. 

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

 

Most real estate practitioners believe they are counseling now. Nothing could be farther from the 

truth.The common concept of “real estate counseling” is that of a nose-to-nose confrontation 

with the prospect or client. 

 

Let us examine a dictionary definition of counseling: "A practice or professional service 

designed to guide an individual to a better understanding of his problems and potentialities by 

utilizing modern psychological principles. and methods, especially in collecting case history 

data, using various techniques of the personal interview, and testing interests and aptitudes."* 

 

Did you notice the words, "A practice or professional service?" Is that your description of the 

real estate field today? How professional is the modern broker's practice? 

 

Translated to broker language, we offer in our classes, "The Art of Real Estate Counseling," 

Courses No. 500 and No.1,000, the following definition: ''Counseling is a real estate practice on 

a professional level, designed to guide a client or customer to a better understanding of his real 

estate ownership problems and their probable solutions, utilizing modern principles and methods 

of questioning and listening to establish ‘Client Management.’" 

 

These definitions require an attitude almost completely foreign to the modern broker and sales-

man. They require a listening, questioning, probing attitude, which is diametrically opposed to 

the attitude believed absolutely necessary in expert salesmanship. 

 

The real estate industry's 50-year search for the key to professionalism has been rendered non-

productive, because no one recognized that real estate professionalism is dependent upon the 

principles of counseling, and contrariwise, expert counseling is dependent upon the policies of 

real estateprofessionalism.For some inexplicable reason, everyone connected with the real estate 

field has assumed it can be successful only through the expert execution of the rules 

ofsalesmanship. 

 

The concept always has been that real estate is "merchandise," and must be sold as though it 

were on the merchant's shelf. All of the other errors commonly made and condoned in today's 

real estate practice continue to feed, and occasionally flourish from, this premise. 
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In the writer's opinion, the realestate field has been blessed constantly with far more than its 

share of sincere, devoted, and intelligent individuals who love the principle of helping others. 

However, the methods believed necessary to sell "merchandise," to beat out the competition, to 

control faithless and sometimes dishonest clients and customers, constantly have extracted their 

toll of these earnest practitioners. 

 

In fact, there have been times in the history of real estate, when the "turn over" of old and new 

licensees has been as high as 50%! The reason for this high mortality rate has been that good, 

conscientious people many times can not tolerate what has to be done in order to be successful. 

They can not -will not - adjust to the type of salesmanship required to survive in the "real estate 

jungle." 

 

Fortunately, thousands of us have proven that salesmanship's tricks and techniques are an ab-

solutely unnecessary ingredient of a successful real estate practice.In fact, salesmanship itself is 

the major disastrous ingredient, causing tens of thousands of failures each year.Those of us who 

wish to make real estate a productive, profitable, and respectable career must change our entire 

method of operation, our basic concepts of what real estate is and is not, and shift our standpoint 

from one of selfishness to one of selflessness.  

 

 

*Merriam-Webster's Third New International Dictionary. 

 


