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Welcome to the winter 2015 issue of the S.E.C. Observer. In this issue, John 
Brennan, S.E.C., CCIM, 2015 president of the Society, shares the speech he 
gave during the S.E.C. annual awards and installation banquet in Tucson, 
Arizona, on January 20th. 
 
James T. Wilson, S.E.C., CCIM, asks you to contemplate “what happens 
next,” and William E. Stonaker, S.E.C., CCIM, explains why “oil is like a 
fickle mistress.”  Bob Steele, S.E.C., shares his philosophy about “group 
brainstorming” and why it is an excellent tool.  
 
Wesley Dingler, S.E.C., provides us with an update of the S.E.C. Education 
Foundation plans for 2015.  The Society News Briefs include a press release 
with the 2014 S.E.C. and S.E.C. Education Foundation Award recipients. 
 
William E. Stonaker, S.E.C., CCIM, served as president of the Society in 
2007, he is one of the most prolific S.E.C. Observer authors, and he is 
featured in the “In the Spotlight” of this issue.   
 
The History Files contain editorials about “presenting a package” and the 
“birth of a seminar” and were originally published in 1977. 
 
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.  John P. Brennan   

 
 

S.E.C. Annual Awards & Installation Banquet 
Tucson, Arizona – January 20, 2015 

2015 S.E.C. President’s Address 
 

John P. Brennan, S.E.C., CCIM 
 
Standing here tonight with all of you, I feel honored, humbled, grateful, and very blessed.  In this 
room I see some of the most admired and respected people in our industry. 
 
I see writers of books, educators, and successful real estate brokers and investors.  As I look 
around the room tonight, I am struck by the fact that we all share so many memories.  We have 
LAUGHED together, CRIED together, made FORTUNES together, and LOST MONEY 
together.  We have GRIEVED and we have CELEBRATED and REJOICED together.   
 
Through it all, one thing never changes: We are always FAMILY, and we will always be 
FAMILY.  Some of my favorite memories are the personal moments we have shared: dinners, 
golf tournaments, and laughing at so many bad jokes and funny stories from over the years.  
 
Personally, the most powerful emotions that I feel right now are gratitude and love.  To each and 
every one of you here tonight, “Thank you!”  I don’t know where I would be or what I would do 
without you in my life.  Many people believe that the S.E.C. is a professional or business 
organization.  But in reality, we are mostly about relationships, trust, integrity, and looking out 
for each other.  We care about one another! 
 
Life is a platform from which we are given the opportunity to make a difference in other 
people’s lives.  I have learned this to be true because so many of you have made a huge 
difference in my life over the years through your kindness, wisdom, and generosity. 
 
The Society of Exchange Counselors is a microcosm of society and it serves as one of the most 
significant vehicles through which we can affect other people’s lives in a meaningful and 
profound way.   
 
We counsel clients to make quality decisions that affect their lives in a huge way. 
 
We mentor others. 
 
We solve difficult situations for clients. 
 
We educate others with the goal of helping them achieve financial independence. 



 

 
As building owners, we provide the opportunity for tenants and entrepreneurs to start businesses 
and help them to realize their goals and dreams. 
 
GOALS AND VISIONS 
 
I would like to take a brief moment to share with you three of my goals and visions for the 
Society. 
First, in order to remain relevant, we must embrace technology.  We must continue to promote 
and integrate Trade Tracker into our marketing meetings.  As you saw in the Sunday education 
session, the benefits of Trade Tracker substantially enhance our marketing sessions and make 
them more efficient. We must embrace social media.  Younger generations increasingly rely 
upon Facebook, LinkedIn, and Twitter, other social media platforms as their primary means of 
communication. 
 
We realize that face-to-face communication is critical, and the very best form of communication, 
but we must adapt and expand our way of doing business or face becoming irrelevant to a very 
large segment of society. 
 
Second, we must think bigger.  Going forward, we will be holding meetings in cities and regions 
where we have not been before, and we will be holding meeting in larger cities.  In September 
we will be meeting in Boston, and in November we will be in Chattanooga.  This will allow us to 
tap into larger, more diverse audiences, expanding our reach and influence. 
 
Lastly and most importantly, we need to increase our membership numbers. We are aging and 
retiring faster than we are replacing ourselves.  We need more women members.  We need young 
members.  And we will not compromise our standards of excellence.  Our most critical Strategic 
Planning initiative is to focus on new guest and member recruitment. 
 
We have bolstered the responsibilities of the Guest Relations Committee and implemented a 
system of accountability for implementation of the Strategic Plan.  The first vice president will 
be responsible for maintaining accountability in the implementation of this critical Strategic 
Planning initiative. 
 
I would like to share with you a personal story from my life which might serve as an inspiration 
or road map for the S.E.C. for the years ahead.  My Tuesday evening Men’s Group in Dallas 
recently read the book, “Your Best Life Now,” by Joel Osteen, pastor of Lakewood Church in 
Houston.  We also had the opportunity to see him speak in Dallas at the American Airlines 
Center earlier this month. 
 
His message inspired me to realize that our Society is beautifully positioned for the future.  Joel 
Osteen made three points which are applicable to the Society.   
 



 

FIRST: The year 2015 is our “Due Season.”  Galatians 6:9 in the Bible says, “And let’s not grow 
weary of doing good, for we shall reap if we do not give up.” 
 
This is our time. We will begin to accomplish everything that we have dreamed of.  Our mind is 
the only thing capable of limiting us.  Think big.  Think grandiose.  Think out of your comfort 
zone. 
 
Whether your goal is to make more money, change lives, or teach and mentor others, you are 
fully equipped to achieve your goals. 
 
SECOND: Live with expectancy!  Expect that you will have everything that you desire, but you 
must do your part.  It will take hard work.  Believe in yourself and take action.  Each and every 
one of you is an “A” type personality.  God has given you significant gifts and talents: 
Creativity, Wisdom, Discernment, Common Sense, Drive, and Ambition. 
 
THIRD: “Let’s Give Them Something To Talk About.” Like the 1990s song by Bonnie Raitt: 
Let’s do great things in 2015. Let’s get them talking about the S.E.C. in 2015 across this country. 
 
LASTLY: “I Did Not See That Coming.”  Largely in life, when a negative event occurs, our 
natural inclination is to say, “I did not see that coming.” I challenge you to change your thinking 
during 2015.  Good things often happen out of bad circumstances.  Begin to assume that when a 
hardship or difficult time comes that it will ultimately lead to a very positive outcome, and in 
time, you will look back and say, “I did not see that coming!!” 
 
I clearly remember that several times early in my career I faced severe financial adversity and 
was shaken to my core; however, as a result, a positive outcome typically developed and 
advanced me to a much higher level in my career. 
 
I would like to close tonight by sharing with you my favorite passage from the book titled, “A 
Return to Love,” by Marianne Williamson. 
 
A Return to Love 
 
“Our deepest fear is not that we are inadequate. Our deepest fear is that we are powerful beyond 
measure.  It is our light, not our darkness, that most frightens us.  We ask ourselves, who am I to 
be brilliant, gorgeous, talented, and fabulous?  Actually, who are you not to be?  You are a child 
of God.  Your playing small does not serve the world.  There is nothing enlightened about 
shrinking so that other people won’t feel insecure around you.  We were born to make manifest 
the glory of God that is within us.  It’s not just in some of us; it’s in everyone. And as we let our 
own light shine, we unconsciously give other people permission to do the same.  As we are 
liberated from our own fear, our presence automatically liberates others.” 
 



 

No, let’s go out there and give them something to talk about this year!!  2015 is our “Due 
Season.”   
 
Jackie Hellingson, I want to take a moment to acknowledge you, and thank you for all that you 
do for us.  We appreciate you so much. 
 
God bless the S.E.C., and God bless each and every one of you.  Thank you! 
 



 

 
II.  Feature Article A.  2015—What Happens Next?   
           

“2015—WHAT HAPPENS NEXT?” 
 

James T. Wilson, S.E.C., CCIM 
 
The current factual numbers in long-term (30 years to 80 years) macroeconomic trends and 
cycles show the historic patterns of what is known as the “winter segment” of the overall cycle.   
This segment of the long-term cycle is where excesses from earlier cycle segments are corrected.  
I think we are already into the beginning of the “winter segment.”    
 
Government and Central Bank policies and actions are in uncharted waters.  Almost none of the 
professional economists (including the FED) have recognized and predicted our catastrophic 
down cycles (think September 2008).  In the Great Depression of the 1930s, we did NOT turn 
out the lights completely.  Many were unemployed, homeless and hungry.  However, many 
prospered and some of the most prosperous businesses of today were founded during the 1930s.  
The Great Depression was also a time of tremendous innovation as people addressed problems 
and found solutions.  Many of those solutions and innovations are considered necessities of life 
today.   
 
Will we have another recession in the near future?  Will we have a 1930s depression in the 
immediate future?  Nobody knows, but the odds are that we will have a growing number of 
problem properties across many areas of the United States.   
 
WHAT SHOULD WE AS SOCIETY MEMBERS AND GUESTS, THE REAL ESTATE 
PROBLEMS SOLVERS, BE DOING AS WE GO FORWARD INTO 2015?  This is NOT a 
rhetorical question.  I am challenging each of our members and guests to share the specifics of 
how they might be modifying their business models and marketing and project goals for the 
immediate future. 
 
Some big changes are occurring impacting the real estate world.  The US “Baby Boom” 
generation is entering its retiring cycle when they spend less and save more.  However, the baby 
boom generation in most of the rest of the world is already in a serious down cycle and is having 
a negative impact on the economies of major players including Japan, Germany, China, and 
South Korea.   
 
The Millennial generation is actually numerically larger than the Baby Boom generation.  
However, the Millennials are spread over nearly twice the time period during which the Baby 
Boomers came on the scene.  Thus, the impact of the Millennials will be smaller than the Baby 
Boomers.  There will simply be less spending at each point as they move through their spending 
life cycles.  Millennials are coming of age at a time when employment and other economic 



 

opportunities are depressed.  They are already clearly delaying life moves such as marriage, 
children, home buying, etc.  
 
IT IS MY CONTENTION THESE CHANGES WILL MAKE THE NEXT FEW YEARS 
“OPPORTUNITY TIME.”   None of the segments of our real estate world are going to 
disappear.  There is a pretty good chance that many of those segments, such as residential 
development, retail and office space utilization, and urban land development will be radically 
different in just a few years.  The question is whether we will be the source of those positive and 
profitable creative changes or if we will be opposing those changes to our detriment.   
 
I believe the next few years will require a more conscious implementation of critical thinking 
concerning the world of real estate.  Besides our mindset of creativity and thinking “out of the 
box,” S.E.C.s must proactively take the creative actions that our economy and real estate will 
need in the next few years.  The following are just a few ideas presented for everyone’s 
consideration of what we must do going forward:   
 
• Reanalyze business models and practices with careful attention to the data used to create 

the information on which we base business decisions. 
• Separate hard data from “expert opinions” and/or agendas presented in the form of 

percentage changes to support a specific position.   
• Consciously challenge familiar and “routine” functions in our business models and 

practices to make sure past solutions and proactive business actions will continue to be 
effective going forward. 

• Expand upon the sources and types of data and information used in making forecasts and 
decisions to include directly and indirectly related fields and technology impacts. 

• Recognize that, even in the immediate future, we might be presented with opportunities 
and obstacles we cannot even imagine today.  Mentally prepare for multiple possible 
scenarios to avoid being caught unprepared. 

• Use consciously intended, accurate thinking to successfully embrace changes in our 
businesses that are almost assuredly coming in a shorter time frame than ever before. 

 
It is my assessment that we have at least two major categories of creative/adaptive change to 
address over the next one to four years: 
 
1. Free market-based political, social, demographic, and economic changes that reoccur 

over long-term macroeconomic cycles. 
2. Government and private sector laws, regulations, policies, and practices based on 

incorrect or (at best) out-of-date assumptions, which negatively impede or outright seek 
to prevent effective adaptation to free market cycle changes. 

 



 

As referenced above, Baby Boomers are still dominating asset ownership and spending, but most 
Boomers are rapidly entering the life period where eliminating debt, consuming less, and saving 
will take highest priority in their financial lives.  In 2014, more US citizens reached 84 years old 
and left the normal housing market than there were US citizens reaching the age when they 
normally buy their first house.  How are such trends going to affect your business and business 
model? 
 
We are experiencing the implementation cycle for a lot of technology that was developed over 
the past 20 to 30 years.  Much of that technology has resulted in the elimination of whole 
categories of jobs.  How will robotics and broadband communication affect office and retail 
space usage?  What will those displaced by technology do to obtain alternate employment?  How 
and who will make that retraining/reemployment happen?  How much geographic relocation will 
occur across state lines and regions?  Those who start thinking about and addressing these and 
the multitude of additional critical changes to our economy and society will be the new 
millionaires created over the coming decade.     
 
The other area for innovation and creativity is in overcoming government and private sector 
impediments to effectively address free market changes and forces.  In government and many big 
private sector businesses, many laws, regulations, policies, and procedures are designed to 
protect the status quo and prevent the entry of competition and/or the success of those who 
would totally displace or replace the status quo.  Economists exert tremendous influence on the 
government and business policy and direction.  Their forecasting is generally based on computer 
models and assumptions about the actions of people that are in many cases obviously incorrect.  
“Saint” Keynes predicted that as people acquired everything needed to live comfortably, they 
would cease to buy anything else, hoard their income, and bring the economy to a halt.  
Obviously, that conclusion was wrong.  
 
There are many great opportunities in attending to regulations and policies of governmental units 
and private sector centers of influence.  Some opportunities result from finding creative (and 
legal) ways to accomplish goals in spite of regulations and business practices.  Some 
opportunities come from recognizing when there is no opportunity for success in the face of 
regulations and/or entrenched business forces.  Sometimes, innovations must be moved 
geographically, delayed, or modified to get a foothold on the future.  The key is NOT to be 
intimidated but to attend to the details and “THINK ACCURATELY.”  One of the best pieces of 
advice I ever received came from Steve Barker a long time ago at a Michigan Real Estate 
Exchange meeting.  He said, “READ THE DOCUMENTS.”  I believe that if we attend to a 
wider range of details—reading the rules and policies—and apply accurate thinking with 
creativity and optimism, the odds of our success will increase exponentially.  This has been the 
S.E.C. way for over fifty years and will continue to be the S.E.C. way for generations to come.  
 
I challenge each of you reading this article to contribute your thinking and ideas for achieving 
success in light of the probable changes coming to the world of real estate. 
 



 

 
III.  Feature Article A.  Oil: the Fickle Mistress  
    

“Oil: the Fickle Mistress” 
 

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

As some in the S.E.C. know, I had a prior life as an independent oil and gas producer. Energy, 
especially oil, can be very hard to live with—kind of like a mistress. In the late 1970s, under 
Jimmy Carter’s huge government programs, the Natural Gas Policy Act, and the Windfall Profits 
Tax, many of the independent producers were making more money than ever before. But 
inflation and interest rates were soaring and the country as a whole was stagnant. Our Industry 
was dependent upon the tax advantages set by Washington, DC.  
 
A very common saying in business is, “Just tell us the rules and we will figure out how to play 
the game.” That is what was going on until Ronald Reagan was elected. Carter believed in 
government controls and Reagan believed in the free market. Reagan deregulated oil and gas and 
the prices fell dramatically.  

 
During the Carter administration, with the prices set artificially high using government controls, 
we were making huge profits—and many times drilling in hard to produce basins where the costs 
of production were extremely high. But when Reagan deregulated oil and gas, the prices fell to 
reflect supply and demand. Our own lifting costs were over $12.00 per barrel and we were 
getting about $7.50 per barrel at the low point.  
 
The chart below does not reflect the premiums paid or lost because of where the production 
actually comes from. For instance, oil produced in certain areas that have excessive 
transportation costs (think North Dakota and Alaska) is priced less than West Texas 
Intermediate, which the chart reflects. Anyway, that is when we shut down our exploration 
company.  
 



 

 
 
The other thing we have to keep in mind when looking at oil (much more than natural gas) is the 
fact that while our US producers have to make a profit (price paid less lifting costs) to stay in 
business, the OPEC members have a much different criterion. All they have to do is have enough 
cash flow to give their citizens subsidies to keep their governments from being overthrown. So, 
we have to make a profit and they have to stay in power.  
 
So what is the situation today? Saudi Arabia is protecting its market share by not lowering 
production to support the price. By doing that they are still selling enough oil to fund the 
government and hoping to put some of the new producers in the United States (resulting from the 
shale oil explosion) out of business. And they are putting stress on Russia and Iran. Remember, 
Iran is an arch enemy of the Saud family and Russia is Iran’s best friend in the area.  
 
I still invest in oil and gas through a company in Dallas that is run by one of my former 
employees. Five States hedges about 85% of its production. Even though the price of crude oil 
hit the lower $40s per barrel this week, we are selling at $85.00 per barrel for the next two years. 
It is basically options and is the same thing Southwest Airlines does in reverse. Southwest has 
kept its operations costs low by buying aviation fuel on the futures market. I would be surprised 
if Southwest is not buying futures at these prices today. It is all puts and calls.  



 

 
Are we going to see fallout from the crude oil prices falling by over 50%? In my opinion, the 
answer is yes. Mid-stream companies like Halliburton and Schlumberger are already laying off 
employees. There are some large shale oil producers that are putting their production—and entire 
companies in some instances—on the market because they cannot make their debt payments. I 
think we will see several large companies that borrowed heavily declare bankruptcy over the 
next couple of years. The drilling contractors are already seeing huge slowdowns and 
cancellations of drilling contracts. As a result of this, many smaller towns and cities are going to 
see huge reductions in their tax revenues. 
 
A good example is North Dakota. The North Dakota Legislative Council staff just released the 
“DETAIL OF PROPOSED REVENUE CHANGES, 2013–15 Biennium Estimated Revenues.” 
The report estimates that North Dakota will experience a $5.6 billion shortfall in revenue over 
the next couple of years. This is going to be very disruptive, but it is what will happen to 
communities that are too dependent on energy in their economies. Texas is much less dependent 
upon energy than it was in the 1970s so it will probably be OK as a whole, but cities like 
Houston, Midland, and towns in the southern part of the state in the big shale plays there are 
already feeling the slowdown. It will get worse for some.  
 
What are we to do? First, if I had hotel or apartment rooms for lease in energy dependent areas, I 
would hedge them by going to the larger companies and giving them a cut rate to take big blocks 
of rooms for extended periods of time. I would lower my price expectations for industrial and 
just make certain I had good leases with reputable tenants that will survive the coming energy 
recession. Office space would be no different.  
 
Second, we are prowling for acquisitions in oil and gas and for well-constructed real estate in 
first-tier areas. Don’t be afraid to move forward. Know what you are looking for and hedge your 
acquisitions as well as you can.  
 
And remember, “You can’t steal in slow motion.”  
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Strategy 162

Brainstorming: Quantity Breeds Quality
In the average gold mine it takes four tons of ore to get one ounce of gold.  The same is 

true when ideating. You need a quantity of ideas in order to get one good one.

Relative number of good ideas from a brainstorm

QUANTITY BREEDS QUALITY and DEFERMENT OF JUDGEMENT are the key ingredients of brainstorming.

Osborn & Parnes Example:

The need for quantity was demonstrated in an idea-finding session we conducted for a group of Air Force of-
ficers.  The problem presented for their joint attack was unusual in that the answer was already known. This 
was the problem:

If 700 miles of outside telephone wires were so coated with frost that long distance calls could not be 
made, how would you restore normal service as fast as possible. This emergency actually arose in the state 
of Washington in November, 1952. Local telephone men solved the problem by flying helicopters over the 
wires. The downdraft from the blades quickly blew off the frost, and long distance service was restored in 
record time.

We were fearful that the officers might know about this actual case. Luckily they did not. They started shoot-
ing ideas as fast as could be stenographically recorded.  As Airmen, they would most likely hit upon the heli-
copter solution, and they did.  BUT—here’s the point—they suggested 35 other ideas before they hit upon 
the proven answer. The helicopter solution was their 36th idea.  They would have missed the proven solution 
if they had of stopped at 5, 10, 20 or even 35 ideas.

If this had been a group of other than Airmen, this might have take many times that number of ideas to ar-
rive at the right one. 

                    first half Ideas
                                                 second half: 78% more ideas
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Strategy 163

There Are no Limitations To creativity
The ability to be creative can be learned by anyone at any age.

SITUATION Creative brain power does not require higher education.

It is thought that your capacity for creative thinking stops during the middle teens.

Creative problem-solving can be learned by anyone at any age.

If you judge and evaluate as ideas are brought up, the person who is questioned will 
be more concerned about defending his position than he will be in thinking up new 
and better ideas.

Humor in brainstorming is important.

1.

2.

3.

4.

5.

RESEARCHER The location of where you brainstorm is important.  Place yourself in a milieu that is 
comfortable and supporting. Personally, for joint brainstorming with another per-
son, I like a nice place, e.g., Hyatt Regency in the U.S. or Puerto Banus in Spain.  If 
individually, sometimes at the ocean, but also at a library, depending on what I might 
be working on. Much of the material for one of the books in this series—about using 
stock formulas in concert with real estate—was developed in a joint brainstorm I was 
doing for a corporate client with an associate, Chet Allen, and was initiated in the 
lobby of the Beverly Hills Hotel in Los Angeles.

Exchange groups, meeting in nice places, have the same effect.

Have the courage to throw out the idea of “Limburger Cheese” during a brainstorm.  
This is completely off the wall as far as any problem you might be trying to solve, 
but I use it.  What it does is to remind me that I am suppose to be wild and non-con-
ventional when brainstorming.  You can not have a problem in your mind and say 
“Limburger Cheese” without getting some thought back. The forced relationship 
technique works with any word.

1.

2.

3.
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Strategy 165

Group Brainstorming vs. individual ideation
If you have the opportunity to use group brainstorming you should definitely take 
advantage of it.  If you are in a group that doesn’t use this technique, you are not 

taking advantage of the possibilities you have— you’re not hitting on all cylinders.

Production of good ideas in the same period of time

It is obvious from these numbers that whenever you have a group that knows how to brainstorm you can 
create unlimited ideas that you simple cannot extract when you have only one mind to work with.

NOTE:  This above information was from tests run by Dr. Parnes and Dr. Osborn or their students. The 
individual in this instance is not using creative brainstorming, but just the standard or normal thinking 
patterns we use every day.  When an individual is versed in creative brainstorming, he or she can obtain 
a plethora of ideas from using the proper techniques. 

E.g., Forced Relationship Technique, etc.

         by individuals without judgement
                                                                                                              by group with judgement: 70% more
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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!  We have many exciting courses 
set up, starting with “Methods of Effective Marketing,” which will be held in Dallas, Texas, on 
March 15th, presented by Peter R. West, S.E.C., CCIM. 
 
On April 2nd, John Brennan, S.E.C., CCIM, and Gary Vandenberg, S.E.C., CCIM, will present 
“Broker Estate Building” in Omaha, Nebraska.  More information about the course, which will 
be sponsored by the local CCIM Chapter, will be posted on our website soon. 
 
The S.E.C. Education Foundation and the Society of Exchange Counselors are also sponsoring 
courses on Formulas, Counseling, and a 1031 Update, as well as 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.  It is 
also committed to offering all the core courses required for S.E.C. membership often enough 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 
region. 
 
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 March 

 
 

S.E.C. National Invitational Marketing Session 
Dallas, Texas 

March 15-18, 2015 
 
 

The S.E.C. National Invitational Marketing Session will be held at the Dallas Marriott Quorum 
Hotel, 14901 Dallas Parkway, Dallas, TX, 75254. 
 
Call (972) 661-2800 for reservations. Make your hotel reservations early, as we only have a 
limited number of rooms available. The cut-off date for reservations is March 1, 2015. 
 
Visit www.marriott.com to learn about the hotel, and www.visitdallas.com to learn about the 
greater Dallas 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. 
 

 

http://www.marriott.com/
http://www.visitdallas.com/


 

 
 
VI.  Society News Briefs B.   Methods of Effective Marketing  

 
“Methods of Effective Marketing” 

Dallas, Texas 
March 15, 2015 

 
 
The S.E.C. Education Foundation and the Society of Exchange Counselors are pleased to announce that 
Peter R. West, S.E.C., CCIM, will present “Methods of Effective Marketing” from 9:00 a.m. to 4:00 
p.m. on March 15th in Dallas, Texas.  Texas CE Credits are pending approval. 
 
This seminar is designed to give the real estate practitioner the methods for marketing property in an 
equity marketing environment. We will explore the facets of profitable marketing, working with a 
moderator at a marketing meeting, determining the benefits for takers, working with the participants at a 
meeting, presentation skills, and creating powerful packages. 
 
Topics include the following: 
 

• How to stimulate production 
• Create better presenters and presentations 
• Identify the elements of a productive marketing environment 
• Improve counseling skills 

 
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 - 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 Suites Old 
Market, 555 South 10th Street, Omaha, NE, 68102. 
 
Call (402) 346-9000 for reservations. Make your hotel reservations early, as we only have a 
limited number of rooms available. The cut-off date for reservations is April 26, 2015. 
 
Visit www.embassysuites.com to learn about the hotel, and www.visitomaha.com to learn about 
the greater Omaha 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. 
 

 

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


 

 
VI.  Society News Briefs D.  2014 Award Recipients   
           

Congratulations to our 2014 Award Recipients! 

Daniel J. Murphy, S.E.C. 
 

2014 Counselor of the Year Award 
The “Counselor of the Year” is the Highest Honor a Society Member may Achieve 

 

Dan was presented with the prestigious Counselor of the Year Award on January 20, 2015.  The award 
is presented to the member who has contributed the most to the well-being of the Society of Exchange 
Counselors by his peers. The member must have: 

• A productive record of ethical business practices;  
• A demonstration of our motto – “Service, Experience, and Counsel”;  
• A record of continued service to the Society;  
• An image that reflects the best interest of the Society of Exchange Counselors; and 
• A demonstration of doing homework, counseling, and follow-through in business transactions.  

 

 
 

Chris Dischinger, S.E.C. 
 

2014 Yvonne Nasch Award 
Awarded to the Member who has Closed the Most Transactions with Other Members 

 
Yvonne Nasch, S.E.C., was one of the most treasured members of the Society of Exchange Counselors.  
Yvonne died on May 25, 1979, when the DC-10 bound for Los Angeles on which she was  a passenger 
crashed in a field seconds after take-off at O’Hare International Airport in Chicago, where she had 
attended an S.E.C. meeting.  Yvonne was the 1979 Counselor of the Year.  An award was created in her 
honor to recognize the S.E.C. member who completes the most transactions with other S.E.C. members; it 
is awarded annually in her memory.  Yvonne had the distinct honor of being the first woman in the United 
States to hold the S.E.C. and CCIM designations; she also held the RECI and GRI designations.  Yvonne 
served in many capacities as a volunteer for the various organizations she belonged to as well as excelling 
in her private practice as a developer, exchangor, investor, and speaker.   

 
 
 
 
 

 
 



 

Joe Crowley, S.E.C, Chris Dischinger, S.E.C., Mark Lechner, S.E.C. 
 

2014 Clifford P. Weaver Award 
Awarded to the Member (or Members) who have Completed the Most Creative Transaction 

 
Clifford P. Weaver died November 15, 1975, in Moorea, Tahiti, where he had been conducting an S.E.C. 
meeting.  Cliff often said his entire professional life changed the day he met Dick Reno.  Weaver always 
felt that a sense of humor was essential in business and the business of living. He was quick to laugh at 
himself. He was once described as the “Kilometer Kid” after fishing in the Arctic Circle. One year after 
traveling over 150,000 miles, mostly on business, some on fishing, he stated, “I am considered one of the 
best fishermen in the United States, but the catching is sometimes lousy!” He wrote prolifically for the 
Reno Real Estate News Observer and the articles he wrote 35 years ago are just as relevant today. In 
recognition of his outstanding contribution to the real estate investment and exchange profession during 
an all-too-short life, an Annual Memorial Award was set up for Cliff.  The first trophy was awarded at the 
April, 1976 conference.  
 
 
 

Stephen R. England, S.E.C. 
2014 Jack Hunt Excellence in Education Award 

 
 
The S.E.C. Education Foundation established the “Jack Hunt Excellence in Education Award” in 
December 2002 to honor Jack for his dedication to creative real estate education.   
 
A candidate for the EDF “Hunt Award” should meet the following general subjective standards to be 
considered as a recipient of the award: 
 

• The candidate has, during his or her career, demonstrated “Vision, Dedication, and Service” with 
regard to the Society’s and the S.E.C. Education Foundation’s education mission. 

• The candidate has gone above and beyond normal volunteer duties as a Society member and 
deserves special recognition for specific contributions to S.E.C. education. 

• The actions of a candidate have succeeded in advancing the education mission of the Society and 
its Foundation.  

• The recipient of the award must be a member of the Society of Exchange Counselors unless 
determined otherwise by the EDF Board. 

 



 

 
 
VII.  In the Spotlight A.  William E. Stonaker, S.E.C.   
      

Biography 
 

William E. Stonaker, S.E.C., CCIM 
 
William E. Stonaker, Dallas native and a graduate of El Centro/Richland College, is the 
President of Wilson & Stonaker, LLC, a commercial real estate development and investment 
company specializing in property ownership for long-term capital gains and income.  Mr. 
Stonaker has served in the capacity of president of the company since 1975.  After being 
involved on the front lines of the Old East Dallas rejuvenation and development of the M Streets, 
the Oak Lawn Design District, and the Stemmons Freeway Trinity Industrial area, he relocated to 
the Tarrant County area to capitalize on the growth of and potential development in the area.  
After aiding in the development of a large shopping center in Keller, Texas, Mr. Stonaker 
worked to develop The Commons at Walnut Creek Shopping Center and Mansfield Highlands in 
Mansfield, TX, and the Landmark Lakes II Center and Landmark Quebec in Fort Worth, TX.  
These projects combined encompass more than 330 acres of development of retail 
establishments, restaurants, gyms, hospitals, and movie theaters, creating a diverse, high-traffic 
consumer destination.   
  
Mr. Stonaker has served in various positions, including North Texas CCIM Chapter President in 
1994 and on their Board of Governors. Mr. Stonaker, a member of the Society of Commercial 
Realtors since 1995, served as Board Member 1997–2003 and received the William C. Jennings 
Lone Star Award. Mr. Stonaker has been a member of the Society of Exchange Counselors since 
1996, served as 2007 President, and was recognized as the 2009 S.E.C. Counselor of the Year. 
Additionally, he was the 2004 recipient of the Yvonne Nasch award, received the 2012 Weaver 
Award for his work on a project in Mansfield, TX, and has received various other awards. Mr. 
Stonaker is recognized as a leader in the area of commercial real estate and development.   
  
William E. Stonaker’s Society of Exchange Counselors publications include:  
 

-           Pick the Right Professionals – Architect, Feature Article, Spring 2014 
-           Development – Pick the Right Professionals – The Civil Engineer, Feature Article, 

Winter 2013 
-           What to do when my Country Votes Against Me, Society Columns, Spring 2013 
-           S.E.C Chronicle, Formulas and Strategies, Spring 2013 
-           Where are We Headed? Society Columns, 2012 
-          Road Trip – Look Out, the Texas are Here! S.E.C Education Foundation,    Spring 

2012 
-           The New Normal: Change, Autumn 2009 
-           Deer in the Headlights II: Where do We Go from Here, Feature Article, Spring 2009 



 

-           Deer in the Headlights: Where do We Go from Here, Feature Article, Winter 2009 
-          Society Education Foundation Loses Its Visionary, S.E.C Education Foundation, Fall 

2008. 

William E. Stonaker’s life goal is to slow down and spend more time with family. Mr. 
Stonaker’s business strengths are experience in real estate, honesty, and organizational skills. His 
weakness in business is doing too much. 
 
William E. Stonaker was raised in Oak Cliff, TX, as the oldest of five children born to his 
parents, Pete and Hazel Stonaker.  Mr. Stonaker served in the US Army, 1969–1970 Vietnam, 
2/22 25th Infantry Division, Mechanized Infantry Platoon Leader, and was awarded the Bronze 
Star with Oak Leaf among other medals. Currently, he and his wife Tricia have two sons who 
both graduated from the US Naval Academy; Kris serves as a Navy Pilot and Rob is a US 
Marine Corps Officer. Mr. Stonaker and Tricia have five wonderful grandchildren.  When 
presented with the opportunity, Mr. Stonaker enjoys spending time with family, working out in 
the gym, riding a bike, firearms, hunting, and an occasional round of golf.  He is also actively 
involved in his church, Creekwood Christian Center in Flower Mound, TX, as a volunteer.   
 



 

 
VIII.  History Files A.  Presenting a Package   
           

Editorial 
 

“Presenting a Package” 
(Think Big or Small …… but Think!) 

 
Editor’s Note:  This article first appeared in the August 1977 issue of the Real Estate News Observer. 

 
The package (information about a property) must be very clear and state exactly what the 
package represents. If a combination package or pitch isn't clear, very few people will take 
the time or the effort to try to figure it out. Even an excellent moderator cannot do his best 
with a poorly prepared and presented package. To be properly presented, a package must 
be considered the most important part of your listing. It must provide a clear picture to all the 
prospective “takers” in the room.  
 
Presenting a package expresses the broker’s personality. A property presentation is only as 
good as its maker. Presentation of a package is really a demand for action, getting a group to 
work out a solution to whatever problem there is. Good exchangors present their packages to 
command attention and the exchangor is never uncertain or misleading. 
 
An exchangor is both creative and imaginative. His objective is to be convincing and he 
intends to make people act. At the conclusion of a package presentation, the moderator asks 
"How many of you are going to make an offer on this property?" A show of hands will 
demonstrate how well the property, the package, and the pitch were delivered.  
 
Sometimes necessary information is “not available” - especially if it is negative information. 
Negative information about a property is just as (and perhaps more) important than positive 
information even if it initially seems to hurt your presentation. If you don’t include the 
information, when it later comes to light it can be fatal to the transaction and your reputation. 
 
There is no such thing as a property presentation that cannot be the basis for an award 
winning suggestion that results in a closed transaction. No idea is too small to suggest if it 
saves time, generates interest, or makes a transaction possible. The big transactions make the 
headlines - but the bulk of the “awards” and closed transactions are little ones. 
 
Most large transactions are concluded by professionals with proven reputations and 
knowledge.  Attendees at a marketing session continually produce the greatest number of 
ideas that result in closings. Many are so simple and obvious they may have been overlooked 
for years.  Do your homework, and bring the best and most accurate package to your next 
marketing session, then be prepared to accept an offer and open escrow. 



 

 
VIII. S.E.C. History Files B.  The Birth of a Seminar   
          

 
Editorial 

“The Birth of a Seminar” 
 

Editor’s Note:  This article first appeared in the April 1977 issue of the Real Estate News 
Observer. 
 
How does a Seminar/Workshop begin?  Perhaps you think somebody just sits down and decides 
to write two or three days of material on a subject they are familiar with ... and then ask other 
people to pay money to hear them read what they have written.  Not so! That just wouldn't work. 
Why? Well, because the “other people” would probably think they could do a better job, and so 
why pay someone else for what he could do himself? 
 
No, the beginnings of a Seminar are usually something quite different.  In evaluating the really 
successful seminars today, the Allen's, the Berven's, the Starr's, the Considine's, the Hamel's ... 
one thing stands out: the seminar is filling a need. The “other people” are feeling and 
experiencing a need, and are reaching out to find the solution to the need. 
 
Now, sometimes that need has to be pointed out, has to be brought to the attention of the 
practitioner because perhaps that need is hidden from view ... or ignored because of its intensity. 
(Individuals cannot always face a threat.) 
Let's consider, for example, the “new” “Broker Asset Building” Seminar/Workshop, with B. 
Hunter Quistgard.  The story is that the late Clifford Paul Weaver, a successful real estate 
practitioner from San Jose, California, always admired and respected the town's leading real 
estate “Professional;” we'll call that “professional” Mr. V.I. Powerful, for the purpose of this true 
story. 
 
Mr. Powerful lived in a lovely home on the outskirts of town with a lovely wife and lovely 
children; he was a man of considerable estate which he had made himself, obviously in 
successful real estate dealings along the way; he had built his reputation by building estates for 
others - his clients and associates; he owned a lovely car and was a "community leader." 
 
Well, Mr. Powerful passed away very suddenly one day.  The entire town mourned his passing - 
the passing of this great and noble man. But of course wasn't it wonderful that he certainly had 
left his wife and family so comfortably set - no worries for the rest of their lives, no doubt.  Not 
so! 
 
 



 

In a few short months, the family home had to be sold; the children had to leave school and go to 
work; and the wife was thrown to the mercy of relatives!  This “great and powerful man” was not 
really so great and powerful. He died penniless. 
 
How could this be? Cliff Weaver and Hunter Quistgard were utterly shocked by this turn of 
events.  They decided it just would not happen to them. They decided to find the ways to utilize 
the opportunities that should have been known and practiced by Mr. V. I. Powerful ... who lived 
for years in his preferred business of real estate - making fortunes for others - but ignoring his 
own estate. Taking that commission and “running;” asking nothing but the brief short-lived 
“commission,” or “fee,” for his efforts ... and giving the client the benefit of his expertise. 
  
Cliff and Hunter found the ways to solve this problem and put them to use in their own lives. 
They simply did for themselves what they were doing for their clients and in addition, took 
advantage of the opportunities that were available to them as professionals in a field they knew 
from the bottom up ...... they did build their own estates. 
 
And in doing so, they talked to their associates and friends who could see the need, and who had 
felt it. People began asking them for advice, and making suggestions; soon they had more 
information than they could possibly use themselves. Other friends of friends began to ask them - 
personally and in letters, to tell them what they had learned ... and a seminar was born! 
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