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Inside this Issue Winter 2016 
 

 

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

the 2016 president of the Society, reflects on his path of becoming involved with the Society. 

 

James T. Wilson, S.E.C., CCIM, presents and defines “proactive investment strategies versus 

passive investment strategies for the advanced wealth builder” in a comprehensive article.   Ted J. 

Blank, S.E.C., CCIM, compares “professional sports teams to real estate investors” and Bob Steele 

shares his rules and strategies for brainstorming. 

 

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

recent and upcoming courses. The “Society News Briefs” section includes information about our 

upcoming meetings in Atlanta, Georgia, and Denver, Colorado, as well as information about 

“Owner Financing – The Paper Course” to be presented by Dana Barnes, S.E.C., scheduled for 

March 13th in Atlanta. 

   

In this issue, our “In the Spotlight” section features Jim Brondino, who was recently named a 

Legend by the Society; short profiles on our newest Life Member Award recipients, Jim Brondino, 

Richard P. Clark, William W. Warr, and Paul F. Winger; and congratulations to our annual award 

recipients, Stephen R. England, Lance Moore, Ted J. Blank, Ronald J. Bowden, Larry S. 

Browning, and Charles E. Sutherland. 

 

Enjoy this issue. As always, we welcome your comments, suggestions, and submissions of articles 

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

sec@secounselors.com. 

 

 

Jackie Hellingson 

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

 

Paul M. Winger, S.E.C. 

2016 President 

 

I grew up around real estate professionals. I remember from a very young age my father, Paul F. 

Winger, talking about his mentors and partners—names like Marv Naiman, Bob Brougham, and 

George Becker. Becker and Brougham officed with Dad. Mr. Becker always had a smile and an 

optimistic outlook and he offered thoughtful and timely advice. I will always remember him with 

great fondness. I remember Mr. Brougham as sometimes very serious then suddenly a playful 

jokester when I would visit the office. Mr. Naiman invited my father into the S.E.C. so, in a way, 

Marv is responsible for my membership in this organization.  Jack was my invitor to the Society.  

Jack Hunt was my father’s partner and a huge influence on me. He lives on in my heart and his 

voice and advice is with me always in ways that will continue to benefit me for the rest of my 

life.   

 

Mentors play a part in any pursuit, lay or professional. We are all standing on someone’s 

shoulders. They are the eople who have selflessly helped, influence, cajoled, encouraged, and 

counseled us. The commitment of these folks who have helped us is generations long. “Paying it 

forward” isn’t just a buzzword phrase, it is the engine of progress in our personal and 

professional lives.  

 

Make up your mind that when the opportunity to mentor someone arises, whether it is baiting a 

hook or sharing a burden in times of distress, you will commit to that calling. The simplest of 

gestures can have decades’ worth of influence on someone’s life. It certainly did in mine. 

 

I look forward to this year as S.E.C. president and to seeing you at an S.E.C. Marketing Meeting 

soon. 
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II. Feature Articles A.  Proactive Investment Strategies 
 

 

“Proactive Investment Strategies vs. Passive Investment Strategies  

for the Advanced Wealth Builder” 

 

James T. Wilson, S.E.C., CCIM 

 

As I write this, the stock market is gyrating up and down several hundred points from day to day 

and sometimes during a single day.  On the financial programs on TV this week, Wilbur Ross 

and Warren Buffett both stated during interviews that they had purchased stock in companies 

that they had been waiting for the price to drop to “their price.”   

 

This made me think of Be My Guest by and about Conrad Hilton.  This little book used to be in 

every room in every Hilton Hotel and you were encouraged to take it home.  I read the book on a 

trip many years ago and took it home, and I read it again and then again.  One of the major 

contributing factors to Hilton’s success was that he identified which hotel markets and which 

hotels he wanted. Then he did his homework to discern their real value to him, what could be 

executed to make them more profitable—then he patiently waited and watched until he could 

buy them at a correct price for him.  History tells us that this formula worked very well for 

Hilton, just as it has for our Members who have approached their wealth building in the same 

manner.  

 

A few highly successful real estate investor/operators do proactively identify properties they 

want before they go on the market.  Please note the descriptor “investor/operators.”  In my 

experience, I have not even read about or heard of a “passive” investor (meaning a non-involved 

owner) who proactively identifies properties in advance of those properties becoming available, 

which fit the investor’s goals, objectives, and benefit criteria in some manner.    
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In relative terms, proactive investor/operators consistently demonstrate higher returns and lower 

risk factors in their ownership.  One investor/operator I know proactively acquires properties in 

his market segment at bargain prices with known potential for increasing income and property 

value, often before they ever are on the open market.  Within a few years, with a relatively low 

level of capital investment, this owner sells to one of the passive large portfolio investors at a 

profit of sometimes a multiple of his investment. 

 

The market is experiencing changing demographics of the Millennial generation transitioning to 

economic and political dominance.  Government regulation has exploded and real estate 

investors are now being impacted by the growing power of the Consumer Finance Protection 

Bureau (Dodd-Frank) overseeing and regulating all real estate transactions/financing.  

Considering the macro political and financial cycles that will be played out over the next few 

years, there is strong potential for great geographic differences in the performance, value, and 

marketability of all categories of real estate investment.   

 

It certainly appears that we are moving back to “local and regional” market differences across 

the United States.   For that reason, the diligence we used over the past 2 or 3 decades might not 

be applicable going forward or, at minimum, needs to be revisited for properties currently owned 

and markets and properties being considered.    

 

One of the hallmarks of the S.E.C. thought process is to employ “PROACTIVE” thinking, 

planning, and diligence.  Going forward from 2015, the active wealth builder will do well to 

focus on and stick to the investment arenas one knows best and carries the greatest expertise in. 

 

As an example, an experienced and knowledgeable owner of office properties might be 

considering whether to keep the properties they already own.  Many investors overlook a regular 

check and “go forward” diligence on the property they already own.  Even if that property is 

doing well and providing a generous supply of the benefits wanted from ownership, is there 

anything out there potentially developing or happening in the market area of owned property that 
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might have either a negative or positive impact on your ownership?   Maybe there are competing 

properties about to be constructed.  Possibly a major employer in the area is in a merger, which 

might mean an expansion of the local facility or the local facility will be downsized or closed.  

Are there government regulations or rules being instituted that will have a direct or indirect 

impact on owned property?  The point is that owned properties should still be researched and 

analyzed periodically to make sure you still want to buy (continue to own) for what they are 

worth now with your go forward forecast. 

 

What about your next property or properties?  Do you know exactly what properties you want 

and the benefits you want from them?    

 

Knowing what you want happens at two levels.  Level one is the “category, location, and 

criteria” level.  This level of thinking is more than just the “factoids” of property, location, and 

market profile (i.e., the property numbers in the context of the market area.)   As important as the 

“factoids” themselves is the “WHY” of each factoid characteristic in the profile of the properties 

“WANTED.”  This presentation doesn’t have the space to go into detail on all the questions to 

consider for each criteria factor in your desired property profile. 

 

The second level of knowing what property(s) you desire is the one most often IGNORED.  

What specific properties that fit your “taker” profile do you want when the opportunity arises to 

acquire them at a price and terms that make them profitable to YOU?  What are those 

prices/terms?  This is a big, long-term profit factor for people like Warren Buffett, Wilber Ross, 

and Conrad Hilton.  They identified the investments they wanted long before they ever came on 

the market at the price/terms they knew would be profitable for them.  Besides being ready when 

the acquisition opportunity presented itself, they already knew what they were going to do to 

make the profit they expected from their acquisition.  After more than 4 decades in 

commercial/investment real estate, I have experience with fewer than 10 investors who knew 

what properties they wanted, tracked those properties until they came available, and, in some 

cases, pro-actively made unsolicited offers on properties that were clearly not on the market.   
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They even picked out the best competitive properties to what they already owned to grow their 

market share and control their competition.  Such acquisitions were often very profitable because 

the investor was able to leverage their existing management, maintenance, and marketing 

programs, which meant they could make more profit from the same income level than the current 

owner.  Most importantly, these advantages were NOT a guess—they simply watched the 

property and studied the operations of the existing owners.  In today’s Internet and digital world, 

it is possible to know a tremendous amount about the condition, operation, income/expenses, and 

market position of a property in most property categories in most locations without ever setting 

foot on the property or talking to the owners, managers, or employees.  When Conrad Hilton 

took over the money-losing Waldorf-Astoria Hotel, he knew exactly what he was going to do 

and how he was going to do it to make his grand hotel profitable.   

 

Why more investors do not take this action is certainly a good question.  The probable answer is 

that this action, however much it might increase their profitability and net worth while reducing 

risk, requires time, energy, effort, and sometimes cost.  The dreaded four-letter word—WORK.  

It is my contention that even if an investor expends some upfront cash expenses to hire a 

professional to accomplish the “know what you want” strategy, the long-term profit and reduced 

risk will be mightily rewarded.   

 

Whether you are a two-family rental owner or an apartment, office, or shopping center mogul, it 

makes good sense to be ready to move the moment that a highly desired and potentially 

profitable property you already know you want  looks like it might be available.  The work of 

due diligence for the properties you identify for which you are a “taker” at your highest 

acceptable price/terms is the easy part.  In my experience, the most difficult part is to DECIDE to 

think through your investment criteria and to thoroughly develop your specific criteria for your 

acquisition, ownership, and disposition criteria.   

 

The next—and most difficult—part is persisting over some period of time in identifying the 

ownership benefits you need/want from your ownership and thinking through each of your 
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selection criteria to be sure it fits your need/want benefits.  It is often useful to explore ideas and 

market understanding with colleagues or other advisors.  It is beneficial, and sometimes 

necessary, to find a COUNSELOR to help think through the process.  A “Counselor” is different 

from a “consultant” or a “broker.”  A Counselor’s sole purpose is to guide the owner/investor to 

a clear and educated understanding of their property or desired property and the ownership 

benefits.  Without this clear and educated understanding, a great many costly mistakes are made 

in real estate.  Experienced, hourly, fee-based Counselors are somewhat difficult to find, but they 

are available at a cost that is insignificant when compared to the costly mistakes owners make in 

acquiring the wrong property for them or disposing of a property they should keep.  

 

These thoughts are presented for the readers to CONSIDER.  None of this is gospel or written on 

sacred tablets.  Everyone should put it in their “grey-matter” computer and filter it with common 

sense and all the factual knowledge they can obtain.  Just a tiny bit of effort can result in better 

decisions and produce much greater ownership benefits with less risk. 

 

Special thanks to Kim Colin, S.E.C., who provided input and encouragement during the thought 

process in developing this expansive topic into a concise article.  
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III.  Society Columns A.  Professional Sports Teams and 

Real Estate Investors 
 

“Professional Sports Teams and Real Estate Investors” 

Ted J. Blank, S.E.C., CCIM 

While watching the National Basketball Association draft of college players recently, it occurred 

to me that there are a lot of analogies between professional sports teams and real estate investors. 

Both have inventory (players or buildings), an owner, a CFO (CPA), a general manager 

(attorney), and a director of player personnel (spouse). In order to trade a player they have to get 

all the decision makers to come to agreement. A sports team has inventory (players) with 

benefits and detriments. Big scorers, rebounders, and dribblers are assets, while big salaries with 

little production and head cases are detriments. Sports teams can have “can adds” and “must 

takes” when they are crafting a deal. Different teams and coaches have different needs and value 

players differently, just like your clients value properties differently depending on their changing 

circumstances. 

A GM will try to improve his particular team’s needs through drafting, trading, or hiring through 

free agency (hiring a player whose contract with another team has expired).  Sometimes all of 

these come together at one time.  

In the recent NBA draft, 60 new players were drafted. They mostly came from college, but a few 

were just out of high school or from overseas teams. Most of the teams stayed with their draft 

position and selected a player that would fill a need for their team. Just like the RE market, most 

deals are straight-up cash deals. But there were 12 draft choices traded that included 8 current 

NBA players. Leading up to the draft, 11 were players traded. One player, Luke Ridnour, was 

traded 4 times in 24 hours (Minnesota, Memphis, Charlotte, and Oklahoma City). There were 

also multi-leg deals.  

The day after the NBA draft was the NHL hockey draft. The Colorado Avalanche signed a 

player from Boston (Soderberg) , then traded two of their players, O’Reilly and McGinn, to 

Buffalo for 4 players and the 31st draft pick. Then, that same day they drafted Rantanen, from 

Finland, 10th and then traded the 31st pick for a 2015 39th pick, a 2016 second-round pick, and a 

2017 sixth-round pick. Ironically, the Avalanche previously owned these two future picks and 

had traded them last year, but reacquired them this year. Have you ever owned a piece of real 

estate twice? Reminds me of a little house in Whittier.  
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Professional sports team owners would make great real estate exchange clients.  As you are 

working on our deals, keep in mind your favorite sports team. Get all the decision makers to 

agree and look for value trades that will maximize your clients’ benefits and minimize their 

detriments. Also, you may need to consider a multi-leg transaction. 

 



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

Volume	7		|			Strategies	151	–	175			|			The Art & Science of Brainstorming		|		 by Robert Steele      (Copyright © 2010 SOS Reserve)	 �5

Strategy 171

Association of ideas
These three circles explain graphically what is happening in a brainstorm.

THREE SEPARATE MINDS, EACH WITH THEIR OWN THOUGHTS AND IDEAS

THREE MINDS SLIGHTLY OVERLAPPING IN A 
BUSINESS MEETING

THREE MINDS IN A BRAINSTORM OVERLAP 
NOT ONLY ONE MIND BUT ALL THREE.  IT IS 

FROM THIS OVERLAPPING THAT ADDITIONAL 
IDEAS ARE PRODUCED



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

Volume	7		|			Strategies	151	–	175			|			The Art & Science of Brainstorming		|		 by Robert Steele      (Copyright © 2010 SOS Reserve)	 ��

Strategy 172

Dr. osborn’s Rules for Brainstorming 
He just used nine items to break down a problem. As a leader or moderator, by 

suggesting these different items to a group you can shift the minds onto another 
plane and a new flow of ideas should develop.

SITUATION Can you put the situation to other uses?  (Like if it were a building, changing it to a 
condo-type unit or assisted living)

ADAPT What else is it like?

What other ideas does it suggest?

Modify

Magnify

Minify (subdivide)

Substitute

Rearrange

Reverse 

Combine

If you have 20 people in this brainstorm each of these items 
above will connote something different to each mind and 
will germinate a thought that is different than  anyone 
else’s.

Wrigley said, “When two people in business agree on ev-
erything, one of them is unnecessary!”

1.

2.

3.

4.

5.

6.

7.

8.

9.

Moderating a 
brainstorm is not 
like running a 
business meeting 
where you possibly
demand attention 
and/or control.  

It is more like 
playing a violin.  
You are trying to 
pull the best music 
or ideas out of the 
minds before you.  
Within those minds 
are ideas that you 
want to extract.  
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V. S.E.C. Education Foundation A.  S.E.C. Education Foundation News   

           
 

 

S.E.C. Education Foundation News 

  

John P. Brennan, S.E.C. 

2016 S.E.C. Education Foundation President 

 

 

The new year has started off well for the Society.  Bill Exeter did a nice job teaching his class on 

investing in real estate with a Self-Directed IRA, on Sunday before the Costa Mesa, California, 

S.E.C. meeting in January. 

 

The Broker Estate Building Class taught by Gary Vandenberg and John Brennan drew 

approximately 50 people on January 26th in Atlanta.  Attendees received 6 hours of CE credit. 

The class was held at the Atlanta Board of Realtors office.  Dana Barnes will be teaching his 

Owner Financing course on March 13th in Atlanta, prior to the S.E.C. meeting. 

 

The Society continues to benefit from strategically scheduling and holding our educational 

classes several months in advance of our national marketing meetings in or close to the cities 

where the marketing meetings will be held.  We continue to find new, quality individuals at these 

classes who often subsequently attend future S.E.C. meetings. 

 

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.   

 

http://www.secedfoundation.com/
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VI. Society News Briefs A.  S.E.C. Marketing Conference  

March 2016 

 

 
S.E.C. National Invitational Marketing Session 

Atlanta, Georgia 

March 13–16, 2016 

 

 

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

 

Marriott Atlanta Northwest 

200 Interstate North Parkway SE 

Atlanta, GA  30339 

 

Call (770) 952-7900 to make your reservation.  Make your hotel reservations early, as we only 

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

 

Visit www.marriott.com to learn about the hotel and www.atlanta.com to learn about the area.  

 

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

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

about the upcoming meeting. 

 

 

http://www.marriott.com/
http://www.atlanta.com/
http://www.secounselors.com/
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VI. Society News Briefs B. Owner Financing – The Paper 

Course  

 
“Owner Financing – The Paper Course” 

Atlanta, Georgia 

March 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 “Owner Financing – The Paper Course” 

from 9:00 a.m. to 5:00 p.m. on March 13th in Atlanta, Georgia.  

 

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

 

•  Introduction to Owner Financing 

•  Analyzing a Note for Investment 

•  Using Your Self-Directed IRA to Buy Paper 

•  Partial Purchases/Full Purchases 

•  Numerous Case Studies 

 

The course is approved for 6 hours of continuing education credit in Georgia.  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. 
 
 

 

http://www.secobserver.com/
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VI. Society News Briefs C.  S.E.C. Marketing Conference  

May 2016 

 

 
S.E.C. National Invitational Marketing Session 

Denver, Colorado 

May 15–18, 2016 

 

 

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

 

Denver Marriott City Center 

1701 California Street 

Denver, CO  80202 

 

Call (303) 297-1300 to make your reservation. Make your hotel reservations early, as we only 

have a limited number of rooms available. The cutoff date for reservations is April 29, 2016. 

 

Visit www.marriott.com to learn about the hotel and www.denver.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. 

 

 

http://www.marriott.com/
http://www.travelcostamesa.com/
http://www.secounselors.com/
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VI.  Society News Briefs D.  Darrell Leason Lifetime 

Achievement Award   

           

Real Estate Broker Still Going Strong at 86  

Longtime Wichita broker Darrell Leason to receive award 
He has worked in commercial real estate for nearly 60 years 

 
Darrell Leason of Darrell H. Leason Realtors will receive the Wichita State University Center for Real 
Estate and Kansas Certified Commercial Investment Members Lifetime Achievement Award. (Nov. 
25, 2015) Brian Corn The Wichita Eagle  
 
Darrell Leason of Darrell H. Leason Realtors will receive the Wichita State University Center for Real 
Estate and Kansas Certified Commercial Investment Members Lifetime Achievement Award. (Nov. 
25, 2015) Brian Corn The Wichita Eagle  

By Bryan Horwath 

By the time those lucky enough to reach their 86th birthday celebrate the feat, it would generally be 

expected they would be living at a slower pace. 

For longtime Wichita commercial and investment real estate broker Darrell Leason, however, 

slowing down isn’t part of the equation.  

“What I do has never been a job,” Leason said. “What I do is a hobby that makes me a pretty good 

living. 

“If I weren’t doing this, what would I be doing?” 
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At a luncheon on Dec. 10, Leason will become the 12th recipient of the Wichita State University 

Center for Real Estate and Kansas Certified Commercial Investment Members Lifetime Achievement 

Award, which will serve as a tribute to his nearly 60 years in the business.  

The event is scheduled to take place beginning at noon at WSU’s Marcus Welcome Center, with 

doors opening at 11 a.m. Cost is $50 for members of the commercial investment organization and 

$65 for nonmembers.  

Although Leason, 86, said he doesn’t yet know exactly what he will say during his address at the 

luncheon, he added that he feels humbled by the selection. 

“I was surprised,” Leason said. “Honestly, I didn’t feel very deserving, but I am honored.”  

After a five-year stint selling women’s shoes, Leason, a North High graduate, said he began working 

for Colby Sandlian in December 1958. Sandlian is another Wichita real estate icon and past Lifetime 

Achievement Award winner.  

Leason said he closed his first deal on a small lot on East Central – earning a $137 commission – 

shortly after he was hired, and he never looked back.  

“I had sold shoes with Colby at Baker’s Shoe Store in Wichita when he was going to East High and I 

was going to North High,” Leason said. “I was selling shoes down in Houston and Colby came down 

there and asked me why I was still selling shoes. He told me I should come back to Wichita and get 

into the real estate business with him. 

“I think I was with Colby for about 10 years before I pulled out and went into business on my own.” 

Rod Stewart, a longtime Wichita Realtor and past award winner, said Leason can always be counted 

on for solid real estate counsel.  

“He gives of himself and his vast store of experience to all who seek his help,” Stewart said. “Nobody 

in our brokerage community has as many ways to make a deal or solve a problem in negotiations.  

“He is a good man.” 

In addition to still going to work every day at his Darrell Leason Realtors office on South Broadway, 

Leason also regulary attends CCIM meetings and bimonthly Society of Exchange Counselors 

meetings, which occur at different locations throughout the U.S. The society bills itself as a “creative 

real estate marketing” organization that emphasizes real estate as a people business. 



 

 

 

 3 

“The big change that I’ve seen in my 57 years in the business is the advent of technology,” Leason 

said. “When I got in, we didn’t even have calculators. We had adding machines, but we never used 

them.  

“The Internet has really changed things, something that I have mixed feelings on. In the old days, 

you met with a person and you looked that person in the eye. You could pick up on body language 

and things like that.  

“Today, you go on the Internet and you talk to someone when you don’t even know what they look 

like. I still sit down with people and find out what their goals and needs are. It’s just a different way of 

doing business.” 

Leason said he encourages young people interested in getting into the commercial real estate 

business to focus on their education and find a mentor who has been successful in the business. 

He said he has no plans to retire.  

“The way I do it, this is retirement for me,” Leason said. “I don’t have to answer to anyone, and I can 

travel and do what I want to do. I think that’s a pretty good description of retirement.” 

The deadline to register for the luncheon is Dec. 4. To reserve a spot, call the Wichita Area 

Association of Realtors at 316-263-3167. 

Bryan Horwath: 316-269-6708, @bryan_horwath 

PAST LIFETIME ACHIEVEMENT AWARD WINNERS 

2014: Donald Slawson 

2013: Rod Stewart 

2012: David Burk  

2011: Herbert Krumsick 

2010: Stephen L. Clark 

2009: Nestor and Michael Weigand 

2008: Jack DeBoer 

2007: George Ablah 

tel:316-269-6708
https://twitter.com/bryan_horwath
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2006: Jack Hunt 

2005: Colby Sandlian 

 
Read more here: http://www.kansas.com/news/business/real-estate-
news/article46510435.html#storylink=cpy 
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VI.  Society News Briefs E.  Developer Buys Airline Land for 

Apartment   

           

Developer Buys Airline Land for 
Affordable Apartments  

By Timothy Boone 

tboone@theadvocate.com 

A Kentucky-based apartment developer has purchased 11.6 acres at Airline Highway and 
Evangeline Street to building a 192-unit affordable housing complex. 

LDG Development of Louisville, Kentucky, acquired the land in two separate purchases 
that were filed Monday with the East Baton Rouge Clerk of Court’s office. The price for 
the land was $745,000. 

Chris Dischinger, a co-principal with LDG, said work should start “immediately” on the 
complex, which will be called Port Royal Apartments. Leasing could start in fall 2016, 
with the complex opening in early 2017. 

This will be LDG’s third property in the Baton Rouge market. The company has the 192-
unit Mallard Crossing Apartments at 11320 Greenwell Springs Road and the 48-unit 
Wood Crest Apartments at 1682 North Lobdell. LDG also has the two Muses apartment 
complexes in New Orleans. 

“Baton Rouge is a great market for us,” Dischinger said. 

Copyright © 2015, Capital City Press LLC • 7290 Bluebonnet Blvd., Baton Rouge, LA 70810 • All Rights 
Reserved 
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VI.  Society News Briefs F.  Sperry Van Ness Offices Merge   

           
FOR IMMEDIATE RELEASE: 

Fort Worth Sperry Van Ness offices merge into Sperry Van Ness / Trinity Advisors 
 

FORT WORTH – November 10, 2015 – Commercial brokers Steve Fithian and James Blake 

have merged their Fort Worth Sperry Van Ness offices together into Sperry Van Ness / Trinity 

Advisors. 

             

The merger brings together Fithian’s Sperry Van Ness / Visions Commercial office and Blake’s 

Sperry Van Ness / Summit Commercial office. The newly merged office, located at 5601 Bridge 

Street, Ste. 504 in Fort Worth, provides commercial real estate brokerage, leasing, consulting and 

property management on all commercial property types.     

             

“James and I have been talking about merging our offices for awhile now,” Fithian said. “It just 

made sense from a financial and marketing perspective.”   

             

Fithian brings over 25 years of commercial real estate experience to the plate. His specialty 

primarily has been in multifamily, but lately, his focus has been on retail and office properties. 

He also organizes, manages, and acts as the general partner in real estate syndications. 

             

Blake has more than 30 years of commercial real estate experience. His primary focus is retail 

and industrial income producing properties. He also specializes in single tenant net lease retail 

and is working to put together a single tenant net lease team at Sperry Van Ness / Trinity 

Advisors to represent clients in the purchase / sell of these popular properties. 

             

“We both felt it was an excellent time to look at growing our companies,” Blake said. “I have 

known Steve for 20 years, and we both have been affiliated with Sperry Van Ness for over 10 

years. We are now the only Sperry Van Ness office in Fort Worth, and we are excited to 

capitalize on each other’s strengths to grow the business.”    

             

The company has a total of six advisors and eight employees. The advisors include: 

 

Steve Fithian, CCIM, CPM, SEC - Senior Advisor 
Fithian is a licensed broker in Texas and California, and is a Certified Public Accountant. In 

addition, to his ownership in Sperry Van Ness / Trinity Advisors, he owns Visions Realty & 

Investments, a residential investment sales firm, and Frontline Property Management, a 

residential property management firm. Fithian holds the Certified Commercial Investment 

Member (CCIM) designation and was named a counselor to the Society of Exchange Counselors 

in 2011. In addition, he is a member and former chairman of the Society of Commercial Realtors 

in Fort Worth and received the Charles D. Tandy Commercial Realtor of the Year Award in 
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2008, which is presented by the Society of Commercial Realtors. In 2002, he was awarded the 

William C. Jennings Award for Commercial Transaction of the Year in Texas by the Texas 

Association of Realtors. Fithian also has received several sales awards from Sperry Van Ness 

including Partner's Circle in 2005, 2006 and 2014. He is a graduate of Claremont McKenna 

College. 

 

James Blake, CCIM – Senior Advisor 
Blake began his commercial real estate career in 1985 and worked for several Fort Worth real 

estate firms before forming his own company in 2005. He holds the CCIM designation and has 

served as chairman of the Society of Commercial Realtors. In 2013, he received the Charles D. 

Tandy Commercial Realtor of the Year Award, presented by the Society of Commercial 

Realtors. Blake is a graduate of Texas Tech University. 

 

Clint Montgomery, CPM, RPA – Management & Leasing 
Montgomery brings more than 29 years of industry experience in property management to the 

team. He holds the Certified Property Manager (CPM) and Real Property Administrator (RPA) 

designations and has served as the president of the Fort Worth Chapter of the Institute of Real 

Estate Management. Montgomery earned a Master of Business Administration in Finance and 

Real Estate from the University of Texas at Arlington. 

 

Carl Brown, CCIM, RPA, FMA – Management & Leasing 
Brown has been in the industry since 2007, and he holds a Certified Commercial Investment 

Member designation, Real Property Administrator designation, and Facilities Management 

Administration designation. He is a member of the Society of Commercial Realtors. In 1989, he 

earned an accounting degree from Oklahoma Christian College. 

 

Jeff Watson – Leasing Advisor   
With over three years experience in the real estate industry, Watson has developed a passion for 

retail leasing. Before his position at Sperry Van Ness / Trinity Advisors, he worked in the leasing 

department at RadioShack. He has a bachelor's degree from the University of Arkansas.   

 

Robin Francis-Baker, MBA – Advisor 
Francis-Baker is new to the real estate industry, having been in the business for a little over a 

year. She has a Master of Business Administration and a Bachelor of Business Administration 

Magna Cum Laude from the University of Texas at Arlington. She is actively involved in CREW 

(Commercial Real Estate Women) Fort Worth. Prior to starting her career in commercial real 

estate, Robin worked in finance / accounting. 

             

The staff at Sperry Van Ness / Trinity Advisors include: 

 

Rebekah Moore – Office Manager / Marketing Director 

Jean McCorvy – Commercial Manager 

Rickey Wilson, CPA – Accounting Manager 
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Erika Chambers – Accounts Payable 

Ariel Horn – Accounts Receivable 

Christy Monteith – Accounting 

Linda Sartin – Accounting 

Rachel Cummins – Receptionist 

             

“We have a talented team of advisors and staff, who bring a wealth of expertise, knowledge and 

synergy to the company,” Fithian said. “I’m excited to see what the future holds.” 

             

Sperry Van Ness / Trinity Advisors is a full-service real estate investment and management 

company in Fort Worth, specializing in brokerage, leasing, consulting and property management 

throughout the Dallas / Fort Worth area. For more information, visit http://svntrinity.com. 

 

 

https://contactmonkey.com/api/v1/tracker?cm_session=a1034c87-1349-4f82-b036-1d0d259d696a&cm_type=link&cm_link=d46c8e64-a609-40e5-9552-42b4dd05fe82&cm_destination=http://svntrinity.com
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VII. In the Spotlight A.  Jim Brondino – Legend Award 

Recipient 
 

Jim Brondino, S.E.C., CCIM 

Editor’s Note:  This speech was given by Ted Blank on January 19th during the S.E.C. annual 

awards and installation banquet, when Jim was named as a recipient of the Legends Award. 

When you think of Legend what does it mean to you? The dictionary defines a legend as: 

A story from the past that is believed to be true, but cannot be proven, like Zorro or the Loch 

Ness Monster. Tonight’s Legend can be proven TRUE! 

Legend: “An important person known for doing something extremely well.” An obvious choice 

tonight. 

Legend: “A guide or key, as a legend to a map.” Tonight’s recipient is a guide/mentor to many of 

us and shows us a key to success. 

I asked a couple of members to say what Legend means to them. 

Steve England: A Legend is a person who leaves footprints that future members should follow 

and emulate! 

Ron Bowden: An individual who leaves a lifelong memory. 

When we think of Legends in the S.E.C. what names come to mind? Reno, Weaver, Ringsdorf, 

Chatham, Hunt, and others. 

The living Legends who are with us this evening are Madge Davis, Bob Steele, and Chet Allen.  

Tonight we add another equally worth name to the list: Jim Brondino. 

Jim was born in California the same year that Bing Crosby sang White Christmas.  We had just 

entered WW2; a house cost $3,800 and a car cost $900.  

Jim graduated as the president of his high school student body.  He was also an athlete and a 

scholar. He received a full athletic scholarship from a Redlands College. He graduated with a 

bachelor’s degree in history in 1964. He continued his education and received his master’s 

degree in education in 1965. After receiving his master’s, he taught at two Southern California 
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high schools, Riversides and Whittier. He taught school for about five years after his graduation. 

He was inducted into the Hall of Fame at University of Redlands in 1986. 

In the early 1970s, Jim found Richard Reno and Chuck Chatham. He attended their seminars and 

learned the importance of counseling his real estate clients. His strength, specialty, and passion 

became counseling. He found that counseling helped him serve his clients best. Through proper 

counseling, he was able to find out his clients’ true motivation for entering into their real estate 

transactions. Counseling is still his passion today. 

Jim was introduced to the Society of Exchange Counselors by Tom Peterson and became a 

member in 1985. 

After Dick Reno died, Jim taught with Bruce Howey and Jim Howard, both S.E.C.s. He taught 

the National Exchange Counselor’s class that met Mandatory Continuing Education 

requirements. He later took the CCIM classes and received that designation. 

He served as Conference Director of Real Estate EXPO, the largest real estate educational and 

marketing event in the United States.   

Jim has earned many honors in the Society of Exchange Counselors:  

Clifford P Weaver Award – 1990, 2000, and 2006 

Jack Hunt Excellence in Education Award – 2008 

Yvonne Nash Award – 2005 

Counselor of the Year – 1996 

Lifetime Membership – 2015 

Jim has served the Society of Exchange Counselors in many ways, including: 

 

S.E.C. President – 2005 

President of the S.E.C. Education Foundation – 2006 

Board of Governors – multiple years 

Meeting Manager – too numerous to mention 

Teacher – Exchange Marketing, Moderator Training, Counseling for Action 

Sharon Throop has been Jim’s office manager for over 40 years.  

Jim says the most important time in his life was the birth of his children. 

Jim has two adult children, Darin Brondino and Corinne West. Darin is now married with three 

children and living in Vermont.  Darin flew across the country to be with us this evening. 
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Corinne is a vocal artist and performs her Americana music in all parts of the world. Corrine has 

entertained the S.E.C. group previously, but has a commitment this evening on the east coast. 

Jim no longer travels on the speaker and education circuit, but he assists others with his guidance 

and materials to carry on his passion.  Jim’s unselfish attitude, his teaching abilities, his 

professional leadership, and, particularly, his passion for counseling are traits we all can aspire to 

attain. 
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VII. In the Spotlight B.  Life Member Award Recipients 
 

Life Member Award Recipients 

The Society periodically awards honorary Life Membership to members who have consistently 

contributed to the success of the Society, members who have a history of serving as volunteers, 

on committees, in leadership, and as ambassadors who represent the best of the organization.  

The following members were awarded Life Membership status during our annual awards and 

installation banquet in Costa Mesa, California, in January.  Congratulations! 

Jim Brondino, S.E.C. – Jim was profiled extensively in the previous article in recognition of his 

Legend Award.  Jim became a member of the Society in 1987; served on the Executive 

Committee in 1989 and again in 2004; was president of the Society in 2005; was the Counselor 

of the Year in 1996; received the Cliff Weaver Award in 1990, 2000, and 2006; and was the 

Yvonne Nasch Award recipient in 2008.   

Richard P. Clark, S.E.C. – Rick became a member in 1979 and served on the Board of 

Governors and in many other capacities over the years.  Rick was president in 1986 and 1987 

(excluding Richard Reno, there have only been two other members who were elected and served 

for more than one year as president), and he was the Counselor of the Year in 1988. 

William W. Warr, S.E.C. – Bill became a member of the Society in 1979 and he served as 

Secretary/Treasurer from 1986 to 1993.  Bill served as the Chairperson of the Ethics Committee 

for multiple years, the Chairperson of the Bylaws Committee, and a member of the Board of 

Governors.  Bill was the Counselor of the Year in 1993.  

Paul F. Winger, S.E.C. – Paul became a member of the Society in 1984.  He served on the 

Executive Committee from 1994 to 1997, was president in 1998, and served as a member of the 

Board of Governors for multiple three-year terms.  Paul was the Counselor of the Year in 1997, 

and he received the Cliff Weaver Award in 1991 and 2004. 
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VII. In the Spotlight C.  Annual S.E.C. Award Recipients 

 

Congratulations to our 2015 Award Recipients! 
 

2015 Counselor of the Year – Stephen R. England 

The Counselor of the Year Award is given to the Member who has contributed the most to the 

wellbeing of the Society throughout the year and who has: 

1. A productive record of ethical business practices.  

2. A record of exemplifying our motto – “Service, Experience, and Counsel.”  

3. A record of continued service to the Society.  

4. An image that reflects the best interests of the Society of Exchange Counselors.  

5. A demonstration of doing homework, counseling, and follow-through in business transactions.  

 

 

2015 Yvonne Nasch Award – Lance Moore (third-time recipient) 

The Yvonne Nasch Memorial Award is given in honor of Yvonne Nasch, one of the Society’s 

most creative members.  The award is given to the Counselor who has closed the most 

transactions during the year with fellow Counselors and/or Candidates.  The award is not 

contingent on the dollar volume of the award; it is specifically designed to recognize the 

Counselor with the largest number of transactions.  

 

 

2015 Cliff Weaver Award – Ted J. Blank, Ronald J. Bowden, and Larry S. Browning 

The Clifford P. Weaver Award is presented to the Counselor or Counselors (if more than one is 

involved in the winning transaction) who put together the most creative transaction of the year. 

This award, in honor of one of the most creative Counselors of all time, is given in order to 

publicize the creativity of our membership.  

 

 

Jack Hunt Excellence in Education Award – Charles E. Sutherland 
The S.E.C. Education Foundation established the Jack Hunt Award in December 2002 to honor 

Jack for his dedication to creative real estate education.  Any candidate for the EDF Jack 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 their normal volunteer duties as a Society member and 

deserves special recognition for their specific contributions to S.E.C. education; and the actions 

of a candidate have succeeded in advancing the education mission of the Society and its 

Foundation.  
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