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Welcome to the Spring 2019 issue of the S.E.C. Observer. In this issue, Lance Warner,
S.E.C., 2019 President of the Society, expresses his optimism for the coming year.
Ted J. Blank, S.E.C., CCIM, shares 35 years of experience, successes, and failures after
attending hundreds of real estate marketing events. The 2018 S.E.C. Awards are defined and
announced in Society Columns. Mark A. Johnson, S.E.C., CCIM, asks if your real estate
world would be a success without a process or formula. Bob Steele, S.E.C., presents his
baseball strategy and how it applies to real estate negotiations. And Brandon Sanders,
S.E.C., CCIM, 2019 President of the S.E.C. Education Foundation, gives us an update on the
Foundation’s activities.
The Society News Briefs section includes information about our upcoming meetings in Salt
Lake City, Utah, and Charlotte, North Carolina, as well as information about “Seven Deadly
Sins,” a terrific course that will be presented by Ted Blank in Salt Lake City.
The interesting life and career of Alex Ruggieri, S.E.C, CCIM, is featured In the Spotlight.
In the History Files, Clifford Weaver explains what he would do if he only had one listing,
and Richard Reno provides the many uses for land in real estate transactions.
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

A. President’s Message

I. President’s Message
Lance Warner, S.E.C.
2019 President

As I compose this on my flight from our meeting in chilly Houston to the balmy Great Lakes
Region (7 degrees, with 18 inches of snow and 4-foot drifts), I am heartened by the comradery,
support, and fellowship I received from old friends at our recent S.E.C. Marketing Conference. I
feel very optimistic about the coming year because of the enthusiasm of the many younger
members, candidates, and guests who attend our meetings.
I am blessed with very strong S.E.C. Committee Chairs this year. I intend to stay out of the way
and let them do their thing. That said, there is almost always room for positive change. The
Society has evolved over 58 years, and we are constantly trying to refine and improve our
organization and our meetings.
One of my goals this year is to expand our footprint into areas where we have few—or no—
members. Bringing guests to our meetings from areas that are currently underrepresented has the
benefit of potentially increasing the inventory of real estate opportunities presented—and it also
adds to the brainpower in the room.
With the help of our national sponsor, Chicago Title, we will be trying to identify local real
estate organizations and individuals with whom we can partner to present one or more of our
Education Foundation’s offerings. Please don’t hesitate to contact me if you have any
suggestions in this area. Exchange Authority, our other national sponsor, provides support
during and between our meetings with 1031 information and services. We appreciate both of our
sponsors!
I would be remiss if I did not express my appreciation for the solid foundation that Brandon
Sanders (and all the others before him) left me to build upon. I feel like the captain of a huge
aircraft carrier that is able to steer with just a slight movement of a small joystick. I look forward
to this year, serving as the 2019 President.
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II. Feature Article

A. Seven Deadly Sins in Equity
Marketing
The Seven Deadly Sins in Equity Marketing
Ted J. Blank, S.E.C., CCIM

This course comes from compiling 35 years of experience, successes, and failures; attending
hundreds of real estate marketing events; observing others; and gathering input from fellow
brokers. My definition of Equity Marketing is where a broker tries to accomplish his or her
client’s goals, using all the skill and talents the broker possesses, to move the client to a more
beneficial position in his or her asset portfolio. This may include a multiple of the following:
cash sale, owner carry financing, creation of notes, exchange for any other asset (1031 or not),
gifting, JV, partnering, and developing, along with several other equity marketing formulas you
may know.
However, all of the above are only possible if the broker has developed a good relationship with
and has an understanding of the client, utilizing the different skill sets referenced earlier. At the
March SEC meeting in Utah, I will be leading a discussion on seven mistakes I see brokers
continually making. You may have others that aren’t on my list and, if so, I hope you will
contribute, making for a livelier, interactive discussion.
But today, I want to briefly mention one of the Seven Deadly Sins several of us have made more
than once:
Working with unknowledgeable or inflexible brokers.
I have found that clients are far more receptive to equity/creative marketing than many brokers.
Many “For Sale Only” brokers may not comprehend equity marketing until they own real estate.
I believe that there is very little chance for their increased understanding if they don’t own real
estate or walk in the shoes of those they represent. Working with knowledgeable brokers gives
the equity broker a much better chance for success. “For Sale Only” brokers tend to have a
closed mind to simultaneous exchanging or creative ideas—and thus waste your time—unless it
is a cash sale transaction, making them exactly the right broker to work with. These brokers
appear to be thinking for their clients, primarily because they don’t understand, and therefore
they don’t present the benefits you may have crafted. In doing so, they do a disservice to their
clients. Often, it has nothing to do with the benefits for the client but rather their understanding
of the benefit for themselves, the big question: “How do I get paid?”
However, we must always remind ourselves that 90% or more of all RE deals are done the oldfashioned way: cash for deed. Many successful brokers have only known this avenue and will
choose to proceed on this path, and many are very successful in that effort. We are never going
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to, nor should we try to, change how the majority of the real estate market/brokers function. We
have all been the beneficiary of a normal cash transaction. As equity brokers, we can be equally
as guilty of trying to provide a creative solution to a property because it is our way, and the
market or the property type is a highly sought-after, cashable asset. In that case, we should be
careful in presenting any creative solution because that can easily be a waste of our time as well.
If the majority of the successful “For Sale Only” brokers also understood what you know, you
might need to change careers. The large shops have a huge marketing advantage over my small,
low-budget company; however, the unique skill set that we have allows us to compete quite well,
especially in soft or down markets.
Many equity marketing deals come together when there is not enough cash to purchase, not
enough cash to finance, or not enough cash to lease. Then what do the “For Sale Only” brokers
do? They typically lower the price, telling their client that the market will determine the value,
potentially giving away the client’s equity. We equity brokers need to get creative to protect the
client’s equity.
Always keep your antenna up for a good cash broker who is open-minded and willing to explore
the concepts of equity marketing. That is probably where you came from. No one is born an
exchange/equity broker. We develop these skills over time with education, marketing, and
mentoring. Pay it forward, be an educator and mentor to those “For Sale Only” brokers you
know who are open-minded, and reproduce another equity broker into the equity marketing
arena.
Lastly, we need to be cautious of the fringe players, particularly where there is a possible
integrity issue. Our creative, fast-paced, humorous style sometimes attracts bad actors. We must
monitor the quality of those we choose to work with.
I hope to see you in Salt Lake City on March 17, 2019.

Ted J. Blank SEC, CCIM, EMS
Blank1031@gmail.com
303-748-9998
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III. Society Columns

A. 2018 Awards

2018 S.E.C. Awards
S.E.C. Observer Editor
The Society Awards & Installation Banquet was held in Houston on January 22, 2019. The 2019
Executive Committee Officers were sworn in: Brandon Sanders, President; Steve Fithian, 1st
Vice President; Joseph Crowley, 2nd Vice President; and Bryan Neal, Secretary/Treasurer.
Congratulations to the 2019 Executive Committee!
One of the highlights of the banquet is always the awards ceremony, and the Counselor of the
Year Award is our highest honor. The Society named some of our annual awards that recognize
transactional excellence in memory of past members.
The Counselor of the Year award recipient for 2018 was Paul M. Winger. Congratulations,
Paul! The COY is elected by the majority of their peers for demonstrating our motto, Service,
Experience, and Counsel, and for having a record of continued service to the Society, which
definitely describes Paul. And as a side note, he follows in the footsteps of his dad, Paul F.
Winger, who was the recipient in 1997.
The Yvonne Nasch Award recipient for 2018 was Ronald J. Bowden—for the fifth time!
Congratulations, Ron! 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 takeoff from O’Hare
International Airport in Chicago, where she had attended an S.E.C. meeting. 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, and it is in memory of her prolific career. 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 excelled in her private practice as a developer,
Exchangor, investor, and speaker.
The Weaver Award recipient for 2018 was Roy Moore—for the fourth time!
Congratulations, Roy! Cliff Weaver, S.E.C., 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 wrote prolifically for the Reno Real
Estate News Observer, and the articles he wrote 35 years ago are just as relevant today. His
creativity and problem-solving skills were admired by all. In recognition of his outstanding
contribution to the real estate investment and exchange profession during an all-too-short life, an
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Annual Memorial Award was set up for Clifford Paul Weaver. The first trophy was awarded at
the April 1976 conference at Las Vegas.
The Jack Hunt Excellence in Education Award recipient for 2018 was Gary Vandenberg.
Congratulations, Gary! 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 their 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. 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.
Gary certainly meets the standards required!
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IV Formulas & Strategies

A. Would Your RE World be a
Success?

Would Your Real Estate World be a Success without a Process or a Formula?
Mark A. Johnson, S.E.C., CCIM
We often do not think about the formulas of life or what it takes to succeed in today’s real estate
market. When you woke up this morning, what was the first thing you did? Make or get a cup of
coffee to jump-start your day? Without fail, most people have a routine or a set of steps they
follow every day. You wake up, get coffee, shower, dress, and make it to work by a specific
time. Is that a process or a formula? Think about it—would you start your day without any one
of those steps? If one step was missing, would you have a successful day? You could still have
an enjoyable day, but it probably would seem all out of sorts and, at the end of the day, you
would be extremely happy to see the day end. Tomorrow is a new day.
If you buy investment real estate for your own account, when was the last time you asked
yourself, “What formula do I use the most? Which formula has worked best for me over the
years, and why?” Perhaps you are one of the lucky few who can pay cash for everything. Did
that really provide you the best set of benefits for every purchase? Is the greatest formula of all;
PAY CASH? Do you still have worries or concerns when paying cash? Most of us cannot pay
cash for every deal, and in most cases the transaction has a twist or two that require additional
thoughts and actions. What if it has negative cash flow? What if it has vacancy? What if the
seller is older and wants to reduce the tax burden? What if you do not have any cash, but it is a
great buy? Ultimately, there is a formula for every situation, for every motivation, for every
Seller and for every Buyer.
Consider what happened to me last week. The following opportunity was brought back into my
sights. Here are the facts for an office building we will call 209.
Address:

209 Brownsville, TX

Size:

4,765 SF

Suites:

2 – 1 @ 2,965 SF and 1 @ 1,600 SF (includes a 500 SF garage)

Location:

B+

Condition:

Good – $15K in deferred – 100% finished

1

Building Occ: 0%
Market Occ: 90%
Parking:

20+/-

Market Rent: $1.00 $1.25 NNN
NNN Costs:

$21,000 or $0.37 P/SF

Debt:

$500,000 Blanket Mortgage for two office buildings of similar size and condition

Listing:

Building has been listed for almost three years at $425,000, reduced to $350,000,
and now the owner has motivation and says please sell!!!

Offers:

My previous offer of $275,000 was rejected 2.5+ years ago

Owner:

A real estate Broker who lives 30 miles away and is wanting to retire;
approximate age, 70 years old

Now that you know what I know, how do you buy this property? Would you buy this property?
What formula(s) would you use to buy this property?
Please send your ideas or thoughts regarding this transaction or about your favorite formula to
mark@borderpropertiesinc.com, or call me at 956.266.9121 to give me your ideas. With your
permission, I will write another article explaining if and/or how we purchased this building and
what the Seller accepted. I will identify the formulas used and why each formula was used.
Thank you for your participation!
Mark A. Johnson
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300 Strategies for making Real Estate & Business Deals		

Outside the Box & Outside the Country

Strategy 55

Baseball Formula
You can’t get back a called strike.
BASEBALL
SITUATION

When an umpire makes a really bad mistake and calls an obvious ball a strike, it is absolutely
futile for the batter to argue. To date, an umpire has never reversed his call but he is a human
being and often knows he makes the error, but posture precludes him from correcting it.
If you, the batter, start berating the umpire, he is not only embarrassed but forced to defend
his position, and he is not happy with you.
The way to handle it is to say something like the following without ever looking at the umpire:
“George, you really really missed one that time. You owe me one.” You are not arguing for
the strike that has already passed you, you are negotiating for the next close call to go in your
favor.

REAL ESTATE
SITUATION

If you are negotiating and you run into a deal breaker or a point that the other side is adamant
about and you are going to lose the negotiated point no matter what, then move on past
it—but make your point to the people on the other side that, “they owe you one,” and then
someplace down the line, when you have a point you really want, remind them.

Volume 3 | Strategies 51 – 75 | 25 Formulas & Strategies: Creative Real Estate, Level 3 | by Robert W. Steele (© 2013-14 SOS Reserve)
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V. S.E.C. Education Foundation

A. S.E.C. Education Foundation News

S.E.C. Education Foundation News
Brandon Sanders, S.E.C.
2019 S.E.C. Education Foundation President

Spring is approaching, and the S.E.C. Education Foundation is working to provide our members,
candidates, and guests with interesting and timely education for 2019.
Dana Barnes taught “The Paper Course” in Houston, and the 55 attendees left the course with a
new tool to help them in their real estate and personal lives.
Ted Blank, S.E.C., CCIM, will present “Seven Deadly Sins” on March 17, 2019, in Salt Lake
City, Utah. This is an advanced course for equity marketing attendees that Ted designed to
increase productivity before, during, and after marketing session.
We are in the process of confirming additional courses for this year, and they will be posted soon
on the S.E.C. Observer.
We are working to schedule education courses in regions where we will host S.E.C. meetings
next year. Our goal is to have an education session locally several months prior to our meetings
to expand our presence and to identify local people who may be potential guests.
The S.E.C. Regional Directors are available to help you bring education and marketing to your
region. Contact the S.E.C. Office if you are interested in exploring the possibility of hosting a
class or marketing session.
We look forward to expanding our reach to new marketing groups, professional organizations,
and individuals who are interested in bringing the best creative real estate education to their
regions.
Please visit our website, www.secedfoundation.com, to learn more about the courses and
programs we sponsor.
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VI. Society News Briefs

A. March Marketing Conference

S.E.C. National Invitational Marketing Session
Salt Lake City, Utah
March 17–20, 2019

The S.E.C. National Invitational Marketing Session will be held at:
Marriott Salt Lake Downtown City Creek
75 South West Temple
Salt Lake City, UT 84101
Call (801) 531-0800 to make your reservation. Make your hotel reservations early, as we have a
limited number of rooms available. The cutoff date for reservations is February 22, 2019.
Visit Marriott Salt Lake for hotel information, and visit Salt Lake City Information to learn about
the area.
Visit www.secounselors.com and click on the Society Marketing Meetings menu tab for more
information. Please contact the S.E.C. office (sec@secounselors.com) if you have any questions
about the upcoming meeting.
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VI. Society News Briefs

D. Seven Deadly Sins
Seven Deadly Sins
Salt Lake City, Utah
Sunday, March 17, 2019

The S.E.C. Education Foundation and the Society of Exchange Counselors are pleased to
announce that Ted J. Blank, S.E.C., CCIM, will present “Seven Deadly Sins” in Salt Lake City,
Utah, from 9:00 a.m. to 4:00 p.m. on March 17, 2019.
This is an advanced course structured for those who are already in the Exchange/Equity
marketplace. Having attended 1,500 local, state, and national real estate marketing meetings
over 30 years, I see brokers continually making the same mistakes/sins year after year. In this
course we will examine seven of the most common challenges to successful Equity Marketing
that are found in the brokers, the clients, the properties, and the marketplace. Actual examples
will be used to demonstrate how we can modify our techniques to increase our productivity in
the future.
Attendees do not have to be licensed or invited to attend; it is open to everyone, and you may
register online at www.secounselors.com by accessing the Education Only link on the homepage.
Mark your calendars now! Please visit the S.E.C. Observer at www.secobserver.com and click
the Upcoming Events menu tab to access the calendar of events and view a brochure for the
course.
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VI. Society News Briefs

C. March Marketing Conference

S.E.C. National Invitational Marketing Session
Charlotte, North Carolina
May 19–22, 2019

The S.E.C. National Invitational Marketing Session will be held at:
Marriott Fairfield Inn & Suites
201 S. McDowell Street
Charlotte, NC 28204
Call (704) 372-7550 to make your reservation. Make your hotel reservations early, as we have a
limited number of rooms available. The cutoff date for reservations is April 26, 2019.
Visit Marriott Fairfield Inn for hotel information, and visit https://www.charlottesgotalot.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.
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VII. In the Spotlight

A. Alex Ruggieri

Alex Ruggieri is a senior advisor for SVN-Ramshaw Real Estate.
Area of Focus: Investment property sales
Years in Real Estate: Over 40
Transaction Volume: Over $500 million
Professional Designations: S.E.C., CRE, CCIM, CIPS and FIABCI,
NCE
Formal Education: MBA from the University of Illinois
Residence: Tuscola, Illinois

Alex has been with his wife, Sylvia, for almost 50 years. In Alex’s words, they started “going
steady” in high school. Alex has 5 children and 14 grandchildren.
Family:
Alex has 4 sons and 1 daughter.
His daughter, America, and her husband live in Africa.
Raphael is a surgeon.
Noah is in business with Alex and attends S.E.C. meetings.
Adam manages and runs a local print shop.
Alex (his son), is an attorney. He is also in the Illinois National Guard, served in Afghanistan,
and earned the Bronze Star.
All of Alex’s boys were Boy Scouts, and three achieved Eagle Scout.
He has instilled in his children to “follow their bliss.”
Alex is especially happy that his 4 sons and 11 of his grandchildren live within 25 minutes of
him.
Interesting facts about Alex:
- At the end of his senior year in high school, Alex managed a touring rock and roll band
and was a true “roadie.”
- Alex, along with his son Noah, recently published the book The Executive’s Guide to
Buying Commercial Property: How to Avoid Common Pitfalls When Buying a Building.
- Alex hosted a TV show interviewing local business executives for five years.
- Alex still hosts a local radio show and podcast that reaches 30 counties with the same
focus of his TV show.
- Areas of concern to Alex: the national acceptance of people attacking and belittling each
other versus working and coming together as a nation.
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-

He attends the MIPIM international conference in France each year to build international
real estate relationships.
For fun, Alex enjoys writing poetry. He posts a poem each Saturday on Facebook.
Alex plays guitar and writes songs.
Alex frequently contributes to Illinois Realtor magazine with his own column,
“Commercial Corner.”
He has authored commercial real estate articles for regional and national real estate trade
publications, including Units magazine, Mid-West Real Estate News, Heartland Real
Estate Business, and Illinois Realtor magazine.

Professional Awards:
- Appointed to the International Foundation for the National Association of Realtors IHC
Global
- State of Illinois Chairman of the Global Business Council
- Realtor of the Year
- Sperry Van Ness Partnership Circle Award. Out of 1,600 agents, Alex has consistently
been in the top 20 in sales. This is the sixth time he has won Partnership Circle, even
though he is from a small Midwest town.
What would today’s Alex say to his 20-year-old self?
Be more determined and believe in yourself.
Alex’s greatest focuses in his life:
His wife.
His family.
His church, the Church of Jesus Christ of Latter-Day Saints (LDS).
Alex swims most days to start his day.
Alex’s unique path to the LDS as his path of faith:
Alex was born and raised Catholic. When he was 19, he was reading a lot about different
religions. Alex was, and remains, always curious and learning focused. Alex studied many of the
world’s major religions and read many religious texts, including studies of Islam, Hinduism, and
Daoism. He also took a course on “Cosmic Consciousness” by Dr. Richard Maurice Bucke and
studied the Jehovah’s Witnesses and more. Eventually, he began visiting with Mormons, and that
began his path at age 19 to his faith in the Mormon Church.
What advice do you give to someone who wants to start a real estate career?
How you treat people and your network is everything. Get out and meet people. Don’t stay in the
office. Go to Chamber meetings, go to after-hours meetings. Let people start seeing you. Have a
long-term focus, and don’t quit.
Why did Alex get started in the S.E.C.?
Alex wanted to broaden his network nationally, beyond his local area. He realized he was
spending between $15,000–20,000 on national meetings, including the S.E.C. The first and
second year, he didn’t make any money. At the end of his tenth year, Alex sat down and added
up all his transactions. He stopped counting at $1,000,000—a tremendous return on his money.
He has been coming to S.E.C. meetings for over 10 years. What matters most to him about the
S.E.C. is the people. It is family to him.
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Greatest Challenges:
When Alex was 29 years old, in the late 1980s, he had a bad partner. Alex and Sylvia had to start
all over again. Regardless, Sylvia was always supportive, the children always had what they
needed, and everyone always ate. Even in the worse years, he made a good living.

The day Alex jumped eight lanes of traffic, breaking both of his wrists:
When he was in high school, his then-sweetheart Sylvia’s grandfather died. Sylvia’s whole
family, along with Alex, drove from Illinois to Arizona to attend his funeral. At the time, Alex
was interested in geology and planned on collecting rocks while in Arizona.
Alex saw a cliffside that looked like it had a streak of copper in it. Being a teenager, the logical
thing to do was to run across eight lanes of a divided highway to get over to the cliff side to
gather rocks for his collection.
Alex made it halfway across when he came to the dividing barrier. It was tall enough that he
couldn’t see what was on the other side, and Alex assumed it was merely a divider for the eight
lanes of traffic. He decided to jump the concrete embankment. Midway through his jump is when
reality took over: Alex looked down, and, as if he was in a slow-motion movie, he realized the
embankment was to protect vehicles from the 15’ foot vertical drop into a spillway.
Alex remembers turning around mid-air and “feeling like one of those Bugs Bunny or Road
Runner cartoons” as he fell—straight down. His wrists took the brunt of the fall, and they both
broke. His doctor told him how lucky he was: if his wrists had not taken the impact, he would
have broken his back.
Sylvia saw the whole event, as did her brother. Sylvia’s brother had been in the Navy and was
run over by an airplane while serving on the Midway. He had just gotten out of the hospital and
was on metal leg braces. With braces on, he came down to help Alex climb out. The combination
of Alex crawling up on his elbows with his shattered wrists and his future brother-in-law pushing
while wearing metal leg braces got Alex out the ditch and eventually to care. Sylvia stayed calm
the entire time—and, to this day, Alex still admires this feature of his wife.
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VIII. S.E.C. History Files

A. If I Only Had One Listing
“If I Only Had One Listing”
Cliff Weaver, S.E.C., CCIM

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

I would make sure it was a winner: If I had only one listing, I certainly would not have any excuse for not having all the homework, research and data pertaining to the listing and the area
where the listing is located.
THE 80% AND 20% RULE
It is a fact, 80% of the work in converting a listing to a closed transaction is in the area of
counseling. However, more transactions are lost due to a lack of facts than any other single
factor. Thus, it does not take any assumption to recognize the importance of doing the homework
on a listing.
Attorney Malcolm Misuraca said, “Most court cases are not won due to the fact one attorney is
more clever than the other, but court cases are won because one attorney has superior knowledge
of the facts in the case.”
“In Real Estate,” said San Luis Obispo Realtor, Bill Broadbent, “a listing worth accepting is a
listing worth doing the homework on.”
WHY FLY ON ONE WING?
Why is it important to do the very best work in the research on a listing? The answer to this question is simple but carries a high level responsibility for the listing agent; it gives the client facts
to base a responsible decision on rather than a hunch.
It is not the purpose of this article to detail the homework required in various listings. The intent
of this report is to detail what would be done to market the listing if the Broker had completed
the preliminary counseling and actually done a responsible job in securing the necessary
homework prior to entering the marketplace.
CREATIVE MARKETING
The following, not necessarily in order, are offered as a suggestion:
l. The listing agent should take an hour of uninterrupted time to establish a marketing plan. This
plan would be written and detail what work the agent should do to best market the listing.
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2. Each person in your office should be personally informed about the listing, the owner’s
objectives, and the type of terms the owner would accept. This will allow those within your own
office to have the benefit of knowing the total details on what your SELLER is attempting to
accomplish in the sale. This will also allow those within your office a better chance to FIELD
calls from “Ads” or “Sign Calls.”
NOTE: The objective is to make sure your sales associates are very familiar with your client’s
objectives as well as the comprehensive facts gathered on the property.
3. Should the owners adjoining your listing be contacted? YES! And, contrary to a lot of
opinions, so should owners within a reasonable radius of the subject property. Of course, you
will not only have the benefit of a chance at a “one on one” sale, but also you'll have the benefit
of the input of facts gathered from the neighbors. This input might give you the extra edge of
superior facts when dealing with the ultimate client. A side benefit is the fact you are again
“eyeball to eyeball” with other buyers and sellers of real estate.
4. The listing agent should contact at least ten brokers who specialize in selling listings of the
same type as you have listed. Don't just mail the data to these agents. Personal contact with these
specialists will allow you a greater chance to have these specialists work on your listing. Again,
their comments, ideas and suggestions will benefit you on the marketing of the listing.
5. A trip to the title company or abstract company will give you a list of recent comps. Don't
stop there: comps are important as far as justifying your listed price. However, perhaps more
importantly, the names of the BUYERS and SELLERS don't have to be sold on the area as they
have already expressed an interest in the area via equity ownership. Again, if you want to lose,
mail the data to these clients. However, if you want to be a winner, it's “eyeball to eyeball.”
Again the listing will have the benefit of data input from those who have owned or own property
in the area of the listing.
6. It is now time to compile a list of the type of buyers who would be interested in the listing.
Do not, at this point, list the names of BUYERS but attempt to list the types of BUYERS (i.e.: if
you had a parcel of land, list builder, developer, corporate investor, land broker, R.E.I.T.
institutional lender, etc.).
After you have completed the list of types of owners, list all of the names of people or
corporations under each category (i.e., with the same land example: Builders – ABC Construction; XYZ Development Company; The MNO Trust; John Caldwell, A.I.A.; Fred Bigwig,
Land Engineer; Norm Pencil, Investor). Now you have a list of potential clients to contact.
Think about who calls on the type of client who would buy your listing. By thinking about who
calls on the type of buyer who would purchase your listing, you now can compile a list of further
individuals to contact. Let's assume you listed a professionally zoned lot. Think about who calls
on professionals. These people should be contacted and given data on your offering. These
people contact professionals on a daily basis. If you establish a contact with the person who calls
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on professionals on a regular basis, you'll soon find out what professionals are looking for a new
location. This fact is based on the knowledge every beer and liquor distributor or sales representative knows what bars and liquor stores are for sale. Do you think the person calling on
doctors and dentists knows what doctors or dentists are thinking of relocating?
People love to help! Recognize that people love to help solve a problem. Don't be afraid to give
everyone a chance to help solve the problem. A brief talk with a banker, a title officer, lawyer, a
C.P.A., as well as a fellow realtor will cause many to spend a few moments trying to find a buyer
for your listing.
Certainly, there is no end to the list detailed above. The idea is to make a plan prior to jumping
into action. This plan can make a lot of sense when put into action. However, the choice is up to
you. Do the work (and it's work) or flip the listing on the multiple listing service, slip an ad in the
paper, pop a sign on the property and hope and pray.

Clifford P. Weaver, S.E.C., CCIM (San Jose, California) was a member of the Society of
Exchange Counselors. Mr. Weaver personally administered the real estate interests of multiple
partnerships, corporations, and joint ventures throughout his career. His articles appeared in
the leading national real estate journals. He was named S.E.C. “Counselor of the Year” in
1968, and was the 1975 President of the Society. He authored articles and books on Broker
Estate Building and was a founder of the original S.E.C Real Estate News Observer. He created
a real estate education program on Broker Estate Building and taught throughout the nation in
the 1970s. Known for his creativity, good nature and fun-loving spirit, today, the S.E.C. honors
his name with the Cliff Weaver Award for Most Creative Transaction of the Year.
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VIII. S.E.C. History Files

B. Land and its Uses
“Land and Its Uses”
Richard R. Reno, S.E.C.

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

There are, of course, many uses for land, and of land, and all competent exchange counselors
know that there are several formulas to be applied in handling land unencumbered or “free and
clear.”
It has been found, during the past few years, that when someone has an equity in a small income
property and wishes to exchange up into a large income property, it has not been very easy to do
directly.
In other words, a simple two-way exchange has become increasingly hard to do when that
situation exists.
One of the answers to that has been to put the equity of the smaller income property into inexpensive land, perhaps along with some paper, and then use the inexpensive land, adding paper if
necessary, to go into the larger income property desired.
Another popular technique to use when a piece of land has been held for 25 years and thus has a
very low base, rather than have to pay heavy capital gains tax, is to sell it off; we recommend
people keep land with low bases and offer to create some paper against it.
Using this paper to get what is wanted is an application of the formula known as the “Creation of
Wealth.”
This has to be done very carefully and properly, mechanically, in order to have it be a tax-free
maneuver, and so, the formula has to be well understood in order to use it.
This is a formula, however, that the writer has been using for 20-some years and has found it
very beneficial, easy to use, and easily understood by clients when they know that its application
can often save them lots of income tax payments.
Of course, one of the easiest things to do with land that people have held for appreciation is to
tax-free exchange it into an income property where one can secure leverage, depreciation, etc.
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Since no one is making any land anymore, land can go nowhere but up in price, and it's the
writer's opinion that, even with today's prices, the securing of cheap acreage and holding it is one
of the best ways to offset the constant inflation that seems to plague our country.
And then, subsequently, in order to realize the gain through the inflation from year to year, make
a tax-deferred, which we call a tax-free, exchange and enjoy the gain without paying any tax.
In the 1950's, Realtor Richard R. Reno of San Diego, California, observed that many of the real estate
problems existing in San Diego's overbuilt market could be solved by people exchanging real estate. He saw
exchanging as an alternative to the unavailable cash buyer. He believed that people who owned real estate
did not necessarily want to totally divest themselves of real estate ownership, but were uncomfortable in the
circumstances surrounding their current ownership. In effect, the problem was not with the property, but
with the people who owned it. He went on to hypothesize that there was no bad real estate, only
inappropriate or untimely ownership. With the appropriate owner in title to the real estate, there was no
problem.
This hypothesis of Mr. Reno led to the idea that the most effective way to deal with real estate was to abandon
the traditional approach of focusing entirely on the property, the "bricks and mortar", and incorporate into
the process the circumstances surrounding the ownership of the property. He recognized that the reason(s)
an owner wanted to sell, and what the owner would do with the cash, if it was obtainable, was the key to
successful transactions.
Two basic axioms evolved:
1.

Working with people is more important than working with property. Properties do not have problems,
people do.

2.

Client management, the ability to deliver, stems from the relationship between the client and the broker.
The underlying premise is that the client's best interests are paramount.

Mr. Reno also observed that there was a need for education in counseling and in exchanging. He advocated
a professional approach that must incorporate the understanding that cash itself is not the answer to all real
estate conveyances and, that unless tax matters are considered prior to a real estate transaction, a client's
best interest may not served.
It also occurred to Mr. Reno that a national group, meeting regularly, could effectively address issues and
solve a client's uncomfortable real estate situation. Brokers representing diversified owners and various
markets could provide a forum that would generate solutions to troubled owners.
In November, 1961, nineteen Realtors met with the common goal of forming a national organization
composed of individuals who were committed to practicing creative real estate and counseling. This was the
first meeting of the Society of Exchange Counselors and has since become a prototype for most marketing
groups internationally.
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