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Welcome to the Summer 2019 issue of the S.E.C. Observer. In this issue, Lance Warner,
S.E.C., 2019 President of the Society, provides a quick primer on the cold storage industry.
Jason Mittman, S.E.C., CCIM, encourages you to focus on the small wins—not the big
victories, to be successful. Chase Magnuson, CEO of the Planned Giving Alliance, explains
why this may be a good time to take advantage of a billion-dollar giving opportunity. Darryl
McCullough invites you to use my equity, and Bob Steele, S.E.C., illustrates how we create
from the inside out as he identifies who or what is the most important thing in an exchange.
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
Wichita, Kansas, and San Francisco, California, as well as information about Applying
Lessons from the World’s Toughest Races, a terrific course that will be presented by Jason
Mittman, in Wichita, Kansas, in September.
The interesting life and career of David Cook, S.E.C, SIOR is featured In the Spotlight. In
the History Files, William Broadbent provides us with the history of national real estate
organizations.
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
Cold Storage—A Quick Primer
Lance Warner, S.E.C.
2019 President

As some of you know, I have been studying the cold storage industry, and several people have
asked me for information about this growing industry. It is a very specialized property type, and
it’s not for the faint hearted. Construction costs easily exceed $170 per square foot, sometimes
going above $210 per square foot. Two weeks ago, I saw a project where the raw land costs
exceeded $1.5 million an acre. A high percentage of the properties are operated by 3PLs (thirdparty logistics providers) who frequently service multiple clients. The demand for new facilities
has exceeded the supply by about 20% for the past seven years. Part of that is due to the fact that
the demand for fresh (never frozen) product is increasing at the rate of 4 to 5% a year.

Modern freezer facilities may be a half-million square feet with 130-foot inside clear height.
Some operate in two temperature ranges: approximately 10 to 20 degrees below zero and 40
below. The harsh internal environment means that material handling operators and their
equipment need special provisions to operate in these conditions (e.g., computers with keyboard
buttons that accommodate heavily insulated gloves and special battery warmers and tires that
don’t turn rock hard, to mention a few). Floors are insulated underneath, with heating under the
insulation to prevent self-induced frost heaving. The newest facilities utilize a low oxygen
environment to prevent the need for dry fire extinguisher systems in these huge facilities;
however, that means personnel must wear individual supplemental oxygen breathing equipment
when they are inside in addition to their heavily insulated outer wear. Because the spaces must
be washed down on a regulated schedule for food safety regulations or between every change of
food type (i.e., beef for fish, fruit for poultry, etc.), the interior finish must be food-grade, and
provisions need to be made to thoroughly drain the wash water. The building envelope must seal
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against vapor migration, both infiltration and exfiltration, to prevent frost damage both inside
and out.

Refrigeration facilities (temperatures above freezing) may have up to five different temperature
zones depending on what products are being stored. Fresh meats, fish, and sea foods must be
kept below 38 degrees, while tropical fruits must be held at about 53 degrees, plus or minus 2
degrees. Temperature ranges between those two extremes are necessary for other fruits and
vegetables, depending on their hardiness. The correct temperature is critical to maximizing the
shelf life of refrigerated foods. For example, strawberries have an optimum shelf life of 24 days
from the time they leave the field until they begin deteriorating. Grocers want at least a week’s
worth of shelf life remaining when they receive the product. Several studies claim that 40% of
landfill volume is related to spoiled food. The consumer ends up paying for that in one way or
another. Imagine the impact on food costs and energy saving that cutting that number in half
would have.

Some facilities have both freezer and refrigeration operations under one roof, and some also
incorporate food processing operations that add additional specialized freezer and/or capabilities.
Many older facilities cannot be economically upgraded, or, with shifting populations, new
processes and transportation options are no longer where they need to be. This is just a quick
overview of a very complex market that is going through some dramatic changes.

Enjoy your summer!
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II. Feature Article

A. Focus on the Small Wins,
Not the Big Victories
Focus on the Small Wins, Not the Big Victories
Jason Mittman, S.E.C., CCIM

People in real estate tend to be competitive. Really competitive.
The upside of that drive is we show up, use skill and action plans, overcome obstacles, solve
problems, and press on courageously to get the job done. When we are successful, we
acknowledge, are rewarded for, and celebrate the big victory.
The relentless pursuit of success often causes us to ignore the countless daily small wins. Those
small wins and the knowledge base we establish from our daily small accomplishments are key
building blocks that create our long-term success.
The downside of this passing glance at what we achieve—and fail to acknowledge—between our
big victories is that there are many problems that compound. Stress, fatigue, burnout, and the
consequent medical problems are commonplace for us. We push through the day and often end it
saying things like, “What happened today? I feel like I didn’t accomplish anything!” “I was
supposed to make 20 calls today, and I only had two meetings and dug into my email.” “I only
got my calls done today and didn’t have a networking lunch or make it through my email.”
Unless we accomplish the big victory, we succumb to regular criticism for the lack of what we
accomplished instead of celebrating the small wins we do accomplish daily.
How insulted would you be if you received the criticism you barrage yourself with from your
family, friends, or colleagues? Would you allow your child to say to you what you say to
yourself? Yet what we don’t allow others to say to us we say quietly to ourselves, daily. Garbage
in, garbage out applies just as much to the conversations we have with ourselves as to our
spreadsheets, and research shows the brain remains malleable, constantly rewiring itself based on
new data, which backs up the garbage in, garbage out effects.
How can we change this habit of negative self-talk and replace it with recognition and
celebration of our day-to-day achievements? How do we create the neural pathways to focus
instead on the daily wins? I have developed a system I call the Win Journal©, and I challenge you
to give it a try for just nine days. It takes an insignificant amount of time and creates a rapid,
noticeably compounding difference.
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Here are the instructions: Note: It is important to write this out by hand. The effect is stronger.
1. Get a small notebook or allocate part of your daily handwritten journal to your wins.
2. Over the nine days, label the top of the dedicated section “WINS.”
3. Throughout the day, write down what is normally insignificant yet really relevant.
a. For example: Got up on time, didn’t hit the snooze button, ate healthy, drank 5
glasses of water, kissed my sweetheart and told them I loved them, worked out,
called a friend, spent time with my kids, recognized a colleague, helped a
stranger, wasn’t late for my meeting, wrote in my win journal two days in a row.
It does NOT matter if you do these things every day and they are now routine. It
does not matter how irrelevant you think it may be. Recognize as many of the
small wins as you can—and write them down!
4. Then, each day, pick one of these wins that feels good to you. It does not matter how big,
small, or irrelevant it is. Just pick one.
5. Write down: How did achieving this win make me feel? What can I do to replicate this
win? What wins can I build on top of this one? Do not worry if you cannot answer much
of the above. Just let it flow.
6. At the end of the week, read through all your wins.
7. On Monday, read through them again.
8. Keep going.
When you catch yourself beating yourself up, pause, and read through the wins you have written
down. After reading, add a few more.
Kevin Hall, author of the book Aspire said, “The words we speak and the thoughts we think are
us and our future.” True to Hall’s words, by recognizing the daily small wins, over time you will
experience how much you actually and constantly achieve and how important those small wins
matter in the big picture. Choosing the words you speak to yourself molds your mind. The new
habits of recognizing the wins will overpower the negative self-talk. A big victory!
Please let me know your thoughts after you have given it the nine days. And one final request:
please pass it along to someone else you think it may help.
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III. Society Columns

A. The Billion Dollar Charitable
Giving Opportunity

REAL ESTATE - The Billion Dollar Charitable Giving Opportunity
The Philanthropy Alliance, January 2019
In many areas of the country the real estate market continues to strengthen - average property values
are up, days on the market are down, and inventory is low. However, many owners of highly appreciated
real estate are being encouraged to consider smarter liquidation strategies.
A sale disposes of the property but results in capital gains taxes that cut sharply into hard-earned wealth.
If that same owner has charitable goals, a charitable gift of the real estate avoids existing capital gain
taxes, delivers significant tax deductions based on the property’s current appraised value, and disposes
of the asset in a secure and simple donation.
Historically, the average small or mid-level donation tends to derive from a donor’s income bucket. By
contrast, major gifts more frequently come from the donor’s wealth bucket, changing the donor’s
reference point and leading to a more significant donation. The wealth bucket consists largely of
appreciated noncash assets, including real estate at an average gift value over $550,000.
For the qualified 501(c)3 preparing for a capital campaign or other fundraiser, or simply seeking to
increase charitable options for its donors, gifts of real estate represent a lucrative and untapped
opportunity to meet campaign goals and permanently alter donor behavior.
Real estate ownership is already used as a top marker for planned givers. According to research on
donor profiles and habits, potential donors with portfolios of more than $2 million in real estate assets
are 17 times more likely to contribute than a typical donor prospect. To be sure, an outright gift of
property is the most straightforward for the donor and nonprofit.
For the donor, the benefits of a real estate donation include the preservation of more liquid assets, the
avoidance of capital gain tax, a tax deduction based on current appraised value as well as the possible
avoidance of estate transfer tax (death tax), the elimination of management responsibility and the
simplification of an estate for heirs. For the nonprofit, the benefits include a substantial gift of cash
when the property sells and a great leadership step towards future solicitations of real estate gifts.
Of course, major gifts such as real estate frequently are made in conjunction with a donor’s need to
fund life income trusts and annuities, create a retained life estate and may include partial cash payments
to the donor for a number of reasons, including the elimination of debt, the premium for replacement
life insurance, or simply personal cash. These are all tools of sophisticated planned giving, for which
fundraisers are uniquely trained to assist the donor and his/her advisors.
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So, why do so many nonprofits hesitate to publicize or encourage real estate donations? According to
Duncan Patterson, in his article, CCIM Donations Demystified, less than 3% of total charitable giving
involves gifts of real estate, despite the fact that 43% of America’s wealth is derived from real estate.
It is estimated that 80% of real estate contributions are declined by nonprofits. Frequent reasons cited
include lack of onboard real estate experience or financial capacity, acceptance policies that discourage
taking title, unwillingness to risk capital for closing and holding costs, and the “mission drift” for property
management departments (if they exist at all) and legal teams (particularly if the property is located out
of state). Nonprofits usually avoid debt encumbered properties and worry about UBIT, unexpected costs
and environmental risk, all inherent in taking title.
The Philanthropy Alliance has been formed to eliminate the risk for nonprofits, to provide donors
with every planned giving solution they need to complete a major gift, and to allow any
nonprofit to confidently launch a real estate giving campaign that is scalable and sustainable.
Together, the members of The Philanthropy Alliance provide decades of experience in real
estate, finance and philanthropy. The members of The Philanthropy Alliance include:


Realty Gift Fund. A qualified nonprofit that exclusively accepts the title and financial risk of
real estate donations, delivers the donor’s benefits, and provides identified nonprofit(s)
the cash proceeds when each donation is sold.



CBRE Group. The largest commercial brokerage company in the world with boots on
the ground in every market and 23 service platforms to assist with every type of real estate
matter.



eVantage Services. A wholly owned affiliate of Orlans PC, one of the largest all-women
owned law firms in America, with a national title operation and a LEAN Six Sigma staff
experienced in managing high volume and complex residential and commercial real estate
transactions.

In a 2018 research paper authored by Russell James, noted economist at Texas Tech University,
Mr. James sets forth solid evidence that nonprofits who actively seek noncash assets grow their
respective endowments at 140% the annual rate of those who limit donations primarily to cash.
As a result, the nation’s leading fundraising teams are migrating quickly to safe platforms that
embrace the giving of noncash assets, led by real estate. We encourage our nonprofit friends to
“do what they do well”, engage donors in the causes they share and develop deeper donor
relations that emphasize gifts from their wealth, not their income. As an ally to the nonprofit world,
The Philanthropy Alliance absorbs the risk, provides the capital and proven transaction
experience, and delivers benefits to donors and nonprofits of all size.
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You are welcome to reach out to The Philanthropy Alliance for more information:
Chase Magnuson, one of the nation’s leading authorities on the charitable giving of
real estate, co-author of The Secret Power of Real Estate Gifts, former head of
planned giving/real estate at George Washington University, and the Chief Financial
Officer of Realty Gift Fund. 714.815.8889 or Chase@RealtyGiftFund.org. For more info
see the link below.
https://plannedgiving.com/shop/real-estate-donations-47-critical-questions/

Turkia Mullin, a licensed attorney for more than 22 years who has passed the CPA
exam and is a licensed real estate broker in CBRE’s Capital Markets Division.
313.468.4932 or TMullin@CBRE.com.
Julie Moran, Senior Executive Counsel with Orlans PC, with more than 25 years
of experience handling all types of real estate transactions 781.790.7824 or
JMoran@orlans.com.
The scenarios and statements in this article do not constitute legal
advice. For additional insight please refer to
www.ThePhilanthropyAlliance.com
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IV. Formulas & Strategies

A. Use My Equity
Use My Equity
Darryl McCullough, S.E.C.

How often do you wonder about the added yield potential of the free and clear property and/or
other equity sitting dormant in your portfolio?
Many times, developers, investors, and/or business owners (hereinafter called the “Sponsor”) are
short on capital to get quality deals funded. The banks or other lenders may have shown interest
in funding a loan but need additional collateral in the transaction through credit enhancement,
additional income for debt service, and so on.
The marketplace possesses a tried-and-true method of raising this capital, but not in the
conventional way.
There are literally tens of millions of dollars of unused equity in the marketplace available for
these deals that can be unlocked and used by Sponsors to help close those deals.
THE PROVIDER
But why would an entity (hereinafter called the “Provider”), content in ownership of its free and
clear property/equity, have any interest in becoming involved in a transaction such as this?
There are a multitude of answers why the Provider may wish to unlock this unused or underused
equity to further enhance investment yield, change benefits, split partnerships, and more.
First of all, as a passive Financial Partner, the Provider can use its asset(s) in a number of
additional ways, including:
a) Joint Venture;
b) Loan or Pledge Title;
c) Asset Exchange;
d) Create a Mortgage against;
e) Etc. etc.
The Provider’s increased financial benefits accrue through the exchange of that stagnant equity
into a number of interesting optional areas including:
a)
Shares in Sponsor’s Development;
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b)
c)
d)
e)

Some cash + shares in Sponsor’s Development;
Income producing paper (i.e.: mortgage(s), preference shares etc.,);
An asset class more fitting for the Provider
Many more creative solutions

EQUITY ASSET CLASSES
First of all, it is noted that concepts are consistently the same regardless of whether we are
dealing with a Provider’s small residential lot or a large multi-national corporation’s head office.
Think about your portfolio and these various equity options.
Cash, Office/Retail/Commercial, Mortgages-Notes, Multi-Family, Assisted Living, Vacant Land,
Home(s)/Condo(s), Retail Commercial, Business(s), Recreational/Resort Properties, Cottage(s),
Hotels/Motels, Mini-Storage, Motels, Multi-family, Mobile Home Communities, Campgrounds,
RV Park, Condominium(s), Farms/Ranches, Timeshare Membership, Interval Ownership,
Building Lots, Agricultural Property etc.
To this can be added personal property and many others.
CAUTION
a)
b)

Creativity does not replace sound due diligence required by all parties in anticipation
that all participants come away with better benefits than they had previously.
Enhanced creativity may require further tax planning.

Through personal involvement and third-party observation, real-life transaction closings of this
formula are numerous. Below are some examples:


A free-and-clear land parcel used as collateral to secure a Seller Take Back Second Mortgage
for part or most of a down payment on an income property sale. The new conventional lender
would not allow a second mortgage. This formula allowed the buyers to close satisfactorily.



Purchase of a mid-sized company whereby Buyers pledged raw development ground as a
credit enhancement to obtain a bank loan plus cover a small loan to the seller for some Seller
financing.



To close a transaction, Sponsor borrowed assets for a short period of time from Provider.
Afterwards Sponsor closed on long-term financing. Upon this new funding, the credit
enhancement Provider property was released back to Provider. The initial added collateral
allowed Sponsors to secure the initial debt.



Creation of a Lease/Option on a property by adding free and clear equities as collateral. Once
rehabilitation, allowing new financing and closing, the free and clear equities were released.
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Use of a blanket mortgage over the property was acquired, with off-site equity used as
additional security for the project. This created partial discharges for all or part of the
security from under the blanket mortgage based on negotiated performance criteria.



No Money Down Buyer was able to acquire hospitality property through partial bank
financing and the Seller agreeing to take a safe offsite 1st mortgage.



Sponsor had sold its property with a pre-negotiated long-term closing. In the interim,
Sponsor found replacement property owned by Provider that was suitable to Sponsor’s needs.
To allow quick closing of Provider’s property, Sponsor gave Provider a safe 1st mortgage on
its property in exchange for the deed to Provider’s property.



Provider owned development property but had neither interest and/or expertise in the
development business. However, the Provider acknowledged the profit potential if taken over
by a qualified Sponsor. The Provider exchanged the title to the property to a new company
(“NEWCO”), jointly owned by Provider and Sponsor. Deal The deal was structured to give
Provider a safety-first position.

A wealthy, passive Lender foreclosed on a property and did not have the expertise or interest to
develop it. It was acknowledged that if Lender received all cash for this property, Lender would
immediately seek to lend out the received funds again. The structure:
a) Sponsor, through Provider, offered a larger, safe 1st Mortgage on a separate approved
property in exchange for free and clear title on foreclosed property + additional Lender
cash.
b) Sponsor gained free and clear development property + cash for the development of the
acquired property.
 Provider did not sell its free and clear property, but created passive low interest rate 1st
mortgage, in exchange for a high return JV position with the Sponsor.
The passive Lender converted non-active free and clear perceived problem property plus
available cash into a comfortable safe debt instrument.
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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

The Ed Foundation is pleased to report on the success of two highly anticipated courses at our
last two meetings. “Seven Deadly Sins,” presented by Ted Blank at the recent S.E.C. meeting in
Salt Lake City, and a Formulas Course presentation from Mark Johnson and Tommy Cummings
at the Charlotte, North Carolina, meeting in May were both huge successes and well received.
Ted also presented his new course at the KREE meeting in April generating another highly
attended course.
September takes us to Wichita, Kansas, and we are pleased to announce Jason Mittman will be
presenting a brand-new course on Team Building. That will close out our schedule for 2019; our
November meeting will be held in San Francisco, and we have decided not to schedule classes to
allow plenty of time for a variety of tours around town.
In January 2020 we will reconvene in Fort Worth, Texas, with two half-day course options
covering hot topics and updates in ADA code compliance and new tax updates as an afternoon
course. More information to follow.
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. September Marketing Conference

S.E.C. National Invitational Marketing Session
Wichita, Kansas
September 15–18, 2019

The S.E.C. National Invitational Marketing Session will be held at:
Drury Plaza Hotel
400 West Douglas Avenue
Wichita, KS 67202
Call (800) 325-0720 to make your reservation. Make your hotel reservations early, as we have a
limited number of rooms available. The cutoff date for reservations is August 23, 2019.
Visit Drury Plaza Hotel for hotel information, and visit Visit Wichita to learn about the area.
Visit www.secounselors.com and click on the Society Marketing Meetings menu tab for more
information. Please contact the S.E.C. office (sec@secounselors.com) if you have any questions
about the upcoming meeting.
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VI. Society News Briefs

B. Applying Lessons from
the World’s Toughest Races

Applying Lessons from the World’s Toughest Races
Wichita, Kansas
Sunday, September 15, 2019

The S.E.C. Education Foundation and the Society of Exchange Counselors are pleased to
announce that Jason Mittman, S.E.C., CCIM, will present Applying Lessons from the World’s
Toughest Races in Wichita, Kansas, from 9:00 a.m. to 4:00 p.m. on September 15, 2019.
In this interactive course, Mittman will lead the class with humorous events of failures and
successes from the trenches of global adventure and the world’s toughest races. Participants will
develop skills and leave with tools to positively propel themselves and their businesses forward.
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. November Marketing Conference

S.E.C. National Invitational Marketing Session
San Francisco, California
November 10–13, 2019

The S.E.C. National Invitational Marketing Session will be held at:
Marines’ Memorial Club and Hotel
609 Sutter Street
San Francisco, CA 94102
Call (415) 673-6672 to make your reservation. Make your hotel reservations early, as we have a
limited number of rooms available. The cutoff date for reservations is October 18, 2019.
Visit Marine Club & Hotel for hotel information, and visit Only in San Francisco 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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S V N - R A M S H AW R E A L E S TA T E

505 W. University Ave.
Champaign, IL, 61820
Phone (217) 359-6400
Fax (217) 359-6423

Press Release
Contact: Sylvia Ruggieri

FOR IMMEDIATE RELEASE

Phone: (217) 841-4383

9 A.M. CDT, March 11, 2019

ALEX RUGGIERI RECEIVES PARTNERSHIP CIRCLE AWARD
RECOGNIZED AS A TOP ADVISOR IN 2018
CHAMPAIGN, IL, March 11, 2019 – SVN, International Corp, one of the nation’s largest commercial real
estate investment brokerage firms, awarded Alex Ruggieri with the Partnership Circle’s Award and
recognized him as a top advisor in 2018. Ruggieri serves as senior advisor for SVN-Ramshaw Real Estate in
Champaign, Illinois. He was presented with the prestigious award recently during the company’s National
Conference in Miami, FL. The conference was attended by nearly 500 SVN advisors from across the country.
The company has over 1,600 advisors worldwide—Ruggieri was in the top ten in sales.
Specializing in the sale of commercial real estate in east central Illinois, Ruggieri’s sales volume was valued
in excess of $60 million in 2018.
Founded in 1987, SVN has rapidly expanded in the past several years from a small firm in nine local markets
to one of the nation’s leading commercial real estate brokerage firms serving clients in more than 100
markets nationwide with additional offices internationally. For more information, please visit www.svn.com.
Mr. Ruggieri is also a partner in Ramshaw Real Estate - a local, Champaign-based, independent Advisor for
SVN. Mr. Ruggieri has participated in building one of the premier real estate investment and management

firms in Champaign County. Ramshaw Real Estate manages a portfolio of properties in excess of
$100,000,000.00. The company oversees approximately 1,500 residential units and over 430,000 square feet of
commercial/office properties.
Mr. Ruggieri is active in real estate sales and manages all brokerage activities for the company. Also
specializing in corporate relocations over the last Thirty years, Mr. Ruggieri has worked directly with a
multitude of companies including high-tech and venture funded start-up companies associated with the
University of Illinois.
He has been a licensed broker for over 40 years. Mr. Ruggieri has been a life-long resident of the ChampaignUrbana area. He and his wife have five children and fourteen grandchildren.
###

VII. In the Spotlight

A. David Cook

David Cook, SIOR, S.E.C.
Background and Education
David Cook was born in Dallas, Texas, in 1949 to a small family as the older of two boys, with
his younger brother being born four years later. David grew up in the Dallas area, where he
enjoyed hobbies such as fishing, hunting, playing football, and running track throughout his
junior high years. David’s father passed away when he was 15 years old, and both his mother
and brother have passed since. David attended Thomas Jefferson High School in Dallas, a large,
established high school in Dallas that opened in 1956 and enrolls over 1,600 students. After high
school, David attended Southern Methodist University (SMU), also in Dallas, Texas, where he
specialized his education in real estate and finance and received a degree in business
administration. It was at SMU he first gained his strong interest in commercial and investment
real estate. Upon earning his degree from SMU, David attended the Dallas Theology Seminary
where he received a Master of Theology degree.

Professional History
During his time at SMU, David had one of the most formative experiences in his professional
life at a summer job with the Southwestern Publishing Company, where he sold books door to
door in the rural areas of North Carolina and Ohio. From this experience he learned sales,
management, and how to handle rejection. Before his second summer, he recruited 16 college
students to be on his team. They were his responsibility, and he had to continue to train, comfort,
and motivate them every Sunday. Each student was assigned a territory and they were expected
to work 14 hours a day, 6 days a week and show up on Sundays for sales meetings that David put
on. It’s a challenging job away from home, and, over time, seven of his team could not make the
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grade. It was tough, but David’s team ended up in the top 10 teams in the country. This
experience helped shape David’s skills and desires to be in the sales business, but it also helped
David know he did not want to pursue a role that would involve managing a number of peers or
employees every day.

After graduating from SMU and then Dallas Theological Seminary in 1976, David entered the
real estate business in 1977 as a broker specializing in sales and leasing of industrial properties
for the Joe Foster Company in Dallas. From his time at the Joe Foster Company, David moved to
Darrow Hildreth in 1983, specializing more in tenant and landlord representation until 1990,
when he made the decision to start his own real estate company, the David Cook Company, and
elected to focus on the segment of the business he enjoyed the most: investment sales. The David
Cook Company was an independent, one-man firm focused on the Dallas/Fort Worth MSA.
David ran this business successfully and independently for 14 years before purchasing a Sperry
Van Ness franchise in 2004, creating what is now SVN | David Cook Co, LLC.

Society of Exchange Counselors
In September 2009, David was invited to and attended his first S.E.C. meeting in Albany, New
York, as a guest of long-time friend and client Bill Stonaker. Prior to participating and ultimately
becoming a member of the Society of Exchange Counselors less than three years later, David had
focused his professional career almost exclusively in the Dallas/Fort Worth markets and was not
actively pursuing growing a real estate portfolio as part of his retirement and life plans. Since
joining the S.E.C., David’s business has expanded well beyond the Dallas/Fort Worth MSA, and
an estimated 65% of his annual business comes from and/or is related to the S.E.C. in one way or
another. He is in over a dozen different partnerships in real estate deals with other S.E.C.
members around the country. David’s participation in the S.E.C. has also provided him with his
best experiences in his commercial real estate career. Of particular note was his first S.E.C.
partnership, which was in a retail center in Longview, Texas. David joined a partnership that
acquired the property with a value-add plan to increase the value through lease-up and
expansion. Two years later, the partnership listed the property with David. It was soon under
contract, and upon closing, all the partners doubled their initial investment after holding the
property for only two years and two months. Among the many reasons for loving his experience
with the S.E.C., David believes the S.E.C. holds the same core philosophies and values that he
holds in his career: be honest and helpful, care about others, and be available to assist in any way
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you can. Among other descriptions, David describes his experiences with the S.E.C. as being a
family reunion every two months.

Personal & Current Life
A little over 31 years ago, David was set up on a blind date through a residential broker named
Mary Pearson, who worked at a high-end boutique real estate firm in Dallas. Mary and other
friends had tried to set David up on many blind dates because he was a well-established
professional who had never married at that time. A little over a year later, David and Laura Cook
were married in June 1988, and they celebrated their 30-year wedding anniversary last summer.
Today Laura and David live in Dallas, Texas, where David enjoys hunting and fishing,
specifically fly fishing, preferably in northern areas such as Alaska and Canada. As a devout
Christian, David is also very active in and currently on the board for EvanTell, a nonprofit faith
ministry that exists to encourage and equip individuals and churches to reach the world with the
clear and simple good news of Jesus Christ.
Awards and Accolades
-

Over 30 years as an SIOR (Society of Industrial and Office Realtors)

-

SVN Partner’s Circle Award – 2007, 2008, 2014, and 2018

-

SVN Outstanding Client Satisfaction Award – 2007

-

SVN #2 Agent Nationally – 2008 (out of 1,000 agents)

-

S.E.C. Rookie of the Year – 2013

-

S.E.C. Yvonne Nash Award – 2013
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VIII. S.E.C. History Files

A. The History of National Real Estate
Exchange Organizations

The History of National Real Estate Exchange Organizations
William W. Broadbent, S.E.C., CCIM
In the late 1950s, Richard R. Reno of San Diego, California, suggested to the National
Association of Realtors (NAR) that some type of exchange group be set up under the umbrella of
NAR. The existing International Traders Club didn’t have much structure or function. A
committee was formed to study the idea, and Richard Reno chaired the committee. About two
years later, Reno recommended to the committee that an exchange organization/division be
established. Many committee members admitted they had no idea what Reno was talking about,
and, because they didn’t understand it, they would not support it. Heated discussions followed
and ultimately a vote. Reno lost by one or two votes. The winning side vowed there would never
be an organization within the NAR with the word “exchange” attached.
Undiscouraged by his defeat, Reno and many of his committee supporters established the Society
of Exchange Counselors (S.E.C.) in 1961. This group was independent of organized real estate,
and people had to be invited in order to become members of S.E.C. Reno had written a book on
exchanging and taught a week-long seminar on the subject. His fundamental premise was that
real estate was a people and psychology business rather than a property business. People could
improve their real estate ownership position in real estate by exchanging and, when necessary,
deferring the taxes using IRC 1031. The use of exchanging as a creative marketing tool offered
more opportunity to the trained broker/Exchangor than the more traditional buy/sell approach.
In California, the California Real Estate Association had an exchange division. Around 1961,
they developed a couple of classes on exchanging with major emphasis on property analysis and
the tax deferral aspect of exchanging. Those who completed this training could qualify for the
Certified Property Exchangor (CPE) designation.
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Then, around 1962/63, the CPE program was offered to NAR. They liked it and adopted it with
just one change, the designation. The new designation was CCIM, Certified Commercial
Investment Member of the National Institute of Real Estate Brokers. Those who beat Reno made
good on their promise that the word “exchange” would never be part of organized real estate.
Over the years, both organizations expanded their educational programs, although the major
CCIM focus is still property, numbers, computers, and spreadsheets. The S.E.C. emphasis
through the Richard Reno Educational Foundation has been people, counseling, relative benefits,
creative marketing, and sharing among members. The weakness is that there is almost no one left
still teaching these concepts that made S.E.C. such a different and unique organization.
Bill Broadbent, S.E.C., CCIM (San Luis Obispo, California), was an active real estate broker in San Luis Obispo,
California. He started his career in 1959. Bill was president of Arnett & Broadbent, Inc. and specialized in
investments, exchanging, and consulting—all under Single Agency. A pioneer of Buyer representation since the
early 1970s, he is acknowledged as “the Architect of Single Agency.” In 1998, the National Association of Exclusive
Buyer Agents honored Bill with an Outstanding Service Award for his service as a “Founding Father of The
Exclusive Buyer Brokerage Movement.” He has also been recognized for his major contributions to real estate
exchanging, the Consulting alternative, and the discount note business.
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