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Welcome to the Winter 2019–2020 issue of the S.E.C. Observer. In this issue, Steve Fithian, 

S.E.C., incoming 2020 President of the Society, reminds us that “change is inevitable.” 

 

Chase Magnuson, CEO of the Planned Giving Alliance, provides a comprehensive guide in 

how to take real estate gifts.  Darryl McCullough, S.E.C., CCIM, explains why vacancy 

equals equity, and Bob Steele, S.E.C., supplies a formula for the value of consulting.  

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 Fort 

Worth, Texas, and Greenville, South Carolina. 

  

Ernie Eden, S.E.C., CCIM, is featured In the Spotlight, and his life story is captivating and 

unique.  In the History Files, Jim Misko defines the importance of persistence.   

 

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  

mailto:sec@secounselors.com
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I. President’s Message A. President’s Message  
 

Change Is Inevitable 

 

Steve Fithian, S.E.C. 

2020 President 

 

“Ch-ch-ch-ch-changes,” David Bowie used to sing. We have heard many times that change is 

inevitable. This is especially true as we are in the longest economic recovery that the United 

States has ever experienced at 126 months. Most economists and businessmen have expected a 

slowdown in the economy for the past several years, but our economy has continued to grow. My 

crystal ball is no better than anyone else’s, but I expect a strong economy until the summer. 

Trump will do everything within his power to keep the economy going strong to help his 

reelection prospects. But, as we approach the election in November, I expect that businesses and 

consumers will slow their spending, which could result in the beginning of a recession.  

We must remember that recessions are a normal cycle within our economy and do not typically 

last more than 22 months. Most economists are predicting a mild landing for the US economy. 

The last recession was unusual in its severity and length. 

The point of my article is not to pinpoint when a recession will occur but to help our Members 

and Guests prepare for one. Those of our ranks who have been in the business for less than eight 

years have never experienced a downturn in the economy. During a recession, some real estate 

professionals prosper, and others flame out. What can we do to enhance the chances that we 

prosper as opposed to go up in smoke? Within the Society, we have real estate brokers earning 

an income from commissions, we have real estate investors who live off their investments in 

income properties, and we have developers who are active in development of all real estate 

product types. We also have hybrids of this with a mix of the three. 

Transactional Real Estate Brokers. I can personally attest that my brokerage income can drop 

off a cliff during a real estate downturn. The exception is when the lenders are aggressively 
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dumping properties. But lenders do not always cut prices to meet the market. During the 

downturn of the late 1980s and 90s, the government entities controlling foreclosed real estate 

dumped the properties, and transaction volume was at a high level. I was able to earn significant 

brokerage commissions during that downturn. But in the last recession, commercial lenders were 

not as aggressive in their pricing. I had many clients with lots of cash on the sidelines waiting for 

opportunities that did not occur. Ironically, there were fantastic opportunities in the single-family 

arena but not as much in the commercial world. 

What can we learn from past cycles to help us prepare for the future slowing in the economy? It 

never hurts to stay liquid. Budget properly so you have ample cash to carry you through a 

decrease in fee income. 

Counsel your clients. Set a meeting with your clients and offer to analyze their portfolio to give 

them wise counsel on how they can weather the upcoming change in the real estate cycle. Based 

on their portfolio, should they plan on holding their assets, or does it make more sense to sell 

some of their assets now, before the slowdown? If they should hold, what does the debt look like 

on their assets? Loan maturities during a downturn can be problematic. Many lenders are still 

aggressively making commercial real estate loans, with very attractive interest rates and terms. I 

am seeing more offerings of limited or no liability on loans and assets that previously would 

have required 100% recourse. Does it make sense to refinance now, ahead of a slowing 

economy? Or perhaps even consider paying off existing debt. 

The above advice to transactional brokers can enhance the brokers income via consulting fees, 

refinancing fees, and brokerage fees. But more importantly, you can provide a valuable service 

to your clients by giving them prudent advice on how they can enhance the income from their 

real estate portfolio during a downturn. 

Real Estate Investors. The common advice that is applicable to Transactional Brokers, Real 

Estate Investors and Developers is to stay liquid. That may mean selling an asset prior to your 

projected holding period. Cap rates are still extremely low. There should still be time to market a 

property now and achieve historically low cap rates prior to a slowdown in the economy. It never 
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hurts to take a profit, especially if it safeguards you and your investors from undue risk in a 

slowing economy. Capital gains rates will probably never be as low as they are now. Analyze 

your upcoming lease terminations.  Does it make sense to negotiate early lease renewals before 

the market changes? As we head into a slowing economy, stay in close communication with your 

tenants so you can detect any issues in their business. Avoid that unexpected call from a tenant 

that they are shutting their doors when you had no advance warning their business was in 

trouble.  

Real Estate Developers. For the third time, I emphasize staying liquid. What if the investor or 

developer does not have the financial ability to increase liquidity before the next downturn? 

Consider bringing in equity partners now, before the economy slows down. If you do not have 

the expertise, hire an S.E.C. member to analyze your portfolio to identify the positive attributes 

that will attract investors to your deals. Review your development and construction schedules 

carefully. How will your construction schedules match up against a slowing economy? 

Communicate with your construction lenders. Can the loan be restructured in light of the coming 

slowdown? Is it possible to get out of your construction loan earlier than anticipated and convert 

to a permanent, non-recourse loan? Is it better to stop development midstream or curtail certain 

aspects of your development plan to better navigate through a slowing economy? If you are 

looking at new development deals, pass on any deal that does not make sense during a slowing 

economy. 

Summary. Another thing to watch as the economy slows down is your health. When we are 

under stress, it can severely impact our health. Recessions can generate huge amounts of stress. 

Practice good eating habits, exercise regularly, get enough sleep, and maintain a strong spiritual 

base. Hopefully some of these suggestions can help you and your clients prepare for a slowdown 

with minimal impact on cash flow, net worth, and health. 
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II.  Feature Article A.  Leases:  Vacancy = Equity   

           

Leases: Vacancy = Equity 

Darryl McCullough, S.E.C. 

 

Fact: every day there is vacancy in a project is a day that benefits cannot be recouped. In other 

words, the opportunity for rental income or alternative benefits is gone forever. 

Vacancies occur for a number of reasons, be it curable or incurable economic obsolescence, 

structural obsolescence, and so on. 

One alternative is to exchange the vacancy for equity in real or personal property. The concept 

can be applied to virtually any kind of property.  

Let’s cite an example of this becoming a win-win situation. 

Landlord A, (“Landlord”) whose background is in land development and leasing, is the owner of 

an industrial/commercial property that continues to experience some vacancy. The prospect of 

finding tenants in the short run for all the vacancies is limited. Landlord acknowledges the reality 

that rent, which is lost during the time when the space is vacant, can never be recovered.  

Therefore, Landlord is determined to do something to rectify for that lost rent. 

Local Entrepreneur B (“Tenant”) has a start-up business opportunity requiring approximately 

5,000 sq. ft. of space.  Research has determined that the market rent for such a facility would be 

$6.00 per sq. ft., equating to a base rental of $30,000 per year. 

This budding Tenant has very little cash with which to start up a new business. However, he has 

a free and clear development property with a value today of $300,000. Current market conditions 

make it difficult to sell the development land to raise the needed cash. An agreement is made 

with Landlord to lease to Tenant the 5,000-sq.-ft. property for a 10-year period at $0 base rent. In 

exchange, Tenant deeds the development land to the experienced Landlord.  

Landlord Benefits 

The 5,000-sq. ft. vacancy is filled. Landlord now owns a free and clear development parcel he 

can work with. Also, his taxes, insurance, and maintenance expense for the 5,000-sq.-ft. space 

have now been passed through to Tenant.  
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Landlord now has another asset that can be financed, exchanged, collateralized, and so on, 

allowing even more expanded opportunities. 

Tenant Benefits 

Tenant has now prepaid his rent for 10 years, enhancing greatly his chance for success. In 

addition, he has been able to pay for needed equipment and so forth without incurring a large 

amount of debt. 

Also, Tenant could, in turn, if desired, sublease some or all of the space to an arm’s length or 

related entity and receive rental income. 

Conclusion 

Packaging nonperforming vacant space, including retail commercial, apartment units, 

warehouse, homes, and so on, and exchanging it for equity in real/personal property by offering a 

prepaid lease on the vacant space is a viable alternative to experiencing ongoing lost rent.  

Another Option 

Tenant may offer an ownership interest for Landlord in Tenant’s business via preferred and/or 

common shares for the vacant space. 

Obviously, variations of the above example are plentiful.  
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                                                               TAKE REAL ESTATE GIFTS!!!! 
 
 
Chase V. Magnuson 
President 
Real Estate for Charities 
4031 Thunder Creek Lane 
Sugar Land, Texas 77479 
Chasemagnuson@msn.com 
(714)815-8889 
 
Introduction and Objectives 
 

In today’s session I will explore the reasons behind the increased attention in recent years to the 

potential of real estate gifts, and we will review the current state of the art in real estate giving. I 

will review the range of real estate gift structures, and the situations for which they are 

appropriate.  Based on the experience of charities that have been quite successful in attracting 

high quality real estate gifts, we will review the emerging best practices in the field of real estate 

gifts – practices aimed at increasing the quantity and quality of real estate gifts. I will illustrate 

the use of various gift structures, and the application of best practices, in a review of five case 

studies – real estate gifts I have personally worked on in recent months and years.  Finally, I will 

review alternative approaches to structuring real estate gifts – alternatives used primarily to 

better manage some of the risk inherent in real estate gifts. 

 

I want attendees to leave with a better understanding of the potential and practice of real estate 

gifts.  Specifically, I hope that planned giving and other development professionals will leave 

well-armed with facts and arguments they can use in persuading management within their own 

institutions to more purposefully pursue the potential of real estate gifts.  At the core of the 

argument is this essential fact: Real estate is by far the largest asset class for American 

households – larger than retirement funds, larger than investments in securities of all types, 

much larger than holdings of cash and cash-equivalents. With over 40% of US family wealth in 

real estate, yet only about 3% of charitable giving coming from real estate gifts, it is our 

contention that a focus on real estate gifts in the future will be essential to the charitable sector’s 

continuing success in attracting capital. 

 

I hope many attendees will be convinced that attracting and closing the right real estate gifts is 

not rocket science and is not a discipline to be left only to the largest of institutions. I want 

attendees to understand there are a variety of ways their own institutions can take modest steps 

toward harvesting the enormous real estate wealth transfer that surrounds them every day. I 

want attendees to leave with a balanced approach to real estate gifts – yes, such gifts can be 

complicated and require investment of resources and expertise, but there are ways to 

concentrate time and resources on the truly promising gifts, while quickly screening out the 

problematic situations in a donor-friendly way. 

 

mailto:Chasemagnuson@msn.com
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I hope to convey the message that real estate gifts should not necessarily be considered as 

complicated gifts that won’t provide useable financial resources for many years. In fact, I will 

show that a very high percentage of today’s real estate gifts are outright gifts – i.e. gifts that can 

be turned in to cash in a matter of months, often – with relatively few complexities along the 

way. As such, we believe that real estate gifts should not just be relegated to the world of gift 

planning, but should be an essential strategy of major gifts, principal gifts, capital campaigns – 

in other words, a pursuit of the opportunity represented by real estate wealth transfer should be 

woven into all aspects of an institution’s development strategy and procedures. 

 

I want attendees to understand that the reluctance of many institutions over the years to pursue 

real estate gifts has more to do with the conventional “handbook” of fundraising -- and to stories 

about the “bad real estate gift” twenty years ago -- than it does to the reality of the real estate 

gift potential and the sophistication of today’s profession in harvesting that potential while 

carefully managing risks. 

Review of Trends in Real Estate Gifts 

It has been my experience at George Washington University and as a consultant working with 

many non-profits across the country – that more organizations have experienced an increase in 

real estate gift activity in recent years than have experienced a decrease in such activity.  

Anecdotal information and showings of hands at conferences support this contention, though 

hard data is hard to come by. 

I ascribe several explanations to this recent trend. First, I believe that many development shops, 

faced with steady (or increased) pressure to produce results, and confronted by the continuing 

reality that gifts of cash remain hard to come by as donors seek to retain liquidity, and 

recognizing that it will be some time before gifts of appreciated securities pick up, are turning 

their attention to other asset classes, with real estate being at the top of that list. 

I find that this awareness has translated into an increase in the marketing of real estate gifts on 

websites and in newsletters, and we find more and more gift officer job descriptions and 

searches include an emphasis on real estate gift experience. 

Second, I find that more and more aging owners of multiple properties find themselves, as they 

seek to simplify their lives, looking to dispose of one or more of their real estate holdings – often 

a little-used vacation home, or an investment property requiring more attention than they want to 

give it. Such property owners are often very receptive to charitable disposition solutions that 

provide them with an ability to turn over to others the chore of marketing their real estate in what 

they perceive as volatile real estate markets. 

Third, it is my experience that more gift planning directors are able to convince their bosses to 

pursue real estate gifts because of the fact that their peer institutions are more and more likely 

to have had success with real estate gifts, and because of the availability of expertise and 

access to best practices through conferences, professional journals and consultants. 

 



 

 

Magnuson/Bidwell   Page 3 
 

An Overview of U.S. Real Estate Wealth Today 

Even with softness and volatility in United States real estate markets in recent years, real estate 

remains by far and away the single largest category of assets for U.S. households.  Real estate 

comprises 43% of household wealth in the United States – some $67 trillion. This is a sum 

roughly equal to all stock and bond holdings combined. Though by far the greatest attention in 

the fundraising world is devoted to pursuing gifts of cash and cash equivalents, these assets 

account for only 15% of household wealth, or about $9 trillion. 

 

In other words, roughly 90% of the attention of the fundraising world is devoted to that 14% of 

household assets in cash and relatively liquid instruments.  Meanwhile, scant attention is 

traditionally paid to those assets that account for 43% of household wealth – real estate 

holdings.   

 

A growing realization that “real estate is where the wealth is” is no doubt responsible for much of 

the increased attention among development professionals to pursuit of real estate gifts. 

 

Thanks to studies conducted by the National Association of Realtors, we have a good idea how 

much of this real estate wealth is in residential properties other than primary residences.  One in 

ten households owned 2 or more residential properties. One in 25 owned 3 or more properties. 

 

In other words, many, many of our donors – people who do not live conspicuously wealthy 

lifestyles – quietly own summer homes, investment properties, inherited farms etc., in addition to 

their primary residences. Our own personal experience bears this out.  I often encounter 

families leading relatively modest lifestyles who, as it turns out, have owned an inherited 

vacation home or ski condominium for many years, or they share ownership of an inherited farm 

with one or more siblings, or they still own the triple-decker residential property they invested in 

twenty years ago. 

 

Furthermore, I know that it is these supplemental residential properties that change hands with 

great frequency. We know that fully 40% of residential sales in any given year tend to be these 

second, third and fourth homes.  In other words, if you are working with a prospect who owns a 

second and a third home (not that unusual, as it turns out), there is a good chance that in the 

next few years they will be thinking about what to do with one of those properties. 

 

The late John Brown had access to more refined data that captures this phenomenon.  He was 

fond of saying:  

 

“Among property owners age 50 and over, 18% of them will sell a piece of real estate in 

the next 18 months.” 

 

What does this mean for the fundraising world? It means we need to find out who these owners 

of multiple pieces of residential real estate are, especially the older ones, and we need to be 

sure they know that there are tax-advantageous alternatives to simply selling those properties. 
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We need to be sure they know that when the time comes for them to start thinking about 

disposing of one of their properties, they will know to give us a call to explore possibilities, rather 

than just automatically list the property with their local broker. 

 

What Real Estate Donors Look Like, and What Motivates Them 

 

I know that many donors of real estate are individuals and families who own multiple pieces of 

residential property. But what do we know about their motivation when they do make a gift? 

 

There have been studies produced nearly identical results: There were three factors at the top 

of the list of what motivated property owners to donate real estate. They are: resonance with the 

mission and good work of the organization (i.e. charitable intent); desire to use the tax benefits 

from the gift (avoidance/minimization of capital gains taxes as well as charitable deductions); 

and a desire to be relieved from the headaches of continued ownership and management of the 

property.  Significantly, the third of these – getting out from under the burdens of property 

ownership – was rated equally with the other two. 

 

This tells us a great deal about how to market our institution’s interest in attracting real estate 

gifts. In our marketing and outreach we should be reminding our prospects that we understand 

that many of them will find themselves in a position where they might start to feel that continuing 

ownership of their property is more burdensome than beneficial, and that we have creative 

ideas that could very well solve their problem while enabling a very generous gift. 

 

From experience we also know that there can be particular fact patterns that will lead aging 

property owners to be especially receptive to conversations about the disposition of their real 

estate. For example, many people today are wary of the emotionally-taxing process of working 

with a broker to list and sell their home. To be told that the vacation home that was worth $2 

million several years ago should now be listed for a mere $1.4 million, with hopes of selling it 

(after reductions in listing price) at maybe $1.2 million, can be very difficult for a family to take. 

Given the alternative to deed it over, take a deduction for the full appraised price, avoid any 

exposure to capital gains tax, and let the college (for example) worry about the marketing 

process, can be very attractive. 

 

Other motivating factors include:  

 

 wanting to convert a non-performing (from a financial point of view) asset into assets that 

might generate 5% or greater (through a charitable remainder trust, or through a 

charitable gift annuity), to supplement retirement income; 

 wanting to trigger a big deduction to help offset the large gain coming from sale of a 

family business or another property; 

 wanting to make the decision about the property now, once and for all, rather than 

arguing about it with family members for the next 20 years. 

To summarize the profile of a likely real estate donor: 
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 Age 65+ 

 Owns multiple pieces of real estate, likely in multiple states – much of it is appreciated. 

 No heirs, or children moved away and not interested in the real estate. 

 If there are children, there are other assets to pass on to them. 

 Want to preserve their liquidity. 

 Capacity to use charitable income tax deductions. 

 Charitable motivation. 

 May or may not have a strong giving record. 

 May or may not show up on wealth screening. 

 

What Today’s Real Estate Gifts Look Like 

 

From surveys I know that 50% of properties donated tend to be residential properties – roughly 

30% second/vacation/rental properties, and 20% primary residences.  Other properties donated, 

in order of declining frequency, are undeveloped land, commercial properties, farms and 

ranches, land with conservation value, time shares, and industrial properties. 

 

It is my belief that with the possible exception of time shares (and cemetery plots!), virtually no 

particular type of real estate should be automatically dismissed. Rather, we believe that with 

rigorous screening and due diligence procedures in place, it is possible to sort out the promising 

gift properties from the troublesome ones, regardless of whether the property in question a 

summer home or a factory is. 

 

Thanks to periodic reports from the IRS, “Individual Non-Cash Charitable Contributions,” we 

have some good data on real estate gifts as reported on Forms 8283 attached to tax returns.  

The latest study – of 2016 returns – tells us that slightly over $640 million in real estate 

donations were reported in 2016.  (This includes conservation easements and façade 

easements).  In that year the average (mean) real estate donation was reported as $268,000.  

This number has declined in recent years, but it is still a substantial number for the average real 

estate gift. 

 

When gift officers and development vice presidents point out to us that the pursuit and closing of 

real estate gifts involves front-end expense, varying degrees of complication, and that some 

gifts don’t make it across the finish line, our response is: Yes, that is all true. But, if you screen 

your gift possibilities carefully at the outset, and spend your time on just the promising gifts, and 

if those gifts average over $250,000, isn’t it worth a little effort and expense to bring in such 

gifts? 

 

I am are asked if it’s true that many properties offered as real estate gifts are encumbered with 

mortgages. My experience, and the data, suggest not. According to the Statistical Abstract of 

the U.S., for persons age 65 and older, fully 83% of their real estate holdings are debt-free.  And 

since most real estate gift conversations involve owners 65 and older, there is a very good 

chance that a mortgage won’t be a factor. And, if a mortgage is involved, more often than not 

work-arounds to the mortgage can usually be figured out. 
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Emerging Best Practices 

 

There can be no question that the development world, and the networks of private advisors, and 

the number of institutional partners and private consultants involved with real estate gifts, have 

collectively learned a great deal in recent years about good, and bad, ways to go about 

attracting, structuring, screening, investigating, closing and disposing of real estate gifts. 

 

I believe that it is appropriate to claim that best practices in the field have in fact developed and 

are constantly being refined.  

 

The following summary of “Emerging Best Practices” is based on a study as well as my 

experience and that of our clients in attracting real estate gifts. 

 

Policies and Procedures 

 

I have found that for almost every institution it makes sense, before ramping up the marketing of 

real estate gifts, to review and amend gift acceptance policies and procedures to be sure they 

properly address what that institution does and does not want to pursue and accept as real 

estate gifts.  The state of the art has advanced greatly in recent years, and it makes sense for 

gift acceptance policies to reflect this collective learning.  Also, the process of conducting such a 

review can become an opportunity to educate key staff and board about the magnitude of the 

real estate gift opportunity, and can provide the mechanism for achieving buy-in of key players, 

including the CFO or the General Counsel, or wherever it is that institutional caution about real 

estate gifts has traditionally been housed. 

 

Such a review can often achieve a considerably stream-lined approach to reviewing and 

deciding about real estate gifts.  Many institutions discover that they have unnecessarily 

burdened the real estate gift review process by having too many hands in the pie. Often, the 

process can be simplified with absolutely no sacrifice of the quality of the review. 

 

Revising procedures for handling real estate gifts can also provide an opportunity to become 

more “donor-friendly” throughout the process. Often, an institution’s caution about real estate 

gifts is reflected in rather off-putting procedures, e.g.: a potential donor inquiring about possibly 

making a real estate gift is asked to complete a 10-page questionnaire and supply many pages 

of documents. If an institution is truly interested in accepting real estate gifts, then its approach 

to dealing with prospective donors needs to be friendly and oriented to problem-solving. 

 

More and more organizations are adopting a gift minimum concerning real estate gifts. 

Increasingly, the yardstick being used is not simply the estimated value of the real estate asset 

in question but is, instead, the estimated likely net value to the organization, in today’s dollars, 

of the gift when all is said and done. For example, a vacation home may appraise at $200,000, 

but if it is proposed as the funding asset for a 6% Charitable Remainder Unitrust for 63 year old 

beneficiaries, then the true likely value of the gift – taking into account various expenses along 
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the way, making actuarial assumptions, and bringing everything back to present dollars – might 

be more like $75,000.  It certainly isn’t $200,000.  We have found that it is good rigor for an 

institution to do this preliminary analysis early on, in part to temper expectations, and in part to 

help decide whether to pursue the gift. 

 

And finally, we know that the most successful real estate gift programs offer a very full menu of 

structuring options to their donors, so that they can use the whole toolbox in crafting a solution 

to fit the donor’s particular circumstances. Therefore, a review of gift acceptance policies and 

procedures becomes an opportunity to carefully broaden the menu of offerings, while thinking 

through particular policies for each structure. In other words, the most successful programs 

include charitable gift annuities and bargain sales and fractional interest gifts on their menu, as 

well as bequests, outright gifts and charitable remainder trusts. 

 

Marketing 

 

I am occasionally challenged about our enthusiasm for the potential of real estate gifts with 

questions like: “I’m skeptical about the whole real estate gift thing. We ‘ve received only three 

calls in the last two years.” To which we often respond: “Have you given your 

alums/members/donors any reason to think that you are interested in receiving real estate gifts? 

Do you mention it on your website? Do you include it in your mailings? Do you highlight it at 

reunions?” Most often the answer to these questions is: “Well, no, not really.” To which we 

respond: “They are not going to give you a call unless you give them some reason to call.” 

 

I have found that some messages work better than others when getting the word out about an 

organization’s interest in real estate gifts. As a general rule: “Give us your real estate. We’re a 

great organization and we’ll do great things with the money” doesn’t work terribly well. On the 

other hand: “Perhaps you find yourself thinking about a piece of property you might need to 

dispose of in the years ahead. If so, give us a call. I have some ideas you might find interesting” 

can elicit responses. In other words, it helps to put yourself out there as someone who 

understands their situation/problem and is in position to help them solve their problem. 

 

Like other marketing situations, the message needs repeating often, in different media – 

newsletter, website (where, in our opinion, real estate deserves its own page rather than being 

buried on Planned Giving pages), enewsletters, social media, etc. 

 

Not surprisingly, case studies (real examples work best, but hypotheticals are better than not 

doing it at all) are most effective. 

 

No matter what the message and the medium, it’s critical that the organization’s response be 

timely, friendly and professional. As I suggested before, there’s no point in launching a 

sophisticated marketing program if the response is to fire off a request to complete a lengthy 

questionnaire and send copies of legal documents. 

 

 



 

 

Magnuson/Bidwell   Page 8 
 

Initiating the Conversation with Prospects 

 

As important as it is to market an organization’s interest in real estate gifts, we have come to 

believe that there is a more direct way to surface real estate gift possibilities. And that is to 

figure out (through research, brainstorming with staff and board members with institutional 

memory, etc.) who among your alums/patients/members fits the profile of a likely real estate 

donor (see IV above), come up with your ten best prospects, and figure out who is best 

positioned to have a conversation with those persons in the next six weeks. 

 

Often these prospects will be people very familiar to your organization. Sometimes, they won’t 

be. 

 

Whoever they are, our advice is to not be reluctant to initiate a conversation about their real 

estate holdings and their plans for the future. Rather, I believe it is appropriate to approach such 

conversations with the attitude that your prospects are likely to welcome a conversation with 

creative ideas, because it is highly likely that the future of their real estate is very much on their 

minds these days.  My experience is that such prospects are more likely to open up about their 

real estate and their situation than they are to ask you to stop prying and please go away. 

 

Start with your Board of Directors 

Let’s start with another quote from John Brown:   

“A real estate gift is sitting at the table of every Board meeting.  It’s just that no one has 

ever connected the dots.” 

I truly believe this.  

Which means there are multiple reasons for getting on the agenda of a Board meeting, or at 

least a Development Committee meeting or a Campaign Committee meeting.  They are: You 

might want to get your Board’s blessing on amended gift policies incorporating real estate gifts. 

You might want to prepare a presentation designed to have the light bulb go off for one or more 

Board members who perfectly fit the profile of a likely real estate donor. And, you want all your 

Board members to know enough about the basics of real estate gifts – the very basics – that 

next time they’re at a cocktail party and a friend mentions that he’s going to have to sell the 

place on the Vineyard, your Board member needs, at that point, to say: “Before you list it, could 

I have so-and-so give you a call next week?” rather than say: “Here’s the name of a broker you 

might want to use.” 

Donor-Friendly Screening and Due Diligence 

 

I have found that concern about environmental risk sometimes totally dominates an institution’s 

thinking about real estate gifts to the point that real estate gifts are rarely sought and, when 

offered, rarely completed.  Though the legal exposures to an organization arising from CERCLA 

and other laws are substantial and should always be taken very seriously, we believe that 
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proper screening and due diligence can identify, manage and control these risks – as well as 

other risks – in most cases. 

 

I am finding many institutions applying a two-step process to evaluating properties offered as 

gifts. With an emphasis on donor-friendliness (while maintaining rigorous risk management), I 

believe that a reasonable first step when a potential gift property appears is for a gift officer, or a 

member of the charity’s real estate department (where is exists), to gather basic information in 

either a site visit (obviously preferable) or in a friendly phone call that might last no more than 30 

minutes.  Without putting a donor prospect through the ordeal of completing lengthy 

questionnaires and copying deeds, I have found that the right 30-minute conversation will in 

most cases provide the essential information needed for a decision on whether or not to 

proceed with consideration of the gift.  The attached data sheet can be used as a guide to what 

should be a friendly conversation in which this critical information is gathered. 
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                                            Real Estate Gift Data Sheet 

Legal Owner(s) of Property         

Mailing Address          ______ 

             

Daytime Phone Number ( )    Email:       

Person providing information (if other than owner): __________________________________ 

Daytime Phone Number (_____) ____________________           Email: 

____________________ 

Relationship to Property Owner: ______________________________________________ 

Address/Location of Property proposed for gift:        

            

Brief description of property: _____________________________________________________ 

____________________________________________________________________________

_ 

Land area (acres or square feet): _______________   Building area (square feet): 

_____________ 

Current uses of property: ________________________________________________________ 

__________________________________________________________________________ 

Abutting property uses: 

___________________________________________________________ 

Any obvious environmental hazards associated with property or abutting properties: 

__________ 

____________________________________________________________________________

__ 

Estimated current fair market value of property:  $ __________________________ 

Date of acquisition/inheritance: __________________________ 

Estimated current cost basis (include improvements):   $ __________________________ 

Amount of mortgage or other debt currently on property (if any):  $ _______________________ 

Has property recently been listed for sale?  _____ If yes, with whom, and for what list price? 

__________________________________________________________ 

Objectives of donor in wanting to make a gift: ____________________________________ 

____________________________________________________________________________

__ 

Gift arrangement contemplated: (outright gift, partial interest, retained life estate, life income 

arrangement, etc.): 

_____________________________________________________________ 

____________________________________________________________________________ 

Is a particular gift designation for a particular purpose contemplated? ________________    

________________________________________________________________________ 

Note: If possible, please attach a photo of the property and one or more maps showing 

location and relation to abutting properties. 

 

Development Officer:   __________________________Date: ____________________ 
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This information, perhaps supplemented by some time on Google Earth, Zillow, and on-line 

assessor or registry information, is often sufficient for the institution’s gift acceptance committee 

to determine whether the gift would appear to be consistent with policies and meet basic 

thresholds and not contain any glaring red flags – in which case the decision would be made to 

proceed to the next and more rigorous stage of due diligence – or whether the gift doesn’t meet 

institutional requirements or has some glaring problems – in which case the decision would be 

made to tell the donor politely and respectfully that their proposed gift doesn’t pass muster. 

 

If the gift passes this initial screening, then it would be appropriate to work with the property 

owner on the steps of a more complete due diligence process – title search, further market and 

value investigations, and, in most cases, a Phase I environmental assessment. But there is no 

need to put either the institution or the donor through these hoops, and incur these expenses, 

unless an initial screening process provides encouraging preliminary indications. 

 

I’ll mention that one trend we are seeing is for more and more institutions to pay for the Phase I 

environmental assessment – assuming all other aspects of the gift look promising – on the 

theory that this is a legitimate cost of doing business, akin to paying for title insurance.  We have 

both seen promising gifts go away because of an institution’s insistence that the donor – in 

some cases the donor of a very substantial and valuable property – pay for the $1800 Phase I 

because “that’s our policy.” 

  

Menu of Ways to Dispose of Property  

 

Familiar Approaches 

 

In my experience, notwithstanding the education and experience of the professional advisory 

community – attorneys, CPAs, financial advisors, real estate advisors and brokers – an owner of 

property, when seeking advice on how to dispose of a piece of (usually appreciated) property, 

will most often be advised to consider one of three approaches: 

 

 Find the best broker you can, sell for the best price you can get, pay your capital gains 

taxes, and move on with your plans, including our charitable donation plans; or 

 

 Leave the property in your estate, leaving it to your executor and your children to sort it 

out when the time comes (whether or not your children really want either the property or 

the headache of dealing with it); or 

 

 Bequeath the property to one or more charities of meaning to you through your will. 
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Charitable Approaches 

 

It is less often, in my experience, that a family’s advisors will refer to a range of charitable 

options also available at the time one starts to think about disposing of property. Therefore, 

more often than not, it falls to the gift planning officer, or major gifts officer, to review the menu 

of charitable options available to someone contemplating disposing of real estate. 

 

The menu includes: 

 

 Outright gift. Never underestimate the capacity of a donor to make an outright gift. Don’t 

start off assuming, for example, that they will want life income as part of the 

arrangement. The outright gift is the simplest gift for all involved, provides the maximum 

and earliest financial benefit for the charity, and provides the maximum tax benefit for 

the donor. 

 

 Part sale, part gift. For donors not wanting to give the property away entirely but wanting 

some sales proceeds as a lump sum (as opposed to coming in the form of trust 

payments or annuity payments), there are two structures that can be adapted to fit a 

wide range of situations. 

 

o Bargain sale. A property owner selling their property to an exempt non-profit 

organization at a price below the appraised fair market value of the property is 

entitled to a charitable deduction for the difference between the sales price and 

the appraised value. The deduction from this gift portion can often be used to 

offset the exposure to capital gains tax on the sale portion of the property. A 

charity contemplating such a transaction will need access to working capital to 

cover its purchase price and holding costs prior to the time it sells the property 

(unless simultaneous sales are arranged.) 

 

o Fractional interest sale.  A property owner may elect to donate an undivided 

fractional interest in a property to a charity, at which point, typically, the two 

parties cooperate in marketing and selling the property.  The donor is entitled to a 

charitable deduction based on the percentage of ownership they donate 

(sometimes adjusted to reflect the minority discount rule). At the time of sale, net 

sales proceeds are distributed to the donor and to the charity based on their 

respective ownership shares.  The advantage of this arrangement for the charity 

is that it doesn’t require upfront capital for purchase. 

 

 Life income arrangements.  Depending on the desires of the donor, and the policies and 

flexibility of the charity, either a Charitable Gift Annuity or Charitable Remainder Unitrust 

or a can be used to provide the donor with a combination of deductible gift and income 

for life or for a period of years (in the case of a CRUT).   
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o Charitable Gift Annuities. Despite today’s low CGA rates, many donors seeking 

to make a gift of property in exchange for retirement income prefer the CGA 

solution over the CRUT solution, because of the attractiveness of fixed rates and 

the relative simplicity of the CGA.  In response, more and more charities are 

deciding that in particular circumstances they would be willing to fund a CGA with 

property, provided they can defer payments and adjust the pay-out rate to reflect 

their likely actual proceeds from sale, net of expenses. 

o Charitable Remainder Unitrust.  Many donors are very well-served by their 

decision to fund a CRUT with donated real estate. Donors need to understand 

from the start that they will likely be asked to make cash contributions to the 

CRUT to cover the CRUT’s costs of property ownership prior to sale. Some 

donors prefer to, or are willing to, serve as initial trustee of the CRUT, through 

the time of sale, at which time often trusteeship is assigned to the charity. (This 

approach limits the charity’s risk exposures.) More and more donors, however, 

are asking the charity to serve as trustee from the outset, out of a desire to off-

load the responsibilities of marketing the property. In response, more and more 

non-profits have grown flexible about trusteeship arrangements on real estate 

funded CRUTs. 

 

 Continued use of the property – Retained Life Estate. The ability to donate a residential 

or agricultural property while retaining the right to continue using (or, perhaps, renting 

out) the property provides a very attractive gift vehicle for many property owners. The 

charity needs to be very careful about the drafting of a detailed side agreement – in 

addition to the language of the deed itself – that clearly spells out the responsibilities of 

the parties and anticipates such events as incapacity, need for major capital 

improvements, etc.  Where a non-profit knows that a donor has left a property to them 

through their estate, they would be well-advised to explore with the donor the 

advantages of doing the gift as a retained life estate instead – they could still continue to 

use the property (and be responsible for its costs), but they would benefit from a 

charitable contribution income tax deduction (unlike a bequest) and could be recognized 

for their gift during their lifetime. 

 

 Life income and continued use of the property. In certain situations, for some institutions, 

it makes sense to work with the donor to combine a retained life estate with a charitable 

gift annuity.  Essentially, rather than take a deduction for the gift portion of the retained 

life estate, the donor uses that value to fund a CGA. The institutions that find the upfront 

cash necessary for CGA payouts are often institutions that conclude that such an 

arrangement is a prudent use of endowment funds, where the likely return on investment 

using funds in this way is competitive with alternative uses of those endowment funds. 

 

 Passing the property to heirs - Charitable Lead Trust. Where a property owner wants to 

pass on income-producing real estate to heirs in a tax-advantageous manner, while 

providing interim gifts to charity, the Charitable Lead Trust can be an ideal solution. 
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 Conserve the property.  When working with property owners desiring to either protect 

conservation-worthy land or to protect the façade of a historically significant building, 

conservation/façade easements can be used in combination with any of the gift vehicles 

above. For example, the owner of conservation-worthy land valued at $1 million could 

either donate the land to his/her college, which would sell it knowing that it would likely 

be developed; or, the owner could first donate a conservation easement to a local land 

trust (triggering, say, a $400,000 deduction), and then donate the easement-

encumbered land to the college, triggering an additional deduction of, in this instance, 

$600,000.  In the second situation, the College would sell the property and yield 

$600,000 from the gift. In both situations, the donor would be eligible for deductions 

totaling about $1 million. 

 

 

                   CASE STUDY ON USE OF REAL ESTATE TO FUND CGA 

 

Husband and wife in their early 80’s approach two national charities to make a donation.  The 

husband had been a college professor, they had no children, now living in a retirement facility, 

needed additional income and wanted to leave major gifts to the two organization. 

The donation asset was a cabin on four acres of beachfront property in Rhode Island.  The 

donors estimated the value to be in the $750,000 range and there existed a small mortgage.  

The property was purchased in the early 1950s and the family used it as summer retreat and to 

entertain guests.  At present it produces no income and if sold would net considerably fewer 

dollars for reinvestment from which they would hope to get an income stream.  At any rate 

“safe” investments were producing between 1.5% and 3% or roughly $15,000 in annual income. 

The Planned Giving Officer for one of the charities suggested and exchange of the property for 

a Charitable Gift Annuity at a fixed rate of 8.3% annually.  This would produce an annual income 

of $41,500 plus provide tax saving from the gift deduction this arrangement.  For six years the 

deduction help shelter the income stream and effectively increased the net payout return to 

around 12%. 

The organization entered into a join agreement to share the donation.  The property sold for 

over $1,200,000 including sales and marketing fees.  The donor’s annual annuity payment 

jumped to $83,000 because of the increased value of the gift and net sales proceeds. 

All parties to the transaction were happily surprised by the end result.  The charities get major 

gifts, the donor fulfill their philanthropic goals and protect their retirement years with a secure 

commitment for a lifetime income.  
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Bargain Sale of a Restaurant site 

An investor owned a property for over 30 years that included a 19,000 square foot building and 

the land on which it sat (46,000 square feet). In previous life the property had been used as a 

site of an upscale restaurant and offices.  During the period in which the property was fully 

occupied it had an appraised value of $2,100,000. The property went vacant for five years. 

During that time, it was offered for sale at $1,100,000. The Donor continued to carry mortgage 

payments on $350,000 plus annual holding costs for property taxes of $18,000; insurance and 

public utility stand by charges of $5,000. 

A two-year-old appraisal in the approximate amount of $1,050,000 had been commissioned by 

the Donor and he felt the FMV would still be in that range. 

Enter Realty Gift Fund (RGF) a 501 (c) 3 public charity into discussion with the property 

Owner/Donor about the potential for a “Bargain Sale” donation arrangement.  A “Donation 

Agreement” was signed by both RRGF and the Donor. The terms included a provision for RGF 

to pay the Donor $350,000 in cash at closing. The Donor would use these funds to retire the 

mortgage leaving the property free and clear for RGF. (FMV $1,050,000 less $350,000 

mortgage leaves RGF with an indicated equity/donation of $700,000).  

RGF arranged for an investor to lend it the $350,000 needed to close with the Donor. The new 

mortgage had a term of three years with interest and equity participation to be paid at the 

closing of a sale to any new purchaser of the property.  

The donation closed on June 8th.  A sale to third party buyer closed on June 23rd.  At closing the 

investors mortgage was paid off and RGF got the residual of the sale proceeds as the 

fundraising benefit for RRGF from the “Bargain Sale” donation. 

The buyer was a local restaurant chain that paid cash for the property. It had no use for the 

improvements so all of the buildings will be demolished to make room for a new restaurant. The 
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sales price was reduced to allow the buyers to complete its plans. By quickly finding a buyer 

and reducing RGF’s risk exposure it captured major cash gift from this process. 

Benefits of the Transaction: 

1. Donor received debt and holding cost relief 

2. A charitable gift deduction flowed through to the Donor 

3. RRGF received funding for their primary mission (environmental impacts property 

remediation) and education on its expertise leading to the public good, i.e., 

repositioning property for new uses and adding to the community tax base 

4. The third party’s Realtor got a full 6% commission 

RRGF is flexible on structuring these types of donations. The cash purchase portion does not 

have to be used for debt reduction. Should the property be free and clear, the Donor can take 

the cash for his/her benefit. 

This gift arrangement offers creative solutions for a Donor and the property can be donated 

anywhere in the United States.   

  

Case Study CGAs funded by Rental Property 

In the world of charitable gifts, real estate donations provide a way to benefit both the donor and 

the charity.  When a Donor decides to make a gift of real estate to a Charity, the gift can be 

combined with a Charitable Gift Annuity that ensures the Donor a guaranteed monthly income 

for life and the Charity with the remainder upon the death of the Donor.  In the example of the 

successful case study below the Charitable Gift Annuity was also complemented with a direct 

donation to the charity.  Both parties were very pleased with the results.  

 

Mr. and Mrs. Donor of Torrance, CA, approached California State University Dominguez Hills 

(CSUDH) to explore the possibility of donating a condominium in Redondo Beach, CA to 

support the housing needs for new professors.  While investigating their concept, it was 

suggested they might want to consider using a portion of their property equity to fund a 

Charitable Gift Annuity (CGA) which would provide them each with a fixed monthly income and 

use the balance as an outright gift to the university.  
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To accommodate the CGA element of the donation it required the California State University 

Foundation (CSUF), a certified grantor of CGAs, to step in as the transaction’s coordinator.  

Two officers from the school’s Advancement office worked together to process the procedure 

prescribed in the university’s “Guidelines for Gifts of Real Estate”.  

 

The university retained me as their real estate consultant to handle the joint efforts of several 

strategic alliance partners with whom I had built relationships.  The Financial Company provided 

a qualified realtor to inspect the condo, order a preliminary title report, write a “Brokers Opinion 

of Value” memo and issue a marketing plan.  Under the university’s guidelines, all properties 

offered in exchange for CGAs must be donated and sold simultaneously.  

 

The Realtor procured an acceptable purchase offer.  The escrow closing took only twenty-five 

days.  Everything went as planned and sales proceeds were distributed to fund two CGAs (one 

each for Mr. and Mrs. Donor) as well as a current cash gift to the university. The cash was to be 

used to purchase one or two condos near the campus that would be used to house university 

professors.  

 

When interviewed about the process, Mr. Donor said, “the process went very smoothly” but “it 

needs to be better advertised”.  He sensed that many other university supporters would use 

their real estate equities to fund CGAs if information were better disseminated. 

 

Comments from a University representative, “Our foundation board was cautious about 

accepting gifts of real estate because we do not have a sizeable unrestricted asset pool to 

capitalize a Charitable Gift Annuity while marketing the real estate for sale.  The process of 

simultaneous sale eliminated that obstacle and the risk associated with estimating sale 

proceeds.”  

 

In the process of simultaneous sales, the donor enters into an agreement giving the charity a 

contractual right to the donation.  Under that contract the charity has a specific due diligence 

period to investigate the property issues and market the asset.  It is the Foundation’s consultant 

that finds the buyer, negotiates the sales price and closes the transaction.  The Donor receives 

the gift annuity income and tax deduction component at the end of the process.   

They have no hands-on control of the process once the “Agreement for Donation of Real 

Property and Escrow Instructions” has been executed.  

 

This type of gift is an excellent opportunity for philanthropic donors to be active participants in 

the distribution of their estate experiencing the gratification of seeing their dreams realized while 
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at the same time receiving the financial benefit they needed from the donated asset.   

 

Sidebar example:  the values are for demonstration purposes and not actual case numbers.  

 

Fair Market value of property:  $500,000  

Costs for sale:  7%        $35,000  

Net sales proceeds:           $465,000  

 

The Donors fund a CGA for $375,000 at an annuity rate of 6.25% or $23,437.50 annually and 

receive monthly annuity payments of $1,953.13, guaranteed for life!  (Annuity rates are based 

on the American Council of Gift Annuities.). The Donor wins – they now have an income stream 

greater than they were receiving from the property’s rent, in addition, they are recognized for 

their lifetime philanthropy to the University. 

 

The balance of the donated property equity of $90,000 could be a straight current gift to the 

Charity.   

 

 

Solution for Prearranged Sales 

A donor approached a fundraising staff member at The George Washington University with an 

offer to donate her rental condominium.  She was very excited because it was under contract to 

sell the unit for $550,000 with closing to take place in ten days.  A policy within the University 

requires fundraisers, when dealing with potential real estate donations, to work with a member 

of the Planned Giving Department.  At the first joint meeting with the donor the University’s team 

had to raise the pre-arranged sale issue. 

The donor was advised that the University would be happy to receive the gift, but under the 

circumstances, the donor would be subject to a huge capital gains tax (The basis in the property 

was $50,000).  This was not a good message to carry to the donor. She did not understand why 

the University would not accept the gift and give her full gift credit. The initial gift of the condo 

was to be the first of two gifts toward an ultimate gift of a $1,000,000 endowed scholarship. She 

wanted to add the equity in the second condo to the pool for the endowed fund.  Any difference 

between the equities in the real estate gifts and the $1,000,000 would be made up for by a 

provision in her will.  Losing credit for the first transaction was not an option if the University 

wanted to save this wonderful donation.   

The team of accountants and attorneys involved in the original purchase agreement came up 

with a solution. The donor and purchaser agreed to amend the purchase agreement to allow the 

seller/donor/exchanging party to add a provision for an IRS Section 1031 exchange. 
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The purchase of the condo was completed as planned.  The net proceeds from the closing were 

placed into an escrow account controlled by a facilitating agent.  The University has on staff a 

nationally known specialist in exchanges. With his expertise, a replacement property was 

located and purchased within his guidance of the Starker provisions as dictated by the IRS.  

***Starker exchange case as a footnote. 

Once the replacement property was closed, the donor leased the property for a short period of 

time and decided to move forward with a “Donation Agreement” that had a “Bargain Sale” 

component.  The Bargain Sale first went to reimburse the Donor for costs related to the first 

property transfer into the exchange pool. 

The University advanced funds for repairs to the replacement property.  The “Bargain Sale” 

agreement provides for these costs to be reimbursed to the University, the donor to get her 

money, and the gift to be booked at very nearly the face value of the original property value 

when it was first offered as a gift. 

A buyer was located for the replacement property and closing took place.  Funds were 

distributed to each party as the donation agreement spelled out. 

End Results: 

1. Happy Donor 

2. Happy University 

3. Happy purchasers for both properties 

To use this technique, the property offered as the donation must meet the IRS criteria as “like-

kind” property.  The Starker provision requires that a donor and his/her agent must comply with 

this or use the simultaneous closing technique. 

The professionals who play a role in this type of arrangement are: 

1. Tax attorney 

2. CPA 

3. Title company officer 

4. The charity’s general counsel 

5. A facilitating agent 

6. Realtor with section 1031 exchange experience 

*** Starker v. United States 

STARKER v. UNITED STATES 

79-2 U.S.T.C. ¶ 9541 44 AFTR 2d 79-5525 (1979) 

Affirming, reversing and remanding 77-2 U.S.T.C. ¶ 9512 (1977), 40 AFTR 2d 77-5460 (1977)  

http://www.timbertax.org/research/caselaw/court_cases/s/starker
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Creative Structural Alternatives to Isolating and Managing Risk 

Charities have several options for avoiding most liability when they are offered real estate 

assets.   

One option, referred to above, is for the gift to come by way of a charitable remainder trust 

where the charity does not assume the trusteeship until the property has been sold by the 

originating trustee. 

Another option is to enter into an arrangement with a “facilitating charity” to accept the role of 

processing a donation and then sharing the net proceeds once the asset is sold.  No ownership 

issues are linked to the originating charity by structuring a mutually beneficial arrangement on 

how to handle real estate being offered by the donor. Some community foundations provide this 

service, as do some colleges, universities, Realty Gift Fund and Charitable Solutions.  

Some non-profits have elected to establish a 509 (a) (3) charitable supporting organization, for 

the purpose of receiving and disposing of gifted real estate, with the expectation that income 

and assets in this organization could be distributed to the sponsoring charity at any time. 

Another approach, popularized by attorney Emil Kallina, is for the charity and an identified buyer 

enter into a “put” option agreement whereby the charity can elect to postpone taking title to the 

gifted property until such time as it intends to exercise its option to sell the property to the 

identified buyer. Though this leaves the charity in the chain of title momentarily, it eliminates any 

exposure to carrying costs, etc. 

Two other approaches, the directed/simultaneous close, using guidance from the Tax Court’s 

Guest ruling, and the use of single member limited liability companies, are described below. 

 

The Directed/Simultaneous Close 

A directed close is a means by which a charity accepts, markets, and sells a gifted piece of real 

estate without taking title to the property, while still providing the property’s donor with access to 

an income tax deduction.  In such a transaction, the title and deed to the gifted property convey 

directly from the donor to a third-party buyer without the charity having ever taken title.  By 

remaining outside the chain of title, the charity avoids any risk exposure to environmental 

concerns, injury to visitors to the property, and/or downturn in property values while the gifted 

real estate is on the market or after it is sold.  In addition, the charity assumes no responsibility 

for holding costs that may apply to the gifted property, including property taxes, maintenance, 

insurance, etc.  This enables charities to accept a much broader range of gifts and helps 

maximize the donor’s tax deduction. 

The legal precedent that underlies the directed close technique 
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In Guest v. Commissioner, 77 T. C. 9 (1981), a charity never took title to several gifted pieces of 

real estate, yet the donor, Winston F. C. Guest, was entitled to a charitable deduction for his gift.  

The charity wanted title to convey directly from Mr. Guest to a third-party purchaser in order to 

minimize the applicable state and local transfer taxes, which, without a directed close, would 

have applied first to the transfer from Mr. Guest to the charity and again to the transfer from the 

charity to the third-party purchaser, thus significantly diminishing the proceeds of the gift. 

 In Guest, the charity requested Mr. Guest to “retain title as nominee on our behalf.  When we 

have completed our negotiations (for resale of the properties), we will instruct you to prepare 

deeds in the name of the purchaser.”  During the “inspection period,” the charity identified a 

willing and able buyer and directed Mr. Guest to transfer the properties’ deeds to the third-party 

purchaser.  While the IRS held that this transaction did not entitle Mr. Guest to a charitable 

deduction, the Tax Court strongly disagreed and held that, where the parties’ intentions to make 

and accept a gift of property are clear and well-documented, a donor can be considered to have 

made a valid charitable contribution of real estate when the donor deeds the property not to the 

charity, but instead, at the charity’s specific direction, to a third-party buyer identified by the 

charity. 

This ruling was further reinforced in 1986 in Stark v. Commissioner, 86 T.C. 243, in which a 

taxpayer desired to transfer land worth $1.8 million to the U.S. Forest Service.  The Forest 

Service can receive contributions of land only by exchange but, in Stark, the donor wanted to 

receive cash.  So, the donor/seller agreed to sell her property for $1.2 Million to a third-party 

purchaser, who would then exchange that property for other Forest Service property; the 

donor/seller would also receive a $600,000 tax deduction for the discounted price.  Citing Guest, 

the court held that the contribution to the Forest Service was complete when the taxpayer 

conveyed the property to the third-party buyer pursuant to the Forest Service’s direction, and 

not at the later time when the Forest Service completed its exchange transaction with the third 

party as urged by the IRS. 

 

How it works 

Underlying each directed close transaction is a legally binding gift agreement, or contract, in 

which the donor makes an irrevocable commitment to convey to the charity title to the gifted 

piece of property, subject only to an “inspection period” for a stated period of time. During this 

period, the charity inspects and markets the property and attempts to identify a third-party 

purchaser.  Throughout the inspection period, the donor remains responsible for all holding 

costs associated with the gifted property, including maintenance, taxes, and insurance.  The 

donor also remains responsible for all warranties and representations set forth in the agreement 

in regard to the gifted property and agrees to indemnify and hold harmless the charity from and 

against any liabilities or claims of an environmental nature.   

If a third-party purchaser is identified, a closing settlement is scheduled.  At closing, the 

donor/seller is directed by the charity to convey the title and deed directly to the buyer. The 
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donor receives a tax deduction equivalent to the tax deduction s/he would have been entitled to 

if s/he had transferred the title directly to the charity. 

If a third-party purchaser is not identified, then one of three things will happen: 

1. The charity and donor may choose to negotiate a new gift agreement, perhaps with 
different terms; 
 

2. The charity may choose to finish accepting the gift and take possession of the 
property; or 

 

3. The charity may let the contract expire, so that full control of the property reverts to 
the donor. 

    

The Single Member Limited Liability Company 

Recently, the IRS has come forward with guidelines which allow charities to create single-

member limited liability companies (SLLC) into which title of donated properties may be placed.  

This approach offers a safe haven for the charity while allowing the donor to get credit for the 

charitable deduction.  

By using this approach as an alternative to simultaneous closings or support organizations, the 

charitable world is being offered an inexpensive way to start accepting real estate donations. 

Some large national charities are reviewing the concept with the hope they can expand their 

fundraising efforts by creating a barrier to risk factors sometimes associated with real estate 

gifts.   

 

Conclusions  

 

I believe that the development community will continue to show an increased interest in the 

pursuit of real estate gifts, as gifts of cash and appreciated securities remain hard to come by.  I 

believe that more and more development shops will take advantage of the accumulated wisdom 

and best practices available for the pursuit, structuring, evaluation, closing and disposition of 

real estate gifts. 

 

I also believe that more and more development shops will overcome the “chicken and egg” 

paralysis that has often stood in the way of pursuit of real estate gifts. By this I mean: Some 

organizations have been reluctant to publicize an interest in real estate gifts out of concern that 

they would get many inquiries and wouldn’t have the capacity to deal with them. Other 

organizations have been reluctant to develop their capacity – through policies and procedures, 

staffing and staff training, consultants – to process real estate gifts because they have been 

afraid that there might not be the volume of real estate gift activity to justify such an investment. 

My advice is: Ramp up slowly on both sides. Do a little bit to develop real estate gift capacity, 

and do a little marketing, and see where it goes. If a decent level of real estate gift activity 
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materializes over time – and it takes patience, it won’t happen overnight – then gradually 

investing more might make sense. 

 

But I don’t think it’s a good idea to do nothing, and meanwhile watch one’s peer institutions 

enjoying real estate gift success. 

 

Just get started or increase your existing efforts. And proceed carefully, intentionally, and with a 

sense of optimism that your efforts will produce substantial results over time. 
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V. S.E.C. Education Foundation A. S.E.C. Education Foundation News  
 

 

S.E.C. Education Foundation News 

  

Lance C. Warner, S.E.C. 

2020 S.E.C. Education Foundation President 

 

 

The Ed Foundation is pleased to report that we have recently approved two new courses: Gary 

Vandenberg’s highly successful Exchange Magic and Jason Mittman’s exciting new course, 

Applying Lessons from the World’s Toughest Races.  

 

On January 19, 2020, in Fort Worth, Texas, we will present two half-day courses: ADA for 

Property Owners, Brokers, and Developers, presented by Richard Hunt, and Tax Credits & 

Other Incentive Financing Programs, presented by Don Longwell. Visit the S.E.C. Observer for 

more information.  

 

We have an exciting year of education planned, including Creating Powerful Transactions That 

Close, presented by Peter West, S.E.C., CCIM, in Grenville, South Carolina, in March; a 

Syndication Workshop with Gene Trowbridge in Denver, Colorado, in May; The Developer’s 

Course, presented by Chris Dischinger S.E.C. and William Stonaker, S.E.C., CCIM, in 

September in Indianapolis; and a 1031 Update, presented by Robert Charland in November in 

Fort Lauderdale. 

 

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.  

https://www.secobserver.com/
http://www.secedfoundation.com/
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VI. Society News Briefs A.  January Marketing Conference 
 

 

S.E.C. National Invitational Marketing Session 

Fort Worth, Texas 

January 19–22, 2020 
 

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

 

Hilton Fort Worth 

815 Main Street 

Fort Worth, TX  76102 
 

Call (800) HILTONS to make your reservation. Make your hotel reservations early, as we have a 

limited number of rooms available. The cutoff date for reservations is December 27, 2019. 

 

Visit  Hilton Fort Worth for hotel information, and visit Fort Worth 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. 

 

 

https://www3.hilton.com/en/hotels/texas/hilton-fort-worth-FTWFWHF/index.html
https://www3.hilton.com/en/hotels/texas/hilton-fort-worth-FTWFWHF/index.html
https://www.fortworth.com/
http://www.secounselors.com/
mailto:sec@secounselors.com
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VI. Society News Briefs B.  ADA for Property Owners and 

Tax Credits & Other Incentive 

Financing Programs 

 
 

 

ADA for Property Owners, Brokers, and Developers – Richard Hunt 

Tax Credits & Other Incentive Financing Programs – Don Longwell 

 

Fort Worth, Texas 

Sunday, January 19, 2020 

9:00 a.m. to 4:00 p.m. 
 

 

Richard Martin Hunt is a board-certified civil trial lawyer with 38 years of experience 

representing businesses and individuals in litigation, arbitration, and mediation. His practice is 

focused on lawsuits brought under Title III of the Americans with Disabilities Act and the 

disability rights provisions in the Fair Housing Act.  He is the author of Accessibility Defense, 

accessdefense.com, a blog that provides  news and information to help businesses avoid and 

defend disability rights litigation.  This class will provide an overview of the Americans with 

Disabilities Act and Fair Housing Act as they relate to acquiring, developing, owning, and 

selling real estate.   

 

Donald E. Longwell Jr. has structured historic rehabilitation tax credit and new market tax 

credit transactions throughout the country for a variety of clients, including private developers, 

nonprofit organizations, and municipalities. In many cases, he has successfully structured 

transactions and syndicated tax credits where a client had been previously advised by other 

professionals that it could not utilize the historic rehabilitation tax credit. High quality, 

responsive, creative, and cost-effective legal services are vital in this complex area.  This course 

will provide you with tax credit strategies and other incentive financing programs to help you 

close more transactions.   

 

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. 

 

 

http://www.secounselors.com/
http://www.secobserver.com/
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VI. Society News Briefs C.  March Marketing Conference 
 

 

S.E.C. National Invitational Marketing Session 

Greenville, South Carolina 

March 15–18, 2020 
 

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

 

Hyatt Regency Greenville 

220 N. Main Street 

Greenville, SC  29601 
 

Call (888) 421-1442 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 21, 2020. 

 

Visit Hyatt Regency Greenville for hotel information, and click Visit Greenville 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.greenville.regency.hyatt.com/
https://www.visitgreenvillesc.com/
http://www.secounselors.com/
mailto:sec@secounselors.com
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VI. Society News Briefs D.  Creating Powerful Transactions 

That Close    

 
 

 

Creating Powerful Transactions That Close    

Peter West, S.E.C., CCIM 

Greenville, South Carolina 

Sunday, March 15, 2020 

 

 

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

announce that Peter West, S.E.C., CCIM, will present Creating Powerful Transactions That 

Close from 9:00 a.m. to 5:00 p.m. on March 15, 2020, in Greenville, South Carolina. 

 

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

 

 The Foundation and Principles of Real Estate Marketing 

 Counseling Is the Foundation of Effective Marketing and Completion of Transactions  

 Preparing to Market Properties and Buyers  

 Transaction Formulas 

 Building a Multiple Property Transaction to Get to Closing 

 Marketing Venues 

 The course provides you with time-proven strategies to close MORE transactions! 
 

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. 

 

 

 

http://www.secounselors.com/
http://www.secobserver.com/
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VII. In the Spotlight A.  Ernie Eden  
  
 

 

 

 
 

 

Biography  

Ernie Eden, S.E.C., CCIM 

 
 

History of the Eden Family 

Ernie’s Mom was an immigrant who escaped from Berlin prior to World War II. She 

escaped with her parents and three siblings. Ernie’s Grandfather Schoenbach was a wealthy 

Jewish banker who was raising his family in a big house with five servants. They had a cook, a 

nanny, a gardener, a housekeeper, and a driver. That house still stands today, and is, in fact, 

considered to be a historical home in Berlin. Mr. Schoenbach also owned timber land along with 

real estate investments. In 1933, he anticipated trouble and converted as much of his timber and 

real estate as he could into stamps, jewels, and small works of art in order to travel lightly. He 

sent his family to the countryside of Alsace Lorraine, France. Grandfather Schoenbach followed, 

but at this time, they had no real home of their own. Looking for a place to call home, he and his 

family traveled through Yugoslavia, France, Holland, and even Palestine before eventually 

immigrating to New York through Ellis Island. Ernie’s Mother, Erika, was 17 years old, and the 

family’s new chosen name was Fairbrook because Schoenbach sounded too German. 

Ernie’s dad was from Vienna, Austria, and was also blessed to make it to the United 

States before the war, thanks to his curly blond hair. He did not leave Vienna until much later, 

when the situation with Hitler was getting really bad. Ernie’s father and his cousin found out 

what was really happening, and they decided to leave Vienna immediately. As they were leaving 

Vienna in 1938, he and his cousin were stopped by the Gestapo. Ernie’s dad was very clever. He 

took off his hat and showed his curly blond locks to prove that he wasn’t Jewish—even though 

he was. The guards allowed them to pass.  He got on a boat and traveled to New York, and his 
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family set up a chicken farm in New Jersey. Ernie’s parents were introduced by relatives at a 

barn dance near this farm, and they were married in 1946.  

Ernie’s mom was a teacher. When Ernie’s dad went to school in Austria, he studied 

chemistry. He was fortunate enough to have a sponsor from a refinery in Corpus Christi, Texas, 

to further his career as a chemist. It was important to have a sponsor to prove that he would not 

be burden on society. Mr. Eden would have multiple jobs throughout his career; and he settled 

down as a shipping manager at a dry bean factory. Ernie recalls as a child watching beans fill the 

packages. It amazed him how some of the beans became name brand when they fell into the 

“right” bags while others remained generic.  

Ernie was born in Winnsboro, Louisiana, on November 4, 1948. His family was the 

second Jewish family to move into town. The first Jewish family built a little cottage in their 

backyard for Ernie and his parents to live in. His family moved to Dallas when Ernie was two to 

be closer to his aunt on his dad’s side. Ernie grew up in a family of six, with one sister and two 

brothers, all younger. Ernie has siblings who became a teacher, deputy director the of the Texas 

Commission on Environmental Quality, and an IRS agent. Ernie attended the University of 

Texas at Austin where he began as a government major. He convinced the Dean of Arts and 

Sciences to let him learn more about cities and, in essence, negotiated a new major for himself. 

He was the first Urban Studies major at the University of Texas. Soon after finishing college, 

Ernie worked as a housing coordinator at Sangamon State University and met Liz, the librarian. 

It didn’t take long for them to know it was meant to be. They married in December 1974 and 

soon lived near Washington, DC. Annie, his daughter, was a Montessori teacher and now runs a 

nonprofit to further Montessori education for public schools.  Annie has a two-and-a-half-year-

old son named Joshua who is Ernie's only grandchild. Ernie’s son’s name is Noah. He has 

worked for the State Department, the National Counterterrorism Center, and now heads up team 

setup to prevent counterfeit goods from being sold at Amazon in Seattle. 

Outside Interests and Hobbies  

Ernie loves soccer. He enjoyed playing pick-up games. He felt that he had better learn to 

play soccer because he coached his kids when they were young. (Don’t call him for work during 

the World Cup!) Another of Ernie's hobbies is contra dancing.  He and wife Liz tried it over 20 

years ago and got hooked. Ernie goes once a week whether Liz goes or not. He is so into it that 

he knows by memory which surrounding cities have dance nights each week where he can dance 

just in case he is out of town on a project. It’s his main exercise and personal recreation.  
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Lifetime Awards and Designations 

Ernie earned his CCIM designation on his 50th birthday on November 4, 1998. His 

broker in 1985 required every agent to take one CCIM class the first year, so he did. He got busy 

working and raising a family, so becoming a CCIM took longer than most. He started attending 

Association of Georgia Real Estate Exchangors (AGREE) meetings in 1983. Later he became 

President of AGREE twice as well as Exchangor of the Year, and he sat on the board for many 

years—and still does. Ernie specialized in multifamily and has brokered or owned thousands of 

units in his career. This stemmed from living in cooperative housing while in college. The 29 

guys who lived in Ernie’s co-op house, while in college, worked together to have a place to live 

and save money. He realized that the students only had a simple lease on the house, and the 

group wasn’t incorporated. As a senior in college, Ernie took an informal group of 20 houses that 

was at the mercy of the landlords, and he created a corporation and a part-time job for himself. 

The Co-Op that he helped start now owns some of the houses. A couple of the houses were 

purchased while Ernie was still in college. One house was semi-abandoned, and the nonprofit 

quit claimed it to the Co-Op. After it burned, Ernie sold the lot and used the cash to make down 

payments on two other properties. Another house was purchased with a mortgage from the Texas 

Ex-Student Association and a Seller held second. That’s pretty creative for a college kid. This 

Co-Op is still in existence today, owning more real estate and servicing more members. When 

asked, “What did you do before you got into real estate?” Ernie’s answer was simply, “Nothing.” 

Later, Ernie helped start a national trade organization for student Co-Ops and worked in DC as 

the first paid executive director of The National Association of Housing Cooperatives in 1975 to 

1980. Being the first, Ernie quickly realized his main job was to find a way for the organization 

to afford to pay his salary.   

Civic Interests and Contributions 

Ernie's children attended Grady High School in Atlanta. The school is located in an inner-

city area that was very diverse. Some of the school’s students lived in nearby public housing. 

Ernie identified a need. He and other parents felt the school could use some help. Therefore, they 

formed The Grady High School Foundation to provide opportunities to students that the public 

school couldn't provide. The volunteer work and love for soccer bled into another board for him 

to serve on. Ernie was a founder and was on the initial board of The Atlanta Youth Soccer 

Organization. 
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Life and Business Goals 

One of Ernie’s goals is to leave the world a better place than when he found it. After 

stating that he was near the end of his business goals, he realized that the place of our interview 

was down the street from land that he has under contract. That is yet another cooperative project 

for Active Adult Housing. Even though age 70 is right around the corner, he is still very active. 

Over the last 30 years, Ernie has invested in real estate, he is less and less interested in brokerage 

and more and more interested in being a principal. 

Philosophy on Real Estate 

Ernie believes you should always tell the truth, so it’s easier to remember what you've 

said. This has been a useful thing to remember for Ernie over the years. He also believes in the 

Golden Rule: Always treat others the way you want to be treated. These attributes have a direct 

correlation to his success. 

Strengths and Weaknesses 

Ernie’s strength is his ability to see how things fit that aren't so obvious. He strives to 

search for different way to get things done and is always looking for that third alternative. 

Ernie believes there is a tension between the “old school S.E.C. counselor” and the basic list-

and-sell model to do business. If Ernie has a challenge, it’s that he has had to continue adding to 

his client base over the years. While some other S.E.C.s could counsel clients and retain them for 

a lifetime, Ernie has had to continually recruit new clients.  

Most Significant Event in Life 

His marriage and having children are Ernie’s most significant events in his life. He 

remembers being asked multiple times at the contra dance party for his 30th anniversary how he 

and Liz have stayed married for so long.  He is proud of doing it—and staying in it. 

His love for his children was amplified when he explained why he had to move from DC 

to Atlanta. When his daughter was born, Liz worked less, so Ernie had to work more in DC to 

make ends meet. The commute could be 2 hours every morning and night for him. It didn’t take 

many days of only getting to see his baby for 15 minutes to make a change. One of the sets of 

grandparents lived in Georgia, so Ernie moved his family there. 

Most Significant Moment in Real Estate 

Ernie attributes working for Freddie Mac during a recession in the early 1990s as one of 

his most significant moments. He was able to help fix a big mess and help people, banks, and 

buyers all at the same time. Some of the complexes were totally vacant or hit by hurricanes. He 

was able to get them in the hands of owners who would take care of them and provide housing.  
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This led to his work in Atlanta after the recession with Cooperative Home Ownership in 

low-income areas in Atlanta. Ernie really gets into helping the “Average Joe” become an owner 

through his work with the Cooperatives. He has facilitated about half a dozen co-ops that have 

been able to purchase their apartment buildings. Folks who didn’t have the belief or the means to 

be an owner, now have affordable places to live and call their own. Even more satisfying for 

Ernie are the two complexes that he helped to convert to Cooperatives totaling 100 units that are 

within two miles of Ernie’s current home. 

Most Significant Event in S.E.C.: 

Ernie is impressed at how the S.E.C. can build a core of real estate associates who are 

also friends. He explained that most of the other brokers outside of S.E.C. just never became 

friends or have the family aspect like the S.E.C. Ernie has made a number of good friends in the 

S.E.C. over the years. He has attended since 1997 and believes the group today is as vibrant as 

ever.  

 One of Ernie’s favorite transactions was made possible by the tools learned attending 

S.E.C. meetings. He recalls that Chuck Sutherland was looking for formulas for one of his books. 

Ernie provided this real-life example from his career was started in 1998. It shows how to take a 

bad situation and turn it into a good one that later became an even better situation. Ernie had a 

listing on a free and clear triplex with an elderly woman who needed more income now. Offers 

he received at S.E.C. meetings would have only helped for a short period of time, so Ernie kept 

searching for a better solution. Earlier, another broker brought Ernie a listing that was 

overpriced, and it was decided to cancel the listing. About a year later, the circumstances 

changed with the industrial building’s owner, and he came right back to Ernie for help. The price 

they were willing to take at that time was a very good deal. Ernie remembered his other client 

with the triplex and agreed to buy the industrial building in cash. He went back to the triplex 

owner and proposed he borrow the down payment for the industrial building against her triplex. 

Ernie joint ventured with her and purchased the industrial building. Ernie even gave her most of 

the cash flow until she passed and later bought her part of the property from her estate. This 

asset’s cash flow is what allowed Ernie to make it through recessions. Without the knowledge 

learned at S.E.C. meetings, Ernie wouldn’t have been able to help this lady, and this transaction 

in turn helped him and his family for years to come. The unselfishness of Ernie’s “you win now, 

with my help, and I’ll win later” was the catalyst.  
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Talking with Ernie Eden about his life and career was such a pleasure. He was so 

generous with the details of his back story and how his career has developed. If you ever have 

the chance to talk with Ernie about his life and accomplishments, I highly recommend it. There 

are even more interesting details to his story that I just found difficult including in this short 

article. If I could sum up Ernie into a few words: Ernie is a generous man who comes from a 

family of intelligent, savvy survivors whose legacy has led him into a career of helping a lot of 

people using Real Estate.  
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VIII.  S.E.C. History Files A.  Persistence 

 
Persistence 

by 

James A. Misko, S.E.C. 

Editor’s Note:  This article first appeared in the June 1974 issue of the Real Estate News Observer.  

 

There is an element in man’s makeup that seems to be formed early in his adult life. It is per-

sistence. It can be learned. It can be improved upon. It can be acquired by someone who is mo-

tivated enough to want it. And it is something that you can tell about a person when you know 

him. 

 

The people without it are walking failures in some areas of life. I long ago decided that “success” 

must be defined in many different areas. When someone is described to me as successful, I now 

ask, In what arena? In his work? In his married life? In his health? In his happiness? In his 

children? When we have defined in which areas the person is successful, then we can determine 

what criterion he used to define success. So must “failure” be defined in areas. For what good is 

it to be a success at your work but collapse of heart problems brought on by overwork, which is a 

failure of your health? 

 

Now, in each arena of life, determine what you would consider success. Write it down. If you do 

not meet the standards you have set, you are not successful in that area. I doubt that anyone 

reading this article, in this magazine, in this business, does not possess the time and the talent to 

accomplish success in these areas—the big difference will be persistence. 

 

Calvin Coolidge said of all the men he met, those who most often won the prizes they sought 

were those with persistence. Harry Truman gave persistence as the number one personality trait 

necessary for success. “One of the most common sights in our country is a talented failure. The 

streets are full of them.” Talent has little to do with it. Look around you in your community—see 

the talented failures, they are a common sight. 

 

Persistence must be practiced and honed so that it is an easy-to-use tool. It must not grate against 

the other people involved in the situation. Do not use it to anger or subdue or make a trophy of 

someone. But use it to ensure follow-through. When you start something that is right and good, 

stay on it until it is done and you have done all within your power to make it work the right way. 

 

 

In exchanging and with Exchangors, I see many talented people. I see people striving to perfect 

techniques and tools and behavior patterns that they wish to use. I see new people using the 
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vocabulary without knowing what it means or how it is used—and I do not criticize them for 

this, for they are trying and reaching and persevering. It is the talented ones with the experience 

and the knowledge that misuse the 24 hours a day that draw my ire. 

 

He is the one, she is the one, they are the ones who need the perseverance, the drive, the desire—

the persistence—to do all things that need doing to be called a professional. The doing of the 

things you don’t want to do when you don’t want to do them. The desire to succeed at a level 

equal to your innate ability. The dream to not sell yourself short but to be what you are and do 

what you are capable of. 

 

Now comes persistence, the trait that separates the runners from the also-rans, the fisherman 

from the bait cutters, the world seekers from the world watchers, the lovers from those who wish 

to be loved, the doers from the imitators. This one trait holds the ultimate answer.  

 

                                


