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Welcome to the Winter 2021 issue of the S.E.C. Observer. In this issue, Joe Crowley,
S.E.C., 2021 President of the Society, provides you with some history of the organization
and its fraternal nature.
Alex Ruggieri, S.E.C., is interviewed and explains why global business starts with the right
mindset. Jason Mittman, S.E.C., illustrates why S.E.C. mentorship is so valuable. Stephen R.
England, S.E.C, outlines how to strategize important meetings, and Darryl McCullough,
S.E.C., muses about reading and thinking. Steve Fithian, S.E.C., 2021 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 Austin, Texas,
and Greenville, South Carolina as well as education in January.
The Society’s 60th Anniversary Meeting in September 2021 is featured In the Spotlight. In
the History Files, Richard Reno presents an analysis of a smile, and the RENO Educational
Foundation presents favorite real estate quotes.
Enjoy this issue. As always, we welcome your comments, suggestions, and submissions of
articles to be considered for publication. Please contact the S.E.C. Office via email at
sec@secounselors.com.

Jackie Hellingson
Editor, S.E.C. Observer

A. President’s Message

I. President’s Message

Welcome to the Society of Exchange Counselors
Joe Crowley, S.E.C.
2021 President
A Little History
In November, 1961, nineteen Realtors met with the common goal of forming a national
organization composed of individuals who were committed to practicing creative real estate and
counseling. This was the first meeting of the Society of Exchange Counselors and has since
become a prototype for most marketing groups internationally.
Welcome to the Society of Exchange Counselors
Founded in 1961 on the philosophy that Real Estate is a People Business, the Society of
Exchange Counselors is the nation’s premier creative real estate marketing organization. Our
worldwide members are leaders in creative real estate and experienced commercial and
investment real estate brokers, counselors, developers, asset managers, financiers, investors,
exchangers, consultants and educators.
The Society’s core values and business principles are best stated in our credo:
Service, Experience and Counsel.
Two basic axioms evolved:
 Working with people is more important than working with property. Properties do not have
needs and desires… people do.
 Client management, the ability to deliver, stems from the relationship between the client and
the broker. The underlying premise is that the client’s best interests are paramount.
INCORPORATED
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A lot has changed in sixty years, yet still the principals remain the same. 2020 has been a trying
year, but thanks to the stewardship of our President, Steve Fithian, we have adapted rapidly to
the challenges of working in a Pandemic. Through his leadership and with the help of Nick
DeMarte, Paul Hakim, Ted Blank, Jason Mittman, our Executive Director Jackie Hellingson, and
many others that helped out, we set up immediately holding a virtual meeting within a week of
having to cancel our March meeting in Greenville, for those that had signed up for the meeting.
We then expanded to holding virtual zoom meetings in May and June. In September, we
successfully held our first limited in person meeting in Indianapolis, with 40 people in
attendance and 70 odd on virtual through Simulcast. We then held our November meeting in
Deerfield Beach Florida with a new twist. 46 people in the room, seven Hybrid participants (they
were not in the room until someone left the meeting, but could interact will all the attendees at
breaks and social hours), along with 40 plus marketers attending virtually. Yes we had glitches
here and there, but attendees at all sessions this past year, on the whole, approved and thanked us
for providing a forum to market and discuss how to cope with the difficulties this year has
presented to all of us.

One change that we tried this Thanksgiving, at the suggestion of Ted Blank, was Cuppa Java
with Joe, for those that might not be able to be with their families for the holiday. Instead, much
like the original 19 people that met in November 1961, we met as our SEC Family and shared
heart warming stories of past Thanksgivings.
From a deeply wonderful memory of one lad’s father teaching him to hunt rabbits with his gun
and faithful beagle. He admitted he could not do that hunting today. His wife in the kitchen
making her famous rolls, their children so loved, that he would leave on their doorsteps only
seven minutes from their own house. That he would not have to fight for his seat at the table this
year. As due to the pandemic, he and his wife would have dinner alone.

To the young boy that expressed his growing up on the farm.
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To the person celebrating their 45th wedding anniversary, but really being together fifty years
because, as a sophomore, he dated a senior. And they are just as happy today as then.

To one of our newer candidates introducing his lovely companion Susan, and Hurley his dog.
To the wife of one member, relating how the family that had a couple of business’, gave all their
employees the day off. They would take an hour for their dinner, then go back to work at the cab
company to get all those celebrating, home safely.

There were many other stories I think we all enjoyed, visiting with one another as a family. So
this is how the Society has evolved as a true people business and extended family.

Joe
Editor’s Note: The author requested that this article be published exactly as submitted with no
editing, corrections, or changes.
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GLOBAL

GLOBAL BUSINESS STARTS
WITH THE RIGHT MINDSET

AN UPFRONT INVESTMENT IN YOURSELF CAN BRING DIVIDENDS DOWN THE ROAD.
By Carol Weinrich Helsel, contributing writer
Alex Ruggieri is a believer, which he says is the first step in
taking your business to the next level.
“You have to believe that it’s possible,” says Ruggieri,
CCIM, CIPS, CRE, senior investment advisor for SVN–
Ramshaw Real Estate in Champaign, Ill. “Early in my
career, I didn’t think I would be doing
business nationally, but after priming the
pump for a few years, it happened.”
In fact, it took Ruggieri three years of active networking before he closed his first
national deal. “The first couple of years I
was spending $15,000-plus to attend national meetings
with no return, but in year three, it began to pay off.” Ten
years in, Ruggieri was curious and added up the income
associated with his national networking efforts. When he
reached $1 million, he stopped counting. It was clear the
investment had paid off.
In recent years, taking his business to the next level has
meant working with international investors.
In 2015, at the Illinois REALTORS®’ Global Business Forum, there was a discussion about joining the National
Association of REALTORS® in a USA pavilion at the annual MIPIM commercial property exposition in Cannes,
France. Ruggieri was intrigued. (Note: This discussion took
place before the COVID-19 pandemic, which forced the cancellation of MIPIM's 2020 conference.)
“Lots of people were against being part of MIPIM, saying
it was too expensive and no business would come from

it,” says Ruggieri. “I thought about it differently and wondered if I could repeat the experience of expanding my
business, but this time on an international scale.”
Ruggieri’s market, the Champaign-Urbana metro area
about two hours south of Chicago, is home to about
230,000 people. The University of Illinois, located there,
is well known for its science and engineering programs,
and the university has spawned many tech startups. So
Ruggieri knew the area was an attractive target for global
investors.
When Illinois REALTORS® decided to participate in
MIPIM, Ruggieri was among the first to say, “I’m going.”

HISTORY REPEATS ITSELF

His international business expansion mirrored his national
experience. In the first two years Ruggieri returned from
MIPIM with nothing but a new list of contacts. In year
three, he secured a $6 million hotel listing—beating out
both local and Chicago-based competitors—because he
offered one thing the others did not.
“I told them I could market it internationally using the
global network I had built.” That first “international”
transaction ended up being domestic, with the buyer coming from the U.S., but the story illustrates that global positioning can be a valuable marketing tool.
The U.S. has consistently ranked high as a target for foreign investment. AFIRE, an association for international
property investors, conducts an annual survey of foreign
investors. The group’s latest survey (conducted before the

NEW NETWORKING OPPORTUNITY
Team up with local and state economic development officials to bring both foreign and domestic
investment to your area, at the National Association of REALTORS ®' new commercial-focused event, Sept. 26–29,
2021, at the Marriott Marquis in New York. NAR President-elect Charlie Oppler announced the new conference at the
association's Leadership Summit in August. Watch for more information in the coming months at nar.realtor.
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global pandemic), included six U.S. cities among the 10
cities where investors said they wanted to increase their
exposure in 2020. When Ruggieri listed a five-acre tract of
land on the University of Illinois campus, he immediately
thought about the potential for international interest and
used his network to eventually connect with Chinese investors, who built a $40 million student housing project.

‘TRAVEL FOR FUN AND PROFIT’

Ruggieri doesn’t suggest the global market is right for everyone. In comparison to local or national business, “it’s
harder,” says Ruggieri. “I was once working with a buyer
in Australia, the property was in the western U.S., and I’m
here in Illinois. I couldn’t just pick up the phone at any
time to discuss the deal.
“Global business takes longer, both to cultivate and to do
a deal. You have to be patient and work it,” he says, “but I
say, ‘So what—even if takes a couple of years?’”
Beyond the income, global business development provides

opportunities to see the world. Ruggieri has traveled to industry events in Abu Dhabi, Kuala Lumpur, and Cannes,
France. “I tell people I travel for fun and profit,” says Ruggieri. “I love seeing the world, but more importantly, it’s
the people you meet. They really add to your quality of
life.” Ruggieri says he can go to any major city in the world
and find a friendly voice and someone willing to help him
or connect him with others who can. “That’s huge.”

WHERE TO START

For those interested in doing business globally, Ruggieri
recommends first growing your business nationally. National contacts may be able to help you identify foreign
investors because you can’t know everyone. Involvement in
global industry groups such FIABCI USA and NAR’s own
CIPS Network is a good place to start.
Above all, however, is mindset. “You don’t have to be in
a big market to do international business,” Ruggieri says.
But you do have to be a believer.
COMMERCIAL CONNECTIONS I F A L L 2 0 2 0
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III Society Columns

A. S.E.C. Mentorship
S.E.C. Mentorship
Jason Mittman, S.E.C.

Here is a very likely conversation that could have happened to me this year:
Me: I may need to understand the bankruptcy process.
Attorney: OK, let’s talk.
Me: I closed on land using debt without it being fully entitled to develop . . .
About two years ago, I came close to purchasing a large parcel of land in Texas. I had the
feverish “hunter” mentality and was determined to close the deal. The self-talk in my mind
developed the typical answers when one is looking to get the deal done: This area is rapidly
increasing in value, nothing can go wrong, it is OK to accept the seller’s terms even though they
are risky for me to accept, it will be worth it, it is going to be a “great deal.” You get the idea.
One of the many benefits of the S.E.C. is the vast knowledge—and the willingness to share that
knowledge—of its members. Gary Vandenberg, S.E.C., graciously came down to look at the
land. He and I walked the land along with a colleague of Mr. Vandenberg’s. Gary, though he
liked the land, went home not as enthusiastic as I was about the deal terms. A week later he
called me. Mr. Vandenberg did like the land. It was the land terms he strongly opposed. Gary
presented a passionate argument, ending with “please do not do this deal with those terms.”
Fortunately, I listened. If I would have closed, Gary would have been correct on the future
problems. I would have fought my way through and not have taken the “nuclear option” of
bankruptcy. It would have been a long and hard fight, taken tremendous effort, and created
ample stress. Having a skilled S.E.C. like Gary who was willing to speak up with needed truth
prevented a long, difficult, and unnecessary struggle.
The S.E.C. acronym stands for the Society of Exchange Counselors. It also stands for “Service,
Education, and Counseling.” All three, service, education, and counseling, are attributes of a
great mentor.
For me, having a great mentor is the single factor that has led to my real estate success. It started
at the age of 18. I had a lawn care business and bid on the yard of San Antonio businessman, Mr.
Robert Jorrie. He was a towering and intimidating, leader. I did not get the lawn care contract,
but I did get something much more valuable. Mr. Jorrie gave me his business card with the offer
to call him if I ever needed anything. I sat on that card for two weeks before calling him. I was
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too naïve to know what “direct line” meant on the business card for the large law firm he
founded. He answered, and I reminded him who I was. The conversation went like this:
Me: “Can I ask you a question?”
Jorrie: “You just did. What do you need?”
Me: “I want to know how you make your money.” (Note: Only a naïve 18 year old would ask
such a brazen question!)
Jorrie, after a long pause: “Are you asking how I am wealthy or how I make a living?”
Me: “Aren’t they the same thing?”
Jorrie: “ No. Be at my office Monday at 9 a.m. It is a law office, so dress accordingly.” He then
hung up.
I showed up Monday dressed the best I could afford (Goodwill dress shoes, using a sharpie to
make them look better).
After being shown to his expansive corner office, the door was shut, and he invited me to sit
down opposite his side of the large antique desk in one of two worn-out leather chairs. He looked
at me silently for what seemed to be an uncomfortable eternity. When he finally spoke, he said:
“I make a living as a lawyer. I am wealthy from real estate. Want to learn?” I said yes.
That was the beginning of an 8+ year mentorship with Mr. Jorrie that changed my life.
He taught me everything, from how to show a building to lease and what a balance sheet and
personal financial statement meant to applying for a loan, the importance of paying brokers in
full right away, and much, MUCH more, including his becoming a father figure to me. Robert
Jorrie’s mentorship, his gift of patience, time, and wisdom, was the greatest gift bestowed on me
of my life.
I have had many more wonderful mentors over the years. Some have become lifelong
friendships, and some have become business partners. All have benefitted me.
Service.
Education.
Counseling.
Those core S.E.C. words can guide you through our COVID pandemic. I have been gifted for
years by patient mentors offering me their Service, Education, and Counseling. If you are
reading this article, you are exposed to the S.E.C. and have benefitted from a handful of mentors
who helped you along your path. You would not be where you are today without them. The
S.E.C. is an organization built, and sustained today, by great mentors who have gifted
generations with their knowledge and time. What are you doing, what can you be doing, to be a
great mentor, right now? Pay it forward.
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Today, in the time of COVID, the need for mentors is momentously amplified in all areas of life.
Who can you reach out to today? Who do you know in need that could use some wisdom? What
skills can you offer? Who could use a simple five-minute check-in phone call? We all have many
valuable skills. The question is, are you doing so? Reach out to the S.E.C. Guest Relations
Committee and ask how you can be a great mentor for an upcoming meeting. Reach out to a past
S.E.C. Guest, an S.E.C. Member, an upcoming S.E.C. Meeting Manager, someone in your
community, your local college, church/synagogue, Chamber of Commerce, real estate
association, business networking group, and so on. The need is great, the opportunity is endless,
and the reward for helping another succeed is tremendously satisfying.
As we wrap up a hard 2020, consider for your 2021 goals allocating a portion of your time to
being a valuable and committed mentor in someone’s life. It will positively impact them—and
you. As has been so generously done for me, your time mentoring/advising/coaching/
COUNSELING another will be a pivotal point in another’s future.
Some resources to help you get started:
1. S.E.C. Guest Relations Committee: sign up to be a great mentor.
2. Indeed.com, “7 Qualities of a Great Mentor”: https://www.indeed.com/hire/c/info/whatare-the-qualities-of-a-truly-great-businessmentor?aceid=&gclid=CjwKCAiAnvj9BRA4EiwAuUMDfxIsWsFsqmIMmgcu4UZHEb
wvlxki_4lMDmXrCivbJ3jBAciuTQ5NoBoCZvUQAvD_BwE.
3. “5 Traits to Mentor a Child”: https://firsttee.org/2016/11/22/5-traits-to-look-for-in-amentor/?gclid=CjwKCAiAnvj9BRA4EiwAuUMDfzAQYjQc9zecQEKNCuZ6GQK7AU
02Dw7pCxFcs8G86dh5DjGGF9vq8BoCPvQQAvD_BwE.
4. Goverb, “5 Attributes of a Great Business Mentor”:
https://goverb.com/5-attributes-of-a-goodmentor/#:~:text=Wants%20to%20share%20relevant%20knowledge%20and%20expertise
.&text=Good%20mentors%20have%20not%20only,so%20to%20speak%2C%20through
%20mentorship.
Items to discuss with your mentee for an upcoming S.E.C. Meeting:
1. Reach out as soon as possible to introduce yourself.
2. Let them know you are glad they are attending.
3. Ask what opportunities they are bringing to the meeting.
4. What is the guest’s #1 goal to achieve?
5. For a first- or second-time guest: they will be drinking out of a fire hose with
terminology, deal structure, quantity of deals, and more. Remind them that it is
normal and OK to not understand everything and be a bit overwhelmed.
6. Tell them to ask you questions as a mentor as often as needed.
7. During the meeting, remain available, encouraging, and attentive to your mentee.
8. Let the Membership Committee know what you thought of your guest.
9. A reminder to not present deals they do not control.
10. Tools needed for a successful guest meeting:
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a.
b.
c.
d.
e.
f.
g.
h.
i.
j.
k.
l.
m.
n.
o.
p.
q.
r.
s.
t.

Good internet connection (virtual)
Good lighting (virtual)
Good microphone and speakers (virtual)
Quiet area (virtual)
Dress code (this is the same virtual and in person)
Know how to and actively make use of the “boards”
Uploading packages in the book (define a 5-star package)
The pre-meeting happy hour (virtual happy hour if attending online)
The pre-meeting training available
How to use the meeting software
The differences from the meeting software and Zoom (virtual)
The meeting agenda
“Putting in” your number for a deal
Signing up for a moderated session, and what pre-moderation is
How a quick pitch differs from a moderated presentation
The guest breakfast on Monday
Education offering on Sunday
The importance of following up
“One meeting” in the room
Networking/lunches/dinners—meeting new people at the meeting
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IV Formulas and Strategies

A. How to Strategize Important
Meetings

How to Strategize Important Meetings
Stephen R. England, S.E.C.
One of my most memorable master’s degree classes was instructed by a retired corporate
executive. He taught his students to plan meetings so they turn out successfully for your
leadership goals and to avoid unanticipated detours. I have used these skills throughout my real
estate career.
We all have important meetings that sometimes do not turn out as we desire. That might be a
large meeting or one with only a few attendees. Most athletes visualize how they will play a
game, and SEAL Teams rehearse every minute detail of all missions. We may not be an athlete
or a SEAL, but our meetings can be more successful with a strategy. We should learn to not just
show up at a meeting and expect it to go smoothly.
Meetings always have different “Players” in attendance. All types of “Players” could typically
be in attendance or just a few types, but you need to identify in advance the different “Players”
that might be in the room. If you are the one who conducts a meeting planning could help you
accomplish your desired result.
1.

Set a detailed objective for the meeting and what needs to be accomplished. Mentally
think through all the attendees and what role each has in decision-making:
a. A Player(s): These are individuals who can be counted on to agree with your
objective and will support your efforts.
b. B Player(s): These individuals may not be opponents but still need to be sold and
convinced.
c. C Player(s): These people will probably work against you and try to convince
others of a different goal or decision.
d. D Players(s): These are lawyers, CPAs, or family members. They’re nonprincipals and usually are associates of C Players.
e. E Player(s): These are individuals who are disrupters. They have no real stake in
the objective but just have a need to talk. Sometimes they extend a simple
meeting and confuse, or they inject other topics not relevant for this time.
2. Your first task, if possible, is to try to encourage or dictate seating at the meeting. If you
are the Executive or Leader of the meeting, that makes this easier. If not, then you can still
suggest seating arrangements to exert some influence over each type of Player.
Examples of actions meeting leaders can take include these:
a. If you have some C Players, try as the leader to sit as close to them as possible.
The chair next to you is best, but never allow your opposition to sit at the other

b.
c.

d.

e.

end of a large table. Try not to allow the opposing C Players to all sit together in a
group away from you as the leader. You will diffuse most aggressive behaviors by
being next to your opposition and splitting the C Players up.
Encourage the A Players to sit away from you, and privately urge them to speak
up in support. Also encourage them to find a C Player to sit beside.
Try to position the A Players near the B Players so they can help convince them.
Here again, if an A Player is sitting next to a C Player, the temperature of the
opposition will be somewhat diffused.
Try to not let D Player(s) such as a lawyer or CPA sit between you and their
client. The D Players are usually there because they want to help the C Player(s).
If you allow the lawyer or CPA to hold a closer position to you as leader than
their client, it usually means that they will dominate all conversation and not
allow you to have direct conversation with their client. Try to avoid this!
Compromise and agreement moves more easily with direct close communication.
Usually, when there is a critical topic, E Players keep quiet and cause very little
problem. E Players are more of a problem in quick meetings with lack of focus,
where most want the meeting just to end on schedule. Sometimes just sitting an E
Player next to you is enough to tone them down. They possibly are just slightly
uncertain of their position of influence and need to get noticed or feel important.
Just plan to not have them sit at end of your table or together with other E Players
to dominate. Personal reinforcement in private before the meeting or regularly in
communication may solve their insecurities.

Let me describe a few real-world examples where my preplanning was successful.
#1: When I was in the Air Force, my friend, Gene, was a 2nd Lt. who attended his officer
meetings every week. He would come back deflated because the Colonel always found a way to
verbally degrade him, even though he tried not to be noticed by sitting at the other end of the
table in the staff conference room. I had just taken this class and suggested that the next week he
should arrive early and sit down in the chair next to the Colonel. He experienced that the Colonel
never said anything bad about him when he was sitting next to him.
#2: I had sold a property, and by closing time both Buyer and Seller were very angry at each
other. I learned the Seller was bringing his lawyer and the Buyer planned to attend alone. My
agency responsibility was to my Seller but I needed to be the mediator. I asked an associate to
come to the meeting as the Buyer’s friend and sit beside him at the meeting. I sat at the head of
the table with my Seller on my right and the Buyer on my left. The Seller had his attorney to his
right and the Buyer now had my associate on his left. The room was now balanced, and I could
assume the role as mediator. I told my associate that if the lawyer talked, then he should
comment to give the Buyer some support, but he should not say anything to inflame a
disagreement. We navigated that closing successfully, and it might not have happened if we had
not strategically planned the seating arrangement.

#3: Sometimes your preplanning requires some advance conversations. I once listed a property
owned by a partnership. One individual, Emerald, owned 50% and ten others owned 50%. Even
though I was hired by Emerald I was really working for all partners as Sellers. The property had
major problems in a bad market and I only found one possible buyer that made a reasonable, but
much lower, offer than all had hoped. I soon learned the big roadblock was that all 10 minority
partners hated Emerald and at closing Emerald would receive $40,000 cash as reimbursement for
bills he had paid on their behalf. All other partners had to each inject $10,000 at closing. This
was a big issue intensified by their animosity toward Emerald.
Emerald and I had an open counseling relationship, and we needed to address this animosity
directly or the sale could not close. I identified the most vocal partner that the 10 partners might
follow. I met with him privately and suggested that we had no alternative but to try and close this
transaction. The partners were each personally signed on a loan, so if the sale did not close, the
lender could collect a $50,000 deficiency from each of the 10 partners vs. a $10,000 injection at
closing. I was able to convince him to be vocal and endorse the necessary sale as the best of two
bad situations for each partner.
I also met with Emerald and was honest with him. I reminded him that I had to be looking out for
all sellers/owners. I knew Emerald would bring two legal representatives to the meeting. It was
to be held in a large room with no table. I told Emerald that if the 10 partners viewed me as his
agent, not the agent for all, we were probably sunk because of their animosity toward him. I told
Emerald that I should walk into the room by myself, and if his partners were sitting on one side
of the room I would sit with them. I might even talk against something Emerald might say, but I
wanted him to understand that would happen only if I believed it would help get us to a closing.
I told Emerald to not act like I primarily represented him.
The preplanning worked, and we reached a successful closing—but it could have collapsed very
quickly. Even with this frank conversation, Emerald and I remained great friends for 20 years
after.
#4: Sometimes you are just an attendee with a proposal to get approved or an important view to
express. If you preplan and find a seat next to your probable biggest opponent or between your
two biggest opponents, that can have a big impact to your success. Most do not like to argue
directly with someone not separated by a table or another person. Also, you may find yourself
making less inflammatory arguments, and that diffuses the climate, allowing compromise
possibilities. Just plan ahead and you will see this does work.
#5: If you are elected to leadership in professional, service or religious organizations, there
always seem to be E Players. Anticipate this and plan your meetings accordingly. I have
regretted not strategically planning these types of voluntary meetings also.
Remember, you will be much more successful in your meetings if you understand the player
type” and think ahead! If your meetings are now on Zoom, the above controls might be more

difficult, which means you need to have more premeeting individual communications with
different players. Zoom has a mute button you can use, or you can always say, “Something must
be wrong with your computer because we cannot see or hear you!” No strategy works perfectly,
but remember, there are actions to mold meeting results in your favor. Try using them!

IV Formulas and Strategies

B. Reading and Thinking

Reading and Thinking
Darryl McCullough, S.E.C.
Warren Buffet once said: “I insist on a lot of time being spent, almost every day, to just sit and
think. That is very uncommon in business. I read and think. So, I do more reading and thinking,
and make fewer impulse decisions than most people in business.”

Oh, how I wish those words and actions were undertaken in an earlier life when the onward daily
addiction of deal making was the first and foremost consideration! Going forward, it will be my
pleasure to share, on occasion, real estate investment and development books and articles from
authors I know and have dealt with and/or have respect for and trust in.

The first shared offering is a manual authored by mentor Virgil Opfer and Dan Harrison entitled
“100 EQUITY MARKETING FORMULAS,” which is always kept by my desk. Each formula
has a one-page explanation that further opens up my mind to solution-based ideas using non-cash
equities to create cash and cash flow, partnerships, down payments, financing, leasing, and
options, using created mortgages/notes to acquire, sell, structure, and so on.

Available on Amazon

For my Canadian readers:
The only difference is to realize some wording such as “notes” and “deeds of trust,” when
Canadianized, refers to “mortgages” and “promissory notes.” Except for a very few ideas
specific to the US, most of these formulas are readily available for application in Canada also.
Also, remember, these concepts apply to all real estate and personal asset classes, from a singlefamily lot, boat, and so on to multimillion-dollar investment portfolios, limited market projects,
and so forth.

Read, Think, and Enjoy!

V. S.E.C. Education Foundation

A. S.E.C. Education Foundation News

S.E.C. Education Foundation News
Steve Fithian, S.E.C.
2021 S.E.C. Education Foundation President
The S.E.C. Education Foundation has had a challenging year with the limitations of in-person
instruction due to the COVID situation. We are pleased to announce that Gary Vandenberg,
S.E.C., CCIM, ALC, will present “Exchange Magic,” in Austin, Texas, on January 17, 2021.
This course qualifies as a core course for S.E.C. Counseling, and an invitation to attend is not
required. You may register when you register for the S.E.C. Meeting if you are an invited guest,
or you may register online at www.secounselors.com using the Education Only portal. The
course will be available in person and online, but in-person attendance is required for it to count
as a core course. This is an excellent and exciting course that will provide the student with many
valuable skills and techniques.
In September 2021, in conjunction with the Society’s 60th Anniversary, we will present the third
Day with the Masters in Newport Beach, an exciting event that will showcase our most
experienced and talented educators. More information on this event will follow soon.

The S.E.C. Regional Directors are available to help you bring education and marketing to your
region. Contact the S.E.C. Office if you are interested in exploring the possibility of hosting a
class or marketing session.

We look forward to expanding our reach to new marketing groups, professional organizations,
and individuals who are interested in bringing the best creative real estate education to their
regions. Please visit our website, www.secedfoundation.com, to learn more about the courses
and programs we sponsor.
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VI. Society News Briefs

A. January Marketing Conference

S.E.C. National Invitational Marketing Session
Austin, Texas
January 17–20, 2021
The S.E.C. National Invitational Marketing Session will be held at:
The Renaissance Austin
9721 Arboretum Blvd.
Austin, TX 78759
Call (512) 343-2626 to make your reservation. Make your hotel reservations early, as we have a
limited number of rooms available.
Visit Renaissance Austin for hotel information, and click Visit Austin to learn about the area.
Visit www.secounselors.com and click on the Society Marketing Meetings menu tab for more
information. Please contact the S.E.C. office (sec@secounselors.com) if you have any questions
about the upcoming meeting.
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VI. Society News Briefs

B. Exchange Magic

Exchange Magic
Gary Vandenberg, S.E.C., ALC, CCIM
Austin, Texas
Sunday, January 17, 2021

The S.E.C. Education Foundation and the Society of Exchange Counselors are pleased to
announce that Gary Vandenberg, S.E.C., ALC, CCIM, will present Exchange Magic from
9:00 a.m. to 5:00 p.m. on January 17, 2021, in Austin, Texas.
Some of the highlights and subjects that will be covered include these:
●
●
●
●
●
●
●
●
●

Why and How People Make Decisions
How to Educate Your Clients
What Is a Fair Exchange?
Exchange Marketing Sessions Are an Exchangor’s Multiple Listing System
The Requirements for Success at a Marketing Session
How to Prepare Marketing Materials That Generate Interest
How to Present Offers to Your Client
How to Work Out the Details of Closing
And Much More!

Exchange Magic qualifies as a Core Course for S.E.C. Counseling

Attendees do not have to be licensed or invited to attend; it is open to everyone, and you may
register online at www.secounselors.com by accessing the Education Only link on the
homepage.
Mark your calendars now! Please visit the S.E.C. Observer at www.secobserver.com and click
the Upcoming Events menu tab to access the calendar of events and view a brochure for the
course.
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VI. Society News Briefs

C. Greenville Marketing Conference

S.E.C. National Invitational Marketing Session
Greenville, South Carolina
March 21–24, 2021
The S.E.C. National Invitational Marketing Session will be held at:
Hyatt Regency Greenville
220 N. Main Street
Greenville, SC 29601
Call (864) 235-1234 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 26, 2021.
Visit www.greenville.regency.hyatt.com to learn about the hotel and www.visitgreenvillesc.com
to learn about the area.
Visit www.secounselors.com and click on the Society Marketing Meetings menu tab for more
information. Please contact the S.E.C. office (sec@secounselors.com) if you have any questions
about the upcoming meeting.
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Ruggieri: Opening doors with REALTOR® designations

When Illinois REALTOR® Alex
Ruggieri decided to expand his commercial real estate focus
to the global market, he knew that getting the Certified
International Property Specialist (CIPS) designation would be
on his to-do list.
Ruggieri, CCIM, CIPS, CRE, is senior investment advisor for
SVN- Ramshaw Real Estate in Champaign with nearly 40 years
in the industry. Those professional designations aren’t just
letters behind his name; they represent targeted and valuable
industry training that make him more effective at his job and
open doors to business.
November is National Association of REALTORS® (NAR)
Designation Awareness Month and Ruggieri says the training a

REALTOR® earns with designation courses can be invaluable
long-term.
The CIPS course exposed him to different cultures in terms of
the way real estate is viewed and the way the laws apply in
different countries, but it also broadened Ruggieri’s
connections with colleagues here and at the global real estate
conferences he attends.
“It is a network, and it starts building the day you take the
class,” he said.
Ruggieri’s investment in the international side of his real
estate business was recently featured in an article in
NAR’s Commercial Connections, “Global Business Starts With the
Right Mindset.”
You can also learn more about the CIPS and other
designations at www.nar.realtor/education/designations-andcertifications.
November 24th, 2020|News, Education|0 Comments

A. Save the Date for S.E.C.’s 60th
Anniversary!

VII. In the Spotlight

The Fashion Island Hotel has closed indefinitely due to COVID, so we have
rescheduled our 60th Anniversary for later in the year, at the Marriott Newport
Beach, 900 Newport Center Drive, Newport Beach, CA 92660, (949) 640-4000.
On Sunday, September 19, we will present our third Day with the Masters Education
and an evening cocktail party; on Monday through Wednesday we will hold our
national marketing session; and on Tuesday evening, September 21, we will celebrate
S.E.C.’s 60th Anniversary with a special banquet!
Mark your calendars now! More details will follow soon!

1

VIII. History Files

A. Analysis of a Smile

Analysis of a Smile
Richard R. Reno, S.E.C.
Editor’s Note: This article first appeared in the April 1975 issue of the Real Estate News Observer

A smile costs nothing but gives much.
It enriches those who receive it, without making poorer those who give one.
It takes but a moment, but the memory of it sometimes lasts forever.
None is so rich or mighty that he can get along without it,
and none is so poor but that he can be made rich by it.

A smile creates happiness in the home,
fosters goodwill in business,
and is the countersign of friendship.
It brings rest to the weary, cheer to the discouraged,
sunshine to the sad, and it is nature’s best antidote for trouble.

Yet it cannot be bought, begged, borrowed, or stolen,
for it is something that is of no value to anyone until it is given away.
Some people are too tired to give you a smile.
Give them one of yours,
as none needs a smile so much as he who has none to give.

***************************
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VIII. History Files

B. Real Estate—The Road to
Financial Independence

Real Estate—The Road to Financial Independence
RENO Educational Foundation Editorial Staff
Favorite Real Estate Quotes
Editor’s Note: These quotes were originally published in the Real Estate News Observer in 1975.
Theodore Roosevelt: “Every person who invests in well-selected real estate in a growing section
of a prosperous community adopts the surest and safest method of becoming independent, for real
estate is the basis of wealth.” Theodore Roosevelt Jr., often referred to as Teddy Roosevelt or his
initials T. R., was an American statesman, conservationist, naturalist, historian, and writer who
served as the 26th president of the United States from 1901 to 1909.
Bruce Barton: “There was a vacant lot opposite my home which could have been bought for five
thousand dollars. A month ago, a man bought it for twenty-five thousand dollars, and two weeks
later he sold it for sixty thousand dollars. I take off my hat to him! He saw it was a gold mine! It
didn’t look to me like anything more than a vacant lot.” Bruce Fairchild Barton was an American
author, advertising executive, and politician. He served in the U.S. Congress from 1937 to 1940
as a Republican from New York.
Andrew Carnegie: “Ninety percent of all millionaires become so through owning real estate.
More money has been made in real estate than in all industrial investments. The wise young man or
wage earner of today invests his money in real estate.” Andrew Carnegie was a Scottish-American
industrialist and philanthropist. Carnegie led the expansion of the American steel industry in the
late 19th century and became one of the richest Americans in history.
Hetty Green: “Real estate is an imperishable asset, ever increasing in value. It is the most solid
security that human ingenuity has devised. It is the collateral to be preferred above all others, and
the safest means of investing money.” Hetty Green, nicknamed the “Witch of Wall Street,” was
an American businesswoman and financier known as the richest woman in America during the
Gilded Age.
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Henry Ward Beecher: “Land is part of God’s estate in the glove; and when a parcel of ground is
deeded to you, and you walk over it, and call it your own, it seems as if you had come into
partnership with the original proprietor of the earth.” Henry Ward Beecher was regarded as the
most popular Christian minister in the United States for more than 30 years of his life. From the
1850s to the 1880s, Beecher spoke to large congregations every week.
Senator W.E. Brock: “In buying real estate, you have a freedom of possession which other
investments do not give. No one can freeze you out. No one can run you off. It is yours. I made a
real estate deal 16 years ago against a banker’s advice, and sold the property in five years for over
$100,000 profit, plus 6% net income. If I had put the profit back into stocks, I would have lost
practically all of it.” William Emerson Brock III is a former American Republican politician who
served in both chambers of the United States Congress from 1963 to 1977 and later in the United
States Cabinet from 1981 to 1987. He is the grandson of William Emerson Brock Sr., a
Democratic U.S. senator who represented Tennessee from 1929 to 1931.
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