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Welcome to the Summer 2021 issue of the S.E.C. Observer. In this issue, Joe Crowley, S.E.C.,
2021 President of the Society, tells everyone to have a great summer.
Jason Mittman, S.E.C., CCIM, counsels us on why embracing fear and failure leads to growth.
Darryl McCullough, S.E.C., CCIM, receives the Taylor Award for his dedication of over
twenty years to help rehabilitate offenders. Ron J. Robinson, S.E.C., explains why counseling
and really understanding our clients’ needs should be our objective; and Bob Steele, S.E.C.
shares his formulas for counseling and control. 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 Newport Beach,
California, and a special presentation by Ted Blank, S.E.C., CCIM, of his counseling course,
Understanding Your Client, that will include special appearances by some of our S.E.C.
masters who will share their wisdom with course attendees to commemorate the S.E.C.’s 60th
Anniversary. You will also find information about the upcoming, two-day Broker Estate
Building Course, presented by Gary Vandenberg, S.E.C., CCIM, and John Brennan, S.E.C.,
CCIM, in Wichita, Kansas—as well as our November marketing session in Chattanooga,
Tennessee.
Brandon Sanders, S.E.C. is featured In the Spotlight, and you will learn how his path changed
from golf champion to commercial real estate; in the History Files, Yvonne Nasch, S.E.C.,
CCIM, asks whether you want to lead or follow.
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

I. President’s Message

A. Summer
Summer
Joe Crowley, S.E.C.
2021 President

Have a great summer and Members & invited guests plan to be at the 60th anniversary.
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II Feature Article

A. Fear and Failure
Failure and Fear
Jason Mittman, S.E.C., CCIM

At the recent S.E.C. Cincinnati Marketing Meeting in May, I was honored to be on a panel
discussion with Mr. Steve Barker and Ms. Vicki Yeomans.
The question, “What advice would you give to the 25-year-old you?” was posed to me. The three
of us could have each spent all day articulating our thoughts, but the greatest answer expounded
by all three was the theme of pressing past fear and overcoming failure.

Embracing fear and failures leads to growth.
Many years ago, as an athlete, my theme song had the following lyrics: “I get knocked down, but
I get up again. You’re never gonna keep me down.” The lyrics, combined with the shared advice
to continuously push past fear and failure, are more relevant now than ever. Over the past 18
months, we have persevered through a deadly virus, economic and physical lockdown, death,
cessation of landlords’ rights, political turmoil, mass riots and civil unrest, rocketing construction
costs, and more. How much more can we take? How many additional unknowns are we to be
encumbered to solve? No one knows.

I do know that the SEC is composed of smart, ethical, capable, proven opportunists who have
made great wealth-solving problems. To be clear, often I do not want to solve yet another
problem. Yet, here I stand. Here we all stand. In the meeting room, and, one on one, we define
the problem, develop solutions, and create value.
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We are close to the finish line in this unique chapter of our economic history, and we are not
quite through it. With cautious optimism, fortitude, selectivity, and skill, we can be what the SEC
aspires: ethical problem solvers who create prosperity, get deals done, and help others.

To solve problems, overcome fear, and learn from our failures, we need the following:
1. Time
2. The wisdom shared by others
3. Loss of ego to accurately analyze failures and improve
4. The ability to access equity and debt when the solution from problem to opportunity is
found
5. Fortitude

Time is our most precious of commodities, especially now when our skills are needed the most.
We should choose our time wisely as we press on through these tumultuous times, overcoming
fear and growing from failure. Crafting time-saving tools—and often saying no—are key to
being efficient with our precious nonrenewable resource of time. Tackling the “big frog” first
during the day, versus email, TV, and so on, is critical to accomplishing the most with our scarce
time resources.

Wisdom shared by others requires understanding the problem and asking quality questions. The
saying, “If you want a better answer, ask a better question” resounds true when asking others to
invest their time and wisdom with you. What can you answer on your own before capitalizing on
the wisdom of others? What are you offering in exchange? Do not waste the time of others!
Much of the wisdom you can garner is available instantly online. Invest your time to learn and
increase your own wisdom.

Loss of ego is essential to learning from failure. We often use the easier method of regurgitating
past stories alongside finger pointing of others to keep the more painful and more accurate
analysis at arms-length. Reflection of our failures is where we learn and improve. Free after-
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action report forms can be found online to help guide this exercise of learning from failure.
Failing is fine when it pushes growth and learning. Fear will encompass you with the pain of
your failure. Learning and knowing what to do different the next time will override the fear
caused from failure. Driving forward, after failure, will separate you from the rest who succumb
and choose another path—a path perhaps not as painful and also not as rewarding. When you
fail, shout “Thank you!” and improve.

The ability to access debt and equity is critical at all times. Not having a track record, not having
your own capital (and similar stories) are excuses. If the deal is good enough, you will have the
capital. If you press on and can describe what you learned from your failures, all the better as
you will be an improved custodian of the equity and debt. When others fail and feel fear, you
have opportunity! As always, compromising your value, integrity, and ethics (VIE) are scars you
will not easily overcome when soliciting debt and equity. You can fail and overcome fear while
not compromising your VIE.

Fortitude is essential for overcoming fear and failure. Real estate is fraught with challenges, and
it is worth it. You will have battles you win and those you lose. Do not relent. You are stronger
than you think you are. When you believe you have no more capacity for additional failure,
consider these words: “Understand that the enemy always fights the hardest when he knows you
are closest to your breakthrough. He’d leave you alone if he thought you were going to live in
mediocrity. If you keep pressing on toward your promise, through faith and patience, you will
get there.” – Joel Osteen.

There is something else I would tell the 25-year-old me, something we all need to remind
ourselves: have fun and enjoy the ride. We are entrepreneurs—fruitful, challenging, exciting,
terrifying, and often on a very lonely path. Do not lose sight of tomorrow and remember to just
have some fun!
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I wish us all many failures (learning opportunities) and fearful moments (risk with great reward)
as we continue pushing forward, succeeding, and growing!
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Gravenhurst volunteer honoured nationally for
dedication to Beaver Creek inmates
For more than 20 years, Darryl McCullough has dedicated his
time to help rehabilitate offenders
Kristyn Anthony
MuskokaRegion.com
Thursday, December 10, 2020
The very nature of volunteering is to give to someone or something other than yourself and
that is exactly why Darryl McCullough started showing up at Beaver Creek Institution over
20 years ago.
“It was only by God’s grace that I wasn’t in prison myself,” he said over the phone from his
Gravenhurst home.
The only difference he sees between he and the 700 inmates at the federal prison is that,
“their sins are a matter of public record."
Even as the recipient of the 2019 Taylor Award, from Correctional Service Canada (CSC),
McCullough shuns the spotlight and stresses his late wife, Janice, is who deserves the credit
for supporting him in his efforts to support inmates.

The Taylor Award is named after Dr. Charles and Charlotte Taylor of Wolfville, N.S. for
their dedication to faith-based counselling with offenders, and is given annually to an
outstanding CSC volunteer who has shown exceptional dedication to the service.
In 1997, Darryl and Janice left the GTA for a quieter life in Muskoka. “I had a bit of a
spiritual awakening in my life,” he said of that time and over coffee with his friend, former
warden Charles Stickel, asked how he could be of service.
“I went in scared to death,” he said of that first day nearly 23 years ago.
What he found on the inside were countless men in need of support: someone to listen, to
see past their crimes and to their humanity, and to believe in their rehabilitation.
“That’s really driven me all these years,” McCullough said.
Today, he is an avid believer in the community’s role in assisting offenders, while they are
in prison and especially upon release
“Today’s inmates are tomorrow’s neighbours,” he said. “How do we want them back?”
At Beaver Creek, McCullough has provided one-on-one spiritual and faith counselling and
mentorship, escorted offenders on temporary absences into the community, developed a
work release volunteer driver schedule, recruiting others to share their time, and as a result,
increased the number of companies partnering with the prison.
“Unless the community is involved in the rehabilitation process, these guys are isolat ed,” he
said, and at a high risk of reoffending. “They get out, their families are gone, their friends
are gone. They’re out there trying to start a new life.”
Released offenders lacking support is what bothers him most, and leaves him with goals
more than two decades on in this work.
Volunteers are highly regarded by the inmates, said Michelle Lucas, assistant warden
management services at Beaver Creek.
Particularly McCullough, she said, who has continually shown up for them providing
support in a number of different roles.
"The inmates are humbled by the fact that someone from the community cares and wants to
support their rehabilitation," said Lucas.
McCullough talks to them about what kind of man or father they want to be, helps support a
different frame of thinking and development for them and the inmates respond to that, she
said. "He’s such a treasure. We’re so lucky to have him.”
“It’s wonderful, she said, “for CSC to see what we’ve been seeing in Darryl for years.”

IV Formulas and Strategies

A. Recognizing Our Real Business

Recognizing Our Real Business
Ron J. Robinson, S.E.C.

It is important to really recognize our true business function. MBA College classes teach that it is
important for any venture to have a mission statement identifying that primary function. There is
a true story that occurred some years ago during a formal dinner in Paris, where there were present
many industry dignitaries, and, among those, was the president of Rolex. He was approached by a
prominent lady who greeted him in a casual manner and inquired, “How was your watch
business?” The Rolex gentleman looked at her intently, and replied, “Madam, I’m not in the watch
business. I’m in the fine jewelry business.”
The president of Rolex knew clearly his company’s primary function, that of being in a business
activity separate and apart from merely keeping time. So, too, we must recognize that our business
is not just brick, mortar, and land. Dick Reno, the founder of our approach to the real estate
business, taught from the beginning that we are in the PEOPLE BUSINESS. That is our primary
function. He also taught that, if we start from this premise, we cannot go wrong because, as he
taught, “there is no bad real estate. There is just bad ownership.” Counseling and really
understanding client needs should be our objective.
The time is fast approaching when our nation’s economic climate will drastically change, and,
with it, we are going to have to get back to the basic fundamentals of problem-solving that really
made us who we are today.
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Outside the Box & Outside the Country

Counseling leads automatically to control or disassociation with the
opportunity to associate at some later date.

SITUATION

1.

Counseling is:
a) Listening to what is being said and to what is being implied.
current market conditions permit you to make happen.
c) etc.

2.

Counseling is not:
a) Getting picked up in the attributes of a parcel of land or a business opportunity.
b) Telling the client how great you are.
c) etc.

POSSIBLE
SOLUTION

1.

If you analyze what you are being told by the person you are talking to, and match
whether what needs to be done can actually be done in the current conditions.

2.

At the same time you are trying to analyze whether or not this person has the capacity
and the malleability it will take.

3.

Early in my life as an exchangor, I paid for three or four major clients to go to Dick
Reno’s six day exchangor’s class to get counseled. It was the complete way to get the
job done. I did a lot of business with these people.
-

ible he or she becomes.
by Robert Steele
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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 is pleased to announce that Ted J. Blank, S.E.C., CCIM, will
present Understanding Your Client (which qualifies as a core course in counseling) in Newport
Beach, California, on September 19, 2021. The course will include special appearances by some
of our S.E.C. Masters who will share their wisdom with the attendees to commemorate our 60th
Anniversary! You may register for the course 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. S.E.C. Education courses are open to everyone and do not require an invitation.

On September 28 and 29, 2021, Gary Vandenberg, S.E.C., CCIM, ALC, and John Brennan, S.E.C,
CCIM, will present Broker Estate Building in Wichita, Kansas. Refer to the flyer in this issue of
Society New Briefs for more information.

On November 14, 2021, Chuck Sutherland, S.E.C., will present his Formulas course in
Chattanooga, Tennessee. Formulas is a core course for the Society’s education requirements. More
information on this event will follow soon.

The S.E.C. Education Foundation is available to help you bring education and marketing to your
region. Contact the S.E.C. Office if you are interested in exploring the possibility of hosting a class
or marketing session. We look forward to expanding our reach to new marketing groups,
professional organizations, and individuals who are interested in bringing the best creative real
estate education to their regions. Please visit our website, www.secedfoundation.com, to learn
more about the courses and programs we sponsor.
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VI. Society News Briefs

A. September Marketing Conference

The Society’s 60th Anniversary!
S.E.C. National Invitational Marketing Session
Newport Beach, California
September 19–22, 2021

The S.E.C. National Invitational Marketing Session will be held at the following location:
The Newport Marriott
900 Newport Center Drive
Newport Beach, CA 92660
Telephone: (949) 640-4000
Click this link to make your reservations! Make your hotel reservations early, as we have a
limited number of rooms available, and the cut-off day for reservations is August 27th.
Visit Newport Marriott Hotel for hotel information and click Visit Newport Beach 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. Understanding Your Client

Understanding Your Client
Ted J. Blank, S.E.C., CCIM
Newport Beach, California
Sunday, September 19, 2021

The S.E.C. Education Foundation and the Society of Exchange Counselors are pleased to announce
that Ted Blank, S.E.C., CCIM, will present Understanding Your Client (the course qualifies as
a Core Course for Counseling), from 9:00 a.m. to 4:00 p.m. on September 19, 2021, in Newport
Beach, California.
The course will include special appearances by some of our S.E.C. Masters, who will share
their wisdom with the attendees to commemorate our 60th Anniversary!
Meeting participants may sign up when they register for the marketing session. Attendees do not
have to be licensed or invited to attend; it is open to everyone. If you are not attending the
marketing session, 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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KANSAS CCIM CHAPTER
BROKER ESTATE BUILDING

LEARN THE TECHNIQUES OF WEALTH
BUILDING WITH COMMERCIAL REAL ESTATE
TOPICS COVERED

EVENT DETAILS

• Goals for your Real Estate Portfolio

WHO:
WHERE:
WHEN:
PRICE:

• Alternative Ways to use Real Estate Exchanges
• The Use of Various Types of Real Estate Options
• How to Work with Banks to Buy More Property
• How to Enhance your Ability to Sell through
Creative Seller Financing
• Increase your Wealth with Real Estate Formulas

John P. Brennan and Gary Vandenberg
The Drury Broadview
Sept. 28-29, from 8:45 am to 5:00 pm
$200 for CCIM members
$250 for non-members
Breakfast (8:00 am) & Lunch are included

*Drury room block available for out-of-towners

Questions? Contact Rod Stewart at 316-992-5246
The Kansas CCIM Chapter is committed to offering the best in education,
networking and technology. For information on upcoming events or to learn
more, please visit our website: www.kansasccim.com

CONTACT MEGAN HENLEY AT 316-263-3167 TO SIGN UP

“Broker Estate Building is a life
changing experience.”
- Tyler Nepote, CCIM member

KANSAS CCIM CHAPTER
BROKER ESTATE BUILDING
JOHN P. BRENNAN S.E.C., CCIM
John is President of The Brennan Company, a full service commercial real estate investment firm, and has over 37 years
of experience in owning and serving as managing partner of numerous commercial and real investment properties
and ventures in the DFW Metroplex.
John is a Certified Commercial Investment Member (CCIM) member of the Society of Exchange Counselors (SEC),
Certified Public Accountant (CPA - Ohio non - practicing), 2015 President of The SEC, served on the SEC Board of
Directors from 2008 through 2016 and is an accredited Broker Estate Building Course Instructor.

GARY VANDENBERG, S.E.C., CCIM, ALC
Gary assists select investment clients with their commercial sales and acquisition needs and in finding suitable 1031
replacement properties nationwide. His membership in the Society of Exchange Counselors (SEC) and the National
Council of Exchangors provides him with access to replacement properties not found on traditional internet sites. He
is well known for his creative structuring of real estate transactions.
Gary is a Certified Commercial Investment Member (CCIM) and an Accredited Land Consultant (ALC). He twice served
as President of the Michigan Chapter of the Realtor's Land Institute and is a past Michigan Marketer of the Year award
winner. He has served on the national Executive Council of the Realtor's Land Institute.

UPCOMING EVENT:
INVITATIONAL MARKETING SESSION
WHERE:
WHEN:
PRICE:

The Drury Broadview
Thursday, Sept. 30, from 8:30 am to 5:00 pm
$50 for CCIM members | $75 for non-members
Breakfast (8:00 am) & Lunch are included
Course will provide 9 hours of the 12 needed for KS Real Estate Continuing Education

THANK YOU TO OUR

PLATINUM
SPONSORS

The Kansas CCIM Chapter is committed to offering the best in education,
networking and technology. For information on upcoming events or to learn
more, please visit our website: www.kansasccim.com

CONTACT MEGAN HENLEY AT 316-263-3167 TO SIGN UP

“Broker Estate Building is a life
changing experience.”
- Tyler Nepote, CCIM member

VI. Society News Briefs

D. November Marketing Conference

S.E.C. National Invitational Marketing Session
Chattanooga, Tennessee
November 14–17, 2021

The S.E.C. National Invitational Marketing Session will be held at the following location:
The Westin Chattanooga
801 Pine Street
Chattanooga, TN 37402
(423) 531-4653
The room rate is $179, single or double. Make your hotel arrangements early (Reservations Link)
because we have a limited number of rooms available. The cut-off day for reservations is
October 22, 2021.
Visit the Westin Chattanooga for hotel information and click Visit Chattanooga to learn about
the area.
Visit www.secounselors.com and click on the Society Marketing Meetings menu tab for more
information. Please contact the S.E.C. office (sec@secounselors.com) if you have any questions
about the upcoming meeting.
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VII. In the Spotlight

A. Brandon Sanders
Brandon Sanders, S.E.C.
Biography

Brandon Sanders’ life completely changed when he broke his back. As a college senior at Baylor
University, Brandon broke his back during an amateur golf tournament. Brandon’s life was, at
the time, very much focused on golf. He picked up a club for the first time at age 10. After going
to a summer golf camp with a friend, the golf pro recognized Brandon’s raw talent and offered
him a free summer membership in exchange for hard work and lots of practice. Brandon took the
deal. The game of golf made sense to Brandon: golf is a mental game. It requires physical ability,
which Brandon naturally had in spades, but the real challenge was being consistent, persistent,
and focused. Brandon poured every ounce of his focus into his game, and it paid off. He was a
nationally ranked player by the time he was 15 years old and was recruited by 39 different
colleges and universities. The opportunity at Baylor University stood out to him, and Brandon
committed. Baylor’s golf team was ready for a revamp. Prior to Brandon and his teammates
joining, the team was nationally ranked around 140th. By Brandon’s sophomore year, they were
in the top 25 teams in the nation. Brandon himself was powerful: he won the Big 12 Conference
his senior year, and he shared the Big 12 low-round record with Charles Howell. Brandon was
named an All Big 12 Conference Player in both his junior and senior years.
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The path forward seemed obvious: Brandon was going to finish his remaining nine credit hours
in the fall semester in a fifth year at Baylor and then transition to becoming a professional player.
But Brandon’s plan was bulldozed. In the summer prior to his graduation, he broke his back in
the middle qualifier round of an amateur tournament. He had caddied for Jimmy Walker in the
US Open the week before, and he noticed that his back was sore. Then, during his own
tournament, Brandon swung his club and dropped straight to the ground. He had broken his
back—and everything he had planned crumbled.

But, if there was one word to describe Brandon, it is persistence. An experience like that would
derail some people for years, maybe even forever—but not Brandon. He went back to Baylor as
an assistant golf coach while he received medical care for his back. It took four years for
Brandon to swing a club again. The shift in his plans opened up new paths for Brandon’s life. He
was forced to divert from his professional golf career, but he approached other opportunities with
his characteristic persistence.

Brandon grew up in San Angelo, Texas. He learned a lot about pivoting in a career and adding
value to whatever position he had from his father. Brandon’s dad was in the oil industry. When
that industry was rocked, his father shifted between banking and real estate. Brandon learned
how to work from the bottom to the top: he started working with his father by doing maintenance
work at the apartment complexes his father managed. Eventually, Brandon managed them, too,
and carried on the family business.
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In 2003, Brandon pivoted again. This time, it was both personally and professionally. Brandon
married his childhood sweetheart, Alisen. The couple had been together for most of their lives
since they started dating in the 7th grade. It was one of two “happily ever afters” for Brandon.
The second started when Steve Eustis, owner of Steve Eustis, Co. Realtors, approached Brandon
about joining his commercial and investment properties firm. Brandon agreed, and he made the
move to commercial real estate.

Since 2003, Brandon has been learning and excelling in the commercial real estate industry. He
holds the CCIM designation with affiliation through the North and Central Texas CCIM
chapters. His expertise includes all areas of commercial brokerage, leasing, 1031 exchanges,
problem-solving/value-added opportunity, commercial property management, and counseling.

Brandon’s approach to work is making sure he is consistently adding value to both property and
relationships. In the properties side, he will find buildings and units that have been mistreated or
mismanaged, fix them, and sell them. On the relationships side, Brandon continues to work in his
own community. He is an approved Instructor for the State of Texas and has drafted several
education courses. He finds value in sharing knowledge and information to others, whether this
is through the educational courses he is teaching or the youth teams he coaches.

Brandon and Alisen have four boys, ranging in ages from 4 to 13 years old. In his role as a
family man, Brandon has coached over 27 different teams, including soccer, basketball, football,
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little league baseball, and baseball travel teams. Brandon likes to stay active and completed the
Spartan Trifecta in 2019. The Spartan Trifecta consists of the following:
•

One Spartan Sprint of 3 miles and 20 obstacles

•

One Spartan Super of 8 miles and 25 obstacles

•

One Spartan Blast of 13 miles and 30 obstacles

In 2020, Brandon received his black belt in tae kwon do. One of the fun things the family puts
together each year is a Christmas card. If you have not seen this card, you are missing out!

Today, Brandon is both a broker and an investor with Steve Eustis, Co. Realtors. He served on
the Executive Committee of the Society as president in 2018 and the president of the S.E.C.
Education Foundation in 2019. Over his career, he has closed more than 350 transactions valued
above $250,000,000 and is involved in multiple TICs, LLCs, or LPs as an owner.

One of Brandon’s goals is to continue building wealth for people and helping them make money.
Another goal, and maybe the most important driver for his life, is making sure he is giving back
to others in the same way that others have given to him.
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VIII. History Files

A. To Lead or to Follow?
To Lead or to Follow?
The Choice Is Ours!
Yvonne Nasch, CCIM, S.E.C.

Editor’s Note: This article was first published in the 1979 issue of the CCIM newsletter.

Think and choose wisely, for we are the masters of our fate. So, what will it be? If, out of comfort, we
choose to follow, we may be pushed out of the way before we even realize it. The style of life we are
familiar with is changing faster than we think. While we go along on the path of conducting business as
usual, all aspects of ownership, free enterprise, and our bundle of rights are being attacked on many fronts:
legislative, media, and press—“ecology,” courts, tenant unions, riot and boycott instigators, to name but a
few. Therefore, if we want to protect our rights to real estate ownership and preserve our inheritance and
that of future generations, we have to take a stand and do our share as individuals.

We all are, or attempt to become, successful in our field. Success though carries with it responsibilities,
especially those of personal integrity, honesty, and leadership. Success does not mean only getting; it also
means giving. As leaders, you have to set an example. Care about what is taking place and care about
people other than yourself so that others may care about you. Give generously to the world and you will
receive more than you gave.

Do not let things happen because they do not affect you. They are! What is happening to others today will
shape your future tomorrow.

GET INVOLVED! Do not sit back and leave a vacuum. There will be too many who will rush in to fill it.
The tyrants, the “hero” do-gooders, the misguided.

It is up to you not to let it happen. Help maintain a world that we may continue to be proud of. Do not get
discouraged by the belief there is nothing that one single person can do. Each time you act, you can start
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building a current, which will grow and have an impact on the shape of events. I urge you all to make a
strong commitment to thinking above and beyond self and participate actively in creating the future.
President Clark Wallace feels that because so many of the bills being passed involve investment properties
and urban renewals, we as members of the Investment Division should play an important role both in the
legislative and political arena. He has asked us especially as successful, experienced, and articulate people
in the investment field to participate actively in the RED ALERT PROGRAM.

There is an urgent need for action and adequate representation involving the entire spectrum of legislative–
political involvement for bill reviews, personal contacts with local assemblymen, senators, and
congressmen. Knowing our dedication, he hopes that each one will respond to this critical need. Do not
be negative and apathetic but positive and active. Only if you are an active member together with other
active cooperating fellow members can you achieve the necessary power to shape your destiny. So, ask
yourself the following:
Are you an active member?
The kind that would be missed?
Or are you quite content that your name is on the list?
Do you ever take a stand for things you think are right?
Or leave the work to just a few and talk instead of fight?
Think it over member, you know what’s right and wrong.
Are you an active member, or do you just tag along?

Yvonne Nasch was the 1979 Investment Division Chairman and was a practicing Downey REAL TOR who held the National CCIM, as well as the S.E.C.,
R.E.C.I., and GRI designations. Nasch, who specialized in investments, exchanges, and estate planning, studied at the University of Munich prior to
receiving her certificate in real estate from UCLA. She had the distinct honor of being the only woman in the United States to hold both the CCIM and
S.E.C. designations, as well as being selected to the Hall of American Exchanges in 1977. A recipient of numerous awards in her field, she was a noted
speaker and guest lecturer, has authored numerous articles for various professional magazines, and is published in “Marquis Who’s Who of American
Women” and “Personalities of the West and Midwest.”
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