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Welcome to the Winter 2022 issue of the S.E.C. Observer. In this issue, Bryan Neal, S.E.C.,
2022 President of the Society, looks at benefits of the S.E.C. membership. 

Jason Mittman, S.E.C., describes potential destructive events in business in Widow Makers;
Steve Barker,  S.E.C.,  discusses how he has faced hardships in The Anvil;  and from the
Archives  we  honor  Hunter  Quistgard,  S.E.C.,  who  passed  away  in  October  2022.  Joe
Crowley, S.E.C., 2022 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 meeting in Plano, Texas, and the Methods of Effective Marketing course that Peter
West will present immediately prior to the meeting.

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.

Lani Veler
Editor, S.E.C. Observer 

mailto:sec@secounselors.com


I. President’s Message A. S.E.C. Membership

Bryan Neal, S.E.C.
2022 President

Many of us have recently returned from another successful meeting in Tampa, Florida.  David 
Cook and Noah Ruggieri did a great job as our meeting managers, drawing out a lot of product 
while integrating some great discussions and presentations into the agenda.  It was also another 
very well-attended meeting, with over 110 in attendance for the second straight meeting!
In reflecting on the events of this meeting, one session in particular stood out to me.  I found it 
really interesting because I believe that the primary reasons for our continued success as an 
organization were showcased in this session. It was led by David Cook and called “How, When, 
and Why I Became an S.E.C.”   
In this session, David interviewed 7 or 8 members with several questions about their SEC 
experience: How did they hear about the S.E.C.? When was their first meeting? What were their 
initial thoughts or misconceptions about the S.E.C.?  David went on to ask, “How many 
individuals have you partnered with?” and “How many properties have you owned?”
As you can imagine, it was interesting to hear the backstory and responses from each of the 
members on these questions.  It was readily apparent that every one of these members was very 
active in dealmaking within the Society, and clearly enjoyed working on deals with other 
members.  In several cases, these members have partnered with more than 20 members each!  In 
addition, at least two of the interviewed members had closed over 100 deals within the group!  If 
that’s not a shining example of the power of the room and the group of individuals therein, I 
don’t know what is!
However, I found the most interesting part of the conversation to be in response to the following 
question that David posed: “What has been the greatest benefit you have received from being an 
S.E.C. member?”  It was as if these 7 or 8 members had gathered beforehand and rehearsed their 
answers, as they were nearly identical across the board.  
While they all were appreciative of the success they’ve enjoyed and other benefits derived from 
the group, all touted their relationships with others within the group as the greatest benefit they 
received from being a member.  What an incredible testament to the value of this group!  
I think most of our members understand this and would agree with this sentiment whole-
heartedly.  But I hope our guests reached this same conclusion from this session.  This is one of 
the things that truly sets this organization apart from any other group that most of us have been 
involved with.  Not only are we incredible exchangors, deal-makers, and creative problem 
solvers, but we get to do business time and time again with people that we know, enjoy and trust
—people we are proud to call our friends.    
To me, this session was just another reminder of the many benefits of the Society, and this one in
particular that might initially be overlooked by someone not already familiar with our group.  
Although this session was most likely geared to our guests, I trust that it also served to remind 
our members in attendance how grateful these individuals are for the Society, and for the unique 
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bond and many friendships that we share within this group.  Have a safe and merry Christmas 
and holiday season.  We hope to see you in Plano for another great meeting in January. 
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I.  Feature Article A. Widow Maker  
          

Widow Makers

Jason Mittman, S.E.C.

The recent Charleston S.E.C. meeting had several first-rate educational sessions from simple 
ideas to improve income, insights from Ray Dalio’s Changing World Order, and thoughts on the 
changing future’s impact on all of us.  It was clear that our future is bright—but also has many 
potential pitfalls.

These pitfalls can cripple our ability to make decisions and cause damage, if we are not prepared.
There are many potential issues which can have dire consequences. Below are a few to consider:
• Changes to monetary policy 
• Mass exodus from employment (“quiet quitting”) 
• War
• Rising energy prices
• Pandemics and lockdowns
• Political change and turmoil
• Tax law changes
• Death or divorce
• Family issues
• Catastrophic health news
• Major partnership or client issues
• Supply chain disruption
• Unexpected last minute permit denials or major changes
• Construction supply and cost spikes
• Bank terms significantly changed or cancelled
• And more

In the world of climbing, a “widow maker” is a large rock accidentally dislodged by someone 
above you.  You and your team have trained for your objective and executed to plan, yet a 
widow maker kicked down (completely outside of your control or knowledge) careens toward 
you.  Regardless of the fact that you and your team did everything right, suffer a direct hit by a 
widow maker and… well, the name speaks for itself. 

The list of potential business widow makers above represents a small sample of potentially 
destructive events with significant impact to the real estate world.  The good news is they will 
not actually kill you!  A variety of challenging-to-navigate and unexpected circumstances are 
always occurring, and right now it feels like many of them are culminating at the same time!  
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Any one of these, let alone a mixture of them, may have a devastating impact on our businesses, 
our investors, and our clients. How do we plan, solve, counsel, survive, benefit, and grow in such
circumstances? The answer lies in how we anticipate, prepare for, and manage the unknowns. 

During a panel conversation at the Charleston S.E.C. marketing meeting, issues related to the 
current evolving economic storm were discussed.  Many in attendance expressed they are 
waiting and observing to evaluate what happens next. Fortunately, it had no impact on the deal 
volume and creativity during the meeting. Past S.E.C. President John Brennan enthusiastically 
reminded us that an economic storm is exactly where the S.E.C. shines!  We are THE problem 
solvers—for ourselves, our partners, and our clients—especially in times of difficulty.  The 
greater the problem, yes, the greater the risk—and the greater the reward where we can provide 
creative solutions.  

Repeatedly, we hear the phrase “the power of the room.”  It is an accurate description.  All the 
wisdom we need to solve problems exists within the free, readily available, shared knowledge of 
the S.E.C.  Every day we solve problems, help others, reduce the downside damage, and create 
wealth.

Jamie Dimon, CEO of JP Morgan Chase, stated in July (prior to several of the significant 
additional rounds of rate hikes): “…geopolitical tension, high inflation, waning consumer 
confidence, the uncertainty about how high rates have to go and the never-before-seen 
quantitative tightening and their effects on global liquidity, combined with the war in Ukraine 
and its harmful effect on global energy and food prices are very likely to have negative 
consequences on the global economy sometime down the road.”  Additionally, he stated in early 
October, as have the majority of economists, that the likelihood of the Federal Reserve monetary 
policy achieving a “soft landing” is low and growing ever less likely, while the likelihood of a 
recession toward the end of 2023 is increasing.  With that comes the opportunity to help our 
clients and all those in our spheres of influence to survive and thrive in economic uncertainty.  
Now is the time to prepare, learn, and counsel.

It is imperative to differentiate the normal occurrences which stress our business from a widow 
maker.  “Normal” challenges we face include:

1. Lender turns you down, is running late, adds adverse language in the loan docs.  (It’s 
all negotiable.  Learn to make the lenders fight for your business.)

2. Appraisal comes out less than you thought. (Better to know before the closing and 
renegotiate as needed.)

3. Lawsuits. (Welcome to being successful! They wouldn’t come after you if you had 
nothing worth the fight!)

4. Insurance premiums rise; insurance claims denied. (We have multiple resources to 
help.)

5. Client doesn’t tell you everything, changes their mind, stops responding.  (Great 
opportunity to improve your counseling skills and communication.)
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6. Tenant does a midnight move-out and leaves the space in poor condition. (Part of real
estate, what a blessing that you own real estate or have clients you can help.)

7. Construction is over budget on time and dollars.  (It almost always is! Write an after-
action report and improve your contracts going forward.)

8. Investors back out at the last minute.  (Many opportunities for improving 
communication when this happens, and better to know good partners from bad in the 
beginning.)

9. Investors become adversarial when the deal doesn’t go as planned. (It happens. 
Remember those challenging partners in the future.)

10. Employees leave and take clients with them. (You are better off in the long run.)
11. Struggle filling a key staffing role. (There are many great online tools to help. Keep 

fighting for those key people for your team; don’t settle!)
12. Environmental issues. (Better to know before closing and eliminate the problem or 

terminate the deal.)
13. Run tight on cash. (remember Dischinger’s rule: Don’t run out of cash, BUDGET!)
14. Deal loses money. (If you’ve been at it long enough, you will have a deal go bad; 

write the after action report, explain to your partners, client, and team, and learn.)

These and more are part of our business, as is finding solutions and growing from it.

True potential widow makers require deeper strategic thought, strong what-if planning, a great 
team, and unabashed honesty with yourself and your team.

Poorly prepared real estate practitioners are not able to succeed in a downturn which creates 
room for you to pick up more clients, prove your counseling value, and make great deals.  In a 
true widow maker event, consider the following:

1. Show up, don’t give up.
2. Breathe, stay calm, do not make rash quick decisions.
3. Emotional reactions are not your friend (see #2 above).
4. Journal as you go, to get it out of your head and on paper.
5. Exercise a little every day, to keep your brain working and your stress down.
6. Go for a five-minute walk around the block, as many times a day as you can.
7. Shower.  Yes, shower.  Recent studies show the process of showering is calming and 

often leads to great free-flowing brainstorming.
8. Stay in close touch with your friends and surround yourself with smart and ethical 

people.  
9. Don’t let your imagination run rampant (use journaling, goals, time management, and

fear setting to help you control this).
10. Control the Almond.  The two amygdala (Latin for Almond) in your brain control 

fear.  Don’t let something the size of an almond overwrite a 3.3 pound supercomputer
(your brain!).  

11. Read and learn daily.  Feed your brain with the countless free podcasts, articles, and 
other materials to help you stay focused and able to help yourself and others.  
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12. Regularly communicate with your peers. Ask how you can help them.
13. Check in and regularly update your investors, partners, clients, bankers.
14. Do a fear setting exercise monthly (this is your what-if planning, with solutions)
15. Use an after-action-report; share it with trusted people close to you , and ask for their 

input.
16. Plan for success.  Dream it; map it out; set goals with dates for achievement; allocate 

resources to the goals; use a quarterly action plan; and take action.  Put your plan on 
the wall and review it daily.

17. Don’t be embarrassed. Ask questions. Let others know the challenges. Ask for help.
18. Bad news doesn’t get better with age.  Tell your team—or client, or banker, or spouse

—sooner rather than later, and get the weight off your brain.
19. Get an accountability partner to keep going.  Remember, the hardest part of climbing 

your mountain in bad conditions is the simplest: just keep taking one step after 
another.  It is exponentially easier with someone holding you accountable.

20. Don’t run out of cash!  This is critical.  Cut as ruthlessly as you need to, and 
remember: the first place to cut if you have staff is your own wages. The rule “leaders
eat last” is critical for morale when cutting staff and expenses.

21. Stay on target. Ask yourself: Is this productive? Is it truly important or urgent? Can 
you delegate it?

22. Ditch the news and social media feeds.  Right wing, left wing—same bird! You 
cannot control what they feed you on the news; you can control if you watch it. Turn 
it off!  

23. The bombardment of emails, texts, and calls do not need an immediate reply.  
24. If you think you need to send a very firm communication, draft it, share it with a 

trusted colleague, and sit on it until you are sure.  Stress can cause communication 
that you will regret sending.  Once it is sent, you can’t retrieve it… and burnt bridges 
are costly.

25. If you lost half of your net worth and income, what would happen? Sounds horrible, I 
know.  Would you starve? Would you die? Would you lose your home?  Likely not.

26. Ditch the booze and drugs.  They won’t help and cloud your judgement.  That 3% 
escape is not worth the other 97% of your time and mental bandwidth.

27. Ditch the multitasking.  Time-block for project focus.
28. Listen to your gut!  It often is talking to you.  It might be the “almond” and you can 

work that out with the fear setting exercise.  In the meantime, stop and think on what 
your gut is telling you; weigh the pros and cons; and if the choice is very clear, take 
action as needed.

29. Use a weighted pro / con T-chart. The answers, if data is put in accurately, will guide 
you.

30. Remember, old fish does not get better with age, nor does bad news.  Rip the Band-
Aid off if you have the bad news, get it out be done with it and can go on.

31. Improve your communication skills by listening better, confirming what you hear, 
and asking better questions.  There is a difference between listening, hearing, and 
understanding.  For wisdom on this, take S.E.C. Ted Blank’s course.
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32. Let go of your ego and the idea that you know the right answers.  Who thoughtfully 
sees things different than you?  Talk with them, sooner than later.

33. Remember: This too shall pass.  The average length of a recession is less than 1 year. 
You will make it, you will be stronger for it, and it will not be a widow maker!

I believe opportunity comes from solving problems.  The bigger the problem, the bigger the 
opportunity and reward.  This includes economically destructive widow makers.  Do not worry 
about being comfortable.  Being comfortable is a dangerous place to be.  Comfort allows blind 
spots to creep in.  Focus your discomfort on patiently being prepared and building your strengths
to succeed.  

Tools to help you be prepared include (make sure to create your own toolbox as well):
S.E.C. Educational Courses.  They are all good.  
- Ted Blank’s course “Understanding Your Client” 
- Gary Vandenberg’s “Exchange Magic”
- Jason Dillard, any of his courses 
Books and podcasts:
- The Changing World Order, by Ray Dalio  
- The One Thing, by Gary Keller
- The Road Less Stupid, by Keith Cunningham
- Right Away and All at Once, by Greg Brenneman
- The Wall Street Journal’s “What’s News” podcast
- The Wall Street Journal’s “Your Money Briefing” podcast

Useful forms / exercises:
- Fear Setting exercise 
- Quarterly Action Plan 
- T-Chart pro/con chart
- Eisenhauer Grid

Dale Carnegie said: “If you want to conquer fear, don’t sit home and think about it. Get out and 
get busy.”

I hope you choose to get out and get busy.
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III Society Columns A. The Anvil 

The Anvil

Steve Barker, S.E.C.

These are the times that try men’s souls.
—Thomas Paine, The American Crisis (1776)

During my 45 years in the real estate business I, like many, have suffered the slings and
arrows of difficult times and enjoyed the successes that have most often outweighed 
them. Reflecting on the world today, and on several recessionary periods over the 
years, I have been mindful of constant market changes, political upheaval, uncertainty, 
and America teetering on the head of pin. Watching the nightly news provides a 
different cabal every day. All weighs heavily. This brings to mind the tools that many— 
especially those of us in the real estate industry—have used to fight against the grain 
when things get difficult.. 

In my literary travels, a year or so ago, I came across a small article in The Wall Street
Journal that gained my attention. Unfortunately, in my haste to cut out the article the
author was not included, so I give credit where credit is due…even though I do not know
his name. 

Below is an excerpt of the article which addresses the fears and anxiety perpetuated by
what seems to be one calamitous event after another.  

The theologian Paul Tillich wrote about the difference between fear and anxiety.
Fear is of something, you can name and face it, and in the facing of it lift your
own morale, show yourself what’s in you. Anxiety is amorphous; it doesn’t quite
have an object,  it’s  a state.  And so it’s  harder  to shake and no empowering
necessary comes from it.  A lot of people this year will  have to break down a
generalized anxiety into specific fears and deal with them courageously. . . . It's
going to be the work of  years to dig ourselves out fully,  but  there are many
reasons to believe we can and will.

Those of us in the real estate business, who dedicate ourselves to being professionals,
know that there is a sense of strength that we hold to guide us through our business
and personal lives. 

Carl Sandburg, in his poem “The People, Yes,” provided this analogy: “The old anvil
laughs at many broken hammers.” Over the course of the last year, I have repeated that
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phrase many times to address my own fears and anxiety. The chaos and challenges I
have experienced in developing real estate are like,  in the words of  Daniel  Murphy
S.E.C., “riding a psychotic horse through a burning barn.” Those in other real estate
disciplines, I’m sure, feel much the same from time to time. 

From Sandburg,  I  formed in  my mind  the  image of  a  fire-hardened mass of  steel,
impervious to the force of a strong arm slamming a solid hammer down upon its surface
only  to  shatter  upon  impact.  The  visual  was  a  significant  revelation.  The  anvil  is
impregnable—resistant  to  the  effects  of  its  antagonist,  the  hammer.  Though  the
recipient  of  continual  blows,  it  remains  only  slightly  tarnished from chips  of  broken
hammers. How appropriate for this time in our lives. A hardened soul with tough resolve
emulates the way of the anvil. 

I reflected on the hardships faced by my parents and my grandparents, and tried to
make an analysis of their tribulations and how they persevered.  

At a young age, my father had to physically hold back my grandfather from running into
his auto workshop as a fire consumed the place. Together, they watched as the years of
a small business evaporated in minutes. But, the ethos of the anvil had been imbedded
deeply in their characters; soon a new building was found, and work began again. The
old anvil laughs at many broken hammers. 

My maternal grandfather worked for Fisher Body in Flint, Michigan, in the depths of the
gigantic factories that embodied the auto business in the 1930s. He was summarily
dismissed one day; is arthritic hands were no longer capable of the intricate work. He
watched as his life melted before him—a crippled man in a physical work world who had
few options. With 6 kids to feed, my mother being the youngest, the horizon was bleak.
But a call from a friend, Walter Reuther, restored his confidence. Reuther did not take
issue with his physicality, strength, or dexterity. He wanted my grandfather’s sharp mind
to negotiate contracts for the newly formed UAW. And so he become an international
negotiator for the UAW for the next 30 years. The old anvil  laughs at many broken
hammers.

I am sure all of us have personal stories of events in our lives, or those of our families or
friends, where the road became impassable, but by some resolve, we, or they, went on
to greater achievements and fulfillment. 

I thought long about these stories, and asked myself where the anvil got its strength and
resilience. I finally surmised that it came from within each of us to advance our careers
and provide  purpose to  the  lives  of  others  through the  real  estate  profession.  This
quality  instilled in  our  human DNA and we gain access to  it  when confronted with
challenges. This is inherently true of creative problem-solving real estate professionals. 
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If you are having a bad day, take a look out your window. All you can see is real estate
everywhere.  Land,  buildings,  homes—all  inventory.  Endless  opportunities  abound.
Exercise your creative talents and draw on your inner strength to overcome anything
holding  you  back.  Grow and  achieve  more  than  you  first  imagined,  no  matter  the
circumstances. Remember, most of us failed our way to success, and most often when
things were bleakest, the opportunity for success was nearby. 

Remember always: The old anvil laughs at many broken hammers. 
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IV. From the Archives A. Hamstrung with Half a Stick and
No Fuse

 
Hamstrung with Half a Stick and No Fuse

Hunter Quistgard, S.E.C.

The most disappointing issue for us old “true exchangors” (before cash-out was available on
either  end)  is  that  listing  postings  don’t  provide  enough  information  about  the  intent  and
circumstances of the owner who wants to change current ownership. Although some state laws
and professed broker ethics suggest that such private information is detrimental to the "Seller"
and should not be exposed, complicated people-motivations are usually not solved without the
transaction creators being fully aware of each participant’s true objectives, all tools available for
the process, and the real estate equity in question (i.e., additional items, credit, talent, partners,
flexibility, family geographics, etc.). Listings that show a lack of client counseling result in the
listing broker  not  knowing what  flexibility  the client  may provide to  a  possible  transaction.
These listings are generally passed over by exchange brokers who don’t want to “shoot blanks.”

A way of suggesting transaction possibilities for a client without disclosing secrets might be to
have the broker  offer  alternative  transaction suggestions  that  he or  she wouldn’t  shirk from
presenting to  his  client.  Examples:  “Although all  clients  would like ‘a  clean deal,’  I  would
present proposals to partner him in a transaction that provides the following benefits:_________;
a proposal to have my client add his collectibles, some cash, a note he owns ($_____ payable
_____, etc.); a proposal to transact only part of his unwanted equity to solve part of his objective,
a proposal to lease/option his property as a way of getting out of management; a proposal that
requires that he bring in a partner with signature or more cash than he personally will contribute
if the end result is _____________; or any transaction that would get him off the existing loan,
and so on.”

Sometimes, regardless of the client’s motivation, the equity he thinks he has is (in current market
terms) nonexistent. That motivation can still be the basis of a transaction that would delight him 
(because counseling discovers the other contributions available toward a solution). Weaver and I
used to teach a formula called “Backside Benefits.”

Backside benefit examples: 
A  client  came  in  who  was  tired  of  paying  on  a  promotionally  sold  lot  in  a  recreational
development where the market value was likely less than the existing loan he’d already been
paying on for some years. We had another client with a duplex who was unable to keep the
existing loan current and was about to lose it. The encumbered lot was offered together with
small cash and assumption of the existing duplex loan (the negative cash flow was not a problem
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for the new owner). The encumbered lot was gifted back to the lender (in California, purchase $
lenders cannot pursue personal liability).

A very prolific early S.E.C. deal doer, Jim Reed, used to have lots and land all over the United
States that he would offer in trade for most motivated equities, such as eaters, unwanted personal
property (usually with wheels, not working, etc.), geographically unacceptable or high-talent-
required equities, over-encumbered properties, and so on, and he always wanted “$200–$1,000
cash today, so I can pay my hotel bill and get gas to get home” plus a small carry-back note with
small  monthly payments against the lot  or land being traded in. The note was the “backside
benefit” or usually the whole benefit of the deal

I witnessed a proposal made to Jim Reed at a Sacramento Exchangors Meeting in the late ’60s
where  Billy  Moon  (another  prolific  deal-doer  in  Sacramento)  offered  two  new encumbered
duplexes in  a  suburb (that  were eating)  for  Reed’s  parcel  of  land.  Reed said,  “I  accept  the
proposal, but I will only take one duplex.” Moon got only half the backside benefits hoped for.

I  was  new and naive  in  exchanging and  acquired  a  1927,  27-foot  cabin  cruiser,  docked in
Sacramento, from Billy Moon by just signing on a new 5-year loan I had to apply for against the
boat. What was his backside benefit? (We named it The Sour Owl and brought it to Sausalito and
syndicated it with friends to help amortize the loan). After years of little use, it sank at the dock
and contributed mightily to one’s doctorate from “Hard Knocks U.”

Every auto (boat, plane, furniture, etc.) dealer offers to take a trade at too high a value or offers
0% financing, and so on, to get the backside benefit of an employed payor on the purchase note
that  he  can  hypothecate  to  his  bank  as  his  “backside  benefit.”  How  can  you  use  such  a
perspective in your transaction-causing business?

Don’t “turn up your nose” at questionable equity. Counseling will tell you whether your client
will add something to cause a transaction. Most REO transactions during the late ’80s with the
S&Ls that were mostly negative net worth (according to their regulator) would make deals that
would get them paper for their REO real estate that could be  out  of the “written up assets”
category.  Challenged by other brokers who claimed that institutions would never take “you-
can’t-find-it land” in remote Oregon, I proposed a deal to an S&L to take 10 new houses it had
foreclosed on. I offered 160 acres of land + a first loan on each of the 10 homes signed by
dentists of good credit. The loan amounts were 75% of their book basis, and the regulators would
be at  least  a year discovering the questionable value in the 160 acres far removed  from the
county of the S&L (and from everywhere). So they got 75% in “admitted assets” and 25% in
“discover later,” and neither of us has seen the land as of today. It was an important change in
their net worth at the time, based on the regulator’s rules. I kept the lot under each house and
leased/optioned it to the dentists to keep their home on, and they only had to pay closing costs to
own the managed 100% financed tax shelters. After occasional negative cash flow over 5 years,
they each cashed out in a better market and made big cap gains, and the IRS helped out along the
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way. The leased lot owner exchanged some, kept some, and was very happy with the results of
his 160 acres. 

Note: The above example also illustrates the not-often-enough-used joining of various entities’
assets  to  acquire  a  proposition—from which  each  of  the  various  entities  can  later  separate
successfully. The “out-of-the-box” thinking process that eases such solving evolves from the
“stone soup” mental process of causing transactions. Even when cash is plentiful, this knowledge
and counseling is still relevant for your clients today.
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V. S.E.C. Education Foundation A. S.E.C. Education Foundation News 

S.E.C. Education Foundation News
Joe Crowley, S.E.C.

2022 S.E.C. Education Foundation President

The Education Foundation has hosted five very successful education classes in the past year in 
association with the S.E.C. meetings. We have also sponsored several local education sessions in
different regions of the country as well as sponsored regional marketing sessions. (Please note 
that if we are in your region holding a class, anyone can attend that class and there is no need to 
have a real estate license.) Throughout the year the board has been involved in searching out new
and enhanced education courses as well as promoting our scholarships and grants.  

We encourage everyone to sign into the new S.E.C. Education Foundation website
https://secedfoundation.com/ and find all our forms and applications are now online. 

We wish to thank all our supporters through raffles and donation that help us to provide the 
Education courses we present at a reduced cost to the attendees.

Any suggestions or input you the reader may have are most welcome. 
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VI. Society News Briefs A. January Marketing Conference

S.E.C. National Invitational Marketing Session
Plano, Texas

January 15–18, 2023

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

The Hilton Dallas/Plano Granite Park
5805 Granite Parkway
Plano, TX 75024
Telephone: (469) 353-5000

Click this link to make your reservations! Room rate is $209.00 per night. Make your hotel 
reservations early; we have a limited number of rooms available, and the cutoff date for 
reservations is December 21, 2022. 

Visit Hilton Granite Park for hotel information and click Visit Frisco 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. Methods of Effective Marketing

Methods of Effective Marketing
Peter West

Plano, Texas
Sunday, January 15, 2023

The  S.E.C.  Education  Foundation  and  the  Society  of  Exchange  Counselors  are  pleased  to
announce that Peter West, will present Methods of Effective Marketing from 9 a.m. to 5 p.m.
on January 15, 2023, in Plano, TX.  

Meeting participants may sign up when they register for the marketing session. Attendees do not
have to be licensed or invited to attend; the session 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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VI. Society News Briefs C. March Marketing Conference

S.E.C. National Invitational Marketing Session
Oklahoma City, Oklahoma

March 19–22, 2023

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

Sheraton Oklahoma City Downtown
1 North Broadway Ave
Oklahoma City, OK
Telephone: (405) 235-2780

Click this link to make your reservations! Room rate is $139.00 per night. Make your hotel 
reservations early; we have a limited number of rooms available, and the cutoff date for 
reservations is February 17, 2023. 

Visit Sheraton Oklahoma City Downtown     for hotel information and click Visit Oklahoma to 
learn about the area. 

Visit  www.secounselors.com     and click on the Society Marketing Meetings menu tab for more
information. Please contact the S.E.C. office (sec@secounselors.com) if you have any questions
about the upcoming meeting.
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VI. Society News Briefs D. Exchange Magic

Exchange Magic
Gary Vandenberg

Oklahoma City, OK
Sunday, March 19, 2023

The  S.E.C.  Education  Foundation  and  the  Society  of  Exchange  Counselors  are  pleased  to
announce that  Gary Vandenberg will present the  Exchange Magic course from 9:00 a.m. to
4:00 p.m. on March 19, 2023, in Oklahoma City, Oklahoma.  

Meeting participants may sign up when they register for the marketing session. Attendees do not
have to be licensed or invited to attend; the session 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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