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Never Stop Learning 
 
I was recently at the OCREE marketing session which was a great 
event with a lot of creative solutions and exchangers.  The meeting 
reminded me of a few formulas I had forgotten about and also 
learned a few new ones.  It also reminded me to always pay atten-
tion to what is being presented.  
 
We have had great attendance at the KREE meetings recently, which is fantastic.  
With the number of people attending, we are getting a lot of new product pitched.  
Always pay attention to any property that is pitched. While it may not be a proper-
ty you have a specific interest, it is always great to think about creative solutions 
for the owner & broker. This keeps the creative juices flowing for yourself and the 
group.  Also, by paying attention as the presentation is being made, you may learn 
of a creative solution that may help with your property or client.   
 
September 25th and 26th, KREE is hosting a joint education session with IREX and 
OCREE.  This is the Broker Estate Building course with Gary Vandenberg and 
John Brennen.  This is going to be the full two-day course.  I have only taken the 
one-day course but have heard great things about the two-day course.  Multiple 
people have said this course will change your life and how you focus on real estate 
and your overall goals.  Gary and John are two of the smartest, creative guys I 
know.  Plan to attend this great event which will be held at the KREE building.  I 
look forward to seeing everyone there.  
 
The KREE golf outing is coming up at SouthPark Country Club.  The golf com-
mittee always puts on a fun event, and they make sure that everyone gets a prize.  
What other event can you network, make deals and be assured that you get a 
prize?! 
 
Happy Exchanging!   
 

Stewart Scovil, CCIM 
Scovil Real Estate 
Cell: 502-297-2727 

 
KREE MEETINGS: 

 
Please join us on the First & Third 
Thursday of each month for our Crea-
tive Real Estate Marketing Sessions. 
 

 8:45am to 11:30am  
 

KREE Building 
 

 900 Envoy Circle  
Louisville, KY 40299  
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Harry Borders 

Borders & Borders, Attorneys 
At Law 

920 DuPont Rd. 
Louisville, KY 40207 

502-894-9200 
harry@harryborders.com 

 
“Your work is going to fill a large part of your life, and the only way to be truly 
satisfied is to do what you believe is great work. And the only way to do great 

work is to love what you do. If you haven't found it yet, keep looking. Don't 
settle. As with all matters of the heart, you'll know when you find it.” 

-  Steve Jobs 
 

“What lies behind you and what lies in front of you, pales in comparison to what 
lies inside of you.” 

-  Ralph Waldo Emerson 
 

“l All you need is the plan, the road map, and the courage to 
 press on to your destination.”  

-  Earl Nightingale 

mailto:harry@harryborders.com
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Back in the 1920's when Polish-American entrepreneur Leo Gerstenzang invented cotton swabs as a saf-
er way to clean his baby's ears, he called his product "Q-Tip." Actually, his first name-choice was "Baby Gay" - 
but that didn't sell, so the by-now familiar name emerged. Mr. Gerstenzang chose "Q" for Quality . . . and he must 
have been on to something, because Q-Tip has become a household word. Which made Q-Tip a good choice for 
an acronym: Quit Taking It Personally! 
· The traffic jam or the flat tire, or the keys that get locked in the car are not part of a plan to ruin your day. Q-Tip 
It - Quit Taking It Personally!  
· The keys that can never be found are just inanimate objects, and there is no moral value attributable to being 
able to find everything anyway. Q-Tip It!  

· The computer that freezes just when you've got an important report to print really IS just a stupid machine. Take a deep 
breath and repeat the maxim about accepting the things you cannot change. Above all -- Q-Tip It!  
· The supervisor who wants everything done yesterday has a problem with time management and scheduling. You're 
more likely to find a constructive way to deal with this persistent stress situation if you Q-Tip It!  
· The 5 pounds you can't seem to lose are just a ball of fat . . . not a moral failure. You know what to do - eat less, move 
more. So get moving . . . and Q-Tip It!  
· The kids who don't call often enough probably really ARE busy (and didn't you raise them to be independent?). Q-Tip 
It!  
· The colleague who consistently says you're doing something all wrong is telling you more about her needs than about 
your way of doing things. Q-Tip It! 
· Got a spouse (or friend, or child) who seems always to ignore things you say? Odds are she/he is hard of hearing, for-
getful, or caught up in her own priorities rather than trying to drive you nuts. Q-Tip It!  
· ______________________________________________ (fill in your own stressors - and Q-Tip It! )  
 
You get the picture . . . and the image, too. Stress is not what happens to us. It's our response TO what happens. And 
RESPONSE is something we can choose. 
So - Q-Tip It! Let Mr. Gerstenzang's little white-tipped tool be a memory-hook, a way to ease the your personal stress 
reactions, the way YOU choose to respond to the happenings of your days.  Have a great week!   - Paula 

Creative Real Estate Jargon 
HOMEWORK  - Collecting and analyzing all pertinent information related to a client's situation and property.  

HYPOTHECATE -  To pledge as collateral for a loan.  

ICEBOX LAND  - Property having undeterminable value held as a means of preserving equity in a neutral position.  

IN ACQUISITION  - A term used to describe a property that a person has under contract to acquire and is offered out but is not yet 

owned by the person making the offer.  

IN LIEU - Using a property that has been offered to you, without taking title to that property to acquire the desired property.  

IN KIND FEE  - Agent compensation, other than cash or paper, received in the same form as the property, accepted by client, such 

as real property, or an ownership interest in real property. 

KILLER THOUGHT - A remark that destroys the free flow of creative thought.  

K.I.S.S. (KEEP IT SIMPLE STUPID)  - Avoid making the transaction more complicated than it needs to be.  

LAUNDRY LIST  - A compilation of all properties, real or personal, being represented currently by the exchange broker.  

LEG  - That portion of a multiple party transaction associated with one of the parties.  

LETTER TO SANTA CLAUS  - A list of the client's highest priorities or type of properties "wanted" by client.  

LEVERAGE  - The ratio of equity to value.  

LIKE KIND PROPERTY  - Property (real or personal) eligible for a tax deferred exchange. The term does not refer to the physical 

similarity of the properties, but to the purpose and intent (investment) of the owner.  

M.O.L. (MORE OR LESS)  - A term used to disclose that the figures are not exact, also (+/-).  

MISSOURI WALTZ -  A 3-way transaction in which two "legs" are exchanged and one "leg" receives cash. 

MODERATOR - The person who directs a formal presentation at a marketing meeting. Through a series of questions, the Modera-

tor assists the Presenter in making an effective presentation.  

MORTGAGE RELIEF  - A tax consideration resulting when a property owner acquires another property in an exchange, with a debt 

that is lower than the debt on the property transferred.  

MULTIPLE EXCHANGE - A series of three or more exchanges to complete one transaction.  

NEUTRAL VEHICLE - A property that does not require any attention: i.e., management, debt service, etc. (Example: free & clear 

land).  
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POWER OF HABIT                         

                                         Charles Duhigg 

In The Power of Habit, award-winning New York Times business reporter Charles 
Duhigg takes us to the thrilling edge of scientific discoveries that explain why habits 
exist and how they can be changed. With penetrating intelligence and an ability to distill 
vast amounts of information into engrossing narratives, Duhigg brings to life a whole 
new understanding of human nature and its potential for transformation. 

Our life is shaped by our habits. It’s incredible how our minds can accomplish so much 

subconsciously, without using unnecessary energy towards conscious thought. Once you 

understand the triggers, the loop and ultimately how to hack this process, you can change 

everything about the results of your reality. I loved this book and it helped me get rid of 

several bad habits by fully understanding the psychology behind what was influencing 

me!  -  Tyler Chesser 

Derby Marketing Session 
 
 
Our 2019 Derby Marketing Session was a huge success as it set several new records.  We had 78 marketing attendees 
plus six guests.  We sold all 224 tickets to Churchill Downs, though we got two back.  We sold all 100 seats for the CQ 
Princess and had 14 sponsors of the various events.   Our income for first time exceeded $50,000.00 though our expens-
es also exceeded $50,000.00.  Our critiques were overall pretty good although we had the usual complaint that the room 
was too hot and too cold at the same time.  Hard to solve that problem.  We had over $288 million dollars’ worth of 
properties in the book and probably just as much that was quick pitched and not in the book.  I have had many tell me 
they are working on deals from the session.   
 
We had a first-time winner of the Derby Jackpot in a very unusual result.  The winner was Chris Dischinger.  KREE 
likes that he won as he does so much for our organization.  With full attendance at both the track and boat events it 
seems like everyone enjoyed themselves and we will do those events again next year.  The Cowboy Auction is usually a 
chaotic event but does seem to make some money for the KREE Education Foundation.  But mostly we get a lot of unu-
sual auction items which seems to create a lot of conversation and some deals too.  Every-
body seems to like that event whether they get anything accomplished or not.  
 
Look forward to seeing everyone again next year and thanks for your participation this year. 
 
Russell Quick 

“It is during our darkest moments that we must focus to see the light.”  
 

“The worst form of inequality is to try to make unequal things equal”. 
 

“It is the mark of an educated mind to be able to entertain a thought  
without accepting it.” 

 
-  Aristotle 
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“The Paper Steal” 
   

Situation    - You have a wealthy client who wants you to put him in a good deal. He has cash  
  but will only do a deal if he feels like he has “stolen” the property. In other words 
  not a “win-win” type of person. You know of a good property, with some upside,  
  but the Seller will not reduce the fairly priced $220,000 property. 
 

A Solution -  Look for a good first or second mortgage that can be purchased at a discount. Say  
  for example a first mortgage of $110,000 that can be bought for $80,000 because 
  the owner needs to go to cash. 
 

Offer the Seller full price for his property provided he will accept the $110,000 first mortgage 
as part of the deal. 

 

Benefits - The Mortgage Holder received cash for his note. 
  Seller got his asking price for the property along with a nice income stream. 
  Your client “stole” the property for $30,000 below its fair market value. 
 

Looks like everyone got some benefits! Share your ideas with the group! 
 

Good luck and see you at the next meeting! 
 

Dan 

 Kessler’s Corner  
Don Kessler’s World of Creative Ideas 

Edited by Dan Kessler 

 

S.E.C. Education Foundation 
Proudly presents: 

 
Applying Lessons From The World’s Toughest Races 

Jason Mittman, S.E.C., CCIM 
Entrepreneur – Investor – Athlete - Speaker 

 

 
Jason Mittman, S.E.C., CCIM, is a licensed Texas real estate broker and Society of Exchange Counselors member. 
He has been featured in various news outlets, Discovery Health TV, and print media. He also has over 25 years of 

commercial real estate experience. A millionaire before the age of 40, Mittman credits his success to the great 
mentors during his life and the lessons he has applied from a life of adventure and endurance racing. An athlete 

since childhood, he raced for over 15 years on Team Vignette, an adventure racing team that has competed around 
the world with 57 1st place overall victories, 99 top 3 overall finishes, and multiple national championships. The 

team is both feared by it's competition and loved for their positive attitude and willingness to help others. Mittman’s 
application of the lessons learned from the battle of ultra endurance is what led him to his abundant success. 

 

                 Sunday, September 15, 2019 
                 Wichita, Kansas 

                 9:00 - 4:00 
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2019 Board of Directors                                                     

 
President: Stewart Scovil  
sscovil@scovilrealestate.com 
 
Vice President:  Katie Crotzer 
katie.kma@aol.com  
 
Secretary/Treasurer: Paula C. Colvin  
Paula@PaulaColvin.com 
 
Immediate Past President: Mark Lechner 
mlechner@ldgdevelopment.com 
 
DIRECTORS 

Term Ending 12/31/2019 

Russell Quick, David Day, Tyler Chesser and David Parks 

Term Ending 12/31/2020 

Tony Stefater, Joe Hampton, Michelle Rawn and  

Leslie Raeber 

 

 Membership Chairman 

John Miranda 
502.245.0543 

    KREE Building 
Photos Courtesy of Bruce Hinson 

mailto:katie.kma@aol.com
mailto:david@davidlparks.com
mailto:mlechner@ldgdevelopment.com
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Kentucky Real Estate Exchangors 

presents:  

 

“Broker Estate Building” 
 

September 25 & 26, 2019 • 9:00 a.m. to 4:00 p.m. 

Early Registration through Sept 16
th
  $150.00 / After Sept 16

th
  $175 

Instructors:  Gary Vandenberg, S.E.C, CCIM & John Brennan, S.E.C, CCIM 

Broker Estate Building Course Registration 
                                     

Course Description 
 

This course will prepare the practicing real estate agent to help grow his/her estate through the use of real estate. The instruc-

tors have developed and implemented the systems they teach. The course is packed with techniques, formulas, and actual life 

experiences. Attendees will learn how commercial practitioners can he lp  create and accumulate wealth. Come and discover 

how to build your estate. 

      What You Will Learn: 

                      •  The Importance of Goals for Your Real Estate Portfolio 

                      •  How to Implement the Safety First Formula in Real Estate Investment 

                      •  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 

                      •  How to Use Creative Real Estate Formulas to Increase Your Wealth 

This course will change your life!  We have testimonials from past attendees who have built their 

estates and improved their brokerage as a result of applying what they learned in this course! 

 

                                           Gary Vandenberg, S.E.C., CCIM  
 

Gary Vandenberg obtained his B.A. in Economics and Political Science in 1973. A year of law school 
with classes in real estate and contract law inspired him to pursue a real estate career. He twice served 
as Michigan Realtors’ Land Institute President, was twice Michigan RLI Marketer of the Year and sat on 
the RLI National Executive Council. Gary is an active member of the National Council of Exchangors.  

Mr. Vandenberg was the Society of Exchange Counselors President in 2013 and twice won the SEC’s Cliff Weaver 
award for most creative real estate transaction. He is a CCIM (Certified Commercial Investment Member) and ALC 
(Accredited Land Consultant). Besides representing clients with properties around the country, Gary has personally had 
real estate investments in 16 states.  
 

John P. Brennan, S.E.C., CCIM  
 

John Brennan attended Miami University B.S. in Accounting in 1981. Prior to entering the commercial 
real estate audit department of Arthur Anderson, and in the tax department of Price Waterhouse in 
Dallas, TX. John started his commercial real estate investment, leasing, brokerage and management 
company in Dallas in 1988.  
Mr. Brennan has served on the Board of the North Texas CCIM Chapter, was the President of the So-
ciety of Exchange Counselors in 2015, S.E.C. Education Foundation president in 2016, and has been 
a member since 1994. John is a CCIM (Certified Commercial Investment Member) and he obtained 
his CPA designation in Ohio in 1981.  

http://www.memberize.com/clubportal/EventDisplayNew.cfm?clubID=2827&EventID=258348&mo=9&tDate=%7Bd%20%272019%2D09%2D06%27%7D
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Member Spotlight 

Chris Dischinger 
               

When did you first get into real estate? 
 
I got into real estate in 1988.   I wasn’t finished with school, and I couldn’t find a job that would pay enough without finishing col-
lege.  I finished college a couple of years into my real estate career.  I was in school full time, working full time and working on my 
real estate classes in December/January, during the Christmas holidays. 
 
In Feb. I received my real estate license.  In May I bought my first investment property.  I was married in June and in July I quit my 
full-time job. 1988 was a good year!  
 
Have you been involved with commercial or residential, and what is your specialty? 
 
I started selling residential, and a couple year in, I began to work in commercial.  I owned a managing/leasing company with Mark 
Helm.  
. 
When and why did you become involved with KREE? 
 
Joe Hampton invited me to attend.  I met Joe through KREIA.  My first meeting was inspirational, it was like a “light came on”! This 
is where I met Don Kessler.  He had a creative way of working with deals that completely made sense to me, where many others did-
n’t quite understand it.  It just really clicked with me, and I became super excited about real estate!   
 
What are the biggest changes you’ve seen in real estate since you were first licensed? 
 
Two recessions, where financing wasn’t available or very difficult to obtain. The early 90’s was a challenging time.     
 
What is the most creative exchange you’ve ever done?  
 
I’ve used much of what I’ve learned from KREE in all my business.  In 1990, I was building houses in the west end, and I heard 
about the low- income housing tax credit programs and applied for and actually got them on houses we were already building.  I 
made a little money on those.   
 
Late 2001, I looked at my projections for the next year; I had a lot of properties with negative cash flow, office overhead and staff.   
Financing had dried up, and we were maxed out.    We needed a million dollars to stay alive.  I knew I couldn’t sell enough rental 
houses to generate that money, and I also couldn’t build enough houses to make it work.  I was kind of desperate, and I thought I 
better do one of those tax credits!  It was really a desperation move.  My whole career is about getting myself in trouble, and then 
figuring out how I can get out….and try not to do that again!  
 
An example of a creative formula I use is buying lots at a discount.  I end up with two or three free and clear.  I have taken encum-
bered land and exchanged it for condos.  I financed 26 of the condos and left three free and clear.  I’ve bought bigger pieces of land, 
and the development uses a portion of the land but pays for all of the land.  The residual land ends up free and clear.  
  
Any interesting bit of information you’d care to share about KREE (from the past)?  
 
It’s interesting to see the people that have been there through the years.  In the early 1990’s, there was a broker with one of the big 
companies.  He came to a meeting and received two or three offers for a property, one was from me.  He never returned after that 
meeting! In other situations, there have been people that attended and received offers that resulted in closed deals, but they never 
became members or returned.  That just baffles me! I continue to support KREE, because I want to give back! I want to help others 
succeed! 
 
What do you think about KREE today? 
 
This is a great organization.  It’s great to see new, younger members.   
 
Do you have any suggestions for KREE members or the Board? 
 
I believe education is very important.  We can’t expect new people to get educated, if we don’t offer classes 
to our members.  
 
Anything else you care to comment on?  
 
Stick to the education.  The social committee is a big deal.  Years ago, we had an annual picnic and cookout for the members, and it 
was a great way to build relationships.   
 
I believe we should talk about success stories, transactions that were closed, how they closed.   
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Newsletter Information: 

Paula C. Colvin 

502-817-9990 

Paula@PaulaColvin.com 

 

                

 Anne Ray 

502-276-3783   

                                  aray@ar-hq.com 

KREE—KY Real Estate Exchangors, Inc. 
PO Box 32398 

Louisville, KY 40232 

The Mission of the Kentucky Real Estate  

Exchangors is to unite those who are qualified in 

real estate exchange counseling into a network 

organization for the mutual benefit of the members 

and their clients.  The agents of KREE are willing 

to give 100% of their knowledge and abilities to 

complete a transaction.     

               The Philosopher 
               “3 in 30” 

 
I am currently reading Jordan Peterson’s book “12 Rules for Life.”  Rule 4 states “Compare yourself to 

who you were yesterday, not to who someone else is today.”  With the prevalence of social media more and 
more, people are comparing their lives to what they see on Facebook.  It all looks so glamorous.  How can I 
compete with these perfect lives?  I feel inadequate.  As Peterson states, compare yourself to who you were yes-
terday and how you will change tomorrow, not how do I compare to all “those beautiful people on Facebook.” 

How does one move forward to bring out their best self.  Peterson uses an analogy that is apropos for 
our industry.  When you buy a house, you hire an inspector to point out all the deficiencies in the house.  We even pay for this analy-
sis.  Knowing the deficiencies, we can correct them, improving the house for our occupancy.  We need an inspector to examine our 
current self, point out the deficiencies, so we can improve the self of tomorrow.  Who will be your inspector?  Who knows the most 
about you?  You!  You know what holds you back from being your best self. 

Are you doing everything to improve your career, your marriage, your parenting, your health?  You know your deficiencies.  
Pick one, start small and try to improve today.  The changes will come in small increments, but over time, they will make a tremen-
dous impact on your actions and your experiences.  When you improve, your environment changes, the people attracted to you 
change, and your life changes. 

For many years I attended 6-8 seminars a year.  I would take copious notes.  When I returned to my office, I would put the 
notes in a desk drawer promising myself I would review them, act on important tasks, “when I had time.”  Several years later, clean-
ing out my desk, I found notebooks from several seminars.  There was a wealth of knowledge in those notebooks, however they did 
me no good in my desk drawer.  That’s when I decided from that day forward, I would create an action list.  Now when I attend a 
seminar, I still take copious notes, but I also have a separate sheet entitled “20 Things To Do.”  During the course, if I heard an idea I 
wanted to incorporate in my life, I would jot it down on the action list.  At the end of the seminar, I would still put the “copious” 
notes taken in my seminar file, however the “20 Things To Do” action list was placed on my desk.  Rule number 1, I must do 3 in 30 
days.  I would look at the list, pick 3 action items and commit to incorporate them into my life.  Depending on my schedule for the 
next 30 days, I did not necessarily take the highest priority items.  If I had a very busy schedule for the next 30 days, I would take the 
3 easiest items to do.  But my commitment was always “3 in 30.”  Imagine if you could attend 6 seminars a year for 10 years and do 
“3 in 30” every time. You have incorporated 180 improvements in your life.  Do you think the “today self” would be drastically dif-
ferent than the “yesterday self?”   

Peterson gives this admonishment to “clean up your life.” 
“Consider your circumstances.  Start small.  Have you taken full advantage of the opportunities 

offered to you?  Are you working hard on your career, or even your job, or are you letting bitterness and 
resentment hold you back and drag you down?  Have you made peace with your brother?  Are you treating 
your spouse and your children with dignity and respect?  Do you have habits that are destroying your health 
and well-being?  Are you truly shouldering your responsibilities?  Have you said what you need to say to 
your friends and family members?  Are there things that you could do, that you know you could do, that 
would make things around you better? Have you cleaned up your life?” 

 

If you are not your best self, start today by stopping bad behaviors and starting new behaviors which make you strong and 

lead you to your better self.  Over time you will see changes in your job, relationships and over all life experiences.  Pick the easy 

actions to build up success.  Do “3 in 30” and see if you don’t feel more confident.  

mailto:aray@ar-hq.com
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KREE MISSION STATEMENT 
The Mission of the Kentucky Real Estate Exhangors is to Unite Those Who Are Qualified in Real Estate Ex-
change Counseling into a Networking Organization for the Mutual Benefit of the Members and Their Clients 
— and: 
• To disseminate through educational programs information relative to real estate in general and exchang-

ing in particular; 
• To promote education and professionalism in the specialty of exchanging and exchange counseling; 

• To assist members with creative solutions to real estate problems; 

• To create an atmosphere of cooperation and sharing of ideas; 

• To provide technical assistance to its members; 
• To create a forum to expose properties to a larger, more active market place; 
• To create an organization whose members subscribe to the philosophy that; 
 
Working with people is more important than working with property. Giving of oneself is essential and that 
if this giving is done willingly and sincerely the best interests of clients and members will be served. 

S.E.C. MARKETING MEETINGS 

The Society conducts six national invitational marketing conferences each year. The purpose of these conferences is to 
permit our members and their guests to meet and transact business. Those attending are among the most outstanding 

investment brokers in North America. 
 

September 15-18, 2019 
 

Drury Plaza Hotel - Wichita, Kansas  
Reservations: (800) 325-0750 

Group Code: 2339418 
$116 single/$126 double  

Hotel Reservation Cut Off Date: Friday, August 23, 2019 
www.druryhotels.com  

 
November 10-13, 2019 

 
Marines' Memorial Club & Hotel - San Francisco, California  

Reservations: (800) 562-7463 
$189 single/double for a Standard Room 
$209 single/double for a Deluxe Room 

Hotel Reservation Cut Off Date: Friday, October 18, 2019  
www.marineclub.com   

 
January 19-22, 2020 

 
Historic Hilton Fort Worth - Fort Worth, Texas 

Reservations: (817) 870-2100 or (800) HILTONS  
$169 single/double 

Hotel Reservation Cut Off Date: 12/27/2019 
www.fortworth.hilton.com 

REQUEST FOR MEETING INVITATION 

Founded in 1961, the Society of Exchange Counselors is the nation's premier creative real estate marketing organiza-
tion. The S.E.C. conducts five, national three-day, marketing meetings each year. Attendance at S.E.C. marketing meet-
ings is by invitation only. The Society's marketing philosophy centers on client's needs, real estate counseling, problem 
solving, relationship building, and 1031 exchanges. If you would like to be considered for an invitation, please go to the 
link below and send the form to the S.E.C. office. You may also contact Dan Kessler, Mark Lechner or Chris Dischinger 
for an invitation. 
 
https://www.secounselors.com/society-marketing-meetings/request-for-meeting-invitation/   

http://www.druryhotels.com/
http://www.marineclub.com/
http://www.fortworth.hilton.com/

