
PRESIDENT’S LETTER CHAPTER LEADERSHIP 
This is my first President’s message as the 

new incoming 2019 New England Chapter 

President. I want to first thank Tim Brodigan 

and the Board of Directors for all the hard 

work and efforts in the past year. We had a 

solid list of events and collaborating 

activities. Our chapter has teamed up with 

NAIOP on the state of the real estate market 

and economy. We teamed up with MIT on our 

annual scholarship fall event. Our chapter 

also was part of a SIOR five chapter joint 

regional conference in NYC. Our fall also 

included the Denver SIOR World Conference which was a success with over 

700 attendees. What we have learned from these events included predictions 

on the November elections and the impact on the economy. What we have 

experienced has been some small cracks in the economy. We read that the 

NYC and Boston residential market is slightly slowing as rents are depressing 

and availability is growing. We have heard that there is the tightest market 

with industrial warehousing due to Ecommerce. Recently a NJ developer, 

Hartz Mountain, bought the Newsday headquarters for $54 million for a 

planned logistics hub. The logistics center is planned to be 800,000 square 

feet.  

 

The Port of Miami recently dredged its port for $205 million only 3 years ago. 

It just announced that it needs to re-dredge deeper in anticipation of bigger 

ships. In the meantime, retail is feeling more pain as more retailers file 

bankruptcy such as our local Papa Ginos and Sears. The office market on the 

other hand could use more inventory. Boston area rents have skyrocketed 25-

30% over the last 4-5 years. Demand is strong and availability is lacking for 

large office users.  
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PRESIDENT’S LETTER, continued 

The stock market is finally experiencing volatility. The 10 Year note has hit 3.5% but 

experts believe that the Feds may slow down the prime rate increases. The stock 

market is up 400 points one day and down 600 the next day. I guess that is volatility at 

its best. But it’s also an environment of unsettledness which means investors are 

waiting to see some direction. The commercial real estate investment sales still seems 

to be a strong alternative asset class.  

Finally we saw our beloved Red Sox win another World Series losing only one game per 

playoff series. It was an exciting year that seemed to mirror our commercial real estate 

and SIOR Chapter year. Look forward to our 2019 programs !  

 

 

 

Mike Giuttari, SIOR NE 

Chapter President  

NEW ENGLAND SCHOLARSHIP NIGHT 

The New England Chapter of SIOR held its annual Robert W. Holmes Scholarship Night at Brae Burn Country Club, Newton, MA on 

October 4, 2018. The event started at 6 pm with passed appetizers 

and cocktails. This evening event was held jointly with the MIT 

Center for Real Estate. The New England Chapter has been 

teaming up with MIT Real Estate to offer a tuition scholarship to a 

premier and worthy student in the MIT Center for Real Estate. The 

New England Chapter also extends a $2,000 scholarship to an up 

and coming Boston area commercial real estate broker. The 

$2,000 can be used towards an SIOR national designation course 

or towards an SIOR national convention as a guest.  

 

The New England Chapter President is Mike Giuttari, President of 

MG Commercial Real Estate in Providence and the Head of 

Industry Relations for the MIT program is Steve Weikal. This year’s 

sponsor for the evening was Vantage Builders with President John 

Connor. There were approximately 35 attendees including the 

presence of Global President-Elect of SIOR, Mark Duclos.  

Mike started the evening introductions stressing that although SIOR has a global initiative, the Society has not forgotten its national 

components and chapters. He thanked Tim Brodigan, who was the outgoing Chapter President, for all his work and hard efforts during 

the last two years. Mike has completed the development of his Board of Directors and is ready to attend next week’s SIOR Fall 

Conference. Mike then discussed the joint relationship with MIT and the grant program. SIOR extends $5,000 to a current superior MIT 

graduate real estate student. The $5,000 grant is to be used towards tuition. In addition, the SIOR Chapter gives $2,000 to an up and 

coming current practicing Boston commercial broker. The $2,000 grant process starts with nominations during the summer through an 

application process. The chapter has a committee and a Board of Directors who vet out applications to narrow the choices. Then a 

decision is made to the awarding recipient. The $2,000 is typically applied to an SIOR designation course that the grant recipient plans 

to attend.  

It has been four years that the SIOR Chapter has teamed with MIT on a scholarship for one of its top students. As part of this 

partnership, Steve Weikal of MIT or another MIT official are invited to speak at the SIOR National Convention on new trends or 

disruptor topics in real estate. 

Tim Brodigan and Mike Giuttari 



NEW ENGLAND SCHOLARSHIP NIGHT continued 

Mike then announced this year’s MIT recipient, Mr. Charles Hope. Charlie is 

currently a MIT real estate graduate student majoring in real estate development 

and commercial investment sales. He will be completing his M.S. in Real Estate 

Development in June, 2019. His background is quite extraordinary. He is from Ft. 

Worth, Texas. He is a graduate of Texas A&M, then he joined the U.S. Air Force 

where he became a fighter pilot. He specialized in F16 Fighter jets. He has also 

obtained top U.S security clearance. He has competed in triathlons as well. On 

receiving the grant, he thanked SIOR and MIT for its support.  

 

Mike then explained the genesis of the New England Chapter Scholarship Award. 

The scholarship is in its 12th year and named after Bob Holmes a former SIOR 

Chapter President and consummate real estate veteran. His son Garry also became 

an SIOR and has held numerous leadership roles with the Society. The award is to 

emulate Bob’s strong moral compass, ethics, real estate knowledge and thrust for 

continuing education.  

 

This year’s recipient has all of these traits. The recipient has 6 years in residential and commercial real estate and has participated in 

many SIOR chapter events, golf outings and meetings. He started his career working at Goodrich Residential in Boston for 2 years. He 

then moved to RW Holmes for the last four years and specializes in commercial leasing. He plans to transfer over to investment sales. 

He plays goalie in hockey and is a graduate of Saint Michaels College in Colchester, Vermont. The recipient is Mike Ogasapian. Mike 

thanked the chapter for the award. He said that he wants to become an SIOR. He is registered for the November SIOR Atlanta 

Designation Courses and will be applying the $2,000 grant to the course. The SIOR courses will help him to fulfill the requirements to 

earn the SIOR designation. He thanked the chapter.   

 

The event was celebrated until 8 pm. We want to again thank Vantage Builders, Inc. for being the sponsor for the evening. 

Steve Weikal, MIT; Mike Giuttari, and  

Mark Duclos, SIOR President-Elect 

Mike Ogasapian, SIOR RW Holmes Grant Recipient Steve Weikal, MIT; Charlie Hope, MIT/SIOR student 
grant recipient and Mike Giuttari 



The Society of Industrial and Office Realtors (SIOR) held its Fall World Conference from October 11

-13, 2018. The conference took place at the Sheraton Downtown Denver hotel in Denver, 

Colorado. A new CEO was introduced, Tom McCormick who is a long time SIOR and past National 

President. He has worked for years in California, for the Rockefeller Group, a development 

company. He welcomed the audience and announced that over 900 SIOR and guests were 

attending the Fall Conference. There are a number of young professional events and Legacy Circle 

events. Tom stated that in his first year as CEO he plans to focus on travel and visiting SIOR 

Chapters to boost the SIOR designation interest. He also announced that there were 300 Legacy 

Circle members and that there were educational events for Legacy Circle members, roundtables 

and estate planning programs.  

   

There are 3,200 members and Tom stated that as the new CEO it was about his friends, deals and 

comradery. He wants to share with the next generation about the SIOR friendship as a member. He said that everyone should expect a 

call from him and expect that he will ask for a favor. He won’t sit in DC but will spend time visiting chapters on challenges and wins. He 

will work tirelessly. At the Denver convention, 44 new members were accepted. There are 40 exhibitors at the convention.  

 

Bank of America also spoke and has been a sponsor since 2008.  BoA is now in its second decade of sponsoring SIOR conventions. BOA 

has been executing over $200 million of deals due to the SIOR connection. Then the opening session was introduced.  

 

The Opening Session started with Mark McKinnon and Paul Begala. Friends going back 35 years, Mark McKinnon and Paul Begala 

provided a balanced perspective and the current political landscape. Mark McKinnon is creator, executive producer and co-host of 

Showtime’s The Circus. He is also co-founder of the bipartisan group No Labels and was former chief media advisor to George W. Bush 

and John McCain. He serves on the boards of numerous organizations dedicated to reforming the influence of money in politics. In 

2014, McKinnon launched Mayday PAC to force ethics reform in the United States Congress. Paul Begala is a political commentator and 

analyst on CNN and offers a highly informed perspective on today’s political headlines. He has consulted for political campaigns across 

the country and around the world, including advising politicians in Europe, Latin America, the Caribbean, and Africa. Mark Duclos 

moderated the program and introduced questions for both of them. 

 

Mark started by asking “How did we get to where we are with a 

divided nation?” Paul answered by concluding that politics is now 

bitter.  People are just saying that they are good and others are 

evil. It’s not about being right and wrong anymore. Everyone 

seems to blame either Obama or Trump and it’s more than that.  

CNN is chaos every day and Fox is as bad.   

 

Mark suggested that the elections in November will really be 

about the future v. the past or the status quo v. change. Bob Dole 

talked about going back to the past and that doesn’t resonate 

with a lot of people. But in 2016, people thought that the future 

was scary. Kids were still living in their parent’s  house. Bringing 

SIOR FALL CONFERENCE ATTRACTS 750 ATTENDEES ON OCTOBER 10-12 IN DENVER 



SIOR FALL CONFERENCE ATTRACTS 750 ATTENDEES ON OCTOBER 10-12 IN DENVER continued 

back coal energy is a little like bringing back I Love Lucy.  The past elections was really about being unconventional. Your 

announcement speech is the # 1 most important part of your office position. About 30% of the U.S. is politically in the center but with 

Bill Clinton it was 60-70%. It is more polarized today.  

 

How do we heal this breach? Mark felt that it was too big and there has to be compromise somewhere. He felt that Congress doesn’t 

represent the center anymore. People really want solutions and don’t care if it’s from the Democrats or Republicans. 

 

Mark Duclos asked if there is room for a third party? Paul felt that it was undemocratic not to have a third party but it’s a very 

rigged system. States have ridiculous ways to petition to start a third party and it can cost $30 million to process through the 

petition. He felt that there are really no Independent people.  They are either Democrat or Republican. On the other hand, 

Israel has 22 parties. Mark likes 2 big parties because it forces them to change.  For the November elections, Mark felt that it 

was not a singular effect. What we have is not what America wants.  Both Paul and Mark were hopeful. Politicians will act the 

way voters reward them and right now it’s about being an extremist. 



ADMIRAL MCRAVEN SPEAKS AT SIOR DENVER CONFERENCE 

At the SIOR Fall Denver Conference on Friday, October 12, 2018 the Pro Logis 

speaker was Admiral McRaven. Admiral William H. McRaven is a retired U.S. Navy 

Four-Star Admiral and the former Chancellor of the University of Texas System. 

During his time in the military, he commanded special operations forces at every 

level, eventually taking command of the U.S. Special Operations Command. 

McRaven is a recognized authority on U.S. foreign policy and has advised Presidents 

George W. Bush and Barack Obama, and other U.S. leaders on defense issues. He is a 

four star Admiral who served in Desert Storm, Iraq and was a leader in the mission 

against Bin Laden. It was his team that finally killed Bin Laden. He currently serves 

on the Council on Foreign Relations and the Defense Innovation Boards. In his talk 

on "Leadership and Risk Management: Taking Command," he shared his exceptional 

leadership experiences, exploring today's geopolitical environment and taking a 

look forward to America's place in an ever-changing global community. His 

principles of leadership and risk management are applicable to any organization and 

he firmly believes in the necessity of preparation, order and discipline, knowing that 

they are naught without a distinct and meaningful purpose or goal. He shared impactful narratives, lessons and insights on authority 

amidst turmoil and instability, the force of teamwork and personal initiative, resilience in the face of opposition, and the unconditional 

importance of never giving up. 

The Admiral started his slides and program on what it is like to go through Navy Seal training at Coronado Island, San Diego. There are 

three phases: 1) The Selection Phase, which involves surviving the obstacle course, log carrying and then carrying comrades; 2) Learning 

how to dive.  This phase you are constantly harassed under water with your hands and feet tied; and 3) Land and Air Warfare.  

The day starts early in the morning with calisthenics. There is a 1.5 mile run, 4 mile beach run, 2 mile swim then the obstacle course.  

Then more calisthenics and being harassed by instructors. A Seal has to learn how to do the little things right. Your uniform is 

inspected, shoes are to be shined, starch in your shirt, etc. Then your bed has to be made in a perfect rectangular shape with 45 degree 

corner sheet beds.  

Making of the Bed  

Seals ask why making the bed is so important. The Admiral gave 2 reasons: 1) For pride and to be able to 

complete a task; 2) To show that little things matter. So the bed has to be right to prove that you can be 

trusted in warfare to do anything that is instructed of you.  The details matter with life and death. Combat 

life is very chaotic and life in combat is very difficult. A Seal comes home at the end of the day and knows 

that his bed is made and it adds some control on someone’s life. The same routine gives the Seal control of 

something while the rest of the day is chaotic.  

Rubber Raft 

The Seals have to work as a team to get a raft from shore into the ocean past high 12-14 foot waves. The waves crest and drop and it’s 

not a slow drop so teamwork is critical or your raft will tip over. If the raft tips then you are penalized. You can’t do a mission by 

yourself. No matter how tall, big or strong you are, the raft will turn over if the teamwork is 

not there. The Seals are divided into teams. One team only has Seals that ranged in height 

from 5’5” to 5’8”. There was another team over 6’ in height and they made fun of the short 

team. The small guys won the contest and beat the tall guys.  

The Admiral was once waiting to meet with his boss in his boss’s office. He saw this short guy 

waiting in the hall who was 5’5” and 130 lbs. The Admiral thought that this short guy was 

waiting to meet with his boss to see if he could become a Seal. The Admiral knew that this 

short guy was not qualified. His boss then introduced the Admiral to the short guy and said to 



ADMIRAL MCRAVEN SPEAKS AT SIOR DENVER CONFERENCE continued 

the Admiral that the short guy was actually a Navy Seal and had been awarded the highest medal as a Navy Seal. It was the last Navy 

Seal Honor Award given from the Vietnam War. Sometimes life isn’t fair and you have to get over it and move on. 

During Seal training, everything is measured, runs, pullups, etc. If you fail then you go onto, what is called the Circus list. You have 

another 2 hours of exercises but it can be a death cycle. You will be too tired each morning and will fail again and again. So many end up 

quitting the first time that they are on the Circus List.  But in fact you actually get stronger if you stay through the week on the Circus 

list because you end up doing more work than everyone else. For the Admiral on September, 11 he had a lot of failed captures but he 

saved a lot of people too. He was fired (terminated) from the Navy Seal and that’s not good. He 

didn’t know what to do next.  

The Obstacle Course 

To become a Seal, there are 25 obstacles that you have to complete in a certain time period. There 

is a 10’ high wall, barb wire fence to go under, slide for life, 30’ high tower to climb, etc. It’s all 

timed and you have to take risks on the obstacles to complete them all in that time period. You try 

to make the most time of the course. To complete the Slide for Life obstacle as much as possible, 

you have to go down head first as the best way to beat the time. But this method has a high risk. 

It’s about how you manage the risks and knowing when to take those risks. 

Bin Laden 

The U.S. had many leads on Bin Laden but many of those leads were not truthful. One day, the Admiral got a call from Washington DC 

that they thought they had found Bin Laden. They could not absolutely identify him on the satellite photos but it looked good. He was 

in a compound that had a shape of a checkerboard. DC would see that there was a pacer walking on the outside within the compound. 

They thought that the pacer was Bin Laden. The Navy Seals created a remake of the compound to be identical and starting training on 

how they were going to enter and attack Bin Laden. The Admiral has completed 25 missions at night in Iraq and 10-12 in Afghanistan so 

he knew how to get into the Bin Laden compound. But DC was not 100% sure that the pacer in the photograph was absolutely Bin 

Laden. The President was told that the CIA accuracy was 10-40% that it was Bin Laden. However if they raid the compound and they are 

wrong and it isn’t Bin Laden, then it’s a political nightmare. You are attacking another country, invading illegally, killing innocent people 

and the fall out would be a disaster. The President decided that it was a 50-50% probability that the pacer in the photos was Bin Laden. 

The point of the lesson: it’s all about risk. Risk is relative to you.  Maybe for us there are no lives on the line when we take risks.  

However, a person cannot be great unless he is willing to take those risks.  

Coronado 

When the Seals train they start with 135 students. That number will eventually drop to 33 students. You have to take night swims for 2 

miles in the dark with sharks off of San Diego. Everywhere you go, your swim will have sharks. Frogmen go underwater, swim 2 miles 

and load a ship without being detected. They practice 15’ underwater and there’s some amber light but it becomes very dark once you 

are under the ship. It’s also very cold, dark and will disorientate people. People will stand up in those dark moments. To be successful in 

life, you will have dark moments and you need to stand up.  

 

 



ADMIRAL MCRAVEN SPEAKS AT SIOR DENVER CONFERENCE continued 

Hell Week 

Hell Week will separate the men from the boys. Grenades are thrown at you or thrown in 

your shed while you are sleeping. They have to crawl in mudflats in Tijuana and into the 

Pacific. Sand is thrown on you and you can’t move. People want to quit and the rest of the 

team will tell you not to quit. They give each other support, no one can quit. There is a brass 

bell that is also present. At any time during any of the weeks of training if you ring the bell 3 

times, you no longer have to continue. You are now out of the Seals. But if you don’t ring the 

bell, then you are a success.  

Lessons Learned by the Admiral 

The Admiral said that he learned 4 lessons that he was passing along.  

1) Start every day with a task that you can complete 

2) Respect everyone 

3) Understand that Life isn’t fair 

4) Hold up to bullies 

IT’S ALL ABOUT THE CLIENT 

A concurrent session ran on Thursday afternoon, October 11, with three corporate real estate directors who discussed how to win their 

business and what hot trends they were experiencing in commercial lease negotiations. It is easy to get lost in the process and follow 

the herd in real estate, but what exactly do end users look for in a real estate professional? What do they want? What do they not want? 

How do they perceive value? This panel of real estate users told us just that. Here is a summary of some of this discussion.  

 

Evaluating Lease, what are the critical terms? 

The panel gave a number of issues.  

1) Not taking on enough space. Companies need options to expand. The expansion needs often 

happen during the TI of the original lease. Then you figure out that you didn’t take enough space. 

Flexibility and speed is important to get the deal done. You need the ability to take more space during 

the TI phase.   

2) Term is critical. Three to five years is the limit. They can’t obligate to more time due to the balance 

sheet impact. Five and ten year leases with options might work.  Or 2-three year options for flexibility 

and the ability to extend.  

3) Tenants ask for 10 year proposals but they really only want three years.  They want flexibility. The 

cost of capital is cheap. They want to preserve expansion. They can’t do ten year terms with FASB 

compliance being an issue. Even with the options to allow for expansion, the lease obligation will show up on the balance sheet. 

Termination letters don’t count against a 10 year term. Companies today rarely sign ten year leases. They want renewal options but the 

three year term exposes them to rent increases. 



IT’S ALL ABOUT THE CLIENT continued 

CoWorking: How does it impact tenants?  

Companies are well over-leveraged. It will crash and burn. Some tenants are located in WeWork. 

WeWork can work for some tenants and sometimes can’t work. Within two months, one panelist 

grew to 100 people and did not have adequate space. They went to WeWork and then figured out 

their long-term solutions.  

Also the commutes are bad today and employees don’t commute. They meet once a week at WeWork. The need is a case by case 

situation. www.wework.com 

Getting to Prospect: How? 

Corporations receive a great deal of calls from brokers and emails. However many companies have a 

national account with one real estate provider. Maybe the competing broker says to the real estate 

director that he understands the company is under contract but if there is ever a chance, think of me. 

It’s the best option and have the conversation in person at a CoreNet Conference. Do it on the softer 

side. Join CoreNet and serve on a committee. Often the company doesn’t have an option in terms of 

what real estate provider they will be using. It’s still a relationship basis. One real estate director had a broker in Denver that served on 

a CoreNet committee. This broker asked the real estate director how CoreNet could enhance his business? This broker had a great 

network and ideas.  He added value with his networking with other competitors as well. It’s about adding-value and not be looking for 

anything in return.   www.corenetglobal.org 

With their volume of work, they don’t have time for a casual lunch unless there’s added value reason. Bring value to a lunch contact.  

What’s the biggest void? 

1) Come to a meeting understanding your client’s business and open your tools and give solutions. You 

might recognize and propose that a firm doesn’t have a lease administrator and that is a service that 

you can offer. The real estate directors want the best and brightest talent like project management. It’s 

critical in-house. Is the broker looking for a one-off deal or to work a portfolio? Maybe it’s adding a 

better job in lease negotiating. Show the real estate director how you can work. Open the komodo; what are your pain points to the 

client? The ability to listen without selling and to advise and counsel.  Www.komodoplatform.com 

The real estate directors also struggle with real estate relationships in cities. You need to have the connections with architects, lawyers, 

lenders, etc.  

Termination Rights 

What percent of the time are termination rights exercised? It depends. There could be a big M&S situation with a large portfolio. You 

look at termination rights immediately. Comcast had a 150,000 square foot call center in Washington DC and the landlord would do 

anything to fix a site for their tenancy. One real estate director stated that 50% of his leases have termination rights but none to date 

have been exercised.  

 

Legal Counsel 

Corporations have in-house lawyers. If not then the broker should have a list of real estate attorneys in his 

market that he can reference. How involved should the broker be involved in lease negotiations? The panel felt 

that all brokers should conduct the first redline then legal can review second. Third there will be an in-house 

conversation with the broker and in-house lawyer. The broker should be involved in every step.  



SIOR FALL CONFERENCE SET FOR NOVEMBER 8-9 IN NEW YORK CITY 

Five SIOR Chapters teamed to organize a Northeast SIOR Regional Conference on 

Friday, Nov. 9. This year’s Northeast Regional Conference (NRC) was held in 

Manhattan at the Bank of America Tower at One Bryant Park on Thursday November 

8th and Friday November 9th. Guest speakers included Past National SIOR President 

Geoff Kasselman on technology and Rob Nahigian, New England Chapter SIOR on 

Logistics and Supply site selection modeling: From Shanghai to Your Shelf. 

Attendance was approximately 150 and was considered a success.  

The schedule included: 

Thursday afternoon, there was a tour(s) of significance of the Brooklyn industrial area. 

Thursday night was a cocktail reception on the 85th floor of one of the sponsors, Servcorp. 

Friday there were 4 programs and then a final cocktail reception 

Covered topics include "Active Shooter" scenarios and security, Technology, Office construction , logistics  

Thursday night commenced with a brilliant reception on the 85th floor of the new One World Trade Center in NYC. Servcorp, an 

executive and office suite, provider that competes with WeWorks, hosted the reception. The views were at least 10 miles on this 

gorgeous and clear evening. A history of Servcorp and its services, a British based company, was presented by Marcus Moufarrige. We 

thank Servcorp for the reception. After, the 100 plus attendees went to Morton’s Steakhouse at the Club Quarters Hotel for a private 

dinner and comradery.    

 

Friday morning, the first program commenced with 2 FBI agents, Barbara Daly and Jude Tarasca, discussing safety in office buildings, 

terrorism and active shooters. There were videos played to show the audience how someone might spot a potential shooter but how 

easy it can be for a shooter to slip through the entrance of an office building. They discussed how disgruntled employees who are 

recently terminated are often the culprits and how months can expire prior to an actual shooting occurs. Many of these shooters have 

planned how and when revenge will occur. Two other panelists specializing in insurance discussed risk management and property 

management solutions.  

 

Rob Nahigian discussed the effects of the Panama Third Canal and how the accommodation of large cargo ships has shifted deliveries 

from the west to the east coast. There was a review of intermodal advantages and disadvantages. Finally, how a distribution company 

makes a site selection decision using mathematical regression formulas or the Kepner-Tregoe approach. After the lunch break there 

was a program by Geoff Kasselman on block chain technology and its impact on real estate transactions, ownership, title issues. The 

final event on Cyber Security was presented by Vinny D’Agostino and Jay Kramer. They brought insightful and terse awareness on how 

easy it is for an outsider to hack a company’s computer email and file folders. They also presented solutions as they stated almost 

everyone will be hacked and it’s a question of, not if, but when.  

 

The day concluded with a Bank of America cocktail reception. The attendees were later emailed handouts of each program. 



NAHIGIAN SPEAKS AT BOSTON’S NAR COMMERCIAL NATIONAL CONVENTION 

The National Association of Realtors held its annual national convention at Boston’s Convention Center from November 2-5, 2018. 

Over 7,000 NAR and NAR commercial brokers attended the convention including Past SIOR National President Angela West and col-

laborating SIOR partner, Steve Weikal of MIT Center of Real Estate. Additionally, New England SIOR Chapter member Rob Nahigian 

was invited to speak at the NAR Convention for the NAR Commercial Division. Rob spoke on Monday, November 5, 2018 on negotiat-

ing basics at the NAR Commercial Learning Theater. The 45 minute program highlighted 4 take-away factors to become a more suc-

cessful negotiator. The program was titled: “Negotiating Skills: Art, Science or Luck?” Rob also discussed how attendees could fur-

ther their negotiating skills with further education at the SIOR Designation courses that offers this topic.  

WARM WINTER WISHES EVERYONE!! 


