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LETTER FROM THE PRESIDENT

 

As the Southern California CCIM Chapter’s 2021 President, I want to thank each of our members and sponsors 
for your participation in our organization; without you our chapter would not exist. We strive to provide a good 
return on your investment in membership and sponsorship. To that end, it is our pleasure to present this first 
issue of our Chapter’s Newsletter “Quarterly Connection”, designed with you in mind.

Our newsletter is designed to accomplish several important goals, including:

·   Promoting the image and reputation of our CCIM designee members
·   Providing guidance to Institute Candidate members on becoming designees
·   Offering information on upcoming educational and networking opportunities
·   Assisting in member recruitment and retention, and technology
·   Serving as a forum for exchange of information and business development for the CRE industry

 
We welcome your feedback and appreciate your contribution of content for future issues. Designees: please be 
sure to submit your recently completed deals for possible publication in our “Deal Makers” article.
 
The past year presented some unique challenges for the chapter; however, thankfully, our Immediate Past 
President, Gary Martinez, CCIM, was quick to adapt to the pandemic by moving our meetings to Zoom shortly 
after the governor’s shelter-in-place order was issued.  As a result, the Chapter has increased its audience and, 
thanks to our sponsors, remained financially stable. Chapter membership currently stands at 131 members, 
including 65 designees, 43 candidates and 23 affiliates. We are also very pleased to announce that nine 
designees within the Chapter’s area were pinned within the last year.
 
If you’re reading this and not yet a member of our Chapter, please consider joining and becoming involved; our 
organization is only as strong as the participation of its members.
 
Some exciting events and programs are being planned this year. We look forward to seeing you at our 
upcoming virtual events and returning to in-person networking meetings soon.
 
Lastly, we appreciate our Board members and Chapter Administrators for their help in conducting the Chapter’s 
business. Special thanks to our Newsletter Committee chairs, Justin Hugron and Bonnie Brown, CCIM, for their 
time and effort in putting this publication together.
 
 
Sincerely,
 
 Eric Frickle, CCIM, ALC
2021 Chapter President

Eric Frickle, CCIM, ALC
Eric Conrad Frickle Commercial  Realty Services
Corona, CA



NEW DESIGNEE SPOTLIGHT
Despite juggling the management of a company and preparing for the birth of his        
first child, Joe Stance was awarded his CCIM Designation in November 2020. 
With the support of his wife, and through countless hours of dedication, he 
completed his courses in five months— a fraction of the time it typically takes an 
individual. Joe is the Founder and Co-Owner of Stance Commercial Real Estate 
in Riverside, CA, which he manages alongside his wife and Co-Owner, Heidi. 
The power couple have built the brokerage from the ground up, and have 
successfully made a name for themselves in one of the fastest growing counties 
in the nation.

The year was full of milestones for the Stances. In November of 2020, Joe and Heidi were also awarded the 
Power Brokers Quarterly Deal Award from CoStar Group, Inc. for closing the largest office lease deal in the 
Inland Empire for the third quarter of the year.
 
Joe’s passion for commercial real estate developed over time. While working as a certified agent for various 
CRE firms, Joe not only grew his knowledge of the industry, but also his passion for service. He is now 
committed to serving his community and city, Riverside. The golden rule has become the platform Stance 
Commercial Real Estate stands on: treat others as you want to be treated. Joe treats his clients as if they are 
long-time friends and respected colleagues. At Stance Commercial Real Estate, closing a deal isn’t about 
making money. It is about helping others achieve their goals and dreams.
 
Joe strives to continuously expand his expert knowledge in order to continue serving his community to the 
best of his ability. Receiving his CCIM Designation was just one more step towards being able to offer his 
clients the very best.

Joe Stance, CCIM
Stance Commercial Real Estate
Riverside, CA

https://www.costar.com/


For more info on these great services, please click the ads above.

https://www.platinumwealthgroup.com/
https://incentaxllc.com/portfolio/cost-segregation/
https://ashwillcre.com/
https://www.1031crowdfunding.com/


1031 UPDATE

CRACKING THE CODE BETWEEN TAX OWNERSHIP AND TITLE IN A §1031 EXCHANGE
By:  Dino Champagne, Vice President and Division Manager

  
Most real estate owners and professionals are aware that Internal Revenue Code §1031 tax deferred exchange, a tax code 
that has been around for 100 years, is a very valuable tool used by real estate investors to reinvest in real property while 
deferring the tax on gain. However, there are rules and restrictions associated with this type of transaction.
 
There are 4 basic guidelines in a §1031 exchange transaction with which real estate investors and agents are most familiar:
 

1. Property Qualifications:  Real property held for productive use in a trade or business or investment.
2. Tax Deferral Requirements:  Purchase property equal to or greater than sale price net allowable closing costs, 
spend all the cash and replace debt.
3. Timeline: 45 calendar days from the sale closing to identify replacement property(ies) and complete the 
exchange by the 180th calendar day or tax filing date, whichever is earlier.
4. Identify: The taxpayer must properly identify the replacement property(ies) by midnight of the 45th calendar day 
following the sale closing in accordance with the Treasury regulations.

 
An additional prerequisite when doing a §1031 tax deferred exchange is that the taxpayer selling must be the same taxpayer 
purchasing. It is often assumed that how a person or entity holds title to the relinquished property, must match the vesting for 
the replacement property. Although this statement is true in many cases, it is simply a guideline when structuring an exchange. 
What is required to complete a valid §1031 tax deferred exchange is that the “tax owner” of the relinquished property must be 
the same “tax owner” of the replacement property. 
 
The “tax owner” is the person or entity who has the benefits and burdens of ownership. Commonly, the tax owner is the person 
or entity that files tax returns for the property (i.e., reports rental income, takes depreciation) and whose name appears on the 
vesting. However, the person or entity shown as holding title to the relinquished property may not actually be the tax owner. So, 
it is important to determine who that might be.
 
There are many ways to hold title to property that can involve the use of certain business entities or trusts which are 
disregarded to a taxpayer for federal income tax purposes. By using these entities in a tax deferred exchange, a wide variety of 
structuring opportunities become available, like limiting liability and succession planning, that will assist a taxpayer in achieving 
their goals. In these instances, the vesting of the relinquished property may be different than the vesting of the replacement 
property while still maintaining the same tax ownership before and after the exchange. To explore this further let’s review a few 
examples:
 

 

Dino Champagne
Asset Preservation



Disregarded Entity: 
A disregarded entity is a business entity with one owner that is not recognized for tax purposes as an entity that is separate 
from its owner --  such as a single member limited liability company (LLC) that has not elected to be treated as a corporation 
for tax purposes. This type of LLC does not file a separate tax return. Another example of a disregarded LLC would be 
where 100% of the membership interest in the LLC is owned by a married couple as community property in a community 
property state (Rev. Proc. 2002-69). Consequently, if title to the relinquished property is held in API LLC, a single member 
limited liability company, who is the tax owner? The answer depends on how API LLC is characterized for federal tax 
purposes. If the LLC has elected to be taxed as a corporation, then the “tax owner” would be the company (API LLC). 
However, if API LLC has not elected to be treated as a corporation, then the “sole member” of the LLC, John Smith, is the 
“tax owner” of the property for federal income tax purposes.  In this instance, John Smith, could sell the property vested in 
API LLC, and purchase replacement property in his individual name or create a new disregarded single member LLC.
A reversal in position is also true.
 
There can be an exception to this. The IRS ruled that a limited liability company with two members will be considered a 
single member LLC if the sole purpose of one of the members is to prevent the other member from placing the LLC into 
bankruptcy, provided the limited role member has no interest in LLC profits and losses nor any management rights other 
than the limited right regarding bankruptcy. 
 

Grantor Trust:
Revocable trusts are another area where tax ownership may deviate from legal title. During the lifetime of the person who 
forms a revocable trust (a Grantor) and during the time he or she retains the right to revoke the trust, federal law treats the 
Grantor as the tax owner of assets held in the trust. So, if John Smith (Grantor) sells investment property vested in his 
revocable trust and acquires the replacement property in his individual name (or sells investment property in his individual 
name, but acquires the replacement property in his revocable trust), he is maintaining the same tax ownership in the 
exchange. Additionally, John Smith could sell his investment property owned by this trust and acquire replacement property 
in a disregarded limited liability company in which his revocable trust is the sole member. 

 
Conflict between vesting and tax ownership:
The above examples illustrate how vesting and tax ownership 
may not match but a §1031 tax deferred exchange would be 
viable because the tax ownership has remained the same. 
Prospective exchangers need to be wary of changing tax 
ownership.  For example, two individuals acquire the property 
and contribute the property to a partnership or LLC but do not 
update the vesting to coincide with the tax reporting. From the 
public record, it would appear the two individuals are the tax 
owners and proper exchangers, but because the original 
owners changed the “tax ownership” of the property, the 
proper exchanger would be the partnership/LLC.  If issues like 
this are not discovered before a tax deferred exchange begins, 
this could be fatal to the validity of the §1031 exchange.
 
As you can see, it is tax ownership that prevails when doing
a §1031 exchange and determining correct tax ownership 
is not always simple. It is very important that those who wish 
to engage in a §1031 exchange seek the assistance of their 
tax and/or legal advisor to structure the transaction to 
maximize the taxpayer’s advantage as well as ensure that
 the proper tax owner performs the exchange.

Dino Champagne, Vice President | 
Division Manager for Asset Preservation, Inc., a leading 
national §1031 Qualified Intermediary.
Dino can be reached at 866-857-1031 or dino@apiexchange.com

https://apiexchange.com/


DEAL MAKERS
TRANSACTION 1:
Property Type: Retail
Property Name: Walgreens
Property Location: Sarasota, FL.
Property SF: 14,898
Transaction Value: $7,340,000
Represented: Buyer
Other CCIM on Transaction: NA
Transaction Notes: Off market deal

TRANSACTION 2:
Property Type: Retail
Property Name: Chipotle, Starbucks,
MOD Pizza, Wahlburgers
Property Location: St. Charles, FL.
Property SF: 13,602
Transaction Value: $7,550,000
Represented: Buyer
Other CCIM on Transaction: NA
Transaction Notes: Off market deal.  New 
Development. 3 building, 4 tenant transaction. 
Chipotle and Starbucks with drive thru.

Have a deal to submit? Please click here: SUBMIT DEALS to have your transaction featured in the next issue of Southern 
California CCIM’s Quarterly Connection.

Ian Furar
CCP Real Estate Advisors 
Newport Beach, CA

Justin Hugron
Ashwill Associates 
Orange, CA

TRANSACTION:
Property Type: Freestanding Retail/Office
Property Name: Villa Animal Hospital
Property Location: Orange, CA
Property SF: 2,505 SF
Transaction Value: $1,250,000
Represented: Seller
Other CCIM on Transaction: NA
Transaction Notes: Off market deal

https://www.bakerlawgroup.com/johnbaker.htm
https://alliedcommercialrealestate.com/


EDUCATION UPDATE

CI101: Financial Analysis for 

Commercial Investment Real Estate

CI 101 is a bedrock class for real estate 
practitioners at a time when risk 
mitigation, pricing, and cycle assurance 
have become critical to investors. CI 101 
introduces the CCIM Cash Flow Model, a 
tool for ensuring your investment 
decisions are based on wise finance 
fundamentals. During the course, you will 
learn how to use key financial concepts 
such as Internal Rate of Return (IRR), 
Net Present Value (NPV), Cap Rate, 
Capital Accumulation, and the Annual 
Growth Rate of Capital to compare 
different types of commercial real estate 
investments.

April 5-16, 2021 | List Price: $1,735 | 
Member Price: $1,200

REGISTER NOW

May 3-14, 2021 | List Price: $1,735 | 
Member Price: $1,200

REGISTER NOW

CI102: Market Analysis for Commercial 

Investment Real Estate

One of CCIM's most innovative core courses, 
CI 102 shows you how to deploy “big data” 
and the most advanced digital tools to assess 
critical issues like market demand, location 
facility, and supply-chain strategy. CI 102 
students have learned BAO mapping and data 
analytics to help their clients select store 
locations; others used Tapestry Segmentation 
to determine demand for apartment properties. 
In CI 102 you'll work with four case studies 
covering each of the major property types: 
office, industrial, multifamily, and retail.

April 12-16, 2021 | List Price: $1,735 | 
Member Price: $1,435

REGISTER NOW

May 10-21, 2021 | List Price: $1,735 | 
Member Price: $1,435

REGISTER NOW

https://fontevacustomer-1638354c123-16418e0cd08.force.com/CCIMCommunity/s/community-event?id=a1U1H000006XPmVUAW
https://fontevacustomer-1638354c123-16418e0cd08.force.com/CCIMCommunity/s/community-event?id=a1U5a000003AcQEEA0
https://fontevacustomer-1638354c123-16418e0cd08.force.com/CCIMCommunity/s/community-event?id=a1U1H000006XPmaUAG
https://fontevacustomer-1638354c123-16418e0cd08.force.com/CCIMCommunity/s/community-event?id=a1U5a000003AcQJEA0


EDUCATION CALENDAR CONT.

For a complete list of all CCIM courses in 2021, please check out: 

CI103: User Decision Analysis for 

Commercial Investment Real Estate

Linking a company's enterprise-level goals with 
their real estate strategy is key to offering the 
right space solution. Whether an investor, 
operator, or a broker, it's important to approach 
real estate problems from the perspective of the 
user/occupant. In CI 103, you'll learn such 
advanced skills as how to perform a 
comparative lease analysis between competing 
assets, analyze a sale-leaseback to help a client 
generate capital from their owned real estate, 
and advise a client on a lease vs. purchase 
decision to facilitate an expansion. Incorporating 
the CCIM Decision-Making Model and the CCIM 
Communications/Negotiations Model, CI 103 
explores new concepts regarding user discount 
rate selection, such as using multiple rates for 
some occupancy decisions based on perception 
of risk related to the various occupancy cash 
flows.

Prerequisites:  CI 101 and completion of one of 
the interest-based negotiations courses ( 
Preparing to Negotiate or Commercial Real 
Estate Negotiations)

May 17-26, 2021 | List Price: $1,735 | 
Member Price: $1,435

REGISTER NOW

CI104: Investment Analysis for Commercial 

Investment Real Estate

CI 104 encompasses the entire life cycle of an 
investment, from refinancing to capital 
improvements to disposition. Within each case 
study, you will encounter a key investor decision: 
Should a non-taxable investor acquire an 
investment with or without debt financing? What if 
the investor is taxable? During the holding period 
of an investment, should an investor make a 
discretionary capital expenditure or not? How 
does an investor evaluate disposition alternatives? 
CI 104 uses advanced analyses to build on the 
core CCIM concepts. Sensitivity analysis allows 
you to pinpoint exactly how slight changes in 
market fundamentals affect investment goals. Risk 
analysis uses past performance to anticipate how 
an investment is exposed to external and internal 
threats. Learn how to mitigate those threats 
through smart planning and negotiations.

Prerequisites:  CI 101 and completion of one of 
the interest-based negotiations courses ( 
Preparing to Negotiate or Commercial Real Estate 
Negotiations)

May 24-28, 2021 | List Price: $375 | Member 
Price: $335

REGISTER NOW

FULL DESIGNEE CALENDAR

https://www.ccim.com/virtual/#ci101
https://www.ccim.com/education/course/preparing-to-negotiate/
https://www.ccim.com/virtual/#negotiations
https://www.ccim.com/virtual/#negotiations
https://fontevacustomer-1638354c123-16418e0cd08.force.com/CCIMCommunity/s/community-event?id=a1U5a000003AcQYEA0
https://www.ccim.com/virtual/#ci101
https://www.ccim.com/education/course/preparing-to-negotiate/
https://www.ccim.com/virtual/#negotiations
https://www.ccim.com/virtual/#negotiations
https://fontevacustomer-1638354c123-16418e0cd08.force.com/CCIMCommunity/s/community-event?id=a1U5a000003AcQdEAK
https://www.ccim.com/designation/calendar/


DESIGNATION CALENDAR

Ready to submit your portfolio:

SUBMIT MY PORTFOLIO

2021
Spring 2021

● Portfolio Due Date: Jan. 15, 2021
● Exam Registration Deadline: April 9, 2021
● Course Concepts Review (CCR): May 6-9, 2021
● Comprehensive Exam: May 14, 2021

Fall 2021 | The Westin Pittsburgh

● Portfolio Due Date: Aug. 6, 2021
● Exam Registration Deadline: Sept. 10, 2021
● Course Concepts Review (CCR): Oct. 8-9, 2021
● Comprehensive Exam: Oct. 10, 2021

2022
Spring 2022 | The Westin Charlotte

● Portfolio Due Date: Jan. 14, 2022
● Exam Registration Deadline: Mar. 11, 2022
● Course Concepts Review (CCR): April 9-10, 2022
● Comprehensive Exam: April 11, 2022               

Fall 2022 | Sheraton Grand Chicago

● Portfolio Due Date: July 29, 2022
● Exam Registration Deadline: Sept. 9, 2022
● Course Concepts Review (CCR): Oct. 13-14, 2022
● Comprehensive Exam: Oct. 15, 2022               

Register for the Comprehensive Exam

SIGN UP TODAY

https://www.ccim.com/designation/portfolio/
https://www.ccim.com/designation/comp-exam/


UPCOMING
CHAPTER

 CALENDAR

Personal Finance
For our April ‘Lunch & Learn’ we will find out more about 
self-directed IRA’s and Proposition 19, with Kaaren Hall of uDirect 
IRA Services.

Quarter 2 2021 CRE Update: Reopening Paths to Success
Join CCIM Institute Chief Economist K.C. Conway, CCIM, CRE, MAI, for 
an interactive webinar on how commercial real estate opportunities may 
evolve as the country and the world begin the post-pandemic reopening 
in earnest. He’ll share insights on property sectors and regions to watch, 
along with the skills needed to successfully compete. This 
complimentary webinar will be held on Wednesday, April 14, 12 – 12:45 
p.m. CDT.

REGISTER TODAY

REGISTER TODAY

https://fontevacustomer-1638354c123-16418e0cd08.force.com/CCIMCommunity/s/community-event?id=a1U5a000003Ad9lEAC
https://ccim.zoom.us/webinar/register/WN_B_y1ZrIBR5y62f9CcEi1XQ


1ST QUARTER LUNCH & LEARNS

Click the above links to watch past So Cal CCIM ‘Lunch & Learn’ videos.

https://youtu.be/Raayn30fZ-Q
https://youtu.be/Raayn30fZ-Q
https://youtu.be/d1J_JYOvSPI


LUNCH & LEARNS CONTINUED

Click the above link to watch the most recent So Cal CCIM ‘Lunch & Learn’ presentation.

https://youtu.be/okKAsMmKSY8


STAY CONNECTED

Follow us on the below social media platforms, and be sure to use the hashtag #socalccim

For more info, to become a member, or to contribute to the next 
issue of So Cal CCIM’s Quarterly Connection, please visit us at:

CONNECT WITH US

https://www.facebook.com/Greater-Southern-CA-CCIM-Chapter-131979042323/
https://www.instagram.com/ccim.socal/
https://www.youtube.com/channel/UCQ5DS8CKTT7lIn5GWtIml7w
https://www.ccimconnect.com/southerncalifornia/aboutus/socalccim



