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Tentative Agenda (as of 5.27.10) 

Time Event Schedule 
6:30a 7:30a Exhibitor Set Up 
7:30a 6:00p Registration Open 
7:30a 7:00p Exhibit Hall Open 
7:30a 8:30a Breakfast - Continental Buffet 
8:30a 8:35a Opening Remarks & Welcome 
8:35a 9:20a Keynote Speaker: Diane Swonk, chief economist at Mesirow Financial  

Diane Swonk is a chief economist for Mesirow Financial. Recently, Swonk was 
appointed to serve on the Congressional Budget Office's panel of economic advisers. 
Previously, she served as director of economics/chief economist and senior vice 
president for Bank One corporations and its predecessors. She has more than 20 years 
of experience in the financial services industry and is one of the most sought-after 
economists in the world. The Wall Street Journal named her one of the top 10 
forecasters in the country. Swonk earned her bachelor's and master's degrees at the 
University of Michigan. 

9:25a 10:15a Session I – Top Producers Panel: Learn from your peers what is working and how they 
are getting it done. 
Today's top producers have survived the tumultuous waters of 2009 and are thriving 
going into 2010. What are they doing that working? How are they navigating through 
the troubled waters of underperforming investments while still generating new 
business? Where are they finding opportunities? Come learn from a panel of your peers 
how you can build your business this year and create a foundation for success now and 
in the future. 
This session will be led by veterans and vanguards of the industry. They will begin the 
discussion with an overview of the turbulent troubles and discuss how each has been 
able to navigate through the difficulties. They will have a spirited and frank discussion 
about the current state of the industry and how to continue to build a practice and thrive 
during difficult times. The panel will also highlight key points on their roadmaps for a 
successful future. They will discuss managing underperforming investments and how to 
avoid potential pitfalls or unknown hazards during the process. These veterans have 
gained immeasurable experience and knowledge about the industry, their practices and 
the products that they consider for their clients.  Learn what they are doing differently 
now and how you can put their experiences to work in your practice today. This session 
is essential and fundamental to any person involved in or considering investments for 
their client’s portfolio. 
 

10:15a 10:45a Break/Exhibits and Networking Time 

10:45a 11:35a Session II – Reg. D Real Estate Programs: What is new and how to increase to use 
them to increase your business 
How have Reg. D. Funds, Notes, Debentures and TIC/DSTs evolved in the recent 
past?  What dynamics of these programs have changed in order to protect investor 
capital?  How do you determine an investor’s security in a Reg. D program? How do 
you extract the gems from the avalanche of offerings in the market, to enhance your 
practice and create the appropriate opportunities for your investors? 
The evolution of Reg. D real estate offerings has been dramatic over the last 12 
months, and is accelerating. The securities and real estate markets and the economy in 



general have experienced seismic shifts which has resulted in significant changes to 
program structures, investment strategies, and business overall. Reg. D real estate is a 
broad subject, but from a 30,000 foot view there are many commonalities that can be 
analyzed. This session, lead by a panel of industry veterans who are on the cutting 
edge of current developments, will begin by examining how offerings have changed 
recently. You will learn what you need to know about these differences, how they affect 
your business and investors, and specifically what, if any, are the improvements that 
have been made. The panelists will discuss how investor security is being addressed 
and what this means to an investors portfolio. The session will include an examination 
of how you can narrow down the multitude of products available to extract the programs 
that are best for your clients and your This session is essential to any person involved 
in marketing alternative investments, as the landscape has changed and is continuing 
to evolve, and being on the forefront of information is critical to your short and long term 
success. 
 

11:40a 12:30p Keynote Speaker: Joe Cosenza, Vice Chairman, The Inland Real Estate Group; 
President, Inland Real Estate Acquisitions, Inc.  
G. Joseph Cosenza is Vice Chairman/Director and one of the four original principals of 
The Inland Real Estate Group, one of the nation's largest commercial real estate and 
finance groups. Having overseen the purchase of $32.8 billion in property acquisitions 
at Inland, Cosenza is widely regarded as one of the nation's leading experts in the 
acquisitions and property appraisal fields. A dynamic speaker, he recently represented 
the National Association of Realtors (NAR) to give testimony before the United States 
House of Representatives' Committee on Financial Services: Subcommittee on 
Oversight and Investigations, where he offered ideas to stabilize the commercial real 
estate industry. Some of the ideas included accelerated depreciation, increasing the 
cap on Credit Union lending, mortgage insurance program for performing commercial 
real estate loans, term extensions and extension of TALF. Join us as this industry 
expert shares his insight about the commercial real estate sector. 

12:30p 12:35p Drawing for Registered Representatives – REISA membership 
12:35p 1:40p Lunch Break - Buffet Style 
1:40p 2:30p Keynote Speaker: Bob Bach, chief economist for Grubb & Ellis 

Bob Bach is a senior vice president and the chief economist at Grubb & Ellis Company, 
where he is responsible for authoring the company's national publications regarding the 
office, industrial, retail and investment markets and for providing oversight of the firm's 
proprietary research. A valuable company resource, he advises the company's 
professionals in the incorporation of research into their business activities and works 
with Grubb & Ellis' clients to complete specialized consulting assignments. Come hear 
one of the commercial real estate industries most respected economists. 

2:35p 3:25p Session III– Regulatory Environment for Reps, RIAs, IARs and BDs 
What regulatory changes are on the horizon for Broker Dealers and Registered 
Investment Advisors? How will these impact Registered Reps and Investment Advisors 
and how they do business with their clients and build their business going forward? 
What do Reps and Advisors need to do to, when they work together, to comply with the 
"know your client", contemplation, general solicitation and suitability rules for the sale of 
Reg D products? How can Reps and Advisors work together to address marketing and 
product issues, product valuation factors, fees verses commissions and the ability to 
work together? 
The process for attracting clients, dealing with referrals, legacy investment offerings, 
general solicitation and contemplation rules become more complex when Reps and 
Advisors start to work together and crossover to each other’s client lists and databases. 
In addition, there are many rules and procedures regarding the investment of qualified 
money typically managed by Advisors that Reps will not be familiar with. The panel will 
address clearing houses, custodians and the various factors to be aware of when 
working with an investor’s qualified accounts and/or their assets under management 
(AUM) being managed by a fee based Advisor. Today’s investment climate is changing 
rapidly, as are investor’s expectations and risk tolerance. The scope and number of 
Reg D real estate investments coming to the market is increasing, and with the 
increase, increased risk and opportunity. National custodians for qualified money are 
approaching Broker-Dealers to get their investments approved so that Reps can place 
qualified money into Reg D products because of increased pressure from retail clients, 



who want to be able to participate in the real estate and debt market opportunities they 
are reading about. Non-traded REITS are the new TIC in terms of equity raised. 
Investors want to be shown all of the areas they might invest in. They do not want to be 
denied being told about an investment just because it does not fit the Rep’s and/or 
Advisor’s compensation model. How can this trend open doors for Reps to work with 
Advisors that currently manage over $6 Trillion of qualified money of which little, if any, 
is invested in Reg D investments? How can this trend open the doors for Advisors to 
work with Rep’s who have clients with Millions of dollars of qualified money that may be 
looking for an Advisor and/or are not pleased with their current Advisor? Reps and 
Advisors will learn more about how to start to take advantage of these trends and 
opportunities to expand and grow their client base and marketing channels, while 
working within the complex set of rules and procedures that are different and 
sometimes overlap between the two approaches (Advisor fee based verses Rep 
commission based), and sponsors will learn more about how to expand their distribution 
channels within the complex world (compared to Reg D sales) of fee based assets 
under management. 

3:25p 3:55p Break/Exhibits and Networking Time 

3:55p 4:45p Session IV –  From “Birth to Rebirth” – Real Estate Investment Trusts (REITs) 
This panel explores the journey of the publically registered, non-traded REIT from 
inception, through incubation, to its listing on Wall Street, and beyond. Distinguished 
panel members will explore and discuss how to operate with an eye on future 
liquidation; the “Dos and Don’ts” of the successful REIT; and Life after Listing. 
 

4:50p 5:40p Industry Trends and Updates from Robert A. Stanger & Co. and OMNI  
Kevin Gannon, Robert A. Stanger & Company will provide a comprehensive review of 
current market trends and the outlook for 2010 for the public non-traded REIT industry. 
Topics addressed will include: how the current economic and capital market 
environment is affecting non-traded REIT fundraising; challenges for “legacy” programs; 
prospects for success for new sponsors; evolving alternatives for product distribution; 
new product introductions and innovations; next generation product structures; and 
growth prospects for the industry.  
Jim Shaw, OMNI Brokerage, will share recently compiled data regarding the equity 
raising efforts of sponsors of private real estate offerings (including funds, notes, etc) 
sold through the independent BD channel, in addition to the regular update on the 
TIC/DST 1031 marketplace.  

5:45p 7:00p Cocktail Reception – This is a great time to share tidbits from today’s sessions and 
mingle with attendees and exhibitors. 

 


