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REAL 360:  Real Estate Seminar 
Spring 2012, W 5:30 - 8:15, ECTR 112 

 

 

Professor Tim Allen, Ph.D., CCIM 

allent@cofc.edu, 112 Beatty, Office: (843) 953-8121, Cell:  (843) 606-0053 

Office Hours: By Appointment, M & W, noon – 3 p.m. 

   

 

 

Course Description 

 

This course provides exposure to specific topics regarding commercial real estate at a level of 

detail that is not possible in the general real estate curriculum.  The course covers topics selected 

jointly by the students and the instructor at the beginning of the semester.  The course is 

delivered in seminar style, meaning that the topics are presented by the students during assigned 

class meetings (seminars).  Depending on enrollment, each student will facilitate multiple class 

meetings.  There are 12 class meeting dates on Wednesday this semester. 

 

Each seminar meeting is facilitated by a different student who is responsible for: 

- preparing for the class meeting by collecting detailed information,  

- organizing that information, and  

- engaging other students and the instructor in activities that will help all students master 

the topic at hand.   

 

Once topics and facilitation dates are selected and assigned, each student will meet individually 

with the instructor to map out a plan for facilitating the seminar.  Each student will also meet 

with the instructor a few days in advance of the seminar to review the intended materials and 

activities to be used in the seminar.   

 

 

School of Business Learning Goals Addressed 

 

 Effective Communications:  written and oral reports 

 Problem Solving:  real-world case studies and applied quantitative and qualitative 

analysis 

 

 

Required Resources 

 

You must have the following resources available to you to participate in this course:  access to 

Microsoft Word, Excel, PowerPoint, a PDF Reader, OAKS, e-mail. 
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Course Policies 

 

 The honor code adopted by the College of Charleston fully applies in this course. Be 

especially careful not to violate this code on any graded assignment for this course.  

 SNAP students are eligible for appropriate accommodations. 

 Students are expected to attend all regular and special class sessions.  Each absence 

reduces your grade by 10 points. 

 “Late” assignments are not accepted. 

 To encourage you to get involved in “the real world,” I will award bonus points for your 

participation in pre-approved real estate industry events and activities (maximum of 3 

points added to your final average).   

 Learning assessments and their weighting for final grades include:   

o Seminar materials and activities       50% 

o Participation (including, but not limited to, attendance)  40%   

o Final Exam Assignment      10% 

 

 Each student’s weighted average score (rounded to the nearest whole number) will 

determine the letter grade received at the end of the semester according to the following 

scale: 

 

Letter Grade    Average    Letter Grade    Average 

A  93 

A-  90 

B+  87 

B  83 

B-  80 

C+  77 

C  73 

C-  70 

D+  67 

D  63 

D-  60 

F  below 60

 

 

Seminar Topics, Facilitators, and Assigned Seminar Dates 

 

We will jointly select the topics to be covered in the course and assign them to each student and 

specify the seminar dates in the first week of class.  A schedule will then be distributed to each 

student.   

 

Be prepared to attend events that occur outside of the normal class meeting schedule (approved 

by the instructor after consultation with the facilitator).  It is your responsibility to be aware of 

any changes to the schedule.  I will announce these changes as far in advance as possible, but I 

cannot guaranty advanced notice.   

 

The initial schedule is subject to amendment as necessary to accommodate the seminar activities 

planned by the seminar facilitator.  Please be flexible and cooperative.  Out-of-classroom 

activities are often more valuable than in-classroom activities. 
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Classroom 

meeting 

date Seminar Topic Facilitator 

1/11 W Course Introduction, Topic Selection, Date 

Assignment 

Tim Allen 

1/18 W   

1/25 W   

2/1 W   

2/8 W   

2/22 W   

2/29 W   

3/14 W   

3/21 W   

3/28 W   
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Classroom 

meeting 

date Seminar Topic Facilitator 

4/4 W   

4/11 W   

4/18 W   
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Possible Seminar Topics 
 

Appraisal 

 

- The Nitty Gritty of Real Estate Appraisal.  Theory, Practice, Industry Organizations, Regulation, and 

Politics 

 

 

Mortgage Markets 

 

- The Mortgage Market Crises in the Last Decade.  Causes, Effects, Containment Attempts, and Current 

Status 

 

- What Happened to the CMBS Market?  Past, Present, Future? 

 

 

Equity Markets 

 

- The Rise of Private Equity Funds in Commercial Real Estate.  Who are they?  What do they do? 

 

- Pension Funds and Other Institutional Investors.  Who are they?  What do they do?  How are they 

regulated?  What are their future plans for real estate in their investment portfolios? 

 

- The Intricacies of Real Estate Sponsorship (Syndication).  How does it work?  Who are the players?  

Project examples?  Capital structures and revenue/equity splits behind those deals? 

 

 

Development 

 

- The Intricacies of Retail Real Estate Development and Investment.  Who are the players (local and 

national)?  What are their business models?  Past performance?  Future outlook? 

 

- Intricacies of Office Real Estate Development and Investment.  Who are the players (local and 

national)?  What are their business models?  Past performance?  Future outlook? 

 

- Intricacies of Mixed-Use Real Estate Development and Investment.  Who are the players (local and 

national)?  What are their business models?  Past performance?  Future outlook? 

 

 

Investment 

 

- Farmland Investment:  This Is Not Your Father’s Oldsmobile!  Past, present and future trends?  Gold 

vs. Farmland?  Farmland as an inflation hedge? The “final” crop? 

 

- Bow Down to the Cap Rate and IRR!  What are they?  Going-In vs. Going-out?  How are they used in 

the industry?  Why are they not the same for a given investment opportunity and/or competing 

investment opportunities?  How can we collect and analyze market cap rate data?  Why do the 

relationships between these and other market indicators vary over time? 

 

- I Made My Money in Real Estate:  High-Wealth Individuals.  Who are they?  Where are they?  How did 

they do it?  How well did they do it?  Are they still doing it?  Can we do it too? 


