DANIELS COLLEGE OF BUSINESS MISSION STATEMENT

The mission of the Daniels College of Business is to foster Enlightened Practice, Professional Achievement and a Commitment to Community among those engaged in management and the business professions.

As an institution that emphasizes the scholarship of teaching, our mission is achieved through programs that recognize the diversity of a global economy and embrace:

· Knowledge and technical ability

· Interpersonal skills and intercultural understanding

· Ethically based leadership and social responsibility

Our mission is represented through the icon:
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The Franklin L. Burns School of RECM 

It is our focus to teach a rigorous and dynamic curriculum which highlights innovation, resourcefulness, technical competence, critical thinking, and strategic real estate and construction management techniques through experiential and traditional academic approaches.

	TERM
	COURSE
	CRN

	Summer 2008
	REAL 4477 Income Property Investment
	1016


	PROFESSOR
	OFFICE
	EMAIL
	OFC PHONE
	CELL PHONE

	Dr. Jeff Engelstad
	Daniels 393
	jengelst@du.edu
	303-871-4741
	303-898-6546


	CLASS TIME
	OFFICE HOURS

	M/W 7:50-10:00
	M/W 3:00-4:00 or by appointment


All students need to follow these expectations:

	


Daniels College of Business Code of Academic Integrity – http://www.daniels.du.edu/pdf/code_of_academic_integrity.pdf 

University of Denver Honor Code - http://www.du.edu/ccs/honorcode.html 

Official Communications
The standard method of communicating official information from the Daniels College of Business to its students is the University’s electronic mail (e-mail) system. Private e-mail accounts will not be accepted as appropriate e-mail addresses. Students may set up their University e-mail account so that messages are forwarded to another account automatically.  Instructions about forwarding messages are available on the University website at http://www.du.edu/uts/policies/index.html. 
Students with Disabilities

If you have a disability protected under the Americans with Disabilities Act (ADA) and Section 504 of the Rehabilitation Act and need to request accommodations, please speak with me privately and schedule an appointment with the Disability Services Program (DSP).  DSP is located in The Center below the bookstore in Driscoll South – phone 303-871-2455.

Performance Assessment

The Daniels College of Business may use assessment tools in this course and other courses for evaluation. Educational Assessment is defined as the systematic collection, interpretation, and use of information about student characteristics, educational environments, learning outcomes and client satisfaction to improve program effectiveness, student performance and professional success.

Prerequisites:  REAL 4007
Learning Outcomes:
Specifically, the learning from this course will give you the ability to

· define and use terms related to real estate finance and investment including knowledge of the tools used in ratio analysis and discounted cash flow techniques.

· define and apply the concepts of Internal Rate of Return and Net Present Value

· demonstrate writing and grammar skills to enhance knowledge and business professionalism in all your writing in this course.
· identify the influences on and steps involved in the real estate investment decision process.

· formulate investment strategies integral to sustainability and growth.

· identify new concepts and strategies in real estate investment, specifically regarding financial structures and profit splits.
· Synthesize and evaluate data to make appropriate real estate investment decisions and to write a comprehensive case memorandum.

In addition, you will be expected to demonstrate your overall knowledge, understanding, and skills by:

· working effectively in a team in both in-class and out-of-class meetings 

· preparing written case memos, and

· making effective arguments during case discussions.

Team Issues:  Learning to work as a productive, contributing member of a business decision team is one of the most necessary and valuable experiences of the course, and occasionally it is a challenging one.

Teams sometimes develop such serious differences and members question whether the team can continue to function. A team has the option of terminating the membership of an individual with the following stipulations:

1) A minimum two-thirds vote of teammates is required, 2) Instances of unacceptable behavior(s) by the member(s) being terminated must be documented in writing with respect to frequency and nature and provided to both the team member(s) and the Instructor., 3) Written evidence must be presented to the Instructor that the group communicated its dissatisfaction to the member(s) in writing, in a timely fashion and accompanied by a statement of what the group would like the member(s) to do to correct the behavior(s).4) A written warning must be provided to the group member(s) before the final severance from the group, with a copy of the warning provided to the Instructor. The fired team member(s) will own equally, and be entitled to, all data, reports, summaries, and work performed by the team up to the point of termination. If you are fired, you are fired—your Instructor will not intervene. 

Beyond Grey Pinstripes: 
Numerous Social, Environmental, and Ethical issues are addressed in this course.  Cases used in this course specifically address Work/Life Balance (Anderson Street), Negotiations (SouthPark JV), and Environmental Management (Millegan Creek).  Students in this course will develop Leadership and negotiation skills through group work and case discussions.
	Required Course Materials: 

TEXT: The Real Estate Challenge: Capitalizing on Change, 2001 (Poorvu)
Blackboard:  Postings supply electronic course materials.
Business news articles throughout the entire quarter
Materials distributed in class and other materials as assigned

Optional Text/Readings: 

Colorado Real Estate Journal
Wall Street Journal, Denver Business Journal
On-line business news publications and blogs
For additional help with library materials see the business reference librarian, Prof. Gil.


Course Description:

This course is designed to cement the comprehensive analytical framework and techniques developed in the graduate real estate curriculum. The class will focus on decision making from the equity investors point of view using capital budgeting techniques, discounted cash flow analyses and risk analyses.  The emphasis of the class is on case studies and decision making in applied situations.

Since this is a seminar course, your attendance and participation is very important.  You will learn from your classmates and they from you, therefore, being fully prepared will greatly enhance your experience; not to mention your grade.

The course is delivered in modules.  Each module has specific requirements and builds towards an understanding of the application of key terms and analysis techniques, such as how to research an idea; how to develop a proforma; how to analyze discounted cash flow models; and how to interpret critical financial information. 

Building Blocks of Business Cognitive Thought*: *Modified from Benjamin Bloom’s Taxonomy of Educational Objectives

The REAL 4477 learning experience fits into a hierarchy like this: 

Level 1:  Knowledge (Knows basic terms and facts)

You should be able to:

-cite and recognize accurate statements.

-relate terms that have the same meaning.

-select the term that best fits a particular definition.

-uses term correctly in describing problems.

Level 2:  Comprehension (Understands concepts and principles)  A student understands the concepts and principles when he or she can use them when the use is specified.

You should be able to:

-define particular terms “in his or her own words.”

-describe concepts and principles.

-identify examples of concepts and principles.

-explain the importance of concepts and principles. 

-explain the relative importance of concepts and principles.

-explain interrelationships of concepts and principles.

-make estimates or predictions based on understanding of trends, tendencies, or conditions. 

Level 3:  Application (Applies principles)  A student can apply the concepts and principles when he or she chooses the correct concept or principle in a given situation when no particular usage is specified.

You should be able to:

-identify and apply the appropriate concept or principle to new information without having to be prompted as to which concept or principle is correct. 

-identify and apply the appropriate concept or principle to new information without having to be shown how to use it in that situation.

Level 4:  Analysis (emphasizes breaking down information into its sub-units, understanding the relationships of the units, as well as the way the units are organized.)
You should be able to:

-put apart secondary data to find information that will support the development or investment plan you are developing.

-understand the relationships of various sources of data.

-understand how both primary and secondary data are generally organized.

-distinguish facts from hypotheses or opinions.

-distinguish a conclusion from statements which support it.

-distinguish relevant from irrelevant data to solve the problem at hand.

Level 5: Synthesis 

You should be able to:

-draw upon secondary research and skills learned in previous coursework to prepare innovative solutions to case problems.
-use creative ability as it relates to designing and implementing case solutions. 
Level 6:  Evaluation 
You should be able to:

-evaluate a case based on the evaluative criteria you are presented with.
THE CASE METHOD:

This course utilizes the Case Method, which involves the analysis of a situation in the following manner:

1. Define the problem.


It is critical that the "correct" problem is defined - or you may "solve" the wrong problem.  Problem definitions should be concise (i.e., one grammatically complete sentence).

2. Develop alternative solutions.

Alternative solutions should be developed to solve the defined problem - not peripheral issues.

3. Qualitative analysis.

Study and evaluate the physical, political, legal, environmental, and other non-quantitative attributes of each alternative.



4. Quantitative analysis.

Perform the "number crunching" required to analyze the financial and economic aspects of each alternative.

5. Decision and implementation.

Weigh the quantitative and qualitative aspects of each alternative, identify the optimal solution, and execute.  Your decision should be based on sound reason and logic, supported by your qualitative and quantitative analyses.

An inherent characteristic of the Case Method is that you may not have a piece of information that you feel is necessary to make a sound decision.  If you encounter such a situation, make a reasonable assumption about the unknown information and include it at the beginning of your case analysis.

CASE MEMOS:

The formal procedure for completing case assignments, as outlined above, is academically accepted although probably has little business relevance.
 
While this formal decision-making process may be an excellent way to approach a case problem it does not lend itself well to normal business communication. Therefore, in this class we will strive to analyze cases formally but write them up for typical business situations.  A typical case memo will be two or three pages of text and will be a single, integrated document.   Spreadsheets or other analysis may be included as an appendix, but the important information there from should be in the main, integrated document.  This means that while you may attach additional spreadsheets with your submission, you must also include appropriate tables and other graphic elements in your integrated document.

Many of the cases we will review will require a memorandum or executive summary as the written element. For certain other cases you may decide to use the more formal approach. Regardless of the style of written analysis, your thought process should take into account all the factors of the classical decision model as outlined above.

CASE ASSIGNMENTS:

Real estate is perhaps the discipline most demanding of communication skills.  When dealing with lenders, equity investors, government officials and other industry participants, it is critical that you be able to effectively communicate both orally and in writing. This course provides a forum that will allow you to develop and refine these skills via written case assignments and formal presentations.

The class will be divided into groups of four students each.  All case analyses and case presentations will be done on a team basis, and hence the grade that you receive for the selected cases will be significantly affected by the performance of the group. Thus, this course will also provide the opportunity for group interaction and the development of leadership skills.  Cases may also be completed on an individual basis.

FORMAT FOR FINAL CASE ASSIGNMENTS:

All case assignments must be submitted on Blackboard, in the appropriate discussion forum on the dates as outlined in this syllabus.  

Teams must be able to make logical and convincing arguments for their case analyses and must be able to point out errors or faulty reasoning in other team’s analyses.  Most cases can take more than one acceptable direction which can make for lively debate.

Case discussions should be passionate and competitive, but always respectful.

At the close of each case discussion, each student will rate all teams as to performance on the case and preparedness and participation in the case discussion.

Memo cases are to be just a few pages in length and must succinctly answer the given question(s) and provide credible justification from the complete analysis of the case.  Remember, it is your opinions and analysis that I want, not a synopsis of the case facts. 

PARTICIPATION:

Your participation in this class is important to the overall learning experience and to your grade.  There will be two primary ways to demonstrate your active participation in this class, class discussion participation and threaded discussion participation.  Some students are comfortable voicing their opinions in a classroom setting while others prefer written communication.  Both forms of participation will be considered equally valid. 

A NOTE ON EXHIBITS:

A fatal and quite common error that business students make in written cases looks something like this:

"This alternative was dismissed because it is not financially feasible (see Exhibit D)."

The reader is then expected to turn to a spreadsheet in the Appendix and decipher why the alternative is unacceptable.  While exhibits are essential as support for a decision, the text of the case should clearly outline the details of any conclusions reached via summary spreadsheets, graphs, etc.

Grading:

Your grade will be determined in the following manner:

	Written Cases
	40%

	Exam 1
	25%

	Exam 2
	25%

	Exam 3
	10%

	       Total
	100%


Exams:  The three exams will be given in class.  Please bring a pencil with a good eraser and a calculator with you to the exams.  The dates are listed in the class schedule.  If you are in LEP or DSP, and need additional time, please arrange to take the exams in the LEP/DSP offices immediately at the beginning of the quarter.  These exams are cumulative and comprehensive and will cover material presented in class up until exam day.  
Final Exam:  The final exam is cumulative and is given during the scheduled university exam period.  You MUST be present to obtain any points.  
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