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Because they are working in an area that is constantly 
changing, estate planners are often tasked with following state 
and federal rules while meeting the delicate needs of their 
clients.

In an effort to ensure estate planners throughout south-
ern New Mexico are keeping up with the highly technical 
and changing area, the Community Foundation of Southern 
New Mexico (CFSNM) held the 19th annual Estate Planning 

Institute Nov. 1.  
“The speakers covered unique topics that were timely,” said 

Josh Dwyer, an estate-planning attorney with Holt Mynatt 
Martinez P.C. “The institute is an invaluable resource for our 
community, not only for estate planners, but also for our 
clients who benefit from more knowledgeable 
advisors.”

Before the Estate Planning Institute was created, 
attorneys, accountants, financial planners, trust 
officers, investment advisors, estate planning and 
tax practitioners, life underwriters and anyone 
interested in learning more about effective estate 
planning for their clients had to travel as far as 
Albuquerque to attend classes for their continuing 
education credits.  Now local, statewide and na-
tional speakers participate in the program, provid-
ing continuing professional education credits with 
an added focus on ethics and professionalism. 

The Estate Planning Institute, held Nov. 3 and 4 at Hotel 
Encanto, featured  speakers Tom Popejoy, recently retired vice 
president of New Mexico Bank & Trust in Albuquerque; 
David Hassler, attorney with Scott Hulse P.C. 
in El Paso; Nell Sale and Marcy Baysinger, 
attorneys with Pregenzer, Baysinger, Wide-
man & Sale in Albuquerque; George Weir, 
recently retired senior vice president of 
First Hawaiian Bank Trust Division in 
Honolulu; Glenn Davis, attorney with Scott 
Hulse P.C. in Las Cruces; Grace Allison, vice 
president and tax strategist at Northern 

Trust in Chicago; Vickie Wilcox, attorney at Wilcox Law Firm in 
Albuquerque; Alan Gluth, attorney at Gluth Law L.L.C. in Las 
Cruces; Ken Leach, attorney at Kenneth C. Leach & Associates 
in Albuquerque; Joanna Reiver, attorney with Potter Anderson 
& Coroon in Delaware and Eric Darnell, attorney with Eric 
Darnell Law in El Paso. 

Topics included international issues in estate planning, 
business succession planning, wealth transfers and income tax 
developments in 2011 and estate planning in marriage, among 
many other valuable topics.   

“One important thing that came up several times 
with several different speakers was the importance of 
taking extra time with clients to make sure needs are 
better understood. Once we understand those needs 
we can better meet their needs,” Dwyer said. “All the 
speakers were very well informed and this was a good 
opportunity to earn continuing education credits 
while meeting other people specializing in this field.” 

The Community Foundation of Southern New Mexico is 
dedicated to helping the southern New Mexico community 
now, and in the future. Founded in 2000, the Community 
Foundation offers opportunities for local people who want 

to give back locally. The beauty of the foundation is that you need 
not be wealthy to make a positive difference in the lives of 

people throughout our area. Through the establishment 
of permanent funds you can sustain local charitable 
organizations, provide scholarships to area students and 
fulfill wishes that are close to your heart. Through our 
planned giving programs, you can honor loved ones or 

leave a legacy that benefits the people of southern New 
Mexico for generations to come. The Community Foun-
dation of Southern New Mexico can advise you on how 
best to maximize contributions, no matter what size. For 
more information see our website at www.cfsnm.org or 
call Luan Wagner Burn Ph.D., at 521-4794. To donate, 
mail your check to CFSNM, 301 St. Church St., Suite H, 
Las Cruces, NM 88001. 

Love is not abuse.
Please call our confidential hotline for help 

and information regarding any abuse or 
violence that may be impacting your life.

24-hour hotline.
526-9513 800-376-2272

Non-Emergencies: 526-2819
Programs for Domestic Violence Victims & Offenders
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According to a recent national survey of 
real estate agents, three-quarters of hom-
eowners believe their house is worth more 
than its actual value, and about half of all 
homeowners overvalue their homes by at least 
10 percent. In another survey, approximately 
one-quarter of all listed homes have experi-
enced at least one price reduction. 

It’s also an established fact that U.S. home 
sellers who overprice their properties wait 
longer to find a buyer, and achieve a lower 
percentage of their asking price, than sellers 
who price their homes correctly right out of 
the gate. Does the same hold true for Las Cru-
ces area sellers? You bet. Just ask the 56 local 
homeowners who learned the hard way that 
asking too much can indeed get you less.

Fifty-six may not sound like a substantial 
number of sellers, but the number represents 
approximately 43 percent of the 130 local area 
home sales that were the subject of a recent 
survey conducted by my real estate firm. Statis-
tically, the 56 sellers whose homes were listed 
at inflated prices waited an average of 77 days 
longer to close their transactions (210 days ver-
sus 133 days) and received an average of $7,600 
less for their homes (94.7 percent of the asking 
price versus 95.1 percent) than did the sellers 
who priced correctly from the get-go. 

By my fuzzy math that means those 
“overpriced” sellers waited almost 60 percent 
longer to sell their homes than did the sellers 
who were priced correctly, and received almost 
a half percent less for their properties. The 
average price reduction required to bring their 
home’s asking prices in line with their actual 
values was about $24,000, or 12.5 percent. 

Even more interesting is the fact that the 

about 130 closed sales of new and existing 
homes, townhomes and condominiums only 
accounted for around 12 percent of the 1,100 
homes listed for sale at the time of the survey. 
Can you see where this is going? It means 
there are only enough ready, willing and able 
buyers in our local marketplace to purchase 
around one-eighth of our current inventory. 
In contrast, our area produced enough buyers 
to purchase almost 57 percent of our available 
inventory in 2005.

So how easy was it for those 130 Las Cruces 
area sellers to overprice their homes? Painfully 
easy if they used the asking prices of similar 
homes offered for sale in their respective neigh-
borhood as a benchmark. Instead, they should 
have based their asking prices on the selling 
prices of recently sold homes in their neighbor-
hood that were similar to theirs. Had they done 
that, they would have aligned themselves with 
the 12 percent of sellers who figured out how 
to beat out the competition, rather than fol-
lowing in the footsteps of the about 88 percent 
who priced their homes incorrectly. 

Some of the sellers who received less at 
closing will cite the need for more money as 
their motivation to price above the market. A 
few will point a finger at their real estate bro-
kers for failing to provide accurate, decision-
making data.

For most sellers, overpricing is a prescrip-
tion for failure rather than a good strategy for 
success. So, for all of you who found a way to 
get it right the first time, congratulations. 

See you at closing!

Gary Sandler is the president of Gary Sandler 
Inc., Realtors in Las Cruces and the host of Gary 
Sandler’s Real Estate Connection, which broadcasts 
from 4 to 6 p.m. each Monday on KSNM-AM 570. 
Sandler is the 2007 and 2010 recipient of the New 
Mexico Broadcaster’s Associations Talk Show Host 
of the Year award. Questions or comments may 
be directed to Sandler at 525-2400 or by emailing 
gary@garysandler.com.

Declarations by unelected policy mak-
ers that the U.S. will continue to main-
tain a zero interest rate environment for 
almost two more years deserves a much 
higher level of scrutiny. 

We are told by Federal Reserve Board 
Chairman Ben Bernanke rates must be kept 
near zero to “help” a sluggish economy. 
Let’s employ a smidgeon of common sense 
here to see how interest rates fit into the 
overall economic picture.

It is important to realize an interest rate 
is essentially a price – a price to borrow 
money. Borrowers pay the interest rate cost 
and lenders receive it as a form of rent on 
their savings. Anyone with a savings ac-
count is a lender. Both public and private 
sector employees who contribute to indi-
vidual retirement accounts, 401k’s, or pen-
sion plans each month are lenders. Senior 
citizens with bank deposits and CD’s are 
lenders. People who own fixed annuities are 
lenders. Anyone who buys a U.S. savings 
bond is a lender. 

Of course, because they hold reserves 
for lending, banks are also lenders. How-
ever, there is an important distinction 
between banks and savers. Banks are also 
active borrowers who can find ways to ben-
efit from the flip side of low interest rates.

In a press conference held by Ben 
Bernanke last week, we were told by our 
central banker the Fed will continue with a 
zero interest rate environment until at least 
2013.

The reason given for clinging to this 
radical policy was that it is needed to “sup-
port” the struggling economy. Our leaders 
have already maintained this policy for 
several years. This raises a serious question. 
Who does this policy actually support? The 
answer is pretty simple.

While zero interest rates have not done 
much to help our economy, it has made 

life easier for the biggest borrower on the 
planet. The United States government, 
with $15 trillion in outstanding debt and a 
borrowing appetite of $4 billion a day is the 
biggest beneficiary of Washington policy-
maker’s efforts to keep the cost of borrow-
ing money at or near zero.

In collaboration with U.S. Treasury 
Secretary Tim Geithner, Chairman Ben 
Bernanke is speaking in half-truths at best 
and outright deceptions at worst, when he 
cites the “economy” as the primary benefi-
ciary of a zero interest rate policy. 

In reality, the price-fixing of interest 
rates is masking the damage being done to 
our economy by the $4 billion per day bor-
rowing habit of our federal government. 
And sadly, the damage being done comes 
in the form of cheating all savers out of a 
decent rate of return on their reserves. The 
Fed’s zero interest rate policy is a multi-tril-
lion dollar cost shifting scam that rewards a 
reckless government and cheats savers.

The definition of financial insanity can 
best be described as doing the same thing 
over and over while expecting a different 
result. The zero interest rate policy is all 
part of an insane borrowing addiction 
in Washington. It has nothing to do with 
helping a “struggling economy.” 

It has everything to do with irrespon-
sible leadership. And anyone with sense 
enough to sacrifice and save so they can 
fund their post-working years should be 
taking a very long look at the zero interest 
rate price fixing going on in Washington, 
D.C. 

It is nothing more than a financial shell 
game being perpetrated by conartists.

Jim Spence is the Portfolio Manager at 
Spence Asset Management Inc., a federally 
registered investment advisory firm in Las 
Cruces. Spence has been involved in the 
investment business since 1983.
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