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 Achieving the Certified Commercial 
Investment Member (CCIM) designa-
tion does more than simply tell people 
throughout the commercial real estate 
industry you’re ready to play with the 
big boys.  It actually makes you ready 
to play with the big boys.
 A Certified Commercial Investment 
Member (CCIM) is a recognized ex-
pert in the disciplines of commercial 
and investment real estate. The desig-
nation, which is awarded by the Chi-
cago-based CCIM Institute, is earned 
after brokers, leasing professionals, 
investment counselors, asset manag-

ers, appraisers, corporate real estate 
executives, property managers, de-
velopers, institutional investors, com-
mercial lenders, attorneys, bankers and 
other allied professionals successfully 
complete a designation process that en-
sures they are proficient in both theory 
and practice. 
 Those who achieve designation become 
part of a global commercial real estate net-
work with members across North America 
and in over 30 countries. This network has 
enabled CCIM members to close thou-
sands of transactions annually, represent-
ing more than $200 billion in value.
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 CCIMs have completed a designation 
curriculum that covers essential CCIM 
skill sets including ethics, interest-
based negotiation, financial analysis, 
market analysis, user decision analysis 
and investment analysis for commer-
cial investment real estate. They have 
also compiled a portfolio illustrating 
the depth of their commercial real es-
tate experience and have demonstrated 
a proficiency in the required skill sets 
by successfully completing a compre-
hensive examination. More than 15,000 
commercial real estate professionals 
have earned the designation with ap-
proximately 5,500 more currently seek-
ing the designation.

People 
Power
 As with other professional certifica-
tions, achieving CCIM status confers 
a variety of privileges and benefits – 
not the least of which is entrance into 
a network of professionals who share 
ideas and exchange referrals.

Brian Sorrentino
R.O.I Commercial
Real Estate, Inc.

What is the best thing 
about being a CCIM?
“Being an ‘expert’ within the 
profession.  But, the networking, 
connections and friendships are 
pretty darn good too!”
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 The networking made possible through 
CCIM designation is “absolutely vital,” 
says broker Bobbi Miracle, CCIM, part-
ner with Soozi Jones Walker, CCIM, 
SIOR in the Las Vegas-based real estate 
firm Commercial Executives and current 
president of the Southern Nevada CCIM 
chapter (SNCCIM). “We have national 
meetings every year in different areas 
around the country. I received a referral 
the other day from another designee in 
L.A. whom I had met at a national meet-
ing.” Equally important is the ability to 
send clients to other commercial real es-
tate professionals “who are of the same 
caliber as you, with the same training and 
ethics,” adds Miracle.
 The interaction among the students, 
notes Carol Cline-Ong, CCIM, RPA, 
president of the MDL Group in Las Ve-
gas, a commercial real estate brokerage 
and property management firm, “serves 
greatly, as great friendships and business 
opportunities are formed as a result.” 

designees in our local community 
and other areas of the country for feed-
back, information about their markets, 
and/or networking and brainstorm-
ing. The vast knowledge and experi-
ence that comes with affiliating with 
other CCIM’s is invaluable.”
 Classes are offered in a variety of 
markets across the country. “You can 
travel for collaboration amongst your 
peers while you’re going through 
classes. There is a bit of a bonding 
experience when everyone is study-
ing, working and preparing for these 
tests,” says Ryan Martin, CCIM, vice 
president office division for Colliers 
International in Las Vegas and presi-
dent-elect of the local chapter.  In fact, 
he points out, “The one thing I was al-
ways encouraged to do was to travel 
to different markets. You meet a lot of 
different people outside of your own 
market who, hopefully, you can col-
laborate with down the road.”

 Immediate past president of South-
ern Nevada CCIM, Cline-Ong says 
she has found the designation to be “a 
brotherhood of sorts. I have been very 
fortunate to be able to contact other 

C C I M : S O U T H E R N  N V

Bridget Richards
New Growth
Commercial

Have you ever done a deal 
with someone you met 
through CCIM?
“Yes, many times. There is a 
sense of camaraderie and team-
work, two CCIM’s will really come 
together to get the deal done.”

GROW YOUR BUSINESS

SBA 504 CAN NOW FINANCE LARGER LOANS FOR LARGER COMPANIES

Contact us to learn more and get prequalified today!

Ann Santiago & Cindy Santilena
702.318.6515 ◆  tmcfinancing.com

SBA 504 FINANCING OFFERS:
• Up to 90% commercial real estate financing - For building 

acquisition and construction.
• Refinancing of existing commercial real estate debt -  

Limited time only, act now!
• Below Market, FIXED interest rates - 20 year terms.
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Inroads

 “In today’s circumstances it elevates 
your game due to the knowledge that 
comes with it and the distinction that is 
carried with it,” says Martin of having 
a CCIM designation. Having that card 
to draw on, he adds, comes in handy 
“when we’re in challenging times or 
even in good times, for that matter.” 
Martin, who assumes office on Janu-
ary 1, 2012, earned his designation in 
2006.
 “I’ve often said that going through 
the core classes and taking the final 
comprehensive exam was the hardest 
thing I’ve tackled short of child birth, 
and one of the most rewarding,” re-
counts Cline-Ong. The designation, 
she explains, is “one of the most cov-
eted and prestigious in our real estate 
industry.”
 Being recognized as a CCIM desig-
nee has provided Cline-Ong and her 
firm inroads and business opportuni-
ties that she believes would otherwise 
have been directed elsewhere. The 
education, tools and training “allow 
designees to stay on the cutting edge 
of technology, which in turn allows us 
to represent our clients in the best pos-
sible manner,” she added.

Education

 “The process of getting the desig-
nation results in having an education 
about real estate user analysis that is 
invaluable,” notes Hayim Mizrachi, 
CCIM, managing director of NAI 
Global Las Vegas LLC. “You start 
talking a different language, you un-
derstand things differently. You have a 
new perspective on deals you’re under-
writing, and I think the clients you rep-
resent get value out of the designation. 
They also appreciate you more for it.” 
Mizrachi earned the CCIM certifica-
tion in 2009.
 Mizrachi likens the certification to 
completing an undergraduate degree. 
“You have your diploma and you go into 

6280, 6380, 6555 & 6625 S. Valley View Blvd.  (between I-215 and Russell) 
office/showroom & warehouse space 
Divisible to 900 sq-ft. | Common loading docks with FREE use of forklift
208v/3 phase power | Zoned M-1 | 18’ clear height warehouse | Covered parking

702.320.4400
www.hellercompanies.com

Excellent access to I-15, I -215, McCarran Airport and “The Strip” 

ThE pERFECT FIT FoR youR buSInESS

Flex Space. Flex RateS.Flex Space. Flex RateS.

To position the Chapter as the premier 

commercial real estate organization 

for Southern Nevada by enhancing 

the value of the CCIM designation and 

increasing the number of designees and 

candidates through professionalism and 

educational excellence.

Mission
Statement
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Clean, Efficient,
Greener Than You Think.

The Smarter Greener Better
for Nevada

 Solar Water Heating
Program

For residential, small 
business, school, public 

and non-profit properties.

RebateS
up to 50% or up to 

$30,000 

Solar water heating provides a clean, renewable source of hot water that 
helps reduce your carbon footprint and increase your energy savings.

Customers installing qualifying solar water heating systems in conjunction 
with a natural gas water heater may be eligible to receive rebates.

For more information on The Smarter Greener Better  Solar Water Heating 
Program for Nevada, visit www.solarwaterheatingrebate.com or call toll-free 
at 1-855-743-1603.

How has being a CCIM 
helped you in your career?
“CCIM provides the tools neces-
sary to properly serve clients 
especially during this reces-
sion.  The educational programs 
are the best around.  As a des-
ignee I keep my skills fresh and 
updated by taking one class per 
year utilizing the life after pin 
discount. I consider the time and 
money spent on these courses 
to be a worthy investment which 
has certainly paid off and will 
continue to do so.”

David Lipp
Grubb & Ellis

 2. Traditional Application Track: 
Complete a variety of forms detailing 
qualifying activities and experiences 
and obtain a CCIM representative rec-
ommendation.
 3. Streamlined Application Track: 
This is similar to the second method 
but requires five or more years of expe-
rience in commercial real estate. Ap-
plicants submit a portfolio online and 
complete a commercial transaction af-
fidavit signed by their supervising bro-
kers, company CFOs or a CPA. They 
must also obtain a chapter representa-
tive, CCIM designee and client recom-
mendations.  
 Those who opt not to go for CCIM 
designation often feel they can learn 
it all on their own, says Cathy Jones, 
CCIM, CPA, president of Sun Commer-
cial Real Estate Inc. in Las Vegas and 
secretary/treasurer for the SNCCIM 
chapter. “They don’t really understand 
the depth of the educational program, 

the workforce. It’s like a minimum ex-
pectation if you want to play at a certain 
level. To me [CCIM] is the same thing: 
if you want to play in the commercial 
real estate industry at a certain level it’s 
a minimum expectation, or amount of 
education, that you need.”
 There are, according to Cline-Ong, 
three basic processes on the road to 
becoming a CCIM. All require taking 
and passing the week-long CI 101-104 
classes, an online ethics course, eight 
hours of negotiations training, a com-
prehensive exam and a portfolio of 
qualifying transactions.
 1. Fast Track: “If you hold one of 
11 real estate recognized accredita-
tions, such as a CPM, RPA or SIOR 
and complete the designation require-
ments within 24 months,” Cline-Ong 
explains, “you do not have to have the 
elective credit and portfolio require-
ments of the traditional or streamlined 
portfolio.”

C C I M : S O U T H E R N  N V
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Chuck Couture
PHOTOGRAPHY

The fine art nature photography of Chuck Couture.

702-321-6827Images can be viewed at
Unseen World Gallery in Town Square.

6569 Las Vegas Blvd. S. Suite #158  |  Las Vegas, NV 89118 www.chuckcouture.com
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Michael Tabeek
Grubb & Ellis

What CCIM tools do you 
utilize in your business?
“I use Site to do Business 
(STDB), I still use a lot of the 
software from the classes, Lease 
vs. Lease, the financial analysis 
spreadsheets.”

so they may shortchange themselves a 
little bit by not being willing to invest 
the time and the money.” Those who 
do opt for certification, she adds, will 
find “they’re going to be able to talk a 
lot more intelligently to their clients, 
and their clients will be able to tell the 
difference.”

Tools

 “One of the things in the commer-
cial real estate arena we focus on is in-
vestment sales, which is really where 
designation benefits the members the 
most,” suggests Jones. The help comes 
in handy when “looking at investment 
properties and from a user standpoint 
and evaluating whether you want to 
purchase or lease a property,” she said.
 The tool Mizrachi says he uses the 
most is STDB (Site To Do Business) 
Learning Center at www.stdbonline.
com, which he calls “pretty vast. There 
is so much you can do. Basically, it has 
demographic information and mapping 
capabilities; those are the two [func-
tions] I use most.” The site contains 
training videos, archived webinars, tu-
torials and more.
 “When you attend the various cours-
es you receive different spreadsheets 
that you can use to help evaulate prop-
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Contact
For more information about
the resources CCIM offers and
for a list of the members, go to
chapters.ccim.com/southernnevada.

erties and provide your clients with 
additional information,” adds Miracle, 
who has held the CCIM designation 
since 2005.
 Cline-Ong sees great value in such 
tools as Site To Do Business, CCIMRe-
dex, Social Media, Investments Trends, 
Deal Makers, and an ongoing publication.
 Commercial real estate professionals 
who are hesitating the pursuit of their 
own CCIM designation due to a short-
age of time or money should reconsider, 
according to Miracle. “For every dollar 
you put in, you get tenfold back. You 
can’t grow in your career unless you get 
the additional education and learn addi-
tional tools. Without a doubt, the knowl-
edge you gain from it gives you the abil-
ity to discuss properties with your clients 
on a proficient level, and the confidence. 
People need to gain that confidence to be 
able to grow.”

Bobbi Miracle
Commercial
Executives

Have you ever done a deal 
with someone you met 
through CCIM?
“We have national meetings ev-
ery year in different areas around 
the country.  I received a referral 
the other day from another desig-
nee in L.A. whom I had met at a 
national meeting.”

Subscribe Today!
www.nevadabusiness.com

are you ready to spring 
from your space?

let us help you find the perfect location to enhance 
the growth of your business!

relocation       expansion       representation

    Call 702.655.4115 today      for a F R E E  consultation



Financial Analysis for Commercial Investment Real Estate
This class serves as an introduction to the CCIM Cash Flow Model. Learn to 
apply the CCIM Cash Flow Model to make investment decisions based on wise 
investment fundamentals. 

Market Analysis for Commercial Investment Real Estate
It isn’t possible to make intelligent real estate decisions without learning about 
the CCIM Strategic Analysis Model for investors, lenders, developers, brokers 
and other real estate professionals. Learn how financial analysis and market 
analysis are two separate, yet completely interrelated components of the 
strategic analysis process.

User Decision Analysis for Commercial Investment Real Estate
This class incorporates the CCIM Decision-Making Model into all case 
studies. Begin to develop the practice of applying the CCIM Communications/
Negotiations Model to all real estate decisions with a focus on using this Model 
in interest-based negotiations.

Investment Analysis for Commercial Investment Real Estate
Similar to other courses, CI 104 is case-study driven. Learn about key investor 
decisions within each case study and gain knowledge, tools, and resources 
needed to make the right decisions.

Online Ethics Course
This course, which is required for all candidates pursuing the CCIM designation, 
provides relevant information about the CCIM Code and Standards of Practice of 
the CCIM Institute.

Interest Based Negotiation: Preparing to Negotiate
and Advanced Negotiations Workshops
These interactive workshops introduce a proven negotiations process using the 
CCIM Interest-based Negotiations Model.

Be Cool...
... Stay in School

CI 101

CI 102

CI 103

CI 104

INSTITUTE





CCIM Technologies

 CCIM Technologies Inc., a wholly-owned subsid-
iary of the CCIM Institute, is a real estate technol-
ogy company that focuses on existing and emerging 
Geographic Information Systems (GIS) technolo-
gies. The company, based in Dallas, TX, with offices 
in Austin, Chicago, Reno and Bedford, NH, operates 
the CCIM Institute’s two technology services: Site 
To Do Business, an integrated online site analysis, 
market analysis, and demographics resource, and 
CCIMRedex, a neutral web-based commercial prop-
erty data exchange and information repository. 

Riding the Wave
of the Future

CCIMRedex

 Launched on March 31st, 2010, CCIMRedex is an 
innovative property data exchange platform with the 
capacity to integrate with the industry’s top marketing, 
analytical and financial products. From it, members can 
research, analyze and market properties, access locations, 
demographics, sales and lease history, enter property data 
and send it to multiple listing outlets nationwide.

 These technology assets are provided for the members 
of the CCIM Institute and are available to the commer-
cial real estate industry at large through individual and 
corporate subscriptions. 
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Michael Whittemore
Owner of New Look Collision

with his Nevada State Bank Team

NOT YOUR AVERAGE BANKERSEIGHT 

EIGHT NEW BUSINESS BANKING CENTERS NOW OPEN

As a business owner, you’ve achieved success by setting up a team of talented people who work together to get 
the job done. But has your bank done the same? At Nevada State Bank, we take the team concept to the next level 
in our eight new business banking centers, established with one simple goal: to help your company succeed. Our 
dedicated team of business specialists can help you access capital, improve cash fl ow, achieve cost savings and 
fi nd ways to increase revenue. Our team is anything but average - we roll up our sleeves and put our tools to work 
for you. Visit one of our business centers today and see how our team can make a di� erence for you.

www.nsbank.com/businesscenters   |   855.NSB.TEAM

Member 
FDIC




