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1.  REAL ESTATE TRAINING-LEARNING PROJECT

a.  Project Scope and Charter

Project:  Create an effective and efficient learning venue for the Department of the Army real estate community.

Sponsor:  the Director of Real Estate, HQ USACE

Scope of Project and Charter: Functional analysis of Real Estate PROSPECT courses and training for Mission Essential Tasks List (METL) for the Real Estate Functional Areas and Business Processes.   Identify gaps, overlaps, and other sources of training.  Survey the field for competencies and shortfalls. Recommend changes in the current methods.  

Existing Real Estate PROSPECT courses: Acquisition, Appraisal and Leasing, Condemnation, Relocation, Basic Outgrants and Disposals, Management and Disposal, Planning and Control.

Customer:  USACE, MSCs and districts, Real Estate Community and Civil Works; Landholding MACOMS, TRADOC, AMC, FORSCOM and installations

Stakeholders:  

a.  The review and approval team will be comprised of an executive committee (DRE, D/DRE, ODRE Division Chiefs and 2/3 MSC chiefs).    

b.  The Core Project Delivery Team (PDT) is composed of Janice Howell, Project Manager, Ilse Merryman, Joyce Gebhardt, Joe Duncan, Rob Marshall, Brenda Randolph, and Willie Patterson.    

c. Consultants to the PDT will be the functional managers who are the RE PROSPECT proponents, William Bayert (Acquisition), Monroe Lesser (Condemnation), Walter Hylton (Appraisal and Leasing), Fred Lombardo (Planning and Control), Janice Howell (Basic Outgrants & Disposals/Management & Disposal) and Tom Cooper (Relocation).

d.  An initial sub-group will review current technical training (ODRE PDT members, ODRE PROSPECT proponents).    

e.  A second sub-group may be formed to analyze survey results.  The PDT will then review and recommend changes.  

f.  Other working groups may be formed to look at broader Workforce Development issues, such as the new Facility Engineering career program and the real estate sub-program recognized by DAWIA, leadership, mentoring, succession planning, recruiting, retention.

b.  Project Management Plan

Outline of Work

Phase I

A.  Develop outline of functional tasks within the Real Estate Business Process.  Take existing PROSPECT courses and lay out instructions, as they relate to the functional tasks.  Each Headquarters proponent will be interview during this process to explain what is being taught and assist with matching the functional tasks within the RE Business Process, correcting where appropriate.    Completed:  10/26/2000

B. Identify gaps and overlaps in training.  Note where these are located.   Completed:  10/26/2000

C.  Proponents will highlight identified functional tasks and Business Process, and strive to fill significant gaps, in the FY 02 training courses.  (Completed 2001)  

D.  Put Functional Tasks within the RE Business Process into a Survey asking for the District Chiefs of Real Estate to rate their office’s competency or Knowledge and Skills in the various skills and tasks, now, 5 years from now and 10 years from now.  As an example: “On a scale of 0 to 5, with 5 being an expert and 0 being no experience, answer the following questions. Check 6 if you do not do this function and do not wish to be rated.   How do you rate your office’s Knowledge and Skills in:

 Explaining the Constitutional basis for real estate acquisition and disposal (including outgrants)  0  1    2    3    4    5   ” 

Staff survey with the Executive Committee and CEHR.  Incorporate their comments into final survey.   CEHR suggested adding the frequency, difficulty and importance.  (50% - beta test stage Dec 00; final test 2001)

E.  Determine survey software.  Send to all MSC and District Chiefs of Real Estate. (2/01)

Phase II

A.  Working Group will review results.  The Group will assess needs for training.  (Completed 7/2001)

B.  Identify source for training.  Are we the only source?  Are other agencies?   Are commercial entities? (Completed 2001)

C.  Review format of training that we should provide.  Do we need to totally revise how courses are divided, e.g. an overview RE 101 for new staff, for non-RE.  DAWIA may require that we do three levels: basic detailed course on start to finish for each part of the business process; mid-level, and advanced level courses on specialized parts; consolidate courses, eliminate courses.   Do we need basic authorities briefings on the RE Web site for all to use?   Do we need more workshops and less formal PROSPECT training?  What is the best medium? (Completed 2001)

D.  Content of PROSPECT Courses.  Do we need prerequisites?  If another entity is the best source, then should attendance at that be a prerequisite to certain courses?  Who should attend which courses?   (Completed 2001)

E.  Recommendations for change in the current methods will be made to the Executive Committee.    (Completed 2001)

Phase III.  

Implement approved changes for FY 02 PROSPECT Courses and other training formats identified. 

Revise FY 03 PROSPECT Courses and, if other training sources recommended, communicate at the Career Program Managers Conference in June 2002, in RE Newsletter, Director’s Memo. (2002)

2.  Phase I

a.  Review of Current Training

The first sub-group developed a functional outline of the real estate business process tasks.  It then took existing PROSPECT course handbooks and the schedule of instructions and compared the course content to the functional real estate tasks that had been identified.  Each Headquarters proponent was interviewed during this process and explained what the instructors are teaching at their course.  They assisted with matching the functional tasks within the RE Business Process, correcting where appropriate.  This review of technical training, PROSPECT Courses, identified the following gaps and overlaps:

· Gaps Identified:

· Real Estate legal issues, except Condemnation

· Appraisal Fundamentals for the non-appraiser (for other than acquisition: see overlap Inleasing/Acquisition; none for disposal or outgranting)

· DA policy for Appraisers

· Public Domain Land withdrawals - acquisition

· Gifts and exchanges

· Interagency and International Support 

· No progression of courses for different levels of expertise

· Overlaps Noted:

· Acquisition and Appraisal & Inleasing:  general appraisal techniques; general inleasing

· Acquisition and Condemnation and P&C:  Planning, Surveying, mapping

· Acquisition, Condemnation and Relocation Assistance:  PL 91-646; DOT Uniform Act instruction

· Acquisition and Condemnation:  condemnation principles

· Management and Disposal and Basic Outgrant and Disposal:  overview of authorities

· Comments:

Lack of course on Homeowners Assistance was explained by use of workshops

Lack of course on BRAC was explained by use of BRAC IPRs and workshops

b.  Mission Essential Task List (METL) and Training Needs Assessment Survey


The PDT used knowledge of business process, course content and technical consultants to develop a Mission Essential Task List (METL).  (Enclosure 1).  The METL was then set up as a survey and sent to the field.  (Enclosure 2)  


The Training-Learning survey validated the need for training.  The survey showed that many districts are one-deep in a skill; the more frequently a task is performed, the higher they rated the office’s knowledge, skill, ability; the majority felt competency was going down in certain areas, e.g. disposal, direct federal acquisition, claims.  However, the majority of the districts were optimistic that things will improve within the next 10 years.  


The PDT identified sources of training and validated that we are the only source for Army-specific policy and procedures.  Most other federal agencies do little real estate training in-house.  The General Services Administration provides inleasing and disposal training through contractors.  Commercial entities and colleges now have basic real estate courses available.  Many colleges now have undergraduate majors in Real Estate.  Department of Transportation works through the National Highway Institute to provide Uniform Act training.  Also, the International Right of Way Association (IRWA), a private agency that works with states and the Department of Transportation, has courses in acquisitions, negotiations, and relocations and several certification programs in these areas.  (Enclosure 3)

c.  Training-Learning Requirements:
The PDT outlined the workforce requirements of the future real estate organization.  This future organization will require knowledge of teamwork methods and will need the ability to be flexible and agile so as to meet new challenges.  They will needs skills in planning and scheduling both time and money.  Negotiating/Communication skills are an integral part of real estate work, both to reach a final closing of the real estate deal but also to meet Customer requirements.  As project delivery teams become the norm, a successful employee will need leadership capability and communication skills – Listen and Learn.  The foundation for our vision of being the premier public engineering organization is technical skills for quality services.  Underneath every engineering project is land.  In order to be a Learning Organization, we also need a process for sharing knowledge.  An then to retain and maintain our skills, the workforce needs assignments that are challenging and meaningful.
The PDT also identified an overall framework for the training-learning requirements of the workforce for its development into the organization of the future:  people skills, technical skills and how to maintain/retain skills.  These skills also need to be intertwined into the training that we provide.

–People skills
•Negotiating/working with people
–Negotiations of legal documents
–Consensus building

–Developing partnerships and relationships

–Customer Care

•Communication

–Writing
–Speaking and presentation skills

–Listening

•Teamwork

–Project Management process is based on a team concept.

–Team provides knowledge transfer
–Encourages mentoring by the team

–Leverages skills and expertice
•Leadership
–Leading People

•Fostering: Team spirit, customer service, learning

•Providing performance feedback…talking about career development

•Coaching, mentoring & teaching problem solving & decision-making

•Inspiring, empowering & motivating

•Setting the example – planning, being proactive & anticipating requirements

–Championing Change

•Seeking feedback/benchmarking

•Seeking continuous improvement

•Making positive differences

•Setting clear goals & objectives

–Achieving Results

•Including customer/stakeholder input

•Developing multiple courses of action

•Seeking synergy

•Establishing/raising performance bar

•Measuring successes

•Looking for opportunities

–Building Coalitions/Communication

•Encouraging working in teams

•Encouraging learning

•Developing alliances

–Technical skills
–Authorities

–Basic Real Estate Principles

–Actual functions/transactions

–RE Information Systems

–Project Management Business Process

–Maintain skills/Assignments
•Maintain readiness and expertise through varied assignments

•Mentoring 

–how to mentor in the era of downsizing and loss of middle management/institutional knowledge

–how to nurture mentoring skills

–How to capture knowledge base and transfer to future generations

–Training is a mentoring tool

•Local vs. national 

–Cross Training

–On-the-job training

–Developmental assignments

–Across district/division/HQ lines

•How to fund assignments and mobility?
3.  Phase II

a.  General Recommendations

1. Functional HQ experts should validate course material in their area prior to a course, no matter what the course is or who the proponent is.  For example, appraisal or systems material.

3. Instructors should incorporate PBMP into teaching modules, but not duplicate PMBP training.  Learning Doctrine should be a guide to instructional methods.

4. No course teaches basic RE Principles.  Need to encourage new employees to take some type of course in the commercial or college setting and not try to teach in the PROSPECT courses.  Creation of a new course was rejected.

5. Limit total number of instructors to four to reduce costs and improve efficiency.

6. Continue to use district and MSC technical experts as instructors.   Field level expertise is essential to our style of training.  

7. Consider use of contractors to provide courses.  Contractors could be used to put on courses with our validation of the content; could provide logistical support with our internal instructors continuing to teach; or could put on the course with our technical experts as guest speakers.  GSA has replaced in-house courses with contractor courses.

8. Eliminate duplication where other Agency is lead agency.  Basic GSA authorities and process, both on inleasing and disposal, should be obtained by students from one of the GSA private vendors.  IRWA for Uniform Act process.

9. Partner through an MOA with IRWA on course offerings and use of their courses.

10. Proponents will highlight identified Functional Tasks within the RE Business Process, and strive to fill significant gaps, in the FY 02 training courses. 
11. Initiate competitive selection process for new instructors.
b.  Specific Course Recommendations:

12. Incorporate Planning and Control course section on Planning into Acquisition course.  Practice negotiation and leadership skills through course presentation. 

13. Restructure the P&C course into detailed courses on overall real estate business process, program management, budget, manpower, audit, CFO act accountability, and details on systems.  Real Estate Management Information Systems overviews should be discussed in each course, but taught in this course.

14. Currently no specific policy and internal procedure training for appraisers.  Create a new course/workshop on DA policy for Appraisers.

15. Currently no specific policy and procedure training for real estate attorneys.  Create a new course/workshop on Real Estate legal issues.

16.  Participate in MSC workshops and sponsor advanced level workshops in various area.

17. More detailed review of having a Condemnation course as a recurring PROSPECT course.  One option would be to do workshops on demand by case by case.  Acquisition course would continue to have a section on Condemnation principles.

18. More detailed review of Relocation course.  Either eliminate and move overview of DA policy to Acquisition course or do workshops on demand or have districts attend DOT Uniform Act courses, if this is the most economical approach.  The International Right of Way Association (IRWA) has a Relocation Certificate which covers all aspects of the Uniform Act and is recognized by states and other federal agencies

19. Provide more emphasis on HQ participation in the courses.  One suggestion was to add three-tier approach to HQ instructors:  1) senior proponent instructor, 2) instructor and 3) trainee/instructor for professional development.  This provides workforce development for HQ staff, eliminates the 1-deep instructor issue by providing back-up instructors, and develops new instructors for the future.  However, this adds to the number of instructors and was rejected. (Strawman Proposal, Enclosure 4)

20. Make current Basic Outgrant and Disposal course and modify/create Acquisition course into entry level, overview courses, with more student exercises; practice negotiation skills, leadership.  

21. Develop mid-level course from current M&D course and Acquisition course.

22. Revise all course material, taking into account METL, Corporate Emphasis areas and other identified training issues.

c.  Competitive selection of instructors

The Real Estate courses had several vacant position.  In addition, the proposed revisions meant different skills were required to for the instructors.  The Proponents and others developed evaluation criteria and skills needed for an Instructor: Technical knowledge; Presentation Skills; Teambuilding skills; Recommendation by district and MSC.  The Director sent an email November 15, 2001, to the entire real estate community requesting anyone interested in teaching to apply by providing information on the established criteria and skills.  We received over 20 applications.  These were reviewed and new instructors were selected for FY03 session and to participate in the revisions meeting.
4. Phase III

a. FY 02 Courses

Preliminary recommendations were shared with all of the course Proponents.  Each Proponent made minor revisions to their courses to consider the specific course recommendations.

b.  Real Estate Training-Learning Project, PROSPECT Course Revision meeting
Minutes of Meeting

A meeting of the proponents and instructors for all the Real Estate PROSPECT courses was held 29 July to 1 August 2002, in Springfield, VA.

Acquisition 101: Proponent:  Christina Baysinger; 

Acquisition 201:  Proponent:  Bill Bayert; 

Relocation Assistance: Proponent:  Tom Cooper, 

Inleasing: Proponent:  Walter Hylton 

Condemnation: Proponent:  Monroe Lesser; 

Management & Disposal 101 and 201: Proponent:  Janice Howell; 

Control: Proponent:  Maze Ercums 

There were 36 attendees representing the instructors for the Fiscal Year 2003 Real Estate PROSPECT courses
PURPOSE OF MEETING:  Revision of the Real Estate PROSPECT courses and overall training using the Mission Essential Task List (METL) of the functional tasks within the Real Estate Business Process.  

BACKGROUND: This meeting was the culmination of 2 years of work for the Real Estate Training-Learning Project.  It was a historic event to have all the courses together for course development.  Duplication had crept in over the years.  Some overlap is needed to provide a transition in the steps in the business process.

a.  The RE Training-Learning Project

(1)   Goal:  Create an effective and efficient learning venue for DA real estate community.
(2)  Project Scope: Analyze training needs using Mission Essential Tasks List (METL) developed for the Real Estate Functional Areas and Business Processes; Review of PROSPECT courses; Survey the field for competencies and shortfalls - needs assessment; Identify gaps, overlaps, and other sources of training; Review costs, content, prerequisites, sources; Recommend changes in the current methods.  

b.  Real Estate Training-Learning PDT:

(1)  Developed outline of functional tasks within the Real Estate Business Process - created METL: Based on people and technical skills and Tasks and subtasks

(2)  Reviewed existing PROSPECT courses:  Laid out course content and related instruction to the METL; Interviewed each Headquarters proponent as to what is being taught and matched the draft METL to course instruction; Corrected METL where appropriate; Noted gaps and overlaps 

(3)  Existing Real Estate PROSPECT courses: Acquisition, Appraisal and Leasing, Condemnation, Relocation, Basic Outgrants and Disposals, Management and Disposal, and Planning and Control.

(4)  Conducted a Training Needs Assessment: Survey of Training Needs using METL  included frequency performed and comments section; Rated Knowledge, Skills and Abilities now; projection in 5 years; and projection in 10 years; Survey Results showed that: Training is needed; Many districts one-deep in a skill; More frequently performed a tasks, the higher rated knowledge, skill, ability; Majority felt competency going down in certain areas, e.g. disposal, direct federal acquisition, claims; and Optimistic that 10 years will improve

(5)  Recommendations of the RE TL PDT: 

(A) Modify PROSPECT courses to a 3-level system using METL and business process: entry-level – overview; mid-level - detailed, hands-on; and advanced-level workshops - new initiatives, complex issues

· Require each level as prerequisite 

· Utilize GSA contractor for inleasing and disposal process under GSA authorities

· IRWA courses, or equivalent, for basic acquisition and relocation skills - encourage Certification programs (MOU signed in June 02)

(B) Competitive selection of instructors based on Technical knowledge; Presentation Skills; Teambuilding skills; and Recommendation by district and MSC.


On the initial day, Monday, 29 Jul 02, Linda Garvin, Director of Real Estate, gave the expected outcomes.  Since there were 13 new instructors Huntsville included a very good session on Instructional Methods.  This was followed by an overview of the Training-Learning Project that led up to this historic effort.  Then there was an interesting presentation on DAWIA and its impact on the standards and requirements for being a real estate acquisition professional and on the courses.  We then discussed ways to incorporate Corporate Emphasis areas into the course content using Table Top Exercises (see Enclosure 5).  Emphasis areas include: Corps’ Project Management Business Process (PMBP), the Corps’ Strategic Vision Strategic Goals (People, Process, and Communication), the Corps’ Environmental Principles, and Learning Organization concepts 


On day two, Tuesday, 30 July 02, the Participants reviewed the METL and a notional grouping by course.  The instructors were divided into Project Delivery Teams for each technical area.  By Thursday morning, the PDTs were to have developed course prerequisites, draft Schedule of Instructions using METL, list of instructors, use a corporate emphasis, determine length of the course, identified subjects for the 3rd level workshops, and whether there will be field trips or use of vendors. 


Several aspects of the acquisition business process met in the large room and discussed the various courses devoted to the acquisition process:  Acquisition 101, 201, Relocation, Condemnation, and Planning and Control (P&C).  A proposed change suggested the removal of the Planning portion of the current Planning & Control course because planning concepts are also taught in the Acquisition course.  Acquisition was to become two courses, 101 and 201, under the new system.  The P&C instructors team reevaluated where the P&C function fit into the Real Estate process.  Mr. Ercums, proponent for the P&C course, presented a briefing before a joint meeting of the P&C and Acquisition teams that supported the retention of Planning in the P&C course.  Mr. Bayert, proponent for the Acquisition courses, presented the view supporting the retention of planning instruction in Acquisition.  Afterwards, a management decision was made by Mr. Patterson that the Planning portion of the P&C course would go to the Acquisition course as the beginning of the business process for acquisition.  


Merger or cancellation of the Condemnation and Relocation courses was also discussed.  Both courses will continue.  Duplication will be avoided, however, limited overlap will be provided for continuity between all the real estate functions.  Use of training and certifications provided by the International Right of Way (IRWA) will be encouraged.


The former RE Appraisal and Inleasing Course, now renamed Real Estate Inleasing, reviewed and evaluated the components of the course to improve and update the course of instruction.  Decision was further reached to reduce the number of instructors to 4 in light of course revisions which are designed to provide an increased emphasis on the inleasing processes, while continuing significant emphasis on the proper execution of the valuation of such leases.  Decision was reached to continue to emphasize a number of course prerequisites consisting of reading prescribed regulations.  Appraisal policy and procedure instruction will be covered in workshops. 


The new "Real Estate Project Management Business Process (PMBP) and Control" team developed a revised Schedule of Instruction with teaching modules on an overview of the Real Estate Business Process, including Civil and Military Planning, Surveying and Land Description, manpower and budget, document management, RE information systems and other control issues.         


On Thursday, 1 Aug 02, PROSPECT course Proponents for Acquisition 101 and 201 (now civil only); Leasing, M&D 101 and 201; Relocation; Condemnation; RE PMBP and Control presented their briefings.  Each described any changes, Schedule of Instruction and other required items for their courses.  Workshops proposed for the 3rd tier are Appraisal, Policy and Procedures; Systems; Real Estate Legal Issues; Acquisition 301 for Military; Civil Works regional; and Compliance Inspections.


A tremendous amount of work was accomplished in the short time of the meeting.  However, each instructor, who volunteers their time for this job, must go back and develop more detailed instructional presentations.  Everyone in the Real Estate Community benefits from this effort.  


This was followed by an After Action Report (AAR) using the 7-S method guided by Linda Garvin, Director of Real Estate

CRITICAL LEARNING:  Many were challenged in their beliefs on how the Corps Real Estate process operates.  Using the METL as a basis helped focus on tasks and not people and encouraged each to look at other alternatives on how to make the organization work.  The results from the changes made to the courses are yet to be measured.  The impacts on changing the material to be taught, and the instructors, should be determined as early as possible in order to create as smooth a transition as possible.

SUMMARY

•21 Total Recommendations

•Basic RE principles can be obtained from numerous vendors, so no course is needed in that area. 

•Modify PROSPECT courses to a 3-level system:  entry-level - overview; mid-level - detailed, hands-on, advanced level workshops - new initiatives, complex issues.  The FY 03 “Purple” Book course descriptions were modified to require each level as prerequisite.  Additional changes will be made for FY 04.

•Utilize GSA contractor for inleasing and disposal process for GSA authorities

•IRWA courses, or equivalent, for basic acquisition and relocation skills – encourage Certification programs.

•Continue competitive selection of instructors.

•Changes proposed challenged many in their beliefs on how the Corps Real Estate process operates.  Using the METL as a basis helped focus on tasks and not people and encouraged each to look at other alternatives on how to make the organization work.  

•The results from the changes made to the courses are yet to be measured.  
ENCLOSURE 1

Mission Essential Tasks List (METL) for the Real Estate Functional Areas and Business Processes

1. Basic Real Estate  (civil and military) tasks:

a) Perform authorized, legal actions

b) Prepare real estate legal descriptions, project and installation maps, and survey real estate owned by the United.

c) Appraise property for real estate actions using appraisal principles. (Appraisers will follow certification path)

d) Perform asset management of real property assets and comply with the Chief Financial Officer (CFO) Act.

e) Document and comply with environmental, cultural and historical requirements for real estate actions. 

f) Negotiate real estate actions.

g) Develop partnerships with your customers that foster a relationship that makes you the provider of choice.

h) Perform the Real Estate role in the Project Management Business Process (PMBP) and project management techniques.

i) Use various automated Real Estate information systems.

j) Perform basic legal research.

2. Real Estate Acquisition (civil and military) for fee, easement and lesser interests

a) Sub-Functional Area:  Basic Acquisition principles 

i) Hold a landowner meeting for a real estate acquisition, when needed.

ii) Obtain title evidence, cure title defects and render final title opinions in accordance with the Department of Justice (DOJ) guidelines and delegations.

iii) Develop, use and approve type of title to be acquired, including standard and non-standard estates.

iv) Appraise real property to be acquired.

v) Negotiate acquisition of real estate in accordance with PL 91-646 (Uniform Act), Title III, acquisition process.

vi) Relocate landowners and tenants in accordance with PL 91-646 (Uniform Act), Title II, relocation assistance (referred to as the Relocation Assistance Program (RAP)) and process and make final decisions on appeals.

vii) Close real estate acquisition, including deed preparation.

viii) Condemn title where necessary, including preparation of the Condemnation Assembly, Declaration of Taking/Complaint, amendments and revestment, and settlements; support to the Department of Justice during trial; appraisal support.

ix) Support REMIS and data entry and CFO Act compliance for this functional area.

b) Sub-functional area:  Civil Acquisition 

i) Participate in the Civil Works (CW) planning process and prepare the Real Estate Plan.

ii) Participate in the CW authorization and appropriation process.

iii) Acquire real property through Non-federal sponsor or through direct Federal acquisition, as appropriate.

iv) Relocate structures, e.g. railroad, utilities, roads, schools; the process for substitute facilities; and compensable interest opinion.

v) Develop credits to Local Sponsors.

vi) Acquire through withdrawal of Public Domain lands.

vii) Acquire by gifts and exchanges.
viii) Participate and identify Real Estate issues in environmental projects.
c) Sub-functional area:  Military Acquisition

i) Participate in Military Project planning, e.g. Real Estate input into the military construction process, DA Form1391s, Real Estate Planning Reports.

ii) Obtain DA approval of the requirements.

iii) Participate in the Military authorization and appropriation process.

iv) Acquire real property through direct Federal acquisition.

v) Relocate structures, e.g. railroad, utilities, roads, schools; the process for substitute facilities; and compensable interest opinion.

vi) Notify Congress of proposed acquisition, e.g. prepare the 10 USC 2662 report.

vii) Acquire through Withdrawal of Public Domain lands.

viii) Acquire by gifts and exchanges.

ix) Participate and identify Real Estate issues in environmental projects.

3. In-Leases

a) Sub-functional area:  General in-lease principles

i) Comply with the DA Economy policy.

ii) Develop site requirements.

iii) Perform market survey/site selection.

iv) Appraise/ value inlease rental, value of improvements, and build-outs.

v) Negotiate lease.

vi) Manage Lease, e.g. compliance with lease, disputes.

vii) Support RFMIS and data entry and CFO Act compliance for this functional area.

b) Sub-functional area:  DOD Executive Agent for Joint Recruiting Facilities Command (JRFC)

i) Participate in the JRFC requirements process.

ii) Lease recruiting stations in accordance with GSA inlease delegation to DA and GSA procedures.

iii) Prepare GSA inlease documents and standard forms.

c) Sub-functional area:  Other Military inleases

i) Acquire other Military inleases.

ii) Prepare non-GSA inlease documents.

d) Sub-functional area:  Civil In-leases at O&M funded projects

i) Acquire Civil inleases.

ii) Prepare inlease documents.

4. Transfer accountability of acquired real estate and facility to property officer

a) Prepare DA Form 1354.

b) Perform other methods of transfer.

c) Comply with the CFO Act for this functional area.

d) Identify rights/interests to be retained.
5. Property Management (installation or civil project)

a) Participate in Master Planning by military installation or civil works project.

b) Prepare and/or review Report of Availability and other documentation for proposed outgrant.

c) Prepare and/or review Report of Excess or transfer approval documentation.

d) Participate in the requirements approval process.

e) Manage real property asset – utilization, inspection, accountability, and boundary maintenance to include encroachment resolution.

f) Provide day to day oversight of real property.

g) (Military)  participate in mobilization and recapture.

h) Prepare inventory and maintain systems.

6. Management of Title

a) Sub-functional area:  Boundary and legal description issues
i) Review and resolve boundary disputes.

ii) Identify and resolve encroachments, including appraise and determine value of method selected.

iii) Quiet Title or legal defense of title.

b) Sub-functional area:  Claims

i) Process and resolve real estate claims against Government, e.g. Taking Claims.

ii) Process and resolve claims by the Government, e.g. trespass, unlawful cutting of Government timber, and other damage to Government property.

c) Sub-functional area:  Jurisdiction and annexation

i) Cede and retrocede exclusive legislative jurisdiction, insure completeness of real estate records; identify the impact of jurisdiction on use of zoning and local regulations in real estate actions, taxation, and housing.

ii) Obtain and maintain concurrent legislative jurisdiction and other types of jurisdiction.

iii) Process Annexation of DA property by local jurisdictions.

7. Authorizing Use of Army Property by Others

a) Participate in Project planning and availability determination.

b) Initiate or review Reports of Availability (ROA), Environmental Baseline Studies (EBS), and Finding of Suitability to Lease (FOSL).

c) Participate in coordination of issues including Section 10/404 permits and mitigation of damages resulting from outgrant actions.

d) Identify, collect, and distribute administrative fees associated with granting out use of DA lands and facilities.
e) Prepare the Notice of Availability to Lease, process and evaluate the applications, select lessees, and explain non-applicability of the FAR. 

f) Process and resolve pre-award appeals

g) Negotiate and prepare appropriate legal documents to issue Licenses / Permits.

h) Negotiate and prepare appropriate legal documents to issue Easements.

i) Negotiate and prepare appropriate legal documents to issue Leases issued under 10 USC 2667.

j) Negotiate and prepare appropriate legal documents to issue Leases issued under 16 USC 460d.

k) Negotiate and prepare appropriate legal documents to issue Leases issued under special authorities, e.g. Residential Communities Initiative (RCI) and NHPA adaptive reuse.

l) Manage outgrant, e.g. compliance, disputes, appeals; outgrant modification/termination or revocation.

m) Appraise rental consideration and value of cash or in-kind consideration for outgrants.

n) Prepare appropriate legal opinions or answer legal issues, e.g. authority, documents, Land Use Controls (LUC), environmental, historical and cultural compliance and documentation.

o) Provide oversight and delegation to installation or civil project personnel.

p) Support REMIS and data entry for this functional area.

8. Disposal

a) Participate in planning and reporting property as excess or in approval of transfer.

b) Establish administrative costs for disposals.

c) Manage, plan, and oversee disposals and issue and execute disposal documents for disposals under the Federal Property and Administrative Services Act (FPASA) and GSA rules and regulations for the following:

i) Fee and less than fee estates, e.g. easements to underlying fee holder.

ii) Leaseholds and related facilities.

iii) Underground water, embedded sand and gravel.

iv) Buildings and improvements without the underlying land.

d) Provide for care, custody, account​ability, and maintenance of excess and surplus property.

e) Relinquish public domain lands and lands permitted from another federal agency.

f) Dispose of forest products, including timber, under the Sikes Act, 10 USC 2665 (Military), or under the Forest Cover Act, 16 USC 580m (Civil Works).

g) Manage, plan, and oversee disposals and issue and execute disposal documents for real property disposal under special authorities for transfers to other DOD elements, reassignments and interchanges with other federal agencies, state & local governmental entities, and private concerns/individuals.

h) Manage, plan, and oversee disposals and issue and execute disposal documents for disposals disposal under special authorities for exchanges.

i) Issue and execute real property disposal under Continuing Authorities, e.g. port and industrial, highways, airports.

j) Prepare and process real property disposal under site-specific special legislation.

k) Prepare and process real property disposal under special authorities for BRAC.

l) Prepare deeds and other disposal documents.

m) Finalize other legal issues, e.g. authorities, adequacy of supporting documents (Environmental Baseline Survey (EBS), Finding of Suitability to Transfer (FOST)), and mitigation issues.

n) Prepare and process real property disposal under the Early Transfer Authority, amendment to CERCLA.

o) Prepare, execute and comply with Disposal Restrictions, e.g. Land Use Controls (LUC), covenants, reverters.

p) Support REMIS and data entry for this functional area.

9. Homeowners Assistance Program (HAP)

a) Prepare, review and approve Market Impact determinations and start up of a program.

b) Accept and process applications, pay benefits, and process and resolve appeals.

c) Dispose and provide property management of homes acquired.

d) Support HAPMIS and data entry for this functional area.

10. Interagency and International Support

a) Participate with Civil and Military Interagency and International Support.

b) Develop Memorandum of Agreement or Understanding for this functional area.

c) Provide support or work for others (Refer back to acquisition, management or disposal technical task, depending on work.).

d) Support for EPA and the SUPERFUND program.

e) Support for DOE and FUSRAP.

11. Other

a) Execute Department of Defense National Relocation Program (DNERP)

b) Process and execute real estate documents for Mineral leasing.

c) Provide oversight, quality assurance and review of Appraisal techniques and execution by appraisers.

d) Provide Real Estate legal advice, counsel, review and execution.

e) Participate in CFSC Public-Private Ventures, Residential Communities Initiative and other privatization initiatives.

f) Participate in any special programs performed by your district not covered above.  (list on answer sheet)

g) Support the Corps Business Management Process.

h) Provide good Customer relations.

i) All Real Estate employees effectively lead team efforts and encourage and foster teamwork throughout the Corps.

j) Team Leaders and Supervisors provide management and leadership of the real estate workforce.

k) Coach, mentor and develop people.

l) Manage and lead change.

m) Provide instructional guidance thru PROSPECT courses, special emphasis programs, or other initiatives.

ENCLOSURE 2

Questionaire Excerpt

Mission Essential Tasks List (METL) for the Real Estate Functional Areas and Business Processes

Instructions:  Please answer on the separate answer sheet.   Answer each question for your overall office as it is currently staffed, as you project it will be in 5 years and in 10 years.  Use a scale of 0 to 5, with 5 being an expert and 0 having no knowledge or skills.  Mark N if you do not do this function in your office and do not wish to be rated.  In the column titled Degree of Difficulty note whether the task is routine, moderate, or complex/controversial.  Also, in the column titled Frequency note whether this task is rare, often or frequent.

Questionnaire:

Knowledge and skills in the METL for the following functional areas:
12. Basic Real Estate  (civil and military) principles and guidelines 

a) How do you rate your knowledge and skills in: Understanding the Constitutional basis for real estate acquisition and disposal (including outgrants)?

b) How do you rate your knowledge and skills in: Describing basic terms used in real estate transactions- glossary?

c) How do you rate your knowledge and skills in: Identifying applicable Army Regulations (AR) in the 405 series, Engineer Regulation (ER) 405-1-12, and other regulations in related areas, such as environmental?

d) How do you rate your knowledge and skills in: Cartography, Mapping, Cartography, Mapping, Computer Aided Design and Drafting (CADD) and Geographic Information Systems (GIS), including drafting and interpreting real estate legal descriptions?

e) How do you rate your knowledge and skills in: Use of Appraisal principles by the non-appraiser?

f) How do you rate your knowledge and skills in: Asset management and Chief Financial Officer (CFO) Act?

g) How do you rate your knowledge and skills in: Environmental documentation and compliance in real estate actions? 

h) How do you rate your knowledge and skills in: Negotiation skills and negotiator’s products?

i) How do you rate your knowledge and skills in: Developing partnerships with your customers that foster a relationship that makes you the provider of choice.

ANSWER SHEET – Excerpt

Scale:  

Use a scale of 0 to 5, with 5 being an expert and 0 having no knowledge or skills.  Mark "N" if you do not do this function in your office and do not wish to be rated.
	METL for Functional area
	Degree of Difficulty

R - routine, 

M -moderate, or 

C -complex/

controversial
	Frequency 

R - rare, 

O -often or 

F -frequent.
	Current Organization

Rating

 (0 – 5,  N)
	Projected Organization in 5 years Rating

 (0 – 5, N)
	Projected Organization in 10 Years Rating

(0 – 5, N)
	Comments:

	1.a)


	
	
	
	
	
	

	1.b)


	
	
	
	
	
	

	1.c)


	
	
	
	
	
	

	1.d)


	
	
	
	
	
	

	1.e)


	
	
	
	
	
	

	1.f)


	
	
	
	
	
	

	1.g)


	
	
	
	
	
	


ENCLOSURE 3:

Other sources of training

GSA

GSA has a Federal Real Estate Professional Training Catalog, under Training and Professional Development, then link to Federal Real Estate Professional Training:  

http://www.gsa.gov/attachments/GSA_PUBLICATIONS/pub/pbsfreptrngctlg.pdf or

http://www.gsa.gov   Two contractors who teach the GSA process are:

Management Concepts, Inc. (lease acquisition)

http://www.mgmtconcepts.com
Tecumseh Professional Associates (utilization and disposal}

http://www.tecumsehpa.com/TecumsehRE.htm
DOT and Federal Highway Administration

http://www.dot.gov
http://www.fhwa.dot.gov
IRWA:

http://www.irwaonline.org
•9 Regions – local course locations

•Certification Disciplines

–Right of Way - Appraisal Certified

–Right of Way - Asset (Property) Management Certified 

–Right of Way - Environmental Certified

–Right of Way - Negotiation/Acquisition Certified

–Right of Way - Relocation Assistance Certified

•IRWA has Courses in:

–Basic Right of Way Disciplines; Communications / Negotiations; Management; Appraisal; Relocation Assistance; Environment; Property Management; Real Estate Law; and Engineering 

The Building Owners and Managers Institute (BOMI)

http://www.bomi-edu.org
American Society of Appraisers

http://www.appraisers.org
Appraisal Institute

http://appraisalinstitute.org
Colleges:

Example:

Mississippi State University, Department of Finance and Economics, Bachelor of Business Administration degree in Real Estate, Finance, and Management of Construction and Land Development.

 http://www.msstate.edu/dept/finecon/RE-BBA.html/ 

Massachusetts Institute of Technology, MIT offers a Master of Science in Real Estate Development.  It established the Center for Real Estate in 1983 to improve the quality of the built environment and to promote more informed professional practice in the real estate industry. It is the home of the first one-year Master's degree program in real estate development and a respected summer institute of professional development course

http://web.mit.edu/cre/ 

Marylhurst University, Portland, Oregon, offers an online or campus based program that combines real estate training, licensing and advanced academic studies to earn a BS in Real Estate.  Marylhurst also has a prior learning program where up to 45 undergraduate credits can be earned for documented life experience–employment,  company-sponsored or selected military training, community service, volunteer activities, independent research and travel study.  Marylhurst accepts Appraisal Institute & Mortgage Bankers Association of America coursework. 

http://www.marylhurst.edu/online/programs/realestateonline.html 

University of California Berkley, Haas Real Estate Group, Haas School of Business, offers courses for undergraduate, full-time and evening MBA, and Ph.D. programs

http://groups.haas.berkeley.edu/realestate/index.asp 

University of Wisconsin, Madison, offers a major in Real Estate and Urban Land Economics, with courses in the real estate process, real estate finance and law, valuation of real estate, urban and regional economics and residential property development.  It also offers a Master of Science and a Master of Business Administration in real estate.

http://www.bus.wisc.edu/realestate/default.asp  

Online Colleges:

Many state and private colleges also offer online instruction, such as Saint Leo University, one of the largest providers of education to business professionals and active military service members and The University of Phoenix Online.  Also, DeVry University, The University Alliance and others offer online instruction.  Be sure that the college is accredited or that credits are recognized by the American Council of Education (ACE).  Several colleges offer Master Degree and PhD programs in Real Estate.  

Most Community Colleges offer basic business and principles of real estate.  Some have courses tailored to local real estate brokers' licensing requirements, such as Austin Community College and Dallas Community College, TX; Raritan Valley Community College, NJ; Edison Community College, OH. 

