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Across the nation, universities
understand that recruitment of
top faculty and top students go
hand-in-hand.
The Burnham-Moores Center for Real Estate at the
University of San Diego School of Business is no
different—except—we go further. We understand that
the strong relationships we build with industry are the
capstone to producing successful graduates.
On a daily basis, the Burnham-Moores Center
demonstrates that a successful career in real estate
is more than textbook knowledge about land use,
structures, analysis and finance—it’s also about
relationships.

To that end, the Burnham-Moores Center has developed
a signature program called “AIM” that aligns an
assessment of student strengths and interests with
curriculum, industry connections and mentors.

Assessment
Industry connections
Mentors
When students experience the benefits of the AIM
program, combined with classes, site visits and
access to extraordinary faculty, the result is top-level
graduates for the real estate industry—graduates
who become outstanding professionals and industry
leaders, and eventually, generous alumni of the
University of San Diego. This is a winning formula for
year over year success.
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VISION
The Burnham-Moores Center
at the University of San Diego
School of Business seeks
your help to significantly
increase scholarship support
for students as well as
recruitment and retention
support for renowned faculty.
In doing so, we will attract,
educate and graduate
outstanding students.
These actions, combined with
strong collaboration with
the real estate industry, will
accelerate our reputation for
comprehensive excellence
in providing one of the
best academic and applied
real estate programs in the
country by 2020.
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PROGRAM GOALS
With the implementation of the unique AIM program under
the leadership of Executive Director Stath Karras, now is the
time to take the reputation of the Burnham-Moores Center
for Real Estate to a new level of excellence.

Students

#1...Again
USD ranked

“Best Real

Estate College
in the U.S.”
2018 and 2019

At the Burnham-Moores Center, we are all about USD real estate students,
undergraduate and graduate, and their success. Our student-centric
approach and our AIM program ensure that students will be happy with
their career choice, productive at their work and contributors to their
communities. This student-centric approach led to College Factual ranking
USD the #1 Best Real Estate College in 2018 and 2019.

UNDERGRADUATES
Few undergraduates start their college experience with a career in real
estate in mind. However, once exposed to the many interesting facets
of the industry, many top students are attracted. The availability of
scholarship assistance, in the middle of their undergraduate experience,
is quite often a key factor in making the decision to focus on real estate
during their junior and senior years.

GRADUATE STUDENTS
Over the next three years, our goal is to raise the overall talent level
of the graduate applicant pool for the Master of Science in Real Estate
(MSRE) by doubling our applicant-to-student ratio from 2:1 to 4:1.
Necessary and interlocking components of the strategy to meet this goal
are: 1) a considerable increase in our ability to provide scholarships, and
2) communicating scholarship strength to the market. Together, these
factors will significantly increase our ability to compete for and attract
top students year over year.

Faculty
Simply put, even the best students are hard-pressed to meet their full
potential without the wisdom and inspiration provided by faculty who
are truly outstanding in their field. For more than 25 years, the BurnhamMoores Center for Real Estate has been fortunate to be home to a few of
the very best real estate faculty in the nation. Acknowledging the level of
distinction that these faculty members have brought to all aspects of the
School of Business and to the Burnham-Moores Center for Real Estate—in
teaching, research and industry relations—timely succession planning is
essential. In preparation for faculty career transitions in the next few years,
it is critical that the Burnham-Moores Center has the ability to recruit and
retain the very best real estate faculty in the nation.
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BACKGROUND
EXECUTIVE DIRECTOR STATH KARRAS, now in his fourth year, has
continued to build the Burnham-Moores Center on the solid foundation
established by Dr. Mark Reidy, as founding executive director. Through
his diligent and thoughtful leadership, Karras has brought the BurnhamMoores Center to its present state of integration of the AIM program,
with the rigors of academic excellence proffered by the faculty.
Organizationally, Karras has worked carefully to ensure that all necessary
functions of the Burnham-Moores Center are in place and the right
people are on the team to execute. Three key functions were added
since his tenure began and were fully operational as of 2017. These key
enhancements have already made a significant impact in the overall
success of real estate students.

Community Outreach and
MSRE Recruitment

Real Estate Student and
Career Services

Following the addition of the Community Outreach
and MSRE Recruitment Manager Ashley Adams at
the midway point of the 2017 recruiting cycle, the
incoming cohort of MSRE students was 19 percent
larger than that of the previous year. The 2017-18
MSRE cohort was not only larger in size, but was
also slightly more diverse in terms of gender and
ethnic background. The cohort also showed a 33
percent increase in the number of students who well
exceed the GMAT admissions requirement and a 16
percent increase in those who well exceeded the GPA
requirement.

One of the hallmark value-add services of the BurnhamMoores Center is the McQuaig career assessment tool
employed by Jacqueline Greulich, associate director, real
estate student and career services. Since its inception
at the Burnham-Moores Center in 2016, the McQuaig
assessment has been used with more than 250 USD
real estate students and at least 100 USD real estate
alumni. Early feedback indicates that the assessment is
a good indication of whether a student will enjoy their
next position and if their behavioral traits are a match
for the type of work they will be performing. Several of
the Burnham-Moores Center’s Policy Advisory Board
members have started using the McQuaig assessment
for hiring practices and are seeing great results. Students
find the assessment helpful in understanding their
natural behavioral traits and how those traits relate to
specific types of positions in the commercial real estate
industry. It helps students target the positions that are a
good match for them.

The current 2018-19 MSRE cohort increased by
five percent from the previous year. Further, this
cohort is diverse and accomplished. Twenty percent
of the graduate students are international, traveling
from Germany, Japan, Argentina and Canada. The
acceptance rate for the MSRE program decreased by
five percent this year, which in conjunction with a
five percent increase in the enrollment (or yield) rate
indicates the program is becoming more competitive
year over year. Continuing to recruit a robust group
of highly qualified prospective MSRE students, who
become engaged students and alumni, is central to the
Burnham-Moores Center’s mission.

At the Burnham-Moores Center, we are all about
USD real estate students—undergraduate and
graduate— and their success.
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Alumni and Scholarship Services

WHY NOW...

Following the launch of its new alumni web portal in
November 2017, led by Joe Bertocchini, alumni and
scholarship services manager for the Burnham-Moores
Center, the USD Real Estate Alumni Associationhas seen
a 14 percent increase in membership in just four months.
With more than 1300 real estate alumni now cataloged,
USD’s real estate alumni now have access to a dynamic
online directory which alumni can use to network with
their peers both personally and professionally.

The Burnham-Moores Center for Real
Estate has come a long way since its
founding in 2004. Every day, we engage
in our mission to recruit, educate
and mentor real estate students at
the University of San Diego School
of Business and facilitate their career
pursuits. Every day, this is what we
strive to do better than we have ever
done before. Our faculty and executive
leadership, our organization and
staffing, and our industry engagement
have never been more cohesive.
As a result, the center is operationally
the strongest it has ever been.

Through stewardship of existing donors and networking
with professional organizations, the scholarship offerings
to USD real estate students have increased from $90,000
to more than $200,000 in just 12 months. This dramatic
increase in financial aid is important to the BurnhamMoores Center’s student-centric mission, as more than 75
percent of the USD student population is on some form
of financial aid.

It’s easy to imagine that when students know that
there are dedicated professionals to personally help
them at each stage of their academic experience—
from their very first inquiry about real estate as a
career to networking with fellow alumni—word
gets out that the Burnham-Moores Center for Real
Estate is the place to be associated with in the real
estate industry in San Diego and beyond.

From this position of strength,
and to ensure the continuity of
excellence, now is the time to
engage in our Campaign for 2020
to comprehensively move the
Burnham-Moores Center for Real
Estate to the next level.
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Total Campaign Goal: $10 MILLION
The importance of significantly increasing the capacity to attract top students and securing funding to
effectively recruit renowned and experienced faculty at the same time cannot be overemphasized.
FOR STUDENTS – $6 MILLION

FOR FACULTY – $4 MILLION

Our goal is to increase the ability to
provide scholarships year over year.

Our goal is to increase our ability to recruit and
retain the nation’s top professors in real estate.

Currently, scholarships available to real estate
students from USD funds and funds held
at the San Diego Foundation add up to just
over $200,000 per year. By increasing our
available funds to more than $400,000 per
year, we will be able to expand the number
of real estate scholarships as well as the value
of scholarship awards.

In order for the Burnham-Moores Center to ensure that its
reputation of being home to nationally renowned real estate
faculty is continuous, now is the time to acquire the funding
that will allow for the recruitment of new faculty with proven
capability and an outstanding national reputation. In anticipation
of upcoming career transition for current senior faculty, having
financial confidence to go into the marketplace will enhance
the choices available to the University of San Diego’s School of
Business and significantly increase the ability to attract qualified,
highly experienced faculty who will flourish at the School of
Business and the Burnham-Moores Center for Real Estate.

To achieve our scholarship goal, expendable
funding of $1,000,000 and new endowment
funding of $5,000,000 are required. Endowment spending is based on a total return
strategy, which includes both appreciation
and income. The current spending rate is approximately four percent of the endowment.

To achieve our goal for faculty recruitment, a new endowment
funding of $4,000,000 is required. Endowment spending is based
on a total return strategy, which includes both appreciation and
income. The current spending rate is approximately four percent
of the endowment.

Together…we can do this!
When support to increase the quality of the student applicant pool is concurrent with the support
to recruit outstanding faculty, then program reputation soars, students are well served and industry
benefits from the best-prepared real estate leaders of tomorrow. We invite you to join us with your
charitable gift as we accelerate our reputation for excellence in providing one of the best academic
and applied real estate programs in the country by 2020.

Help create an ‘all-around win’ for real estate
students at USD. Please contact:
Stath Karras

MaryAnn F. Stewart

sjkarras@sandiego.edu
(858) 204-5085

mafstewart@gmail.com
(858) 243-0828

EXECUTIVE DIRECTOR
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EXECUTIVE ADVISOR FOR PHILANTHROPY

UNIVERSITY OF SAN DIEGO
SCHOOL OF BUSINESS
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CONNECT WITH US

@USDBMC @USDSBA

		

Burnham-Moores Center for Real Estate

USD Real Estate Alumni Association

