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USD Real Estate Department Marks First Year by Looking Back

EDUCATION: Danicl F. Mulvihill Remembered for Early Support; Endowed Chair Created

H By BRAD GRAVES

The Burnham-Moores Center for Real Es-
tate has announced that July 1 will mark the
one-year anniversary of the establishment of
the University of San Diego School of Busi-
ness’ Real Estate Department. The Burn-
ham-Moores Center for Real Estate and the
USD School of Business plan to celebrate
achievements made over this last year.

Concurrently, they will honor the late
Daniel F. Mulvihill, who was instrumen-
tal in the creation of the USD real estate
program 28 years ago, and who passed
away on the same day that the department
was established. In January, the School of
Business announced that the department
chair position would be named the Daniel
F. Mulvihill Endowed Chair.

“We are excit-
ed to celebrate the
one-year mark of
our Real Estate
Department,” said
Charles Tu, Ph.D.,
the Daniel F. Mul-
vihill Endowed
Chair of the Real
Estate Department
and academic direc-
tor of the Master
of Science in Real
Estate (MSRE)
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program. “The Department
success of our pro- ~ University of San
Diego

gram would not be
possible today were it not for Dan Mulvi-
hill’s leadership and support back in 1993.
A group of industry leaders, led by Dan,

raised significant
money to endow
the first real estate
chair, which ulti-
mately led to the
creation of our real
estate program.
Dan’s unwaver-
ing support helped
shape the program
from its infancy
and his legacy con-
tinues to positively
impact the future
success of our real
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estate students.”

A Popular Course of Study

Under the leadership of Dr. Tu, the
USD real estate program has reached great
heights. The number of undergraduate real
estate students (including both majors and
minors) has increased by 30% year over
year since fall 2017 for a total population
of more than 330 students in May. Real
estate is currently the sixth most popu-
lar major at the University of San Diego.

This significant increase is in large part
due to the holistic student experience of-
fered to USD School of Business stu-
dents and the unparalleled support offered
through the Burnham-Moores Center for
Real Estate, which ensures that USD real
estate students receive mentoring through-
out their time at USD through gradua-
tion and beyond. That support has been
instrumental to the students’ success and
is a big factor in attracting more students
to the real estate program.

The Burnham-Moores Center’s current
Campaign for Student Success will help
ensure the future success of the program.

“Our current Campaign for Student
Success is aptly named as it is critical to
our future success,” said Stath Karras, ex-
ecutive director of the Burnham-Moores
Center for Real
Estate. “Our goal
is to raise $6 mil-
lion for students
to bolster the num-
ber of scholarships
available in order
to support our tal-
ented undergradu-
ate and graduate
students. Simul-
taneously, our $4
million goal for
faculty will enable
us to recruit and
retain the nation’s top professors in real
estate. Reaching this campaign goal will
enable our real estate program to contin-
ue the same level of commitment to our
students for years to come.”

Stath Karras
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The Beginnings of a Program

In 1993, a real estate industry commit-
tee chaired by the late Daniel (Dan) F.
Mulvihill raised $1.5 million to endow and
name the Ernest W. Hahn Chair in Real
Estate Finance at the University of San
Diego School of Business. This was the
birth of the USD School of Business real
estate program. Funding was provided by
more than 100 donors — friends and col-
leagues of Hahn — and industry leaders

dedicated to creating a world-class real
estate program at USD.

In 2004, a $5 million endowment gift was
made to support the operations of a new
real estate center. Funding was provided
by John Moores, the Burnham Foundation,
Burnham Real Estate Services and senior
management and brokers of Burnham Real
Estate Services. A dedication ceremony to
name the Burnham-Moores Center for
Real Estate took place Sept. 2, 2004.

The MSRE program was launched in 2004
and currently has more than 300 alumni.
USD’s MSRE students have been success-
ful in international competitions, including
the ARGUS University Challenge, as well as
in the REALizing Returns University Chal-
lenge. USD is one of a few schools to be se-
lected to have MSRE students as official blog-
gers and tweeters at MIPIM, the world’s lead-
ing annual real estate market event.

In 2004, the Real Estate Finance, In-
vestments and Development Certificate
program was also launched, providing
education to real estate professionals in
the early to middle stages of their careers.

The undergraduate real estate minor
started in 2007, and the major in 2009.

Supplementing the program is the Burn-
ham-Moores Center for Real Estate.

As a center of excellence within the
School of Business, the mission of the
Burnham-Moores Center is to help re-
cruit, educate and mentor real estate stu-
dents with the goal of facilitating their
career pursuits in a socially responsible
manner and with a global perspective and
in collaboration with the real estate in-
dustry. m

Occuspace

W By FRED GRIER

San Diego-based Occuspace, an IoT oc-
cupancy data solution provider, has seen
significant growth from universities and
businesses, such as restaurants, gyms, ski
resorts and apart-
ment communities,
over the last year
in part due to the
pandemic.

Founded in
2018, by Nic Halv-
erson, Linus Gra-
sel and Max To-
polsky. Occuspace
provides real-time
foot traffic data
and spatial intelli-
gence for business-
es to better under-
stand and control how their buildings are
being used.

“We have more inbound interest than
we’ve ever had,” said Nic Halverson,
founder and CEO of Occuspace. “Over
the last 12 months, the company has seen
5x year-over-year growth as workplaces
and education institutions accelerate their
reopening plans.”

Nic Halverson
CEO and Co-Founder
Occuspace

Collecting Data

Leveraging an IoT sensor, it can pin-
point Wi-Fi and Bluetooth signals from
mobile devices such as laptops and smart-
phones within about 4,000 square feet. Its
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The Occuspace mobile app tracks crowds
at gathering places on campuses. The data
also can be integrated into existing apps of
universities and other customers.

algorithm then predicts occupancy at up
to 95 percent accuracy.

In particular, it can estimate the num-
ber of people in a space—for example,
students studying on a floor of a big uni-
versity’s library. Students can see the data
in real time to avoid crowds. Its sensors
also work in restaurants, gyms, and offices.

“Occuspace is helps businesses more
accurately understand, control, and im-
prove the way their spaces are being used
to enhance the visitor experience and in-
crease efficiencies and cost-savings,” said
Halverson.

Its technology has been deployed most-
ly in libraries at about a dozen universi-
ties so far, including Baylor University,
University of Rochester, Oklahoma Uni-
versity, multiple University of California
campuses.

“Long before the coronavirus outbreak,
staff at our River Campus Libraries have de-
sired to get a better
sense of how many
students are using
the spaces at any
given time,” said
Lauren Di Monte,
associate dean at
the University of
Rochester. “Each
day’s data provides
a chance to eval-
uate how spaces
are being used and
how they could be
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modified to make them safer or more ac-
commodating during this precarious time.”

Helping over 450,000 Students

To date, it has helped over 450,000
students stay safe and socially-distanced
across the U.S. and Canada. The cost to
deploy the technology on campus can
range from $8,000 to $25,000 annually
for university libraries, depending on the
size, said Halverson.

An early-stage startup, it has doubled
the team size from four to eight people
and is headquartered in Mira Mesa. An-
nual revenues were not disclosed.

Halverson said gyms are a natural exten-
sion of the technology, which he would like
to see eventually integrated into services
such as Apple Maps, Google Maps and
Yelp. Looking forward, the company plans
to enter new verticals as well. B

=)

Occuspace

OCCUsSpace

FOUNDED: 2018

CEO: Nic Halverson

BUSINESS: An occupancy data solution provider.
HEADQUARTERS: Mira Mesa

EMPLOYEES: 3

FUNDING: Roughly $2 million

WEBSITE: www.occuspace.io

NOTABLE: The founding team graduated from UC
San Diego.

CONTACT: info@occuspace.io




