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Marketing Guide for Course Sponsors
Every marketing plan for a CRS Two-Day Course should include the following activities:

· Post course on public website and DO NOT PASSWORD PROTECT IT
· Blast e-mails – your own and from the Council
· Distributing flyers promoting your  course at every educational or member event – templates can be found on CRS.com
· Contacting your instructor to see what help they can offer
· Press release to news media – templates can be found on CRS.com
· Contact local REALTOR® boards and associations and ask them to include the course on their calendar and in newsletters 
The rest of these ideas are best practices of our most successful sponsors.  Consider adding just one or many of these to your promotional mix and you will see the results!  REALTORS® might need a little extra push right now, but once they find themselves sitting in a CRS Core Course, they will realize that the amount they paid to attend is a drop in the bucket compared to what they will get in return!
Office Visits

Contact local brokers to find out if you can come speak or give a short presentation at one of their sales meetings for five or ten minutes.  Ask ahead of time whether they have any CRS Designees in their company who might want to stand up and give a testimonial about CRS Courses or the benefits of becoming a CRS Designee.  Bring copies of your course flyers/registrations forms to distribute and consider offering a discount for multiple agents from the same office who sign up together, or any one person who signs up during your visit. Supporting PowerPoint presentations on each course will be available soon at CRS.com.
Phone calls

Brokers

Call local brokers and tell them about your course.  You should be prepared to answer specific questions about the course content, so you may want to contact your instructor for a summary of what he/she will be teaching.  Let the broker know if you are offering any discounts and find out whether they may be willing to subsidize a portion of the tuition for their agents.  You should also have detailed information on the benefits to the broker of having CRS educated agents working for them.  Benefits include, but are certainly not limited to:
· CRS Designees earn higher incomes, which boosts your bottom line

· CRS Designees receive better training, so you have less liability and risk

· CRS Designees are more professional, which reflects positively  on you and your company

· CRS Designees provide better service to their clients, so you’ll have happier customers

· CRS Designees are better educated through CRS Courses and learn to be more self-reliant, so you can be more comfortable with their decisions 

Agents

Call agents in your area, including past students, members, or agents on a list provided by CRS (Comprehensive Service Level only) and tell them about your upcoming course, including a short description, cost, date, and location.  Consider giving them a small discount if they sign up over the phone.
Discounts for multiple registrations

You might consider advertising a discount for multiple agents from the same company who sign up together.  Another idea is to give one student a discount for every other individual he/she gets to sign up (i.e. $15 back for every student he/she gets to register, not to exceed the tuition amount).
Getting CRS Designees Involved – Testimonials, speaking at sales meetings

Ask CRS Designees in your organization if they can give you a testimonial on the course you are offering, or on the benefits of getting the CRS designation.  At membership meetings, ask for a CRS Designee who can speak to how what they learned at CRS Courses and as a CRS designee has improved their business.
Payment Plan

During tough economic times, you may want to consider offering a payment plan to your students.  A couple of ways to do this is to divide the tuition into four payments and charge their credit card every two months, or you can give them up to a year to pay off the tuition within their own time frame.
Gift with purchase – gas card, book on related topic

Add a special gift as an extra incentive.  Try to find something that relates to the course you are offering.  You might even be able to get a deal from a local affiliate sponsor or retailer.  If you can’t get a gift that relates to the topic you are offering, consider gas cards, restaurant gift certificates, books on similar topics, etc.
List restaurants and hotels on your website

Listing your course along with a comprehensive list of nearby hotels and restaurants may incite students to sign up for your course if they are coming in from out of town.  Listing that information helps them plan their trip and not have to worry about the details.  You may also want to include distances from local hotels to your course location, distance from the airport, and local car rental agencies.
Multiple Courses? Consider a Discount
If you have more than one course scheduled for the year, you might want to consider giving students a discount if they sign up for more than one course at a time.  If you are offering three or more you might want to give a bigger discount for each course they sign up for.  Another way to do this is to offer a discount if they attend one of your CRS courses and sign up for an upcoming one while they are at the course…even a more significant discount than just your early bird special.  The discount should be at least $50 or more off your regular tuition, to make a difference to the student.
The Early Bird Gets Free Tuition!

Promote an incentive such as free tuition to get your students to sign up sooner.  Hold a drawing for everyone who has signed up before your early bird deadline and the winner receives free tuition, a significant discount or a really cool gift!
Target Marketing
At the end of each of your CRS Courses, you are sent the demographic results from your course which gives the average student age, income, and years in the business, etc. for your course.  This information can be used to determine which agents you should be targeting your marketing towards.   The national average CRS student demographics can be found on CRS.com.

Promoting to Past CRS Students
You should keep a separate contact list for every student who has attended a CRS Course sponsored by your organization.  This is a built-in audience who has already experienced a CRS Course and knows the quality of the content.  Even if they are already designated, many students would be interested in taking a course for a refresher or for new information at a course they haven’t taken yet.

Making the Most of Social Media

Is your organization on Linked In, facebook or one of the many other social networking sites?  If so, promote it on your flyers, newsletters, e-mails, etc.  As more and more people become your fans, friends or connections, you will have a bigger and broader base of people to promote your courses to.  Promote your course as an event, and regularly update your status with information about it.  
These are just a few ideas to consider as you promote your CRS Course.  Try out one today and see if it makes a difference in your promotional efforts.  If you have any other unique marketing techniques that have worked for you, please share them with Andrea Laue, Education Program Coordinator at alaue@crs.com.  Help your fellow sponsors with your attendance building ideas!
