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Demographic Reports

Compiled data collected from student evaluation forms is now available on the Sponsor website for 2007 and the first three quarters of 2008. For years sponsors have been sent the demographic results from their individual courses, but now you can view the collective data from all CRS Core courses.  This data can be used to help you decide who to promote your courses to, as well as what items you should focus on in your promotional materials.  
Navigating the Market Fliers

In 2008, 29% of CRS Core Course students attended a CRS two-day course to get information to improve their business. The popular belief is that most students attend CRS courses because they are working towards the CRS Designation or they can get continuing education credit (in some states), but this statistic shows that another reason is just as important. Nearly one-third of students who show up at a CRS Core Course truly just want to find tried and true ways to help them improve their business. In response to this data, we have created new promotional fliers that detail specific solutions-oriented strategies and techniques students will learn at a CRS two-day Course.  
To view the new fliers with a “Navigating the Market” theme, visit http://www.crs.com/Marketing/137 and click on the two-day course you are offering in 2009.  At the bottom of the page you will see a thumbnail of the new flier.  Below that you will see a link titled “Navigate Markets Flier”.  Click on that link to open and download the flier.
Cancellation Policy
If you would like people to sign up earlier for you CRS Two-Day course, or your One-Day elective course, you may want to make sure your cancellation policy is clear and flexible.  If they don’t know what your cancellation policy is, potential students may wait until the very last minute to register due to pending business and in some cases this may be too late because you’ve already had to cancel because of low registrations.
But having a cancellation policy may not be enough.  You have to try to be somewhat flexible.  You may want to consider giving a full refund up to two weeks prior to the course, minus a $25-50 administrative fee.  If it is less than two weeks, you could raise that fee to $100.  If they cancel less than 48 hours before the first date of the course, keep the entire tuition, unless there is a medical reason or an “Act of God” that prevents them from attending.  Another option is to allow them to use the tuition fee as credit towards another CRS course you have scheduled for later in the year.  Your policy should be stated on all materials promoting the course.
Course Promotion Idea

If you think you will have to cancel your course because of low registrations, you may want to consider letting your registered students know and ask them to spread the word in their offices.  What better person to “sell” your course than someone who has a vested interest in it already.  You may want to take it a step further and offer the registered students $20 back for every student they get to sign up, although being able to help prevent the course from canceling may be all the incentive they need.  This suggestion came from a student whose course was canceled who stated that they would have helped promote the course if asked to do so.
Website Marketing
It seems more and more these days people want to research products and services online before speaking to a live person, and I would bet the same could be said about prospective students for your CRS or elective credit courses.  If you don’t have your courses posted on your website, or if they are really hard to find, or worse yet, if a password is needed to access them, you may be missing out on dozens of prospective students.  From the Course Schedule on CRS.com, we can provide a link to your website for students to find out more information on the course.  If you have no details about the course on your website, the student may decide to move on.  
If you have a direct link to course information on your website, please send it to Andrea Laue, Education Program Coordinator at alaue@crs.com so it can be linked to your course listing on CRS.com.
Returning CD’s

When you are packing up the excess materials from your CRS Two-Day course, please do not forget to pack up any extra Course CD’s along with the rest of the course materials.
One-Day Courses Get Core Credit

Council-owned One-Day courses, Maximize Your Potential Personally and Professionally (CRS 103), Fundamentals of Real Estate Technology (CRS 106) and Mastering the Art of Selling New Homes (CRS 107) are now eligible for Core designation credit, rather than elective credit.  You will still schedule these three courses directly with the instructors certified to teach each course. 

Two other options for Core education credit are the CRS online courses, Creating Value for Your Clients and Putting Technology to Work for Your Clients. For information on the CRS eLearning courses please visit http://www.crs.com/Education/1782. 
To learn how to earn revenue as a CRS Internet Marketing Partner, please visit http://www.crs.com/IM_Program. 
