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SEPTEMBER/OCTOBER, 2008
CRS Core Course Confirmations Coming Soon!

Course confirmation packets for 2009 Core Courses will be sent out in the next couple of weeks. Packets are sent to the contact person indicated on your 2009 Core Course contracts. Packets include a confirmation letter, a copy of the original contract, continuing education letter, and instructor biography. If you do not receive your course confirmation packet by mid-October, please contact Andrea Laue, education program coordinator.

“Almost There” Campaign

Are you looking for a new way to market your course, something that goes beyond the blast e-mail, e-newsletter, or flyer mailed out to your membership?  The CRS Education department has a new way to help you promote your upcoming CRS Core Courses.  There are hundreds of students in the CRS database who are just one Core Course away from designation, and in need of that final course.  To help you reach those potential registrants, we will now send you a list of student’s phone numbers and addresses, for you to call or send your flyer to.  On top of that effort, CRS has a new specialized e-mail that we will send out to the same group of people on your behalf.  To download this request form please visit http://www.crs.com/File/Word/TwoCreditsLeft-OrderForm-Fill-in.doc or contact Andrea Laue, education program coordinator at 312/321-4456.

Webinar Recording

The recording of the CRS Course Sponsor Webinar, Course Marketing That Makes a Difference, is available to download on the CRS Sponsor website. Listen in as Judy Ransom, Vice President of the Greater Nashville AOR; Diane Gilbert, Chapter Administrator for CO CRS Chapter #1; and Dave Jones, Education Chair for the Washington State CRS Chapter discuss Course marketing and the tips, techniques and tricks they have used to get students in their CRS Courses.  The panelists were lead by Senior CRS Technology Instructor, Allen Hainge, CRS.  You can also download and print the CRS Course Sponsor Webinar Handout.
How $2 Can Make a Difference!
How can $2 per student make a huge difference?  The Florida CRS Chapter and the Florida Keys REALTOR® Association found out when they made gift bags for all of their students at a CRS Core Course held this year in Key Largo, FL.  They purchased gift bags and filled them with pencils/pens and notepads courtesy of Wells Fargo, bottles of water, snacks, and all of the course materials, including name badges, membership applications and handouts.  Each bag was blue or yellow (CRS colors) and had a sticker with the participant’s name, so they were easy to identify.  Israel Ameijeiras, CRS,  with the Florida CRS Chapter said that the total cost for each bag was less than $2, but the students were very impressed with the effort and will undoubtedly support the sponsors at future events.  
Be Creative with your Course Scheduling
As markets have shifted so too have the schedules of REALTORS®. Holding CRS Courses on weekends used to be problematic for students. Now this might be a way to differentiate your courses. We have heard that in some markets agents are looking for training that works around a second job or on weekends that are now not as busy as they once were. If you are interested in holding courses during non-traditional times, please call Andrea Laue at 312/321-4456. We will work with you to find a way to meet the needs of your students.
Give A Little to Gain A Lot

Have you tried giving your students an early bird discount, to find that you have only 5 registrations by the deadline?  Are you looking for a way to give your students that little extra incentive they may need to get them to sign up for your course?  Breanna Vanstrom, Director of Marketing with the Southern Twin Cities AOR, came up with the idea to give all registrants a 15% discount at their bookstore on the first day of class and a $20 gas card on the second day of class at a CRS Business Planning and Marketing (CRS 200) course this September.  At the association’s Wealth Building (CRS 204) course in the Spring, they gave every student a book on investments at the end of the course.  Breanna promotes these “extras” on her flyers and although she admits that the incentives are not the reason why she has had two successful courses this year, she does credit them for getting some of the students off the fence and into her Courses!

Continuing Education Credit for One-unit Courses
The Council does not obtain or handle any continuing education related tasks for one-unit instructor owned courses.  If CE credit is obtained for a course other than CRS 103, 106 or 107, it needs to be handled by the instructor and/or the sponsor that hosts the course.  Unless you have confirmed with the instructor that the one-day course you are offering is approved for continuing education credit in your state, please be very careful with how your marketing pieces are worded to avoid any confusion.
