COUNCIL OF RESIDENTIAL SPECIALISTS

COURSE SPONSOR NEWSLETTER

MARCH-APRIL, 2009

2010 Course Sponsor Website Goes Live!

The CRS Course Sponsor section of CRS.com is live and full of the information you need as a Sponsor of CRS Courses in 2010!  Information on instructors, courses, dates and the new CRS Service Levels are available. Visit http://www.crs.com/2010_Overview for more information or call Andrea Laue, education program coordinator, at 312.321.4456
2010 Course Scheduling – One Size Does NOT Fit All
Would you like step-by-step instructions on how to navigate the new 2010 Course Sponsorship process?  Well, you’re in luck because CRS is holding a FREE webinar open to all Sponsors that will take you through an action plan/checklist for scheduling a course in 2010.  The webinar is scheduled for Thursday, April 9th at 2:00pm CST (3:00pm EST/12:00pm PST).  To RSVP for the webinar, please e-mail Andrea Laue, Education Program Coordinator.
Course Marketing to Companies

If filling a course these days seems nearly impossible, and even the most creative marketing ideas don’t seem to be working like they used to, perhaps you can take a cue from Tom Patterson, CRS, with the Alamo Area South Texas CRS Chapter.  Approximately one month before the start of his course, Tom had fewer than 20 people registered, so he decided to try a new approach.  He contacted large real estate offices in his area and gave them this offer – Send ten or more agents to the upcoming two-day Core CRS Course and they each pay only $199/person, a savings of nearly 33% off the regular tuition of $295.  Because of this inventive promotional strategy, Tom added 45 more students to his course (one company alone sent 23 agents)!
Combined Efforts Pay Off in Registrations
Less than thirty days before their course, the Colorado CRS Chapter #1 and the Loveland-Berthoud AOR had nine people registered for the CRS Listing Course (201). Debbie Long, Association Executive for Loveland-Berthoud knew from past courses that the majority of the students would wait until the last minute to sign up, but this knowledge didn’t mean she could just sit back and wait for the registrations to come in on their own.  
Debbie, with the help of Candice Warren and Mary Nelson, with the CO CRS Chapter #1, stepped up their efforts the final month before the course.  Mary notified GRI students of the upcoming CRS course, while Debbie continually sent e-mail reminders to her members and used a flyer service to mail out registration forms using the mailing labels provided by CRS.  They also took advantage of the Blast E-mail service and the Almost There Campaign offered by the Council. The Almost There campaign combines an e-mail, sent by the Education Program Coordinator to CRS students/members who are two credits shy of earning the CRS designation, along with a phone list that is sent to the sponsor.
Candice made phone calls to people on the “Almost There” list from the Council, and called students from prior courses, making over 100 phone calls.  She reminded them that now is a great time to take a Course, because what better time to get your education taken care of than while business is slow.  She also asked them to share the information with people in their office.  Candice feels that the direct contact with the students really made the difference since just two weeks before their course, they couldn’t be sure it would be successful, with only 22 people registered.  They decided to keep pushing and by the first day of the course, they had 51 people signed up!

New One-Day Core Course

A new one-day Core Course on foreclosures and shorts sales has been added to the CRS Curriculum.  The Short Sales and Foreclosures: Protecting Your Clients' Interests (CRS 111) course provides REALTORS® with practical approaches to the pre-foreclosure and foreclosure processes that will result in the successful disposition of these properties. To find out more information on this course, please visit http://www.crs.com/About_Courses/287?cid=RS111. 
New One-Day Elective Courses

The following courses have all been approved for CRS One-Unit Elective Credit:

· Marketing with Microsoft Office Advanced – Pat Zaby, CRS
· Going Green – Mark Given, CRS
· Ninja Selling Business Systems – Walt Frey
· Social Media: The New Business Toolbox – Brad Hanks
· Fiscal Literacy – Gee Dunsten
· Effective Risk Management Strategies – Marcie Roggow
· Reading "The Signs of the Times" - Pam Ermen
Descriptions for these courses and all of the other Approved Elective One-day Courses can be found at http://www.crs.com/Education/173
New CRS Designation Requirements

The CRS Designation program was modified and agents with at least 10 years in the business now have a new way to earn the CRS designation through the Pro-Program.  The updated requirements are listed below:
	Program
	Option A
	Option B
	Pro-Program*
	Managers



	Production Requirements
	75 transactions within any five years

OR

$25 million within any five years


	25 transactions (with no time frame)

OR

$8 million with a minimum of 10 transactions within any 2 years


	150 Transactions

OR

An average of $1 million per year of experience with a minimum of 40 transactions

(i.e. 10 years=$10 mil, 15 years = $15 mil, 25 years=$25 mil, etc.)


	Directly oversee a minimum of 400 closed residential transactions

OR

Directly oversee $80 million in closed residential transactions

OR

Have 4 years of real estate management experience



	Core Course Requirements
	4 Core

Course Units


	6  Core

Course Units
	2  Core

Course Units
	6 Core

Course Units

	Elective Requirements


	4 Units
	4 Units
	N/A
	4 Units


*To qualify for the Pro-Program individuals must be licensed for a minimum of 10 years.

E-mail Address for Every Student

Students should include their e-mail address on their course exam answer sheet, but in case they don’t, please make sure you ask every student for their e-mail address when they register for your course.  The ONLY way a student receives notification of their exam grade or has access to their Course Certificate is via e-mail, so an accurate e-mail address is more important than ever before.

You should include the students’ e-mail addresses along with the rest of their contact information on the roster you return with the alphabetized exam answer sheets.  A roster is required for every course. For an Excel version of the CRS-preferred template, please visit http://www.crs.com/File/Excel/Roster_Template.xls. 

Exam Answer Sheets

As a CRS Course sponsor, you have potentially offered both one-day and two-day courses.  Each type of course has a different exam answer sheet, which is sent to you along with the rest of your course materials.  If you have leftover answer sheets from a one-day course, please do not use them in a two-day course, and vice versa.  The one-day answer sheets are orange and the two-day forms are pink.  The two cannot be interchanged.  You should also not use Xerox copies of the answer sheets, because these will not work in the Council’s Scantron machine.  From this point forward, the Council will not accept exams that are completed on the wrong form or on a Xeroxed copy.

