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Working with Local Brokers

According to the 2008 CRS Student Surveys, the third most common way for an agent to find out about an upcoming CRS Course was through their broker.  A sponsor in California found this to be true, when armed with information about his upcoming CRS Course, he made calls to some local brokers and found one who agreed to not only encourage his agents to attend the upcoming course, but also decided to subsidize the cost of the sponsor’s two-day CRS Course up to $150 (or around half of the tuition).  Every time one of his agents that attended the course has a closing, he reduces the office fee to the agent by $50 (up to $150).  This unconventional marketing idea gave the sponsor enough students to hold the course, rather than have to cancel.  
Social Networking

Is your organization on LinkedIn, 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.  As a Course Sponsor, you may want to follow CRS on facebook, LinkedIn and Twitter. 
2010 Course Scheduling

This is just a reminder that 2010 courses may now be scheduled! Since the CRS Core Course Sponsor Licensing Agreements are processed immediately, the sooner you send in your Course Agreements, the sooner you can start promoting your 2010 schedule to students who attend your upcoming courses this fall.
 

Since the process for scheduling a CRS Core Two-Day Course has changed, you may want to review the checklist that takes you through the 2010 course sponsorship process.

Please contact Andrea Laue at 312.321.4456 or alaue@crs.com if you have any questions about the 2010 Course Scheduling Process.
Product at Courses 
As of September 1, 2009, CRS Quality-tested product will no longer be sent to CRS Courses.  You will still receive product catalogs, product order forms, and product lists relevant to your specific course.  
For any sponsor offering the CRS 204 or CRS 205 courses, you will receive some loaner calculators, but will not be getting calculators for sale.  Since a financial calculator is an integral part of the learning experience for students in those courses, you MUST remind your students to bring either an HP 10BII, HP 12C or a TI-BA calculator for use in class.  Approximately two weeks before your course you will receive a reminder form to send to your registered students. You should send this reminder along with your Course Confirmation e-mail.  It is also important to include the following statement in your CRS 204 and 205 marketing materials: “Required for CRS 204/205: financial calculator.  Recommended are the HP-10BII, HP-12C or the TI-BA real estate calculator.”
For more information on the Council’s decision to no longer send product to Courses, please reference the e-mail sent out on August 18th, titled, “CRS Product sent to CRS Two-Day Courses”.  If you have any further questions, please contact Stephanie Crain, Director of Products.  
NAR Courses Approved for CRS Designation Elective Credit

The Board of Directors during their Midyear meeting approved awarding Elective Credit to two NAR Courses. Successful completion of the Green Designation Core Course or Seniors Real Estate Specialist Course will each receive 2 Units of elective credit.

  

The courses will fall under the category of “NAR Courses” which allows for a maximum of 2 Units. This means if a CRS Designation Applicant takes either one of these courses, they max out in that category. Note: We are granting credit for the COURSE not the designation.

For a complete list of all of the courses that can be used towards CRS elective credit visit http://www.crs.com/Designation/766. 

The “Proven Path to Success” Marketing Guide

Do you feel like you have exhausted all of your marketing ideas and that you’re still not getting the registrations you need to fill your Courses?  Have you already incorporated e-mails, newsletters, website listing, flyers and still not gotten much of a response?  Then it’s time for you to check out the Proven Path to Success - Marketing Guide for Course Sponsors. This new guide, written specifically with CRS Course Sponsors in mind, shows you marketing and promotion techniques that have proven successful for your fellow sponsors.  Review these proven techniques, and make it a point to try one or more of them for your next CRS Course, and see if it doesn’t make a difference in your course registrations!
PowerPoint Presentations for Course Promotion

As you promote your upcoming CRS Core Courses, you should consider using the newest tool available to you on CRS.com.  A PowerPoint presentation for each CRS Core Two-Day course has been created and includes reasons for completing the CRS Designation, as well as reasons for attending each specific course.  You can use the presentations at office sales meetings and membership meetings. Also included in the presentations are testimonials from students who attended each specific course!  To view and download the presentation for your Course, visit the Ideas and Best Practices page on the Sponsor section of CRS.com.  If you have any questions, please contact Andrea Laue, Education Program Coordinator.
Course Cancellations

In the event that you must cancel a CRS Core Two-Day course, please notify Andrea Laue, Education Program Coordinator and Lois Zurella, Education Coordinator via e-mail.
