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New & Updated Course Marketing Materials
In response to Course Sponsor requests, all Course Marketing templates are 100% EDITABLE! Whether you are using the Flyer, Brochure, Postcard, or the ALL NEW One-Sided Flyer, you can move anything on the page that doesn't fit your marketing vision. Whether you need more room to include the instructor's biography or information on your post-course networking reception, you can now make room for it.
Both the single-course AND the multi-course CRS marketing materials have been updated to allow you more flexibility to promote your course(s).
And, don't forget to check out the BRAND NEW one-sided flyers (available for every CRS two-day course).  They are perfect for placement in a magazine or newsletter.  Now you can express the same message in half the space! 
REMINDER: Instructor photos & biographies, and course descriptions & images can all be found in one convenient location: http://www.crs.com/File/Word/CourseImages_InstructorPhotos-Bios.doc 
If you have any questions regarding CRS Course Marketing Materials please contact Andrea Laue, Education Program Coordinator at 312/321-4456 or alaue@crs.com. 
Updated CRS Business Planning & Marketing Course (CRS 200) 

If your organization hasn’t scheduled the CRS Business Planning and Marketing Course (CRS 200) lately, now is the time to take another look at this Two-Day Course. The updated course will show students how to:

· Apply standard business principles to the real estate practice.

· Develop Vision and Mission Statements to guide success.

· Use Situation Analysis to assess current status and market conditions.

· Identify the components of successful business plans.

· Develop a budget that will lead to profit.

· Develop a marketing plan based on Mission Statement and budget goals.

· Develop a comprehensive one-year action plan.

To find out more about CRS 200 or any of the other CRS Courses, contact Andrea Laue today!

Elimination of Three CRS One-Day Courses
The Maximize Your Potential...Personally and Professionally (CRS 103), Technologies to Advance Your Business (CRS 106) and  Mastering the Art of Selling New Homes (CRS 107)courses are no longer available in the classroom format. Existing contractual commitments will be honored, but must be reported to CRS by June 3, 2011.  The CRS Designation credit for anyone who has completed these courses does not expire! Anyone who has successfully completed these courses will still get credit for them towards the CRS Designation.

Newly Certified CRS Instructors

The CRS Education Department is happy to announce the certification of three new CRS Instructors!

Lee Barrett, CRS from Las Vegas, NV and Mike Parker, CRS from Florence, KY are the newest CRS 201 – Listing Course instructors and Chandra Hall, CRS from Colorado Springs, CO now teaches the CRS 200 – Business Planning & Marketing Course. They’re all excited to work with our CRS Sponsors, so contact one of them today to schedule your CRS Course for the fall.

CRS Course Demographic Information

After each CRS Course, students are asked to complete a course evaluation that includes demographic information. 

 

In 2010 the typical student at a CRS Two-Day Course:

· Was 40-59 years old 

· Had been in real estate for more than five years  

· Comes from varying income levels 

· Wants to obtain the CRS Designation in the next six months  

For more detailed information, please review the full 2010 report. 

As a whole, this is great information to have when deciding to whom your courses should be marketed. Each market has its differences, and that is why the evaluation results from each CRS Two-Day course you sponsor are available in your personalized Sponsor Advantage account. If you have any questions, please contact Andrea Laue, or call 312.321.4456.

Course Delivery Via Satellite, Video or Online

The Council of Residential Specialists now offers Course Sponsors a new way to bring CRS Courses to a wider audience. With the right technology, you can broadcast a CRS Course or approved Elective course to agents across the state! Sponsors can present a course via satellite, video or online if they meet the criteria established by the Council. If you have any questions, please contact Andrea Laue, or call 312.321.4456.
New CRS One-Day Course on Distressed Properties

Distressed properties accounted for 34% of the 2010 fourth quarter home sales. To prepare agents to serve this growing need, the Council of Residential Specialists developed a new course, Guiding the Buyer in the Distressed Property Market (CRS 112), that gives agents the practical tools and skills they need to counsel clients about distressed property transactions.
Guiding the Buyer in the Distressed Property Market (CRS 112) earns attendees eight units of CRS education credit toward the CRS Designation, and it has been approved as a qualifying core course for NAR’s Short Sales and Foreclosure Resource Certification (SFR). 

 

For details about the new course, please visit http://www.crs.com/Courses/1959?cid=RS112. 
