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Partners in Education

(Classes Offered for Co-Sponsorship)

Allard, Gerry- Everett 

gcallard@comcast.net
	Challenging a Bad Appraisal: How to Fight Back and Win

	CLASS CODE: C7159S
	CLOCK HOURS: 3.0

	Low value appraisals are doing harm and COSTING YOU MONEY! Learn how the appraisal process works. Learn how to identify inaccuracies in an appraisal report and provide better comparable sales. Learn how to prepare a “Reconsideration of Value” that will give the lender the required ammunition to reevaluate the existing appraisal or order a new appraisal for your property. 




	Create BPOs Lenders Will Love: Step by Step on How to do a BPO the Right Way

	CLASS CODE: C7513S
	CLOCK HOURS: 3.0

	Learn how to prepare a BPO that will make you STAND OUT above and beyond your peers. Many lenders are frustrated with the way agents approach this process and fill out the forms. Learn how to narrow your research to produce quick and accurate results. Learn how to fill out the Fannie Mae BPO form (FBP2) in a way that will impress the lender. Lenders are giving this business to those AGENTS who know how to do this properly.   




Allen, Brett – Pt Ludlow

brettallen@johnlscott.com
	Blogging to Win Inbound Referrals & New Business

	CLASS CODE: C7173
	CLOCK HOURS: 4.0

	Blogging provides a great opportunity for REALTORS® to become the branded spokesperson for real estate within their local real estate market. Learn all about blogging including, which services to use, how to deliver the specific information your niche market earnestly seeks and cannot find anywhere else, and how to create powerful blog articles that build your reputation, expand your brand, and invoke warm-market inbound referrals. Blogging allows you to take advantage of zero-cost media distribution to the exact people that value your real estate insights. Isn’t it time to give them what they want?   




	Introduction to Social Media Marketing for REALTORs

	CLASS CODE: C7225
	CLOCK HOURS: 3.5

	 This introductory course enables REALTORS® to clearly understand social media marketing.  Students will gain the foundation required to create and implement their own social media marketing plan and know how to quantify its success. This course introduces social networking (Facebook, Twitter & LinkedIn) and personal media channels (blogging, YouTube & Flickr). Students also learn to use a client conversion model for finding and converting contacts into clients that generate in-bound warm-market referrals.  




	iPad (& Droid) Tips, Tricks & Must Have Apps to Grow Your Real Estate Business

	CLASS CODE: C7630
	CLOCK HOURS: 3.5

	 iPad and Android tablets have quickly become an indispensable tool for REALTORS® s. In this illustrative course, Brett Allen will showcase 30+ apps and 7 strategies you can use your, so very cool, iPad (or Android tablet or smart phone) to set you apart from other REALTORS® & increase your bottom line. Learn how to avoid losing listings to other agents. Learn about handy apps that can keep you better connected with your prospects and clients. Learn to use your tablet to simplify some of the previously frustrating aspects of the real estate business.


Arends, Lynn – Seattle  

lynn@lynnarends.com
	Short Sales – Three Part Series

	CLASS CODE: C6632
	CLOCK HOURS: 3.0

	Short Sales - From Pre-Listing to the Post Closing Celebration - Analyze the types of buyers and sellers who should and should not consider participating in a short sale. Learn to recognize the red flags that signal potential fraud and how you can avoid it. Understand the forms and how to use them to achieve your client's desired outcome. In short, take control of the short sale process by knowing what to do and when to do it to achieve the greatest efficiency for buyers, sellers, lenders, and real estate agents. 


Clarke, Bill - Olympia
(360) 943-3301
bill.clarke@warealtor.org
	Water Rights & Water Supply Issues for REALTORS® 3.5

	CLASS CODE: C7306
	CLOCK HOURS: 3.5

	This class focuses on water rights and water supply issues involved in real estate transactions and development projects, an increasingly complex issue in both urban and rural areas. The existing Seller’s Disclosure Form, which includes a number of questions on water supply issues, is used as a tool to help REALTORS®  understand key issues, and to identify and preserve opportunities and minimize risks for their clients. Bill’s class includes a number of practical examples to help you understand how water rights and water supply issues enter into real estate transactions, and how you can effectively deal with them.


	Land Use & Environmental Law

	CLASS CODE: C7628
	CLOCK HOURS: 3.5

	This class focuses on water rights and water supply issues involved in real estate transactions and development projects, an increasingly complex issue in both urban and rural areas. The existing Seller’s Disclosure Form, which includes a number of questions on water supply issues, is used as a tool to help REALTORS® understand key issues, and to identify and preserve opportunities and minimize risks for their clients. Bill’s class includes a number of practical examples to help you understand how water rights and water supply issues enter into real estate transactions, and how you can effectively deal with them.


Coop, Jeff – Kirkland

jeff.coop@stokeslaw.com
	Legal Update

	CLASS CODE: C7228 & C6802
	CLOCK HOURS: 3.0 & 7.5

	The Washington REALTORS® Legal Update Course is designed to provide attendees with a comprehensive update on legal issues that are important to real estate licensees and their clients.  The topics discussed during the course include new legislation and recent changes to laws at the local, state and national level as well as relevant case law developments.  In addition, the course also provides critical information and reminders about contract drafting, contract formation, agency law, licensing law, and the practical implications of the law on real estate licensees'' day-to-day business practices.


Cote, Daniel - Seattle
(425) 232-9180

 danielc@comcast.net 
	Current Trends in Real Estate Mortgage Underwriting

	CLASS CODE: C5179S
	CLOCK HOURS: 3.0

	This course attempts to present a historical perspective of the transition from manual to automated real estate loan underwriting over the last 20 years. In the process, home buyers have benefited from increased real estate mortgage availability and speed of loan processing. At the same time, certain groups of potential buyers have become viewed as second-class citizens who do not fit the computerized profile. Most significant is the potential for abuse of a system which invites loan originators to fit home buyers into zero down payment, stated income mortgages regardless of actual financial qualification. Traditionally, real estate sales professionals have maintained their distance from the mechanics of the mortgage transaction. However, with the growing proliferation of home loan products and "flexible" borrower qualification guidelines, the end doesn't not always justify the means. The real estate sales professional must become a vigilant consumer advocate by understanding the underwriting criteria and loan terms applied to their client.


	The ABCs of the FHA Life After Subprime

	CLASS CODE: C68327S
	CLOCK HOURS: 3.0

	


	From Wall Street to Main Street

	CLASS CODE: C6197S
	CLOCK HOURS: 7.5

	From collateralized debt obligations (CDOs) to structured investment vehicles (SIVs), the public has been bombarded with Wall Street’s role in the recent credit crunch and its impact on the housing sector.

Whether we like it or not, stock market “speak” is no longer a secret vocabulary reserved for investment bankers. The average American consumer is expanding their level of financial education beyond what they learn from Oprah and Dr. Phil.

From Wall Street to Main Street is intended to provide the real estate student with a fundamental understanding of what financial analysts are actually saying and how it will impact our clients, our industry, and our wallets today and for many years to come.




Eissinger, John – Port Townsend

360-301-2378

john@johneissinger.com  -  www.johneissinger.com
	Current Issues in Residential Real Estate (CORE)

	CLASS CODE: Pending Approval
	CLOCK HOURS: Pending Approval

	The Washington State Real Estate Commission and the Department of Licensing have adopted rules that require the completion of 3 clock hours of prescribed core curriculum. The 3.0 mandatory clock hours must be included in the 30 hours required for all active licensees. 2012-2013 topics include: legislative/legal update; short sale/foreclosure; REO/asset management; assistants-unlicensed; and advertising.




	Current Issues in WA Residential Real Estate

	CLASS CODE: Pending Approval
	CLOCK HOURS: Pending Approval

	The Washington State Real Estate Commission and the Department of Licensing have adopted rules that require the completion of 3 clock hours of prescribed core curriculum. The 3.0 mandatory clock hours must be included in the 30 hours required for all active licensees. 2012-2013 topics include: legislative/legal update; short sale/foreclosure; REO/asset management; assistants-unlicensed; and advertising.




Ellingson, Jan - Burlington
(360) 708.8187

Jan@JanEllingson.com 

http://www.janellingson.com/
	2012 Regional Professional Standards

	CLASS CODE: Pending
	CLOCK HOURS: 7.5

	7.5 clock hours. This course provides agents with the latest in high customer service standards through a look at the Code of Ethics and the changes that have been implemented for the current year. Learn how to avoid the pitfalls of an ethics violation and what the process is when a violation does occur. Learn the options for settling disputes with clients, customers and other practitioners. Learn how to run your business ethically! This day is filled with real life experiences, practices and exercises, and thought provoking information.


	NAR CODE OF ETHICS 3.0

	CLASS CODE: C7667
	CLOCK HOURS: 3

	This course provides agents with the latest in high customer service standards through a look at the Code of Ethics and the changes that have been implemented for the current year. Learn how to avoid the pitfalls of an ethics violation and what the process is when a violation does occur. Learn the options for settling disputes with clients, customers and other practitioners. Learn how to run your business ethically! This day is filled with real life experiences, practices and exercises, and thought provoking information. 


	NAR CODE OF ETHICS 4.0

	CLASS CODE: Pending
	CLOCK HOURS: 4

	This course provides agents with the latest in high customer service standards through a look at the Code of Ethics and the changes that have been implemented for the current year. Learn how to avoid the pitfalls of an ethics violation and what the process is when a violation does occur. Learn the options for settling disputes with clients, customers and other practitioners. Learn how to run your business ethically! This day is filled with real life experiences, practices and exercises, and thought provoking information. 


	Current Issues in Residential Real Estate (CORE)

	CLASS CODE: Pending Approval
	CLOCK HOURS: Pending Approval

	The Washington State Real Estate Commission and the Department of Licensing have adopted rules that require the completion of 3 clock hours of prescribed core curriculum. The 3.0 mandatory clock hours must be included in the 30 hours required for all active licensees. 2012-2013 topics include: legislative/legal update; short sale/foreclosure; REO/asset management; assistants-unlicensed; and advertising.




	Current Issues in WA Residential Real Estate

	CLASS CODE: Pending Approval
	CLOCK HOURS: Pending Approval

	The Washington State Real Estate Commission and the Department of Licensing have adopted rules that require the completion of 3 clock hours of prescribed core curriculum. The 3.0 mandatory clock hours must be included in the 30 hours required for all active licensees. 2012-2013 topics include: legislative/legal update; short sale/foreclosure; REO/asset management; assistants-unlicensed; and advertising.




	Environmental Issues in Real Estate 

	CLASS CODE: C5764
	CLOCK HOURS: 4.0

	The Sellers Disclosure Statement has undergone some major changes lately in the area of Environmental Hazards. This class will help you understand the purpose for these changes and what they mean to sellers. The class covers the items included in the Environmental Hazards section, as well as what their health and environmental effects are, and up to the minute information about real estate law and the role it plays in the day to day operation of your business. You will also learn what your agency duties are with respect to the completion of the form.


	REALTORS®  Safety: 7 Habits of Real Estate Safety

	CLASS CODE: C5908
	CLOCK HOURS: 3.5

	You think it will never happen to you and then you hear a story about a REALTORS®  who has become a victim of a violent crime and chills go down your spine. Random violence? You can proactively take yourself out of the bull's eye. In this class you will learn 10 Rules of Safety as well as discover some specific tools to help improve your safety.


	When Article 12 meets Social Media

	CLASS CODE: C7703
	CLOCK HOURS: 3.0

	This class will help you navigate your way through online technologies and create strategies that conform to Article 12 of the Code of Ethics.


	Would You Buy This House? 

	CLASS CODE: C7702
	CLOCK HOURS: 3.5

	Seller Disclosure Statements are only the beginning of the discourse process. It is important that REALTORS® know their obligations and responses to these potential dangers. 


Fitzsimmons, Annie – University Place (Tacoma)

(253)-460-2988

Atfitz@comcast.net
	
Best of the Legal Hotline

	CLASS CODE: C7535
	CLOCK HOURS: 3.5

	 The Best of the Legal Hotline is a fun, interactive course designed to address YOUR questions and concerns from your real estate practice. The course content is always current, because it changes from class to class based on the topics that are relevant to the students in attendance. You will receive pointers and tips that you can apply immediately to your practice to reduce your own liability and to improve the quality and success of the transactions you put together. You will gain tools to assist you in creating a more pleasant and professional experience in all of your transactions for your clients, other industry professionals and yourself. The class routinely provides information beneficial to REALTORS® S from all experience levels, because all REALTORS® are well served to know the latest legal issues and how to handle them.


	
Best of the Legal Hotline

	CLASS CODE: C6133
	CLOCK HOURS: 4.0

	 The Best of the Legal Hotline is a fun, interactive course designed to address YOUR questions and concerns from your real estate practice. The course content is always current, because it changes from class to class based on the topics that are relevant to the students in attendance. You will receive pointers and tips that you can apply immediately to your practice to reduce your own liability and to improve the quality and success of the transactions you put together. You will gain tools to assist you in creating a more pleasant and professional experience in all of your transactions for your clients, other industry professionals and yourself. The class routinely provides information beneficial to REALTORS® from all experience levels, because all REALTORS® are well served to know the latest legal issues and how to handle them.


	Current Issues in Residential Real Estate (CORE)

	CLASS CODE: Pending Approval
	CLOCK HOURS: Pending Approval

	The Washington State Real Estate Commission and the Department of Licensing have adopted rules that require the completion of 3 clock hours of prescribed core curriculum. The 3.0 mandatory clock hours must be included in the 30 hours required for all active licensees. 2012-2013 topics include: legislative/legal update; short sale/foreclosure; REO/asset management; assistants-unlicensed; and advertising.




	Current Issues in WA Residential Real Estate

	CLASS CODE: Pending Approval
	CLOCK HOURS: Pending Approval

	The Washington State Real Estate Commission and the Department of Licensing have adopted rules that require the completion of 3 clock hours of prescribed core curriculum. The 3.0 mandatory clock hours must be included in the 30 hours required for all active licensees. 2012-2013 topics include: legislative/legal update; short sale/foreclosure; REO/asset management; assistants-unlicensed; and advertising.




	Wow…..What Just Happened?

	CLASS CODE:C7038
	CLOCK HOURS: 3.5

	Holy smokes!  Did you get the license plate of that bus?  

 Sometimes, that is the way this industry feels.  In the last several years, issues of huge significance have rocked the peaceful foundation of our industry and created turbulence out of what many of us knew, for decades, to be still waters.  This class examines the most weighty and significant issues of the last 12 months and places them in perspective.  How do those issues affect brokers in their day to day sales?  What can brokers do to avoid problems created by recent statutory case law?  Sometimes, understanding the underpinnings of a problem can make the solution more manageable.  This class studies current issues and problems and reveals the most effective solutions and strategies in easy to understand language.


	Statewide Forms: How and When to Use Them

	CLASS CODE: C5426
	CLOCK HOURS: 4.0

	There are hundreds of forms available to REALTORS® for use in writing real estate purchase and sale agreements.  Real estate broker are held to the standard of care of a lawyer when using the forms and also when selecting which form to use.  Failing to use an available form when it should have been used can have devastating consequences. This class will teach use of the basic statewide residential forms and provide opportunity for students to ask questions relative to any of the statewide forms.  The class is taught by one of the lawyers who plays a significant role in drafting the statewide forms.  Every class will be tailored to meet the students at their collective experience level.  Each class can be very basic or quite advanced, depending on the experience level of the majority of students in attendance


Flynn, Mike

(253) 222-5911

mikef@johnlscott.com

	Smart Growth for REALTORS® 

	CLASS CODE: C7622
	CLOCK HOURS: 4.0

	A community functions best with homes for all income levels, jobs, schools, open space, desirable destinations and services, and different ways to reach them—by foot, bicycle, public transit, or automobile.

Smart growth is about recognizing and understanding the various facets of a vibrant community and how to achieve and maintain a balance among them

REALTORS® have everything to gain by joining with other community leaders to assure all these community attributes are in place.  After all, REALTORS® sell more than just homes, they sell neighborhoods.

More than ever, homebuyers want the convenience and value of smart growth.

Take Smart Growth for the 21st Century and get the facts about the growing demand for Livable Communities.

Smart Growth for the 21st Century is a four-hour course on the principles and benefits of smart growth development.

Participants learn:

• to describe and discuss the key principles of smart growth planning.

• to compare smart growth precepts to other planning approaches.

• to list how smart growth benefits various constituencies.




Gustin, Amy - Bellevue
(800) 320-1031

AmyG@1031eci.com

	Alternatives to Tenants, Trash & Toilets

	CLASS CODE: C5573
	CLOCK HOURS: 3.0

	Generate more listings and learn to work with investors better by understanding their options. This class is designed for a residential or commercial REALTORS® who has a basic understanding of 1031 exchanges. Students will learn about the multi-billion dollar Tenant-in-Common market attracting their baby-boomer investors. They will also be exposed to other non-traditional replacement property types considered like-kind exchange options that are attracting many of the investors they sell properties for. Learn to generate listings from those tired of being a landlord and lean the benefits and pitfalls of securitized real estate to help better sell against securities brokers.


	The Seven Keys to Success in a 1031 Exchange

	CLASS CODE: C5560
	CLOCK HOURS: 3.5

	REALTORS® have the opportunity to shine with the real estate investors when they understand the basics of a 1031 Exchange and can help their clients be successful in tax deferral. No snoozing in this tax class, students will learn to work with investors and master the basics of an exchange. Increase commissions by being more attractive to investors because you can help them navigate a 1031 exchange successfully. 


Hagen, Steve - Spokane

(509) 458-4000

stevehagen@kw.com  -  www.stevehagengroup.com
	Current Issues in Residential Real Estate (CORE)

	CLASS CODE: Pending Approval
	CLOCK HOURS: Pending Approval

	The Washington State Real Estate Commission and the Department of Licensing have adopted rules that require the completion of 3 clock hours of prescribed core curriculum. The 3.0 mandatory clock hours must be included in the 30 hours required for all active licensees. 2012-2013 topics include: legislative/legal update; short sale/foreclosure; REO/asset management; assistants-unlicensed; and advertising.




	Current Issues in WA Residential Real Estate

	CLASS CODE: Pending Approval
	CLOCK HOURS: Pending Approval

	The Washington State Real Estate Commission and the Department of Licensing have adopted rules that require the completion of 3 clock hours of prescribed core curriculum. The 3.0 mandatory clock hours must be included in the 30 hours required for all active licensees. 2012-2013 topics include: legislative/legal update; short sale/foreclosure; REO/asset management; assistants-unlicensed; and advertising.




Hanks, Brad - Bellingham

(303) 882-1650

Brad@BradHanksSeminars.com

www.bradhansseminars.com

	Building a Facebook Network / Facebook for Real Estate

	CLASS CODE: C7027S
	CLOCK HOURS: 3.0

	Facebook can be a very effective component of any marketing strategy.  And with over 700 million users, chances are many of the prospects you’re looking to reach are already there!  Find out in this information packed session how to:

· Build your brand with consistency, reach and impact

· Avoid the top 5 mistakes most real estate professionals make on Facebook

· Create a business page that attracts fans and customers

· Stay within the license guidelines and REALTORS® Code of Ethics with your social media efforts

· Deliver value to your Facebook connections and fans

· Maximize your efforts by syndicating content using simple and free tools

· Manage your time using social media




	Introduction to Social Networking

	CLASS CODE: C7148S
	CLOCK HOURS: 3.0

	The world of social media and social networking is HUGE, and many real estate professionals wonder where to start and how to keep up with the constant changes.  This overview class will offer:

· A view of some of the top social networks, and provide focus on where to spend your time

· Step-by-step, how to get started and what to do

· Easy and free tools that will cut the learning curve and reduce the time you spend managing multiple social networks

· The critical Dos and Don’ts of social networking

· Practical tips on how to generate business from these sites




	LinkedIn Basics: Building Your Presence & Network

	CLASS CODE: C7028S
	CLOCK HOURS: 3.0

	Most real estate professionals have a LinkedIn presence, but very few have learned the secrets to turning that presence into business.  In this fast-paced session, you’ll learn how to convert your LinkedIn profile from a web resume into a business.  Learn from one of the world’s top LinkedIn networkers – Brad Hanks – as he shows you how to:

· Make your LinkedIn profile “pop” with keywords to attract the attention of the major search engines

· Which groups pay off in generating business and how to create your own

· How to get rave recommendations from clients and past customers

· The 3 LinkedIn secrets to success that over 90 percent of its 110 million users don’t know about

· Time saving tips that will shave hours off your LinkedIn networking




	Reputation Management for Brokers & Managers

	CLASS CODE: C7104S
	CLOCK HOURS: 7.5

	Your firm’s reputation can be damaged in the blink of an eye in today’s Internet connected world.  Even worse, you could find yourself defending against a costly lawsuit or preparing for a license hearing before the real estate commission.  All because of something posted on a social media site.  In this course you’ll learn how to:

· Monitor what’s being said on the web about your company, brand and associates using simple and free tools

· Education strategies to keep all associates and staff within the license laws and REALTORS® S Code of Ethics

· How to develop a policy manual to cover your social media and web marketing bases

· Mitigate negative “press” that may appear on the web about your company, including 8 specific steps to manage a social media crisis

· Proactive strategies to maintain a positive image on the web

· Time management tactics and tips to avoid the social media overwhelm




	Turning Social Media Into Business

	CLASS CODE: C7160S
	CLOCK HOURS: 3.0

	Millions of consumers are using Facebook, LinkedIn, Twitter, YouTube and WordPress sites to communicate and share with friends and connections.  But did you know that many of those consumers are also looking for people and companies to do business with?  Learn how to attract those connections and turn them into business.  This action packed session will show you:

· How to get started and why you should get started on using these sites now

· How to manage all your social sites in under one hour per day

· Why maintaining multiple social networking and media sites will benefit you

· Which content to post on these to get the maximum exposure and responses

· How to stop wasting time and start making money using social media




Johnston, J.J. - Kirkland

 (425) 643-1000

 www.jtwice.com  

 jj@jtwice.com
	WORLD'S GREATEST SALES TECHNIQUES

	CLASS CODE: C7119
	CLOCK HOURS: 4.0

	Learn the keys to selling anyone. Review the 4 customer personality types in real estate and gain actual closing techniques for each one. Understand the 10 critical questions to ask every buyer or at open houses, plus 5 new demonstration/showing skills to successfully sell any home. Learn the 6 essential “contacts of value” required by every customer, and hear the 10 absolutely most important sales and marketing tips from an active, top producing, 20 year veteran REALTORS® ®. Presented in an extremely entertaining, fast paced and informative seminar loaded with take-away materials.



Jan Koal, CCIM
Pullman WA

(509) 332-4546

Email: jkoal@TransitionsRE.net
	Current Issues in Residential Real Estate (CORE)

	CLASS CODE: Pending Approval
	CLOCK HOURS: Pending Approval

	The Washington State Real Estate Commission and the Department of Licensing have adopted rules that require the completion of 3 clock hours of prescribed core curriculum. The 3.0 mandatory clock hours must be included in the 30 hours required for all active licensees. 2012-2013 topics include: legislative/legal update; short sale/foreclosure; REO/asset management; assistants-unlicensed; and advertising.




	Current Issues in WA Residential Real Estate

	CLASS CODE: Pending Approval
	CLOCK HOURS: Pending Approval

	The Washington State Real Estate Commission and the Department of Licensing have adopted rules that require the completion of 3 clock hours of prescribed core curriculum. The 3.0 mandatory clock hours must be included in the 30 hours required for all active licensees. 2012-2013 topics include: legislative/legal update; short sale/foreclosure; REO/asset management; assistants-unlicensed; and advertising.




	NAR CODE OF ETHICS 3.0

	CLASS CODE: Pending
	CLOCK HOURS: 3

	This course provides agents with the latest in high customer service standards through a look at the Code of Ethics and the changes that have been implemented for the current year. Learn how to avoid the pitfalls of an ethics violation and what the process is when a violation does occur. Learn the options for settling disputes with clients, customers and other practitioners. Learn how to run your business ethically! This day is filled with real life experiences, practices and exercises, and thought provoking information. 


	NAR CODE OF ETHICS 4.0

	CLASS CODE: Pending
	CLOCK HOURS: 4

	This course provides agents with the latest in high customer service standards through a look at the Code of Ethics and the changes that have been implemented for the current year. Learn how to avoid the pitfalls of an ethics violation and what the process is when a violation does occur. Learn the options for settling disputes with clients, customers and other practitioners. Learn how to run your business ethically! This day is filled with real life experiences, practices and exercises, and thought provoking information. 


	What Residential Real Estate Agents need to Know About Investment Property

	CLASS CODE: C7100
	CLOCK HOURS: 4.0

	Many real estate professionals treat the sale of a 1-4 unit investment property as if it were a typical residential sale.  Unfortunately this approach doesn't take into account the special needs of the investment buyer or seller.   As a result these agents are missing a golden opportunity to establish a long term relationship with a potential multiple property purchaser and possibly, down the road, a major real estate investor.  Many major real estate investors cut their teeth on residential investment properties before going on to bigger things.  

This course will show you how to meet the unique needs of the investment real estate buyer and seller.  In addition, it will provide you with tools to help you create long term relationships with your investor clients.

This course is about more than just number crunching.  The topics covered will help you to:

· ·Assess your customer’s goals and expertise regarding real estate investments. 

·  Make distinctions between your level of competence to assist clients in the areas of Residential, Commercial and Residential Investment Real Estate. 

·  Explain advantages and disadvantages of residential real estate investing. 

·  Answer client’s questions regarding the following items that are unique to residential investment real estate such as: 1031 exchange, depreciation, active and passive income, return on investment, management, governmental and funding concerns, etc. 

·  Evaluate and compare the performance of different properties using basic income property benchmarks such as: Cap Rate, Cash on Cash, Loan to Value (LTV), and by performing a simple sensitivity analysis.



Lones, Denise – Bellingham

(360) 527-8904

denise@thelonesgroup.com

http://www.thelonesgroup.com/
	Baby Boomer Trends

	Baby Boomers have dominated the real estate market for the past 5 years. With more and more baby boomers it is imperative that real estate agents understand this unique group of buyers and sellers. Baby Boomers buy and sell more real estate than any other generation and they love to invest in real estate. This class will clearly show why the baby boomer client is the most important client of the future. This class will show today's agent what motivates the baby boomer and what type of housing needs they have and why. The class will also cover the history of what has made the baby boomer so in favor of investing in real estate. 


	Lead Generations Strategies That Work

	After working with thousands of real estate agents, Denise has found that the number one challenge for most agents is lead generation!    Do you have a lead generation system that works as a “faucet” which you can turn on and off at will?  If not, you need this class!   By the end of the day you will learn: why lead generation is critical in today’s real estate market, what types of prospecting today’s buyers and sellers are receptive to, how to identify and develop strong “faucets”, what type of lead generation system is best suited for your personality, how to create a lead generation system that works, and how to customize your lead generation program to maximize results.




	Marketing Magic

	Effective marketing means money in the bank … and poor marketing can cost your agents a lot of money without yielding any results. Join us to learn which marketing is most effective, which marketing is a waste of money, the marketing tools your agents must have in their “toolboxes”, and the importance of creating a “brand”, while leveraging the brand your company has created.




	Surviving the Commission Jungle

	These days, everyone’s trying to save money. Especially sellers, who are regularly asking your agents to lower their commission. And too often, your agents agree. They simply don’t have the confidence they need to expertly articulate their full-commission value! We’ll cover the reasons why your agents give-in so easily (even when they know it’s not in their best interest), how to have an effective discussion around commission, and how to confidently negotiate a full commission at every listing presentation.


	LEADING Generation Strategies that Work

	Do your agents have a lead generation system that works as a “faucet” which they can turn on and off as needed? And if your agents do have some sort of lead generation, does it feel comfortable and natural to them? If not, you need this class! Participants in “Lead Generation Strategies That Work” will learn: 

• Why lead generation is critical in today’s real estate market, 

• What kind of prospecting today’s buyers and sellers are receptive to, 

• Which lead generation system is best suited for differing personality types, 

• How to identify and develop strong “faucets”, 

• How to create a lead generation system that really works, and 

• How to maximize lead generation results. 

If consistent income is an important goal, this class will help make that happen! 


	Power of 3

	Today’s market is forcing agents to rethink how they’ve been doing business. Anything but a red-hot market requires consistency in lead generation and follow-up in order to create “now” business. “The Power of 3” will show agents how to generate more business by leveraging their sphere of influence and their database in a whole new way. 

Your agent will learn how to: 

• Create a focused, strategic plan for increasing income now, 

• Recognize three types of clients – and what each brings to a transaction pipeline, 

• Market effectively to each type of client to maximize efforts,

• Implement a tracking system to identify “right now” opportunities, and 

• Engage those “maybe… someday” clients into “right now” clients. 

Agents will leave class understanding exactly what’s required to nurture their pipeline and create strong relationships which will lead to future income opportunities. The majority of agents who’ve taken this class have discovered “right now” money previously hidden in their pipeline! 


	Market Trends 2011: Tomorrow’s Market Based on Historical Perspectives 

	Many agents are unsure about today’s real estate market. They struggle to answer questions from past, present, and potential clients about the future of real estate. Well, it’s time to hear a positive point of view! 

Using national, regional, and local data, we will share insight and information about the current conditions. We’ll share how we got where we are today, and what’s in store for the coming year. 

Agents will also hear great “talking points” for client communications And they’ll discover how to help their clients put the real estate market in perspective in this important class!


	An Unforgettable Open House 

	Think open houses aren’t effective in today’s tech-driven society? Think again! 

Our “Unforgettable Open House” class will teach agents how to design and conduct a truly unforgettable open house. They’ll learn the secret “props” needed for success, and how to captivate open house visitors. And they’ll discover the art of truly showing a home, rather than simply standing in the kitchen while potential clients walk in (and out!) the door, and learn the secret to capturing client contact information, without seeming like a pushy salesperson! 

This memorable class is the first step in creating an unforgettable open house experience – one that will generate amazing opportunities for your agents and your office! 


	Win-Win Negotiation  

	The market has changed! It’s harder to put transactions together … and equally hard to keep them together. Real estate negotiations have become more prolonged, more difficult, and more filled with conflict. Are your agent’s negotiation and conflict resolution skills as sharp as they could be? 
If not, they’re missing opportunities … and probably not enjoying their business and personal life as much as they could. Join us for “Win-Win Negotiating” and learn how to: 

• View objections as opportunities, 

• Prepare your clients for negotiations, 

• Deal with deadlocks, 

• Lose the fear of hearing “no”, 

• Avoid serious impasses, 

• Persuade others to work with – not against – their agents and ‘the other side’, 

• Predict the other side’s reaction, and prepare for it,

• Manage negotiations based on personality styles, and 

• Say “yes” while saying “no”. 

An agent’s success in this business will depend on their negotiation skills. Skills learned in this class will help them in every aspect of their life and business. By the end of class they’ll never again confuse an “objection” with an “obstacle”! 


	Stop Wasting Time and Money

	Are your agents stuck on a work “treadmill”? Are your agents working 50, 60 … or more hours per week, but not seeing the kind of income they (and you) want or need? We all work in the hopes of being financially successful. However, this often comes at a high price – a diminished quality of life.

Join us, and Denise will show your agents:

• How to make more money – in less time!

• Life studies and statistics that prove working less will help your agents make more,

• How to get back to what’s important in their life … family and friends, and

• The proven method to develop a “quality of life” plan that works with their business plan

This is not a seminar that will lecture your agents about taking time off to enjoy family. Instead, they’ll learn systems to manage business and multiply efforts -- while simplifying their life. This is a “must have” class to help your agents get started off right!


McFerran, Ed – Tacoma
(253) 284-3842

To schedule a class contact dkreuger@a-title.com
	Tax Information for the Sole Proprietor Real Estate Agent 

	CLASS CODE: C4746S
	CLOCK HOURS: 3.5

	A class developed by the Internal Revenue Service for REALTORS® or other Sole Proprietors. This class will provide the student with information that is needed to keep good records and to understand what is allowed to be deducted and what is not.


Meyer, Pili – Port Angeles

360-417-2799

pili@PiliTalks.com
	Current Issues in Residential Real Estate (CORE)

	CLASS CODE: Pending Approval
	CLOCK HOURS: Pending Approval

	The Washington State Real Estate Commission and the Department of Licensing have adopted rules that require the completion of 3 clock hours of prescribed core curriculum. The 3.0 mandatory clock hours must be included in the 30 hours required for all active licensees. 2012-2013 topics include: legislative/legal update; short sale/foreclosure; REO/asset management; assistants-unlicensed; and advertising.




	Current Issues in WA Residential Real Estate

	CLASS CODE: Pending Approval
	CLOCK HOURS: Pending Approval

	The Washington State Real Estate Commission and the Department of Licensing have adopted rules that require the completion of 3 clock hours of prescribed core curriculum. The 3.0 mandatory clock hours must be included in the 30 hours required for all active licensees. 2012-2013 topics include: legislative/legal update; short sale/foreclosure; REO/asset management; assistants-unlicensed; and advertising.




	How to Thrive in a Changing Market

	CLASS CODE: C5703
	CLOCK HOURS: 7.5

	Today’s market and technology beg for different strategies on the part of agents in order to do more than merely survive. As the customers demand more from us more often and come more informed, we need to deliver different, targeted information in novel ways. We must differentiate in order to avoid being a commodity. This class offers many suggestions and ideas of how to reposition yourself in this changing market. 


	How to Thrive in a Changing Market - 4.0

	CLASS CODE: C5773
	CLOCK HOURS: 4.0

	Today’s market and technology beg for different strategies on the part of agents in order to do more than merely survive. As the customers demand more from us more often and come more informed, we need to deliver different, targeted information in novel ways. We must differentiate in order to avoid being a commodity. This class offers many suggestions and ideas of how to reposition your self in this changing market. 


	Listing Strategies: Skills & Secrets for Listing

	CLASS CODE: C6208
	CLOCK HOURS: 7.5

	 A strategic approach to the business of listing property, this class lays out the steps to take to success. From the preview through the listing and offer and post closing communication, this class has a wealth of tips and techniques to position you ahead of the field with sellers. The competition is consistently changing, improving, challenging and you will learn new strategies to enable you to accomplish your goals--and those of your client.


	Principled Negotiation

	CLASS CODE: C6214
	CLOCK HOURS: 7.5

	Effective negotiation skills begin with knowledge of self. Assessing your style, your goals, your strengths and weaknesses, and your risk tolerances are all a part of self-knowledge in the negotiation process. You can only understand another if you understand yourself first. A large part of licensed activity has to do with “representation” and “agency.” To this end, we are negotiating on behalf of our clients. This is a day about building your skill sets to proved better representation to your clients. 


	Principles & Punch of Ad Writing

	CLASS CODE: C6181
	CLOCK HOURS: 3.5

	“Get the biggest bang out of your marketing dollar by dynamizing your ads. These principles will not just help you be more creative but, even more importantly; they will help your ads be more effective. Learn proven steps to get the most you can out of your investment.” 


	REALTORS® Safety: 7 Habits of Real Estate Safety

	CLASS CODE: C5908
	CLOCK HOURS: 3.5

	You think it will never happen to you and then you hear a story about a REALTORS® who has become a victim of a violent crime and chills go down your spine. Random violence? You can proactively take yourself out of the bull's eye. In this class you will learn 10 Rules of Safety as well as discover some specific tools to help improve your safety.


	The Ultimate Reality Show

	CLASS CODE: C6275
	CLOCK HOURS: 7.5

	"The Ultimate Reality Game for REALTORS®? That's writing and presenting the contracts we work with in our business--listings, buyer agreements, and offers. Discover the secrets to writing a great contract and enviable presentation skills that will increase your success rate. We will cover the latest tips and legal issues with contracts. We will practice different presentation styles. " 


Pennington, Wade – Seattle

206-241-8087

wade@inspectionservicesnorthwest.com   

InspectionServicesNorthwest.com
	Avoid the Aggravation of a Home Inspection

	CLASS CODE: C6889
	CLOCK HOURS: 3.0

	Don’t let the home inspection keep you from closing the deal. Learn techniques to manage your client’s emotions and expectations from a seasoned inspector and former agent.


Porter, Dave – Seattle

206 304 8228
davep@porterworks.com
	Anatomy of a Deep Green Home

	CLASS CODE: C5946S
	CLOCK HOURS: 3.0

	This course outlines the creation from idea to reality of a national award-winning deep “green” demonstration home. The project achieved national and local certifications from five different “green” programs which are discussed in this class. This course also provides an overview of the adventures of building “green” using the home as a case study.


Schoonover, Michael R., ALC - Bellevue
(425) 391-5600

mike@pacnwgroup.com
	Commercial CODE OF ETHICS 3.0

	CLASS CODE: C7667
	CLOCK HOURS: 3

	This course provides agents with the latest in high customer service standards through a look at the Code of Ethics and the changes that have been implemented for the current year. Learn how to avoid the pitfalls of an ethics violation and what the process is when a violation does occur. Learn the options for settling disputes with clients, customers and other practitioners. Learn how to run your business ethically! This day is filled with real life experiences, practices and exercises, and thought provoking information. 


	Current Issues in Residential Real Estate (CORE)

	CLASS CODE: Pending Approval
	CLOCK HOURS: Pending Approval

	The Washington State Real Estate Commission and the Department of Licensing have adopted rules that require the completion of 3 clock hours of prescribed core curriculum. The 3.0 mandatory clock hours must be included in the 30 hours required for all active licensees. 2012-2013 topics include: legislative/legal update; short sale/foreclosure; REO/asset management; assistants-unlicensed; and advertising.




	Current Issues in WA Residential Real Estate

	CLASS CODE: Pending Approval
	CLOCK HOURS: Pending Approval

	The Washington State Real Estate Commission and the Department of Licensing have adopted rules that require the completion of 3 clock hours of prescribed core curriculum. The 3.0 mandatory clock hours must be included in the 30 hours required for all active licensees. 2012-2013 topics include: legislative/legal update; short sale/foreclosure; REO/asset management; assistants-unlicensed; and advertising.




	Fundamentals of Commercial Real Estate 

	CLASS CODE: C5706
	CLOCK HOURS: 4.0

	This course is specifically designed for residential real estate practitioners who know little or nothing about commercial real estate, but want to learn more. This course provides students with information they need to help them decide whether they want to seek additional, advanced education in order to pursue a career in real estate. 
Course Objectives: 
Name the key players and their roles in(• commercial real estate 
Identify differences between commercial and(• residential transactions 
Illustrate the different types of commercial real(• estate 
Describe different types of commercial real estate transactions(• 
Discuss key terms in commercial contracts(• 
Identify components of a(• commercial marketing plan 
Review the skills needed to succeed(• 
List(• other resources for information and education 
Offer tips on how to begin a(• commercial real estate career Who can benefit from the course? 
Newly(• licensed agents in small markets who intend to be involved in both residential and commercial transactions 
Residential brokers-in-charge who supervise(• commercial agents 
Residential agents who wish to learn more about(• commercial real estate 
Commercial agents just entering the field(• 
Real estate investors seeking information about commercial real estate(• 


	NAR CODE OF ETHICS 3.0

	CLASS CODE: C7667
	CLOCK HOURS: 3

	This course provides agents with the latest in high customer service standards through a look at the Code of Ethics and the changes that have been implemented for the current year. Learn how to avoid the pitfalls of an ethics violation and what the process is when a violation does occur. Learn the options for settling disputes with clients, customers and other practitioners. Learn how to run your business ethically! This day is filled with real life experiences, practices and exercises, and thought provoking information. 


	NAR CODE OF ETHICS 4.0

	CLASS CODE: Pending
	CLOCK HOURS: 4

	This course provides agents with the latest in high customer service standards through a look at the Code of Ethics and the changes that have been implemented for the current year. Learn how to avoid the pitfalls of an ethics violation and what the process is when a violation does occur. Learn the options for settling disputes with clients, customers and other practitioners. Learn how to run your business ethically! This day is filled with real life experiences, practices and exercises, and thought provoking information. 


	The Introduction to Real Estate Auction Class

	CLASS CODE: C5917
	CLOCK HOURS: 7.5

	Written as a primer for residential and commercial real estate professionals who have had little to no experience using auctions, this course helps students how to use the auction method of marketing, identify good candidates for real estate auctions, and network with an auction firm and/or auction professionals.




Ray Spooner – Goldendale

(509) 493-3440

rayspooner@johnlscott.com
	Corral That Deal 

	CLASS CODE: C7462
	CLOCK HOURS: 3.5

	Most real estate contracts include some conditions or contingencies that must be met before the deal is done.  This course includes exercises and discussions to help the REALTORS® understand contingencies, how to write good contingencies, and how to use them to create better contracts.  The effective use of contingencies protects and benefits your clients and customers.  Learning how to use them well will increase your value and your success.




	Current Issues in Residential Real Estate (CORE)

	CLASS CODE: Pending Approval
	CLOCK HOURS: Pending Approval

	The Washington State Real Estate Commission and the Department of Licensing have adopted rules that require the completion of 3 clock hours of prescribed core curriculum. The 3.0 mandatory clock hours must be included in the 30 hours required for all active licensees. 2012-2013 topics include: legislative/legal update; short sale/foreclosure; REO/asset management; assistants-unlicensed; and advertising.




	Current Issues in WA Residential Real Estate

	CLASS CODE: Pending Approval
	CLOCK HOURS: Pending Approval

	The Washington State Real Estate Commission and the Department of Licensing have adopted rules that require the completion of 3 clock hours of prescribed core curriculum. The 3.0 mandatory clock hours must be included in the 30 hours required for all active licensees. 2012-2013 topics include: legislative/legal update; short sale/foreclosure; REO/asset management; assistants-unlicensed; and advertising.




	Into the Breach

	CLASS CODE: C7463
	CLOCK HOURS: 4.0

	Real Estate contracts have evolved from handshakes and “your word is your bond” agreements to complex legal documents.  This course helps the REALTORS® analyze the basic contract and its related addenda and recognize areas that could lead to potential breach of contract.  We will identify and discuss possible consequences for breaching contract and possible remedies.  Most importantly, we will discuss care in preparing contracts and talking with clients and customers to reduce the possibility of breach.




	Your Personal Value as a Real Estate Agent

	CLASS CODE: C6979
	CLOCK HOURS: 7.5

	Who are you, and what do you want?  Though you may have thought about these questions, this course will guide you through a series of exercises to help you clearly define your value as a REALTORS®.  You will be able to clearly articulate your value to your clients and colleagues.  This will help you improve your business, your life and your income.  Have some fun while you Increase your self confidence and become a more valuable REALTORS® for your clients.


Tingvall, Doug – Seattle
(425) 255-9500

RE-LAW@comcast.net
www.RE-LAW.com

	Disclosure Requirements in RE Transactions 

	CLASS CODE: C6949
	CLOCK HOURS: 7.5

	“Disclosure Requirements in Real Estate Transactions" is a compilation of the disclosures required by law in various types of real estate transactions. We have come a long way since the days of caveat emptor ("let the buyer beware"). The disclosures required in real estate transactions today come from different sources and were enacted at different times. Until now, there was no single source to consult for required disclosures. This course synthesizes the disclosure requirements in a practical and meaningful format, including a helpful matrix of the disclosures required for different types of properties.


	Oscar: Outrageously Sloppy Contracts Agents Right 3.5

	CLASS CODE: C6204
	CLOCK HOURS: 3.5

	 “Oscar: Outrageously Sloppy Contracts Agent Right” take a light-hearted, but serious, look at real life examples of drafting nightmares. This short-course on contracts covers common drafting errors and how to avoid them.


	RE Law Goes to the Movies

	CLASS CODE: C5969 
	CLOCK HOURS: 4.0

	“RE LAW Goes to the Movies,” presented by attorney Doug Tingvall, is a light-hearted look at the legal aspects of real estate ownership, transactions and professionals in movies. Through clips from such well-known movies as Hollywood Homicide, Glengarry Glen Ross, Dirty Rotten Scoundrels, and Poltergeist, students will examine ethics, conflicts of interest, misrepresentation, disclosure issues, discrimination, negotiations, etc.


Willis, Margo – Spanaway

(253) 531-9400

margo@margowillis.com
	At Home with Diversity: The Changing Face of RE

	CLASS CODE: C5982
	CLOCK HOURS: 7.5

	This training program helps real estate professionals tap the emerging market of diverse ethnic groups seeking to share in the dream of new home ownership. You will learn how to communicate with and relate to all buyers and sellers, regardless of ethnic and cultural differences. You will earn the "At Home with Diversity' certificate and the right to use the logos for "One America" and HUD.


