


Appraisal & Inspection Basics

3.75 hours — NY

This course covers broad issues on property appraisal and inspection. The fundamentals of real
estate valuation and various methods how to appraise properties are emphasized. It also serves
to educate real estate associates on the discipline of a home inspection. Further, this course
covers how a salesperson can understand home inspections to benefit their clients. Important
Note: This course serves only to provide you with basic knowledge on home inspections. A sales
person should not perform a home inspection. It should be left to a trained professional Inspector.

Asset Management

3 hours - CA, Ml, MN, PA, TX

Asset Management is the term used for the decision-making process involved in maximizing
returns on real property investments. This process includes such decisions as whether or not to
renew a lease for a tenant, purchase or lease more assets, improve, sell or rent one’s current
assets, etc. The asset manager must be aware of market trends and indicators and must be able
to accurately predict the cash inflows and outflows of his or her own holdings. This module
provides an introduction to the basics of asset management. It introduces the student to the key
ideas and concepts of management as well as the techniques a manager will use to evaluate the
market and evaluate the financial impact of alternatives in order to make properly informed
decisions. The student will learn how to handle distressed properties and how to successfully
market a revenue-increasing strategy.

The module ends with case studies and real world practice, which will aid the student in
becoming confident and familiar with the various aspects of asset management.

Asset Management (GA)

3 hours - GA

Asset Management will provide insight into decision-making techniques used in choosing a
strategy to maximize the value of an income-producing property. Real estate agents who deal
with residential/commercial property investments will benefit from this introductory course on
asset management.

Course obijectives in this course are:
Asset Management Essentials,
Case Study: San Felipe Court
Assumptions

Buying vs. Leasing

Distressed Property

Bad investment Decisions

Asset Management (OK)

3 hours — OK

This module provides an introduction to the basics of asset management. It introduces the
student to the key ideas and concepts of management as well as the techniques a manager will
use to evaluate the market and evaluate the financial impact of alternatives in order to make
properly informed decisions. The student will learn how to handle distressed properties and how
to successfully market a revenue-increasing strategy.

The module ends with case studies and real world practice, which will aid the student in
becoming confident and familiar with the various aspects of asset management.

Asset Management (3hrs)

3 hours —NY, SD, TN

This course covers broad issues and components of asset management plans. It also explains
the discounted cash flow analysis. And the impact of the different assumptions on discounted
cash flow analysis. It further explains the factors to consider deciding whether to buy or lease

property.




Basic Real Estate Financing

3 hours -TN

This course provides an introduction to residential real estate finance, including information on
the underwriting process for FHA, VA, FNMA & FHLMC loans. In this course the student will learn
the basics of the different types of loans available and the advantages and disadvantages of
each; loan applications; appraisals; escrow; titles; and credit reports, including qualifying for loan
amounts and verifying income and assets. The student will also learn how to calculate loan
amounts, estimate monthly payments from property taxes, hazard and mortgage insurance,
qualifying ratios and income.

California Instant Renewal
33 hours - CA
Renewal Package Includes:

e Tax Favorable Real Estate Transactions
Real Estate Appraisal
Environmental Hazards
Home Inspection
Using the Internet to Serve Clients
Asset Management
Closings and Settlement Costs
Leases

Closings & Settlement Costs

4 hours — CA, Ml

In many states, a licensee has no official duties throughout the closing process. This leads some
real estate licensees to believe that their job ends when the purchase and sales contract is
signed, but this is not a prudent stance. Transactions can and do fall apart during the closing
stage. Licensees who are familiar with closing procedures and settlement costs can stay involved
and use their skills to help ensure that their transactions end well.

This course covers a broad range of issues related to closing and settlement to help the student
learn ways to help clients through this sometimes complicated process. It includes the following
lessons:

¢ Real Estate Closings

e Expenses

e The HUD-1 Settlement Statement
In addition, this course includes a final practice lesson. This concluding lesson presents real-
world dilemmas and concrete applications of the information presented in the rest of the course.
As the student completes this course, he or she should try to develop a broad picture of closing
and settlement and how they fit into the larger practice of real estate. The last lesson will help
with this project by presenting comprehensive content questions, practice problems and case
studies.

Code of Ethics (3 hrs)

3 hours - MO

This course is NOT approved by NAR. The course does contain the NAR mandated ethics
topics, but it is up to the discretion of your Board or Association to decide if this course
will fulfill your NAR ethics requirement.

This module introduces the student to some of the general ideas and theories that help make up
our concept of ethical judgment. This provides a background for a detailed discussion of
professional real estate ethics, framed in terms of the NAR ® Code of Ethics. In this module, we
will frequently refer to the NAR®’s Code of Ethics as “the Code of Ethics” or “the Code.”




With a basic understanding of ethics and a clear idea of the requirements imposed by the NAR ®
Code of Ethics, the student will then explore the steps of the ethical decision-making process and
the ways in which ethical conduct contributes to better business practices.
This module includes the following lessons:
Introduction to Ethics
The NAR®'s Code of Ethics, Part One
The NAR®'’s Code of Ethics, Part Two
How Professional Standards Are Enforced Through a Local Board or Association of
REALTORS®

¢ Ethical Conduct and Better Business Practices
The module also contains a sixth lesson, which is a practice lesson. It presents real-world
dilemmas and concrete applications of the information presented in the rest of the course. As the
student completes this module, he or she should try to develop a broad picture of professional
real estate ethics and how they fit into the larger practice of real estate; the last lesson will help
with this project by presenting comprehensive content questions, practice problems and case
studies.

Code of Ethics
7 hours — Ml
This course is NOT approved by NAR. The course does contain the NAR mandated ethics
topics, but it is up to the discretion of your Board or Association to decide if this course
will fulfill your NAR ethics requirement.
This module introduces the student to some of the general ideas and theories that help make up
our concept of ethical judgment. This provides a background for a detailed discussion of
professional real estate ethics, framed in terms of the NAR ® Code of Ethics. In this module, we
will frequently refer to the NAR®’s Code of Ethics as “the Code of Ethics” or “the Code.”
With a basic understanding of ethics and a clear idea of the requirements imposed by the NAR ®
Code of Ethics, the student will then explore the steps of the ethical decision-making process and
the ways in which ethical conduct contributes to better business practices.
This module includes the following lessons:
Introduction to Ethics
The NAR®’s Code of Ethics, Part One
The NAR®'’s Code of Ethics, Part Two
How Professional Standards Are Enforced Through a Local Board or Association of
REALTORS®

¢ Ethical Conduct and Better Business Practices
The module also contains a sixth lesson, which is a practice lesson. It presents real-world
dilemmas and concrete applications of the information presented in the rest of the course. As the
student completes this module, he or she should try to develop a broad picture of professional
real estate ethics and how they fit into the larger practice of real estate; the last lesson will help
with this project by presenting comprehensive content questions, practice problems and case
studies.

Contracts Purchase & Sales Agreements (3hrs)

3 hours = TX

Clear, mutually-acceptable agreements are an essential component of the legal transference of
ownership. In the practice of real estate, contracts are the instruments used to describe and
record the agreements surrounding the conveyance of property. Some type of contract is nearly
always involved, whether a salesperson is promising to sell a property within a specified period of
time, a prospective buyer is placing an offer on a house or a seller is considering an offer on

property.

Before entering into a legally binding agreement, real estate professionals must fully understand
the contracts that govern their industry. Failure to understand contracts opens a licensee to



various kinds of liability and can seriously damage one’s professional reputation. Therefore, it is
vital that real estate professionals learn this material so that they can protect themselves against
errors, oversights and misunderstandings.

In this module, the student will learn about the types of general contracts as well as the different
kinds of real estate contracts. The module begins by providing the student with an overview of the
various types of contracts: bilateral, unilateral, implied, express, executed, executory, valid, void,
voidable and unenforceable. Once the student is introduced to the different types of contracts, he
or she learns what makes a contract legally enforceable, this being the five components that
make a contract valid: mutual assent, legally competent parties, consideration, lawful objective
and adherence to a statute of frauds.

This module includes the following lessons:

Introduction to Contracts

Contract Fulfillment

Real Estate Contracts

Contracts, Purchase and Sales Agreements in Texas

The fourth and concluding lesson in this module presents real-world dilemmas and concrete
applications of the information presented in the rest of the course. As the student completes this
module, he or she should try to develop a broad picture of environmental issues and how they fit
into the larger practice of real estate; the last lesson will help with this project by presenting
comprehensive content questions, practice problems and case studies.

Contracts Purchase & Sales Agreements (4hrs)

4 hours — GA, MI

Clear, mutually-acceptable agreements are an essential component of the legal transference of
ownership. In the practice of real estate, contracts are the instruments used to describe and
record the agreements surrounding the conveyance of property. Some type of contract is nearly
always involved, whether a salesperson is promising to sell a property within a specified period of
time, a prospective buyer is placing an offer on a house or a seller is considering an offer on

property.

Before entering into a legally binding agreement, real estate professionals must fully understand
the contracts that govern their industry. Failure to understand contracts opens a licensee to
various kinds of liability and can seriously damage one’s professional reputation. Therefore, it is
vital that real estate professionals learn this material so that they can protect themselves against
errors, oversights and misunderstandings.

In this module, the student will learn about the types of general contracts as well as the different
kinds of real estate contracts. The module begins by providing the student with an overview of the
various types of contracts: bilateral, unilateral, implied, express, executed, executory, valid, void,
voidable and unenforceable. Once the student is introduced to the different types of contracts, he
or she learns what makes a contract legally enforceable, this being the five components that
make a contract valid: mutual assent, legally competent parties, consideration, lawful objective
and adherence to a statute of frauds.

This module includes the following lessons:

Introduction to Contracts

Contract Fulfillment

Real Estate Contracts

Contracts, Purchase and Sales Agreements in Texas

The fourth and concluding lesson in this module presents real-world dilemmas and concrete
applications of the information presented in the rest of the course. As the student completes this
module, he or she should try to develop a broad picture of environmental issues and how they fit



into the larger practice of real estate; the last lesson will help with this project by presenting
comprehensive content questions, practice problems and case studies.

Environmental Hazards

3 hours — GA, MN, MO, NY, OK, PA, TN, TX

This course covers major environmental hazards. Licensees need to familiarize themselves with
environmental issues because they have a responsibility to disclose to buyers any information
that might affect their decision to buy. Environmental hazards can dramatically affect a property’s
value. Buyers, sellers, lenders and licensees, can all be affected by environmental hazards. This
course includes the following lessons:

e The Indoor Environment
e The External Environment
e Disclosure and Site Assessment

e Real Estate Practice

Students will learn throughout this course to identify internal and external environmental issues.
They will learn about health hazards, liability and responsibility for cleanup and protection.
Students will learn about actions to take and how these issues affect licensees and lending.
Licensees are not expected to be environmental experts, but in this course students will acquire a
competency with environmental issues which will help them to elucidate issues for buyers, sellers
and lenders. Knowledge of environmental issues also will help protect them from charges of
nondisclosure.

Environmental Hazards (4 hrs)

4 hours - Ml

This course covers major environmental hazards. Licensees need to familiarize themselves with
environmental issues because they have a responsibility to disclose to buyers any information
that might affect their decision to buy. Environmental hazards can dramatically affect a property’s
value. Buyers, sellers, lenders and licensees, can all be affected by environmental hazards. This
course includes the following lessons:

e The Indoor Environment
e The External Environment
e Disclosure and Site Assessment

e Real Estate Practice

Students will learn throughout this course to identify internal and external environmental issues.
They will learn about health hazards, liability and responsibility for cleanup and protection.
Students will learn about actions to take and how these issues affect licensees and lending.
Licensees are not expected to be environmental experts, but in this course students will acquire a
competency with environmental issues which will help them to elucidate issues for buyers, sellers
and lenders. Knowledge of environmental issues also will help protect them from charges of
nondisclosure.

Environmental Hazards (SD)

3 hours —SD

This course is designed to increase your knowledge about expanding environmental issues and
laws that have an impact on environmental problems. This course identifies the procedures used
to locate toxic waste sites, the responsibilities for clean up and steps that may be taken to
minimize future liabilities.




residential real estate financing. It also discusses various loan types including FHA, VA, LTV, and
Conventional. By the end of this course, you will better understand the basic residential real
estate financing procedures and have knowledge of the purchase and sale of residential real
estate.

New York CE 22.5 Package

22.5 hours — NY

The package includes the following courses:
Pricing & Financing Property
Estimating the Gross Living Area
Leasing & Property Management - NY
Appraisal & Inspection Basics

NAR Code of Ethics

Environmental Hazards

New York CE 22.5 Package Il

22.5 hours - NY

The package includes the following courses:
Fair Housing

NAR Code of Ethics

Leasing & Property Management
Appraisal & Inspection Basics

Real Estate Finance

Risk Management

Oklahoma Renewal Package 21 Hours

21 hours — OK

The package includes the following courses:
Code of Ethics

Fair Housing

Broker Relationships

Hot Topic

Asset Management

Home Inspection

Environmental Hazards

Oklahoma 45 Hour Basic Il Post License

45 hours - OK

You must complete all the individual courses before submitting the 45 Hour Basic Il Post
License affidavit. Please do not send in affidavits for individual courses.
The package includes the following courses:

Code of Ethics

Pricing to Financing Properties

Risk management

Skills for Professional Success

Using the Internet to Serve Clients

Asset Management

Trust Funds -- Recognized by OREC as a Hot Topic

Fair Housing

Environmental Hazards

Home Inspection

Real Estate Finance

Oklahoma Broker Relationship Act — Core




3 hours - OK

The Oklahoma Broker Relationships Act became effective on November 1, 2000.

Under the Oklahoma Real Estate License Law, a real estate licensee provides services to buyers
and sellers as either a “transaction broker” or a “single-party broker.”

This course will present the Oklahoma Broker Relationships Act in its entirety - explaining the
differences between a transaction broker and single-party broker, as well as providing do’s and
don’ts of the new law.

Oklahoma Trust Funds (Hot Topic) — Core

3 hours — OK

Whether closing 10 transactions a year or 60, successful real estate professionals have one
critical factor in common: a specific plan for succeeding in the real estate business. For these
individuals, success is not about personality or powers of persuasion, but about working
efficiently and effectively to meet their goals and their clients' needs applying specific strategies.
Anyone can develop a business plan, but few take advantage of this recognized route to
profitability. This course covers broad issues and the importance of business planning for
success in the real estate business. It covers the key elements of an effective business plan and
enables you to start creating your own business plan using printable worksheets and
understanding some of the principles of human behavior and successful negotiation techniques.

Pennsylvania 14 Hour MCE Package
14 hours - PA
Courses Include:

e Risk Management

e Fair Housing

e Environmental Hazards

Pricing to Financing Properties

8 hours — MN

This course focuses of three distinct areas: property valuation, the appraiser’s role, and finance.
The first module introduces the student to Comparative Market Analysis’s and appraisals, which
homeowners, buyers, sellers, lenders and real estate professionals use to establish property
price. The student will learn the different types of conditions that can adversely affect property
value and become familiar with the HUD and FHA regulations.

The second module covers the role of the appraiser by discussing the appraiser’s qualifications
and duties; it will also explain the concepts in the HUD/FHA Handbook 4150.2 and USPAP and
show the student how to properly fill out a valuation conditions form based on these concepts.

The third module provides an introduction to residential real estate finance, including information
on the underwriting process for FHA, VA, FNMA & FHLMC loans. In this course the student will
learn the basics of the different types of loans available and the advantages and disadvantages of
each; loan applications; appraisals; escrow; titles; and credit reports, including qualifying for loan
amounts and verifying income and assets. The student will also learn how to calculate loan
amounts, estimate monthly payments from property taxes, hazard and mortgage insurance,
qualifying ratios and income.

Pricing to Financing Properties (7 hrs)

7 hours - OK

This course focuses of three distinct areas: property valuation, the appraiser’s role, and finance.
The first module introduces the student to Comparative Market Analysis’s and appraisals, which
homeowners, buyers, sellers, lenders and real estate professionals use to establish property
price. The student will learn the different types of conditions that can adversely affect property
value and become familiar with the HUD and FHA regulations.




The second module covers the role of the appraiser by discussing the appraiser’'s qualifications
and duties; it will also explain the concepts in the HUD/FHA Handbook 4150.2 and USPAP and
show the student how to properly fill out a valuation conditions form based on these concepts.

The third module provides an introduction to residential real estate finance, including information
on the underwriting process for FHA, VA, FNMA & FHLMC loans. In this course the student will
learn the basics of the different types of loans available and the advantages and disadvantages of
each; loan applications; appraisals; escrow; titles; and credit reports, including qualifying for loan
amounts and verifying income and assets. The student will also learn how to calculate loan
amounts, estimate monthly payments from property taxes, hazard and mortgage insurance,
qualifying ratios and income.

Pricing to Financing

6 hours —NY, SD

This course covers broad issues on real estate Comparative Market Analysis (CMA), and House
Measuring. It puts emphasis on how to fill out the forms and the licensee’s responsibilities.
Further, it covers the issues related to financing of property that is to be sold and the
requirements and various financing options.

Property Management
4 hours — Ml
Property management is a special category of real estate work. The term “property management”
generally refers to the group of services which an owner hires a professional property manager or
management firm to perform. The quality of management directly affects the profitability of the
property being managed. A skilled property manager thus protects the owner’s capital investment
in real estate and makes sure that the property generates profit. In many cases, property
managers must be licensed real estate brokers.

e This course includes the following lessons:
Introduction to Property Management
Management Agreements
A Property Manager’s Typical Duties
Interacting with Tenants
Property Management and Leases

o Real Estate Practice Lesson
We will cover a property manager’s basic functions, including administrative duties, leasing
practices and the manager’s legal relationships with the owner and the tenants of the property.
The course also discusses the way to construct a management agreement so that the manager
and the owner clearly understand one another's roles. Licensees will benefit from understanding
the various types of property management, as well as the duties that successful property
managers must carry out.
The concluding lesson in this module presents real-world dilemmas and concrete applications of
the information presented in the rest of the course. As the student completes this course, he or
she should try to develop a broad picture of property management and how it fits into the larger
practice of real estate; the last lesson will help with this project by presenting comprehensive
content questions, practice problems and case studies.

Real Estate Appraisal

5 hours — CA

In order to own and convey property in a market economy it is necessary for that property to be
assigned a specific monetary value. This process, unlike, say, that of assigning value to durable
goods—which have specific materials, production and marketing costs—can be somewhat more
involved. With property, the fixed costs—building materials and labor costs—are always
accompanied by more esoteric factors that go to make property more (or less) valuable.




Becoming a member of the group that understands and applies these factors is a bit more
complex than simply being able to understand a balance sheet.

The objective of this course is to familiarize the student with the principles, theories, duties and
activities that pertain to real estate appraisal and valuation. Developing an opinion of value is
what the real estate appraiser does, but, as we’ve alluded to, this is far from an effortless
process. Understanding the obligation of the real estate industry to promote professionalism and
ethical business practices is a beginning to being able to carry out this process such that it is
beneficial to licensees, consumers and the market in which they do business.

As well as touching upon general standards by which the value of property should be established,
this course is broken down into separate lessons which cover:

e The Role of a Real Estate Appraiser
Federal Legislation and National Agencies Governing the Industry
An Overview of Basic Value Principles
The Dynamics of the Real Estate Market
Three Approaches to Appraisal
The Appraisal Process
Real Estate Appraisal Practice Exercises
Completing this course will leave the student with a good understanding of fundamental principles
of appraisal, methods of real estate valuation, the various kinds of appraisal licensure and
certification, the diverse types of appraisal, and what license or certificate is appropriate for given
ones. In addition, the course examines the ways in which appraisal can affect both the larger
economy and the availability of housing. The course concludes with real-world practice lessons in
which students apply their new knowledge to examples and case studies.

Real Estate Finance
3 hours — MN, NY, OK, PA, TX
This course provides an introduction to residential real estate finance, including information on
the underwriting process for FHA, VA, FNMA & FHLMC loans. It includes the following lessons:
Introduction to Loans

e Conventional Loans

e FHA Loans

e VALloans

e The Basics of Real Estate Financing

e Real Estate Practice
In this course, the student will learn the basics of the different types of loans available and the
advantages and disadvantages of each; loan applications; appraisals; escrow; titles; and credit
reports, including qualifying for loan amounts and verifying income and assets.

The student will also learn how to calculate loan amounts, estimate monthly payments from
property taxes, hazard and mortgage insurance, qualifying ratios and income.

Real Estate Finance (4 hrs)
4 hours — Ml
This course provides an introduction to residential real estate finance, including information on
the underwriting process for FHA, VA, FNMA & FHLMC loans. It includes the following lessons:
Introduction to Loans
e Conventional Loans
FHA Loans
VA Loans
The Basics of Real Estate Financing
Real Estate Practice




In this course, the student will learn the basics of the different types of loans available and the
advantages and disadvantages of each; loan applications; appraisals; escrow; titles; and credit
reports, including qualifying for loan amounts and verifying income and assets.

The student will also learn how to calculate loan amounts, estimate monthly payments from
property taxes, hazard and mortgage insurance, qualifying ratios and income.

Real Estate Math
3 hours — Ml
This course covers math principles essential in the practice of real estate. Some of these topics
may already be familiar to the student. The course will elaborate on how the subject matter
pertains to real estate in everyday use. It is important that licensees understand the mathematical
concepts presented here in order to be competent in the practice of real estate. This course
includes the following lessons:

e The Language of Math

e Measurement of Dimensions

¢ Financial Math

e Valuation Math

e Real Estate Practice
The course includes fractions, decimals and percentages: the mathematical language used to
express many aspects of real estate practice. Area and volume will be discussed so that the
licensee will be able to determine and express the amount of commodity in a particular parcel of
realty. While not a real estate finance course, this course will review concepts of interest,
amortization and loan rate and discount. These concepts must be understood fully so that the
licensee may grasp the essential elements used in the purchase of and financing for real
property. Additionally, the principle of prorating will depict the importance of time in the transfer of
realty.

The conclusion of this course offers real world examples and applications of the information
presented. Upon completion of this course the student will comprehend the language and
principles of mathematics necessary to successfully function in the practice of real estate.

Real Property Ownership & Land Use (TX)
3 hours = TX
The objective of this course is to impress the meaning of real property ownership and the
difference between real estate and personal property on the student. Although these terms are
commonly used interchangeably in everyday conversation, there are different rights associated
with these different commodities. It is important that licensees understand the differences
between them and are able to explain the distinctions to their clients and customers. This module
addresses the following topics:

e Personal and Real Property Ownership

e Land Description

e Controlling Development

e Real Estate Practice Lesson
In accordance with TREC rules, Sections 535.71 and 535.72D, this module will describe how
different commodities—land, real estate, and real property — transfer and are related and to one
another. In addition, the student will learn about land use theory and come to understand how our
federal, state, municipal and private authorities govern and plan our communities. This module
covers legal descriptions as well as informal descriptions, the development of these concepts and
the role they play in the real estate industry.

This module’s final lesson presents real-world dilemmas and provides opportunities to apply the
information covered in the rest of the course. As the student completes this module, he or she
should try to develop a broad understanding of real property use and to place this understanding
within the larger context of real estate practice as a whole. This final lesson aims to help the



student achieve this goal using comprehensive content questions, practice examples and case
studies.

Real Property Ownership & Land Use
4 hours — Ml
This course explores the meaning of real property ownership and the differences between real
estate and personal property. Although these terms are often used interchangeably in everyday
conversation, there are different rights associated with these different commodities. It is important
that licensees understand the differences between them and are able to explain the distinctions to
their clients and customers. This course addresses the following topics:
Personal and Real Property Ownership

e Land Description

e Controlling Development

e Real Estate Practice Lesson
Throughout this course, the student will learn how different commodities—Iland, real estate, and
real property — transfer and relate to one another. In addition, the student will learn about land
use theory and come to understand how our federal, state, municipal and private authorities
govern and plan our communities. This course covers legal descriptions as well as informal
descriptions, the development of these concepts and the role they play in the real estate industry.

This course’s final lesson presents real-world dilemmas and provides opportunities to apply the
information covered in the rest of the course. As the student completes this course, he or she
should try to develop a broad understanding of real property use and to place this understanding
within the larger context of real estate practice as a whole. This final lesson aims to help the
student achieve this goal using comprehensive content questions, practice examples and case
studies.

Relocation: Assisting Corporate Transferees

3 hours — CA, MI, VA

This course introduces the student to relocation and explains how relocation affects common real
estate concerns and issues. Prior to WWII companies looked exclusively to local markets for
employees. But, businesses are now willing to bring the perfect candidate to them, regardless of
where that candidate may reside. Out of this need to find increasingly specialized and qualified
individuals developed what is now the relocation business.

Relocation presents an array of new challenges and opportunities to all real estate professionals.
This course covers the definition of “relocation” and the development of the relocation industry. It
first explains how relocation affects the roles of various real estate professionals, including
appraisers, home inspectors and real estate salespersons and brokers. It then carries the
student through a relocation transaction, covering the assignment, or re-assignment, of an
employee through the selling of the employee’s home. Some of the steps in this process require
specific explanation. This course covers those points in specific lessons; for example, it devotes
one lesson to how different companies manage relocation and the types of programs that they
commonly institute. The latter half of this course addresses how relocation affects common real
estate concerns. These concerns include disclosure law, agency, tax law, fair housing and non-
discrimination.

Risk Management

8 hours — MN, PA

This course focuses of three distinct areas: NAR'’s code of ethics, environmental hazards, and fair
housing. The first module covers the standards of conduct and ethical judgment by addressing
the different concepts that contribute to ethical business practices. This module will introduce the
student to ethics and morals by defining both terms in order to distinguish differences between
the two. The student will also learn the four approaches to ethical decision-making; therefore,
after learning the Articles and Standard Practices of the NAR® Code of Ethics, the student will be
able to use the model identify any violations of the Code.




The second module covers major environmental hazards. Students will learn throughout this
module to identify internal and external environmental issues. They will learn about health
hazards, environmental legislation, liability and responsibility for cleanup and protection. They will
also learn about actions they should take and how issues affect licensees and lending. Licensees
are not expected to be environmental experts, but in this module students will acquire a
competency with environmental issues which will help them to elucidate issues for buyers, sellers
and lenders. Knowledge of environmental issues also will help protect them from charges of
nondisclosure.

The third module covers broad issues on fair housing laws. Specifically, the student will learn:
what fair housing laws exist, what classes of individuals are covered under these laws, how
discrimination is defined in real estate, how can one avoid discriminating practices, and what the
consequences are for non-compliance with fair housing laws.

Risk Management (7 hrs)

7 hours - OK

This course focuses of three distinct areas: NAR’s code of ethics, environmental hazards, and fair
housing. The first module covers the standards of conduct and ethical judgment by addressing
the different concepts that contribute to ethical business practices. This module will introduce the
student to ethics and morals by defining both terms in order to distinguish differences between
the two. The student will also learn the four approaches to ethical decision-making; therefore,
after learning the Articles and Standard Practices of the NAR® Code of Ethics, the student will be
able to use the model identify any violations of the Code.

The second module covers major environmental hazards. Students will learn throughout this
module to identify internal and external environmental issues. They will learn about health
hazards, environmental legislation, liability and responsibility for cleanup and protection. They will
also learn about actions they should take and how issues affect licensees and lending. Licensees
are not expected to be environmental experts, but in this module students will acquire a
competency with environmental issues which will help them to elucidate issues for buyers, sellers
and lenders. Knowledge of environmental issues also will help protect them from charges of
nondisclosure.

The third module covers broad issues on fair housing laws. Specifically, the student will learn:
what fair housing laws exist, what classes of individuals are covered under these laws, how
discrimination is defined in real estate, how can one avoid discriminating practices, and what the
consequences are for non-compliance with fair housing laws.

Risk Management (6 hrs)

6 hours — SD

What does advertising really do for real estate? Did you know that certain language is prohibited
from all advertising? How can you effectively manage your business operation while reducing
liability and risk involved with fair housing laws and regulations?

This course analyzes the practices of advertising, fair housing and prospecting as those practices
relate to risk management, ethics and business etiquette. Agents will become familiar with fair
housing and advertising laws, as well as prospecting strategies.

Skills for Professional Success

8 hours — GA, MN, PA

This course focuses of three distinct areas: home inspection, asset management, assist clients to
buy/sell property on a tax-favorable basis. The first module instructs real estate licensees on the
basics of home inspection. This course presents an overview of the home inspection business
and explains how it fits into the real estate industry as a whole. In addition, the course covers the
regulatory bodies and professional organizations associated with home inspection. At the




conclusion of this course, the student will understand the methods used to inspect homes, will
know what to look for when examining properties, both inside and out, and will understand the
various types of inspection reports and the differences between them.

The second module provides an introduction to the basics of asset management. It introduces the
student to the key ideas and concepts of management as well as the techniques a manager will
use to evaluate the market and evaluate the financial impact of alternatives in order to make
properly informed decisions. The student will learn how to handle distressed properties and how
to successfully market a revenue-increasing strategy.

The third module teaches the real estate professional how he or she can help clients in buying
and selling property on a tax-favorable basis. This includes highlighting on the many important
aspects of Internal Revenue Code Section 1031 and on the benefits of the 1031 exchange for the
investor, licensed real estate agent/broker and other parties to the transaction. The student will
learn which properties qualify under Section 1031 and how to use the various types of 1031
exchanges to enhance the client’s position in the investment real estate market.

Skills for Professional Success (7 hrs)

7 hours - OK

This course focuses of three distinct areas: home inspection, asset management, assist clients to
buy/sell property on a tax-favorable basis. The first module instructs real estate licensees on the
basics of home inspection. This course presents an overview of the home inspection business
and explains how it fits into the real estate industry as a whole. In addition, the course covers the
regulatory bodies and professional organizations associated with home inspection. At the
conclusion of this course, the student will understand the methods used to inspect homes, will
know what to look for when examining properties, both inside and out, and will understand the
various types of inspection reports and the differences between them.

The second module provides an introduction to the basics of asset management. It introduces the
student to the key ideas and concepts of management as well as the techniques a manager will
use to evaluate the market and evaluate the financial impact of alternatives in order to make
properly informed decisions. The student will learn how to handle distressed properties and how
to successfully market a revenue-increasing strategy.

The third module teaches the real estate professional how he or she can help clients in buying
and selling property on a tax-favorable basis. This includes highlighting on the many important
aspects of Internal Revenue Code Section 1031 and on the benefits of the 1031 exchange for the
investor, licensed real estate agent/broker and other parties to the transaction. The student will
learn which properties qualify under Section 1031 and how to use the various types of 1031
exchanges to enhance the client’s position in the investment real estate market.

Skills for Professional Success (6 hrs)

6 hours — SD

By taking this course, you will gain skills needed to be successful as a professional real estate
agent. You will learn the basics about tax favorable options that you present to your clients and
1031 exchanges. You will understand the basic financing procedures as applied to the purchase
and sale of residential real estate, what fair housing laws exist, what your responsibilities are as a
licensee to abide by the fair housing laws. In addition, this course provides an overview of the
inspection business and the essential tools required in the home inspection profession.

South Dakota 24 Hour Renewal Package
24 hours - SD
APPROVED FOR:
e 24 HOURS CE CREDIT
e Meets 12 hours of required and 12 hours of elective courses
The package includes the following courses:




Environmental Hazards (Required)

Fair Housing (Required)

Risk Management (Required)

Using the Internet to Serve Clients (Elective)
Pricing to Financing Properties (Elective)
Asset Management (Elective)

Tax Favorable Real Estate Transactions (TX)

3 hours - TX

The objective of this course is to teach the real estate professional how he or she can help clients
in buying and selling property on a tax-favorable basis.

In accordance with TREC rules Sections 535.71 and 535.72D, the first two lessons of the course
seek to provide a method of real estate purchase using pretax dollars and of growing the estate
within a qualified product. We will discuss the application of current tax advantages of using both
qualified and non-qualified tax products such as IRA’s, SEP IRA, 401k, Roth IRAs and charitable
gift annuities. The use of these applications will provide the real estate professional with the
opportunity to create a long standing and profitable relationship with his or her clients, as well as
attracting a more sophisticated investor wishing to find an alternative to 1031 exchanges.

The final lessons of this module will explain the many important aspects of Internal Revenue
Code Section 1031. The course will focus on the benefits of the 1031 exchange for the investor,
licensed real estate agent/broker and other parties to the transaction. Upon completion of this
course, the student will learn which properties qualify under Section 1031 and how to use the
various types of 1031 exchanges to enhance the client’s position in the investment real estate
market.

Titles & Records (3 hrs)
3 hours - TX
Recording real property documents in the public record gives the public access to information
they may need in order to clarify the condition of the title to a property. The simple process of
recording helps trace the history of the title by tracking past and current owners of the title as well
as any previous liens and encumbrances placed on the title. The act of recording real property
documents allows grantors to warrant grantees a valid deed conveyance and smooth purchase
transaction and to provide proof of ownership in case any future complications arise. This course
includes the following lessons:
Public Records and Recording

o Titles

e Title Transfers

o Real Estate Practice
The terms title and deed do not mean the same thing; therefore, individuals cannot use the terms
interchangeably. The title refers to ownership of a property or parcel of real estate whereas the
deed refers to the document that transfers the ownership property from the grantor to the
grantee.

This course will explain the process of recording, give examples of public records and describe
the different deeds of conveyances. The different lessons in this course work together to help
grantors and grantees avoid any future complications concerning the ownership rights to a
property or resolve any disputes that arise.

Titles & Records (4 hrs)

4 hours - Ml

Recording real property documents in the public record gives the public access to information
they may need in order to clarify the condition of the title to a property. The simple process of
recording helps trace the history of the title by tracking past and current owners of the title as well
as any previous liens and encumbrances placed on the title. The act of recording real property




documents allows grantors to warrant grantees a valid deed conveyance and smooth purchase
transaction and to provide proof of ownership in case any future complications arise. This course
includes the following lessons:

e Public Records and Recording

o Titles

e Title Transfers

o Real Estate Practice
The terms title and deed do not mean the same thing; therefore, individuals cannot use the terms
interchangeably. The title refers to ownership of a property or parcel of real estate whereas the
deed refers to the document that transfers the ownership property from the grantor to the
grantee.

This course will explain the process of recording, give examples of public records and describe
the different deeds of conveyances. The different lessons in this course work together to help
grantors and grantees avoid any future complications concerning the ownership rights to a
property or resolve any disputes that arise.

Trust Fund Handling

3 hours = TN

This course covers broad issues on standards, regulations and forms related to Trust Funds.
Further, it puts more emphasis on the legal requirements for receiving and handling trust funds in
real estate transactions. Real estate licensees routinely receive personal checks, cash, and other
items of value from the public in the normal course of doing business. They receive these items,
which are referred to as trust funds, on behalf of others. The licensee owes a fiduciary duty to
handle, control, and account for trust funds properly.

This course covers the legal requirements for receiving and handling trust funds in real estate
transactions. Topics covered include accounts, records, audits and investigations, civil liabilities,
advance fees and the prepaid rental listing services.

Using the Internet to Serve Clients (3 hrs)

3 hours — GA, MN, MO, OK

In this module students will learn about the Internet and how it has affected the real estate
industry. Students will also learn about the elements of websites and how to market themselves
and their sites on the Internet. The final lesson teaches students to communicate effectively over
e-mail.

The conclusion of this module presents real world dilemmas and applications of the information
presented. As the student completes this module, he or she should try to paint a big picture of
Internet issues, which the module will address with comprehensive content questions, practices
and case studies.

Using the Internet to Serve Clients (4 hrs)

4 hours — CA

The real estate industry, along with many other industries, is being revolutionized by the Internet.
As time goes on, increasing numbers of people gain access to the Internet and use it to satisfy
their real estate needs. To avoid being left behind, real-estate professionals need to cultivate an
online presence.

In this module students will learn about the Internet and how it has affected the real estate
industry. Students will also learn about the elements of websites and how to market themselves
and their sites on the Internet. The final lesson teaches students to communicate effectively over
email.

The conclusion of this module presents real world dilemmas and applications of the information
presented. As the student completes this module, he or she should try to paint a big picture of



Internet issues, which the module will address with comprehensive content questions, practices
and case studies.

Using the Internet to Serve Clients (SD)

3 hours —SD

Elective - The advent of the Internet gave consumers access to a wide variety of information.
They can research homes and areas without asking anyone. Real estate professionals must now
“go online” in order to stay competitive.

In this course, you we learn how the Internet has changed the real estate industry. You will also
learn new websites, software and other electronic tools that affect the real estate industry.
According to a recent NAR survey, three quarters of REALTOR.COMTM visitors are seriously
searching for a home. A third of the users requested more information from a REALTOR®, 20
percent called a REALTOR®, and 10 percent found a REALTOR®. Nearly two thirds of
REALTORS® access the Internet for real estate business purposes and vast majority report that
they generate at least one percent of their business from online services. Four out of five expect
the percentage of their business generated from the Internet to increase in the near future. More
than three out of five Internet-savvy REALTORS® report that their customers contact them by
email.



