
   October 28 9 a.m. - NOON Lynn Madison    COR 1665 (A) Welcome to  Just when you thought you heard it all - along comes Runamuck Realty where their motto is 

           New

 Runamuck Realty   “The End Justifi es the Means” and putting themselves fi rst is their priority.

  1 p.m. - 4 p.m. Lynn Madison  ETH 1512 Elective The Code of Fulfi lling your requirement for NAR’s Ethics training, we’ll look at the Code and its   

         Ethics: It’s Good Business  impact on your profession. Join us as we take a look at the Code ‘from the street.’ 

        *Meets NAR Code of Ethics Requirement
   Nov. 19 9 a.m. - NOON Stephen Kon  FI 1142 Tax Sales for Rookie  The purpose of this course is to help the novice understand what a tax sale is about and to

            guide the investor through a step by step process of acquiring real estate through a tax sale. 
  1 p.m. - 4 p.m. Chris Read  COR 1649 (B) Whatcha Gonna Do It’s not always what you say that causes you problems - it’s how you say it. Through video

        When They Come for You? Agency examples of what to do - and what not to do - we’ll look at two of the areas of real estate that

        and Fair Housing   can cause them to come for you - when you thought you were one of the good guys!

   Nov. 20 9 a.m - NOON  Lori Cox   FI 1130 Elective The Long & Short A quick paced presentation on the anatomy of short sales and the importance of counseling    

        of It: Anatomy of a Short Sale both sellers and buyers to create a successful short sale transaction.

  1 p.m. - 4 p.m. Wayne Paprocki  COR 1650 (A) Will the Defendant Join us as we explore agency’s fi ne points - duties to clients - responsibilities to customers -

        Please Rise? Agency & Escrow when to dual (when not to!) as well as look at escrow case studies.

    Dec. 3 9 a.m. - 5 p.m.* Chris Read  *BME 1800 Broker Management This course is intended to provide the knowledge and tools necessary to be an effective

            Illinois real estate broker. 

   Dec. 10 1 p.m. - 4 p.m. Lynn Madison  RB 746 Elements of a Contract This course is designed to cover the elements inherent in all real estate contracts and how the 

            agents’ knowledge impacts their clients.

   Dec. 15 9 a.m. - NOON Lynn Madison  COR 1665 (A) Welcome to  Just when you thought you heard it all - along comes Runamuck Realty where their motto is 

           New

 Runamuck Realty   “The End Justifi es the Means” and putting themselves fi rst is their priority.

  

  

Sponsored by Illinois Association of REALTORS® in conjunction with MORe Education
October 2009-April 2010

     STATE APPROVED CONTINUING EDUCATION SCHEDULE
              Time is Counting Down for the 4/30/10 Brokers Renewal

Questions? Contact: Regina Jordan
630-324-8423 or rjordan@SucceedWithMore.com

 Location of Courses Below: MORe Headquarters 6655 Main St., Downers Grove, IL 60516  Tel: 630.324.8400

 DATE TIME   INSTRUCTOR    COURSE #/TITLE  DESCRIPTION

**All classes are Approved for Indiana Continuing Education**

To register, visit  www.SucceedwithMORe.com: Members - log on and 
choose Education. Non-members - choose Education at the top of the 
page.
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IAR #2009-165

Broker Two-Year Renewal Period - 05/01/08 through 04/30/10• 
Salespersons’ Two-Year Renewal Period - 05/01/09 through 04/30/11• 

Effective January 1, 2009, through December 31, 2012, and for successive four (4) year periods thereafter, REALTORS® are required to complete a
quadrennial ethics training for not less than two (2) hours and thirty (30) minutes of instructional time, according to the National Association of REALTORS®.

Every REALTOR® must complete the mandated ethics course once every four years.

All classes are 3-hrs. unless otherwise 
noted with an asterisk. COR represents 
CORE/all others are ELECTIVE

All courses are new

or have been updated

New



2

*MORe Now Offers the Competitive discount. Find the same classroom c.e. course offered somewhere else at a lower rate and bring the documents to MORe. We’ll give you the same rate to
attend our class. We are that sure that you will get moremore out of a MORe C.E. class that we will stand behind this pledge!
All classes are 3-hrs. unless otherwise noted with an asterisk. COR represents CORE/all others are ELECTIVE

IAR #2009-166
  

  Dec. 15, 2009 1 p.m. - 4 p.m. Wayne Paprocki  COR 1649 (B) Whatcha Gonna Do It’s not always what you say that causes you problems - it’s how you say it. Through video

        When They Come for You? Agency  examples of what to do - and what not to do - we’ll look at two of the areas of real estate

        and Fair Housing   that can cause them to come for you - when you thought you were one of the good guys!

  Jan. 11, 2010 9 a.m. - NOON Kerry Kidwell 

New  COR 1646 (B) The Dirty Dozen: 12 This class ia a look at areas that are common sources of lawsuits against real estate

        Ways to Get Sued..and How to Avoid agents and real estate companies and how to avoid them. 

        Them   
  1 p.m. - 4 p.m. Kerry Kidwell 

New  COR 1625 (A): License Law Battle Would you rather watch a game show or attend a C.E. Class? Most of us know that answer! 

            In this class, the students are the contestants and battle it out over R.E. law questions.    

Jan. 14, 2010 1 p.m. - 4 p.m. Lynn Madison  ETH 1512 Elective The Code of Fulfi lling your requirement for NAR’s Ethics training, we’ll look at the Code and its   

         Ethics: It’s Good Business  impact on your profession. Join us as we take a look at the Code ‘from the street.’ 

        *Meets NAR Code of Ethics Requirement
   Jan. 15, 2010 9 a.m - NOON  Lynn Madison  FI 1130 Elective The Long & Short A quick paced presentation on the anatomy of short sales and the importance of counseling    

        of It: Anatomy of a Short Sale both sellers and buyers to create a successful short sale transaction.

  1 p.m. - 4 p.m. Lynn Madison  RD 943 Counseling Buyers & Sellers The clients have changed and how the agents communicate with them have as well. This

        in Today’s Market    course will give licensees the tools and techniques to better educate buyers and sellers.

  Feb. 2, 2010 9 a.m. - NOON Cindy Ladage  ENV 1240 Radon Testing  This course provides real estate agents and brokers with the information they need to avoid  
     Patrick Daniels  in Real Estate ($10 to attend) liability issues related to radon in real estate, Illinois radon legislation and regulation.

  Feb. 4, 2010 9 a.m. - 5 p.m.* Lynn Madison  *BME 1800 Broker Management This course is intended to provide the knowledge and tools necessary to be an effective

            Illinois real estate broker. 

  Feb. 12, 2010 1 p.m. - 4 p.m. Jim Korreck  COM 1025 Commercial: Effective This is an introductory course designed for real estate professionals who take on       

        Techniques for Selling a Business engagements to sell businesses.

  Feb. 16, 2010 9 a.m. - NOON Lynn Madison          

New  COR 1665 (A) Welcome to  Just when you thought you heard it all - along comes Runamuck Realty where their motto  

        Runamuck Realty   is “The End Justifi es the Means” and putting themselves fi rst is their priority.

  1 p.m. - 4 p.m. Wayne Paprocki         COR 1657 (B) When in Doubt -  What needs to be disclosed? Just about everything! And that’s what this course covers.  

        Disclose    We’ll talk about disclosing your involvement when listing and selling, advertising, etc.            
  Feb. 25, 2010 1 p.m. - 4 p.m. Kerry Kidwell         

New  ETH 1518 Code of Ethics I  Members of NAR are required to complete periodic ethics training of not less than 2.5

        *Meets NAR Code of Ethics Requirement hours once every 4 years, starting Jan. 1, 2001. This class satisfi ed that requirement.

  March 12, 2010 1 p.m. - 4 p.m. Chuck Wiercinski  COM 1062 Commercial: Getting the This course will help the agent determine the best way to communicate with commercial       

        Job Done    clients.

  March 18, 2010 9 a.m. - 4 p.m.* Paul Martis  *COM 1002 Commercial: The  This course will provide the student with an in-depth overview of the commercial real        

     Jack Dunholter  Challenges, Insights & Opportunities estate market. You will also learn the “language” of the commercial real estate industry.

 March 24, 2010 9 a.m. - NOON Wayne Paprocki  COR 1650 (A) Will the Defendant Join us as we explore agency’s fi ne points - duties to clients - responsibilities to customers -

        Please Rise? Agency & Escrow when to dual (when not to!) as well as look at escrow case studies.

  1 p.m. - 4 p.m. Wayne Paprocki  COR 1649 (B) Whatcha Gonna Do It’s not always what you say that causes you problems - it’s how you say it. Through video

        When They Come for You? Agency examples of what to do - and what not to do - we’ll look at two of the areas of real estate

        and Fair Housing   that can cause them to come for you - when you thought you were one of the good guys!

  March 25, 2010 9 a.m. - 5 p.m.* Wayne Paprocki  *BME 1800 Broker Management This course is intended to provide the knowledge and tools necessary to be an effective  
            Illinois real estate broker.          
      

                   

 



  April 7, 2010 9 a.m. - 5 p.m.* Lori Cox   *BME 1800 Broker Management This course is intended to provide the knowledge and tools necessary to be an effective

            Illinois real estate broker. 

  April 13, 2010 9 a.m. - NOON Lynn Madison  ETH 1512 Elective The Code of Fulfi lling your requirement for NAR’s Ethics training, we’ll look at the Code and its  

         Ethics: It’s Good Business  impact on your profession. Join us as we take a look at the Code ‘from the street.’ 

        *Meets NAR Code of Ethics Requirement
  April 16, 2010 9 a.m. - 4 p.m.* Paul Martis  *COM 1002 Commercial: The  This course will provide the student with an in-depth overview of the commercial real       

     Jack Dunholter  Challenges, Insights & Opportunities estate market. You will also learn the “language” of the commercial real estate industry.

  April 19, 2010 1 p.m. - 4 p.m. Marki Lemons  FI 1129 Short Sale: The Result of This course is for real estate agents, brokers, investors, industry professionals and  

             Foreclosure   homeowners who want to know how to prepare a short sale package and the timeline.

  May 3, 2010 9 a.m. - 5 p.m.* Wayne Paprocki  *BME 1800 Broker Management This course is intended to provide the knowledge and tools necessary to be an effective

            Illinois real estate broker. 

 Location of Courses Below: MORe Naperville Satellite Offi ce, 1815 Diehl Rd., Naperville, Suite 300, Tel: 630.324.8400          

 DATE TIME  INSTRUCTOR  COURSE #/TITLE  DESCRIPTION
 October 14 9 a.m. - NOON Lynn Madison  COR 1657 (B) When in Doubt -  What needs to be disclosed? Just about everything! And that’s what this course covers. 

        Disclose    We’ll talk about disclosing your involvement when listing and selling, advertising, etc.   

  1 p.m. - 4 p.m. Lynn Madison  AGY 451 Dual Agency:  This course explores the latest issues arising out of dual agency, including disclosure, 

         Duties in Confl ict   duties and when to do ministerial acts.

 October 29 9 a.m. - NOON Chris Read  FI 1102 RESPA & HUD 1  This course is designed to give agents an understanding of why and how the Real  

            Estate Procedures Act (RESPA) is the cornerstone of federal law governing transactions.  

  1 p.m. - 4 p.m. Chris Read  COR 1650 (A) Will the Defendant Join us as we explore agency’s fi ne points - duties to clients - responsibilities to

        Please Rise? Agency & Escrow customers - when to dual (when not to!) as well as look at escrow case studies.

 Nov. 5 9 a.m. - 5 p.m.* Lynn Madison  *BME 1800 Broker Management This course is intended to provide the knowledge and tools necessary to be an effective

            Illinois real estate broker. 

 Dec. 14 9 a.m. - 1 p.m. Kelly Molinari  FI 1120 Introduction to Short  This class is for real estate agents at all levels of experience. The courses teaches 
     Atty. Chris Haas  Sale Principles--4 hrs./only 3 hrs. elective how to take advantage of short sale opportunities and analyzes concerns in the market.

 Dec. 18 9 a.m. - NOON Janice Jones  ETH 1512 Elective The Code of Fulfi lling your requirement for NAR’s Ethics training, we’ll look at the Code and its  

         Ethics: It’s Good Business  impact on your profession. Join us as we take a look at the Code ‘from the street.’ 

        *Meets NAR Code of Ethics Requirement
  1 p.m. - 4 p.m. Marki Lemons  FI 1129 Short Sale: The Result of This course is for real estate agents, brokers, investors, industry professionals and  

             Foreclosure   homeowners who want to know how to prepare a short sale package and the timeline.

 Jan. 7, 2010 9 a.m. - NOON Janice Jones  COR 1649 (B) Whatcha Gonna Do It’s not always what you say that causes you problems - it’s how you say it. Through

        When They Come for You? Agency video examples of what to do - and what not to do - we’ll look at two of the areas of real

        and Fair Housing   estate that can cause them to come for you!

  1 p.m. - 4 p.m. Ruth Ann Morgan      New COR 1659 (A) Law and Order  This course covers various agency relationships with corresponding duties, disclosure

            of the licensee, compensation, including duties after the agency relationship ends.

 Jan. 21, 2010 9 a.m. - 5 p.m.* Janice Jones  *BME 1800 Broker Management This course is intended to provide the knowledge and tools necessary to be an effective

            Illinois real estate broker.

*MORe Now Offers the Competitive discount. Find the same classroom c.e. course offered somewhere else at a lower rate and bring the documents to MORe. We’ll give you the same rate to
attend our class. We are that sure that you will get moremore out of a MORe C.E. class that we will stand behind this pledge!
All classes are 3-hrs. unless otherwise noted with an asterisk. COR represents CORE/all others are ELECTIVE
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 Feb. 18, 2010 9 a.m. - NOON Lynn Madison  COR 1650 (A) Will the Defendant Join us as we explore agency’s fi ne points - duties to clients - responsibilities to customers -

        Please Rise? Agency & Escrow when to dual (when not to!) as well as look at escrow case studies.

  1 p.m. - 4 p.m. Lynn Madison  COR 1649 (B) Whatcha Gonna Do It’s not always what you say that causes you problems - it’s how you say it. Through

        When They Come for You? Agency video examples of what to do - and what not to do - we’ll look at two of the areas of real

        and Fair Housing   estate that can cause them to come for you!

 Feb. 23, 2010 9 a.m. - NOON Chris Read  FI 1102 RESPA & HUD 1  This course is designed to give agents an understanding of why and how the Real  

            Estate Procedures Act (RESPA) is the cornerstone of federal law governing transactions. 

  1 p.m. - 4 p.m. Marki Lemons  FI 1129 Short Sale: The Result of This course is for real estate agents, brokers, investors, industry professionals and  

             Foreclosure   homeowners who want to know how to prepare a short sale package and the timeline.

 March 8, 2010 9 a.m. - 5 p.m.* Lynn Madison  *BME 1800 Broker Management This course is intended to provide the knowledge and tools necessary to be an effective

            Illinois real estate broker.

March 9, 2010 9 a.m. - NOON Lynn Madison  RD 903 Surf’s Up-R U Ready? With the Internet being the major advertising tool for our brokers and agents, a thorough 

            understanding of the rules and regulations regarding it are in order.  

  1 p.m. - 4 p.m. Lynn Madison  FI 1130 Elective The Long & Short A quick paced presentation on the anatomy of short sales and the importance of counseling   

        of It: Anatomy of a Short Sale both sellers and buyers to create a successful short sale transaction.

April 12, 2010 9 a.m. - NOON Lynn Madison  COR 1657 (B) When in Doubt -  What needs to be disclosed? Just about everything! And that’s what this course covers. 

        Disclose    We’ll talk about disclosing your involvement when listing and selling, advertising, etc.

  1 p.m. - 4 p.m. Lynn Madison      

New

 COR 1665 (A) Welcome to  Just when you thought you heard it all - along comes Runamuck Realty where their motto 

        Runamuck Realty   is “The End Justifi es the Means” and putting themselves fi rst is their priority.

April 15, 2010 9 a.m. - NOON 

New

   Bill Schiller    TEC 1701 Cyber Real Estate - Part I This program is designed  to identify and explore the essential technologies & skills  

            needed to better serve real estate consumers in the new millenium.   

  1 p.m. - 4 p.m.   Bill Schiller  TEC 1702 Cyber Real Estate - Part II This program concentrates on harnessing the tremendous potential of the Internet and 

            related technologies to better serve real estate consumers in the new millenium.

 Location of Courses Below: MORe Tinley Park Satellite Offi ce, 16345 S. Harlem Ave., Suite 200, Tel: 630.324.8400          

 DATE TIME  INSTRUCTOR  COURSE #/TITLE  DESCRIPTION

Oct. 26 9 a.m. - NOON Wayne Paprocki  COR 1650 (A) Will the Defendant Join us as we explore agency’s fi ne points - duties to clients - responsibilities to customers -

        Please Rise? Agency & Escrow when to dual (when not to!) as well as look at escrow case studies.

  1 p.m. - 4 p.m. Wayne PaprockI  COR 1649 (B) Whatcha Gonna Do It’s not always what you say that causes you problems - it’s how you say it. Through

        When They Come for You? Agency video examples of what to do - and what not to do - we’ll look at two of the areas of real

        and Fair Housing   estate that can cause them to come for you!

Oct. 28 9 a.m. - 5 p.m.* Wayne PaprockI  *BME 1800 Broker Management This course is intended to provide the knowledge and tools necessary to be an effective

            Illinois real estate broker.

Nov. 4 9 a.m. - NOON Lynn Madison  ETH 1512 Elective The Code of Fulfi lling your requirement for NAR’s Ethics training, we’ll look at the Code and its  

         Ethics: It’s Good Business  impact on your profession. Join us as we take a look at the Code ‘from the street.’ 

        *Meets NAR Code of Ethics Requirement
  1 p.m. - 4 p.m. Lynn Madison  RD 943 Counseling Buyers & Sellers The clients have changed and how the agents communicate with them have as well. This

        in Today’s Market    course will give licensees the tools and techniques to better educate buyers and sellers.

*MORe Now Offers the Competitive discount. Find the same classroom c.e. course offered somewhere else at a lower rate and bring the documents to MORe. We’ll give you the same rate to
attend our class. We are that sure that you will get moremore out of a MORe C.E. class that we will stand behind this pledge!

               All classes are 3-hrs. unless otherwise noted with an asterisk. COR represents CORE/all others are ELECTIVE    
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Nov. 20 9 a.m.-NOON      

New Bill Schiller       New ENV 1220 Going GREEN in Real This course educates agents on the issues, challenges and opportunities involved 

        Estate    in the rapidly growing niche of Green real estate.
  1 p.m. - 4 p.m. Chris Read  COR 1649 (B) Whatcha Gonna Do It’s not always what you say that causes you problems - it’s how you say it. Through

        When They Come for You? Agency video examples of what to do - and what not to do - we’ll look at two of the areas of real

        and Fair Housing   estate that can cause them to come for you!

Dec. 11 9 a.m. - 5 p.m.* Lynn Madison  *BME 1800 Broker Management This course is intended to provide the knowledge and tools necessary to be an effective

            Illinois real estate broker.

Dec. 17 9 a.m. - NOON   New

 Bill Schiller              New

 TEC 1701 Cyber Real Estate - Part I This program is designed  to identify and explore the essential technologies & skills  

            needed to better serve real estate consumers in the new millenium.

  1 p.m. - 4 p.m.  

New  Stephen Kon              FI 1142 Tax Sales for Rookie  The purpose of this course is to help the novice understand what a tax sale is about and to

            guide the investor through a step by step process of acquiring real estate through a tax sale. 
Jan. 12, 2010 9 a.m. - NOON Wayne Paprocki  COR 1649 (B) Whatcha Gonna Do It’s not always what you say that causes you problems - it’s how you say it. Through

        When They Come for You? Agency video examples of what to do - and what not to do - we’ll look at two of the areas of real

        and Fair Housing   estate that can cause them to come for you!

  1 p.m. - 4 p.m. Wayne Paprocki  COR 1650 (A) Will the Defendant Join us as we explore agency’s fi ne points - duties to clients - responsibilities to customers -

        Please Rise? Agency & Escrow when to dual (when not to!) as well as look at escrow case studies.

Jan. 20, 2010 9 a.m. - NOON   

New  Bill Schiller       TEC 1701 Cyber Real Estate - Part I This program is designed  to identify and explore the essential technologies & skills  

            needed to better serve real estate consumers in the new millenium.   

  1 p.m. - 4 p.m.    Bill Schiller     TEC 1702 Cyber Real Estate - Part II This program concentrates on harnessing the tremendous potential of the Internet and 

            related technologies to better serve real estate consumers in the new millenium.

Jan. 27, 2010 9 a.m. - NOON Ruth Ann Morgan      New COR 1659 (A): Law and Order This course covers various agency relationships with corresponding duties, disclosure

            of the licensee, compensation, including duties after the agency relationship ends.

  1 p.m. - 4 p.m. Marki Lemons  FI 1129 Short Sale: The Result of This course is for real estate agents, brokers, investors, industry professionals and  

             Foreclosure   homeowners who want to know how to prepare a short sale package and the timeline.

 Feb. 1, 2010 1 p.m. - 4 p.m. Cindy Ladage  ENV 1240 Radon Testing  This course provides real estate agents and brokers with the information they need to avoid 
     Patrick Daniels  in Real Estate ($10 to attend) liability issues related to radon in real estate, Illinois radon legislation and regulation.

 Feb. 4, 2010 9 a.m - NOON  Lori Cox   COR 1637 (B) Legal Issues: Fact A quick paced presentation on the impact  of RESPA, disclosure issues, anti-trust   

        or Fiction - RESPA, Disclosure regulations that impact licensees in the real estate marketplace today.  

        and Anti-Trust 
  1 p.m. - 4 p.m. Lori Cox   COR 1652 (A) Do it Right! Agency A quick paced presentation on the impact  of Agency, License Law & Escrow obligations 

        Duties & License Law Responsibilities that impact licensees in the real estate marketplace today.

Feb. 24, 2010 9 a.m. - 5 p.m.* Wayne Paprocki  *BME 1800 Broker Management This course is intended to provide the knowledge and tools necessary to be an effective

            Illinois real estate broker.

Feb. 26, 2010 9 a.m. - NOON Paul Martis  COM 1000 Intro to Commercial R.E. This course will provide the student with an overview of the commercial real estate     

     Jack Dunholter  w/Multifamily Emphasis  market, with an emphasis on investing in multi-family and strip center properties.

*MORe Now Offers the Competitive discount. Find the same classroom c.e. course offered somewhere else at a lower rate and bring the documents to MORe. We’ll give you the same rate to
attend our class. We are that sure that you will get moremore out of a MORe C.E. class that we will stand behind this pledge!
All  classes are 3-hrs. unless otherwise noted with an asterisk. COR represents CORE/all others are ELECTIVE
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 March 11, 2010 9 a.m. - NOON Lori Cox   ETH 1523 At Ease with Ethics This course is a fast paced, fun and full of information about the Code of Ethics and 

        for Today’s R.E. Professional  Standards of Practice.

        *Meets NAR Code of Ethics Requirement
   1 p.m. - 4 p.m. Lori Cox   AGY 451 Dual Agency:  This course explores the latest issues arising out of dual agency, including disclosure, 

         Duties in Confl ict   duties and when to do ministerial acts.

 March 22, 2010 9 a.m. - NOON Ruth Ann Morgan      New CORE 1659 (A) Law and Order This course covers various agency relationships with corresponding duties, disclosure

            of the licensee, compensation, including duties after the agency relationship ends.

  1 p.m. - 4 p.m. Ruth Ann Morgan  COR 1640 (B) Legal Issues: From Immigration and changes in our marketplace make it imperative that we understand 

         Melting Pot to Salad Bowl/Cultural cultural differences and know how to work with people of different backgrounds. This 

        Diversity     course helps today’s agent understand why we need to embrace diversity.

 April 1, 2010 9 a.m. - NOON Lynn Madison  AGY 462 Risky Business:  What are the top areas of liability in today’s market? Join us to explore the types of

        Are You in Jeopardy?  complaints and lawsuits we’re seeing in areas of antitrust, agency, duties and more.

  1 p.m. - 4 p.m. Lynn Madison  FI 1130 Elective The Long & Short A quick paced presentation on the anatomy of short sales and the importance of counseling   

        of It: Anatomy of a Short Sale both sellers and buyers to create a successful short sale transaction.

 April 8, 2010 9 a.m. - NOON Wayne Paprocki  COR 1649 (B) Whatcha Gonna Do It’s not always what you say that causes you problems - it’s how you say it. Through

        When They Come for You? Agency video examples of what to do - and what not to do - we’ll look at two of the areas of real

        and Fair Housing   estate that can cause them to come for you!

  1 p.m. - 4 p.m. Wayne Paprocki  COR 1650 (A) Will the Defendant Join us as we explore agency’s fi ne points - duties to clients - responsibilities to customers -

        Please Rise? Agency & Escrow when to dual (when not to!) as well as look at escrow case studies.

 April 14, 2010 9 a.m. - 5 p.m.*   Kerry Kidwell  *BME 1800 Broker Management This course is intended to provide the knowledge and tools necessary to be an effective

            Illinois real estate broker.

 May 4, 2010 9 a.m. - 1 p.m. Kelly Molinari  FI 1120 Introduction to Short  This class is for real estate agents at all levels of experience. The course teaches 
     Atty. Chris Haas  Sale Principles-- 4hrs./only 3 hrs.elective how to take advantage of short sale opportunities and analyzes concerns in the market.

*MORe Now Offers the Competitive discount. Find the same classroom c.e. course offered somewhere else at a lower rate and bring the documents to MORe. We’ll give you the same rate to
attend our class. We are that sure that you will get moremore out of a MORe C.E. class that we will stand behind this pledge!
All classes are 3-hrs. unless otherwise noted with an asterisk. COR represents CORE/all others are ELECTIVE
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Please fi ll out and return prior to attending your classes. Must cancel 48 hours prior to start of class for a refund.  NO PHONE REGISTRATIONS. FAX TO: 630.324.8403. Register online by
 visiting www.SucceedwithMORe.com; Members: Log onto the website and on the My Account page, choose Education, Calendar and Registration in the Center Column.

Non-Member: Click on EVENT tab, then MORE CALENDAR. Choose Month & Date of CLASS.

Mail to: Mainstreet Organization of REALTORS®, 6655 Main Street, Downers Grove, IL 60516.  Questions, call 630.324.8400 and ask for Education
 I am a  [   ] Broker [   ] Salesperson   I am registering for: [   ] C.E.  [   ] Info On

 Member I.D.    E-mail:     Name:     Offi ce:

 Phone:     Non-member address (if applicable):           
      Course Date:    Course #:    Location:   
        
 I am paying with (please circle):   
  Check   Visa   Mastercard   Amex   Discover

 Managing Broker? [   ] Check if you would like this billed to your offi ce.              
 Credit card #:      Exp. Date:    Signature: 
 Do you have any disabilities which require special accommodation?

COSTS AND CANCELLATION POLICY
Use the registration form below for all Education Courses or register online at www.SucceedwithMORe.com. 

*MORe Now Offers the Competitive discount. Find the same classroom c.e. course offered somewhere else at a lower rate and bring the documents to MORe. 
We’ll give you the same rate to attend our class. We are that sure that you will get moremore out of a MORe C.E. class that we will stand behind this pledge!

Questions? Contact: Latrice Rone
630-324-8427 or lrone@SucceedWithMore.com

Cost Per 3 hr. Class
Online Registration:   MORe Member *$30 for C.E. Credit
    Register online for the member’s only reduced rate!
    6 hrs. BME 1800: $131 for Brokers with license number of 475.117700 or less
                                                                                             $143 for Brokers with license number of 475.117700 or higher  
                 (includes the Broker Mgmt. Text/MacDougal)
Walk-in; fax or mailed:  MORE Member $35/$20 info only (no c.e.)
    IAR Member $40/$25 info only (no c.e.)
    Non-Member Licensee $50/$30 info only (no c.e.)
    6 hrs. BME 1800: $151 for Brokers with license number of 475.117700 or less
                                                                                             $163 for Brokers with license number of 475.117700 or higher  
                 (includes the Broker Mgmt. Text/MacDougal)
     

A. Cancellation requests must be in writing or voice mail: 
 1. Prior to 48 hours of class - credit issued or a refund.
 2. Within 48 hours of class - credit or refund minus a 
     $10 cancellation fee.
 3. No refund or credit once a class begins.
B. Late arrivals will not be admitted and will forfeit C.E. 
Registration fee.  
C. C.E. Registrant must be in attendance; no subs. 
D. Failure to stay for entire C.E. class or take exam will
 result in forfeiture of registration fee 
E. $50 processing fee on returned checks.
F. Payment must accompany registration form.
G. NO PHONE REGISTRATIONS.

Registration Form

IAR #2009-165-170

 

Cost f
or C

OM 1002: $50 member/$
60 non-m

ember

 

 

Special: $
10 fee ENV 1240!!!




