
Cynthia DeLuca - CE Solutions 
Generation-ize your approach to communicating: 

A Realtor’s Guide to Effective CommunicationThis 

program discusses why some customers can prove to be more…

challenging than others to understand and communicate with. 

We’ll talk about how we as adults can communicate differently 

than each other, and how that is also impacted by which GEN-

ERATION we come from. As Realtors, you’ll leave with tips 

and insights to help you market yourself as well as bridge the 

generation gap between you and your customers. 3 hours CE 

credit. 

Look Before You Leap: FL Statutes, Rules & Best 

Practices when operating as a Real Estate Broker 
This program reviews the importance of a policy manual and 

list several elements needed for an effective policy manual as 

well as  the various responsibilities of the manager.  Students 

will also learn how to develop a business plan to identify various 

expenses associated with operating a real estate brokerage and 

the various business models one may follow and explain the 

F.A.C. rules regarding trust accounts and escrow monies.  

3 hours CE credit. 

Preparing & Navigating the Listing Contract  
Listing Contracts are an important part of the real estate busi-

ness. They communicate who is responsible to do what, give a 

time period for those items to be performed, and guarantee the 

listing broker to be paid for these services. Having all the ‘T’s 

crossed and the ‘I’s dotted can mean the difference of getting 

paid, and not getting paid. In this program you’ll become famil-

iar with various types of listing contracts, the difference between 

them, and some options to guarantee compensation while 

making your way to the closing table. 4 hours CE. 
 

Business Planning for the Market Rebound 
In this program, we review: causes for Real Estate Market hy-
peractivity, the concept of supply and demand in the real estate 
market and the impact it had on the current crisis, the concept of 
being “upside down” on a real estate property, and four elements 
to include in a solid real estate business plan. He will also ex-
plain the concept on sustainable income through real estate pur-
chases and the financial considerations to be included in a real 
estate business plan. 3 hours CE credit 

Comprehensive Riders  
You want your contract to close correct? This course insures 
you'll know what you're writing, the right form for the right 
transaction and staying out of court. Buyer wants to obtain fi-
nancing, and doesn't want to risk their deposit, what forms do 
you use? In this program you'll learn exactly what you need, 
how to fill it out, and get the deal closed. It's Sunday, you've got 
a buyer, and you don't know what to do? Spend a few hours in 
this program and you'll never doubt your skills again. Riders by 
definition are attached to something because the "something" 
didn't cover it. Together we'll insure that you'll know what form 
to use for every type of transaction you'll be involved with.  
3 hours CE credit.  

Creating a Service-Driven Prop Mgmt Operation 
Join Cynthia as she takes you thru the creation and day to day 
operations of her own property management offices. Learn to 
create multiple sources of income streams from full property 
services.  This course includes the conceptual and legal aspects, 
marketing techniques to attract clients, tenant issues, insurance 
recommendations, accounting requirements, staffing and finan-
cial planning. Whether you intend to add property manage-
ment as a compliment to your Brokerage and sales activi-
ties, or manage thousands of units as Steve's office does, 
you'll find solid, real world ideas from this power packed 
course. 3 or 4 hours CE credit. 

How to Know if Your Transaction is Going South 
We’ve all had those transactions that we’d classify as a 

“problem”. But what was the problem? Even though each 

transaction is a unique course of events, there can be plenty of 

similarities with each transaction. Knowing the similarities 

with each transaction can help us pinpoint those key areas 

that need “attention to detail”. This will help us avoid future 

problems in those areas of the transaction, and help for 

smoother transactions in the future. So, a check list and con-

sistent approach to each transaction not only benefits your 

buyers and sellers, but keeps you out of trouble too. 3 hours 

CE credit 

The ‘Ins’ And ‘Outs’ of Successful Contracts 
Contracts can be exciting! Learn the real ins and outs from 
one of the top Brokers in Florida. Complete a contract right at 
outset, and assure yourself of profitable closings for all con-
cerned. Arms-length, short sale REO, your Instructor does 
them successfully every day. You will as well! 3 hours CE. 

About Cynthia: 
Cynthia has written several CE courses for Flor-
ida REALTORS® as well as two GRI courses for 
the State of Nevada.  She is one of the top GRI 
instructors in Florida and teaches many times 
each year. She is active in both her local area at 
the West Volusia Association of REALTORS®, 
and on the state level, with 
Florida REALTORS®. She has 
been featured in both the 
Florida REALTOR® Magazine 
and the National REALTOR® 
Magazine.  

www.EducatorCynthia.com 
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Streamlining Your Property Management Business 

Real Estate Agents and Brokers are realizing that more and 

more challenges are facing property management today. With 

foreclosures and short sales around every corner, it’s im-

portant to know how to handle each situation. In this session, 

you’ll gain insight into the new consumer of today who wants 

information immediately and has new ways of finding out 

what they need to know. You’ll be prepared to handle any 

obstacles that you may come across. You’ll hear tips on how 

to handle owners in a declining market, deal with tenants 

through the process, and understand solutions to normal day 

to day operational questions. At the end of this course, you 

will have a better understanding of these challenges and how 

to streamline your business as a property manager.  

4 hours CE credit 

 

What is Section 8? A Realtor’s Guide to Understand-

ing Subsidized Housing, By Cynthia DeLuca 
In today’s suffering economy, many Realtors have reluctantly 

become landlords and have difficulty collecting the rent due 

to them.  Many tenants have circumstances that happen to 

them that are not always in their control. After several bad 

experiences, landlords may feel refreshed to know there is an 

alternative to the stress: subsidized housing.  A portion or all 

of the rent could be paid by HUD, in essence, “guaranteeing” 

the rent. Having experience with subsidized housing can help 

you gain landlords and help your job become easier regarding 

collecting rent.  But you need to understand the rules and reg-

ulations that come with it. 4 hours CE credit 

 

What’s Chapter 83 Got To Do With It? 
In Florida, we have lots of landlords and lots of tenants.  Ensur-
ing we as Realtors understand the laws that are associated with 
those relationships become the foundation for a great property 
manager. When laws apply to both the property manager and the 
owner, it’s important that the licensee understands the laws and 
how they’ll be stepping in the shoes of the landlord during the 
management of the property as their agent. Laws change each 
year, it’s critical we stay current on the changes. You’ll leave 
this program with a deeper understanding and knowledge of 
Chapter 83 and how it affects how YOU do business!! 

3 hours CE credit 

 

Cherolyne@WalkTheTalkPresentations.com 

Prudent Risk Management for Realtors 
This course reviews the most common risks associated with the 

ownership of a Brokerage firm and the practice of real estate 

(including Short Sales). It includes several recommendations, 

but should not be construed as the final word on risk manage-

ment. The student’s job is to understand the risks, prepare for 

them, and avoid the creation of unnecessary risk.  

3 hours CE credit. 

 

Real World Negotiating 
In this program, you’ll learn that people do things for 

THEIR reasons, not yours. You’ll learn to list first, and act 

second. You’ll leave with cues that will tell you how they 

process information and the best kind of negotiating strategy 

that they will respond to. 4 hours CE credit 

 

Real World REOs and Short Sales 
Have you thought about getting into or expanding your REO 

business, or were you thinking the train had already left the 

station? It's so much more than "getting on a list." Cynthia’s 

offices handle over 200 REOs a year, representing lenders such 

as Bank of America, Wells Fargo, Michigan National, Inter-

grated Asset Management, Atlas REO and others. He'll offer 

frank discussion on the ins and outs of lender and asset man-

agement representation, including real world requirements of 

REOtrans and lender mandated software platforms.  

4 hours CE credit. 


