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New Course ! - Vacant Land Contracts Revealed (3 hours CE credit ) 
The purpose of this class is to take away the mystery of preparing Vacant Land Contracts.  Specifically, we will review 
what a contract is; Letters of Intent - how and why to use them; we will go over – line by line – the provisions of Va-
cant Land Contracts; and we will briefly discuss Vacant Land Disclosures.  We will also discuss feasibility studies that 
should be completed during the due diligence period and how to calculate inspection time periods.  By the end of the 
class you will feel more comfortable and confident in preparing Vacant Land Contracts. 

Development of Land: Unearthed 
“Under all is the land” is the opening code of the REALTOR® Code of Ethics.  The concept applies to all real estate 
transactions.  Quite often, Realtors® that are not conducting transactions that involve development on a regular basis 
don’t realize how many different facets of the industry they need to be knowledgeable about before diving in to assist a 
client. The purpose of this class is to “unearth” the development process for vacant land or land with structures under-
going redevelopment; discuss factors that can affect development, including land and its uses, laws that regulate land 
use; evaluation of site conditions; and determination of the feasibility of a proposed new project.  Knowledge of these 
things will allow you to assist your customer to successfully navigate land being redeveloped or a vacant land transac-
tion, whether the purchase is for customers looking for land on which to build their dream home or for a client wanting 
to develop a whole new subdivision or retail establishment. 4 hours CE credit. 

The Art of Networking 
Most real estate professionals agree that networking is critical to long-term success in real estate.  Despite consumers’ 
assumptions that Real estate professionals are outgoing and networking comes naturally, in fact, many Real estate pro-
fessionals dread networking.  They perceive it as an awkward, forced, and an 
unnatural exchange -- which only leads to sweaty palms, uncomfortable silenc-
es, and unproductive conversations.   So, how do you leave those shaky knees 
behind and become better at networking? First, you attend this program! You’ll 
leave with solid strategies and techniques (that we’ll practice in class) that will 
allow you to 1) feel more comfortable in networking settings, 2) make a positive 
impression and 3) generate new contacts. 3 hours CE credit. 

So You Think You Want to Be a Commercial Real Estate  
Professional?  
This course is designed for today’s busy residential Real estate professional, 
who may have an interest in expanding their services to include commercial real 
estate as well as commercial agents just getting their feet wet.  This program 
will acquaint you with the fundamentals of commercial real estate including the 
key differences between residential and non-residential real estate, identification 
of the “players”, types of commercial real estate and associated transactions.  
We will also discuss methods for valuation of commercial property and will re-
view the documents used in commercial transactions.  The overall goal of the 
course is to better equip you to decide if this is a specialty you want to pursue.  
4 hours CE credit. 

Advanced Fundamentals of Commercial Real Estate: 
   Next Steps Education, Listing, & Marketing  
You’ve taken “So You Think You Want to Be a Commercial Real Estate Pro-
fessional”, my introductory commercial real estate course and you weren’t 
scared off… in fact, you were intrigued and want to know what to do next in 
your quest to become a commercial specialist.  Or maybe you have already dab-
bled in commercial real estate and want to know what more you can do to break 
into the field. The purpose of this class is to tell you what those “Next Steps” 
are, including educational opportunities available, how to land your first true 
commercial position, the best way to get commercial listings, and once you get 
a listing show you how to market the property effectively.  You’ll leave the 
class more knowledgeable on what to do next and more confident that you can 
move forward in the direction of being a commercial real estate specialist.  
3 hours CE credit. 

About the instructor: 
Linda Olson,  
REALTOR®, GREEN, 
has been practicing 
commercial real estate 
since 2005.  Linda is a 
course author and 
instructor, is on the 
Florida REALTORS® 
faculty, teaches clas-
ses through Georgia’s 

PIE program, is a Tennessee-approved 
instructor and is approved by NAR to teach 
Discovering Commercial Real Estate and 
under their REBAC program to teach the 2-
day Green Designation course.  Linda has 
been writing and teaching continuing educa-
tion courses since 2010.  Linda brings a 
unique perspective to the real estate field as 
she has a MS degree in Ecology and 20+ 
years of experience as an environmental 
consultant working on projects throughout 
Florida.  Linda’s has parlayed this experi-
ence into a real estate career where she 
assists Owners and Buyers regarding the 
intricacies of developing/optimizing/selling 
and buying environmentally-challenged 
property.  Linda also assists Landlords and 
Tenants with commercial property leasing..  
For more than 10 years Linda was actively 
involved with the local Home Builders and 
Contractors Association allowing her to gain 
important contacts and knowledge on 
“green” building techniques and improving a 
home’s energy efficiency. Linda has been 
awarded NAR’s GREEN designation and 
uses these skills to effectively market and 
sell Green/Energy Efficient homes and to 
work with Buyers to find home that match 
their “Green” needs. 



2019 CE by Linda Olson, cont. 

Cherolyne@WalkTheTalkPresentations.com 

Commercial Leasing Made Easy 
The purpose of this class is to concentrate on the leasing aspect of commercial real estate.  This is a category that 
stands alone because of all of the unique terms and concepts that are associated with it.  There are many ways to struc-
ture a lease and many types of leases.  Real estate professionals learn: the terms that are associated with leasing, the 
different types of leases, how to calculate rent, the different types of lease agreements and how to be comfortable with 
preparing a lease. 4 hours CE credit. 

 
Successful Commercial Lease Negotiation and Preparation  
The focus of this class is to empower you to successfully negotiate leases for your commercial-tenant clients.  More 

specifically, how to determine the tenants’ needs and collect information in order to evaluate potential sites.  We will 

review the most common terms and conditions incorporated into most leases and you will learn which of those clauses, 

when negotiated, will result in the most favorable final terms and conditions.  Finally we will discuss how to review a 

lease and how to prepare a tenant- and property-specific lease.  Utilizing class discussion and role-playing, this course 

will provide you with the confidence to negotiate the best deal possible for your client and to prepare a lease that meets 

everyone’s needs. 4 hours CE credit. 

 

Commercial Contracts RevealedThe purpose of this class is to take away the mystery of preparing commercial 

contracts.  Specifically, we will review Letters of Intent and how and why to use them, we will go over – line by line – 

the provisions of Commercial and Vacant Land Contracts and talk about when you should use Optional Clauses along 

with your Commercial Contracts.  As part of these discussions we will include, in detail, due diligence that should be 

completed during the feasibility period of a commercial or vacant land contract.  In this interactive workshop, you will 

leave with the knowledge to explain the agreement(s) to a customer/client, determine how long due diligence periods 

should be, and be better able to write a solid and binding contract. 3 hours CE credit. 

 

Environmental Issues and Real Estate/Is the Green in Your Transaction Raising Red Flags ? 
In this course you will learn about the most common environmental issues (wetlands, sinkholes, threatened and endan-

gered species and hazardous waste),  that can be “deal breakers” and how each of them relate to real estate transactions 

(in other words what affect they may have on a buyer or seller, if present).  You will leave with a list of questions your 

Buyer or Seller should ask about a property that may have environmental issues associated with them.  You’ll find out 

what to do if you encounter these and the steps to take that can keep you on track and on your way to the closing table. 

3 hours CE Credit. 

 

Is Your House Making you Sick? Take this course and learn about threats posed by naturally occurring health 

hazards such as mold and radon; man-made materials and components such as asbestos and lead-based paint; and de-

fective materials such as Chinese Drywall.  Learn about the sources of these toxins, their effect on our health, what 

laws provide us with protection from them and what disclosures we as Real estate professionals have to make.  In addi-

tion, learn how to guide your customers in the identification of potentially toxic issues in their homes, in how to reduce 

their exposure, how to test for its presence and extent, and how to remediate the problems so that there are no remain-

ing issues that could affect a successful sale and closing on a property. 4 hours CE credit. 
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Making Green by Selling “Green”/Educating Your Customer on Embracing  

a “Green” Lifestyle In this course you will learn to distinguish between concepts such as “green”, ecofriend-

ly, energy-efficiency, and sustainability so you can teach your customers how they can live an “eco-conscious” 

lifestyle within any budget.   This course will provide you with “green renovation options” such as xeriscaping, 

Energy Star appliances, and solar products.  We will go over practical things anyone can do to make their homes 

more energy efficient and sustainable; things that are inexpensive to implement but could result in significant sav-

ings.  Once you, as a Real estate professional, know how to recognize these features in a home (or ask the right 

questions to highlight energy efficient aspects of a house) you can use that information as a marketing tool for a 

Seller and as selling points for a Buyer, making you a more specialized, effective and successful Real estate pro-

fessional.  4 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. 

 

Fair Housing & Diversity In this basic program – made fun, students learn how to reduce liability and will be 

able to name two laws that cover fair housing as well as list the seven protected groups in the Fair Housing 

Act.  They will be able to explain the illegal acts of steering, blockbusting and redlining and also state how to re-

spond when confronted with a discrimination problem, and ultimately stay out of FREC Jail! 3 hours CE credit. 

 

 

Other programs instructed by Linda: 

REBAC:  Discovering Commercial Real Estate (additional REBAC license required) 3hr CE 

REBAC:  2-day Green Designation (EACH day 7 hours Specialty CE) 

 (Day 1: The Resource Efficient Home: Remodels, Retrofits, Renovations, and New 

Home Construction) 

  (Day 2: Representing Buyers and Sellers: Resource-Efficient Homes) 

 

GRI 302: - Introduction to Single-Family Construction 

  - Land, Environment & Private Property Rights 

 

CE:  - Are You Grandfathered In? A Guide to Zoning, Non-Conforming Use and More 2hr CE 

 - Navigating the Maze of Residential Construction 4hr CE 

 - Residential Construction from the Inside Out 4hr CE 

 - Ride the Green Wave 4hr CE 


