2024 CE Courses by Subject (IN PERSON

Appraising:

Mastering the Real Estate Agent’s Role in the App Process
ACE Valuation: CMAs, BPOs and What to Expect ... When
You’'re Expecting a good appraisal

Confidently Challenge an Appraisal

Business Planning, General Business
Accredited Closing Expert Day 1: The Mechanics of Closing
Accredited Closing Expert Day 2: The Financials of Closing
The ACE Lister & The ACE Advanced Lister

Business Planning for the Market Rebound

Business Purchases & Contracts

Build Your Business with Extraordinary Customer Service
Closing More Deals With Fewer Leads

Dealing with Deal Killers

Fair Housing & Diversity

How To Know if Your Transaction is Going South

Look Before Your Leap: Becoming a Broker

ACE Negotiating 1: Negotiating to Close, Neg 2: Objections
Neg 3:Body Language

Prudent Risk Management for Real Estate Professionals
Real World Negotiating

Rusty Agent Reboot

Recharge & Jumpstart Your Career

Commercial

ACE Intro to Commercial Real Estate
ACE Commercial Contracting
Commercial Real Estate

Vacant Land Contracts

Commercial Investing
Unlocking the Secrets of Commercial Investment Property

Contracts

Contracts: Explain the FR/Bar As-Is and the FR/Bar
Comprehensive Riders

Ins and Outs of Successful Contracts

Master Contracts, Addenda & More

Preparing and Navigating the Listing Contract

The Inspection Section

Navigating Vacant Land Contracts

Ethics NAR COE; ACE Ethics: Real Estate Business Ethics

Finance

Assumable Mortgages

ACE Financing 1: Lending Essentials

Accredited Closing Expert Day 2: The Financials of Closing
Advanced Finance: FHA Loans and the Economy

Adv. Finance: ARMS, Conv. Loans and Predatory Lending
A Real Estate Professional’s Guide to Investor Financing
And Then There Were 4: A Guide to 4 Financing Options
Buying vs Renting and Other Millennial Facts

Credit Scoring 1-2-3

Complete Credit and Credit Repair Guide

Know Your Numbers

Military Math: VA Financing Calculations Made Easy

Finance, cont.

USDA 1-2-3 No Down Payment Simplified

USDA & VA 100% Financing

USDA 1X Close No Down Payment Construction

VA 1-2-3

International

Go Global: Jumpstart Your International Business

Go Global: Risk Management for the Int’l Practitioner
How to Build a Global Outbound Referral Business
It’s a Small World After All

Investing

ACE Investing 1: Essentials, ACE Inv 2:Adv Investing

ACE Inv 3: Crunching the Numbers ACE Inv 4: Adv Returns &

Projections, ACE Inv 5: Real World Investing,

ACE Inv 6: Analyzing Real Properties ACE Inv 7: Long v Short

Term Rentals

Helping Renters Become Buyers and Investors

Guiding Your Customers in RE Inv, Flipping & Income Prop.

Real Estate Investing: Good, Bad & Ugly-What Your
Customers Need to Know

Property Management

Creating a Service-Driven Property Management Operation

Streamlining Your Property Management Business

What’s Chapter 83 Got to Do With it?

What is Section 8? A Real Estate Professional’s Guide to
Understanding subsidized Housing

Specialty Areas:

Assistance Animals and the Law

Buyers Agent Bootcamp

DISCover Effective Buyer/Seller Communication

Cryptocurrency in Real Estate

ACE Inflation

Distressed Properties

Disclose or Not

Divorce and Real Estate

Homestead Exemption

Mastering Personality Styles to Increase Sales

Real World REOs & Short Sales

Solar Panels in the Real Estate Transaction

Tax Strategies & Business Planning for Real Estate Pros

Title Insurance

What's the 4-1-1 on 1031 Exchanges

The Social Side of real estate

The Scoop on Real Estate Teams

What You Always Wanted to Know when you got your RE
license but didn’t know whom to ask

ACE Tokenization




2024 CE Solutions Programs

8 things You Didn’t Know About Title Insurance, by
Ned Hale

"Title insurance is purchased on nearly all real estate deals, but
most licensees know little about how title insurance really works.
In this informative seminar, Board Certified Real Estate Attorney
Ned Hale will explain why title insurance is necessary, what it co-
vers, what it doesn't, and how it differs greatly from most other
types of insurance. Ned will also discuss how title insurance is
priced, and whether or not a title company can discount the title
msurance premium. Most importantly, Ned, who has over 20 years
of experience in the business, will expose some of the cute little
secrets about the title insurance industry that agents and their cli-
ents are rarely told." 2 hours CE credit.

Accredited (losing Expert (ACE)
Accredited Closing Expert-Day 1: The Mechanics of
(losing by Josh Cadillac

This 2-day program is taught by Cody Lampariello and/or Josh
Cadillac from South Florida. This 8-hour CE program includes:
Chapter 1: What is a closer?

Chapter 2: Writing contracts to close

Chapter 3: Handling customers to close

Chapter 4: Communication

Chapter 5: Having a team to close: Get a Guy

Chapter 6: Building your business to close: Be the Guy
Chapter 7: Understanding your closer &

Understanding the closing statement & Critical Path to Closing
(Chronological closing checklist)

Accredited Closing Expert-Day 2: The Financials of
(losing by Josh Cadillac

This 2-day program is taught by Cody Lampariello and/or Josh
Cadillac from South Florida. This 8-hour CE program includes:
Chapter 8: Understanding the Investment of Real Estate

8.1 Introduction: What to Know

8.2 Thinking like an investor

8.3 Living in an investment

8.4 Buying Real Estate as an Investor

8.5 Tax Advantages to Investment Real Estate

8.6 Corporate Structures

8.7 Becoming an Investor
Chapter 9: Closing Distressed Sales
Chapter 10: Negotiating to close
Chapter 11: ACE community

The ACE Lister: How to get the Listing, by Josh (adillac

How to prospect for the listing, prep for the meeting and set your-
self up to get your listing agreements signed. The things you need
to know to jump your listing business up to the next level. We use
real properties and real exercises to set prices and get past the
nervousness to close the deal. We will show agents proven, high-
ly effective, low pressure means of getting your paperwork signed
and leaving your customer with a smile on their face when your
deal is done. 4 hours CE credit.

The ACE Advanced Lister: Building a Liielong Listing
Business, by Josh (adillac

This bootcamp deals with handling objections in a fun and enter-
taining way that builds the skills agents need to better answer
customers and helps agents develop options to use when speaking
with them. We address setting goals and sticking to them and how
to handle when you are falling off track. We work building a long

-term repeat clientele of listings constantly coming in.
4 hours CE credit.

Cherolyne@WalkTheTalkPresentations.com

ACE Contracts: Explaining the FR/Bar AS-IS and the
FR/Bar, by Josh (adillac

Contracts are the heart and soul of the real estate business.
Agents need to have a deep knowledge of these critical forms in
order to serve their customer well. This class focuses specifically
on the FAR/BAR As-is and FAR/Bar contracts to teach agents
how to fill them out correctly, how the timelines work, what their
customers rights are, and how to protect their customers interests.
At the same time we will look at the tricks and tips to writing
offers that are more likely to actually get signed.

4 hours CE credit.

ACE Ethics: Real suceess the right way,
by Josh Cadillac

Let’s be honest typically, ethics is not the class agents look for-
ward to most. For this reason, we took a fresh look at ethics from
the ground up. We started with doing the right thing for the right
reasons, added some great analogies, good stories, and humor to
make this 3-hour class fly by. More than just surviving your eth-
ics requirement though and learning to abide by the mandatory
ethical standards you will learn the true value to you of having
higher self-imposed ethical standards that reflect the type of per-
son you are and business you want to be known for.

3 hours Ethics credit.

Advanced Finance: FHA Loans and the Economy

By Grant Simon

This program will show the real estate professional how current
market statistics affect their business and how the Federal Housing
Finance Agency can help their customers. They'll also learn to ex-
plain to their customer the difference between a Primary and Sec-
ondary market and the direct link to the consumer. They'll gain a
deeper understanding of the benefits of an FHA loan and mortgage
insurance. Grant will also review mortgage fraud and how the cus-
tomer is affected. 4 hours CE credit.

Advaneed Finance: ARMs, Conventional Loans and
Predatory Lending, By Grant Simon

Real estate professionals will learn the pro and cons of a Conven-
tional Loan and how to explain this to their customers. They'll learn
how the consumer is affected by predatory lending and how they, as
a professional, can avoid it. Students will gain an in-depth under-
standing of how to explain payments, taxes and insurance to their
customers. Plus, they'll learn how to utilize housing statistics to
establish credibility with their customers. 4 hours CE credit.

A Real Estate Professional’s Guide to Investor

Financing, by Grant Simon

This course is designed to assist real estate professionals with one
of their three pillars of business Investor Purchases. During this fast
paced three hour CE course we will cover the rules and regulations
of Fannie Mae and Freddie Mac. Financing products such as Hybrid
ARM’s and Fixed Rates will be utilized as examples. We will in-
vestigate investor appraisals including income and rent analysis
forms. In certain locations an appraiser will be present to provide a
short analysis regarding this type of appraisal. Other areas of focus
will be home price appreciation/depreciation as reflected by The
Federal Housing Finance Agency, property management, and quali-
fications. We will also discuss lead generation and prospecting to
insure the ability to gain an additional transaction within the next 30
to 60 days. 3 hours CE Credit.

www.FloridaCESolutions.com




2024 CK Solutions, cont.

And Then There Were 4: A Guide to 4 Financing

Options, by Grant Simon

In conjunction with the Consumer Financial Protection Bureau’s
(cfpb) easier to use mortgage disclosures that clearly layout the
terms of a mortgage for a homebuyer, this course is designed to
help you understand the ‘4’ choices a consumer has. You’ll be
able to provide your customers with a step by step guide in the
mortgage program selection process. There are many different
mortgages that will meet your customer’s needs. For the purposes
of this course will focus on the ‘Big Four’; VA, USDA, FHA and
Conventional. The first three are government backed mortgages
and last but not least is mortgages that are backed by government
sponsored enterprises (GSE).4 hours CE credit.

Assistance Animals and the Law, Michelle Hinden,
Nishad Khan,

This course provides real estate professionals with a comprehensive

overview of the Fair Housing Act and how its disability protections

relating to Assistance Animals continue to evolve. This course will

review:

o The definition of a “Disability” under the Fair Housing Act

o The distinctions between service and emotional support animals

¢ An in-depth review of what is considered a “Reasonable Accom-
modation” under the Fair Housing Act

e The rights and obligations of the housing provider and the disa-
bled person under the Fair Housing Act

Participants can also expect to discuss Best Practices for residential

real estate professionals to implement for the purpose of limiting

any potential discrimination claims. 2 hours CE Credit.

ACE Tokenizing Commercial Real Estate Assets 1:

Understanding the basies of Tokenization
by Josh Cadillac

Blockchain technology will affect the world in many ways. One of
the main ways it is changing things right now is with the tokeniza-
tion of real estate. This process is completely changing the stand-
ard methods of raising capital the industry has been using for dec-
ades. Understanding fractionalized ownership models through to-
kenization will not just allow an agent to meet current clients’
needs but also to help people, that didn’t even know they could
participate in the market, to become customers. Agents need to
know this to offer their customers the options and solutions that
may best suit their real estate investment goals. 3 hours CE credit.

Assumable Mortgages, by (ynthia DeLuca

When Interest rates are on the rise, buyers get nervous to purchase
homes. This is especially the case when they remember times of
recent past, when rates could have been obtained at much lower
rates. But ae the days of 2.5% interest rates full behind us? This is
where an assumable mortgage my enter the picture. In this course
questions will be answered like, “Which loans are assumable?”,
“What is the process?” and “What would a seller or buyer consider
this option?” 2 hours CE credit.

Beyond the Velvet Rope, Working With the
World’s Afiluent, by Neal Oates

Whether you are currently working with affluent clientele or
seeking to break into this niche, this course was designed with
you in mind. Learn proven strategies to identify, connect with,
and exceed the expectations of some of the world’s most de-
manding, knowledgeable, and intimidating clients. Covered top-
ics include buyer/listing presentation best practices, how to build
an all-star team that dazzles, and how to turn your clients into
your greatest brand ambassadors. Walk away with action steps to
implement within hours of learning and move yourself and your
real estate career Beyond the Velvet Rope. 3 hours CE credit

Building Your Real Estate Business, (reate

(Customers for Life, by Josh Cadillac

The first step to running a successful business is figuring out what
your customer needs and how best to give it to them. In this class
we delve into the mind of who our customers are and what they
need. Not just what they think they need but things they don’t even
realize they need. Successful businesses meet customers’ needs
better than their competitors. Most agents do not recognize what the
customer really wants and for this reason they lose the potential
lifelong loyalty, and repeat customers they could be developing.
Don’t let the opportunity to stand out in your industry and develop
a real competitive advantage pass you by. 3 hours CE credit.

Business Planning for the Current Market

By Kim Bell, Julianna Giordano, Michelle Rojas, Carrie Prieto

While many will agree the current market is booming, such is not
the case for the majority of agents. Those who have listings are do-
ing very well. This would also include appraisers, lenders and in-
spectors. Those working with buyers are losing out to multiple of-
fers, non-contingent sales, cash, etc. Further, many members are
still subsidized by the PPP advances they got last year and again
this year as well as many members still on mortgage forbearance.
That's a false economy, however it is important to recognize that
there will be a "comeuppence". To that assumption, cross reference
your MLS closed deals with individual ID's. I believe you'll find
that less than 50% of today’s agents have actually completed 3 or
more deals over the past 12 months. Therefore, s what’s relevant
today is: How do I get a listing? How do I consult with my buyers
to compete in a highly competitive market? What can I do to insu-
late myself against wild market swings? The worth of cash decreas-
es with significant hard asset price increases. What do I do as an
agent to own the appreciating asset? This courses addresses those
questions to guide you in planning your business in the current
market.3 hours CE credit.

@ Walk the Yok
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2024 CK Solutions, cont.

Build Your Business with Exiraordinary (ustomer
Service, by Josh (adillac

If Men are from Mars and Women are from Venus.... where do
buyers and sellers come from? As a real estate professional, not
only do you deal with people’s backgrounds and experience, you
deal with some of the 1diosyncrasies that come with their genera-
tion. All that being said...your business success will be directly
proportional to your ability to provide an unprecedented level of
customer service. You need to see and address their expectations
whether they are aware of them or not. In doing so, this will allow
you to separate yourself from the competition. Customers will be
forced to take notice and take you as credible and worthy of their
business. If you do this well enough customers will think them-
selves blessed to have found someone as good as you! 2 hours CE
credit.

ACE Business Building & Time Management:
How to Plan, Manage & Advertise a Sirong
Real Estate Business, by Josh Cadillac

ACE Business building & Time Management is a course designed
to help you to build a strong and flourishing real estate business.
Agents will learn how to set their business up for success, how to
set systems up to keep them accountable, and how to be more effi-
cient with their time. We will also address goals, how to break those
goals down, make them measurable, and how to stay on track when
things don’t go as projected. Agents will also learn some tricks to
excellence in advertising and staying motivated when this business
gets them down. This class helps agents manage themselves and
puts them on a path to build a strong and growing real estate busi-
ness for their future. 2 hours CE credit.

Business Purchases and Contracts, by Nishad Khan,
Michelle Hinden

This course introduces you to the contracts, analysis and tools used
when purchasing and selling businesses and multifamily properties.
We will discover the differences between real estate and Eusmess
contracts. Students will learn the different approaches to different
types of businesses and how to handle multi-faceted sales that include
business and real estate transactions. This class will explore the dif-
ferent types of sales and marketing analysis required when selling
various t}(/ipes of business. The class will cover legal, corporate and
tax considerations that all agents should be familiar with when han-
dling mixed use transactions. 2 hours CE credit .

Buyers Agent Bootcamp: How to eliminate deal
killing mistakes, be seen as a real estate expert, &
(lose buyers for life, by Josh (adillac

This course will help agents to improve their relationships with
buyers, help them to get buyers to commit, and help them avoid
being second guessed by their customer. In this class we will focus
on techniques to help them to: massively increase their warm leads
all without high pressure tactics, be respected and listened to by
their customers, as with all ACE courses, the focus will be on best
practices to earn customers for life. Stop being disregarded and sec-
ond guessed by your customers and become an ACE Elite Buyers
Agent. 4 hours CE credit.

Buying vs Renting and Other Millennial Facts

by Grant Simon, Carrie Prieto

50% of the market across the country are first-time home buyers.
They are primarily Millennials and have a unique skill set and pre-
conceptions about the home buying process. As home ownership
rates have been declining, this course is designed to assist you to
gain transactions and help family and friends purchase their first
home. Don’t get caught unaware of this huge pillar of business.
You’ll leave this course armed with the “What to Say” and “How
to Say it” to reach those Millennial customers and become THE
expert for first-time homebuyers. 3 hours CE credit.

(losing More Deals with Fewer Leads, by Josh (adillac

What you didn’t know...you didn’t know about Real Estate
Everywhere you look, you see advertisements by real estate agents
about how a buyer or seller should use THEM, because they are the
BEST. What makes them the best? In this session, we’ll take your
career to the next level by connecting with buyers and sellers in a
way that they’ve likely never experienced, and that leaves little
doubt in their mind that you really know your stuff! We’ll talk
about appreciation vs. inflation, rates of return, IS there a time
when it’s better to rent than buy? We can usually agree that of
course we want to turn renters into buyers — this session shows you
how to turn buyers into INVESTORS. Our instructor is a veteran in
real estate and has experienced the ups, downs, what to dos and
what NOT to dos. You’ll leave with an edge on the competition
without having to take the long way to get there!

2 hours CE credit.

(loser to Closings by Nishad Khan

Last minute closing issues plague real estate professionals, experi-
enced and new, alike. The class is designed to give students a gen-
eral overview of the closing process, with practical tips and guid-
ance on how to avoid closing meltdowns and mistakes. Students
will be equipped with the knowledge necessary to understand the
closing process from beginning to end, including how to assist title
companies in achieving smoother closings, and how to retain high-

er levels of customer satisfaction. 4 hours CE credit.

@ Walk the Yok
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2024 CK Solutions, cont.

(ommerecial Real Estate, by Nishad Khan, Michelle Hinden

Successful commercial real estate brokers have a deeper understand-
ing of real estate contracts, sales methods and negotiation tools and
tactics. Commercial Real Estate requires a thoughtful, organized pro-
cess—regardless of project size or type of property being sold. This
course offers a deep dive into the crucial early stages of that process.
Using different tools, contracts and methods, you will learn how to
align your clients’ goals with the realities of property and market con-
ditions. We will address municipal objectives and regulations, market
and site characteristics, projected financial feasibility and careful con-
siderations involved in contract drafting. 2 hours CE credit .

(ommercial Real Estate Investment, by (ynthia Deluca

and Steve David

Whether it’s that duplex around the corner, the standalone CVS Drug
store, or the regional shopping center, someone owns them, someone
operates them, and someone brokered the deal. To you and me, they
are simply “there”. This program takes into account why they work,
and sometimes why they don’t. It all starts with the numbers, whether
it’s the pro forma, the construction costs, entitlements and zoning, or
the operating expenses, necessity of “other” driven attractions. In the
case of Lowes and Home Depot they do fine as standalones because
they generate their own single purpose need. From there we go into
what makes a good deal “good” and then what are the laws and rules
regarding commercial tenants. 3 hours CE credit.

(omplete (redit & Credit Repair Guide, By Grant Simon
Credit scores can have a significant impact on your consumer’s finan-
cial life. Lenders rely on scores extensively in decision making, in-
cluding the initial decisions of whether to lend and what loan terms to
offer, for most types of credit, including mortgages. This program
provides the real estate professional with a deeper understanding of
Credit, Credit Scores and the new loan price adjustment. You’ll learn
what steps your customers need to take in order to achieve better
credit, or repair existing bad credit. 3 hours CE credit.

(Comprehensive Riders, By Josh (adillac, Cynthia DeLuca,
Steven David, Julianna Giordano, Carrie Prieto, Nishad Khan,
Michelle Rojas

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 financing, 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.

(ondos, Covenants & (DDS, By Nishad Khan,
Michelle Hinden

At the end of this program, the student will be able to:

e List the two components of a condominium.

e Describe the Condominium Disclosure (as defined in F.S.
718.503) to their customers.

e Explain what limited common Elements are.

e Describe the NOC and its importance in the construction of
the condominium.

e Provide a brief overview of the Fannie Mae Letter 2021-14
and its relevance.

e Describe to a customer what a Covenant is and its purpose.

e Describe to a customer what a CDD is and what it can do for
the customer.

2 hours CE credit.

ACE Introduction to Commercial Real Estate
by Josh Cadillac

Many agents at some point in their career considering working in
commercial real estate, but don’t really know all the things that
make it different. This makes the transition seem difficult and
risky. The truth is, there is a lot of differences and things to know.
In this class we show agents what the differences are and prepare
them for how to handle them. Whether someone is new to real
estate and considering starting their career as a commercial agent
or a veteran on the residential side looking for a new challenge,
this class will give you the information you need to understand
commercial real estate, and help you make the smoothest transi-
tion if it is the right fit for you. 4 hours CE credit.

ACE Commercial Contracting, by Josh Cadillac

ACE Commercial Contracting: Understanding the Paperwork that
Drives Commercial Deals Commercial real estate is very different
in many ways than residential. One of the major differences is in
the paperwork used to complete a commercial deal. In this class
we will take a close look at the LOI, commercial contract, option-
al clauses, and the closing process as well as a few extra things
you may likely run into from lenders on these deals. Knowing
your contract 1s a key part of gaining the respect and trust of your
customers. In this class we show you how to not just know the ins
and outs of this contract but also how to explain it well to your
customer. We will prepare you to be the best asset from start to
finish in these transactions you can be for your customer.

3 hours CE credit.

Ins’ And “‘Outs’ of Successful Contracts

By Kim, Bell, Josh Cadillac, Steven David, Cynthia DeLuca,
Julianna Giordano, Nishad Khan, Carrie Prieto,

Michelle Rojas

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 concerned. Arms
-length, short sale REO, your Instructor does them successfully
every day. You will as well! 3 hours CE credit.

(ondos, Covenants & (DDs, By Nishad Khan &
Michelle Hinden

The purpose of this class is to learn the basic elements to create a
condominium, homeowner’s association, and community develop-
ment districts (CDD). Students will learn how these restrictions
and equitable servitudes are created and how to deal with them
when dealing with real property transactions. 2 hours CE credit.

@ WNalk the Talk
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2024 CK Solutions, conlt.

(Confidently Challenge an Appraisal, by Kim Bell

Whether you are prepping for an appraisal appointment, or have it
back and the value came in lower than contract, you should be ready
to show support of the contract amount. Be proactive and learn an
effective method of requesting a Reconsideration of Value by proving
that the contract is fully supported by closed, historical, factual data
from the subject marketplace. Learn to think like an appraiser, and
increase your chances of success when submitting a Reconsideration
of Value, or effectively challenging an appraisal. 3 hours CE credit.

(onstruction and Property Insurance,
by John Tankersley

This program review the structural elements that affect home insur-
ance. We’ll also go over the role of inspections and home mainte-
nance tips that you can share with your customers. Then, we’ll take a

look at deductible and what a homeowners policy covers.
2 hours CE credit.

(reating a Service-Driven Property Management
Operation, By Steven David, Cynthia DeLuca

Join our instructors as they take you thru the creation and day to day
operations of their 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 tech-
niques to attract clients, tenant issues, insurance recommendations,
accounting requirements, staffing and financial planning. Whether
you intend to add property management as a compliment to your bro-
kerage and sales activities, or manage thousands of units as Steve's
office does, you'll find solid, real-world ideas from this power-packed
course. 3 hours CE credit.

ACE Cryptocurrency in Real Estate: Understanding
cryplo currency to beiter serve the modern custom-
er, by Josh (adillac

Times change and it is important as a real estate professional to
stay aware of and adapting to those changes. Crypto currency is
here to stay, and with more and more wigesprea acceptance its
presence in real estate transactions will only continue to grow.
Learning about how to integrate this into your business is a way to
separate yourself from the rest of the pack and set yourself up as an
industry expert. 3 or 4 hours CE credit

Dealing with Deal Killers, by Josh (adillac

Dealing with issues in the real estate transaction can be challeng-
ing! Deals die in many ways that are not directly caused by you. How
do we set ourselves and our customers up to not have this happen to
us? In this class we look at issues specifically with title, appraisal,
inspection, mortgage, & other agents that cause deals to die. Agents
will learn the tricks to minimize the number of deals you lose when
one of these other folks screws your deal up. We teach you how to
recover and close deals you already have that would otherwise die.
The immediate result is more closed deals and happier customers.

4 hour CE credit.

Disclose or Not, by Cynthia Deluca

To Disclose or Not: have you ever questioned what needs to be dis-
closed, by whom and when? In "To Disclose or Not", we dive into the
disclosure requirements of Johnson v. Davis and how it affects all
sellers of residential properties, along with understanding the best
way for those disclosures to take place along with how to protect our-
selves in the process. 2 hours CE credit.

@ WNolk tae Tolk
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Distressed Properties, by Josh (Cadillac

Dealing with issues in the real estate transaction can be challeng-
ing! Deals die in many ways that are not directly caused by you.
How do we set ourselves and our customers up to not have this hap-
pen to us? In this class we look at issues specifically with title, ap-
praisal, inspection, mortgage, & other agents that cause deals to die.
Agents will learn the tricks to minimize the number of deals you lose
when one of these other folks screws your deal up. We teach you
how to recover and close deals you already have that would other-
wise die. The immediate result is more closed deals and happier cus-
tomers. 4 hour CE credit.

DISCover Eiiective Buyer and Seller (ommunication
Paul Fedynich

We’ll unveil the strengths of each personality style; and before
our time is up, you will learn a great way to improve communica-
tions with those you work and live with. As a real estate profes-
sional, you come into contact with various generations and per-
sonality styles on a daily basis. To be truly successful, it is imper-
ative to build a relationship with your customers. Statistics show
that people do business with people they LIKE and people they
TRUST. And, by understanding your customer’s personality a
little better, you can adjust what you do and say to improve com-
munication. 3 hours CE Credit

Divorce and Real Estate, Nishad Khan, Michelle Hinden

You’ve no doubt worked with sellers getting divorced. This pro-
gram explores the idiosyncrasies of this particular scenario and

offers guidance for both you and your customer to achieve a suc-
cessful closing AND reduce your liability... 2 hours CE Credit

Errors & Omissions in Real Estate: A guide to
Reducing Risk, By John Tankersley

This course deals with identifying high risk situation and reducing
risk when making referrals. We’ll review the Tenant Selection Form
and various property management situations that can present risk.
Then we’ll cover the difference between ‘general liability’ and

‘E & O’ and how each applies to daily real estate activities as well as
risk factors related to home insurance. 2 hours CE credit.

Expanding Your Global Reach, by Neal Qates
Building a strong international real estate business is not easy but
it is necessary and possible... for anyone. Never has it been more
important than now to prepare to conduct business in a global
marketplace. With the right plan and unwavering commitment,
you can and will become THE international specialist for the mar-
kets or niches you serve. During this event you will learn what
international clients are looking for and how to become their real
estate professional of choice. 2 hours CE credit.



2024 CE Solutions, cont.

Fair Housing & Diversity, By Julianna Giordano, Michelle
Rojas, Kim Bell

In this basic program—made fun students learn how to reduce liabil-
ity 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 red-
lining and also state what answer to give when confronted with a
discrimination problem, and ultimately stay out of FREC Jail!

3 hours CE credit.

Flood Insurance: An Overview for Real Estate

Professionals, by John Tankersley

This program dives into flood insurance—what is covered and what
isn’t. We’ll also talk about Managing premiums, and elevation Cer-
tificates. This program has a special section for your customers that
addresses what to do when buying a home in a Flood zone and why
your customer should have Flood Insurance. 2 hour CE credit.

ACE Financing 1 Lending Essentials: How to turn
lending into an asset for your customer and

your business, by Josh (adillac

For many agents the mortgage process is a mystery. The mortgage
brokers throw around terms that agents don’t understand, and To
serve our customers well we need to know how they qualify for a
loan, what makes up the process, what the red, flags are, dealing with
conditions, and a whole lot more. In this class we give the agents
what they need to know the process and never find themselves out of
their depth when trying to get the right financing for their customer..
4 hours CE credit.

FR/BAR As-Is Contract In 2 Hours, by Ned Hale

Need to learn the Florida Realtors/Florida Bar contract but don't
want to sit in class for hours and hours? This class is for you. Invest
just 2 hours of your time and Board Certified Real Estate Attorney
Ned Hale will make you a FR/BAR As-Is contract expert. Ned, who
has been teaching the FR/BAR to licensees for 20 years, will explain
only the most important aspects of the contract and a few key adden-
da. You will not be disappointed. Ned, whose teaching motto is, "if a
student is bored in a class, then that's the instructor's fault, not the
student's,”" will make sure you are not bored. 2 hours CE credit.

Go Global: Jumpstart Your International Business
By Carla Rayman-Kidd and Pat Tan

This program is a step-by-step guide and ‘how-to’ for both beginning
and veteran real estate professionals who are looking to expand their
business and bottom line. These are tried and true techniques and
strategies developed by the instructors themselves and proven suc-
cessful over time.3 hours CE credit.

‘6o Global: Risk Management for the International

Practitioner, By (arla Rayman-Kidd and Pat Tan

International buyers and sellers have played an increasingly im-
portant role in the U.S.A. real estate market over recent years. Asa
result, more and more real estate professionals are working with cus-
tomers from other countries. There is rising affluence throughout the
world, and buyers come from a wide variety of countries to purchase
U.S. real estate, drawn by “bargain-priced’”” homes, desirable life-
style, favorable currency exchange rates or finding a safe haven for
themselves and their money. More real estate professionals than
ever have now worked with an overseas buyer or seller. They are
attractive as customers because: The majority of sales are cash pur-
chases and Foreign purchasers typically buy higher priced homes.
Pat and Carla wiﬁ guide your through the maze of working with In-
ternational Buyers and expanding your business, all while reducing
your risk. 3 hours CE credit.

Homestead Exemption, By Nishad Khan, Michelle Hinden
Hear from veteran attorneys Nishad or Michelle about the types of
homestead property and what constitutes a Homestead. You’ll also
learn about the protections to a Homestead from creditors claim and
the restrictions on Devise and Joinder. You’ll leave this course with
an elevated understand of the rights and limitations of survivorship
and transfer of tax exemption status and be able to answer a buyer’s
or seller’s questions with confidence! 2 hours CE credit.

Home Sweet Homestead Exemption: All the Beautiiul
Benetfits, by Ned Hale

“It has been said that “Detroit builds cars, and Florida builds homes.”
The Sunshine State’s appeal goes far beyond warm weather, white
sand beaches, and no state income tax. A Florida homeowner also
benefits from the best primary residence law in the country: home-
stead. In this first of its kind seminar, Board Certified Real Estate
Attorney Ned Hale will explain in detail how the homestead tax bene-
fit works, from initial qualification to Save Our Homes to portability.
Ned will then explain how a homestead is protected against forced
sale by outside creditors, which is a major reason why Florida is a
debtor friendly state. “In Florida, your home truly is your castle. The
more your customers know about homestead’s many benefits, the
more likely they are to buy a home from you. 2 hours CE credit.

How to Build a Global Outbound Referral

Business, by (arla Rayman-Kidd and Pat Tan

This high-impact 2-hour CE program will teach you how to identify
and qualify international outbound referrals. Pat and Carla share tips
on how to evaluate overseas real estate and assess the risks in buying
overseas properties. You'll learn how to establish safeguards for inter-
national referrals and the step to build a referral partner network. And
best of all, you'll learn the procedure for collecting referral fees!

2 hours CE credit.

How to Complete the Listing Agreement, by (ynthia

Deluca

Listing Agreements are an important part of the real estate busi-
ness. They effectively 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. Understanding these
agreements and what items are within them ensures clear and accu-
rate communication with the sellers, and expectations are met
throughout the transaction. 2 hours CE credit.

How to Know if Your Transaction is Going South

by Kim Bell, Cynthia Deluca, Juliann Giordano, Carrie Prieto

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 0% similarities with each transac-
tion. Knowing the similarities with each transaction can help us pin-
point 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 consistent
approach to each transaction not only benefits your buyers and sellers,
but keeps you out of trouble too. 3 hours CE credit.

How to Sell a Tenant Occupied Property,
by Cynthia DeLuca

Selling a tenant-occupied property can be a daunting experience,
but it doesn't have to be if you understand the entire process. From
the listing agreement to the documents to gather to the sales con-
tract to closing, learning the correct way to sell a tenant-occupied
property can lessen your stress and set you on a course for a
smooth transaction. Come learn all about that process in this

class. 2 hours CE credit
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ACE Inflation and Real Estate, by Josh Cadillac

The ability of a real estate professional to speak about the current
situation in the market is critical to building the credibility they
need to develop customers who are loyal and committed to work-
ing with them and no one else. In this class we address the mar-
ket as it stands today. We discuss what affect inflation has on a
market, and what that will mean for home buyers and investors.
We will discuss real estate’s tremendous strength not just as a
hedge against inflation but also how it can even build wealth in
this type of market. Agents walk out of this class not only under-
standing inflation and how to explain it but also having the tools
to show the customers in dollars and cents terms how real estate
can protect them and the money they worked so hard to earn.

3 hours CE credit.

ACE Invesiment 1: How Making Money in Real
Estate Works (Investor, Flipping & Income Property
Specialist), by Josh (adillac

Ever wanted to know more about flipping houses, how to work with
investors, or how to analyze if a deal is a good one? This nuts and
bolts program provides insight into the investment side of the busi-
ness. You’ll learn how to work with investors more often or even
invest yourself. This class is dedicated to teaching agents the skills
to find and analyze investment property, how to know a good deal
when they see it, and the key to presenting it to their investor cus-
tomers in a way that makes you stand out as a pro. You’ll learn
what flipping a property entails and the hidden costs your custom-
ers need to be cautious of. This class will give you a new skill set to
bring in more business, better serve your customer, and equip you
to participate in the market as well. 4 hours CE credit.

ACE Invesiment 2: Adv Invesimeni-Understanding &
Choosing the Right Investment, by Josh Cadillac

In this class we will discuss the various types of real estate in-
vestment that exist from speculative, or opportunity flipping to
buy and hold and look at the different risks associated with them
and how to mitigate that risk for our customers. We will look at
the risks of investing and discuss the best ways to mitigate that
risk for our investors. We will even take real properties and learn
to do an analysis for our customer (or ourselves) to see how good
a deal a property really is. In addition, we will look at real estate
as compared to other investment types to give agents the ability
to fully explain the benefits of our product to their customers and
earn their business. 4 hours CE credit.

ACE Invesiment 3: Crunch Time: Crunching
numbers with confidence, by Josh (adillac

This is the class you take when you are sick and tired of not
knowing how the numbers work. If you don’t want to worry
about customers knowing more than you or “showing you up”
then this is where you want to go. Everyone walks out of this
class knowing how to calculate Investment returns, cap rates,
mortgaFe payments, mortgage payoffs, returns using leverage,
internal rates of returns and much more. Don’t spend one more
minute wishing you knew more or hoping to become more confi-
dent. This class 1s your solution to truly knowing the product fyou
are selling better than ?rour customers and the vast majority o
agents out there as well. 4 hours CE credit.
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ACE Investor 4: Advanced Returns and Projections, by
Josh (adillac

This program provides hands on guidance and practices at calculat-
ing Investment returns, cap rates, mortgage payments & payofts,
returns using leverage and much more. This course empowers the
real estate professional with the advanced knowledge to work with
today’s sophisticated investor. 4 hours CE credit.

ACE Investor >: Real World Investment: How to know

a good deal when you see it, by Josh (adillac

Why does it always sound so easy to invest in classes, but it is so
much harder in real life? In this class we will do our best to leave the
“ivory tower” and get down and dirty with the investment side of
real estate. We wil%endeavor to look at the risk of cost over runs,
permitting issues, liens, vacancy, changing markets, and developing
an exit strategy. When things go wrong you need to be prepared. To
do so you must have the knowledge to anticipate what can go
wrong. Investing in real estate means gettin? Jrour hands dirty, and
while we won’t go to any properties we will do our best to make
sure you walk out with a little “dirt under your fingernails” 4 hours..

ACE Investor 6: Real Deals & Returns, by Josh (adillac

This case study driven class puts together all that was learned in the
previous ACE classes and helps agents to put into practice all the
theory in the real world. We will look at investment properties to
calculate their returns, tax benefits, after sale proceeds, and how to
help the customer to determine if it is the right time to sell. This
class will allow agents to build on and review their knowledge of
investment real estate and give them a safe place to practice their
skills in these real-life scenarios. The best way to learn is by doing
and in this class that is just what we will do. Agents will do the
hands-on analysis with the type of information they can readily find
just as if they were doing it for their own customer that just walked
in the door.3 hours CE credit.

ACE Investor 7: The Long and Short of Short vs. Long
Term Rentals, by Josh Cadillac

Vacation rentals have taken the real estate market by storm, and
many agents do not know how to help customers to make the best
choice when trying to decide if this is how they should use a proper-
ty. In this class we take a very down to earth look at this. After we
learn the terms associated with short term rentals, we turn the focus
to figuring out what the financial difference would be between a
long- and short-term rental. Once we clearly know what the benefit
is we then discuss the risk and workload ditference between the two
so our investor can decide, based on all the evidence, which is the
best choice for them. This will give you the chance to make a clear
and professional case to your customer that builds credibility for
you, cements your status as the real estate professional in the room,
and brings you that much closer to closing a customer for life.

4 hours C]z, credit.
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Riding the Roller Coaster of the Real Estate Market,

Know Your Numbers, By Grant Simon

Updated with the most current information on the ramifications and
impact of COVID-19 on the real estate market, this program includes
helpful tips to discussing Payments, Cash to Close, Appreciation ,
Depreciation, Interest rates, The Economy and Statistics. It is de-
signed to “Turn You Into A Walking talking Real Estate Machine,
and help you generate another transaction in the next 30 to 60 days.
3 hours CE credit.

Look Beiore You Leap: FL Statutes, Rules & Best
Practices when operating as a Real Estate Broker
By Steven David, Cynthia DeLuca, Paul Fedynich

This program is not just for Brokers—but for sales people who want
to better understand the business, analyze personal revenue, alternate
revenue models and best career choice alternatives. The instructor
reviews the importance of a policy manual and list several elements
needed for an effective policy manual as well as the various responsibili-
ties 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.

The Listing Agreement, Nishad Khan, Michelle Hinden
This class will cover the components of the a listing agreement and will
cover the different types of listing relationships between seller and Bro-
ker. We will go through different listing and commission agreements and
instruct students on the proper completion of these agreements. This class
will cover practical scenarios related to listing agreements and listing
relationships. 3 hours CE credit.

The Long and Short of Rentals

You are interested in renting properties, maybe as an investor, maybe
as a property manager. But what type of properties and for how long?
With all the buzz around vacation rentals lately, maybe that’s the best
option for you. Or maybe you should stay with the tried-and-true an-
nual lease option. Knowing the differences between long-term renting
and short-term renting is the start of knowing which business decision
to make. There is plenty to know, and in the course, we will outline
the major differences between the two. 3 hours CE credit

Mastering the Real Estate Agent's Role in the
Appraisal Process, by Kim Bell

The appraisal process can get confusing, and you may have several
questions. Some of these questions may include wondering whether
you can talk to the appraiser, or meet them at the property for the
inspection, more commonly referred to as the observation. Are you
allowed to provide the appraiser with sales or anything else? You
may also not fully understand what a comparable sale is or why it
is important, or who exactly the appraisal is for. Other important
information is knowing how to assist the appraiser and your cus-
tomer by appropriately managing the utilities during an appraisal,
or if you should send the contract to the appraiser. You or your
customer may wonder if the appraisal really only takes 30 minutes,
if you get a copy of the appraisal, or who talks to whom if the value
is disagreed upon. You can better serve your clients if you know if
an appraisal is an inspection, if the taxable value is the same as the
current market value, if the square footage on county records is
correct, or the important aspects of FHA appraisals. This class can
give you the answers to such questions, among others!

3 hours CE Credit.

Master the Contracts, Riders, Addenda and More!
by Kim Bell

Contracts are not as easy as they appear! This 3 hour course, facili-
tated by Kim Bell, a Realtor® and State Certified Real Estate Ap-
praiser (RD3617) for over 20 years, will educate Realtor® members
on the fine points of a Purchase and Sale Agreement, and help them
improve their contract proficiency exponentially! * Personal Prop-
erty * Components of Closing * Automatic Extension to Closing *
Occupancy Clause and Short Term Rental * Loan Approval Period
and Financing * Time Calculations * FIRPTA* Force Majeure *
Riders and Addenda 3 hours CE credit.

Military Math: VA Finance Calculations Made Easy,

By Grant Simon

Ever wonder how to calculate a veterans eligibility or how VA
Jumbo loans work and how to calculate the down payment? Not
sure how to Pre Qualify a VA buyer (ratio’s ) or how the funding
fee can outperform Mortgage Insurance and how to calculate and
compare it? In this class we make VA Math easy. We’ll teach you
all of this and more and how it is essential to your success in help-
ing veterans purchase homes. We give you the tools to help you be
more successful in this specialized field and separate yourself from
the competition! 3 hours CE credit.

Myth Busters, by Toby Lynn

Myths abound! After 35 years in the mortgage industry, this class
was designed to address common questions and misconceptions
that exist and frequently keep agents and mortgage lenders from
functioning as a power team on behalf of the customer. In addition,
things change! These common myths can work against you - caus-
ing headaches and delays in getting to the closing table! We’ll re-
view the most often heard myths concerning appraisals, income and
credit to help you more confidently put a winning transaction to-
gether. 2 hours or 3 hours CE credit.

NAR - Code of Ethics By Michelle Rojas, Kim Bell

Three hour workshop on the current Real Estate Professional
Code 3 hour Ethics in Business CE requirement.
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ACE Negotiating 1: Negotiating to Close
by Josh Cadillac

Are you tired of being scared of negotiating? Are you worried
that someone on the other side of the table is going to make you
look bad because they know how to negotiate better than you? Are
you just tired of feeling like you are being taken advantage of by
folks that know how to play the game better than you? Maybe you
just want to improve in a field where you already excel. Well then it
is time to become an ACE Negotiator. This is a no nonsense 4-hour
bootcamp on how to fight for your customer and yourself. This is
not a “pie in the sky” let’s sit around the campfire holding hand
negotiating class, but it is the real tricks and tactics pros use to close
the deals other people let die. Stop leaving money on the table, and
stop leaving yourself and your customer without the best represen-
tation you are capable of. Time to become an Ace Negotiator .

4 hours CE credit.

ACE Negotiating 2—0bjection Obliteration: Day to
Day Handling Objections in Your Real Estate

Business, by Josh Cadillac

Teaches agents the importance of objections to the customer as
they seek to qualify the person they work with. Agents will learn
not only why customers use objections but also how to handle
them in a way that conveys their true value to the customer. This
class is an interactive boot camp where agents are asked to come
up with their best responses to common objections and share
them before the instructor tells how they would handle the objec-
tion. This keeps the class active and forces the agents to think
about how to strengthen their dialogue skills for greater customer
service. 4 hours CE credit.

ACE Negotiating 3—-Body Language & Advance RE
Negotiation, by Josh (adillac

In this class we dive into the thing that separates the great negoti-
ators from the rest of the pack. This class will teach agents how
to analyze and interpret peoples body language. This will allow
them to better negotiate for their customers. Knowing how to
“read the person” you are negotiating with gives you critical in-
formation to adapt your negotiating style to the person you are
speaking to. We will teach agents the skills so they can recognize
when they are being deceived or when things they are saying are
hurting their customers position with the other side. Negotiation
is always one of the top reasons customers give why they hire an
agent. In this class we show you what the pros use to take your
negotiation skills to the next level and prepare you to be a nego-
tiating force to be reckoned with. 4 hours CE credit.

Pick Me: A Guide to Rental Applications

When it comes to finding the perfect tenant, a hunch isn't
enough. To ensure we get reliable occupants who take great
care of our property and pay on time every month, we need
more than gut instinct and that's where background checks
come in. In this course, we will cover the numerous laws and
regulations plus best practices when handling applications for
your rental units and ensure you stay out of trouble.

3 hours CE credit

Preparing & Navigating the Listing Contract

By Kim Bell, Cynthia DeLuca, Julianna Giordano, Carrie Prieto

Listing Contracts are an important part of the real estate business. 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 pro-
gram you’ll become familiar with various types of listing contracts, the
difference between them, and some options to guarantee compensa-
tion while making your way to the closing table.

3 or 4 hours CE Credit.

ACE Property Manager, by Josh (adillac

In this class agents will not only learn how to avoid common mistakes
but also how to stay compliant with the law, how to handle difficult
tenants, how to claim a security deposit legally, what you can and can-
not charge a tenant for, and much more. They will learn how to think
like an investor and mitigate risk. We will teach agents how to stand
out for their knowledge and skill when representing their customers
property to build lifelong relationships that lead to return customers and
referrals. 4 hours CE credit.

Prudent Risk Management for Real Estate
Proiessionals By Steven David, Cynthia DeLuca, Julianna

Giordano

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 management. The
student’s job is to understand the risks, prepare for them, and avoid
the creation of unnecessary risk. You’ll also learn several ways to
avoid risk as well s to help protect your clients throughout the deal;
but more importantly—how to protect your commission!

3 hours CE credit.

Real Estate Investing: Good, Bad & Ugly, By Steven
David, Cynthia DeLuca

Real estate Investing, until recently produced some of the world’s
wealthiest people. That still holds true after the recent crash, but the
rules may be revised. The old rules worked fine until they took a
back seat during the Pre Crash insanity. Through this course we will
look at Real Estate investing as a long-term strategy to produce current
income and long-term wealth creation. We’ll also look at: how do we
calculate accurate incomes and cash flows; what makes a “good deal”

good; and how much cash is necessary to acquire property.
3 hours CE credit

Real World Negotiating, By Kim Bell, Steven David, Julianna

Giordano, Michelle Rojas, Paul Fedynich

In this program, you’ll learn that people do things for THEIR rea-
sons, 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.
3 hours CE credit.

Real World REOs and Short Sales, By Cynthia DeLuca

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." Steve's offices are one of the largest REO
Brokers in Southern Florida, representing lenders such as Bank of
America, Wells Fargo, Michigan National, Integrated Asset Manage-
ment, Atlas REO and others. He'll offer frank discussion on the ins and
outs of lender and asset management representation, including real
world requirements of Equator.com and lender mandated software plat-
forms. 2 hours CE credit.
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Streamlining Your Property Management Business
by Cynthia DeLuca

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 pro-
cess, and understand solutions to normal day to day operational
questions. At the end of this course, you will have a better un-
derstanding of these challenges and how to streamline your busi-
ness as a property manager. 4 hours CE credit.

Sure Fire Ways to RECHARGE Your Real Estate
(Career, by Paul Fedynich

You will learn to watch out for, and how to overcome the many
pitfalls that can happen to both new AND veteran agents. If
you’re a new agent—you’ll leave class armed with what you
need to know in order to choose the right brokerage for you.
Veteran agents see multiple benefits. Taking a deeper dive into
their ‘why’, analyzing what they ARE or and NOT doing in their
business, and comparing brokerage options can be the extra mo-
tivation need to elevate their business to the next level. And for
those looking to become a mentor, this class provides the
‘secrets to success’ in that endeavor. By the end of the class
EVERY student will have action items to take home, to imple-
ment into their real estate business for great success!

3 hours CE credit.

The Scoop on Real Estate Teams, (ynthia DeLuca

Working together as a team might sound like a great idea, but
have you thought about all the what if's? What if someone is
unhappy and wants to leave the team? What if they don't fit into
the culture? Will they adhere to the team advertising guidelines?
And should they be employees or independent contractors? In
this 2 hour CE class, we will learn "The Scoop on Real Estate
Teams". 2 hours CE credit.

Solar Panels in the Real Estate Transaction,
by Cynthia DeLuca, Nishad Khan

Solar panels are growing in popularity. This means that real es-
tate agents will experience them at some point in a transaction
and its important for the agent to know how these affect the sale.
From understanding the several types of panels,

how homeowners purchase or lease these panels and how they
can transfer to the new buyer will help them better represent both
sellers and buyers in the transaction. In this class, all of these
items are covered along with reviewing a sample solar panel
lease, understanding the sales contract addenda, and much

more. 2 hours CE Credit.

Tax Liens and Tax Deeds workshop, Nishad Khan &
Michelle Hinden

In this workshop we have a lot of fun. We go through the proper-
ty appraiser sit and I explain how to interpret a property tax bill,
the difference between ad valorem and non ad valorem taxes
and how to properly interpret a tax bill. We go through special
assessments and exemptions, when and how taxes are paid and
who collects them. We also discuss proration of taxes on the
Contracts and at closing, how to do calculations and issues that
come up during tax prorations. Then we go into the tax collection
process and what happens when taxes are not paid. This leads
nto tax certificates and tax deeds, how to purchase, how to buy
certificates, the auction process, how to redeem and then how
agents can help their clients who are interested in tax deeds pur-
chase these properties and clean them up. This workshop should
give agents a great understanding of interpreting the property
taxes on property and how to handle delinquencies.

2 hours CE credit.
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The Inspection Section, by Nishad Khan

This program takes a close look at the intricacies of the inspec-
tion section of the FR/Bar and As-Is contracts. Attorney Nishad
Khan reviews the ‘gray areas’ where real estate professionals
need to pay special attention. You’ll leave empowered with a
deeper knowledge of “Working Condition’ and ‘Cosmetic Con-
ditions’ and be better able to help your customers with a smooth
home buying process. 3 hours CE credit.

The Social Side oi Real Estate, Carrie Prieto

It’s safe to say Social Media is here to stay and should be an
integral part of every Realtor’s business. But many Realtors
spend endless hours putting content out without receiving any
direct new business from it. Others don’t know where to begin.
The overall objective of this class is to define the true goal of
Social Media, engagement with your customers, and learn how
to maximize your efforts while staying in compliance with all
FREC rules and regulations and our Realtor Code of Ethics. This
course will cover the basics of understanding who your audience
is, how to find them, and how to create engagement through
providing valuable information about their concerns and inter-
ests. How to keep your customers information safe through best
practices and risk management while keeping yourself from be-
coming a target. 3 hours CE Credit.

Unlocking the Secrets of a Suceessiul (losing
By Toby Lynn

This class opens your thought process for putting a winning deal
together. You open your understanding for what a lender looks at
and the way a situation is evaluated. You leave with this
knowledge to help make you a more effective and successful real
estate professional! 2 or 3 hours CE credit.
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Unlocking the Secrets of (ommercial Invesiment
Property Analysis, Purchase and Management,
By Steven David & Cynthia DeLuca

What are: ‘pass-thrus,” CAM charges, percentage leases, anchor
tenants, and IRV? Are the landlord tenant laws different be-
tween commercial and residential real estate? These and virtual-
ly all of your questions will be addressed in this power-packed 3
hour course written by Steve David, Nationally recognized Real
Estate Investor, Chairman of one of the 200 largest Brokerage
firms in the United States and a Floridian. In understandable
terms, they will take you thru the analysis of investment real
estate. This includes determining fair rents, lease terms, cost
recovery charges, net operating income, fair asking prices and
what makes a good deal "good". You'll learn how to obtain
mortgage financing, and what lenders look for in commercial
property, including determining Debt Service Coverage ratios,
reserves and replacements. You'll also learn about the differ-
ences in owning, operating, and Brokering Multi-family, ware-
houses and retail. Finally, we'll discuss the strengths and weak-
nesses of each category of commercial property, including what
you might want to own. 3 hours CE credit.

USDA 1-2-3 No Down Payment Simplitied

By Sean Stephens

The USDA Rural Housing Program can open up that path to
homeownership and along with your pool of potential buyers.
With 100% financing, fixed rates, and flexible credit qualifying
this rural housing program is sought after by consumers and
knowing the basics is critical for real estate professionals. This
program provides the real estate professional with a deeper un-
derstanding of eligibility requirements, credit qualifications,
how to finance closing costs, dispel common myths, and much
more. You’ll learn the steps from A to Z on the USDA loan
process and how to market the program along with the many
benefits it offers to home buyers. 2 hours CE credit. (The
USDA Rural Housing loan program is not available in all are-
as. If interested in offering this class please contact Sean Ste-
phens and he will follow up to discuss eligi-
bility for your areas.)
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USDA & VA 100% Financing, By Sean Stephens

In this 2-hour review, veteran mortgage lender Sean Stephens
reviews the basics of VA and USDA financing. He’ll discuss
WHO qualifies and which PROPERTIES qualify. You’ll learn
how a credit score impacts the qualification of both of these
loans. You’ll also learn how to calculate the veteran’s home
loan entitlement amount as well as help your customer deter-
mine if they are eligible for a USDA loan. 2 hours CE credit.

USDA 1X (lose No Down Payment Consiruction to

Permanent Loan By Sean Stephens

Can you build a new home with No Down Payment under the
USDA program? What are the steps to building a new home
with a USDA construction loan? We all know that it can be an
exciting process to build and customize your new home, but it is
also common for banks to require at least a 20% down payment.
However, under the USDA Single-Close Construction to Per-
manent Loan there is No Down payment required and this
course will provide Realtors with a deeper understanding of the
USDA Construction process. As being one of the first Florida
USDA Approved Lenders to offer this program, Sean Ste-
phens with Metroplex Mortgage Services will walk you through
the process step by step and provide another valuable way to
help your clients despite the housing inventory challenges fac-
ing everyone.2 hours CE credit

VA 1-2-3 by Sean Stephens

This program provides real estate professionals with everything
they need to know about VA Loans for a expert lender’s per-
spective. From Eligibility and Entitlement to processing, credit
qualifying and closing. You will leave well-armed to serve your
next VA customer!2 hours CE Credit.

Vacant Land Contraets by Nishad Khan,
Michelle Hinden

This course will discuss the nuances of buying or selling vacant
land. We will touch on the differences between vacant land and
other real property and discuss how to properly prepare a vacant
land contract. The class will go into due diligence, construction
and other issues related to vacant land property. Whether you
are interested in learning about new residential construction or
multifamily/commercial construction, this class will teach you
all you need to know about vacant land properties.

3 hours CE credit

@ WNolk the Tolk
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ACE Valuation: C(MA’s, BP0’s, & What to expect when
you are expecling....a good appraisal,
by Josh Cadillac

Everyone seems to have an opinion of what the value of the
property is. The buyer has one, the seller has a different one, and
then the appraiser comes in and tells us what its “really” worth.
As the real estate professional would should understand the valu-
ation process backward and forward as it is one of the most im-
portant hurdles in getting our customers what they want. They
hired us to do a job and knowing how to think like the appraiser,
anticipate them, and best ways to get your appraisals to come in
is all part of the skillset we should have. 4 hours CE credit.

What’s Chapter 83 Got To Do With It?
By Cynthia DeLuca

In Florida, we have lots of landlords and lots of tenants. Ensuring
we as Real Estate Professionals understand the laws that are associ-
ated 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 pro-
gram with a deeper understanding and knowledge of Chapter 83
and how it affects how YOU do business!! 3 hours CE Credit.

What is Section 8? A Real Estate Professional’s
Guide to Understanding Subsidized Housing
By Cynthia DeLuca

In today’s suffering economy, many Real Estate Professionals 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 experi-
ence 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 regulations that come with it.

3 hours CE Credit.



2024 CE by WTTP Instructor Cynthia DeLuca

Specialty (E
Pick Me

When it comes to finding the perfect tenant, a hunch isn't
enough. To ensure we get reliable occupants who take
great care of our property and pay on time every month,
we need more than gut instinct and that's where back-
ground checks come in. In this course, we will cover the
numerous laws and regulations plus best practices when
handling applications for your rental units and ensure you
stay out of trouble. 3 hours CE credit

@ Nolk

The Long and Short of Rentals

You are interested in renting properties, maybe as an inves-
tor, maybe as a property manager. But what type of proper-
ties and for how long? With all the buzz around vacation
rentals lately, maybe that’s the best option for you. Or may-
be you should stay with the tried-and-true annual lease op-
tion. Knowing the differences between long-term renting
and short-term renting is the start of knowing which busi-
ness decision to make. There is plenty to know, and in the
course, we will outline the major differences between the
two. 2 hours CE credit

e Talk
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2024 CE by WTTP Instructor Julianna Giordano

Specialty (E
Branding & Marketing

By the end of this class, Students will be able to create their
own Identity within the Industry, while having a clear under-
standing of the Laws and Rules that must be in place at all
junctures. Branding and Market play a quintessential role in
Real Estate. In one part, it is how we attract business, in anoth-
er it is how we market the properties that we are selling. In
some cases, it is the very reason why a Property Owner hired
you in the first place. 2 hours CE credit PENDING.

Indusiry Overview

By the end of this class, Students should have a clear under-
standing of what to expect as they venture into the Real Estate
Industry. They will also have their Primary MLS Tools activat-
ed, along with Key Applications and SEO Primed for Market-
ing. Everything they need to understand before working with
Clients/Customers in the real world.

2 hours CE credit PENDING.

(Contracts & Forms

By the end of this class, Students will be able to: source the
necessary Forms, Addenda and Documents required to present
or receive an Offer. How to Fill out the Forms, and how to

Monitor the Danger Zones scattered throughout.
2 hours CE credit PENDING.

Day to Day Operations

By the end of this class, Students will have a clear understand-
ing of how to Setup their Real Estate Business and what Steps
to take to ensure their Success. They will also learn how to
structure their Deals and Client-Relationship Management so
that they gain, and maintain, their Customer's Confidence in
their Competence for years to come.

2 hours CE credit PENDING.

Otiers, Ofiers Everywhere!

This course was designed to help Listing Agents best ascertain
which Offers to recommend Their Seller accepts, via methodi-
cally and systematically sorting through key elements of each

one, and breaking them down so that The Seller can make "an

Informed Decision" about which one to ultimately accept.

4 hours CE credit.

Universal Colors of Culture in Real Estate

This course is designed to help Students develop an awareness
of the various things that we as Professionals do on a daily
basis that might inadvertently offend and ultimately alienate
our Clients/Customers/Peers. It will open Agent's eyes to the
things that we all do and say, without ever meaning any harm,
yet happen to upset others. 2 hours CE credit

@ Nolk

Rusty Agent Reboot

This course is for real estate professionals who have stepped out
of the business for a while and are coming back to a multitude of
changes as well as Veteran real estate professionals who like to
stay current on changing forms, contracts, etc. It is intended to be
a “Hands-on technology workshop” for small groups in order for
the instructor to effectively assist agents with Technical Issues.
Real estate professionals will leave with all of their key systems
activated and synchronized where possible. We will discuss up-
dates on protocols, ethics, laws, rules, and regulations as well as
contracts and forms. We will also go over some of the upgrades
and changes to the MLS system as well as forms simplicity and
real estate professional.com. 7 hours CE Credit.

Core Law & Ethics:

(ore Law (additional site licensing fee)

By the end of this class, Students will have gained clarity on what
Laws have been changed recently (regarding Real Estate), and the
things they do every day to put their licenses at Risk!

3 hours Core Law credit .

Business Ethics

By the end of this class, Students will clearly understand the im-
portance of Honoring the National Association of Realtors Code
of Ethics, and why it matters to their Peers and Customers alike.
They will also learn the differences between Breaking the Law vs
Breaking a Rule, and their possible Repercussions. This class is
designed to help Members of the National Association of REAL-
TORS® gain a better understanding of how to best serve their
Clients/Customers, as well as interacting with their Peers.

3 hours Ethics in Business credit .

(E/Instructor CE program:

The Greatest Showman by Julianna Giordano

This program is approved for BOTH Specialty CE AND Instruc-
tor CE. Students will leave having the confidence in their compe-
tence to put on a great presentation (especially if it is for a list-
ing!) plus they will gain more of a Personal awareness while do-
ing so. Whether you are actively in sales, seeking a Leadership
Role, or simply have a fear of Public speaking, everyone needs a
little help in this category. This program can add a competitive
edge to YOUR real estate business with strategies in Listing
Presentations, Time Management, Business Planning, Marketing,
Social Media, Technology.

4 hours CE credit & 4 hours Instructor CE credit .
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2024 CE Solutions, cont.

Under Development:
So You Think You Need a Personal Assistant, b\%// Carla Rayman-Kidd and Pat Tan

When is it time to hire a personal assistant? How much does it cost? What duties can they perform? How do I find one? These ques-
tions and more will be answered by veteran Real Estate Professionals Carla Rayman-Kidd and Pat Tan in this hands-on, nuts and
bolts program. 2 hours.

Computing for Dummies 21st Century Real Estate Edition, by Julianna Giordano &
Neal Oates

Hands On troubleshooting and activation of the Tools and Applications every Agent needs to succeed. Everything from APPLE to ZIL-
LOW, what every Agent needs to help alleviate their "Tech Anxiety"... We will physically assist them with activating and cleaning up
the necessary Tools and Applications that are needed to work in day-to-day operations, while clarifying any confusion and answering
any questions about "where to go to find ??? (whatever... i.e. Forms, Stats, Marketing Materials, etc.). We will explore LIVE ON
SCREEN how to tell the difference between certain Forms as well as How to Quickly and Simply Create and Send Reports/

CMAs. *This class MUST be limited to no more than 12 students per Instructor/Assistant due to the necessary time required to
achieve "Technical Issue Relief". 4 hours

@ WNolk the Tolk

PRESENTATIONS
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Bell, Kim Khan, Nishad
386-212-8686 407-228-9711
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DeLuca, Cynthia 941-724-0519, 941-504-9232
386-747-3445 Carla@CarlaRayman.com
Cynthia@cynthiadeluca.com Pat@PatriciaTan.com
Fedynich, Paul Rojas, Michelle
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