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About Policies and Procedures

1. All Partners in Education courses are approved by the GREC for continuing education credit through the Georgia Association of REALTORS® school. Therefore, all GREC rules apply, including prohibition of sales of products during instruction time and prohibition of recruitment.
2. Partners courses are offered in local areas through the sponsorship of REALTOR® brokers or the local board/association of REALTORS®.
3. While you are free to promote yourself and your classes, you are not authorized to make commitments for our school. Contracting must be through our staff, and arrangements are not official until the local sponsor requests the course and it is processed by our staff. You will receive a teaching agreement, which you must sign to confirm your acceptance of this assignment.
4. Instructors are reimbursed mileage at the current IRS rate, a per diem of $36 per day of instruction for meals, and lodging (if required). Current pay rate is $125.00 per instruction hour. You are required to submit the current Instructor Expense Form with receipts to the Professional Development Department for payment.
5. Each local board receives information about available classes, and the information is posted on our website, www.gaREALTOR.net.
6. GAR staff will contact you with teaching requests with a deadline for response. If you do not respond by the deadline, another instructor will be secured. We prefer to communicate with instructors via e-mail so that we have a written record of responses.
7. A written teaching agreement specifying course, date, time, and place is sent to the Instructor and must be returned by the requested deadline to GAR. Instructors must teach the course specified on the agreement.
8. The local sponsor will be responsible for registering students and assistance on the day of the course. 

9. The Georgia Real Estate Commission requires a fifteen (15) minute break for a three-hour course. For students to receive continuing education credit through our school, you must teach the full class time (180 minutes). If you finish early, you must fill in the time with discussion, Q & A, etc. Our school uses a 60-minute hour. You may not dismiss the class early.
10. Upon completion of the course, all registrations, sign-in sheets, exams, etc. are returned to GAR by the class sponsor. GAR staff processes each course and submits continuing education credit to the GREC for qualified students.
11. Student evaluations are shared with the instructors after they are processed by GAR.
12. Annually, the instructor with the highest score average on student evaluations is awarded GAR’s Partners in Education Instructor of the Year award, presented at the GAR Inaugural Meeting in February.
If you want the opportunity to teach any courses involving GAR contracts, you must attend the Train the Trainer course each December and the Forms Committee Meetings, usually held the second Friday of each month. (Contact Michael, 678-597-4128 or myoung@gaREALTOR.com, for meeting specifics.)

[image: image2.wmf] 

Sales Guidelines

We require that all instructors follow our school guidelines in regard to sales of products or services:

1. A sales table will be provided outside the classroom for sales brochures/materials if requested in advance and if the local board sponsoring the education program is in agreement. Instructors may sell products/accept completed sales forms at that table only – during breaks, before class begins, and after class ends for the day.

2. Instructors may include their contact information, including company name and/or logo, on the first and final pages of the student handout. (When using PowerPoint, it should be on the first and/or last slide of the presentation.) The information desired to be included in the student handout must be submitted with the handout information in advance of the event.

3. You may not at any time promote yourself or your company’s services. You must refer to yourself and/or company generically (such as, “when the home inspector” rather than “when I do an inspection” or “the qualified intermediary” rather than “my firm”), except in the case of Number 2 above.

4. Instructors may leave their slide with contact information on the screen during break.

5. Instructors may mention one time that they will have sales brochures or materials outside the classroom and that they will be available to accept orders at the sales table. If a student asks about these items during class time, you may not discuss them, but state that you have them available after class. Our school cannot provide sales assistance as we have other duties during the day.

6. Instructors are asked to refrain from recommending materials from only one source, even if they do not personally gain financial remuneration from that source. This appears to students to be an endorsement of a product, and they ask staff for order forms. It would be better to offer suggestions of more than one source (for example, XYZ Company’s selling technique tapes) so that it does not appear that the Instructor and/or our school is endorsing a product. Instructors certainly may mention their own materials, in the context of Number 5 above. 

7. Your cooperation with our rules, and those of the Georgia Real Estate Commission, are necessary. Thank you in advance for your cooperation.

SAMPLE COURSE OBJECTIVES

Students will be able to: 

1. Compare and contrast the five major elements of different FNMA foreclosure plans. 

2. Assess which plan will be the most beneficial to the client by identifying key benefits of each. 
3. List at least five common obstacles for home owners facing foreclosure. 

SAMPLE TIMELINE 
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FORECLOSURE PREVENTION: PRE-SALES AND LOAN ASSUMPTIONS 
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I. �
Announcements/Introduction�a. Repayment Plan �b. Modification �c. Deed-In-Lieu �d. Pre-Foreclosure Sale �e. Loan Assumption�
Lecture �
10 Minutes �
�
II. �
Mortgage Debt Relief Act of 2007 �
Lecture �
5 Minutes �
�
III. �
Considerations �a. When Approved �b. When Denied �c. Unauthorized Practice of Law �d. 280 GA 121 (2005) �
Small group discussions ���Case studies: Each group is assigned one case to summarize for class with recommendations on how to avoid unauthorized practice of law �
10 minutes








20 minutes�
�
IV. �
Contacting Lender �a. Authorization to Release Information �b. Hardship Letter �c. Financial Disclosure �d. Broker Price Opinion �e. Cost Benefit Analysis �
Lecture �
20 minutes �
�
V.�
Disclosure to Seller�
Discussion and role play: scenarios are assigned. Volunteers will role play followed by class discussion�
30 minutes�
�
BREAK �
15 minutes �
�
VI. �
What to Avoid in Foreclosure Prevention �
Lecture �
10 minutes �
�
VII. �
Loan Assumptions in General �a. Due-on-sale clause and violations �b. “Subject-to” versus “Assume and Agrees to Pay” �c. Advantages for buyer / for seller �d. Loans that are assumable/assumption fees e. Garn – St. Germain Act �f. VA Eligibility �g. Liability Issues �
Lecture �



10 minutes �10 minutes �


5 minutes �5 minutes �5 minutes �5 minutes �10 minutes �
�
VIII. �
GAR Forms �
Lecture �
10 minutes �
�
IX. �
Special Stipulations �
Lecture �
10 minutes �
�
X.�
Conclusion�
Lecture�
5 minutes�
�
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