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Letter from Richard Waystack, CRS
2020 RRC President

I am often asked why I am so passionate about the Residential Real Estate Council and the CRS
Designation. For me, the answer is simple – it’s not just about the career growth, but about life’s
balance and purpose as well.
Exposure to the family businesses and transition from corporate life led me to the industry in my
young twenties, and I felt that my skillset and personality was well-suited for a career in real
estate. My Dad was a CRS, one of the earlier designees, and he taught me that in order to excel
and stand out as an agent I needed accelerated courses and systems to stay current with practices
and processes.
Once I took my first class in 1996, it was clear to me that I needed to hold myself to a higher
standard by achieving the CRS Designation. Not only was it eye-opening, but also came with a
support system, excellence in networking and exceptional referral opportunities.
RRC offers lifecycle, agent-to-agent learning spanning the career of the residential real estate
agent. But, the dedication to the members fosters an environment of fellowship that has taught me
so much more than just how to be an effective REALTOR®. I am surrounded by some exceptional
people– not just practitioners, but people. No matter what I am dealing with in the community,
through our platform I can get advice for whatever is going on in my business. Being able to foster
best practices and the ability to reach out in a moment’s notice to fellow members for support has
been indispensable to my life and career.
We invite you to review the 2020 Guide to Education, Membership, and Designation and explore
the many opportunities available to learn, connect and grow. Whether you are taking your first
steps as a REALTOR®, pursuing certifications or ready to achieve the CRS Designation, it is my
hope that you will consider joining the RRC and come to see it not only a conduit for opportunities
that can dramatically change your career path– but as a family, as I have.

Sincerely,

Richard Waystack, CRS
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ABOUT THE
COUNCIL
The Residential Real Estate Council (RRC) is the leading education, business and networking
organization for residential REALTORS®. RRC was created to empower residential real
estate professionals with the tools and opportunities needed to maximize their income and
professionalism in residential real estate.
The Council’s education is recognized as the best the industry has to offer and includes live
classroom courses, self-paced eLearning, live and on-demand webinars, videos and more.
Comprised of over 29,000 of the best and brightest agents, RRC’s large and growing referral
network is unparalleled in the industry.
RRC also awards the prestigious Certified Residential Specialist (CRS) Designation
to experienced REALTORS® who have completed advanced professional training and
demonstrated outstanding achievement in residential real estate. CRS Designees are among
the top REALTORS®. The Designation is an outstanding advantage for agents looking to grow
their real estate businesses, differentiate themselves from other agents and continue their
path to success.
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VALUE
Why RRC?

Our mission is to train and empower ethical, efficient and successful real estate professionals.
Whether you’re a brand new licensee or a veteran with years of experience, the Residential Real
Estate Council can help take your business to the next level.
You can benefit from our education even if you’re not a member of RRC. Our extensive education
catalog has all the titles you need to improve your skills and advance your career.
Or, you can decide to become a member and engage with the top real estate agents in the country.
Your membership offers exclusive access to education, events and connections you can’t find
anywhere else!
With 1.4 million REALTORS® nationwide, it is a very competitive landscape. If you want to
differentiate yourself in this crowded marketplace, RRC is the place for you.
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MEMBER BENEFITS

Here is what you get with your membership!

EDUCATION
DISCOUNTS

MAGAZINE
SUBSCRIPTION

CREDIT UNION
ACCESS

INMAN SELECT
SUBSCRIPTION
COMPLIMENTARY
WEBINARS

PROFESSIONAL
DEVELOPMENT

NETWORKING

INSURANCE
COVERAGE DEALS

FREE MARKETING
MATERIALS

SNAZZY TRAVELER
MEMBERSHIP

SOCIAL MEDIA
GROUPS

EXTENDED
SUPPORT

CONFERENCE
DISCOUNTS

DISCOUNTED
PRODUCTS
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LEARN
In our modern, rapidly-evolving world, access to ongoing education is a must for real estate agents to
thrive in all stages of their career. A commitment to elevating your skill set is a commitment to growth
and profitability.
The Residential Real Estate Council offers agent-to-agent education spanning the career of residential
REALTORS®. RRC education is considered the industry’s best!
All of our courses are taught by Certified Instructors who are recognized for their extensive real estate
expertise.
Whether live in person or online, RRC offers education in numerous formats that suits many different
lifestyles and preferences.

Webinars
RRC webinars feature industry leaders and cover what you need to know about timely and relevant
real estate topics in a short, convenient online format. There is at least one new webinar each week,
and they are all recorded for convenient, on-demand access. Our on-demand library has over 300
webinar titles, with more being added constantly. RRC webinars (recorded or live) are approved for
Designation Maintenance Credit.

eLearning
Learn at your own pace, without the travel costs! RRC’s eLearning courses provide valuable skillsbased education, accessibly 24/7. Our catalog includes over 30 titles and in 2020 we will be launching
these new titles!
• Cyber Security for the Residential Specialist – NEW
• Negotiations: Evolving Client Expectations – NEW
• Negotiations: Managing Difficult Situations – NEW
• Scripts and Dialogues: Find Your Voice – NEW

Classroom courses
RRC’s one-day and two-day classroom courses and half-day workshops allow you to learn skills in an
intensive, hands-on, in-person environment, while networking with other real estate agents who can
be valuable referral sources in the future. RRC classroom courses are eligible for continuing education
credits in many states.
Visit our education catalog for a complete list of our offering:
https://crs.com/learn/education-catalog
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CERTIFICATION
PROGRAMS
Own a specialized credential that can help you stand out
from the crowd. RRC Certification programs are ideal
for real estate professionals who want to expand their
expertise and grow their business.

Digital Marketing: Social Media Certification
The Digital Marketing: Social Media Certification program
is designed for real estate professionals who want to develop
expertise with social media resources and distinguish
themselves with clients. Social media is an essential part
of today's digital marketing mix whether you are promoting
your business or the properties you represent.

Smart Home Certification

The Smart Home Certification demonstrates to buyers and
sellers that you dedicated your time and developed the
expertise about the technology and privacy issues uniquely
associated with a smart home sale. The certification shows
you have practices in place to help foster a smooth transaction and helps differentiate you with
potential clients.

Residential Listing Certification

Residential Listings Certification program shows REALTORS®
and your clients your mastery in the art of listing residential
properties. The courses in the program provide strategies,
tools and more to help agents enhance and differentiate their
listings systematically while also providing approaches to help you move listings.

For more information or to register, visit CRS.com/learn/certifications
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CONNECT

Networking is fundamental to the success of any real estate business, and RRC is in the business
of helping residential real estate agents succeed! This is why we go above and beyond to provide
opportunities for you to engage with other like-minded agents. Whether a conference to learn about
the new market information and innovations your colleagues are using, participating in a community
event to expand your client base or interacting with other members on our social media channels —
we’ve got numerous opportunities for you to maintain and strengthen your relationships.

OPPORTUNITIES & EVENTS
Sell-a-bration Annual Conference

Our annual conference is designed for anyone looking to improve their business through world-class
education and networking. Sell-a-bration attracts hundreds top producing REALTORS® that leave
with new connections, innovative ideas, and fresh strategies that have an immediate impact on their
business. Plus, it’s fun!

The very best −
informative, networking,
great speakers and sharing.
Reena Kanner, CRS

Sell-a-bration is
mainly sharing knowledge,
not selling knowledge.
Jim Paulson, CRS

Truly worth the
time spent.
Mary Smith, CRS

Future Sell-a-bration Meetings
Sell-a-bration 2020
February 13 - 16, 2020
Omni Orlando Resort at
ChampionsGate
Orlando, Florida
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Sell-a-bration 2021
January 31 - February 3, 2021
Omni Nashville Hotel
Nashville, Tennessee

Sell-a-bration 2022
February 12 - 15, 2022
Caesars Palace Las Vegas
Las Vegas, Nevada

State RRC
The Council's network spans the nation, but sometimes you
need a network closer to home. For agents, establishing a
consistent presence within your own community is important.
As a member, State Networks are your local connection
to all that the Council offers, and more! Some advantages
include additional social functions, great networking events,
community and volunteer projects and learning opportunities.

MentorBoard - NEW!
Every step of a career journey is impacted by access
to resources and opportunities. RRC has launched a
MentorBoard– an easy-to-use platform for agents seeking
mentorship and those interested in mentoring to connect
with each other.

Career Path - NEW!
RRC's latest tool to help individuals determine if they have
the right skills and experience to succeed in a residential
real estate position. These quick assessments provide a
custom analysis designed to help you grow professionally.

Career Center - NEW!
To help members further their careers and achieve their
goals for professional growth, RRC has launched a career
center, Careers in Real Estate. In addition to an optimal job
posting and searching experience, the site has professional
resources, including career advice articles, free resume
critiques and more.
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GROW

Why Become a CRS Designee?
We are proud to offer education, networking and growth opportunities for all members, but for those
that want to achieve the gold standard of residential real estate we encourage them towards the path
of the CRS Designation – the most recognized and prestigious designation in the industry.
CRS Designees are committed to education, professionalism and desire to consistently improve.
That’s why the CRS Designation maintains elite criteria and maintenance requirements, and the
business results of designees speak for themselves! Our research shows that the gross sales of a CRS
Designee are 38% higher than other agents.
Earning the CRS Designation means that you are a top agent, something that will definitely make you
stand out in a very competitive environment.

Additional Benefits for CRS Designees
• Recognition as one of the top REALTORS® holding the elite Certified Residential
Specialist® Designation
• Use of the CRS Designation trademark and logo
• Listing in the exclusive CRS Referral Network – including the new and improved
Find a CRS agent-to-agent referral directory
• Access to the CRS Qualified Consumer Leads Program
• Access to advertising and promotional opportunities exclusively for CRS Designees
• Customizable CRS Designee consumer marketing materials to help you
differentiate your business in your market

Not designated yet?
Every candidate is required to fulfill education requirements, complete a membership application
and pay annual dues. CRS Designees are also required to take two credits of CRS Education within a
calendar year to maintain their standing. The Council offers hundreds of designation credit options.

To see your education options, go to CRS.com/designation/education-credits.
CRS Designation Forms and a Membership Application are located on pages 25-30 at the
end of this guide.
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PATH TO CRS DESIGNATION
Interested in earning your CRS Designation?
The Certified Residential Specialist ® Designation is the most recognized and
prestigious professional designation in residential real estate.

CHOOSE YOUR PATH!
60/30/30 Program

• 60 Transactions OR $30 million in
volume over the most recent/last 5
years AND
• 30 hours of RRC Education (from CRS
live classroom or eLearning courses or
Sell-a-bration®)

Pro Program

• 10+ years as a licensed real estate
agent
• 150 transactions total (OR an average
of $1 million per year with at least
40 transactions)
• 16 credits of RRC Education (from CRS
live classroom or eLearning courses)

Make this the year you achieve your CRS Designation!
Contact our Customer Care team at crshelp@crs.com or 800.462.8841. Our
representatives will help you determine which path to designation you should follow and
will calculate how many credits you’ve already earned.
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EDUCATION CATALOG
Visit crs.com/learn for the most up-to-date calendar and course offerings.
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LIVE CLASSROOM COURSES
Half-Day Four Credit Workshops – NEW
The Grass is Greener
The legalization of marijuana for medicinal and recreational use has impacted the demand for both residential
and commercial properties. Additionally, cannabis legalization heightens concerns related to grow houses,
property values, crime and property management. This half-day workshop will help clear the smoke
surrounding some of these issues.

Safety is a System (Coming early 2020)
This half-day workshop provides real estate professionals with systematic approaches to establish and
implement safety policies and programs to prevent potentially dangerous encounters and to appropriately
respond if faced with danger.

One-Day Eight Credit Courses
7 Things Successful Agents Do Differently: A Proven Business System*
Learn how to organize your real estate career like a business and start implementing proven strategies and
techniques to take that business to the next level.
*This course includes an online pre-course.

Building a Team to Grow Your Business
To take your business to the next level once you've reached a plateau, you'll need to hire some help. Explore
strategies for delegating and outsourcing tasks to help you focus on activities that make you the most money.

Converting Leads Into Closings
Attracting leads is key, but if you don’t have effective systems for converting them into closings, you’re leaving
money on the table. This course highlights both traditional and digital approaches to identifying customers
and closing more transactions.

Creating Listing Abundance – NEW
Effective and efficient systems for listing and pricing properties is essential for success as a residential real
estate agent. This course provides the knowledge and tools needed to develop and sharpen your listing
and pricing systems and strategies. Some of the topics in this fast-paced, information-rich course include
the listing mindset, sources of listing business, the listing appointment and presentation and handling the
competition.

Cyber Security: Protecting Your Business and Your Clients
Businesses and their clients are under constant cyberattack. This course empowers you with strategies, tools
and tips to protect you and your business in the perilous legal, online and social media world.
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One-Day Eight Credit Courses (continued)
Digital Marketing: Establishing a Social Media Brand
Social media has become a cornerstone of real estate marketing. No business can expect to be successful
without using at least one platform. This course is meant to take your social media marketing and give it a
focus and approach.

First-Time Home Buyer Specialist: A Blueprint for Success
Purchasing a home for the first time is different everyday. This course will help professional real estate agents
improve their sphere of interest (SOI) and become the go-to-specialist for client and referral services in the
first-time home buyer's market.

Generational Marketing: Innovative Strategies Across All Generations – NEW
This course explores the characteristics, values and beliefs of the six generations — which influence how
they buy and sell their homes. Walk out of this course with new and revised strategies that help you to more
effectively work with each group to ensure successful outcomes.

Increase Wealth with Rentals and Other Investment Properties
Investment property transactions can easily increase your market by 20% and build your net worth at the same
time. Learn why rental properties are IDEAL investments that outperform other types of investments and, more
importantly, learn how to evaluate and select appropriate investment properties.

Mastering Relevant, Consumer-Focused Marketing
Through activities, workshops and instructions, see what potential clients are looking for and learn strategies
for strengthening your brand and content to position yourself as the top provider of information and expert
guidance in your market.

Mastering Your Time to Achieve Your Goals
There is never enough time to accomplish all the we want... or is there! This course provides strategies for
prioritizing your professional and personal goals, managing your time and designing a business that financially
supports the life you desire.

Power Up on Smart Home Technologies*
Learn what qualifies as a "Smart Home", how to leverage its features in your marketing strategy and how to
advise your clients on its value and transfer tactics.
*This one-day course is a part of the RRC Smart Home Certification program.

Short Sales and Foreclosures: Protecting Your Clients’ Interests
This course provides you with practical approaches to the pre-foreclosure and foreclosure processes that will
result in the successful handling of these properties.

Silver Bullet Solutions: Helping Buyers Buy and Sellers Sell
Gain inside access to a toolbox of solutions to agent dilemmas in buyer and seller situations, such as the "FourPart Decision Maker," other web-based solutions and an online library of spreadsheets exclusive to this course.
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Succeeding in the Luxury Home Market
Setting yourself up for success in the luxury home market can be lucrative if done right. Develop the market
expertise and savvy customer service skills necessary to break into, compete and succeed in the luxury home
market.

Succession Planning: Building, Valuing, and Selling Your Business
Learn a process-oriented sequence to develop a strong business and succession/retirement plan that includes
a careful analysis of the market, valuation of your business, selecting appropriate selling strategies and building
a long-term referral stream.

Systems for REALTOR® Success
Appreciating the tax code and pointing your clients in the right direction will set you apart. Learn how to
automate repetitive business tasks, make your hectic schedule manageable and streamline communications
and marketing so that you can focus your time on building and cultivating profitable relationships with your
clients.

Tax Strategies for the Real Estate Professional
Learn how to leverage your tax knowledge for your business, clients and investments.

Technology and Plans for Success – NEW
Technology can carve a path to a successful business. You will leave the class with templates and strategies to
identify, evaluate and select appropriate technologies to enhance your productivity and efficiency.

Top of Mind Techniques to Boost Your Brand
Through a series of engaging discussions and activities, you will explore the effective uses of social media,
neighborhood farming and other marketing strategies to distinguish yourself as the trusted advisor for existing
and prospective clients and leave with an action plan.

Transforming Difficult Situations into Profitable Deals
Learn how to leverage tools, systems and scripts to effectively manage your professional relationships with
difficult buyers, sellers, appraisers, agents and others.

Turning New Homes Into Ongoing Revenue
Learn the ins and outs of new home construction, marketing and showing homes at varying stages of
completion and how to pitch your services and adapt your market analyses for lenders, developers and
builders.

Win-Win Negotiation Techniques
Through highly interactive role-playing activities, you will develop and practice scripts that can prepare you to
successfully negotiate with all parties in a transaction, including clients, other agents and service providers.

Zero to 60 Home Sales a Year (and Beyond)
Whether you are looking to jumpstart your business or just starting out, accelerate your home sales and create
a continuous flow of business by positioning yourself as the REALTOR® of choice in your area.
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Two-Day Sixteen Credit Courses
Building an Exceptional Customer Service Referral Business
Refocus your business plan so it centers on customer service and generating repeat and referral business.

Business Planning and Marketing for the Residential Specialist
Learn how to define your business goals and have the business planning, budgeting and marketing skills to get
them you where you want to go.

Buying and Selling Income Properties
Learn how to identify the right opportunities in a down or up market, compare real estate with other
investments and create additional wealth – for both yourself and your clients.

Effective Buyer Sales Strategies
Counseling, salesmanship and negotiation help you set yourself apart with buyers. Study and develop your
strategy for working with buyers that will lead you to closing more deals.

Financing Solutions to Close the Deal
Help your clients understand their financial choices, providing them with peace of mind and saving them
money-creating customers for life.

Listing Strategies for the Residential Specialist
Learn proven and important strategies for conducting successful listing presentations, pricing a home to sell,
closing the transaction and marketing the listing effectively.

Technologies to Advance Your Business
Analyze the current technology needs of your business and learn to use tools that can help you become more
productive, increase profits and differentiate your business in the marketplace.

16

eLEARNING COURSES
eLearning Two Credit Courses
A Photo Sells a Thousand Homes
Learn what photos attract buyers to homes, how to identify the correct photos and how to compose the best
photos.

Building a Dynamic Team
Learn time-tested methods for creating highly motivated and loyal top-producing teams so you can take your
business to the next level.

Building a Referral-Based Real Estate Business
Develop strategies and techniques to master both traditional referrals and effective online reviews.

Creative Real Estate Financing
Increase your sales and your value as an agent by arming yourself with knowledge for your buyers on loan
options, including vehicles such as FHA, Fannie Mae, Freddie Mac, VA, non-banking loans and down payment
assistance.

Cyber Security for the Residential Specialist
As a real estate agent, you must protect your personal and business-related data from any threats that may
arise. In this self-paced online course, you will gain a deeper understanding of social engineering and discover
ways to keep your digital information secure.

Drone Photography for Real Estate
Explore the advantages and requirements for adding a drone to your real estate business.

First-Time Home Buyers
Learn how to manage new buyer anxiety and gain valuable tools and ways to educate and create the enjoyable
buying experience that today’s consumers want.

For Sale by Owner
In any good seller's market, many consumers contemplate the possibility of selling on their own. This course
shares a proven method for approaching, helping and ultimately converting the FSBO prospect to a listing.

How Do I Make My Photos Look Like That?
Discover how experts distinguish the properties they list with photos and uncover how to leverage a camera
and the technology available to make photos look more professional at minimal cost to you.

Listing Strategies: Pre-Listing Preparation
Examine the key elements of the listing process and apply best practice techniques associated with pre-listing
preparation.
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eLearning Two Credit Courses (continued)
Listing Strategies: Conducting Your Presentation and Clinching Your Listing
Learn best practices for achieving your desired results by employing best-fit strategies in identifying your
sellers' motivations, creating an effective listing presentation and mastering your presentation appointment.

Listing Strategies: Pricing Your Listing
Discover a variety of pricing strategies, competitive market analysis, absorption rates and techniques for
collaborating with your seller to achieve effective market positioning and increase sales.

Listing Strategies: Marketing and Selling Your Listing
Employ the principles of targeted marketing, engage in internet marketing and create an effective listing
description. Learn essential elements about the marketing and selling process including communicating,
providing feedback and countering seller objections.

Managing Your Online Presence
Learn a step-by-step process for managing your online presence across forums such as your business website,
social media and real estate websites.

Negotiations: Foundations of Negotiations
Gain a solid start to the negotiation process.

Negotiations: Understanding People
Know the state of current market trends (nationwide and local), and get to know the people involved, be aware
of how others communicate and think differently and how adapting your communications style will best serve a
collaborative environment.

Negotiations: Evolving Client Expectations – NEW
In this course you will learn how to recognize when a client's interests have changed, how to reframe a
negotiation around a new position and how to help clients recognize when it is time to offer concessions.

Negotiations: Managing Difficult Situations – NEW
This course focuses on strategies and tactics to diffuse difficult situations early in a negotiation process by
starting with effective communication.

Navigating the Social Media Maze
Develop a social media strategy to set goals, target your interactions, maintain consistent engagement and
assess the impact of your efforts.

Professional Photos Through Bracketing
Learn the basics of bracketing, a technique that yields photos that are virtually indistinguishable from those
taken by professionals.

Property Management Essentials
Learn a blueprint for starting a career as a property manager and gain critical information that will help you
build a successful business in the world of property management.
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Working with Real Estate Investors (Coming early 2020)
Real estate investors have unique objectives and expectations, and the savvy REALTOR® can build a
powerful, loyal niche business by understanding those objectives and exceeding their clients’ expectations.
This introductory course provides strategies and tools needed to attract and maintain investor business
relationships.

Running Your Business in the Cloud
Boost your productivity and profitability by learning how to stream your business using cloud services with the
help of subject matter experts.

Scripts and Dialogues: Find Your Voice – NEW
In this course you learn effective scripts and dialogues to help you find the next level of authentic success.

Smart Home Technologies for the Residential Specialist*
Learn what’s considered a Smart Home, common Smart Home devices, features and functions and how to
recognize their benefits and value.
*This course can be taken individually or as part of the RRC Smart Home Certification program.

Strategies to Finance and Grow Your Real Estate Business
Learn how to finance your real estate business and gain ideas for long-term growth.

Systems for Agent Safety
Discover strategies and resources to develop and implement safety policies and programs to help keep you safe.

Top of Mind Awareness
Learn strategies and gain resources to become the first agent customers consider when it is time to buy or sell
a property.

Video Marketing to Enhance Your Business
Learn strategies for using video to connect with consumers in fast-paced, digital environments and tips for
grabbing their attention instantly.
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eLearning Eight Credit Courses
Creating Value for Your Clients
Build an annual business plan, expand your listing presentation techniques and negotiating skills, increase your
digital technology knowledge and maximize your profits by creating repeat business through referrals.

Keep It Simple with Low-Cost Online Marketing
Learn successful and proven online marketing strategies that don’t require a lot of financial resources.

Putting Technology to Work for Your Clients
Gain more business by enhancing your website, increase your productivity, establish your online niche, update
your marketing materials and develop strategies for upgrading or purchasing a new product or service with
new technologies.

eLearning Course Bundles
These eLearning courses are offered as a bundles that are designed to further advance learning.
They also can be purchased individually. Visit crs.com/learn for more information and pricing.

Finance 2-Course Bundle
Credits: 2 each – 4 total
1. Creative Real Estate Financing
2. Strategies to Finance and Grow Your Real Estate Business

Photography 4-Course Bundle
Credits: 2 each – 8 total
1. A Photo Sells a Thousand Homes
2. Drone Photography for Real Estate
3. How Do I Make My Photos Look Like That?
4. Professional Photos Through Bracketing
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Listing Strategies 4-Course Bundle
Credits: varies for each – 12 total
1. Listing Strategies: Pre-Listing Preparation
2. Listing Strategies: Conducting Your Presentation and Clinching Your Listing
3. Listing Strategies: Pricing Your Listing
4. Listing Strategies: Marketing and Selling Your Listing
Negotiations 4-Course Bundle
Credits: 2 each – 8 total
1. Foundations of Negotiations
2. Negotiations: Understanding People					
3. Negotiations: Evolving Client Expectations – NEW
(previously Negotiations: The Win-Win Game Plan)

4. Negotiations: Handling Difficult Situations – NEW

Comprehensive 9-Course Bundle
Credits: varies for each – 30 total
1. Creating Value for Your Clients
2. Putting Technology to Work for You
3. Listing Strategies: Pre-Listing Preparation
4. Listing Strategies: Conducting Your Presentation and Clinching Your Listing
5. Foundations of Negotiations
6. Negotiations: Understanding People
7. First-Time Home Buyers
8. Creative Real Estate Financing
9. Building a Referral-Based Real Estate Business
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eLearning Course Bundles (continued)
Digital Marketing 2-Course Bundle
Credits: 8 each – 16 total
1. Putting Technology to Work for Your Clients
2. Keep It Simple with Low-Cost Online Marketing

Marketing 5-Course Bundle
Credits: varies for each – 16 total
1. Keep It Simple with Low-Cost Online Marketing
2. Navigating the Social Media Maze
3. Managing Your Online Presence
4. Video Marketing to Enhance Your Business
5. Top of Mind Awareness

Marketing 4-Course Bundle
Credits: varies for each – 14 total
1. Keep It Simple with Low-Cost Online Marketing
2. Navigating the Social Media Maze
3. Managing Your Online Presence
4. Video Marketing to Enhance Your Business
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Marketing 3-Course Bundle
Credits: 2 each – 6 total
1. Managing Your Online Presence
2. Navigating the Social Media Maze
3. Video Marketing to Enhance Your Business
Technology 3-Course Bundle
Credits: varies for each – 12 total
1. Putting Technology to Work for Your Clients
2. Smart Home Technologies for the Residential Specialist
3. Running Your Business in the Cloud
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RRC FORMS &
APPLICATIONS
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RRC MEMBERSHIP APPLICATION
ALL MEMBER TYPES, DESIGNATED OR NOT, REQUIRE ANNUAL RENEWAL WITH MEMBERSHIP DUES

Name:___________________________________________________________________________
NRDS ID#:________________________________________________________________________
REALTOR® Since:___________________________________________________________________
Date of Birth:______________________________________________Gender:

Male

Female

Home Address:____________________________________________________________________
City/State/Zip: _____________________________________________________________________
Office Name: ______________________________________________________________________
Office Address: ____________________________________________________________________
City/State/Zip: _____________________________________________________________________
Office Phone:______________________________________________________________________
Cell Phone: _______________________________________________________________________
Email Address: ____________________________________________________________________

Preferred Mailing Address:

Home

Office

Remember, you can apply online at crs.com/join.

RRC MEMBERSHIP APPLICATION
AGREEMENT OF APPLICANT
In making this application, and in consideration of joining the Residential Real Estate Council,
I understand and agree to the following:
1. I represent and certify that, to the best of my knowledge and belief, all the information contained in
this application is true and accurate as of the date of this application, and I understand that if this
information is not true and accurate, this may be a reason for termination of membership.
2. I understand that as a Candidate I cannot use the CRS Designation until it has been awarded to me
upon completion of the Designation requirements, and I have been notified in writing. Such misuse will
be cause for summary termination of membership. I also understand that once I am awarded the CRS
Designation, I must maintain my membership in good standing in the Residential Real Estate Council,
including the payment of annual dues, and meet any education maintenance requirement, to continue to
hold and use the CRS Designation.
3. I irrevocably waive any claim or causal action of law or equity that I may have in the future against
the Residential Real Estate Council, its Board of Directors, officers, committee members, employees
or other persons cooperating with the Residential Real Estate Council either as a group or individuals,
for any act or failure to act in conjunction with my membership or the business of the Residential Real
Estate Council.
4. If admitted to membership in the Residential Real Estate Council, I agree to abide by the Bylaws and
Regulations as they currently exist and as they may be amended in the future by the Council, as well as
such policies and procedures as the Residential Real Estate Council may promulgate from time to time.

Signature:

Date:

BILLING INFORMATION
Y es, I would like to join the Residential Real Estate Council. Enclosed is my check for $195.
This dues payment is for twelve continuous months of membership.
Join online at crs.com/join or call 800.462.8841.

Send completed form to:

Residential Real Estate Council
430 N. Michigan Ave., Chicago, IL 60611
or email: CRSHelp@crs.com
Questions: 800.462.8841 (toll free) • 312.321.4400

CRS DESIGNATION APPLICATION PROCESS
Review the following requirements to determine which option best matches
your experience. These requirements are for individuals who practice inside
the United States, its insular possessions and the Commonwealth of Puerto
Rico and Canada. All other individuals must complete the International
Designation criteria.

1. Submit your documentation satisfying all Designation requirements.
• Council members who submit a Designation application with all required documentations will be
awarded the CRS Designation within five business days from receipt.
• If the documentation is incomplete, the notice will indicate the items necessary to complete the
Designation application process.
• Please note: the timelines are approximate. We will make every effort to process your application
within the above stated timeframe except when there are extenuating circumstances.

2. Maintain ongoing active membership in the Residential Real Estate Council and active REALTOR® or
REALTOR ASSOCIATE® membership with your local board and state association.

Production Requirements
You have the option of submitting your transactions by using either the Affidavit of Required Transactions
OR Resume of Required Transactions.
Note: A residential transaction must be a a single-family home, a townhouse, a duplex, a building of up
to and including four units, a cooperative, a condominium or a permanently affixed mobile home unit
that has closed. The transaction must have an improvement on the property. For example, water rights,
transportable mobile homes, acreage and lots are not acceptable. You may only list transactions for which
you completed no less than 50 percent of the work.

Affidavit of Required Transactions
You and your broker must complete the Affidavit of Required Transactions. The Affidavit states that you
have completed the required number of residential transactions or volume. Simply indicate your name, the
date, and the number of transactions that you have completed and sign the form. You will also need your
broker to sign the form verifying that you have met these requirements. If you are the broker, please sign
in both places.

For complete details, visit crs.com/designation.

AFFIDAVIT OF REQUIRED TRANSACTIONS
Applicant’s Name:__________________________________________________________________
Date: ___________________________________________________________________________
The undersigned Applicant herby certifies and swears that all information provided is true and factual.
Should the Council find through confirmation or any other means that any statements made by Applicant
are not factual, such statements will jeopardize Applicants’ ability to be awarded or to retain the CRS
Designation. The undersigned Applicant declares that the following information is true.
I am an Applicant for the CRS Designation and as a part of that application process I certify that
I have completed a minimum of ____________________________ residential transactions* and/or
___________________________ million in volume.
*Credit for completing a residential transaction is available only for the listing or sale of a single-family home, a townhouse,
a duplex, a building of up to and including four units, a cooperative, a condominium or a permanently affixed mobile home
unit that has closed. All residential properties must include an improvement. If Applicant is taking credit for any “co-listing” (a
listing or sale that you shared with another sales associate, Applicant may take credit for a half of a transaction, provided that
the Applicant completed no less than fifty (50%) percent of the work on that transaction.

Signature of Applicant: ______________________________________________________________

CERTIFICATION OF APPLICANT’S BROKER
I hereby certify that the above statement concerning the number of transactions in which the Applicant has
worked is true and correct and accurately reflects the work done by the Applicant.
Name of Broker (Please Print): _________________________________________________________

Signature of Broker: ________________________________________________________________
Date: ___________________________________________________________________________

Send completed form to:

Residential Real Estate Council
430 N. Michigan Ave., Chicago, IL 60611
or email: CRSHelp@crs.com
Questions: 800.462.8841 (toll free) • 312.321.4400

CRS DESIGNATION APPLICATION
I understand that Council Membership requires annual renewal with membership dues.
The application below is for individuals residing within the United States, its insular
possessions, the Commonwealth of Puerto Rico, and Canada.

Instructions:
• Please double-check the documentation that you are submitting with this application.
• Attach all required documentation to the completed form.
• Include the $99 Designation Processing Fee and send it to the Residential Real Estate Council.

Name: __________________________________________________________________________
NRDS ID#:

REALTOR® Since:

Date of Birth:______________________________________________Gender:

Male

Female

Home Address: ____________________________________________________________________
City/State/Zip: _____________________________________________________________________
Office Name: ______________________________________________________________________
Office Address: ____________________________________________________________________
City/State/Zip: _____________________________________________________________________
Cell Phone:

Office Phone:

Email Address:

Website Address:

Preferred Mailing Address:

Home

Office

DESIGNATION PROGRAM
I have completed and attached the required number of transactions for the following
CRS Designation Program:
60/30/30 Program

60 transactions OR $30 million in volume over the last five years AND 30 credits
of RRC Education

Pro Program

150 transactions OR an average of $1 million per year of experience with a
minimum of 40 transactions AND 16 credits of RRC Education (must be licensed
a minimum of 10 years to apply)
Send completed form to:

Residential Real Estate Council
430 N. Michigan Ave., Chicago, IL 60611
or email: CRSHelp@crs.com
Questions: 800.462.8841 (toll free) • 312.321.4400

CONTINUED ON NEXT PAGE

»

AGREEMENT OF THE APPLICANT
1. I understand that I cannot use the CRS Designation until I have completed the Designation requirements
and have been notified in writing that it has been awarded to me. Such misuse will be cause for
summary termination of membership.
2. I understand that once I am awarded the CRS Designation, I must maintain my membership in good
standing in the Residential Real Estate Council, including the payment of annual dues, and fulfillment of
any maintenance requirement, to continue to hold and use the CRS Designation.
3. I am currently an active REALTOR® or REALTOR ASSOCIATE® and I understand that once I am awarded
the CRS Designation, I must also maintain REALTOR® or REALTOR ASSOCIATE® membership with a
local board and state association of REALTORS®.
Signature of Applicant:_______________________________________________________________

BILLING INFORMATION
Designation Fees
$99 Designation Processing Fee

Membership Fees
$195 Membership Dues (if not currently a member)

Enclosed is my check payable to the Residential Real Estate Council.
Apply online at www.crs.com.

RRC EDUCATION CREDITS

16 credits required for Pro Program; 30 credits for 60/30/30
Program (Classroom, eLearing)

I have completed the following RRC Courses:
RRC Education:

Number of Credits:

RRC Education:

Number of Credits:

RRC Education:

Number of Credits:

RRC Education:

Number of Credits:

RRC Education:

Number of Credits:

RRC Education:

Number of Credits:

RRC Education:

Number of Credits:

RRC Education:

Number of Credits:

RRC Education:

Number of Credits:

RRC Education:

Number of Credits:

RRC Education:

Number of Credits:

RRC Education:

Number of Credits:

RRC Education:

Number of Credits:

RRC Education:

Number of Credits:

RRC Education:

Number of Credits:

Use this space for additional education records, if needed.
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Use this space for additional education records, if needed.

32

CONTACT US
For questions, call Customer Service at 800.462.8841
or email us at CRSHelp@crs.com.
Learn about the benefits of RRC today at crs.com.
430 N. Michigan Ave.
Chicago, IL 60611

Find us on the following social media sites:

800.462.8841 • 312.321.4400
www.crs.com

Residential Real Estate Council
@ThisIsRRC
@ThisIsRRC
Residential Real Estate Council
Residential Real Estate Council

2020 IMPORTANT DATES
February 13 – 16

Sell-a-bration®
Orlando, Florida

May 11 – 16

REALTORS® Legislative Meetings & Trade Expo
Washington, D.C.

June 15

Print Directory Listing and Ad Deadline

September 15

Deadline for Volunteer Committee Applications

September 21 – 25

CRS Week

November 13 – 16

REALTORS® Conference & Expo
New Orleans, LA
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This is home.
It’s a place called confidence.
It’s home because your clients feel positive and sure about the choice they’ve
made. In partnering with you, they place their trust in your advice, counsel, and
expertise to lead them there.
Our commitment is to always be there for you, and them, on this journey home.

pillartopost.com
Each office independently owned and operated.

