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1. Specializations

1.1 INTRODUCTION
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1.2 BUYERS
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‘The vast majority of new license holders enter the residential real estate brokerage
business. Licensees may choose to build a business around working with a particular
type of property. Others may specialize in clients such as:

Buyers - ropresenting buyers who wish to purchase a home. These agens are commonly
roforred to buyers’ agents or solling agents.

The Accredited Buyer's Roprosentative (ABR) course taught by Champions School of Real
tate puts the agent on the path to earning the ABR designation, which gives buyers tho.
confidence that the agent is knowlsdgeablo in the fiold of buyor reprosentation.





1.3 SELLERS
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The vast majority of new licensees enter the residential real estate
brokerage business. Licensees may choose to build a business
around working with a particular type of property. Others may.
specialize in clients such as:

Sellers - aprasenting sellers who list their homes with a brokerage firm. These agents are
commonly referred to s the saller’s agents, or lsting agens. Licenseos who want to take
their caroor to a higher lovel a5 a sollor's agent should consider obtaining a dosignation
such as Cortifiod Home Marketing Spociaist (CHMS), availablo as a courso from tho:
Champions School of Real Estate.





1.4 RELOCATION AND RESORTS
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A real estate professional has many opportunities in the business other than lsting
and selling residential property for clients. There are several areas of real estate in
which a real estate professional can gain experience and specialize. In addition to the
sale and purchase of property, agents also represent landlords in the leasing of
residential properties, and may also represent tenants in locating a rental property.
Specializations may be centered on a certain type or category of property

Corporata relocation specalists offer services to buyers and sallers who are moving
in or out of an area because of a corporate transfar

Resortisacond home specalists list and sell homas in rosort areas such as coastal

propertios, lake proporties and mountain resort properties. This marks caters to the
buyer seeking a second home or a otirement homo.





1.5 MULTI-FAMILY
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A real estate professional has many opportunities in the business other than listing
and selling residential property for clients. There are several areas of real estate in
which a real estate professional can gain experience and specialize. In addition to the
sale and purchase of property, agents also represent landlords in the leasing of
residential properties, and may also represent tenants in locating a rental property.
Specializations may be centered on a certain type or category of property

Some licensaeos specialize in multifamily properties such as condominjums and tow
homes

Residential property managemant involves the management of smallar projocts

include one to four living units





1.6 FARM AND RANCH
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Farm and Ranch brokers specialize in “working” farms and ranches. The nature of this.
specialization generally requires the broker to service a wide geographic area. Many of
the buyers of farm and ranch properties are in urban areas, and will be interested in
investing in properties that may be many miles distant from their home. This.
specialization requires that the licensee have a knowledge of the many issues unique to
this type of property including:





1.7 FARM AND RANCH
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Farm and Ranch brokers specialize in “working” farms and ranches. The nature of this.

specialization generally requires the broker to service a wide geographic area. Many of the
buyers of farm and ranch properties are in urban areas, and will be interested in investing
in properties that may be many miles distant from their home. This specialization requires

that the licensee have a knowledge of the many issues unique to this type of property
including:

The Champions School of Real Estate Farm and Ranch MCE course provides  good
introduction to this specialization

The largest prof

ional organization supporting this spocialization is the Roaltors Land
Institute (RLI). Members of the initute can complete a figorous training program that

leads to tho Accredited Land Consultant (ALC) dosignation. For more information visit





1.8 COMMERCIAL
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Commer

real estate is often defined as any real estate that s not residential in nature.

Commercial agents specialize in a wide range of properties bought and sold by investors and
business entities. Commercial real estate consists of many sub-specialties including:

Office Retail Multi-Family
Industrial  Institutional Investment

Resort and Recreational

Selling multi-family properties such as apartment buildings is considered to be commercial
selling because of the nature of the transaction. The sale of residential properties that include
from one to four living units is considered a residential transaction.

The National Association of Realtors Cortified Commercial Investment Member (CCIM)
designation is a challenging program for commercial real estate professionals that is regarded
as the “gold standard” for commercial designations. For more information, go to

. ccim org.
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1.9 LAND BROKERAGE
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Many licensees specialize in the sale of unimproved property. Buyers of unimproved
Property invest in anticipation of an increase in value through appreciation. Raw land
generally lacks any improvements and may not have access to electric, sewer and water.
These investors have the means to purchase and hold these non-productive properties
without the cash flow and tax benefits associated with other types of investment real
estate. The primary determinant of the future value of a parcel of land is the availability of
jobs in the surrounding area, and the development of the utility and transportation
infrastructure.
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1.10 INVESTMENT
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Licensees may specialize in investment properties of vintually any type. Investment
buyers are seeking opportunities in residential housing, retail, commercial properties,
farm and ranch and vacant land, to name a fow. The primary distinction between an
investment client and any other is that the buyer is generally not the end-user of the
property. For example, the purchaser of a home strictly for investment purposes will not
use it as his or her personal residence.

A licensee specializing in investment property must have a knowledge of the economics
of the particular type of property and be able to analyze the performance and potential
of the investment property. Because licensees have a duty to practice within their area of
competence, one with no background or experience in investment should refrain from
giving investment advice to buyers and sellers.
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1.11 LEASING
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Leasing is a specialization within the real estate brokerage business in which lea:
agents may represent residential or commercial landlords and tenants. Property
owners rely on a leasing agent's knowledge of the local market and skillin promotion
10 represent their property to potential lessees. Leasing agents have a great deal of
independence in their schedules, and must spend sufficient time getting the word out
about the properties that they are showing, in order to ensure that their clients”
demands are met.
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1.12 REO
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The term “REO" is an acronym that stands for “Real Estate Owned.” When a lending
institution becomes the owner of a property through a foreclosure, the property
becomes an asset of the company. The value of the asset is put on the books of the.
firm under a category called Real Estate Owned (REO). REO asset managers maintain
the upkeep on properties that have been repossessed or taken back by financial
institutions so that they do not fall into disrepair while vacant. Many large banks look
for specialists t0 join their in-house REO department. REO properties are generally.
listed with a real estate brokerage firm, and the REO asset manager is responsible for
communicating with the agent and for negotiations with potential buyers.




1.13 FORECLOSURE
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Foreclosed properties are generally available in any market in both good times and
bad. The term *foreclosure specialist” is not well defined, and includes many.
activities including REO and Short Sales discussed below. Some licensees specialize
in listing and selling properties prior to being foreclosed, often leading to a short
sale. Others represent investors who attempt to purchase distressed properties that
are in danger of being foreclosed. Still others represent buyers who purchase REO
properties from lending institutions.




1.14 SHORT SALE
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A short sale is one in which a property, with the consent of the lender, s sold by an
ownerlborrower at a price that s not sufficient to pay off the existing mortgage.
Because the short sale process is complex and time-consuming, real estate
professionals i this field must possess the patience needed to deal with the agent,
buyer, seller and lender.

Licensees interested in taking part in this market are encouraged o take the National
Association of Realtors Short Sales and Foreclosure Resource (SFR) certification
course offered by Champions School of Real Estate.




1.15 AUCTION
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Auctioneers who call at a real estate auction may do so without needing o be
ficensed. If an auctioneer i involved in any part of a real estate transaction beyond
calling at auction, he or she must be a licensed individual. In most states, an
auctioneer must possess an auctioneer’s license.

‘The use of auctions as a marketing t0olis included in the Realtor’s Land Institute
Accredited Land Consultant (ALC] training program.
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1.16 RESORT
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Many agents opt to manage rental properties in resort communities, arranging
rental agreements for short or long-term tenants in the absence of the individual
property owner, or for a larger group that owns resort condominiums and houses
for rental.
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1.17 HOME INSPECTION
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Home inspectors are generally licensed in the state in which they operate, and have
the knowledge and experience to examine a home and prepare a report that lsts
deficiencies in the property. Home inspections are regularly required by a buyer in a
transaction. Sellers wil often obtain a home inspection 5o that they can cure
deficiencies prior to listing a property for sale.

Champions School of Real Estate offers all of the courses required to become
Texas inspector. For more information, visit www.championsschool.com.
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1.18 REAL ESTATE DEVELOPMENT
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Developers locate and acquire property for ither commercial or residential
development. Commercial developers tend to specialize in a partcular type of
property such as mult-family, office building or rtail space. Residential developers

subdivide larger tracts of land into smaller parcels for resale to individuals or builders.
Residential developers also generally build the infrastructure of the subdivision
including sewer, water and roads.





1.19 PROPERTY MANAGEMENT
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Property managers manage property for an owner or entity, usually via a written
management agreement. Property managers can specialize in either residential or
commercial properties, and are charged with overseeing the repair and upkeep of
the properties, amanging for remodeling for accommodation of new or existing
tenants, and collecting rents. A property manager s also responsible for managing
the budget and for preparing financial reports for the owner. The primary duty of
any property manager is to protect and enhance the value of the property while
generating income on behalf of the owner.
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1.20 FINANCE
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Mortgage professionals specialize in either the commercial or residential lending
market. Under the Secure and Fair Enforcement for Mortgage Licensing Act (SAFE
Act), residential mortgage lenders must be sither licensed or registered with the
Texas Department of Savings and Mortgage lending.

Residential mortgage loan originators who originate loans for federally regulated
depository institutions o their subsidiaries, must be registered. All other residential

ators must be licensed as Residential Mortgage Loan Originators (RMLO).
inator has a unique identification number that is stored in a nationwide
database of loan originators.

Allof the courses that are required to become a Residential Mortgage Loan
Originator are available at Champions School of Real Estate.
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1.21 APPRAISAL
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Appraisers are specialists who estimate the value of properties for owners,
lenders, estates and taxing authorities. Appraisers must be licensed in most
states, and licensing is required when performing appraisals connected to
federally related loans.
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1.22 BROKER'S RESPONSIBILITY

[image: image22.jpg]SCOPE OF LICENSEE'S AUTHORITY AND BROKER'S
RESPONSIBILITY

A broker is required to advise a sponsored salesperson of the scope of the salesperson's
authorized activities under the License Act, Unless such scope is limited or revoked in
writing, a broker is responsible for the authorized acts of the broker's salespersons, but
the broker is not required to supervise salespeople directly. If a broker permits

a sponsored salesperson to conduct activities beyond the scope

explicitly authorized by the broker, those too, will be deemed to

be authorized acts for which the broker is responsible.





1.23 LICENSE HOLDER'S RESPONSIBILITY
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BROKER'S RESPONSIBILITY

A sponsoring broker is required to create competency standards for supervised
ficensees. Evidence of competency standards might include completion of
required education or demonstration of experience in specific transactions. These
transactions might include residential, commercial, farm and ranch, leasing,
property management, short sales and foreclosures, international selling and
fisting. Geographical limitations can also be set. These competency standards
may be communicated in office policies, as part of independent contractor
agreements, or by other means.





1.24 COMPETENCY CONSIDERATIONS
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Is a new licensee fully trained and capable of assisting the seller of  high rise office
building in downtown Dallas? If not, what skills and knowledge are needed to
practice real estate in this area? Should a sponsoring broker assist a new licensee
in completing residential contracts? Does the sponsoring broker have licensees
unfamiliar with Texas landlord/tenant laws performing residential leasing or taking
lease listings? Show a licensee understand cash crops and mineral rights in order
to perform farm and ranch sales?
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1.25 POLICIES
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A sponsoring broker must maintain written policies and procedures to ensure that
a sponsored salesperson is competent to conduct authorized activities. The
sponsoring broker also must ensure that each sponsored salesperson receives
educational instruction that the broker deems necessary to obtain and maintain
competency in the scope of the salesperson's practice. These requirements may
simply mean that a broker, in addition to establishing the scope of the sponsored
salesperson's authorized activities, must make sure that a salesperson i
competent to conduct authorized activities and that the salesperson receives
necessary educational instruction to achieve that goal.

While competency is often achieved through actual transactional experience, the.
sponsoring broker may determine there is a need for additional training. For
example, a new sales- person wanting to engage in property management might
need additional education in that area of real estate.
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1.26 BACKGROUND CHECKS
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Many sponsoring brokers require a background check for all employees with
access to the office, including employees of the sponsoring broker and any
employees of the broker's salespersons. A broker may wish to consult with an
attormey on the implementation of such a requirement, including but not limited
to, the creation of the proper authorizations to obtain background checks, the type
of service that will perform any background checks, the interpretation of any
background reports, and the criteria to use when basing decisions on information
in the background reports.
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1.27 Specializations Quiz

 (Multiple Choice, 10 points, 1 attempt permitted)
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A is one in which a property, with the consent of the

lender, is sold by an owner/borrower at a price that is not sufficient to
pay off the existing mortgage.

Deedin lieu of foreclosure
REQ





	Correct
	Choice

	 
	     Deed in lieu of foreclosure

	 
	

REO

	 
	

Foreclosure

	X
	

Shortsale


Feedback when correct:

That's right!  You selected the correct response.

Feedback when incorrect:

You did not select the correct response.

Correct (Slide Layer)
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Correct

That's rightt You selected the correct response.





Incorrect (Slide Layer)
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Incorrect

You did not select the correct response.





Review (Slide Layer)
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A is one inwhich a property, with the consent of the
lender, is sold by an owner/borrower at a price that is not sufficient to
pay off the existing mortgage.

Deed in lieu of foreclosure
REO
Foreclosure

o Shortsale





1.28 Specializations Quiz

 (Multiple Choice, 10 points, 1 attempt permitted)
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A Residential Mortgage Loan Originator must be licensed with:

Texas Department of Savings and Mortgage Lending
Texas Real Estate Commission
Texas Department of Corrections

f Consumer Credit Commissioner





	Correct
	Choice

	X
	
Texas Department of Savings and Mortgage Lending

	 
	
Texas Real Estate Commission

	 
	
Texas Department of Corrections

	 
	
Office of Consumer Credit Commissioner


Feedback when correct:

That's right!  You selected the correct response.

Feedback when incorrect:

You did not select the correct response.

Correct (Slide Layer)
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Correct

That's rightt You selected the correct response.





Incorrect (Slide Layer)
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Incorrect

You did not select the correct response.





Review (Slide Layer)
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AResidential Mortgage Loan Originator must e licensed with:

o Texas Department of Savings and Mortgage Lending

Texas Real Estate Commission
Texas Department of Corrections

Office of Consumer Cred)

a.Texas Department of Soings and
Mortgage Lending (Page 80)




1.29 Specializations Quiz

 (Multiple Choice, 10 points, 1 attempt permitted)
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A sponsoring broker must:

Maintain written policies to ensure the competency of a
supervised salesperson

Require that salespersons are adequately train
in which they practice





	Correct
	Choice

	 
	
Maintain written policies to ensure the competency of a 


supervised salesperson

	 
	
Require that salespersons are adequately trained in the area 


in which they practice

	 
	
Must advise a salesperson in writing of the scope of the 


salesperson’s authorized activities

	X
	

All these choices are correct


Feedback when correct:

That's right!  You selected the correct response.

Feedback when incorrect:

You did not select the correct response.

Correct (Slide Layer)
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Correct

That's rightt You selected the correct response.





Incorrect (Slide Layer)
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Incorrect

You did not select the correct response.





Review (Slide Layer)
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Asponsoring broker must:

Maintain written policies to ensure the competency of a
supervised salesperson

Require that salespersons are adequately trained in the area
inwhich they practice

Must advise a salesperse
salesperson's authorizec

Althe ghan chaices are crrect
o All these choices are co A





1.30 Specializations Quiz

 (Multiple Choice, 10 points, 1 attempt permitted)
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The CHMS designation is a designation for:

REO property specialists

Licensees specializing as a residential buyer's agent





	Correct
	Choice

	X
	
REO property specialists

	 
	
Licensees specializing as a residential buyer’s agent

	 
	
Licensees specializing as a residential seller’s agent

	 
	
Commercial brokers specializing in the sale of industrial 

      properties


Feedback when correct:

That's right!  You selected the correct response.

Feedback when incorrect:

You did not select the correct response.

Correct (Slide Layer)
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Correct

That's rightt You selected the correct response.





Incorrect (Slide Layer)
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Incorrect

You did not select the correct response.





Review (Slide Layer)
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The CHMS designation is a designation f

o REO property specialists
Licensees specializing as a residential buyer's agent
Licensees specializing as a residential sellers agent

Commercial brokers spe
properties





1.31 Results Slide

 (Results Slide, 0 points, 1 attempt permitted)
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	Results for

	1.27 Specializations Quiz

	1.28 Specializations Quiz

	1.29 Specializations Quiz

	1.30 Specializations Quiz


	Result slide properties
	

	Passing Score
	70%


Success (Slide Layer)
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Result:

 Congratulations, you passed.

Review Quiz}| Retry Quiz





Failure (Slide Layer)
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