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REAL ESTATE PROGRAM COORDINATOR & ADVISOR
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DESCRIPTION OF COURSE 
This course introduces students to commercial real estate practice including basic vocabulary, various compliance requirements, tools, and training to proceed with commercial listing or sales activity.  Students will learn to establish market value and return for investments in a variety of commercial buildings as well as a broad selection of financing options for commercial real estate.

COURSE GOALS 
To provide working knowledge of how to analyze a commercial real estate purchase or lease through the use of case studies. Students will be more conscious of the risks, advantages, and disadvantages of commercial real estate as an investment. Students will be aware of different types of ownership, financing, and tax benefits.

STUDENT LEARNING OUTCOMES
· Examine major difference between commercial and residential practices
· Investigate different specialties within the industry
· Discuss the latest trends in commercial real estate
· Analyze the variables that affect real estate cycles 
· Become familiar with history of commercial real estate in local market
· Learning standards of practice
· How to work efficiently, be organized and structure your daily efforts
· Learning basic math functions essential to commercial real estate transactions
· Prospecting, Marketing, Presenting, Negotiating

GENERAL EDUCATION OUTCOMES
Columbus State Community College's general education outcomes are an integral part of the curriculum and central to the mission of the college. The Columbus State faculty has determined that these outcomes include the following competencies:
· Critical Thinking
· Effective Communication
· Community and Civic Responsibility
· Information Literacy
· An understanding of key principals and concepts involved in a real estate transation

COURSE MATERIALS REQUIRED
Textbook, calculator, computer and internet access.

TEXTBOOK, MANUALS, REFERENCES, AND OTHER READINGS
The Fundamentals of Listing and Selling Commercial Real Estate – Loren K. Keim
Published by Infinity Publishing (www.infinitypublishing.com

GENERAL INSTRUCTIONAL METHODS
Text, Lecture, Power Points, videos/YouTube, handouts, class discussion, class projects, problem solving, case studies and active class participation, homework, reading assignments, quizzes, and exams

BLACKBOARD
Course syllabus, reading assignments, homework assignments, all announcements and emails (CSCC) will be communicated through the “Blackboard System”. All students are responsible to check the Blackboard System regularly for updated information and announcements regarding this class. 

ASSESSMENT
Columbus State Community College is committed to assessment (measurement) of student achievement of academic outcomes.  This process addresses the issues of what you need to learn in your program of study and if you are learning what you need to learn.  The assessment program at Columbus State has four specific and interrelated purposes: (1) to improve student academic achievements; (2) to improve teaching strategies; (3) to document successes and identify opportunities for program improvement; (4) to provide evidence for institutional effectiveness.  In class, students are assessed and graded on their achievement of the outcomes for this course.  Students might also be required to participate in broader assessment activities.

METHODS FOR EVALUATION AND GRADING SCALE:
Students are required to demonstrate competency in the following categories and the final grade will consist of a letter grade which coincides with the “Methods For Evaluation” (Quizzes, Projects and Exams):

	Category
	Qty
	Points
	Total Points
	
	Grade
	Range

	Quizzes
	2
	25
	50
	
	A=
	225-250

	Homework
	2
	25
	50
	
	B=
	200-224

	Project
	1
	50
	50
	
	C=
	175-199

	Mid Term
	1
	50
	50
	
	D=
	150-174

	Final Exam
	1
	50
	50
	
	E=
	Below 149 - Failed

	
	
	
	
	
	
	

	Total Points: 250 Points
	
	
	



IMPORTANT DATES
No Class on Tuesday, March 14th due to Spring Break

INCLEMENT WEATHER OR OTHER EMERGENCIES 
In the event of severe weather or other emergencies that could force the college to close or to cancel classes, such information will be broadcast on radio stations, television stations, campus website or by text alert.  Students who reside in areas that fall under a Level III emergency should not attempt to drive to the college even if the college remains open.

· Assignments due on a day the College is closed will be due the next scheduled class period.  
· If an examination is scheduled for a day the campus is closed, the examination will be given on the next scheduled class day.  
· Students who miss a class because of weather-related problems will be held responsible for reading and other assignments as indicated in the syllabus.  Remember….it is the student’s responsibility to keep up with reading and other assignments when a scheduled class does not meet, whatever the reason.
· In the event the College is forced to close during final examination week, scheduled exams will be rescheduled and students will be notified of the new time and date using their Columbus State e-mail address and an announcement will be placed on Blackboard. 
· Students are responsible for checking their assigned email.  
· Students lacking access to email at home must prearrange with the instructor an alternate method of being informed. 
CODE OF CONDUCT IN THE CLASSROOM: 
1. Read syllabus and understand content. 
2. Be on time to class; late arrival(s) may result in deduction of points.
3. NO SMOKING OR TOBACCO PRODUCTS in building and classroom. 
4. Please turn off sound for all phones and pagers.
5. You cannot bring food during class.  However, you are able to have a beverage (water, soda, or coffee) and snack in class.  You must clean up after class or this privilege may be revoke for all students. 
6. No admittance to class on exam day (s) after exam has started.  If you leave the classroom during the test/exam you will not be permitted to return and complete the test/exam. 
7. No children or guests in class. 
8. All homework and grades will be posted on Blackboard. 
9. You must be on time for all exams.
ATTENDANCE 
“Columbus State is required by federal law to verify the enrollment of students who participate in Federal Title IV student aid programs and/or who receive educational benefits through the Department of Veteran’s Affairs.  It is the responsibility of the College to identify students who do not commence attendance or who stop attendance in any course for which they are registered and paid.  Non-attendance is reported quarterly by each instructor, and results in student being administratively withdrawn from the class section.  Please contact the Financial Aid Office for information regarding the impact of course withdrawals on financial aid eligibility.”
It is understood that from time to time a student may have a conflict with a scheduled class session.  However, it will be up to the student to decide what is more important: this is not the instructor’s decision or that of the Real Estate Department. If a student elects not to attend class, he/she will be held liable for missed class material/assignments and might not be allowed to make up any missed work including, but not limited to, quizzes, tests, and exams.
Students should contact the instructor as soon as possible after an emergency situation that prevents the student from contacting the instructor in advance.  If you have any questions on this policy, please ask your instructor for clarification the first night of class.
The professor reserves the right to modify/change exam days and time with proper notice to all students registered for this class.  Proper notice of changes will be posted on Blackboard.  It will be the student responsibility to check Blackboard on a daily basis.

PERSONAL NOTE 
The real estate business is centered upon people.  I expect absolute professional behavior from everyone at all times.  I hold myself to that same standard.  We can have fun, but a business-like and courteous classroom is an essential backdrop to the significant learning you will achieve in this class.
If you need to meet with me, please contact me so we can arrange a time that will be convenient for you.  It is best that you call/email for an appointment. 
It is “my goal” to help each student when the need arises.  If you are in need of additional assistance with the lesson plan or wish to discuss this course, please inform me.  I am willing to arrange a schedule time to talk with you and discuss your concern(s); if this is not possible for you, than you may address your concerns in an email.  Please remember, you must make the effort to ask.


CLASS SCHEDULE – SPRING 2017 
INTRODUCTION TO COMMERCIAL REAL ESTATE [REAL 250]

	WEEK
	UNIT OF INSTRUCTION
	ADDITIONAL NOTES
	READING ASSIGNMENTS
	ASSIGNMENT
DUE DATE

	Week 1
1-17
	Chapter 1: Introduction
	
	Chapter 1

	

	Week 2
1-24
	Chapter 2: Data Gathering and Property Analysis 
	
	Chapter 2
	

	Week 3
1-31
	Chapter 3: Investment Analysis

	Real Estate Money Math Session 1
	Chapter 3
	Homework #1
Due 1-31

	Week 4
2-7
	Chapter 4: Commercial Leases

	Real Estate Money Math Session 2
	Chapter 4
	

	Week 5
2-14
	Chapter 5: Introduction to Commercial Mortgages
	Real Estate Money Math Session 3
	Chapter 5

	

	Week 6
2-21
	Chapter 6: The Practice of Commercial RE
	Review Chapters 1-6
	Chapters 6
	

	Week 7
2-28
	Mid Term Exam - Chapters 1-6

	
	None
	

	Week 8
3-7
	Chapter 7: Prospecting

	
	Chapter 7
	Homework #2
Due 3-7

	BREAK
3-14
	Spring Break: No Class
	
	None
	

	Week 9
3-21
	Chapter 8: The Listing Presentation
	
	Chapter 8
	

	Week 10
3-28
	Final Project Workshop
	(Substitute Instructor)
	None
	

	Week 11
4-4
	Chapter 9: Providing Service & Marketing to Sellers
	
	Chapter 9
	

	Week 12
4-11
	Chapter 10: Working with Buyers
	
	Chapter 10
	Rough Draft
Project Due 4-11

	Week 13
4-18
	Chapter 11: The Sale

	
	Chapter 11
	

	Week 14
4-25
	Final Project Oral Presentations

	Real Estate Money Math Review (All)
	None
	Final Draft
Project Due 4-25

	Week 15
5-2
	General Review Chapters 1-11
	
	None
	

	Week 16
5-9
	Final Exam - Chapters 1-11
	
	
	



