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Description: 

There is a variety of reasons why people study real estate. Some wish to 
become real estate agents, and some people study real estate to be 
better-informed consumers as they work with agents to buy or sell a 
personal residence.  Still others study real estate to acquire long term 
investments that could generate rental income for their retirement years. 
Whatever the reason, this curriculum provides a strong basis for 
understanding the real estate market. The Real Estate curriculum is 
designed to provide students with the preparation for prequalification for 
the real estate salespersons’ or brokers’ examinations. 

Assessment: 

The real estate industry is cyclical as demonstrated in our last 4-5 year 
progress report and graphs when measured against the economy. When 
the economy downturns it directly affects the RE industry and thus the 
enrollments in the program. If you look carefully at the timing ’05-’06 the 
downturn in home prices due to credit market problems started the 
downturn in the program. This correlation with the charts is uncanny yet 
factual.  This information in the real estate program charts demonstrates 
that RE programs categorically have taken a tumble from the year before. 
Students react emotionally to bad newspaper news, as we all do. It is 
difficult to retain and motivate students when news is bad. Yet, by 
offering a comprehensive comfortable class schedule, the ability to get a 
job upon completion of the courses offered, and passing the state exam, 
the program strengthens students’ resolve to continue. Additionally, the 
economy is showing signs of bottoming out. This will revive housing.  It 
always has in the past. The SP and FA’09 enrollments under new 
management with an aggressive eye toward short term, on-line course 
offerings have seen positive results. Overall, in dire times this is a 
tremendous improvement. 

Program Goals: 

The program’s growth in the near and future long term will be generated 
by: 1) on-line courses introduced in the FA’09. 2) Projection by Inland 
Empire Occupational Projection and Jobs Projection by Industry of 17% in 
2008-2013 in property mgmt, real estate salespersons and brokers, and 
community association mgrs. The desired educational level is a bachelor’s 
degree. 3) Stabilization of the program’s enrollment in spite of the 
economic dips.  A mixture of traditional, short term, late start, hybrid, 
and online course offerings will advance the program. The compressed 
calendar offerings should maximize the program’s potential. 

 Good marketing techniques will take the form of a one-page mailer 
to a select group to promote on-line classes. 

 “Saleable” class schedule including a new “flash” certificate.  The 
benefits should be twofold:  
o Derive a larger population of students.  
o Gain a competitive edge over private, expensive real estate 

schools. 
The results should be higher and consistent enrollment.  

Challenges and Opportunities: 

Management appears to want to limit sections to prevent “going over 
cap.”  Recognizing today’s tight budget constraints, I understand a “little 
over cap.” However, a “little over” for other surrounding schools has 
proven very profitable via lots of growth. Characteristically real estate 
programs given access to on-line delivery can account for as much as a 
70% rise in growth of student population.  Also history has proven that 
our economy will turn positive, lending a much friendlier atmosphere to 
real estate and real estate programs. 
 

Action Plan: 

 Online courses will require a new brochure. 

 Create a new real estate “flash” certificate. 

 Making of a one-page mailer (monies set aside for postage). 

 Working on restoring real estate sections. 
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