
 How to have better 

and more 

productive agents! 
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CRS DESIGNATION & ORGANIZATION 

 

• The Top 4 Percent - Less than 4 percent of all licensed 

REALTORS® are Certified Residential Specialists  

• Over 38,000 members  

• Largest not-for-profit affiliate of the National Association 

of REALTORS® 

• Created in 1976 as the first organization to train sales 

agents 
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• The Symbol of Excellence  

• The most rigorous residential designation 

• Earning the CRS requires completing comprehensive 

educational requirements, as well as providing a proven 

track record of sales that are above average.  

THE CRS DESIGNATION IS: 
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INCOME COMPARISON 

 

  

 In 2008, CRS Designees earned an average of 

$85,000 annually, nearly three times more than 

the $29,400 the average REALTOR® selling 

residential real estate earned. 
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TRANSACTION COMPARISON 

• In 2008, CRS Designees completed an average of 21 

transactions per year with average gross sales of $3.2 

million annually. 

• REALTORS who worked in 2008 as sales agents 

without the CRS Designation completed an average of 6 

transactions annually with average gross sales of $1 

million per year. 
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BROKER BENEFITS   Why should your agents earn the CRS?  

• CRS Designees earn higher incomes, which boosts 

your bottom line 

• CRS Designees receive better training, so you have 

less liability and risk 

• CRS Designees are more professional, which reflects 

positively on you and your company 

• CRS Designees provide better service to their clients, 

enhancing the image of your company 

• CRS Designees are better educated through CRS 

Courses and learn to be better equipped to face the 

challenges of the market 
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“Not only was I encouraged to change what I am doing, I 

was given the tools to make those changes.” 

Debra L Talley, RE/MAX Preferred Properties, Vienna, VA 

 

“The CRS Designation is a "no brainer." Where else can 

you earn a designation with top-notch education, join an 

elite group of REALTORS®, be a part of one of the best 

referral networks between agents, meet new agents in 

different parts of the country, and enhance your business to 

make a lot more money.” 

Scott Wendl, CRS; RE/MAX Real Estate Group, Des 

Moines, IA  

 

 

 

 

TESTIMONIALS: 
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For more information on the  

CRS Designation, please visit 

www.crs.com. 

THANK YOU! 
 
 



 

2008 

CRS 

President 



Welcome 
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Idea! 

Do not ask for dollar price reductions 

 

Idea! 

Ask for  percentages! 
 



How to get buyers to 
make higher offers? 





Last 10 not 
top 10 

testimonials 

L 
I 
S 
T 
 

T 
I 
P  



Here is a question? 

What are the four things that must 

be “feel good” about before 

someone buys a home? 



We all know how to buy, but knowing when to buy is very important. It 

can make the difference between getting the home of your dreams or 

losing it to a competing buyer.  

 

These are the four things that you need to feel good about in order to 

make a great real estate buying decision. 

35% 

Location 

35% 

Features 

15% 

Condition 

15% 

Price 



Tom Peters…… 

Amaze  

Amuse 

Delight 

Surprise 



ñIf we donôt accept this offer, 

they might buy something else.ò 
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MikeMyCoach.com 

Cool stuff for you at….. 
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