The right stuff

S0 you want
to be a
real estate agent

By Helen |, Anderson

SFEC 1AL TO THE TRIBURE

[oyoure fed up with a tediows

commuie (oo ocham jah ar

peAdy tooget ouwt of the house and

try something new now Lhal

warr kids can Tend for them-
selves, a career in real eslale sales
ool mark a0 Surming point B vaure
1ihe,

[t worksd for Hon MacArtney, who
climbed the corperate Ladder for 20
viars and Tinally balked alb being
framslersrad feam ant place 1z another
1Th |'|I,|_r5.I|'|1 af &An l'-"L'I'!'-'T.RhI""F FIJ'IIH

Al Tiest, ol of & job, with & wile
and theoe (edmagees 0 S0pport, he
dult't Knaow how he was going o
nake a living.

“What 1 did Enow was thal [
wianfed b etay in the Chleapn area, [
winnted income relnted 4o my own
producteon, and 1 wanied 1o spend mo
mare than 30 minwle: commuting,”
T saniad,

"] neede] imstion? money, 1 consid.
erad selling msuranes, bl lfelt ]
dign’t have enough time 1o haild a
broigl Taese of costopmers Beal eslade

hieded 1l possibilay of making money
amd i1 el the criteria on my

grivkly
S st
M owss daester szl Thin eloate.

“[ostartl selling Gn lane T8 and 1
wits seared of fadure for & year,” he
admaited. "An agent = an indepsen
el contraclor so 1 owis 1 oy owe,
The comipany with which 1 was asso-
Clated provided office space. 1tera:
tare and smme seerelarial help, but )
hatl ne fringe benefits, none of my
erpenmes wert peambeiesel sond T had
te make mv own Social Security pay-
ments,”

Just as he was beginning to gain
comalileasse, The maekael woend Mal dir.
ing the recession of the sarly ‘S80S,
MacAriney managed 10 weather the
srarm and, aside Trom his twirial
apprehension, the recently retired ves
ibend of Hinsdale has never besn
sarry he elected o 5011 resldential
real eslate.

“A caresr inoreal estate ean e very
rewarling, Tt it's like anvthing else;
wou gel ont ol b whal yow put in”™
sai Thomas 1 Myaers [1, general
marnager breker for Prsdentiol Clark
& Holty in Dvswners Grove, “Edwe
Lion s ke entree”

Ta be eligible o

take fhe

Pligle: B Lhe Tl by Beon Torasa

Terry Watson sonducls a class for real estate agents in Westmonl for the

Feal Estate Education Cio.

1at-guesteon Dhnms peal estale ageal
examination, & person must have a
high schoal diploma ar the egquiva-
lent, be 21 years ol or be betweon 16
and 21 with two years of college
credil, and complete & coese 0 basic
real estate transacticns, acoomding 1o
Myers,

“The 30 hours of course work for.
mErly regguiive] by Nlinods Liw jumps
to 45 on Jan 1," he said, 1 see this as
pepeficial, Then:s o lob of material to
he covered, and A0 houes of inslouc
fion was like trying to pour @ quart
ul sl inle a0 pint joar. With 15 more
howrs, mstructars will bo able 1o
present all the necessary inform
and amswer gquestions daring

thereby relucing e sometimes mys-
tifving hare atedy tme.”

Like many real estate franchises,
Myrrs' compiny Sponsors G on-site
COUTEE [OT prospreiivie sales apents
three or four times & vear. The el
onr, which begins Feb, 7, offers a
1-week couvse with 3hour, 15-minute
classes beginming at §15 pom, Mon
vz and Wednesdays.

"W ddn this o lind people infer-
ested 1n TEAL BstEte The cnrse s
geared to those who wanl o ouakse
carelr move,” Myers said, "Classes
are shll we contr! wilh a com-
pany which provides an experl

SeE Auksr, Pace 20



Agent

Coerienms Farios Pace
instructor, olien @ roal esiale
Lattorney, auxiliary speakers
=aeh es lemders w license o
vl oped bl omoterials, Tuitlen
= &5007
1 fakes additional capital out-
| lay to pet sterted
| "1 el wannzbes the truth, For
| openers, on apend should T pne
U pareed 1 speaad 4 minimnm of
P, sabd Mwers, wha was
| "bamn into the basiness," Tllgw-
i ing i the eisieps ol s grand-
| rather, father, aunts end wncles
: “Fur exmpogple, in wddilion o
[ our course fer, there L5 a 3149
I licanae exem fee and a siafe
| Ligierese e ol 5100, B uiled.
| AR ebiaining o lirense, the
neinimnam cost ol hecoming &
Bealtor with Prsdentiol Clark &
Flolin is &80, wlich covers anch
| expenses a5 business cards. a
| name hadge, valee nsall, sign
paciages and multiple listing
and pssoviation fees
“This is & very competibive
business,” Myers saicd. “Thanks
12 technology, we zll have
fcoess b sl same dala,
"Frankly, we lase money on
e npy agent dueing the Tiesr
vear, 70 peroent of these wha go
inte real estale sales are gons
wWillin fwe years, Bub L we ses
o newcomer boavering away in
the offics, meily rving we'll go
Do oof our oway fo assist that
Attribuies and traits that
| angue well for success bnelhyde
I liking people, keeping one's

opininng [a oresall, palience,
good heslin, the ability o take
charge znd gpuide wilhous
resarling o bossiness Nexibiliny
and gand time management,
Myers said.

SMolhors gre gmong my
fevorites in tnis husine=="" ha
saicl, Thaey've raissd families,
i They'se Ieasned Do jugele all
sorts of things—time. tempera-
mends and Lots more, They come
ta real ostale wirlh a0 ®ind of
biit-in fleximility hased on
vears of experience in ihe home
Al comimunity.”

“Tenaclty. tenacity 5 what Lt
takes to do well in meal cstade”
apld Ian Sareetn, presilant of
the Real Ectare Education Co.,
whivh offers daviime. evening
and werkend state-approved
courses throwghout [lineds,
meloding many Chicagolan:d
Locatians.

“You have to know the rudes
Wil fuve b ke persisoent, and
when the poing jets rough—and
Ucan—yoL Aod to e able o
stiff-upper-lip it and bounce
[Tilsl

Tne aclditiony o the 43 hours of
pre-licen=e adocetion required
Tor the [linois salesperson
axam, Zarvett’s i offees
courses in other areas of real
celafe, including appraisals,
PPORRETY MMNAgRnant, praperty
inspection, continuing education
and pre-license cdpcation Tar
TRy,

Uneder the Real Estabe License
Act nf 2300, salespeople mus
renew their leenses on March
41 of add-ntimbered veurs and
hrakers on Jan. A1 of even-nom-

bered weprs, At least three
hours per vear of conbinsing
pucation are reguired lor
O IO,

The revised law ups poa.
livenss education for = broker
Mo 31 0o 130 hoaes" sald Bar
redt. “The differencs botwonn o
rizil #stale salespersnn and &
vl esliale broker is that o bro-
ker's licensa allews you g Pun
your ot cffice,

A hmEer 15 0 The aasiniss
of bringing buyers and sallers
fagither in the markeiplace He
GF AR 18 A person wha s
licensed to buy, sall, exchange
or lease meal properly o obhers
and chargs Tees Lor zuck sere
viees,” he sald. A rezl astate
salesperson representzs and b=
responaihle o the hrokes”

Surret: cxplained that 10 Y a
pritcipnl stackhobler or an
ollicar of @ real estale campany,
on must have s broker's
AT e,

O course, not evervons
wanks m pwn a company,” ha
sgid. “The other reason sales-
aple el @ bmker's Beense is
to add 1o e Znowlsdps and
enhange thels credentials.”

Ty, yonn daz’l Bave Dl
home 1o prapare for pra-licens-
ing brokers or continuing edu-
catlan caurses, Last stbmmer this
Beal Z:late Education Co. =aid
il has Decome the Dlineis offili
ag of the Weal Estate Leasning
Network, a consortivm of real
estate schacls throughor the
country that are now odfering a
wiriddy of couwrses win the Inter-
net.



