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	GUIDELINES
Time Frames
1. Scope:
The time frame of program review is five years, including the year of the review. 
Data being reviewed for any item should go back the previous four years, unless not available.           
2. Deadline Dates: 
January 15th – Program Review Document due to Department Dean for review (Deans may require submissions at their own, earlier due date)
February 1st – Program Review Document due to Program Review Steering Committee
3. Years:  
Years 1 & 3 – Implement Action Plan of (CIP) and collect data
Years 2 & 4 – Analyze data and findings, Update Action Plan
Year 5 – Write Program Review of past 5 years; Write Continuous Improvement Plan (CIP) and create new Action Plan

LENGTH OF RESPONSES:  Information provided to each question may vary but should be generally kept in the range 
of 1-2 pages or 500-1,000 words.

EVIDENCE GUIDELINES:  In the following sections, you will be asked to provide evidence for assertions made.  
a. Sources:  This evidence may come from various sources including professional accreditation reviews, THECB, Texas Workforce Commission’s CREWS, Institutional Research Office (IRO), National Student Clearinghouse, IPEDS, JobsEQ, EMSI Career Coach, and may be quantitative and/or qualitative.  If you are unfamiliar with any of these information sources, contact the Institutional Research Office at: effectiveness@collin.edu.  Use of additional reliable and valid data sources of which you are aware is encouraged.
b. Examples of Evidence Statements:
1. Poor example:  Core values are integrated into coursework. (Not verifiable)
2. Good example:  Core values are integrated into coursework through written reflections. (Verifiable, but general)
3. Better example:  Core values are integrating into coursework through written reflections asking the student to describe how s/he will demonstrate each of the core values in his or her professional life and demonstrated through service learning opportunities.  (Replicable, Verifiable)

FOR MORE INFORMATION: The Program Review Portal can be found at  http://inside.collin.edu/institutionaleffect/Program_Review_Process.html.  Any further questions regarding Program Review should be addressed to the Institutional Research Office (effectiveness@collin.edu, 972.599.3102).




Introduction/Preface
☐EXECUTIVE SUMMARY
Briefly summarize the topics that are addressed in this self-study, including areas of strengths and areas of concern.  (Information to address this Executive Summary may come from later sections of this document; therefore, this summary may be written after these sections have been completed.) Please do not include information in this section that is not already provided elsewhere in this submission.   Using the questions in the template as headings in the Executive Summary can provide structure to the overview document (see below for suggested format). 
	EXECUTIVE SUMMARY (SUGGESTED SECTIONS/FORMAT-NOT REQUIRED FORMAT)
What does our program do?
Why do we do the things we do:  Program relationship to the College Mission & Strategic Plan. 
Why we do the things we do? Program relationship to student demand.
Why we do the things we do? Program relationship to market demand.
How effective is our curriculum and how do we know?
How effectively do we communicate, and how do we know? 
How well are we leveraging partnership resources and building relationships, and how do we know?
How have past Continuous Improvement Plans contributed to success?
How will we evaluate our success?





	Complete the Executive Summary below after you have completed your review.
The Collin College Real Estate program prepares students for a future career in real estate, either as licensed professionals or as knowledgeable practitioners working in positions that do not require a real estate license.

Demand for new real estate professionals in our service area is the result of a growing population and rapidly developing real estate landscape. Prospective real estate professionals frequently cite the desire to work independently with a variety of property types. Our program provides the education necessary to obtain a real estate license, allowing students to represent buyers, seller, landlords and tenants anywhere in the state.

Our pre-licensing education curriculum must meet standards set by the state legislature and the Texas Real Estate Commission. We exceed their standards, providing our students with 45 classroom hours of education in each course vs. the state minimum of 30 hours. Our program’s graduates do much better than the statewide average on the real estate license exam. 

We use our program’s web site and our presence on LinkedIn to communicate up-to-date information about our program and our course offerings to current and prospective students. We also have a variety of informational resources on our web site related to licensing requirements, program costs, and recordings of talks by real estate industry professionals.

Our program’s advisory committee is composed of market leaders from a variety of real estate firms in our area. These individuals recognize the need for rigorous training programs that produce highly motivated and qualified graduates. Our program’s graduates have no trouble finding sponsoring brokers to work under because of our program’s great reputation.

Our most recent CIPs involved updating and modifying our web courses to increase student success rates. These did increase over time, and we have been making additional improvements to the courses to build on this success. Additionally, to increase the success of our graduates who were taking the real estate license exam, we began offering a license exam prep session between semesters.

We will continue to strive for increased student success rates in our classes by educating students about our courses and program requirements before the first day of class, and by offering an alternative to a technically challenging pre-licensing course for those students who have a more casual interest in learning about real estate.





Section I.  Are We Doing the Right Things?
☒1.  WHAT DOES OUR PROGRAM DO?

What is the program and its context? 
This section is used to provide an overview description of the program, its relationship to the college and the community it serves. Keep in mind the reviewer may not be familiar with your area. Therefore, provide adequate explanation as needed to ensure understanding.

Suggested points to consider:
· Program’s purpose (Include the program’s purpose/mission statement if one exists.)
· Program learning outcomes or marketable skills 
· Brief explanation of the industry/industries the program serves 
· Career paths and/or degree paths it prepares graduates to enter
· What regulatory standards must the program meet (THECB, Workforce, external accreditation)

	The purpose of the Real Estate Management program is to prepare students for careers in the real estate industry. The buying, selling, leasing and management of real estate is fundamental to all residential, commercial, and agricultural activity in the United States. Real estate professionals can use their entrepreneurial drive to create a thriving business. Some graduates pursue careers as professional real estate investors. Their knowledge can also be applied in full-time positions within corporations, non-profit organizations, or governmental agencies as in-house real estate experts. 

The Level 1 Certificate (Real Estate Salesperson) provides all of the education necessary to apply for a Texas Real Estate Sales Agent license. Real Estate Sales Agents work under the supervision of a licensed Real Estate Broker in representing buyers, sellers, landlords and tenants. The Associate of Applied Science degree in Real Estate Management provides the additional education necessary to obtain a Real Estate Broker license, once the applicant has met the experience and professional activity requirements for the license as provided by the Texas Real Estate Commission. Real Estate Brokers can sponsor and supervise Sales Agents on an individual basis, or start their own real estate firm.The program must meet THECB requirements for degree-granting purposes. In order for our courses to be accepted for licensing by the Texas Real Estate Commission (TREC), our courses must meet the requirements of Section 003 of the Texas Real Estate License Act, which is found in Chapter 1101 of the Texas Occupations Code. Those requirements are subject to revision by the Texas Legislature every 2 years. The most recent version of the course requirements are attached in Appendix A. 

TREC, which regulates real estate licensing in Texas, has oversight of private real estate education providers. As a college or university, Collin College does not fall under TREC’s regulatory purview. However, to make sure our students encounter as few obstacles as possible in having their educational credentials accepted by TREC, we provide a timed course outline, textbook information, and transcript formatting to TREC so they are aware of our standards. This is a time-intensive process on both the college’s part as well as TREC, but it results in fewer issues and delays for our students.This program’s marketable skills are published on the College’s web site as follows:



☒2. WHY DO WE DO THE THINGS WE DO:  PROGRAM RELATIONSHIP TO THE COLLEGE MISSION & STRATEGIC PLAN.
· Provide program-specific evidence of actions that document how the program supports the College’s mission statement: “Collin County Community College District is a student and community-centered institution committed to developing skills, strengthening character, and challenging the intellect.”
· Provide program-specific evidence that documents how the program supports the College’s strategic plan (2020-2025 Strategic Plan):    https://www.collin.edu/aboutus/strategic_goals.html.  

Suggested/possible points to consider:
· What evidence is there to support assertions made regarding how the program relates to the mission and strategic plan?
· Think broadly-increasing completion, articulation agreements, pathways from high schools, etc.
· Analyze the evidence you provide.  What does it show about the program?

	The Real Estate Management program’s mission is to provide students with the education and information they need to pass the state real estate license exam, and the marketable skills they need to thrive in their chosen profession. Given the amount of information students are required to learn in this program, they are both developing skills and challenging their intellects. Finally, by learning about agency relationships, fair housing principles, and the responsibilities of acting in a fiduciary capacity for their clients, they are strengthening their character. As part of Strategic Goal #1, to improve student outcomes, we have begun offering a capstone real estate license exam prep course between semesters. This enables recent completers to focus their study efforts to increase their chances of passing the license exam on the first try. The overall first-time pass rate for the graduates of private real estate pre-licensing education providers was 59.78% as of October 31, 2022 (see Appendix B). The first-time pass rate actually encompasses 3 attempts at the exam. If a test-taker is not successful after 3 attempts, they must take additional education before re-taking the exam. It is not uncommon for students to come to Collin College for real estate courses after taking them from a private provider and then failing to pass the license exam. As TREC does not have oversight of colleges or universities, their systems do not allow them to produce reports showing our graduates’ first-time pass rates. Anecdotally, from individual student feedback, we estimate our first-time pass rate at 95%. As part of Strategic Goal #3, our pathways both before and after our Certificate and Degree programs include active involvement with dual-credit high school students. It is not uncommon to find current high school students in our web or evening courses. We are currently working to promote our offerings to the school districts in the college’s service area with the goal of creating dedicated online course offerings specifically for high school juniors and seniors. In addition, we offer articulation agreements with other institutions, including a pathway to a BAAS degree in Real Estate at the University of North Texas. The real estate program is unusual in that all of our credit sections have linked CE sections. Accordingly, students can choose to take the courses as credit or non-credit students. Both are accepted by TREC. This gives us access to additional prospective students who may already have a degree and may not wish to pursue another one, or who have foreign educational credentials and view the credit admissions and enrollment process as too cumbersome.As part of Strategic Goal #6, we engage external stakeholders through our program’s advisory committee. Managing brokers and representatives from many local real estate firms, lenders, title companies, and the Collin County Association of Realtors (which has over 10,500 members) provide us with input and feedback about industry trends and needs. If our program can provide innovative pathways, produce students who perform significantly better on the state license exam than other providers, and incorporate input and feedback from industry leaders in our area, our graduates are in a position to be extremely successful in their future endeavors.  




☒3.   WHY WE DO THE THINGS WE DO: PROGRAM RELATIONSHIP TO STUDENT DEMAND
[bookmark: _Hlk75509506]Make a case with evidence to show that students want the certificate.  Discuss whether or not there appears to be any disproportionate enrollment by gender, race, and ethnicity (compared to Collin College’s overall student demographic distributions http://inside.collin.edu/iro/programreview/prfilehostpage.html).  If any differences exist discuss possible reasons why the gap exists, and plans to address these issues to close gaps in enrollment rates between groups of students (refer to the Program Review portal for Enrollment Reports and Average Section Size data files for your program HTTP://INSIDE.COLLIN.EDU/INSTITUTIONALEFFECT/PROGRAM_REVIEW_PROCESS.HTML).
Suggested/possible points to consider:
· What is the enrollment pattern?   Declining, flat, growing, not exhibiting a stable pattern, please explain.  For required program courses where there is a pattern of low enrollment (fewer than 15 students), explain your plan to grow enrollment and/or revise the curriculum.
· What are the implications for the next 5 years if the enrollment pattern for the past 5 years continues? 
· [bookmark: _Hlk74897856]Describe any actions taken to identify and support students enrolled in program-required courses early in the degree plan. If no actions are taken at the present, please develop and describe a plan to do so. 
· How does your program support (or plan) to support attraction of a diverse student population?
· Check with Institutional effectiveness for Data Reports -names of reports
· Analyze the evidence you provide.  What does it show about the program?

	Most real estate pre-licensing education providers in Texas offer 30 classroom hour courses. After taking the 6 required pre-licensing courses, a student will have 180 hours of real estate education when taking the license exam. By the time they renew their license for the first time (after 2 years), this individual must take an additional 90 hours of real estate education, to bring their total to 270 hours. This is where Collin College has a strategic advantage. As our 3 credit hour classes each consist of 45 classroom hours, students who take all 6 pre-licensing courses at Collin have 270 hours of education before taking the license exam. Not only does this mean that their first license renewal will be hassle-free (as no additional qualifying education hours will be required), but our graduates have 50% more education to draw on when taking the license exam. This could explain their higher pass rates on the license exam, as well as the consistently high demand for our certificate program. The duplicated enrollment (attached as Appendix C) in the 6 required pre-licensing courses (RELE 1300, RELE 1301, RELE 1311, RELE 1319, RELE 1338, and RELE 2301), which are the most commonly taken courses in our program, have seen a steady increase since 2018:2018: 656 students2019: 668 students
2020: 709 students
2021: 842 students

The increasing enrollment can be attributed in part to an increase in awareness of real estate as a career in the general population over this time period, in part to our county’s growing population and its attendant need for additional real estate professionals, and in part due to a deliberate effort by our program to diversify and expand our offerings. Some of this expansion came from web courses. In 2018 the only web courses we offered were Principles of Real Estate I and II; as of this writing we also offer Real Estate Finance and Law of Agency, with plans to add the remaining two pre-licensing courses (Law of Contracts and Contract Forms and Addenda) as web classes by the end of the 2022 – 2023 academic year. Rather than cannibalize our in-person courses, adding additional web courses has brought in new students, not only in our district’s service area, but from elsewhere in the state, country, and even the world. For many years we have seen students from UNT or UT Dallas taking our in-person courses; now It is common to have students from Texas Tech or the University of Oklahoma taking our web courses. Students from out of state who plan to relocate to Texas have taken them, as well as foreign service workers from as far away as London who plan to get a real estate license when they retire to Texas. An additional way in which we have expanded our offerings is by expanding to new campuses. While we primarily offer courses at the Frisco campus, when the Wylie campus opened we were asked to offer courses there as well. In August & September 2022 we conducted a pilot remote, synchronous course that was tought between the Frisco and Wylie campuses by a single instructor. A second implementation of this concept is underway (as of November 2022) between Frisco and the new Farmersville campus. 

All of this is in addition to our now-standard pattern of offering express courses on mornings, evenings, and weekends. 

The combined result of this wide variety of course offerings is that some of our standard courses have average enrollments below 15 (see Average Section Size by Term in Appendix D). This cannot be fixed by revising the curriculum, as course requirements are set by statute. We hope to grow all of our offerings as part of our expansion into new campuses and course modalities. One thing we have seen at Wylie, for example, is that our courses there did not make the first semester we offered them. During the second semester, some of them made but not others. We are continuing to experiment in all of our offerings to find the combination of courses, times and locations that will result in the most courses making the most often. 

We are extremely mindful that our competition in offering real estate pre-licensing courses is not other colleges or universities. It is the private real estate education providers who have classes starting today, and who tell students they can be ready to take the license exam in six weeks. Champions School of Real Estate, the largest private provider in the state, saw almost 25,000 graduates take the license exam in the last 2 years (with a below-average pass rate of 55.96%). As long as we are beholden to the semester schedule, we will never be as convenient as our competition. So we must continually innovate to offer courses to our students when, where and how they want to take them within the constraints of our current system. It is worth noting that most of our students take the 6 pre-licensing courses and then enter the workforce, meaning that we have them for 1 to 2 semesters. All of our faculty act as guides, mentors and professional sounding boards for our students, encouraging them to complete the program and look for ways to be successful in their chosen fields.



☒4.  WHY WE DO THE THINGS WE DO: PROGRAM RELATIONSHIP TO MARKET DEMAND 
Make a case with evidence to show that employers need and hire the program’s graduates. Some resources to utilize for information could be: JobsEQ http://inside.collin.edu/iro/programreview/202021/ProgramLaborMarketInfo_2020-21AY.pdf, Burning Glass, O-Net https://www.onetonline.org, Texas Labor Market Information https://www.twc.texas.gov/businesses/labor-market-information.
Suggested/possible points to consider:
· How many program-related jobs are available in the DFW Metroplex for program graduates?  If the majority of related jobs in the DFW Metroplex require a baccalaureate degree, provide evidence that you have a current signed articulation agreement with one or more transfer institutions or that you plan to develop one. 
· What proportion of the program’s graduates (seeking employment) found related employment within six months of graduation?
· What changes are anticipated in market demand in the next 5 years?  Do program completers meet, exceed, or fall short of local employment demand?  How will the program address under- or over-supply?
· Identify and discuss the program’s strengths and weaknesses related to market demand.

	According to Texas Labor Market Information (Appendix E), an additional 34,000 real estate jobs will need to be filled in Texas by 2030. This encompasses a number of jobs for which a real estate license may not be required, but a real estate education is essential, such as property management or new home sales. A baccalaureate degree is not typically a requirement for these jobs. Either professional licensing or an Associate-level degree is usually sufficient for an entry-level position.

Most real estate license holders are self-employed independent contractors and are not paid a salary. Per the January 2022 program information compiled by the College (Appendix F), the average real estate agent earned $79,000, and the career outlook indicates a potential for a 21.2% growth. Due to the typical independent contractor arrangement, a Collin College graduate who has passed their license exam not only does not have a problem finding a brokerage to associate with, they will be able to solicit a number of proposals from different firms who want to bring them on board. Given the wide range of firms that participate on our advisory committee, our graduates’ quality is well-known and valued in the market. As noted previously, not only will there be more real estate positions in general in the next 5 years, during that time, some percentage of those currently employed in the field will leave either due to attrition or retirement as the existing agent population ages. This creates additional opportunity for new entrants to the field. In Collin County, where the population is expected to more than double by 2040, all of that attendant growth and development will create opportunities for real estate professionals. As previously discussed, due to our inherent structural limitations, our program cannot come close to meeting even a small percentage of that demand. What we can do is produce graduates who are well-educated and have the requisite skill set to succeed in real estate and build a long-lasting career.




Section II.  Are We Doing Things Right?
☒5. HOW EFFECTIVE IS OUR CURRICULUM, AND HOW DO WE KNOW?
A. Make a case with evidence that there are no curricular barriers to program completion. Review data related to course enrollments, course completion rates, course success rates, and the frequency with which courses are scheduled to identify barriers to program completion. 
Suggested/possible points to consider:
· Number of students who completed the program awards in each of the last 4 years?  If the number of graduates does not average 5 or more per year, describe your plan to increase completions and address this issue in the Continuous Improvement Plan (CIP).
· At what point(s) are substantive percentages of students dropping out of the program?  Use data in the “Program-Based Course Performance” tool to examine enrollment flow through the program curriculum.  Does the data suggest any curricular barriers to completion?  Address problems in the CIP.
· Analyze the course success rates and the course completion rates of each course in your program. Address problems in the CIP.

	Real Estate program awards for the last 4 years are as follows (and can be seen in Appendix G): 2018: 96 Certificates, 3 Degrees 2019: 19 Certificates, 6 Degrees2020: 44 Certificates, 2 Degrees 2021: 47 Certificates, 6 Degrees 

The large number of Certificate completers in 2018 was the result of the College retroactively finding students who had completed the requirements for the Certificate and processing the award. The ratio of Certificate to Degree completers is consistent with our observation that the majority of students attend our program with the goal of completing their pre-licensing education. It is worth noting that, since we also link our courses with non-credit sections, students can complete the classes necessary for a real estate license but not be eligible to be awarded a Certificate, even though they are the same classes with the same criteria. Thus, our Certificate completion rate could be higher if we made it easier to convert non-credit to credit courses. Course success rates are addressed in section 5-E.




B. Show evidence that the institutional standards listed below have been met.  For any standard not met, describe the plan for bringing the program into compliance.

1. Completers Standard: Average 25 completers over the last five years or an average of at least five completers per year.
Number of completers: 251 in last five years.
If below the state standard, attach a plan for raising the number of completers by addressing barriers to completion and/or by increasing the number of students enrolled in the program. Definition of completer—Student has met the requirements for a degree or certificate (Level I or II)

2. Licensure Standard: 93% of test takers pass licensure exams.
If applicable, include the licensure pass rate: N/A – not available (addressed in Section 2)
For any pass rate below 93% (Collin College’s standard), describe a plan for raising the pass rate.

3. Retention Standard: 78% of students enrolled in program courses on the census date should still be enrolled on the last class day (grades of A through F).
Include the retention rate: The completion rate for our lowest-performing course, RELE 1301, is 93%
If the retention rate is below 78%, describe a plan for raising the course completion rate.


	As noted in Section 5-A, the fact that a student can complete their real estate pre-licensing course of study at Collin College as a non-credit student means that we do not fully capture all of our completers by providing them with an award. There is a process in place to allow non-credit students to convert their courses to credit so they are eligible for a Certificate or Degree, but it is not simple.As discussed in Section 2, as TREC does not oversee college and university real estate programs, they do not track the license exam pass rates for our graudates. Anecdotal evidence indicates that our graduates’ pass rate is 95%. It should also be noted that, while our program is designed to prepare students for the license exam, it is possible for a student to take our courses, earn a Certificate or Degree, and have a career in an area of real estate that does not require a license.  


C.   Make a case with evidence that the program curriculum is current.
Suggested/possible points to consider:
· How does the program curriculum compare to curricula at other schools?  Review programs at two or more comparable colleges. Discuss what was learned and what new ideas for improvement were gained.
· How does the program curriculum align with any professional association standards or guidelines that may exist?
· Is the curriculum subject to external accreditation? If so, list the accrediting body and the most recent accreditation for your program.
	If the program curriculum differs significantly from these benchmarks, explain how the Collin College curriculum benefits students and other college constituents.

Our pre-licensing course curriculum is dictated by the requirements of the Texas Real Estate License Act and TREC. As previously noted, those requirements are subject to revision by the state legislature every two years. To maintain the ability of our graduates to apply our courses towards licensing requirements, we must continue to meet those standards. 

When comparing our program with two other comparable institutions, Dallas College and San Jacinto College, there are a number of similarities with Collin College’s program. Both colleges offer Level 1 Certificates that consist solely of the real estate pre-licensing courses. Additionally, both offer Associate Degree programs that total 60 hours, with a core of real estate courses, required general education courses, and electives. San Jacinto College has an interesting program where they offer additional Certificate programs, one after completing 30 hours of coursework, and one after completing 45 hours of coursework. Not only could this increase the overall number of awards they grant, it could also provide motivational nudges for students to work towards the requirements of an Associate Degree. 



D.  Present evidence from advisory committee minutes, attendance, and composition that the advisory committee includes employers who are actively engaged on the committee and who are representative of area employers.
1.  How many employers does your advisory committee have? 14
2.  How many employers attended the last two meetings?  13
3.  How has the advisory committee impacted the program over the last five years (including latest trends, directions, and insights into latest technologies)?  
	The Real Estate advisory committee serves as the industry voice in our program, as it is composed primarily of market leaders from the major real estate firms in the area. These members have a vested interest in ensuring that there is a steady supply of highly-educated and motivated individuals who are ready to enter the workforce. Accordingly, they want to confirm that we maintain our high standards and continue to employ exceptional full-time and adjunct faculty while serving a diverse student body.

It is generally acknowledged that while the mandated pre-licensing curriculum provides students with required information about various aspects of real estate, additional skills such as salesmanship, networking / prospecting, and business etiquette are also needed to be successful in real estate. These are generally developed at an agent’s firm as part of their on-the-job training.

The committee agenda from Fall 2022 and the minutes from Spring 2022 are attached as Appendix H to show the types of issues typically raised at these meetings.


4.  Briefly summarize the curriculum recommendations made by the advisory committee over the last five years.
	Given that the Real Estate program’s pre-licensing curriculum is mandated by state law, our advisory committee has limited curriculum recommendations to approving proposed changes to the Associate Degree program (to bring the core curriculum and electives in line with College standards), approving our exploration of offering continuing education courses for current real estate license holders, and approving our proposal to offer Real Estate Brokerage as an elective pending a proposed rule change from TREC. 

Based on the committee’s recommendation, we have prepared a curriculum for a prospective Mortgage Banking program. Further exploration of this proposed new certificate and degree program will require the formation of a new advisory committee and and CAB approval.

E.  Make a case with evidence that the program is well managed. 
Suggested/possible points to consider (Data can be found at  http://inside.collin.edu/institutionaleffect/Program_Review_Process.html):
· Average class size 
· Grade distributions 
· Contact hours taught by full-time and part-time faculty
· Identify all courses that have a success rate below 75%.  If any of these are core courses, visit with the discipline lead for the course(s) in question to determine whether or not the content of the course(s) is appropriate to the workforce program learning outcomes.  Using assessment evidence and instructor observations, identify the student learning outcomes that are the greatest challenges for students in courses with low success rates.  Explain what instructional and other intervention(s) might improve success rates for each identified course. 
· How well are general education requirements integrated with the technical coursework?  
· Student satisfaction:  What evidence do you have that students are satisfied with the program?  What kinds of complaints are made to the associate dean/director by program students?  
	Average class size varies from class to class and semester to semester. Our most popular class is Principles of Real Estate I, followed by Principles of Real Estate II. These have the highest overall enrollments as they are perceived as “introductory” by students who are taking a real estate class as an elective or as a way to test out their possible interest in the subject. They are also the classes with the lowest success rates, as many students unexpectedly find themselves in a highly technical class that does not meet with their understanding of what a real estate course would be based on the industry’s portrayal in media. Some sample quotes from students in Principles of Real Estate I from the Fall 2022 semester, per a discussion prompt about “what surprised you in this class?” are shown below:



As a result of more casual students taking these two courses, they are the ones with the lowest success rates. All relevant data can be found in Appendix I. Principles of Real Estate I has an average success rate of 52%, although that number has increased from 49% in 2017 to 55% in 2021. Principles of Real Estate II has an average success rate of 73%, increasing from 64% in 2017 to 73% in 2021. Real Estate Finance and Law of Contracts have success rates of 74% and 72%, respectively. The remaining pre-licensing courses, Law of Agency and Contract Forms and Addenda, have success rates of 82% and 86%, respectively. These are typically courses that students will take later in their real estate studies, and by that point they have made a serious commitment to finishing the program. Contract Forms is also the only course in the sequence that requires a pre-requisite of Law of Contracts.

The content of the 6 pre-licensing courses is non-negotiable in order for our courses to continue to be accepted by TREC. Put simply, we must teach the required material as best we can. One strategy we have investigated in order to improve outcomes in these core courses is the possibility of steering casual or inquiring students into a survey course. This course would give them an overview of the field and some important real estate concepts, while staying away from some of the technical learning objectives that tend to give some students trouble. The difficulty we have encountered with this approach is that, since this course would not be a degree or elective requirement for real estate, we can only offer it if it is a degree requirement or elective for another program. So far we have not been able to make this happen.

One of our goals as a program is to offer classes on a schedule that would allow a student to take all 6 pre-licensing courses in a single semester. Summer has traditionally been a time when class sizes were at their smallest, so it was the most difficult for all 6 courses to make. We have begun focusing our summer efforts by offering certain classes only in an online format, driving in-person course takers into specific classes. The growth in average section size between Summer 2017 and Summer 2021 is an indication that this is a successful strategy.

Average section size is also impacted by our expansion to new campuses and offering classes at new times. The Saturday-only sections tend to average 10 to 12 students, but they are students who could not have taken our classes at any other time. Similarly, course offerings at newer campuses tend to be smaller, but we are counting on reputational growth as that campus begins to be known as a destination for real estate education.




☒6.   HOW EFFECTIVELY DO WE COMMUNICATE, AND HOW DO WE KNOW?
A. Make a case with evidence that the program literature and electronic sites are current, provide an accurate representation of the program, and support the program’s recruitment plan, retention plan and completion plan.  
Suggested/possible points to consider:
· Demonstrate how the unit solicits student feedback regarding its website and literature and how it incorporates that feedback to make improvements.
· [bookmark: _Hlk75184685]How does the program ensure that students are informed/aware of program literature? Is program literature made accessible to all students (i.e. can they obtain the information they need)?
· Designate who is responsible for monitoring and maintaining the unit’s website, and describe processes in place to ensure that information is current, accurate, relevant, and available.
 
	The Real Estate program views its department web site as its most valuable marketing tool. It is the first result on Google if one were to search “Collin College Real Estate.” As a result, it is kept up-to-date so that prospective students can find accurate information about the program and our course offerings. One tool we use to help prospective students is publishing a course schedule that is more visually user-friendly than the college’s schedule search system. As new courses begin throughout the semester on 5- or 8-week schedules, providing prospective students with an accurate representation of possible courses of study that they can undertake in the short term is vital.

Due to his familiarity with web pages, the Discipline Lead, Bart McLeroy, has been responsible for monitoring and maintaining the program’s web site since 2018. It is updated at least once a semester with the most current information about the program; this was especially important during the height of COVID-19 when course modalities were shifting and expectations needed to be set for student attendance and conduct. 

In addition to the department web site, the real estate program maintains an active presence on LinkedIn, and maintains a repository of Zoom recordings of real estate speakers and educational talks held for students, faculty & staff.




B.  In the following Program Literature Review Table, document that the elements of information listed on the website and in brochures (current academic calendars, grading policies, course syllabi, program handouts, program tuition costs and additional fees, description of articulation agreements, availability of courses and awards, and local job demand in related fields) were verified for currency, accuracy, relevance, and are readily available to students and the public. Please fill out the table only for this prompt (B.), no analysis is necessary here.
Program Literature Review Table
	Title
	Type (i.e. URL, brochure, handout, etc.)
	Date of Last Review/Update
	
	Responsible Party

	Fall 2022 Course Schedule	PDF	9/20/2022	☒Current
☒Accurate
☒Relevant
☒Available
	Bart McLeroy
	Associate Degree Requirements	URL	3/17/2022	☒Current
☒Accurate
☒Relevant
☒Available
	Academic Affairs
	Certificate Program Requirements	URL	2/24/2021	☒Current
☒Accurate
☒Relevant
☒Available
	Academic Affairs
	Requirements for Licensure	URL	1/18/2022	☒Current
☒Accurate
☒Relevant
☒Available
	Bart McLeroy
	Program Brochure & FAQ	Brochure	4/30/2022	☐Current
☒Accurate
☒Relevant
☒Available
	Public Relations
	Real Estate Information Sheet	Handout	1/27/2022	☒Current
☒Accurate
☒Relevant
☒Available
	Public Relations
	Program Requirements and Costs	Presentation	10/1/2022	☒Current
☒Accurate
☒Relevant
☒Available
	Bart McLeroy
	LinkedIn Page (link)	URL	11/17/2022	☒Current
☒Accurate
☒Relevant
☒Available
	Bart McLeroy
	Real Estate Speaker & Education Series	URL	10/1/2022	☒Current
☒Accurate
☒Relevant
☒Available
	Bart McLeroy




☒7. HOW WELL ARE WE LEVERAGING PARTNERSHIP RESOURCES AND BUILDING RELATIONSHIPS, AND HOW DO WE KNOW?
Partnership Resources:  On the table below, list any business, industry, government, college, university, community, and/or consultant partnerships, including internal Collin departments, to advance the program outcomes.  
	Real Estate instructors routinely invite knowledgeable guest speakers to address classes on various real estate topics. Frequently these are former Collin College students who can provide information and recount experiences that will help current students understand how to bridge the gap between the knowledge they are gaining in their courses with the skills and goals they will need to be successful in the workforce. 

In addition, our program’s Advisory Committee is composed of a broad representation of high ranking professionals in the local real estate market. They frequently serve as guest speakers in classes as well as volunteering to reach out to both current, former and prospective students through our Speaker Series. For more information, please refer to Section 5D of this document.

There is no active co-op program for Real Estate at the moment, and while the college has articulation agreements with several universities, the Real Estate program does not have any formal partnership agreements to actively involve universities in our curriculum. 













Partnership Resources Table**
	[bookmark: _Hlk75185057]Partner/Organization
	Description
	Formal Agreement Duration, 
if any.
	How is it Valuable to the Program?

	Real Estate Advisory Committee	Committee consisting of real estate professionals to advise our program.	N/A	Provides real-world feedback from employers and industry professionals.
	Click or tap here to enter text.	Click or tap here to enter text.	Click or tap here to enter text.	Click or tap here to enter text.
	Click or tap here to enter text.	Click or tap here to enter text.	Click or tap here to enter text.	Click or tap here to enter text.
	Click or tap here to enter text.	Click or tap here to enter text.	Click or tap here to enter text.	Click or tap here to enter text.
	Click or tap here to enter text.	Click or tap here to enter text.	Click or tap here to enter text.	Click or tap here to enter text.
	Click or tap here to enter text.	Click or tap here to enter text.	Click or tap here to enter text.	Click or tap here to enter text.
	Click or tap here to enter text.	Click or tap here to enter text.	Click or tap here to enter text.	Click or tap here to enter text.
	Click or tap here to enter text.	Click or tap here to enter text.	Click or tap here to enter text.	Click or tap here to enter text.
	Click or tap here to enter text.	Click or tap here to enter text.	Click or tap here to enter text.	Click or tap here to enter text.




[bookmark: _Hlk75177335]☒8. WHAT PROFESSIONAL DEVELOPMENTAL OPPORTUNITIES ADD VALUE TO YOUR PROGRAM? 
	All of the faculty in the Real Estate program are licensed real estate professionals. Accordingly, they must complete mandated continuing education every two years in order to maintain their actively licensed status. Real Estate Brokers and Sales Agents must complete at least 18 hours of continuing education every two years, and Real Estate Inspectors must complete at least 32 hours every two years. Real Estate Appraisers must complete at least 28 hours of continuing education every two years. Property Tax Consultants must complete at least 24 hours of continuing education every two years. 

As we are a workforce program, maintaining a current professional license is a requirement for all of our faculty.

Beyond being a requirement for license maintenance, completing continuing education allows a real estate professional to stay abreast of industry trends and changes in practice and law. By communicating this up-to-date information to their students, our faculty are in the best position to prepare them to enter the workforce and be successful.


PROVIDE A LIST OF PROFESSIONAL DEVELOPMENT ACTIVITIES EMPLOYEES HAVE PARTICIPATED IN SINCE THE LAST PROGRAM REVIEW. 
		Employee Resources Table**
	Employee Name
	Role in Unit
	Professional Development Summary
	How is it Valuable to the Unit?

	William J. (Bill) Kukla	Professor	See Appendix J	See above
	Robert Barton (Bart) McLeroy	Professor	See Appendix J	See above
	Steven Daniel (Steve) Lay	Adjunct Professor	See Appendix J	See above
	James Dean McLeod	Adjunct Professor	See Appendix J	See above
	LaToya Poland Flanigan	Adjunct Professor	See Appendix J	See above
	Cheryl Lynn Childress	Adjunct Professor	See Appendix J	See above
	Randal Levingston	Adjunct Professor	See Appendix J	See above
	Sammy Bickham, Jr.	Adjunct Professor	See Appendix J	See above
	Click or tap here to enter text.	Click or tap here to enter text.	Click or tap here to enter text.	Click or tap here to enter text.
	Click or tap here to enter text.	Click or tap here to enter text.	Click or tap here to enter text.	Click or tap here to enter text.
	Click or tap here to enter text.	Click or tap here to enter text.	Click or tap here to enter text.	Click or tap here to enter text.
	Click or tap here to enter text.	Click or tap here to enter text.	Click or tap here to enter text.	Click or tap here to enter text.
	Click or tap here to enter text.	Click or tap here to enter text.	Click or tap here to enter text.	Click or tap here to enter text.
	Click or tap here to enter text.	Click or tap here to enter text.	Click or tap here to enter text.	Click or tap here to enter text.
	Click or tap here to enter text.	Click or tap here to enter text.	Click or tap here to enter text.	Click or tap here to enter text.
	Click or tap here to enter text.	Click or tap here to enter text.	Click or tap here to enter text.	Click or tap here to enter text.
	Click or tap here to enter text.	Click or tap here to enter text.	Click or tap here to enter text.	Click or tap here to enter text.
	Click or tap here to enter text.	Click or tap here to enter text.	Click or tap here to enter text.	Click or tap here to enter text.
	Click or tap here to enter text.	Click or tap here to enter text.	Click or tap here to enter text.	Click or tap here to enter text.
	Click or tap here to enter text.	Click or tap here to enter text.	Click or tap here to enter text.	Click or tap here to enter text.
	Click or tap here to enter text.	Click or tap here to enter text.	Click or tap here to enter text.	Click or tap here to enter text.
	Click or tap here to enter text.	Click or tap here to enter text.	Click or tap here to enter text.	Click or tap here to enter text.
	Click or tap here to enter text.	Click or tap here to enter text.	Click or tap here to enter text.	Click or tap here to enter text.
	Click or tap here to enter text.	Click or tap here to enter text.	Click or tap here to enter text.	Click or tap here to enter text.

      **For convenience, if providing a listing of professional development activities, this list may be included in this document as an appendix.


☐9. ARE FACILITIES, EQUIPMENT, AND FUNDING SUFFICIENT TO SUPPORT THE PROGRAM?  IF NOT, PLEASE EXPLAIN. 
[OPTIONAL—ONLY RESPOND TO PROMPT 9 IF YOU ARE REQUESTING IMPROVED RESOURCES FOR YOUR PROGRAM.  IF CURRENT FACILITIES AND BUDGET ARE ADEQUATE, PLEASE PROCEED TO PROMPT 10.]
Make a case with evidence that current deficiencies or potential deficiencies related to facilities, equipment, maintenance, replacement, plans, or budgets pose important barriers to the program or student success.  As part of your response, complete the resource tables, below, to support your narrative.
Possible points to consider:
· The useful life of structure, technologies and equipment
· Special structural requirements
· Anticipated technology changes impacting equipment sooner than usual

	Click or tap here to enter text. Lorem ipsum dolor sit amet, consectetur adipiscing elit, sed do eiusmod tempor incididunt ut labore et dolore magna aliqua. Ut enim ad minim veniam, quis nostrud exercitation ullamco laboris nisi ut aliquip ex ea commodo consequat. Duis aute irure dolor in reprehenderit in voluptate velit esse cillum dolore eu fugiat nulla pariatur. Excepteur sint occaecat cupidatat non proident, sunt in culpa qui officia deserunt mollit anim id est laborum.

Lorem ipsum dolor sit amet, consectetur adipiscing elit, sed do eiusmod tempor incididunt ut labore et dolore magna aliqua. Ut enim ad minim veniam, quis nostrud exercitation ullamco laboris nisi ut aliquip ex ea commodo consequat. Duis aute irure dolor in reprehenderit in voluptate velit esse cillum dolore eu fugiat nulla pariatur. Excepteur sint occaecat cupidatat non proident, sunt in culpa qui officia deserunt mollit anim id est laborum.

Lorem ipsum dolor sit amet, consectetur adipiscing elit, sed do eiusmod tempor incididunt ut labore et dolore magna aliqua. Ut enim ad minim veniam, quis nostrud exercitation ullamco laboris nisi ut aliquip ex ea commodo consequat. Duis aute irure dolor in reprehenderit in voluptate velit esse cillum dolore eu fugiat nulla pariatur. Excepteur sint occaecat cupidatat non proident, sunt in culpa qui officia deserunt mollit anim id est laborum.

Lorem ipsum dolor sit amet, consectetur adipiscing elit, sed do eiusmod tempor incididunt ut labore et dolore magna aliqua. Ut enim ad minim veniam, quis nostrud exercitation ullamco laboris nisi ut aliquip ex ea commodo consequat. Duis aute irure dolor in reprehenderit in voluptate velit esse cillum dolore eu fugiat nulla pariatur. Excepteur sint occaecat cupidatat non proident, sunt in culpa qui officia deserunt mollit anim id est laborum.



Facilities Resources Table**
	Significant Pieces of Equipment
	Description 
(i.e. Special Characteristics)
	Meets Needs (Y or N):
Current          For Next 5 Years
	Analysis of Equipment Utilization

	Click or tap here to enter text.	Click or tap here to enter text.	Choose an item.	Choose an item.	Click or tap here to enter text.
	Click or tap here to enter text.	Click or tap here to enter text.	Choose an item.	Choose an item.	Click or tap here to enter text.
	Click or tap here to enter text.	Click or tap here to enter text.	Choose an item.	Choose an item.	Click or tap here to enter text.
	Click or tap here to enter text.	Click or tap here to enter text.	Choose an item.	Choose an item.	Click or tap here to enter text.
	Click or tap here to enter text.	Click or tap here to enter text.	Choose an item.	Choose an item.	Click or tap here to enter text.
	Click or tap here to enter text.	Click or tap here to enter text.	Choose an item.	Choose an item.	Click or tap here to enter text.
	Click or tap here to enter text.	Click or tap here to enter text.	Choose an item.	Choose an item.	Click or tap here to enter text.
	Click or tap here to enter text.	Click or tap here to enter text.	Choose an item.	Choose an item.	Click or tap here to enter text.
	Click or tap here to enter text.	Click or tap here to enter text.	Choose an item.	Choose an item.	Click or tap here to enter text.



Equipment/Technology Table ($5,000 or more) **
	Current Equipment Item or Budget Amount
	Description
	Meets Needs (Y or N):
Current          For Next 5 Years
	For any “N”, justify needed equipment or budget change

	Click or tap here to enter text.	Click or tap here to enter text.	Choose an item.	Choose an item.	Click or tap here to enter text.
	Click or tap here to enter text.	Click or tap here to enter text.	Choose an item.	Choose an item.	Click or tap here to enter text.
	Click or tap here to enter text.	Click or tap here to enter text.	Choose an item.	Choose an item.	Click or tap here to enter text.
	Click or tap here to enter text.	Click or tap here to enter text.	Choose an item.	Choose an item.	Click or tap here to enter text.
	Click or tap here to enter text.	Click or tap here to enter text.	Choose an item.	Choose an item.	Click or tap here to enter text.
	Click or tap here to enter text.	Click or tap here to enter text.	Choose an item.	Choose an item.	Click or tap here to enter text.
	Click or tap here to enter text.	Click or tap here to enter text.	Choose an item.	Choose an item.	Click or tap here to enter text.
	Click or tap here to enter text.	Click or tap here to enter text.	Choose an item.	Choose an item.	Click or tap here to enter text.
	Click or tap here to enter text.	Click or tap here to enter text.	Choose an item.	Choose an item.	Click or tap here to enter text.
	Click or tap here to enter text.	Click or tap here to enter text.	Choose an item.	Choose an item.	Click or tap here to enter text.


Financial Resources Table**
	Source of Funds
(i.e. college budget, grant, etc.)
	Meets Needs (Y or N):
Current          For Next 5 Years
	For any “N”, explain why
	For any “N”, identify expected source of additional funds if needed

	Click or tap here to enter text.	Choose an item.	Choose an item.	Click or tap here to enter text.	Click or tap here to enter text.
	Click or tap here to enter text.	Choose an item.	Choose an item.	Click or tap here to enter text.	Click or tap here to enter text.
	Click or tap here to enter text.	Choose an item.	Choose an item.	Click or tap here to enter text.	Click or tap here to enter text.
	Click or tap here to enter text.	Choose an item.	Choose an item.	Click or tap here to enter text.	Click or tap here to enter text.
	Click or tap here to enter text.	Choose an item.	Choose an item.	Click or tap here to enter text.	Click or tap here to enter text.
	Click or tap here to enter text.	Choose an item.	Choose an item.	Click or tap here to enter text.	Click or tap here to enter text.
	Click or tap here to enter text.	Choose an item.	Choose an item.	Click or tap here to enter text.	Click or tap here to enter text.
	Click or tap here to enter text.	Choose an item.	Choose an item.	Click or tap here to enter text.	Click or tap here to enter text.
	Click or tap here to enter text.	Choose an item.	Choose an item.	Click or tap here to enter text.	Click or tap here to enter text.
	Click or tap here to enter text.	Choose an item.	Choose an item.	Click or tap here to enter text.	Click or tap here to enter text.




Section III.  Continuous Improvement Plan (CIP)
☒10. HOW HAVE PAST CONTINUOUS IMPROVEMENT PLANS CONTRIBUTED TO SUCCESS? 
Program Review at Collin College takes place for each unit or program every five years.  During the last (fifth) year, the program evaluates the data collected during the CIP process. 
Please describe how you have used your Continuous Improvement Plan (CIP) to make the following improvements to your program over the past 4 years (your last program review can be found on the Program Review Portal):
1. Program Learning Outcomes/Program Competencies
2. Overall improvements to your program

	The key areas of concern in the CIP for Real Estate over the last 4 years were increasing success rates in online courses (in particular, Principles of Real Estate I) and increasing success rates for students who take the state real estate license exam. 

To increase success rates in the Principles of Real Estate I online course, we made some structural changes to the course. Initially, there were no due dates associated with various activities in the course such as quizzes. Instead, the only firm due date was the last day of class. As a result, many students took no actions in the course until the last few days, with predictably negative results. To attempt to improve, we started with assigning due dates for all activities in the course. This yielded positive results, so we implemented this change in all of our online courses. Additionally, it was noted that the online course was not particularly robust in terms of content. We have since added most of the same documents and content that students would have received in an in-person class (including instructor lecture notes) into the online course. Again, this yielded positive results, so it was implemented in other online courses. 

While our graduates’ pass rates on the state license exam cannot be compiled by TREC (and thus cannot be reliably quantified), we wanted to do what we could to help them be as successful as possible on the exam. Accordingly, we began offering an Exam Prep review course between semesters. In theory anyone who wants to sign up and pay the fee can take it, whether or not they attended our program. In practice, we have seen our most driven students sign up for the course to maximize their odds of passing the exam the first time (the actual first time, not the TREC-based standard of passing in 3 attempts). Anecdotal evidence from recent graduates tells us this process has been successful. For students who did not pass the exam the first time, they have been more comfortable coming back to us for additional tutoring so that they can be successful on subsequent attempts.


*Please attach previous CIP Tables in the appendix


☒11.  HOW WILL WE EVALUATE OUR SUCCESS?

NOTE: PLEASE CONTACT THE INSTITUTIONAL EFFECTIVENESS OFFICE IF YOU NEED ASSISTANCE FILLING OUT THE CIP TABLES.
As part of the fifth year Program Review, the program should use the observations and data generated by this process along with data from other relevant assessment activities to develop the program’s CIP and an action plan for the next two years.  At the conclusion of the first two years, data collected from the first year, plus any other relevant data that was collected in the interim, should be used to build on the accomplishments of those first two years by developing another two-year action plan for the CIP to help the program accomplish the expected outcomes established in its CIP or by implementing one of your other plans.


Based on the information, analysis, and discussion that have been presented up to this point, summarize the strengths and weaknesses of this program.  There should be no surprise issues here!  This response should be based on information from prior sections of this document.  Describe specific actions the faculty intends to take to capitalize on the strengths, mitigate the weaknesses, improve student success and program learning outcomes.  Provide the rationale for the expected outcomes chosen for the CIP(s).

	The fundamental strength of the Real Estate program at Collin College is that we provide a superior educational experience for our students when compared to our competitors, which are private real estate education providers. Our courses provide 50% more classroom hours than the baseline required by statute and by TREC. Our program graduates go on to achieve much higher pass rates on the state real estate license exam than the statewide average. Our graduates also gain the benefit of not needing to take additional qualifying courses during their first 2 years of licensing. As we look for opportunities to strategically advertise our program in the coming years, this message (more education = more success) should be front and center.

A notable weakness of our program is that, unlike our competitors, we are tied to the semester course calendar and thus have a limited ability to meet the needs of students who want to start learning in the near term. Depending on when they are making their initial inquiry, some prospective students are told that the earliest they can began taking classes with us is 2 to 3 months away. In that time period, a prospective student could enroll in and complete a course of study at one of our competitors’ schools. Until the College is able to offer on-demand courses, there is little we can do to mitigate this weakness, beyond communicating the value of our program and framing taking courses from us as the smart choice.

We continue to see low enrollment in some sections, particularly Saturday courses, electives and courses at newer campuses. This is another area where finding a way to strategically advertise our offerings and course availability could result in higher enrollment.

We continue to have an issue with the student success rate in Principles of Real Estate I. Many students select this as an elective or introductory course without realizing the level of rigor required to succeed. While improving the course offering itself has yielded positive results, we need to do more to make sure that students who enroll in our courses are prepared for what they are going to encounter. One option is a mandatory orientation session that new real estate students must attend prior to enrolling. Making this session as flexible as possible (short duration, frequently offered, easily accessed, etc.) is important so we do not discourage truly interested and motivated students from enrolling in our courses. Working out the mechanics of this requirement will undoubtedly take some time and require coordination with several other departments in the college, but if we can divert unprepared students to other courses, it should increase the success rate in Principles I. 

Another option to increase the success rate in Principles of Real Estate I is to move forward with the real estate survey course. This requires finding another certificate or degree program that is willing to offer our course as an elective, so it will require support at the Associate Dean or Dean level and from another program’s Discipline Lead. Diverting students with a casual interest in real estate into a course of this nature should increase the success rate in Principles I by ensuring that students who are serious about the subject and who know what to expect are enrolled. This diversion can happen via the orientation session mentioned above, or it can be facilitated by communication on our website and in the course description. Ideally, the survey course can create a source of students for the pre-licensing courses if they find they have a genuine interest in the field and want to pursue licensing.




☒ 12.  COMPLETE THE CONTINUOUS IMPROVEMENT PLAN (CIP) TABLES THAT FOLLOW.

Within the context of the information gleaned in this review process and any other relevant data, identify program priorities for the next two years, including at least one program learning outcome (or program competency), and focus on these priorities to formulate your CIP.  You may also add short-term administrative, technological, assessment, resource or professional development outcomes as needed.  


	The program priorities for the next two years are going to focus on increasing the student success rate in Principles of Real Estate I as discussed in Section 11, and improving our external communication to support that increased success and increased enrollment.





Table 1. CIP Outcomes, Measures & Targets Table (focus on at least one for the next two years)
	A. Expected Outcomes
Results expected in this unit
(e.g. Authorization requests will be completed more quickly; Increase client satisfaction with our services)
	B. Measures
Instrument(s)/process(es) used to measure results
(e.g. sign-in sheets, surveys, focus groups, etc.)
	C. Targets
Level of success expected
(e.g. 80% approval rating, 10 day faster request turn-around time, etc.)

	Students will be more knowledgeable about the real estate course and program requirements before the start of Principles of Real Estate I.

	Students will attend an orientation session and be provided with proof of completion prior to taking Principles of Real Estate I.

	Increase success rate of Principles of Real Estate I to 70%.


	Students will have an alternative to Principles of Real Estate I when they wish to take an introductory or survey course about the real estate industry.

	Students will have the option to enroll in a non-licensing real estate survey course rather than defaulting to taking a pre-licensing course.

	Increase success rate of Principles of Real Estate I to 70%.


	Increase overall program enrollment, targeting lower-enrollment courses and newer campuses.

	The real estate department will work on a targeted social media advertising campaign with the college’s Communications department.

	Increase average per-section enrollment in all pre-licensing courses to 15 or above during Spring and Fall semesters.


	Increase overall awareness of our program and its benefits vs. other education providers.

	The real estate department will continue to promote its offerings via its existing web site and LinkedIn page, and look for new ways to expand its social media footprint.

	Increase average per-section enrollment in all pre-licensing coruses to 15 or above during Spring and Fall semesters.








Continuous Improvement Plan

Outcomes might not change from year to year.  For example, if you have not met previous targets, you may wish to retain the same outcomes.  You must have at least one program learning outcome.  You may also add short-term administrative, technological, assessment, resource or professional development goals, as needed.  Choose 1 to 2 outcomes from Table 1 above to focus on over the next two years.

A. Outcome(s) - Results expected in this program (from column A on Table 1 above--e.g. Students will learn how to compare/contrast Conflict and Structural Functional theories; increase student retention in Nursing Program).
B. Measure(s) – Instrument(s)s/process(es) used to measure results (e.g. results of essay assignment, test item questions 6 & 7 from final exam, end of term retention rates, etc.).
C. Target(s) - Degree of success expected (e.g. 80% success rate, 25 graduates per year, increase retention by 2% etc.).
D. Action Plan - Implementation of the action plan will begin during the next academic year. Based on analysis, identify actions to be taken to accomplish outcome.  What will you do?
E.  Results Summary - Summarize the information and data collected in year 1.
F.  Findings - Explain how the information and data has impacted the expected outcome and program success. 
G. Implementation of Findings – Describe how you have used or will use your findings and analysis of the data to make program improvements.   
  Table 2. CIP Outcomes 1 & 2
	A. Outcome #1 Students will be more knowledgeable about the real estate course and program requirements before the start of Principles of Real Estate I.


	B. Measure (Outcome #1)
Students will attend an orientation session and be provided with proof of completion prior to taking Principles of Real Estate I.
	C. Target (Outcome #1)
Increase success rates of Principles of Real Estate I to 70%.


	D. Action Plan (Outcome #1)
 While not strictly a pre-requisite, the goal is to have all students who take Principles of Real Estate I first take an orientation session so they are knowledgeable about the course and program requirements before the first day of class. The session should be brief and offered multiple days of the week and times of day prior to the start of a semester so that students have a chance to take it regardless of their schedule. The responsibility for offering the orientation session will primarily fall on the program’s full-time faculty, although adjunct faculty may volunteer to lead one or more sessions. After a few sessions have taken place, an on-demand session can be recorded that addresses common questions from students.

This will involve working with the Associate Dean as well as the Regsitration and Advising departments to determine how best to set this requirement up in the college’s registration system, and any potential pitfalls to making the orientation session a requirement to register vs. making it highly recommended. It may also require approval from our program’s advisory committee. 

	E. Results Summary (Outcome #1) TO BE FILLED OUT IN YEAR 2


	F. Findings (Outcome #1) TO BE FILLED OUT IN YEAR 2


	G. Implementation of Findings (Outcome #1) TO BE FILLED OUT IN YEAR 2






Table 2. CIP Outcomes 1 & 2 (continued)

	A. Outcome #2 Students will have an alternative to Principles of Real Estate I when they wish to take an introductory or survey course about the real estate industry.


	B. Measure (Outcome #2)
Students will have the option to enroll in a non-licensing real estate survey course rather than defaulting to taking a pre-licensing course.
	C. Target (Outcome #2)
Increase success rates in Principles of Real Estate I to 70%.


	D. Action Plan (Outcome #2)
 The proposed survey course has already been created, and can be offered as a local needs course under WECM guidelines. It is based on a non-Texas specific real estate textbook, so it focuses more on general real estate topics rather than state law. The theory is that by diverting casual students away from the highly technical pre-licensing courses (specifically Principles of Real Estate I) into a survey course, success rates in Principles I should increase.

In order to offer the course at the college, it must be listed as an elective or requirement of a certificate or degree. For a variety of reasons, it would not be sensible to have this course as a requirement or elective in the real estate certificate or degree programs, so we must find another program that would be willing to include this course as a degree plan, likely as an elective. To accomplish this, the Associate Dean will be consulted, and we will reach out to a variety of discipline leads at the college to see if there is any interest in having this course available to their students. As a degree program change would require CAB approval, and the course would then need OAB approval to be offered, simply gaining the ability for it to be offered could take an entire year. 

Once the course is offered, it must still be promoted as an alternative to the pre-licensing courses on the real estate program’s communications channels. Registration and Advising should be informed of the reason the course is being offered so they can communicate that to prospective students. The orientation session to be taken prior to Principles I is a good opportunity to divert students away from that course to the survey course if they are not specifically focused on getting a real estate license.

	E. Results Summary (Outcome #2) TO BE FILLED OUT IN YEAR 2


	F. Findings (Outcome #2) TO BE FILLED OUT IN YEAR 2


	G. Implementation of Findings (Outcome #2) TO BE FILLED OUT IN YEAR 2







WHAT HAPPENS NEXT?  THE PROGRAM REVIEW REPORT PATHWAY
A. Following approval by the Steering Committee, 
· [bookmark: _Hlk75166480]Program Review Reports will be evaluated by the Leadership Team;
· [bookmark: _Hlk75185894]After Leadership Team review, the reports will be posted on the Intranet prior to fall semester;
· At any point prior to Intranet posting, reports may be sent back for additional development by the unit.

B. Unit responses to the Program Review Steering Committee recommendations received before July 31st will be posted with the Program Review Report.

C. Leadership Team members will work with program supervisors to incorporate Program Review findings into planning and activity changes during the next five years.















[bookmark: _Hlk75173063]Please make sure to go back and complete your Executive Summary at the start of the Review.

Primary self-study questions were adopted from “Structuring the Six Self Study Questions”, Michigan State University, 2008.                                                                          30
image1.png
Cop,  interpretation

o
Pz N
eace innovation

A
o
communication ¢

&g\d creativity writing

W
N civic
numerical data
ving 7 analysis
observing g y:

conclusions sy

c\)\v\(’\ analysis
‘

R %,
knowledge  SClg,

evaluation o s
" reasoning

personal responsibility

<o,
ey,
°n,
s

communities

REAL ESTATE MANAGEMENT MARKETABLE SKILLS

« Prepare real estate documentation based on the transaction type and the terms negotiated
between the seller / landlord and buyer / tenant.

« Represent clients' interests in accordance with the Real Estate License Act, real estate
regulations, and other Federal and State laws.

« Demonstrate competency in real estate fundamentals so as to provide superior service to
clients.

« Explain the process of transferring title to real estate from one party to another.

« Describe the four immutable governmental interests in real estate.

« Compare and contrast real property and personal property.

« Describe various financing programs available to purchasers of real estate.

« Communicate effectively and professionally with clients, customers, peers, managers, and
other stakeholders

« Engage effectively, professionally and respectfully with various real estate stakeholders from
many disciplines and perspectives.

Click here for program and award information.
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Sep 10 10:59pm Last reply Sep 11 10:45am

The course is looks like more difficult than | thought.

Sep 10 6:21pm Last reply Sep 11 10:41am
Reading legalese is difficult for those unfamiliar with the language, but | muddled through.
Sep 10 12:52am Lasteply Sep 10 £559m

There is much more than meets the eye when it comes to real estate. This particular unit was quite a lot of information,
Sep 8 10:26am Last reply Sep 8 4:25pm

This indeed was a tough unit. Like some others in the class, is my first time reading this kind of material.
Sep 5 223pm Last reply Sep & 10:43am.

At first | did't think the course was going to be too bad, then we hit Unit 2 and Im second guessing things but not giving up.
Nov 20 6:52pm Last reply Nov 22 2:45pm

This course was harder than | expected, but | have learned so much in the matter of 1 month.

Nov 12 10:36pm Last reply Nov 15 11:13am

So far the course has been a bit harder than I had initially thought it would be.

Sep 11 11:540m LstrepySep 12 1:54am

The truth is, | came in thinking it would be a reasonably simple class. | was warned there would be a fot o reading, but | didn'tfind that a problem,
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