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PROGRAM NAME:  Real Estate       			Program review contact:  William J. Kukla
phone:  469-365-1801   	                                                			Email:   wkukla@collin.edu

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
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 4 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.

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)
4. 
FOR MORE INFORMATION:  Documentation 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, 972.985.3714).

Section I.  Are We Doing the Right Things?

1.  WHAT DOES YOUR WORKFORCE PROGRAM DO?
A.  What is the program and its context? 

The Real Estate Program at Collin College has been in place over 28 years. It is a workforce program that offers both credit and continuing education (overlaid) courses for pre-licensure and post licensure in the real estate field as mandated by the Texas Real Estate Commission (TREC).  The Texas Real Estate License Act (TRELA) requires that the license examination “be of scope sufficient in the judgment of the Commission to determine that a person is competent to act as real estate broker or sales agent in a manner to protect the citizens of the state of Texas”.  Our mission statement reads as follows:  The Real Estate department will teach the core real estate courses to provide a fundamental body of knowledge about real estate, its ownership and sale, to prepare students for the sales agent and broker licensure exams and to prepare the student to gain employment and work effectively in the real estate business.

The Collin College Real Estate Program is subject to state regulatory higher education standards (THECB) as well as the state mandated (TREC) licensing requirements for sales agents and brokers.  The program has been consistently rated “exemplary” by the Texas Higher Education Coordinating Board (THECB) in past submissions over a 10 year period.  As will be shown, there is excellent flexibility in course offerings on an “express” format and in a variety of times: day, night and weekend classes. Two of the pre-licensure courses are also offered as Canvas based distant learning courses (See Attachment #6).   Based on survey data collected when they start their first class, > 90% of students taking real estate courses at Collin College already have a college degree. The Real Estate profession will be a 2nd career or a totally new career that they intend to pursue full time now or in the future. The Real Estate Department’s Mission and Goals reflect the college mission and core values as shown below.


B.  Executive summary:  briefly summarize the topics that are addressed in this self-study, including areas of strengths and areas of concern.  
The Real Estate program at Collin College fulfills a community need, is recognized on a statewide basis for its exceptional quality and is economically viable to the college. 
1. Community Need: 
Collin College is currently the only academic institution in Collin County that offers real estate courses approved by the Texas Real Estate Commission (TREC) and in addition offers both a certificate program and an associate of applied science degree.  The alternative in this area are two (2) private schools such as Champions and RETT or a myriad of over 40 strictly online providers. These schools can only offer TREC approved continuing/concurrent education (CE) courses toward state licensure requirements. Champions which show a first time state licensure pass rate as measured by TREC of 56% offers an accelerated program based on 10 hour instructional days. Many students, especially ESL students, have particular difficulty learning on the 10 hour and/or online format and need the detail and semester pace for the courses required for licensure.  They have no place else to go other than Collin College. From an economic consideration, Collin College is the lowest and most cost effective provider of real estate education in Collin County. In addition, students attending Collin College can and do apply for various forms of financial aid.

2. Exceptional program: 
The Collin College Real Estate program has been directly submitted in multiple years to THECB for review and was rated “Exemplary” by the THECB in each submittal year. Currently THECB has discontinued the “Exemplary” rating.   
The Texas Real Estate Commission (TREC) used to post the first time pass rates for all private schools and colleges, but discontinued posting the college ratings in 2016.  Collin College has consistently rated above 75% first time pass rate.  The last rating of >75% placed Collin College  in number one (1) position of all  colleges/universities offering a real estate program in the state of Texas based on student count taking the state exam.   The current statewide pass rate is 56%.  A current member of our associate faculty was appointed by TREC and is currently serving on the Broker/Lawyer Committee. This committee reports into TREC and is charged with creating new and modifying all exiting real estate contract forms and addenda mandated for use by all state licensees. Each of our full time faculty is a TREC certified instructor and maintains the highest credentials for teaching as recognized by TREC and the Texas Real Estate Teachers Association (TRETA). Members of the Collin College faculty have authored text books in real estate and are sort after by educational publishers for consultation and review of new education offerings.
House Bill 1583, 84th Texas Legislature, requires  all public community colleges in the state  to establish 5 “block Schedule programs” from the fields of career and technology, allied health or nursing by the Fall of 2016 to allow students  to enroll in a block of courses instead of single courses at a time. The Collin College Real Estate Program is one of our 5 block schedule programs.
Local real estate brokerage managers and executives recognize the quality of the education our students receive and direct many of their potential sales agents to Collin College for their pre-licensure education.  The attitude of the Collin College Real Estate Advisory Committee which has been in place over 25 years recognizes and continues to support the importance of the Real Estate Program at Collin College. In the most recent meeting of the committee on December 6, 2017 and based on recent follow-up one-on-one discussions with committee members, the following recommendations were affirmed:
· Unanimous support for the continuation of the program. Maintain and expand the academic side of the program. There are currently over 40 providers of continuing and pre-licensure education in real estate throughout the state. A CE only based offering would be cost prohibitive and not unique.   
· Change the name of the degree program from “Real Estate” to Real Estate Management” 
· Modify the electives in the degree program to include more courses in business management, Sales/Marketing, new business startup, planning, budgeting and entrepreneurship.
· Consider developing additional certificate/degree programs to include Brokerage, Mortgage Banking and Title Services.
· Develop and offer a state real state exam prep course to be offered at the end of each semester.  

3. Economically viable program: 
The current Collin College Real Estate program combines both credit and continuing education students.  Based on fall 2017 actuals and current spring 2018 enrollment numbers, the overall stats show the credit side to represent about 69% of the total.  The combined seat allocation based on sections offered for both credit and continuing education combined is running ~19 per class per section.  Maintaining a seat count of over 15 for credit only would require the elimination of some sections in the course offerings.
Students who complete all required pre - licensure courses at Collin College successfully pass the state exam on the first pass >75%(posted data) to over 90% (anecdotal data) and gain employment with a real estate brokerage within 1 week or less.  There are a number of current real estate executives in Collin County responsible for over 3000 sales agents who took their course work for licensure here at Collin College. Such individuals populate our Real Estate Advisory Committee.
Current options under consideration for the Real Estate program include:
1.  Offer the Real Estate program, which includes the certificate for licensure and the A.A.S. Real Estate Management, on the credit side only.  This would save on substantial costs for document submissions and qualified labor by submitting the "short" form to TREC every four years.   CE could continue to offer post licensure courses for licensees which are needed/required for CE units.  
2. Keep things the way they are now.  This would include the mandatory paperwork for TREC which is completed by the full-time credit faculty.  We are coming up with an estimate of the time it takes to fill out the required documents for the eight Real Estate courses.   CE would most likely continue to pick up the tab for the cost of TREC paperwork.    Full-time faculty should be compensated for submitting the extensive TREC paperwork in addition as it is only needed because we offer courses through CE. 
3. Offer the Real Estate program only through CE - this would eliminate the certificate program as well as the A.A.S. Real Estate Degree option completely.  CE would have to schedule, staff, and submit all required documents to TREC directly.  This would eliminate the workforce credit program at Collin College and the faculty positions that support the program. 
The above options and alternatives are being explored currently and will lead to recommendations and conclusions as to future program emphasis and direction around mid-year 2018. The Cycle I/Cycle II CIP action items include the above activity.
There is currently no Communication Strategy of compelling significance in the Real Estate Program.  There is a basic website; courses are listed in Banner and in the CE catalog that is distributed through the county. This is an important issue for us, represents a considerable opportunity for improvement, and will be a significant aspect of our CIP. 



2. WHY DO WE DO THE THINGS WE DO:  PROGRAM RELATIONSHIP TO THE COLLEGE MISSION, CORE VALUES & STRATEGIC PLAN.
 The Collin College Mission Statement states:  “Collin College is a student and community-centered institution committed to developing skills, strengthening character and challenging the intellect”.    

Collin College core values include a passion for:  Learning, Academic Excellence Dignity, Respect and Integrity.  

The Real Estate Program as evidenced by its stated program goals is directly aligned with these values and is consistent with the overall College Mission Statement.


REAL ESTATE PROGRAM GOALS: 

Real Estate course work is designed to give the student a sufficient body of knowledge to prepare the student for the state licensure test. (Learning, Academic Excellence)

In addition it does the following: 

- Prepares students to develop a real estate business and market themselves to buyers and sellers. (Creativity, Innovation and Character)
- Prepares students to handle real estate transactions with professional competency and confidence. (Learning)
- Prepares the student to communicate the necessary information to a buyer or seller for successful real estate transactions. (Creativity and Innovation)
- Gives the student an ethical standard. (Integrity, Dignity & Respect, Service & Involvement)
- Prepares the student to manage a real estate brokerage. (Learning, Creativity and Innovation) 



Relationship to the college strategic plan. 

The Real Estate Program directly provides a significant workforce opportunity with strong financial incentives for students in the Collin County community. The program has had a continuous improvement plan focused on enhancing its already state- wide high first time pass rate on the licensure exam. The Collin College stats for first time pass rate runs approximately 50% higher than the state-wide average of 56%. See current pass rates in Attachment #1. (TREC.state.tx.us/education/examination/exam_pass_rate.ASP). 

On an anecdotal basis, 60 completers of our program in 2016/2017 are being tracked.  These recent graduates from our program completed the State licensing exam and have shown a first time pass rates of 100%! In addition, employment opportunities were quite robust with multiple options to choose from. 

The program has an active and diverse advisory board (see Advisory Committee Information in Attachment#10).  Members are representative of various phases of the real estate business, willingly participate in some of the class activities and make themselves available to help students find an appropriate position when they finish the program and pass the state exam. All of the full time and associate faculty members are members of the real estate community and work in different capacities. William Kukla, the discipline lead for the department, serves on various committees at the state level, is a TREC certified instructor and has been active in the business for 20 years. He was Collin County Rookie of the Year during his first year in the business.   

3.  Why we do the things we do: Program relationship to student demand
       Make a case with evidence to show that students want to complete the program.
Students who are pursuing real estate licensure and attend Collin College have a distinct advantage in that each of the core courses for licensure taught at Collin are approved by TREC for 45 hours.  Other institutions and approved providers are only allowed 30 hours per course.  The math works as follows:

TREC Total Education Hours to meet full licensure: 270 Hours
Collin College:  6X45 = 270 Hours (no additional core hours needed)
Other providers: 6X30 = 180 Hours (90 additional hours during 1st two years) 
This represents a financial benefit as well as a time savings to students desiring to complete their required course work for licensure. 

Enrollment
2017 - 1448 seats
2016 – 1416 seats
2015 - 1385 seats
2014 - 1347 seats
These numbers reflect a steady enrollment of students in the Real Estate Program over the past four years with a 7.5% overall increase from 2014-2017. Based on our tactical plus strategic initiatives planned along with our continuous improvement activity to be discussed further in this program review, these enrollment numbers are expected to be sustained and grow year over year.
 The unknown is the impact to enrollment if the Continuing Education (CE) registration is cancelled. CE enrollment represents about 1/3rd of our overall enrollment for the Real Estate Program. The cost in financial terms as well as in faculty effort  to maintain a viable program that meets the requirements mandated by the Texas Real Estate Commission (TREC) in this regard is being currently discussed within the college and will be resolved over the next 6 months.  The cost and human power to sustain a credit only program is less costly and less complex.  The timing is critical as the entire Real Estate Program is scheduled for re-certification in 2019.
There were a total of 620 Level 1 Certificates certified in 2017 issued by Collin College.  Real Estate represented 10.5% of the total. We consider that statistic significant for our program here at Collin College.
Completer activity
(See Attachment #2)
Measure 2b.  Certified Awards by CIP Code –Level 1 Certificates
CIP Code      CIP Code Title               2013   2014   2015   2016   2017
521501          Real Estate                     28        32       27        23       66*
*We found that students were not aware that they had to apply for the Certificate and so a Survey (See Attachment 3) was developed and implemented in all RELE 1300 classes stating in the fall of 2017.  We are going back to 2016 and earlier to try and capture more completers.

4. WHY WE DO THE THINGS WE DO: PROGRAM RELATIONSHIP TO MARKET DEMAND
Make a case with evidence to show that the employers need and hire the program’s graduates. 
 
Looking at employment opportunities in Collin County and nearby Dallas, there are more openings for sales agents then we graduate from our program on an annual basis.  This demand for new license sales agents far exceeds our annual graduate population of real estate students.

Real estate sales agents are predominantly self - employed /independent contractors and not on a salaried basis. Data posted on the internet by Indeed.com and updated as of early January, 2018 (See Attachment #4) list over 800 job openings within a 40 mile radius of the college.  Based on the data collected in their surveys, the average salary for real estate sales agents  in the Dallas-Fort Worth area is $77,372, which is 15% above the national average  The average salary for a Real Estate Manager position  is $87,222 which again is 15% above the national average. The need for new real estate sales agents in the DFW area is quite compelling.

 Major real estate companies in Collin County such as Keller Williams, Ebby, Re/Max, Coldwell Banker, etc. a great many of them serves on our advisory committee (See attachment 10) have regular job fairs soliciting new agents. All brokerages both large and small are in hiring mode.  Based on feedback from our students and tracking of the data published by the Real Estate Research Center at Texas A&M and the Collin County Association of Realtors,  the real estate business in North Texas and Collin County in particular has been growing at a record pace year over year since 2012. For 2017, the overall year over year increase slowed some to ~4% after gaining over >5.0% per year for the three prior years running.

There are currently over 7000 members and affiliates of the Collin County Association of Realtors, which is now the 5th largest association in the state of Texas.  The demand for new agents is also impacted by a conservative dropout rate of > 75 %( NAR Statistic) after 4 years since licensure and the “graying “of the agent population. Based on direct feedback from employers, Advisory Council members and recent graduates, the % of graduates of our program securing immediate employment in the field is 100%.  Every student completing our program and becoming licensed can expect to receiver multiple offers on the spot and be employed with a broker within days of application.

 Employers want our completers as they know and appreciate the overall quality of our program and   the real estate business acumen that we develop in our students.  Collin is the only college in Collin County offering a real estate program.  Our reputation within the local brokerage community is outstanding. They know we are the real deal and they willingly offer to accept our invitation to be a member of our Advisory Council.  A list of sponsoring Brokers for some 50 of our recent graduates from the Summer/Fall term of 2017 is shown below (See Attachment #5).

     
Section II.  Are We Doing Things Right?

5. HOW EFFECTIVE IS OUR CURRICULUM, AND HOW DO WE KNOW?
 
RECENT EMAIL FROM A 2017 GRADUATE:

From: Blythe Donnellon <bdonnellon@kw.com>
Sent: Monday, January 22, 2018 5:59 PM
To: William J. Kukla
Subject: Thank you! 
 
Professor Kukla, 

I hope all is well with you and your family. I keep meaning to come back by and see you, I still have the mason jar glasses I made for you and your wife with Kukla real estate red crosses. After I finished my courses with you, my husband and I found out his grandfather had cancer so my husband stayed and took care of his grandfather in Alabama until he passed in October. Because of all the hurricanes last year TREC was a little slow to process my paper work but once they did I scheduled my exam and passed on my first attempt! 

I signed up under Keller Williams in McKinney in December and sold my first house on Jan 14th, and currently have 2 buyers I am representing. I am still looking forward to signing my first listing but I know with commitment and time it will come. And I have you to thank for preparing me so well!  

My Broker could not believe how much I already knew about contracts and ethics. During my first Ignite class she said, as new agents you don't know what paragraph 4 in the 1-4 family contract says, and I said its the License holder disclosure paragraph. Both her and my team leader looked at me stunned and said they had never actually had a agent answer them and I told her I had an amazing professor at Collin College!


Anyways, I know your time is valuable but I felt it was important for me to stop and thank you for the incredible edge you gave me over other new agents in this very competitive career. 

I'll be in touch,
Blythe Donnellon
Blythe Zirkelbach- Donnellon
D & D Real Estate Group

A. Make a case with evidence that there are no curricular barriers to completion.  Review data related to course enrollments, course retention rates, course success rates, and the frequency with which courses are scheduled to identify barriers to program completion.
    
Students attending the Real Estate Program at Collin College can complete the pre-licensure education requirements and obtain a certificate as a completer 3 times during a calendar year. Each 15 week course sequence offered during the spring, fall and a shortened sequence during the summer session is organized to that end.  See Real Estate Department course schedules in (Attachment# 6). 


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

As stated earlier in this Program Review, the Collin College Real Estate Program has been submitted directly to THECB four times for review over a 10-year cycle ending in 2010 and each time received an “Exemplary” rating. THECB no longer reviews programs such as this one directly. If they did, we have every reason to believe that our rating experience of “Exemplary” would continue.  

Program competencies are derived from WECM, the Texas Real Estate License Act, and the Real Estate Advisory Committee. Evidence for a measure of the success our program competencies are verified by the TREC established state licensing exam each time a graduate of our program takes and passes the qualifying examination. 

Data on licensure pass rate is not available for our program currently. The only data available was the pass rate for those students passing the test on the first try. When last measured and posted by TREC in 2015, the Collin College first time pass rate was approaching 80 %, which then and now is one of the highest pass rates in the state per capita. The statewide first time pass rate in December, 2017 as posted on the TREC website for certified providers other than colleges or universities was an abysmal 56%. The TREC pass rates are attached in Attachment 1.
 
See link for current TREC pass rate data.
 (TREC.state.tx.us/education/examination/exam_pass_rate.ASP)

The Real Estate program courses are mandated by the Texas Real Estate License Act and are all contained in the WECM inventory. There are no course or program pre-requisites and all courses are appropriately sequenced within the three consecutive 5 week semesters. Students can complete the pre-licensure education requirements and obtain a certificate as a completer 3 times during a calendar year. Each 15 week course sequence offered during the spring, fall and a shortened sequence during the summer session is organized to that end.  See Real Estate Department course schedules in Attachment #6. 

A  Retention Rate Standard minimum of 78% has been set by THECB for students still enrolled after census date.  The Retention Rate data collected by IRO as of 10/13/2017 shows the six pre-licensure real estate courses at Collin College to be in the range of 94 -100% with an overall average at 97.4 %. See Attachment #7for the IRO published data for Real Estate.
C.   Make a case with evidence that the program curriculum is current.
The course content for all real estate courses is mandated by state law, namely, The Texas Real Estate License Act (TRELA) in conjunction with WECM competencies.  As a result, the courses are carefully structured so as to contain relevant and current mandated material. There are no pre-requisite courses for the six course mandated structure as of 2012. The information is reviewed annually and compared to the TRELA course descriptions. Syllabi are reviewed each semester at meeting of the full-time faculty following consultation with associate faculty. In as much as all Texas Colleges must offer the same core course content as required by TRELA, our real estate course offerings should match quite favorably with those of other institutions. Workforce courses are generally not transferable.  However, the following institutions accept a transfer of workforce courses: UNT, UT Arlington and
Texas Tech University.  On an informal basis, the Collin College Real Estate Department does benchmark with and exchange information with North Lake College (DCCCD), San Jacinto College and Austin Community college. All have real estate offerings that are approved by TREC.  Collin is unique in that we offer primarily face to face courses as compare to mostly on-line presentation format.   

The following workshop was held the end of July in 2014 and is described below:

THE 2014 REAL ESTATE PROGRAM OF STUDY WORKSHOP 
July 29-31, 2014   San Jacinto College, Pasadena, Texas
This workshop was the first step in developing state-wide Programs of Study derived from sequences of courses leading to a certificate or a degree. 
 The plan is for the Texas Higher Education Coordinating Board (THECB) to develop and set state wide curriculum, goals, and requirements for certain certificate programs, including real estate.  Currently, the certificate programs are locally developed and then approved by the THECB.  The local development will be replaced by state THECB development and result in state-wide standardization.
Our workshop was tasked with recommending (1) what certificates in real estate should be offered, (2) the length by credit hours of each, and (3) the goals/outcomes for each certificate.
Our committee was the first such committee, or beta committee, and was followed by other academic disciplines using the blueprint established by the real estate committee.  The committee was comprised of 4 instructional specialist members (real estate instructors) from Collin College, San Jacinto College, Austin Community College, and TCU.  There was an additional panel of 4 real estate brokers/business owners from the Houston and Corpus Christi areas.
The business owners met and discussed goals and expectations they have for certificate holders who start work.  The instructional specialist panel reviewed and altered the recommendations of the business panel as we felt appropriate, and added new outcomes. We also set the credit hour criteria for each of the two real estate certificates.
Our recommendations will be presented to the THECB.  Then, in 2015 there will be another panel tasked with reviewing the stated outcomes of each individual core real estate course and recommending to THECB any changes in each course.  It is hoped that the original instruction specialist panel will return for this task. Then THECB will decide what they require for the state wide real estate curriculum.  The earliest possible implementation will be September 2016.
OUR RECOMMENDATIONS:
1.  Adopt two certificate programs.
     A.  Real Estate Salesperson Certificate
     B.  Real Estate Salesperson Completion Certificate
2.  The Salesperson Certificate will require 16 credit hours.  
3.  The Salesperson Completion Certificate will require 18 credit hours.
4.  Each will have the following outcomes.
    
   REAL ESTATE SALESPERSON CERTIFICATE
          1). Explain titles to and conveyance of real estate, legal descriptions, deeds, encumbrances and liens, and distinctions between 	 	   personal and real property.
          2). Describe appraisal processes, financing and regulations, and components of the closing process
          3). Describe federal, state, and local laws relating to housing discrimination, housing credit discrimination, and community 		   reinvestment.
          4). Prepare applicable transaction forms.
          5). Describe agency representation.
          6). Demonstrate professionalism including appropriate workplace attire, communications (written and oral), interpersonal 		   relationships, time management, initiative, and problem-solving skills
          7). Use workplace technology

  REAL ESTATE SALESPERSON COMPLETION CERTIFICATE
           1). Explain title to and conveyance of real estate, legal descriptions, deeds, encumbrances and liens, and distinctions between 		    real and personal property.
            2). Describe appraisal processes, financing and regulations, and components of the closing process.
            3). Describe federal, state, and local laws relating to housing discrimination, housing credit discrimination, and community 		     reinvestment.
             4). Prepare applicable transaction forms.
             5). Describe agency representation.
             6). Demonstrate professionalism including appropriate workplace attire, communications (written and oral), interpersonal 		      relationships, time management, initiative, and problem solving skills.
              7). Use workplace technology.
              8). Demonstrate competence in additional selected core real estate content areas.

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?   8
2.  How many employers attended the last two meetings?   6-(12/2017), 4-(5/2017), 6-(11/2016)
3.  How has the advisory committee impacted the program over the last four years (including latest trends, directions, and insights into latest technologies)? 

There has been no specific direction regarding the Program deployment of technology by the Advisory Council other than the use of social media and website enhancements to better communicate our program. Latest trends and insights are frequently mentioned however in our council meetings.

4.  Briefly summarize the curriculum recommendations made by the advisory committee over the last four years. 

The minutes from Advisory Committee meetings for the most recent four years are found in Attachment #10.  Amongst the Advisory Committee members are executives from the four major Real Este Brokerages in Collin County. These members collectively hold the licenses for over 3000 real estate sales agents.

· Unanimous support for the continuation of the program. Maintain and expand the academic side of the program. There are currently over 40 providers of continuing and pre-licensure education in real estate throughout the state. A CE only based offering would be cost prohibitive and not unique.   
· Change the name of the degree program from “Real Estate” to Real Estate Management” 
· Modify the electives in the degree program to include more courses in business management, Sales/Marketing, new business startup, planning, budgeting and entrepreneurship.
· Consider developing additional certificate/degree programs to include Brokerage, Mortgage Banking and Title Services.
· Develop and offer a state real state exam prep course to be offered at the end of each semester. 
· Utilize Dearborn Publishing as the textbook provider for the six pre-licensure courses. 
· Eliminate the Broker Certificate and replace with a 6 course certificate tied to the pre-licensure TREC requirements.
· Grow the Real Estate program to service both North and East Collin County.
· Enhance our current implementation of Professionalism by embedding it throughout all courses rather than as a discreet lecture in any one course.
· Explore the use of social media to expand our reach into the community with our program. 
E.  For any 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.
	In a review of the required courses for real estate pre –licensure courses and electives offered at Collin currently, there is no pattern of low enrollment below 15 students.  What does vary and is not consistently predictable is how many sections of a course are offered in any one 5 week sequence. We begin tracking registration 4 weeks out and make necessary decisions to cancel and combine sections with low numbers. (See Attachment#8)

F.  Make the case with evidence that the required courses in the program are offered in an appropriate sequence and at appropriate intervals to enable students to complete “on time” for pre-licensure students and those students enrolled full-time and following the degree plan.  (See Attachment #6)

	As shown in the course scheduling, students have the opportunity to complete all 6 required courses 3 times during a calendar year in 15 week semesters. Many of our students do just that or complete in 20 weeks.

G.  Make a case with evidence that the program is well managed.  

Refer to the retention/success charts and analyze the last class day enrollment compared to the Census day enrollment for the courses in your program. Drop out is tied to students on financial aid and not considering real estate as a career.
1. What patterns or trends do you notice in the course completion data?  What suggestions do you have for increasing any low completion rates?

The pattern is one of continued high course completion rate.  Course completion for the last 4years is above 97 % which is >7% above the state average.  It will be hard to improve on this figure since some drop out is inevitable for people moving, job impacts, etc.  
2. The instructors in the program make a concerted retention effort and call students who have missed classes and ask all students to confer with them or the department chair prior to withdrawing from a course.
Our high retention rate lends evidence to the quality of instruction and instructor engagement.

3. How do the success rates compare across courses?
In courses other than Principles I and Principles II there is a high correlation between course completion and success rate.  The success rate of the completers is very high. 
4. What explanations are there for the patterns of success in each course?

The lowest success rate is found in the Principles I entry course. This course serves as a filter to determine the student’s interest in real estate and ability to perform in these courses.  The real estate program is exempt from the entry reading assessments which impact many of the English ESL students.  Some of the ESL students have excellent skills and some have very poor reading skills. We do not want to exclude the poor readers because most of the English ESL students are extremely motivated and will actually look up and translate each individual word in the text and do well in the class. However, those with poor reading skills who are not motivated will suffer.  Not only are they dealing with new English words but they must also learn the language of real estate at the same time.  Many of the real estate terms do not have equals in some foreign languages.  The second course is Principles II which has a significantly higher success rate showing a higher level of commitment.  The Contracts course jumps to an average of 85.5% and the Contracts course has an average success rate of 88.5%.  
Additionally, Principles I and II are also taught online and have a lower completion rate which of course impacts the success rate.  Many students taking the online course are not interested in real estate and are simply looking for what they think is an easy online course.  

5. For the courses in your program, what actions will your program take to meet the state course completion standard or to improve course success without compromising academic integrity and rigor?

The completion rate is very high.  The course that has the lowest success rate is Principles I. As previously stated, Principles I serves as a filter.  Many students simply find that they are not interested in real estate and do not want to continue.  There is no formal tutoring available for the real estate courses.  We encourage students to work together and help each other and we are trying to find ways for the more advanced students, especially in Finance, to work with and tutor the students who need the extra help.  We have also asked the Finance teacher to be sensitive to these struggling students and offer extra help. 
6. What potential issues or concerns do the data suggest for your program, and how might these issues be addressed?

All courses have student learning outcomes that reflect the state mandated materials that will appear on the state exam.  These competencies are tested in the classroom and again on the state exam.  The Collin first time pass rate is well above the state average and is one of the highest in the state.

7. HOW EFFECTIVELY DO WE COMMUNICATE, AND HOW DO WE KNOW?


A.  Provide website URLs (for both the program website and the catalog information posted by the Curriculum Office):   If no program website is available, describe plans for creation of website.

B.	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.  
C.  Describe the process used to keep all program literature (course descriptions, degree plans, catalog entries, etc.) and electronic sites updated and aligned with College literature and sites.

D.  In the Program Literature Review Table, below, 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.

There is currently no communication strategy of significant merit in the Real Estate Program.  This issue represents a considerable opportunity for improvement and will be discussed in the CIP for the next 5 year cycle. 
Program Literature Review Table
	Title
	Type (i.e. URLs, brochures, handouts, etc.)
	Date of Last Review/Update
	
	Responsible Party

	http://www.collin.edu/department/realestate/

https://www.collin.edu/ce/courses/re-mtg.html

	URL
	
	X Current
X Accurate
 Relevant
 Available
	Discipline Lead/ Associate Dean

	Not available
	
	
	 Current
 Accurate
 Relevant
 Available
	Discipline Lead


7. How well are we leveraging partnership resources and building relationships, and how do we know?

          A.    Make a case that the program enlists business, industry, government, college, university, community, and/or
                  Consultant partnerships to advance the program outcomes.

	The Real Estate Program on a routine basis invites subject-knowledge guest speakers to address classes on various real estate topics.  Along these same lines, former students of our program who have obtained their license and are sales agents or brokers in the real estate business are invited back to address a class and describe their experiences as new agents in the business.  All these invited guests are welcomed by the students and the students very much enjoy hearing from them.  
	Advisory Committee: Real Estate advisory committee is served by a broad representation of high ranking professionals in the business. They are actively engaged and cares deeply about the program. Their partnership efforts includes informing our curriculum and thereby enhancing it.


	B.  Complete the Partnership Resources Table, below.
Partnership Resources Table
	Partner
	Description (See Points to Consider)
	Briefly Describe Partnership Value to Program

	Meg Titus
Meg Titus Realty
	Speaker in Law of Contracts
	Does lecture on Farm & Ranch transactions

	Kelli Mulligan    
Chicago Title Company
	Speaker in various classes
	Does lecture on Title Insurance

	Laurence Henry
Legacy Texas Title
	Speaker in various classes
	Does lecture on Title Insurance

	Sammy Bickham       
Bickham Consulting
	Speaker in Investment class
	Does the lecture on green movement in real estate  and home inspections

	Rob Barney                   
DHLC Investments, Inc.
	Speaker in Investment class
	Does the lecture on hard money loans for investors 

	Tim Lansford             
Luxury Homes of Texas
	Speaker in Investment class
	Does the lecture on rehabbing a house 

	Kathy Stefanu – Keller Williams
	Speaker in Promulgated Forms class
	 Former student with 3 years’ experience in the real estate business

	Brad Boswell – Supreme Lending
	Speaker in Law of Contracts
	Lecture on residential mortgage lending/former associate faculty

	Mary Anthony Murphy- American Home Shield
	Speaker in various classes
	Lecture on residential home warranty contracts

	Bud Rozell – Good Home Inspection
	Speaker in Law of Contracts
	Lecture on home inspections

	Bank of America Mortgage 
	Co-op employer 
	

	Equity Investment Services 
	Co-op employer
	

	Coldwell Banker Realty 
	Co-op employer 
	

	JP Morgan Chase Mortgage 
	Co-op employer 
	

	William Davis Realty 
	Co-op employer 
	

	Keller Williams Realty 
	Co-op employer 
	

	BH Management 
	Co-op employer 
	

	Prime Lending Mortgage 
	Co-op employer 
	

	BKR Commercial
	Co-op employer
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8. ARE WE HIRING QUALIFIED FACULTY AND ADJUNCTS, AND SUPPORTING THEM WELL WITH PROFESSIONAL DEVELOPMENT?
Make a case with evidence that faculty are qualified, keep current, and advance the program and the College.  List program employees (full-time and part-time), their roles, credentials, and known professional development activity in the last four years.

	          Employee Name
	          Role in Program
	                  Teaching 
	        Professional Credentials 

	William(Bill) Kukla 4/9/2001
	Full Time Faculty
 Discipline Lead
	RELE 1301 Principles I,RELE 1338 Principles II, RELE 1311 Law of Contracts,  RELE 2301 Law of Agency,  RELE 1300 Promulgated Forms, RELE     Real Estate Math      
	St. Anselm - BA Chemistry          
Holy Cross - MS Chemistry- Collin - Broker Certificate Texas- Broker License: 459974     Sales Associate Keller Williams 1998 - 2009        Independ. Broker 2009 – Present
ABR, CRS, GRI, SRES certified-
Broker/Owner of BILL Kukla Realty, BKR Commercial, &  Referral Partners LLC – TREC certified instructor, certified mediator, certified ombudsman and professional standards committee(Texas Association of Realtors) 

	Richard Helgeson 8/24/92 
	Full time Faculty

	RELE 1301 Principles I.RELE 1338 Principles II, RELE 1311 Law of Contracts 
	UT Arlington - BBA Marketing Texas Broker License: 156287 In real estate sales & property management since 1970, Keller Williams Realty, CCIM designee. 

	Cliff Freeman 2/1/06 
	Associate Faculty
	RELE 1319 Finance 
	UTD - BBA Bus. Adm. Rice - MBA Texas Broker License: 387483 TDSML Loan Officer No 56628 In real estate lending and sales since 2003 with CTX Mortgage Co, Keller Williams Realty.

	James McLeod 10/2/06 
	Associate Faculty 
	RELE 1311 Law of Contracts 
RELE 1300 Promulgated Forms    
	U. So. Miss - BS Comp Sci. 
UTA - MBA Finance & Marketing Texas Sales License: 493166 Keller Williams Sales 2002 - present 

	Kelly Rush 10/05/01 
	Associate Faculty
	RELE 2301 Law of Agency  RELE 1307 Investments  
	TWU - BBA Bus. Adm. Amberton - MBA Strategic Leadership Texas Sales License: 334455 Ebby Halliday sales associate 2001 - present 

	Melissa Condensa
	Associate Faculty
	RELE 1319 Real Estate Finance
	University of Texas at Austin -  BA, Economics, Guild Mortgage –Licensed loan officer and branch manager

	Roy Roberts 2/18/91 
	Associate Faculty
	RELE 1301 Principles I, RELE 1338 Principles II, RELE 1319 Finance   
	SMU - BBA Bus. Adm. 
Texas Broker License: 137563 Roberts Real Estate since 1968 Realty Executives Manager 1992 - 2000 

	Sammy Bickham 1/02/2018
	Associate Faculty
	RELE 1301 Principles I
	BBA – Southern Methodist University with emphasis on business and real estate. TREC Licensed Home Inspector and TREC certified Instructor.

	Steve Lay 1/18/05 
	Associate Faculty
	RELE 1315 Property Mgn. RELE 1301 Principles I, RELE 1338Principles II (3)RELE 1311 Law of Contracts (3) RELE 1300  Law of Agency
	Hardeman - BS Accounting UTD - MBA Bus. Adm. Texas Broker License: 388649 Shopping Center Manager for 20 years 


	Terri Macaluso 8/24/09 
	Associate Faculty 
	RELE 2301 Law of Agency (3) RELE 1300 Contract Forms & Addenda (3) 
	Purdue - BS Nursing Indiana - MS Nursing ,Texas Broker License: 411926, Real Estate Sales since 1990, Manager of Coldwell Banker office in Frisco, TREC Broker/Lawyer Committee member

	
	
	
	


Employee Resources Table

The associate faculty is a diverse group of experienced professionals with extensive teaching experience at the college level.  The average teaching tenure at Collin College is > 9 years. All full time and associate faculty who hold a TREC Sales Agent/ Broker License complete 18 hours minimum every two years of mandatory/elective continuing education.  Associate Faculty who specialize in Finance, Home Inspection and other professional disciplines complete   mandatory continuing education of 15-30 hours or more every two years in their respective fields.  
Terri Macaluso is currently serving on the TREC Broker/Lawyer Committee which allows our program access to the latest thinking and direction of the Texas Real Estate Commission. Bill Kukla authored “Mastering Real Estate Math, 8th Edition” for Dearborn Publishing.  Richard Helgeson was contributing author to “Texas Real Estate Principles 1 &2”. In addition, our full time and associate faculty members are sort after by textbook publishers to author, critique and review real estate textbooks for licensure/elective courses.
Associate Faculty is extended the opportunity to participate in seminars and professional development opportunities here at the college throughout the academic year. An annual department meeting is held with Associate Faculty prior to the start of the fall semester.  Review and update of textbook recommendations, syllabi changes and mandated changes from TREC are a constant activity throughout the academic year. 
 9. DO WE SUPPORT THE PROGRAM WELL WITH FACILITIES, EQUIPMENT, AND THEIR MAINTENANCE AND REPLACEMENT, AND HOW DO WE KNOW?
Make a case with evidence that current deficiencies or potential deficiencies related to program facilities, equipment, maintenance, replacement, plans, or budgets pose important barriers to program or student success.  As part of your response, complete the resources tables, below, to support your narrative.











Classroom Utilization Table
	Classroom/Lab  Location
	Description 
(i.e. Special Characteristics)
	Meets Needs (Y or N)
Current          For Next 5 Years
	Analysis of Classroom Utilization

	
	299928 2
	YES
	
	

	PRC Rooms H208 & H209 are the   dedicated classrooms for the Real Estate Program                     
	28 students per classroom
	  YES
	  ?*
	See <Attachment 7 > for class size data. The average class size over 3 years from 2014-2016 was 18.7






*Depending on the overall growth of the Real Estate Management Program with the addition of more elective course offerings and content as is being currently discussed , a third classroom availability may be required.

Equipment/Technology Table

	Classroom/Lab  Location
	Description 
(i.e. Special Characteristics)
	Meets Needs (Y or N)
Current          For Next 5 Years
	Analysis of Classroom Utilization
	
	Significant Pieces of Equipment
	Description 
(i.e. Special Characteristics)
	Meets Needs (Y or N):
Current          For Next 5 Years
	Analysis of Equipment Utilization

	All classrooms have podium  facilities
	N/A 
	        YES              YES
	Subject to changes required by emerging technology
	
	
	
	
	








Office Space Table 
	Office Location
	Description
	Meets Needs (Y or N):
Current          For Next 5 Years
	Analysis of Office Utilization

	PRC –H119,  Faculty Suite with 3 fulltime faculty offices and 2 desks for associate faculty
	      Office Partitions
    Small conference table
     File cabinets, book
Shelves, shredding container, recycle/trash              
	YES
	YES
	2 fulltime Real Estate faculty occupying 2 offices and 3rd office currently be used by another department

	All fulltime faculty have desktop computers and network printers
	                 YES 
	YES 
	YES
	This is subject to requests for computer and peripheral  updates as needed



Current office suite is on first floor and is very accessible to students. The suite is sized and equipped with office furniture to meet current and projected future needs.  






Financial Resources Table
	Source of Funds 
(i.e. college budget, grant, etc.)
	Meets Needs (Y or N):
Current          For Next 5 Years
	For any no in columns 2 or 3, explain why
	For any no in columns 2 or 3, identify expected source of additional funds

	College Budget
	   YES                NO*
	See below
	See below


 
Section III.  Continuous Improvement Plan (CIP)
10. GIVEN OUR PRESENT STATUS, HOW DO WE INTEND TO CHANGE IN WAYS THAT HELP US ADVANCE?  
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, and improve student success.  

Strengths of the program have been discussed throughout this document. We have a wealth of extremely experienced faculty team. We continue to have outcomes that places us at the top in the state of Texas. Enrollment trends have been extremely positive. Job placement also have been very positive.
Weaknesses: Going forward, we must maintain the same quality and rigor, which means replacing faculty who may be retiring with equally excellent faculty. Continuing to overlay CE students places an inordinate burden for the credit faculty and discipline lead. If we continue the overlaying of CE students, support personnel must be hired to address issues that are specific to CE students. Another weakness is the lack of a comprehensive marketing and communication plan. 
Copy of the previous Program Review:
Date:  Feb. 1, 2015               	Name of Administrative or Educational Support Unit:   Real Estate Department

Contact name:  Mary Milford  	                 Contact email: mmilford@collin.edu      Contact phone:  469 365 1801      Office Location:   PRC   H119

Mission:
	The Real Estate department will teach the core real estate courses to provide a fundamental body of knowledge about real estate, its ownership and sale, to prepare 	the student for the state salesperson and broker licensure exams, and to prepare the student to work ethically and effectively in the real estate business. 



PART I: Might not change from year to year

	A. Outcomes(s)
Results expected in this department/program
	B. Measure(s)
The instrument or process used to measure results
	C. Target(s)
The level of success expected

	1.  Work for sellers, as their representative or as an intermediary, to list, market, prepare appropriate disclosures and close the sale of their property. 
	Final Exam:  Agency, Principles I, Principles II, 
See attached Excel analysis of final exams 
Questions highlighted do not meet target
	70% pass rate which is reflective of the state licensing exam. 

	2.  Work with / for buyers, represented, unrepresented or as intermediary to locate a property that meets their needs and assist them with financing and closing the transaction. 
	Final Exam :  Agency, Principles I,  Principles II, 
See attached Excel analysis of final exams 
Questions highlighted do not meet target
	70% pass rate which is reflective of the state licensing exam.

	3.  Apply all aspects of the Texas Real Estate Licensing Act including licensing requirements, TREC, the Broker/Lawyer Committee, practicing law without a license and other disciplinary matters. 
	Final Exam :  Principles I,  Agency
See attached Excel analysis of final exams 
Questions highlighted do not meet target
	70% pass rate which is reflective of the state licensing exam.

	4.  Explain the salesperson’s relationship to his/her broker including commission structures, responsibilities of agency and advertising restrictions. 
	Final Exam: Agency
See attached Excel analysis of final exams  
Questions highlighted do not meet target
	70% pass rate which is reflective of the state licensing exam.

	5.  Explain the basic concepts of real property ownership, transfers, and leases including estates, tenancies, property descriptions, taxes, insurance, valuation, liens, real estate contracts and deeds.  
	Final Exam:  Principles I, Principles II.
Law of Contracts 
See attached Excel analysis of final exams 
Questions highlighted do not meet target 
	70% pass rate which is reflective of the state licensing exam.





PART II:  For academic year 2013  - 2014. 
From Part I

	A. Outcomes(s)


Results expected in this department/program
	D. Action Plan
Years 5 & 2
Year 5 - 2012 - 2013
Based on analysis of previous assessment, create an action plan and include it here in the row of the outcomes(s) it addresses.
	E. Implement Action Plan
Years 1 & 3
Year 1 - 2013 - 2014
Implement the action plan and collect data
	F. Data Results Summary
Years 2 & 4
Year 2014 - 2015
Summarize the data collected
	G. Findings
Years 2 & 4
Year 2014 - 2015
What does data say about outcome?

	1.  Work for sellers, as their representative or as an intermediary, to list, market, prepare appropriate disclosures and close the sale of their property. 
	Using the scenarios developed for the previous CIP include a discussion of the same situations in a large and in a small brokerage. 
	A scenario involving Intermediary practice was developed and used in all Agency classes and is reflected in questions 31 through 40 of the Agency Final Exam. 
Exercise is attached. 
	Questions 31 through 40 in the Law of Agency final dealing with Intermediary were analyzed.  
See attached. 
	The students showed improvement with the use of Intermediary practice except they do not understand its use in a small firm or by a single broker.  This will be targeted for the new CIP

	2.  Work with / for buyers, represented, unrepresented or as intermediary to locate a property that meets their needs and assist them with financing and closing the transaction. 
	Using the scenarios developed for the previous CIP include a discussion of the same situations in a large and in a small brokerage. 
	A scenario involving Intermediary practice was developed and used in all Agency classes and is reflected in questions 31 through 40 of the Agency Final Exam.
Exercise is attached  
	Questions 31 through 40 in the Law of Agency final dealing with Intermediary were analyzed.  
See attached.
	The students showed improvement with the use of Intermediary practice except they do not understand its use in a small firm or by a single broker.  This will be targeted for the new CIP

	3.  Apply all aspects of the Texas Real Estate Licensing Act including licensing requirements, TREC, the Broker/Lawyer Committee, practicing law without a license and other disciplinary matters.
	
	
	Data for all questions reflective of each outcome are contained in the attached Excel spreadsheets.  The majority of the questions are answered at a 70% level.  Questions not meeting this standard are identified in yellow and will become the basis for future CIPs. 
	Weakness is shown in the Texas Real Estate License Act and its applications. 

	4.  Explain the salesperson’s relationship to his/her broker including commission structures, responsibilities of agency and advertising restrictions. 
	
	
	Data for all questions reflective of each outcome are contained in the attached Excel spreadsheets.  The majority of the questions are answered at a 70% level.  Questions not meeting this standard are identified in yellow and will become the basis for future CIPs.
	This outcome shows the least problem area. 

	5.  Explain the basic concepts of real property ownership, transfers and leases including estates, tenancies, property descriptions, taxes, insurance, valuation, liens, real estate contracts and deeds.  
	
	
	Data for all questions reflective of each outcome are contained in the attached Excel spreadsheets.  The majority of the questions are answered at a 70% level.  Questions not meeting this standard are identified in yellow and will become the basis for future CIPs.
	This outcome has problems in the areas of estates and tenancies. 





AGENCY RELATIONSHIP FOR TYPICAL REAL ESTATE TRANSACTIONS 

On his first day at work as a new agent, Horatio Agent is visited by his old high school friend Bobby Buyer (he is now 21) who wants to buy his first house in the one to two million dollar range. Horatio shows him the following houses and he makes an offer on each one.  Each offer, except the last one, is rejected. 
Since it is Horatio’s first day at work he needs some help.  Please state all of the different possible agency relationships for each house/offer and state which one is the best to use.  What written documentation, if any, is required for each relationship? 
	1.  A house listed by Horatio Agent that very morning on his way to work. 
	2.  A house listed by Hortensia, another agent in the same real estate company where Horatio works. 
	3.  A house found in MLS listed by Ready Realty Co. 
	4.  A “For Sale By Owner” (FSBO) which Bobby noticed. 
	5.  A builder’s home.  The builder is a personal friend of Horatio’s and Horatio will earn a commission and a bonus of   $500 from the builder if Bobby buys this one. 
		Does Horatio need to disclose to Bobby that the builder is his friend? 
		Does Horatio need to disclose to the builder that Bobby is his friend? 
		Does Horatio need to disclose to Bobby the source of the commission or 	that he is receiving a bonus.
	6.  The last offer is for a house being held open by Zip, Zip Real Estate Co.  Bobby loved this one and his offer was accepted that very afternoon. 

	
	CIP --- PRINCIPLES I  FINAL EXAM ANALYSIS
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	SPRING 2014 
	FALL 2014 
	

	
	
	TOTAL   26
	 TOTAL  23
	

	QUESTION 
	OUTCOME
	Missed
	Missed
	

	1.  TRELA
	5
	14
	
	

	2.  Supply / demand 
	5
	2
	
	

	3.  Insurance 
	5
	5
	
	

	4.  Tax 
	5
	1
	
	

	5.  Encroachments 
	5
	
	
	

	6.  Right of Way Sales 
	5
	
	
	

	7. Liens
	5
	12
	7
	

	8.  Liens
	5
	14
	10
	

	9.  Liens
	5
	7
	3
	

	10.  Tax sales 
	5
	11
	4
	

	11. Liens
	5
	15
	14
	

	12. Liens
	5
	2
	7
	

	13.  Descriptions - rods
	5
	11
	11
	

	14. Datum 
	5
	11
	6
	

	15. Acre
	5
	3
	5
	

	16. Sections of land
	5
	3
	
	

	17.  Airspace 
	5
	3
	5
	

	18.  Survey 
	5
	8
	9
	

	19.  Trusts
	5
	5
	6
	

	20  Trusts 
	5
	
	1
	

	21.  Tennancy in common 
	5
	16
	4
	

	22.  Community Property
	5
	8
	4
	

	23.  Tenancy - severalty 
	5
	9
	5
	

	24. Tenancies 
	5
	7
	7
	

	25. Encumbrances
	5
	2
	
	

	26.  Texas homestead 
	5
	2
	
	

	27.  Licensure 
	5
	6
	6
	

	28.  Estates fee sunoke 
	5
	8
	4
	

	29.  riparian rights 
	5
	7
	5
	

	30.  Life Estate 
	3
	5
	8
	

	31.  TREC 
	3
	1
	2
	

	32.  Title Notice 
	3
	1
	1
	

	33. Real Estate Center 
	3
	5
	3
	

	34.  Licensure 
	3
	4
	1
	

	35.  Commissions 
	1, 2, 3
	7
	1
	

	36.  Civil Rights Act
	1,2
	1
	1
	

	37.  CRA
	1, 2
	5
	10
	

	38.  Fair Housing 
	1,2 
	8
	3
	

	39.  Fair Housing 
	1.2
	1
	1
	

	40.  ECOA
	1.2
	4
	7
	

	41. Insurance 
	5
	6
	6
	

	42.  Tax
	5
	1
	1
	

	43.  Town house 
	5
	
	1
	

	44. Tax Capital Gains 
	5
	7
	6
	

	45.  Tax 
	5
	2
	3
	

	46.  Valuation - Price 
	5
	5
	4
	

	47.  Area Preference 
	5
	15
	10
	

	48.  Valuation 
	5
	11
	9
	

	49. Valuation 
	5
	6
	1
	

	50.  Value 
	5
	6
	3
	

	51.  Mineral rights 
	5
	5
	
	

	52.  Fructus Naturales 
	5
	4
	10
	

	53.  Real Property 
	5
	8
	4
	

	54.  Improvements 
	5
	8
	1
	

	55.  Real Property 
	5
	1
	3
	

	56.  Realtor 
	5
	1
	4
	

	57.  Sources of law 
	5
	1
	7
	

	58.  Sources of law 
	5
	5
	2
	

	59.  Sources of law 
	5
	1
	6
	

	60.  Sources of law 
	5
	1
	1
	




	
	CIP --- PRINLCIPLES II  FINAL EXAM ANALYSIS 

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	SPRING 2014 
	FALL 2014 

	
	
	TOTAL   23
	TOTAL  23

	QUESTION
	OUTCOME
	Missed
	Missed

	1. Zoning 
	5
	9
	4

	2.  Deed Restrictions 
	5
	2
	6

	3.  Asbestos 
	5
	
	

	4.  Zoning 
	5
	1
	1

	5.  Land use
	5
	4
	2

	6.  Insurance 
	5
	
	4

	7.  Insurance 
	5
	1
	3

	8.  Leasing 
	5
	5
	9

	9.  Leasing 
	5
	
	3

	10. Leasing 
	5
	
	2

	11. Leasing 
	5
	
	1

	12.  Leasing 
	5
	12
	1

	13.  Leasing 
	5
	1
	4

	14. Leasing 
	5
	3
	5

	15.  Leasing 
	5
	2
	1

	16.  Leasing 
	5
	2
	6

	17.  Closing 
	1, 2
	6
	6

	18.  Closing 
	1, 2
	6
	3

	19.  Closing 
	1, 2
	8
	5

	20.  Closing 
	1, 2
	2
	3

	21.  Closing 
	1, 2
	7
	5

	22.  Closing 
	1, 2
	6
	8

	23.  Closing 
	1, 2
	5
	3

	24.  Closing 
	1, 2
	20
	16

	25. Recording 
	1, 2
	5
	3

	26. Area 
	5
	4
	6

	27.  Interest 
	1, 2
	1
	2

	28.  Recording 
	5
	4
	

	29. Title 
	1,2
	7
	9

	30.  Abstract of Title 
	1, 2
	3
	2

	31.  Title evidence 
	1, 2
	2
	5

	32.  Recording 
	1, 2 
	4
	4

	33.  Mortgagee policy 
	1, 32
	
	6

	34.  Transfer by will 
	5
	
	2

	35.  Transfer of title 
	5
	2
	9

	36. Deeds 
	5
	10
	9

	37.  Transfer of title 
	5
	5
	4

	38.  Transfer of title 
	5
	1
	

	39.  Transfer of title 
	5
	3
	2

	40  REOs 
	5
	7
	5

	41. Valuation 
	5
	6
	11

	42. Valuation 
	5
	8
	12

	43. Valuation 
	5
	12
	14

	44. Valuation 
	5
	6
	9

	45. Valuations
	5
	1
	6

	46. Valuation 
	5
	
	4

	47.  Deed
	5
	5
	10

	48. Valuation 
	5
	1
	2

	49.  Closing 
	1, 2
	
	6

	50. closing 
	1, 2 
	
	3

	51. Closing 
	1, 2 
	2
	7

	52. Closing - RESPA
	1, 2 
	4
	

	53. Equity 
	5
	2
	4

	54 Environmental 
	5
	6
	6

	55. Investing 
	5
	2
	2

	56. Investing 
	5
	
	

	57.  Investing 
	5
	7
	7

	58,  Investing 
	5
	5
	9

	59  Leasing 
	5
	4
	3










Program Outcomes and Course Alignment

	Program Courses
	Program Outcome 1
Closing
	Program Outcome 2
Ownership
	Program Outcome 3
Intermediary
	Program Outcome 4
Law Practice
	Program Outcome 5
Brokerage

	RELE 1300
Contract Forms
	
	
P, E, A
	
P
	
P, E, A
	
P, E

	RELE 1301
Principles I 
	
I
	
I, P, E, A
	
I
	
I
	
I

	RELE 1307
Investments
	
E
	
E
	
E
	

	

	RELE 1311
Contracts 
	
E
	
P
	

	
I, P, E, A
	
P, E

	RELE 1315
Pro. Manage. 
	
	
E
	
E
	
	
E 

	RELE 1319
Finance 
	
E , P , A
	
E
	
	
E
	
E

	RELE 1338
Principles II
	
I , P, E, A
	
E
	
	
E
	

	RELE 2301
Agency 
	
	
	
I, P, E, A
	
E
	
P, E, A

	RELE 2331
Brokerage 
	
P, E, A
	
E
	
P, E, A
	
P, E, A 
	
P, E, A 


I=Introduced      P=Practiced     E=Emphasized     A=Assessed


11.  HOW WILL WE EVALUATE OUR SUCCESS? 
Program review at Collin College takes place within five-year cycles.  During the last (fifth) year of each cycle, the program completes this instrument and submits its completed review to the Program Review Steering Committee.  There are two two-year CIP cycles within each five-year program review cycle.  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 first two-year CIP cycle.  At the conclusion of the first two-year CIP cycle, data collected from the first cycle, plus any other relevant data that was collected in the interim, should be used to build on the accomplishments of the first two-year CIP cycle by developing another two-year action plan for the second CIP cycle to help the program accomplish the expected outcomes established in its CIP.

The outcomes from CIP cycle I for the current 2017-2018 Program Review were mixed and not overly successful as seen by the results presented above.  The goal was to improve student success outcomes on final exam questions in selected real estate core courses. This plan was continued in CIP Cycle II with the collection of additional data.  However, as of this date, the actual measurement and determination of the outcomes have not been completed.  The current expectation is that the analysis of data collected in CIP Cycle II will be available during the 1st quarter of 2018.  
 
Complete the Continuous Improvement Plan (CIP) tables that follow.
2018-2023 Program Cycle
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 student learning outcome, 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.










CIP Outcomes, Measures & Targets Table
	A. Expected Outcome(s)
Results expected in this program/department
	B. Measure(s)
Instrument(s)/process(es) used to measure results
	C. Target(s)
Level of success expected


	Completed documentation for 3/2019  submittal of the required courses of RELE 1301 and RELE 1338; RELE 1301; RELE 2301; RELE 1311; RELE 1300; RELE 1319; RELE 1307; and RELE 1315  to the Texas Real Estate Commission for approval

	 Prepare course documentation according to the Texas Real Estate Commission template for RELE 1301; RELE 1338;  RELE 1301; RELE 2301; RELE 1311; RELE 1300; RELE 1319; RELE 1307; and RELE 1315

	Approval by the Texas Real Estate Commission for Collin College to offer real estate courses RELE 1301 and RELE 1338 for credit and possibly CE


	Develop a Communication Strategy for the Real Estate Department to include brochures, social media presence and department reports to our workforce partners and community. Target 6/1/2018
	Request made to Dean and Associate Dean
	Newly designed web site, brochures, promotional materials and events.

	Pursue procuring additional support personnel working with CE to support CE students if CE overlay is continued

	Request made to dean, associate dean and VP of CE

	Approval to hire support personnel

	
	
	











CIP Cycle 1 Table
Implementation of the action plan laid out in the CIP Cycle 1 Table will begin during the next academic year.
	 Outcomes
(From Outcomes, Measures & Targets Table)


Results expected in this program/department
	 Action Plan
(Review Cycle Year 5)
Based on analysis, identify action(s) to be taken to accomplish outcome.
	 Implement Action Plan
(Review Cycle Year 1)

Implement action plan and collect data.
	Results Summary
(Review Cycle Year 2)


Summarize collected data.
	Findings
(Review Cycle Year 2)

What does data say about outcome(s)?

	Develop a Communication Strategy for the Real Estate Department to include brochures, social media presence and department reports to our workforce partners and community. Target 6/1/2018
	Work with Dean and Associate Dean to develop materials collaborating with PR department.
	
	
	

	Pursue procuring additional support personnel working with CE to support CE students if CE overlay is continued
	Submit proposal to Dean and CE
	
	
	

	Completed documentation for 3/2019  submittal of the required courses of RELE 1301 and RELE 1338; RELE 1301; RELE 2301; RELE 1311; RELE 1300; RELE 1319; RELE 1307; and RELE 1315  to the Texas Real Estate Commission for approval

	Prepare course documentation according to the Texas Real Estate Commission template for RELE 1301; RELE 1338;  RELE 1301; RELE 2301; RELE 1311; RELE 1300; RELE 1319; RELE 1307; and RELE 1315
	
	
	

	
	
	
	
	














Development of a CIP Cycle 2 action plan in the following table will occur at the end of the CIP Cycle 1 and implantation will begin during the third year of the program review cycle.
CIP Cycle 2 Table
	 Outcomes
(May come from CIP Cycle 1 Table or from the Outcomes, Measures & Targets Table if it includes any expected outcomes that were not address during CIP Cycle 1)
Results expected in this program/department
	 Adapt Action Plan
(Review Cycle Year 2)
Based on analysis, identify new action(s) or adapt prior actions to accomplish outcome.
	Implement Action Plan
(Review Cycle Year 3)


Implement new or adapted action plan and collect data
	Results Summary
(Review cycle Year 4)



Summarize collected data.
	Findings
(Review Cycle Year 4)


What does data say about outcome?
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12.  HOW DO OUR IMPROVEMENT PLANS IMPACT THE PROGRAM BUDGET?
A.  What additional funding beyond the program’s base budget is needed to implement your Continuous Improvement Plan? 
Current budget is sufficient. Any additional funding can be sought through the normal budgetary process of the institution.

B. With these additional funds, please explain how funds will be used to improve student learning or other program outcomes. 
See possible examples below:
· 
· Increase and retain enrollment
· Increase completers
· Develop resources
· Update facilities
· Expand curricular opportunities
· Partner to increase post-graduation employment opportunities
· Secure additional support personnel for CE students
· [bookmark: _GoBack]Replace retiring faculty
· Increase transfers to related baccalaureate institutions
· Increase effectiveness and/or efficiency
· Improve student performance levels
· Expand or transform services
· Develop marketing and communication materials and events



















What happens next?  The Program Review Report Pathway

A. Following approval by the Steering Committee, 
· Program Review Reports will be evaluated by the Leadership Team;
· 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 department.

B. Program responses to the Program Review Steering Committee recommendations received by August 1st 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.
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