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Welcome to the REALTOR® Academy 
at the San Antonio Board of REALTORS®. 

Our school is here to provide you with the real estate education you need to 
achieve the highest degree of professionalism in your field. We offer 
dynamic courses with flexible schedules for every stage of your real estate 
career, and our experienced, dedicated faculty and staff are here to guide 
you. But what really sets us apart is our affiliation with the San Antonio Board 
of REALTORS®, the largest trade association in South Texas which provides 
many incredible resources and programs for its 11,000 members.

HELLO!



WHO ARE WE?

The official real estate school of SABOR is one of the oldest and most 
sought-after real estate schools in the state. For nearly 40 years, the school 
has provided the licensing, training and career advancement education 
new and seasoned professionals need to be successful. Our goal is to 
equip you with the tools to help you transition from student to successful 
REALTOR® as effortlessly as possible. We are here to help you, whether 
you are just getting started or need guidance through your continuing 
education choices.

Our traditional classroom setting allows you to interact with other students 
and learn concepts through a hands-on approach. You have the choice of 
three types of sessions:

Our school faculty consists of approved instructors who are leaders in the 
real estate industry and bring their practical, real-world experience to each 
class. Many of our instructors have been in the industry for over a decade 
and all have a passion for inspiring and educating real estate professionals 
at every stage of their career.

Daytime sessions  Evening sessions  Weekend sessions



WE HAVE TWO LOCATIONS!

SABOR Headquarters
9110 West IH 10, Suite 1

San Antonio, TX 78230-3112

Service Center
15069 IH 35N, Suite 216

Selma, TX 78154

OPEN 8AM–5PM
MONDAY – FRIDAY

CALL US @ (210) 593 – 1200



INTERESTED IN
BECOMING A REALTOR®?

HERE’S WHAT YOU NEED



· Citizen of the United States or lawfully admitted alien

· 18 years of age or older

· Legal Resident of Texas

· Meet TREC's qualifications for honesty, trustworthiness, and integrity

REQUIREMENTS:

Step One: Complete 180 hours of Qualifying Education

Step Two: File an Application with TREC to Become a Sales Agent

Step Three: Get Fingerprints Taken and Pass the Background Check

Step Four: Pass the Licensing Exam

Step Five: Choose a Broker to Sponsor Your License

PROCESS:

TO GET STARTED, CONTACT THE REALTOR® ACADEMY AT: 

210-593-1200 

PROFESSIONALDEVELOPMENT@SABOR.COM



Qualifying Courses

Law of 
Agency
Course # 1151

Principles of 
Real Estate 2
Course # 122

Law of 
Contracts
Course # 1251

Promulgated
Contracts
Course # 351

Principles of 
Real Estate 1
Course # 121

Real Estate 
Finance
Course # 451

Covers such topic areas as creation of 

disclosure of agency and a treatment of 
disclosed dual agency. Time will also be 
spent covering those areas that are ad-
dressed in the Texas Real Estate License 
Act. *This is a required course for real 
estate licensure. Bring a calculator.

Topics covered in this course include 
Real Estate Math; Real Estate Appraisal; 
Real Estate Financing Principles; Control 
of Land Use; Specializations; Real Estate 
Investments; Leases; Property Manage-
ment; Estates, Transfers and Titles and 
Closing Procedures/Closing the Real 
Estate Transaction. *This is a required 
course for real estate licensure. Bring a 
calculator. 

This course covers the promulgated and 
optional forms provided by TREC for use 
by licensees. *This is a required course 
for real estate licensure.

This comprehensive course discusses 

easy-to-understand format. It covers 

big picture of the cycle of real estate 

course for real estate licensure. Bring a 
calculator.

Gain an in-depth view of Texas promul-
gated contracts and addenda. Participate 
in many real-world scenarios to prepare 

is a required course for real estate licen-
sure.

Topics covered in this course include 
Introduction to Modern Real Estate 
Practice; Real Property; Concepts and 
Responsibilities of Home Ownership; Real 
Estate Brokerage and Law of Agency; Fair 
Housing Laws; Ethics of Practice; Texas 
Real Estate License Act; Legal Descrip-
tions; Real Estate Contracts; Interests 
in Real Estate; How Home Ownership is 
Held and Listing Agreements. *This is a 
required course for real estate licensure.



Salesperson Apprentice Education (SAE) Courses 

Property Management
Course # 851

Real Estate Investment
Course # 0911

Real Estate Marketing
Course # 551

Gives a perspective of the major func-
tions of property managers. Legal and 
interpersonal concerns and everyday 
issues regarding maintenance, ac-
counting and administrative and other 
management activities are also covered. 

types of properties. *This is an elective 
course for real estate licensure.

Examines the current real estate market 
and describe the various opportunities 
for real estate investors. This text is di-
vided into two major sections: Principles, 
chapters 1 through 6 and Practice, chap-
ters 7 through 12. *This is an elective 
course for real estate licensure. Bring a 
calculator. 

Real Estate marketing covers the es-
sential concepts of proper marketing 
of the licensee and/or the properties to 
maximize the success of meeting the cli-
ent’s needs and the customer’s wants.  In 
compliance with The Real Estate License 
Act, this course includes a discussion of 
professionalism and ethics, character-
istics of a successful salesperson, time 
management, psychology of marketing, 
listing procedures, advertising, negotiat-

E, Chapter 17, Business & Commerce 
-

plores the techniques which can be used 
to enhance services provided to clients 
and customers while avoiding mistakes. 
Finally, this course will discuss the Decep-
tive Trade Practices and Consumer Pro-
tection Act and provide a practical guide 
to the implementation and presentation 
of advertising and marketing.

Graduate REALTOR®

Institute Designation

The Texas-specific Graduate REALTOR® Institute designation is obtained by 
attending an intensive series of courses that total 90 hours of classroom instruc-

tion. The designation includes courses on marketing, finance and brokerage.  

Law Course #333   |   Real Estate Marketing #556   |   Brokerage #779   |   Provider #0520



90 Apps 
in 60 Minutes
Course # PNDG | Provider 0008

Broker Responsibility 
Course 2017-2018
Course#31450 | Provider 0008

Down Payment 
Assistance Program
Course #32288 | Provider 0008

After Tax Income 
Property Analysis
Course # 31772 | Provider 0171

Contracts: The 
Condensed Version
Course # 28174 | Provider 0008

Estate Planning and 
Probate for REALTORS®
Course # 31740 | Provider 0008

Be a VA 
Loan Expert
Course # 29925 | Provider 0008

Contracts Review with 
Questions and Answers
Course #30526 | Provider 0008

Course # 31881 | Provider 0008

This course provides a quick introduction 
to apps that can be used in real estate, 
an asset to any agent as technology is 
replacing paper in many areas of the 
transaction. This course moves fast but 
can be understood by the “technophobe” 
and the “techie” alike. 

Learn the regulatory aspects of the 
management, operation and supervision 

including the law of agency, planning 
and organization of business entities, 
requirements for policies and procedures, 
records retention, advertising, recruitment 
and training of agents and the anatomy of 

-
tate Commission (TREC). This course is re-
quired for all brokers, managers and team 
leaders who supervise other licensees.

his course leads REALTORS to learn 
about the grants and assistance that is 
available through state and local sources 

-
ple. The panel will be made up of people 
from Texas Department of Housing and 

San Antonio,  Bexar County, and Texas 

(TSHSC). The panel will present informa-
tion and then a question and answer 
session will take place after that.

This course explores federal tax law 
relative to the after-tax analysis of invest-
ment real estate. Learn after-tax calcu-

pre-tax and after-tax basis; cost recovery, 
depreciation and current laws; “passive 
loss” and what an investor must do to 
qualify for it; and capital tax calculation 
with an in-depth case study. Gain an 
understanding of the after-tax analysis 
of investment in real estate and how it 

Get caught up on the latest changes in 
the contracts provided and the best way 
to use them. In this course, learn the ins 
and outs of real estate documents. This 

agents who need a refresher and real es-
tate novices looking for a comprehensive 
introductory course on contracts. 

Understand how REALTORS® can assist 
clients selling homes for family members 
or friends due to the incapacity or death 
of the home owner. REALTORS® can also 
use the information to help their new 
home buyers understand ways to protect 
their investments.

This course, taught from the REALTOR® 
perspective, goes deep into VA appraisals, 
how to appeal a VA appraisal, property 
types, VA non-allowable fees, loan limits, 
adaptive home grants, VA vs. bankruptcy, 
lender required repairs, previous VA fore-
closure rules, credit score requirements, 
how to lower the VA funding fee, how VA 
disability works with VA loans, surviving 
spouse program, how to integrate VA with 
the Texas Vet program and a Top 10 list of 
things most agents need to know about 

This course provides a review of promul-
gated contracts and current addenda. 
There is a Q & A section provided from 
TAR’s library. Bring a calculator. 

look at how government impacts the real 
estate economy. It also explores how the 
real estate professional can participate in 
the process to protect private property 
rights and examines how the REAL-
TOR® association assists in the process.

Continuing Education



Historic House 
Specialist
Course # PNDG | Provider 0008

How to Sell 
New Homes
Course # 33031 | Provider 0008

How to Use Financing to Attract 
More Buyers & Create More Sales

Course # 30776 | Provider 0008

The city of San Antonio has 27 histor-
ic districts and over 1,500 individually 
landmarked properties. Selling homes 
in a historic district presents its own set 
of challenges and opportunities unique 
to San Antonio. This course will provide 
instruction on researching historic prop-
erties, identifying important architec-
tural features and materials and tips for 
marketing a historic home. The course 
will also cover the economics involved 
in historically designated properties and 

Historic Preservation will also discuss 
what it means to own a historic home in 
terms of renovations and alterations and 
the design review process. 

This course provides an introduction and 
insight into the art of selling newly built 
homes. Learn how to work with other 
real estate agents and their clients, char-
acteristics of a salesperson, the buying 
and selling process and how to meet a 
client’s needs. 

the most recent tax laws to increase 
business and stand out today from the 

-

and tax law to substantially increase sales 
volume and client satisfaction.

HyperLocal Series:

Course # 33162

HyperLocal I:  
Growing Your Niche

HyperLocal II:  
Partnering for a 
Prosperous Community 

Intro to HyperLocal:  
Knowing Your Niche

Course # 33186 Course # 33187

This course provides strategies to 
market local and niche communities. 
Growing hyperlocal allows real estate 
professionals to grow their business by 
focusing on the identity, growth, and 
strategy of their community. By having a 
greater understanding of the nuances of 
local markets such as community 
features and economic development, will 
allow real estate professionals to provide 
a unique service to their clients.  

This course discusses the importance 
creating and maintaining local communi-
ty partners. As a realtor you’re expected 
to be the person that is well connected 
and can make introductions for just 
about anything someone new to the 
community might need, or is looking for. 
By creating community partners and 
thinking strategically, will allow the real 
estate professional to anticipate the 
needs their clients and know the right 
person to introduce them to as well as 
add value to community partners and 
grow the community. 

This course provides the basic strategies 
to market local and niche communities. 
Being hyperlocal allows real estate 
professionals to focusing on matters 
concerning small communities or 
geographical areas. In an online world, it 
is beneficial for a real estate agent to 
understand the nuances of their local 
market. Understanding community 
features and economic development 
allows real estate professionals to 
provide a unique service to their clients.  



Income Property 
Analysis 
Course #31771 | Provider 0171

Legal I

Course #PNDG | Provider 0008

Mission Possible: The 
Ins and Outs of VA Loans
Course #33127

Inspecting New Home 
Construction
Course # 31219 | Provider 0008

Legal II

Course #PNDG | Provider 0008

Mortgage 
Financing
Course # 31743 | Provider 0008

Introduction to 
Seller-Financing
Course #33105

Maximum 
Representation
Course #31864 | Provider 0008

Mortgage Process from 
Start to Finish
Course # 31739 | Provider 0008

Gain an in-depth coverage of the pre-tax 
analysis of income property including 
seven methods with which to analyze 
value and yield in investment properties: 
price per square foot, gross rent multipli-
er, cap rate, cash on cash, equity rate of 

-
cial management rate of return. Learn 
the 16 contributing elements to value 
and yield and understand how to use the 

Learn what Texas law requires regarding 
ethical and conduct standards when 
facilitating a real estate transaction. Be-
ginning Jan 1, 2016, every license holder 
who has been in the business over 2 
years must take TREC Legal 1 and 2 as 
a part of continuing education require-
ments. This has to be accomplished by 
the next time of renewal. Both courses 
cover legal topics, changes made by 
TREC and ethical issues as well as a new 
section covering contracts.  

This course aims to educate RALTORS® 
representing buyers or sellers on proper 
expectations of Department of Veteran 

combat those who are not familiar with 
VA Lending requirements.  Learn the 

VA borrower. Discover how to alleviate 
misconceptions about VA non-allowables.

Learn the new home construction pro-

comprehensive 
course.

In this second part of the TREC Legal 
courses, continue learning the require-
ments of Texas law regarding ethical and 
conduct standards when facilitating a real 
estate transaction. Every license holder 
who has been in the business over two 
years must take Legal 1 and 2 by the next 
time of renewal as part of continuing ed-
ucation requirements. Cover legal topics, 
changes made by TREC and ethical issues 
as well as explore a new section covering 
contracts. 

Learn why buyers may or may not be 
eligible for any given loan program, the 

how buyers are approved and the tools 
used, how a loan program is chosen, how 
rates and closing costs are calculated, 
and discuss available programs in today’s 
markets.

Get an introduction to Seller-Financing 

course is an overview of the required 
contract and addendum, an introduction 
to the amortization formulation and the 

course requires prior knowledge of Texas 
promulgated contracts, the Texas Real 
Estate Licensing Act (TRELA) and the 
Code of Ethics.

Understand the basics of a real estate 
transaction and how the personalities 
of the participants involved can make or 
break the deal. Learn to identify person-
ality types, techniques to adapt to each 
and how to use this knowledge to resolve 
transactions successfully.

Become familiar with the mortgage loan 

and educate parties to a transaction how 
the loan process works and potential 
problems that could arise. The attendees 
will also discover who all the players are 
in the loan process and what is involved 
in the application process as well as how 
REALTORS® may help the loan process 
to proceed more smoothly.

Continuing Education



Mortgage, Title 
and Closing
Course # 32116

Overcoming 
Objections
Course # 31737 | Provider 0008

Property 
Inspection 
Course #30481 | Provider 0008

Properly Pricing 
Property
Course # 31742 | Provider 0008

Property Management 
and Managing Risk 
Course # 33032

Property 
Disclosure
Course #31275 | Provider 0008

Property Management Poli-
cies & Procedures Manual
Course # 33192 | Provider 0008

Learn the mechanics of the mortgage, 
title and closing process. Examine 

approval, underwriting, title insurance, 
title search, abstract of title and en-

Closing will show steps to conclude the 
executory contract. Title and mortgage 
professionals will be present to answer 
questions.

Learn the ten major objections that 
people raise during the negotiations of 
real estate transactions.  Discover polite 
ways to overcome the objections on the 

  .detneserper era taht stneilc eht fo flaheb
Finally, learn that dealing with objections 
does not mean that a personal attack is 
taking place.

Understand home inspections, an 
inspector’s responsibility and how to 
interpret the inspection report.

Students will learn how to accurately 
price a property on behalf of the client. 
Discover methods to adjust the priced 
based upon remodeling that has taken 
place as well as dealing with a pool on 
the property, an enclosed garage, and 
other unique features to a property. 
The course will cover the proper way to 
discuss square footage with customers 
and clients and how to watch for im-
provements on nearby properties that 

property.

Master navigation of owner and tenant 
relations as well as state and federal reg-
ulations and learn to manage liability. 

Disclosure of property conditions is 
important for all parties in a sales trans-
action. Learn the details of the Texas Sell-
ers Disclosure Report form and discover 
additional sources of property condition 
information to assist buyers that want 
information about property conditions.

This course provides a guideline for the 
development of a policy and procedures 
manual for the operations of a property 
management organization.



Property Management 
The Texas Property Code
Course # 33033 | Provider 0008

Ready to Find Your 
Tech Genius?
Course #30531 | Provider 0008

Reverse Mortgages for Baby 
Boomers and Beyond
Course # 32785 | Provider 0008

Property Management, 
Working With Contractors
Course # 33193

Real Estate 
Negotiation Expert
Course #32213

Sales Skills Workshop 

Course #31773 | Provider 0171

Psychology of Sales 
and Negotiation 
Course #33029 | Provider 0008

Real Estate 
Safety Matters
Course #32557 | Provider 0008

Saving the Transactions 

Course # 30877 | Provider 0008

Learn the key elements in the Texas 
Property Code that are relevant to 
Property Management to include security 
deposits, security devices, disclosure of 
ownership and management, smoke de-
tectors, rental applications, forcible entry 
and detainer and the Texas Fair Housing 
Act. Be aware of the issues covered by 
the Texas Property Code that have the 

-
age property. 

With so many choices of things in the 
market place to purchase, how do you 
know if you buying something up to date 
or out dated? This class is structured to 
share the new products that are coming 
out that can help you grow your busi-
ness? 

Understand the statistics of home 
ownership among senior citizens and 
gain knowledge of the various reverse 
mortgage products available. Learn 
how a reverse mortgage can be used to 
purchase a home and discover what will 

This course is designed to advise proper-
ty management practitioners of the risks 
involved in working with independent 
contractors for the maintenance, repairs 
and renovation of rental properties.

Elevate your game by examining all types 
of negotiation formats and methods in 
this interactive, two-day course. Gain a 
full spectrum of tips, tools, techniques 

apply them by focusing on real-world 

advocate for your clients.

This course breaks a salesperson’s activi-
ties into three areas: work, salesmanship 
and technical knowledge. The course 
covers communication, time manage-
ment, negotiating, handling objections, 
overpriced listings and the closing pro-
cess. Learn four counters to respond to 
common objections.

Sales and Negotiation is something 
agents are constantly doing in real es-
tate.  The goal in this course is to protect 
the public and help agents with their 
practice by teaching agents negotiation, 
sales, in conjunction with timeless human 
relations principles (honesty, integrity, 
etc.) and how to apply these principles 

-
ents in real estate sales and negotiation 
situations.

The goal of this course is to instill safety 
awareness and habits as second nature 
so that real estate professionals—as well 
as their clients and customers—know 
how to avert or respond to dangerous 
situations and avoid harm as they prac-
tice their profession.

Learn how to avoid typical pitfalls that 
make transactions fall apart prior to 
closing.  Topics include working with the 
home inspector instead of against him, 
making the closing at the title company 
as problem free as possible, how the 
REALTOR® and the lender can commu-

home insured throughout the trans-
action, how to market to make things 

strategies.

Continuing Education



Seller Financing, Earning 

Course # 33104

Tax Deferred Exchanges

Course #32786 | Provider 0008

Trending Topics 
in Legal Limits
Course #32784 | Provider 0008

Selling -Start to Finish

Course # 31741 | Provider 0008

The Tenant Interview 
Made Easy
Course #31321 | Provider 0008

USDA Rural 
Development
Course # 31738 | Provider 0008

Solving the Mystery…
Why People Buy!
Course # 29446 | Provider 0008

Texas Vet VLB 
Boot Camp
Course #30817 | Provider 0001

zipForm® Plus

Course # 32960 | Provider 0001

Gain a thorough understanding of Seller- 
-

nancing.  This course introduces required 
contracts and addendum, formulation 

and ethical considerations.  This course 
requires prior knowledge of Texas pro-
mulgated contracts, the Texas Real Estate 
Licensing Act (TRELA) and the Code of 
Ethics.

The course reviews the basic require-
ments and principles of Section 1031 of 
the Internal Revenue Code. Attend this 
course and understand the Section 1031 
requirements and how they apply to 
property owners.

estate agents regarding case law, TREC 
compliance issues, licensing issues and 
more. 

and how to “close” without pushing. This 

and how to market after the closing of 
the transaction.

Discover why you should work rental 
calls and learn the right questions to ask 
during an interview.  Develop the skills to 
avoid asking questions that should not 
be asked and learn other topics like; the 
qualifying process, pets, roommates and 
how to avoid wasting time of agents and 
tenants.

Learn what rural development is, as well 
as who can provide USDA loans. Discover 

program will not be available to certain 
properties or buyers as well as the eligi-
bility requirements in the program.

Open the student’s mind to the motiva-
tions behind the home buyer. By under-
standing this topic the agent will be able 

the right home for them. This class will 
also allow the licensee to negotiate more 

knows what the buyer is thinking.

Understand the basics of the Veterans 
Land Board (VLB) housing, land and 
home improvement loan programs, 

home loan guaranty program, and gain a 
comprehension of veteran eligibility for 
all programs as well as general under-
writing criteria. Also, learn to market to 
veterans and meet their housing needs. 

Learn to enter data and exchange forms 

management and professional personal-
ization tools and is the most widely used 
product of its kind by Texas real estate 
professionals. This course is a prerequi-
site to zipForms Plus “Hands On.”



Marketing and Leasing 
Residential Properties
Course # PNDG

TAR Residential Lease 

Commercial 101 Series:

Agreement
Course # PNDG

Essentials of 
Residential Leasing
Course # PNDG

Agency Issues Impacting Property 
Managers and Leasing Agents
Course # PNDG

Learn to evaluate a residence for the 
rental market, develop marketing strate-
gies, examine Fair Housing policies and 
cover the need for a privacy policy.

Discover the relevance of various TAR 
lease forms along with other leasing and 
property management issues. Develop 
competency in preparing each paragraph 
of the Residential Lease Agreement and 
selected addenda.

Understand the core competencies and 
responsibilities needed when function-
ing as a property manager or leasing 
agent. This course will analyze factors 

-
cation.

Learn how agency is established and how 
to distinguish between the various kinds 
of agency relationships as well as gain an 
understanding of the duties associated 
with agency. The rules of representation 
as they relate to leasing and property 
management will also be covered.

REALTOR® Code of Ethics: 
Your Oath of Professionalism
Course # 33566

Designed by the National Association of 
REALTORS®, this course details the 
REALTOR® Code of Ethics, the 
importance of the Code and how it 
applies to the business conducted by 
REALTORS®. All REALTOR® members 
are required to complete ethics training 
once every four years. New REALTORS® 
must complete the National Association 
of REALTORS® Code of Ethics training 
within a year of joining.

Course # PNDG

Intro to 
Commercial

Commercial 
Technology

Commercial 
Leasing Strategies

Course # PNDG Course # PNDG

Learn the basics of commercial real 
estate including understanding the 
needs and motivations of typical tenants 
and lease types associated with the 
major commercial property classifica-
tions. Also, learn the lingo of common 
commercial real estate terms.

Learn the ins and outs of the major 
commercial listing services as well as 
how to read and understand commercial 
listings. Find out where to locate 
commercial market data, including 
demographic data, and how to interpret 
that data for the benefit of your clients. 

Gain a deeper understanding of what a 
commercial lease covers by learning 
about the Texas Association of REAL-
TORS® (TAR) Commercial Lease, 
associated addendums and how 
non-TAR leases may differ. Explore how 
to avoid the typical pitfalls made by 
inexperienced commercial agents, 
strategies for common tenant types and 
how to identify weaknesses in a lease 
that should be directed to legal counsel.

Continuing Education



Accredited Buyer’s Repre-
sentative Designation (ABR)
Course # 31323 | Provider 0008

Military Relocation Pro-

Course #30529 | Provider 0008

Texas Residential Leasing 

Course # 30982, 30879, 30980, 30981 | 
Provider 0001

-

Course # VARIOUS | Provider 0001

Seniors Real Estate 
Specialist Designation
Course # 31320 | Provider 0008

Texas Residential Proper-

Course # 31671, 31673, 31672, 31670, 31669, 
31674 | Provider 0001

E-Pro® 

Course # 28186 | Provider 0001

Seller Representative 
Specialist Designation
Course # 30535

The benchmark of excellence in buyer 
representation, this designation provides 
the expertise needed to serve today’s 
homebuyers as well as access to mem-

Learn how to work with military and vet-
eran service members to best suit their 
needs and help them take full advantage 

Learn how to provide real estate services 
that meet the needs of landlords and 
tenants to help guide them through the 

-
tion requires all four classes. 

If you’re interested in focusing on 
ownership and transaction principles of 

classes, Global Real Estate: Local Markets 

the series. Classes will focus on Ameri-
can, Asian, European, and other global 

This course educates REALTORS® to 
-

tate needs of the fastest-growing market 
in real estate: clients aged 50 and over.

As a follow-up to the Texas Residential 
Leasing Specialist, gain knowledge on 
current business issues impacting prop-
erty management, how to mediate tenant 
and owner relations and the ins and outs 
of the TAR Property Management Agree-

of 6 courses over 3 days.

teaches you to use cutting-edge tech-
nologies and digital initiatives to link up 
with today’s savvy real estate consum-
er. Course topics include the changing 
market, creating an online presence and 
reputation management. Students will be 

completion.

Learn and apply the methods, tools and 
techniques to provide support and ser-
vices that sellers demand.

Certified Client 
Protection Expert (CPE)
Course # PNDG

Understand the Client Protection Expert 
certification (CPE) for real estate profes-
sionals throughout the U.S. and Canada 
that have shown proficiency in home 
inspection practices and standards, 
home warranty coverage issues and 
general risk reduction practices for 
clients in regards to property condition 
Issues.



Connect MLS Part 1 
Overview/Searches
Course # 32289  Provider 0008

MLS Class 
CMA Only
Course # 32600 | Provider 0008

Connect MLS Part 2 
Client Management
Course # 32232 | Provider 0008

MLS – Add/Edit and 
Rules for Listings
Course # 32599 | Provider 0008

Connect MLS Part 3
Transaction Management Tax Power/Tool

Course # 32231 | Provider 0008

This class provides a brief description of 
the tools available in the MLS including 
searches, the prospecting manager and 
how to manage automatic searches and 
templates. 

Learn how to create tools to speed up 
the creation of the CMA and the steps 
to create, personalize, customize and 
generate a professional CMA report.  

This class includes an explanation of the 
client page and communication with cli-
ents through the MLS system as well as a 
continuation of how to manage automat-
ic searches and templates.

Learn how to add, edit and clone listings 
in the MLS system and go over MLS rules 
and regulations that pertain to adding 
listings to MLS.

This class explains each part of the 
transaction management system. Learn 
how to use the CRS tax power tool and 
its prospecting functions and search ca-
pabilities as well as how to create mailing 
labels and custom lists.  

MLS Classes



20% OFF QUALIFYING COURSE
REFER A FRIEND AND SAVE!

Refer a new student* to attend pre-licensing qualifying courses and receive 20% off your next qualifying course 
or 20% off an SAE course! That’s not all, whoever you refer will also get 20% off their next qualifying course!

Referred Student:

Name

Phone Number

Referred By:

Name

Phone Number

License Number

QUALIFYING COURSES

Principles of Real Estate I
Principles of Real Estate II
Law of Agency
Law of Contracts
Real Estate Finance
Promulgated Contracts

*Student must not have previously attended SABOR Realtor® Academy. Referred student must present voucher to school staff 
upon registration. Valid only after referred student has presented payment and successfully registered for course(s). Offer 

excludes certification, designation, or courses offered by a provider other than the San Antonio Board of REALTORS®.

GET UP TO 4 HOURS OF CE FOR FREE!

WE’RE NEVER TOO BUSY FOR YOUR REFERRALS!
Refer a new student* to attend pre-licensing qualifying courses and receive a free class with up to 4 

hours of CE! That’s not all, whoever you refer will also get 20% off their next qualifying course!

Referred Student:

Name

Phone Number

Referred By:

Name

Phone Number

License Number

QUALIFYING COURSES

Principles of Real Estate I
Principles of Real Estate II
Law of Agency
Law of Contracts
Real Estate Finance
Promulgated Contracts

*Student must not have previously attended SABOR Realtor® Academy. Referred student must present voucher to school staff 
upon registration. Valid only after referred student has presented payment and successfully registered for course(s). Offer 

excludes certification, designation, or courses offered by a provider other than the San Antonio Board of REALTORS®.



READY TO ENROLL?



Student’s Full Name:

Name as it should
appear on name card:

License Number:

Student’s Address:

City, State, Zip

Contact Information:

Email Address:

As it appears on your Texas Driver’s License or Real Estate License

First Name or nickname

If Applicable

Daytime Phone                                        Home Phone                                   Cell or Alternate Phone

Please enroll me in the following class(es)

Course Name Course Number Date Class Begins

Please note that tuition for classes must be paid at the time of registration. By supplying your credit card information below, you are authorizing SABOR to charge your credit card.

Amount due for Courses:

Method of Payment:

Credit Card Number: Expiration:   Vcode:

By registering for courses, you agree that you have read and will adhere to the school policies.

 Cash      Check #________            Amex     Discover    MasterCard         Visa

Upon completion, please submit this form: Questions?

Give us a call at 210 – 593 – 1200By Mail to: SABOR
9110 IH 10W
San Antonio, TX 78230

By fax: 210-593-1251
8:00am – 5:00 pm Only

Enrollment Form



SABOR.COM

SABOR Headquarters
9110 West IH 10, Suite 1

San Antonio, TX 78230-3112

Service Center
15069 IH 35N, Suite 216

Selma, TX 78154

(210) 593 – 1200


