Career Sheet

REAL ESTATE:  Sales Agent/Broker

Coordinator:  Wayne Paprocki, DREI, (847) 635-1776, Rm. 2709 DP

Email:  paprocki@oakton.edu

Outlook and Trends

Outlook depends upon economic conditions, demands for home purchases and rentals, and the availability of credit.  Agents moving to new jobs create high turnover.  Entry easier than in many occupations, but success is hard to achieve in this highly competitive field.  Well-trained, ambitious people who enjoy selling, have the right personality traits, and work in regions that are economically stable or expanding should have the best chance for success.
NATURE OF THE WORK

Real estate agents are licensed professionals who provide services to a real estate broker on a contractual basis in return for commissions on property transactions.  They assist people in buying, selling, and renting property and businesses.  They may show property and locate new property to sell. 

A thorough knowledge of the housing market, familiarity with local zoning and tax laws, and knowledge of where to obtain financing for the purchase are important in this field.

Real Estate brokers are allowed to own and/or manage an office.

SALARY RANGE

Earnings vary widely.  Agents are usually paid on a commission basis.  Factors affecting annual income are sales experience, hours worked, economic conditions, and type and locations of the property sold.  

OCC’s program chair reports that the average sales agent will make between $28-32,000 their first year, working 40-60+ hours per week to do it.

Brokers may continue to work as independent contractors for a brokerage company or many open their own offices and hire agents to build a real estate franchise which would then add franchise fees to the cost of doing business.

It is suggested that individuals do their own surveys of the employers in the local area in which they are interested for more localized, up-to-date information on salaries in this field.

GRADUATES OF THIS PROGRAM WILL BE ABLE TO:

Seek employment in real estate sales, brokerage, office management, mortgaging and finance, investment, estate planning, commercial property management, land development, construction, architecture, title and trust services and other areas.

SKILLS USED:

· Persuading, negotiating, selling

· Explaining, answering questions

· Advising, interviewing

· Keeping records

· Gathering information

· Analyzing numerical data

EDUCATION AND TRAINING:

Licenses, not degrees, are important in this field.  To sell real estate, a person must be a high school grad (or equivalent), be 21 yrs. old, and pass the Illinois sales licensing examination.  RES 131 prepares the student for this exam.

State License law allows a person to complete all educational requirements to sit for the Broker Exam and bypass the Salesperson Exam.  There are no pre-requisites, although it is recommended that RES 131 be completed or taken concurrently with the five broker courses (see an advisor for the specific classes).  No work experience is required to become a real estate broker.  An attorney or person with a bachelor’s degree in Real Estate or Finance is exempt from the coursework, but must pass the broker’s licensing exam.

Once licensed, sales agents and brokers need to complete 12 hrs. of continuing education credit every 2 years to maintain their licenses.

Please be aware that often the academic curriculum for an associates degree or certificate is very different from a bachelor’s degree.  See your counselor if you are planning to go on for a bachelor’s degree.

POSSIBLE OCCUPATIONAL TITLES:

Real Estate Sales Agent

Real Estate Broker

CERTIFICATES AVAILABLE:

Real Estate Certificate (13 cr.)

ASSOCIATIONS:

National Association of Realtors

Illinois Association of Realtors

Local Board of Realtors

FOR FURTHER INFORMATION SEE:

Additional career information on this industry and others is available in the Career Services and Student Services Centers, Room 1125 or 1130 in Des Plaines, or A105 at the Ray Hartstein Campus.

Printed material, videos, and databases (DISCOVER, HORIZONS, and SIGI+) can be utilized on a walk-in basis.  Career Counselors are also available by appointment to help you research occupations.  These Centers are open 8:30am-8:00pm Monday-Thursday and Fridays 8:30am-5:00pm

This information was collected from the Occupational Outlook Handbook, DISCOVER, SIGI+ and HORIZONS databases, as well as other career sources.
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