NATIONAL CounclL ofF EXCHANGORS

S7TH NATIONAL REAL EsTATE CONFERENCE

Make a Deal

Ao Hew
September 30 - October 2

Reno, Nevada

Advance Your Knowledge
Great Education Sept 28-29

. Networking - Earn EMS Designation
$299 early member price

The Exchange Market Is Heating Up!
You can discover the gold mine of solutions that are created when the best and brightest work together
in a marketplace that is fueled by mutual benefits and creative thinking. NCE Conferences produce
results! You’ll access both the education and the marketplace to succeed today. Join us at the delightful
Atlantis in Reno for three days of marketing or two days of education, or both. If you don’t already have
your Equity Marketing Specialist (EMS) designation you can earn it in the NCE Gold Card Course which
precedes the marketing session. Our Advanced Education programs are a perfect fit for today’s market!

( Earn Your EMS
Designation
NCE Gold Card Class
Mon & Tues
$125 member price

N\

Full Information

www.infoville.com/conf

or call 800-324-1031

Free
Roundtable
Education
Wed -Thurs- Fri J

( Two Full Days of Advanced Education for as little as $99! )

All Day Monday, Sept 28th

Chet Allen

“Beyond 1031”

The 2009 Marketplace
Reality Marketing

Back to Fundamentals - motivation,
people, saleable and challenged prop-
erties - Market Driven Exchanging - Cli-
ent development - counseling, listings,
packaging, marketplace - 2009 Solutions
and Formulas - order of challenged prop-
erties - disposition formulas for various
scenarios - acquisition formulas & solu-
tions - Problem Solving & Closing - brain-
storming - multileg deals - taker theory
- teammates for success - Beyond Real

/
Tuesday Sept 29th -1:00pm h

Tom Van Erp

“How to Buy & Sell
Properties Using Owner-
Carryback Financing”
There’s more to seller financing

than you think!
Tom has seen and done it all and

Estate.

- J

he is willing to share his wealth

\ of experience in this seminar. )
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/
Tuesday Sept 29th - 8:00am h

John Weaver

“Deals that close - from
listing through closing”

“Fishing Upstream”
Separating yourself from
average brokers

“40 is Perfect”
Grading the exchange
“The Feel of the Deal”

Knowing when the deal is real

“Closing the Gap”
Getting from mini-offer to
close of escrow




