SAMPLE
Portfolio Assessment
for
REE-103
Real Estate Principles
and Practices I

Note from the Office of Portfolio Assessment
For a number of years Thomas Edison State University awarded credit for holders of the current, active
NJ Real Estate Sales license, noted below:
TESU Course

Equivalent Course #

Real Estate Broker 3
Real Estate Salesperson License
Real Estate Referral Agent 3

REE-105
REE-101
REE-101

Effective Dates
5/1/2000 - 5/31/2015
5/1/2000 - 5/31/2015
5/1/2000 - 5/31/2015

During that 15-year period students submitted notarized copies of their NJ, PA or NY credential to earn
credit for the above listed courses. Information about these and other “Academic Program Reviews”
can be found on the website at:
http://www.tesu.edu/academics/cal/apr.cfm
For those with other training or credentials, there remains the option for earning credit through
portfolio assessment for any other Real Estate course-related subjects.
This portfolio is directed toward earning credit for REE-103 Real Estate Principles and Practices I.

Real Estate Principles/Practices I

(REE-103)

3.00 s.h.

Course Description
The student will be able to demonstrate knowledge of the complex nature of land ownership, methods of
holding title and types of estates as well as a detailed understanding of the option, binder, contract, deed,
mortgage and a variety of other instruments. The student should also be able to demonstrate knowledge
of real property taxes and assessments, title search, title insurance and closing statements.
Learning Outcomes
Through the Portfolio Assessment process, students will demonstrate that they can appropriately address
the following outcomes:
•

Compute land perimeters and area (acreage).

•

Define and explain the differences among the types of real estate titles held including,
but not limited to, single ownership, ownership in severalty, ownership in common, and
joint ownership.

•

Identify the steps in determining the value of real property, such as researching
comparable and zoning designation.

•

Describe the process undertaken by public bodies when establishing taxation.

•

Describe real estate contracts, including option contracts, as well as binders.

•

Calculate real estate taxes.

•

Describe the essential steps involved in the legal transfer of real property--that is,
closing--addressing closing costs and related ethical considerations:
o

List the specific practices that must be followed in title searches and closing
exercises.

o

Calculate the amounts of the real estate agent's commission, closing costs, and
selling and buying costs to both buyer and seller.

o

List the essential parts of the code of ethical practice mandated in all real estate
transactions.

o

Describe the procedure for recording the deed.
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Introduction

Knowledge is a very powerful thing. It makes a student, manager or CEO confident in their ability to
perform at a specific level. Experience putting knowledge into practice is even more powerful, however.
One look through the job posting section of a newspaper or the online job search engine and it’s easy to
notice that the higher level jobs require experience, and often a good deal of it. This is not a slight
toward education but rather affirmation that there is nothing revered quite like years of experience!
The purpose of this portfolio is to show my college level understanding of the real estate industry
through my experience. Although I spent a large portion of time in a non-credit real estate class it
wasn‘t until I had to write my first contract or listing agreement that I truly understood what it took to
perform my job functions. All that classroom training made for a wonderful foundation but until I had to
apply it, I wasn’t actually sure I understood it all that well. Now I understand that there is something to
be said about the anxiety that accompanies your carrying out responsibilities properly – that’s what
makes us remember it! I’ve felt that anxiety with each new undertaking within the real estate industry
and it’s served me well. In a way, I hope this narrative is my own confirmation.

The process of determining land perimeters and area
Land perimeter is the distance around the outside of a parcel of land. Think of the amount of fence
needed to enclose a parcel. If the dimensions of said tract are 50 feet long and 40 feet wise, the total
perimeter is 50+40+50+40, or 180 feet. The area or acreage would be something altogether different.
Using the same dimensions, the acreage is 50x40 or 2000 square feet. To convert this to acres simply
divide that 2000 by 43,560 (the number of square feet in one acre. You come up with.0459 acres!
50

40

Usable Outdoor Space
To determine usable outdoor space, perimeter will not be much help. You might calculate the
perimeter of the land to be 400 feet and the structure 200 feet. This doesn’t mean there is 200 feet of
space for entertaining, spending time with your family or playing with the dog! For this exercise the
area of both the land and the structure are paramount. Many times this is overlooked by buyers and
those wanting to expand the size of their current home.
Why vesting is important; a look at the many ways to hold title
Vesting is a fancy word for the right to present or future interest in something that has value. Essentially
it means holding title to something. Unfortunately vesting isn’t as simple as its definition. There are
numerous ways to hold title to property. Each state, province, territory and country offers different
options. For my portfolio’s purpose I will use the State of NJ because this is where I am licensed to trade
real estate.
The most common options are as follows:
•

•
•
•

Sole Ownership – this may be the simplest of all forms; the rights to this property are owned by
an individual and no other person has claim to the same. Many times the terms “single man” or
“single woman” designate sole ownership.
Joint tenancy – property owned by two of more people with equal shares. When a tenant dies
the remaining parties are conveyed the share of the deceased person.
Tenancy by the Entirety – this is a form of Joint Tenancy geared toward married couples. Each
spouse needs the consent of the other in order to sell the property.
Tenancy in Common – this is also property owned by two or more people but the shares are not
required to be equal, and in the event that one party passes, the ownership is past to the
deceased person’s heirs, not to the remaining parties of the tenancy.

The Tax Rate, how it is derives, and what effect it has on taxes
The tax rate for property is determined by taking the tax levy or the amount of the total tax dollars to be
paid by land owners and dividing that amount by the total assessed value of all properties in the
municipality, town or city. This procedure is used to determine the tax rate commercial/industrial and
personal property owners. Once the tax rate is calculated, it is multiplied by the assessed value of the
property and these are the taxes for which the land owner is responsible.
Large discrepancies can lie with the assessed value, however. When an owner wants to challenge their
tax obligation they base this challenge on the value. Just because those levying a tax claim a property
holds a specific value doesn’t make this a fact. Often an appraisal done by a non-interested third party
will bring true value to light.
The Type of contract depends on the circumstances
•

•

•

•

•

No one contract format will ever be extensive enough to cover all real estate transactions. If
such a format did exist, the attorney review process would undoubtedly become too
cumbersome to remove all unnecessary language. To cover all situations, contracts com in
different forms. Here are a few:
Contract of Sale – an accord to purchase and/or sell a parcel of land. These contracts carry
condition that both buyer and seller must meet in order to be legally binding. One such
condition is a mortgage contingency. This protects the buyer from having to perform the
contract if unable to obtain financing.
Option contract – an agreement that creates the right to purchaser a parcel of land at a set price
during a pre-arranged period. These types of contracts are not limited to real estate; they are
quite common in securities exchanges as well.
Land contract – an accord to purchase a parcel of land on an installment basis. In this
arrangement the seller provides the buyer with financing and retains the title while allowing the
buyer to take possession. When the loan is satisfied the land is conveyed to the buyer.
Lease – an agreement to transfer the right of possession and use of real property to a tenant. At
no point is the land conveyed to the tenant.

Calculating Taxes – why it is critical to know the assessed value and the tax rate
Real estate taxes are the lifeblood of a municipality. They are generally its largest source of revenue.
While most residents are happy to support their community, much angst comes from how their tax
burdens are calculated. Without the proper knowledge, complaining is like throwing rocks at a boulder
– futile and a waste of time!
What’s involved in Closing?
In the simplest terms, the real estate closing is just the point when all parties are involved in executing
the transaction. This doesn’t mean they are all in the same room or even in the same building at the
same time, but the agreement is consummated. If only it were really that simple. The transaction is

handled different from state to state and sometimes more regionally than that! In northern NJ most
often the real estate attorney facilitates the process while in southern NJ often a title company will
handle this. Understanding this will save the agent considerable time.
Calculating Costs; What’s Legitimate and what’s Excessive?
Closing costs are a huge concern for every borrower faces with the challenge of contracting the right
bank, mortgage company or broker. Recent legislation hasn’t hit the intended goal of transparency as
most attorneys continue to struggle with the new 3-page “Good Faith” estimate. So how could the
average homeowner with limited real estate transaction experience have confidence in his/her ability to
comprehend the document? There are fees for recording the title transfer, title insurance, appraisals
and closing services along with other fees and services that are transaction specific. Of late there has
been a trend in taking very low or no closing cost options as they seem to be a break on costs/expenses.
Often these are recovered through higher interest rates and passed on to the buyer.
One thing consumers must keep in mind is that banks make money by lending money. They don’t
manufacture anything where seeking out cheaper inputs could impact the final product. All banks get
their money from the same place, the Federal Reserve. This makes it very difficult to cut prices for
consumers, and banks are not in the business of doing favors without getting something in return.
The arduous process of transferring title
Conveying title is more than drawing a new deed and transferring ownership to another party. Surveys
should be reviewed, prior liens released to ensure a clean title is passed and the new lien must be
recorded if the buyer is using financing. If any steps are done improperly the attorney could be held
liable for the error.
The property transfer is also a concern because there are number of forms that include:
•
•
•
•

Quit claim deed
General Warranty deed
Limited Warranty deed
General Limited warranty deed

An attorney’s contempt for an agent’s earnings
An attorney’s liability is the main reason for their contempt for a real estate agent’s earnings. A real
estate agent will make one quarter of the overall sales commission. If this commission is six percent of a
$400,000 purchase the sales agent will earn 1.5% of that, or $6000. In most instances the maximum
closing fee charged by an attorney is $1500. In that case the attorney earns 25% of what is earned by
the real estate agent but assumes 100% of the liability.

What am I responsible to pay as the buyer or seller?
Buyers and sellers are each responsible for certain standard costs, with some variation, as not all
contracts are identical. Because of the possibility of variation each party should enlist the help of an
attorney anytime ownership is transferred, since this is a legal contract. In most cases there are
reimbursements for taxes already paid by the seller, oil left to run the heating system after the seller has
vacated the property or transfer taxes. A buyer should consider the costs to have an inspection and
survey as wise investments. These often expose any deficiencies with the structure or instances where
something overextends the property lines.
The list of remaining expenses is reasonable and the attorneys should take the proper amount of time to
explain to their clients what these charges represent.
Ethics
While working for a mortgage company I heard the definition of “ethics” that I now use when asked to
explain it – “it’s what we do when no one is looking.” Ethics refers to the rules of appropriate or
inappropriate conduct that keep our society (and our industry) from chaos. When applied to a
professional setting, behaving ethically is doing what is right and just. Unfortunately this continues to
be a world-wide debate and struggle. Why else would an industry have need for a Code of Ethics?
How to know that the deed has been recorded properly?
Recording of a deed has one ultimate, albeit unsettling failsafe – the county clerk’s sending the deficient
document back to the source and asking for a correction! It the document is delivered in-person, the
only way to certify the proper documentation was supplied to the clerk is by way of receipt with a book
and page number detailing where the deed will be recorded. As a result, deed searches are quite a
labor-intensive process.
Conclusion
Acquiring knowledge and putting it into practice are two wildly different things, as said earlier. Beyond
the classes, seminars and lectures I sat through, years in the mortgage and real estate industries were
critical to prepare me to assemble such a portfolio. There were more missteps earlier in my career but
they happen fewer and far between now, with more experience. There is less uncertainty now than
there was years ago.
No longer is there a broker accompanying me when listing appointments because I have now traded
homes in five different counties and have a reputation of a man with integrity, always doing what is best
for the client.
Being the son of a German immigrant, working is something I’ve done since I was twelve years old. I’ve
held jobs as a roofer, landscaper, painter and general construction worker. I later added 15 credits of
law at Montclair State University, spent thirteen years in the home finance industry, am three credits
shy of an accounting degree and have traded real estate for the past four years. I think every title I have

held since I was able to work has prepared me for a career in real estate and given me a unique
perspective on the industry. Learning is a precursor to executing but not a substitute.
Let me tell you a little more about my learning experiences. In 1999 I went to for a group in Parsippany,
NJ as a title and loan officer. Through this position I began to understand the terminology of real estate
and the basic concepts of buying and selling property. After some time in that position I was offered an
opportunity to work for another group in Whippany as a senior loan officer.
Making this move gave me many more learning opportunities. I was able to learn by attending local
training as well as by asking questions of the more experienced staff in the group. Through the state
organization as well as through local agencies I attended a number of one-day seminars on topics such
as “Closing the Deal,” “Facilitating Family Re-location” and “Techniques for Increasing Sales in a
Decreasing Market.”
I remained in that position for five years, then made a move to a Real Estate group in Hoboken as sales
representative, often referred to as an “independent contractor.” I’ve been with this group for the last
7 years and continue to learn as a professional.
Some years ago I contracted a listing for a residence in an affluent northern New Jersey community
where real estate had historically moved very quickly for a high profit. This was also around the same
time as the “bursting of the housing bubble.” Although I was able to list the property and found a buyer,
in order to sell it I had to accept a lower real estate commission to close the deal. There are instances
when we must do something like this to bring a sale to a successful close.
On another occasion I went to visit a property an evening prior to an “open house” and found that the
current owners had done some significant damage to a wall in the entry of the house. It didn’t take but
ten minutes before I had a can of paint, a brush, a roller and a drop cloth. In just a few minutes I repainted the wall and as the paint dried I felt the anxiety leave my body. The “open house” went very
well the next day!
Not long ago a couple was referred to me by a local home improvement contractor. This segment of the
community has proven to be an excellent way to find potential clients! The couple looked at just four
homes before deciding to make an offer. As the 3-day “attorney review” period ended, the offer was
accepted and I started the paperwork. It was at that time I found that the couple’s financing was
withdrawn. They were distraught. I called them to consider the options. They could buy a home at a
lower price. They could put down a larger deposit. It was at this time they informed me that a larger
deposit was not an option since they had little more saved – the husband was in the military and had
not been able to save much more than a minimum. Realizing he was in the military, I discussed the
possibility of a “VA Mortgage” and we were able to successfully move forward with the process!
With the changes in the economy and the demographics of my county, real estate sales continues to be
a challenging and exciting field for me.
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NJSFTPOPTU
New Jersey Society for the Prevention of Poverty to Us

To Whom It May Concern:
We write this letter in behalf of ____________________ who is a real estate agent in my
community. Some time ago we contacted him in preparation for the sale of a home, and the
purchase of another.
In the months that we worked together, we found him to be completely knowledgeable,
cooperative, approachable and pleasant – a total professional!
The sale of my home went off without issue. The purchase of the new home had some issues but
his knowledge of the process was a calming and steadying force for our family. I would not
hesitate to recommend him as a real estate agent for anyone in need. We have recommended him
to others since that time, and everyone was extremely pleased with his work.
Should you have questions please don’t hesitate to reach us directly at (908) 794-XXXX.
Very truly yours,

John and Debbie-Holmes Byers

Middle States Builders, Inc.
A full-service, residential and commercial construction group serving the community since 1947

April 23, 2008

To Whom It May Concern:
This letter is written in support of John ____________, a real estate professional
in our area for the last many years.
Along with his work as an agent, he has consulted with our construction group
on a number of projects providing information about the feasibility of our
plans. We have come to rely on his expertise in the real estate field.
We support his desire to earn college credit for his extensive knowledge of the
field of real estate sales. Thank you.
Very truly yours,

Doug Carpenter
Manager, Construction Services

REAL ESTATE AGENTS AND SELLERS ASSOCIATION

This is to certify that ___________________ has attended the
one-day instructional workshop for
“Closing the Deal”
Held on

July 9, 2009

Location

Hoboken, NJ

CEUs

.5

John Houseman

Barry Oberhammer

Education Director

President

Certificate of Completion

“Facilitating Family Relocation for Real Estate
Professionals”
This is to certify that _____________ has attended the one-day
training session for professional development and in fulfillment
of continuing education units.

Susan Redbrick

Barbara N. Owner

Education Director

President

Certificate of Completion
“Techniques for Increasing Sales in a Decreasing Market”
This is to certify that ________________ has participated in the
one-day training session for professional development and in
fulfillment of continuing education requirements.

Susan Redbrick

Barbara N. Owner

Education Director

President

