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Working in commercial real 
estate is exciting and the rewards can 
be significant. Still, there are many 
questions to ask when making the 
transition from residential real estate to 
the commercial arena.  

How do I get started in commercial? 
Where can I find the courses and 
education I need? Which commercial 
niche markets best suit my personality 
and interests?

A new, three-hour course, “The 
411 on Commercial Real Estate: What 
You Need to Know,” offered by Illinois 
REALTORS® will help answer these 
questions.  

The course is the first of its kind 
offered by Illinois REALTORS®, and 
aims to address the interests of members 
who are considering a career move into 
commercial brokerage.

The course cannot and does 
not try to replace the curriculum 
offered by the many institutes and 
affiliate organizations of the National 
Association of REALTORS® (NAR).

Groups such as the Certified 
Commercial Investment Member 
(CCIM), Society of Industrial and Office 
REALTORS® (SIOR), the REALTORS® 
Land Institute (RLI), the Institute of 
Real Estate Management (IREM), the 
Counselors of Real Estate (CRE) and 
others all offer in-depth education on a 
variety of commercial topics.

They remain go-to organizations for 
individuals seeking to learn more about 
a particular area of commercial real 
estate practice, find a mentor or pursue 

opportunities for continuing education.
Rather, the new Illinois REALTORS® 

course seeks to get the practitioners 
to ask themselves questions regarding 
their own interests and then points to 
things they might consider in making the 
transition to commercial.

While one can transition gradually, a 
move into commercial real estate cannot 
be done in half measures. One needs to 
make a commitment to get the education 
needed to practice in a chosen niche.

Once you know what area you 
want to explore, consider reaching out 
to possible mentors who are practicing 
in that area of business and can offer 
advice. Mentors who are willing to share 
their perspectives and experiences are 
worth their weight in gold.

Once you decide to make the 
transition, contact the institute which 
matches your interests and enroll in 
classes. The coursework provides a 
pathway to earning the commercial 
designation of your choice.

Interested in farmland? Connect 
with the Farm Land Institute. If 
industrial is your choice, consider the 
courses offered by SIOR. The key to 
success in commercial real estate is to 
learn the most you can in the trade area 
of your choice.

You really do need to go all in and 
commit if you expect to succeed.

By now you might be asking 
yourself; Is there a way to succeed in 
commercial without all of this work? 
Surprisingly the answer is, ‘yes!’ You can 
earn significant commissions and fees 
in commercial simply by referring the 
commercial clients or your leads to a 
qualified colleague.

If you truly have a relationship with 
the client and can refer them, most of 
the work will be handled by a qualified 
professional who is delighted to pay you 
a referral at closing.

I am excited about the new 
introductory commercial course and 
hope you find value in its content. I 
believe that it will be a tremendous 
help to anyone who has wondered if 
commercial might be a path for them 
and it will certainly help them decide 
whether to take the leap. 

About the writer: REALTOR® Alex Ruggieri, CCIM, 
CIPS, CRE, SEC, is a senior investment advisor 
with SVN-Ramshaw Real Estate in Champaign. 
He is a member of the Illinois REALTORS® Global 
Business Council and the Commercial/Industrial/
Investment Committee. He is a member of NAR’s 
Commercial Committee. He can be reached at 
alex.ruggieri@svn.com.
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 “ I believe that it will 
be a tremendous help 
to anyone who has 
wondered if commercial 
might be a path for them 
and it will certainly help 
you decide on whether to 
take the leap.”

Thinking about a career in commercial real estate? Watch the new video featuring REALTORS® Alex Ruggieri 
and Norm Willoughby, who will walk you through the basics of commercial real estate and how it differs from 
residential transactions. Find the video and a video guide at www.IllinoisRealtors.org/Commercial.
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A career in commercial real estate 
can be very rewarding, but it definitely 
requires a skill set that must be learned 
through proper training and experience.

All real estate transactions are 
inherently becoming more complex, 
and commercial practice absolutely 
exemplifies that fact. 

There are several different types 
of commercial property and even 
more characteristics within each type. 
Adding to the complexity is the variety 
of brokerage service types that can 
be offered to consumers within those 
types. In light of that, a licensee should 
find a niche within real estate and 
become an expert.

In fact, licensees can endanger 
their licenses and their membership as 
REALTORS® by practicing in areas 
where they do not have the proper 
training or expertise.

Under Article 15 in the Real Estate 
License Act of 2000, a licensee when 
representing a client owes a duty to: 

“Exercise reasonable skill and care in 
the performance of brokerage services.”

Also, in the administrative rule at 
the section concerning unprofessional 
conduct, a licensee may be found in 
violation for: “Any conduct constituting a 
breach of duty to the client causing harm 
to the client in the future. In establishing 
harm, the Department need not prove 
actual economic damage to the client.”

ARTICLE 11 OF THE CODE OF ETHICS 
IS SPECIFIC AND VERY CLEAR:

“The services which REALTORS® 
provide to their clients and customers 
shall conform to the standards of 
practice and competence which are 
reasonably expected in the specific real 
estate disciplines in which they engage; 
specifically, residential real estate 
brokerage, real property management, 
commercial and industrial real estate 
brokerage, land brokerage, real estate 
appraisal, real estate counseling, real 
estate syndication, real estate auction, 

and international real estate. 

REALTORS ® shall not undertake 
to provide specialized professional 
services concerning a type of property 
or service that is outside their field of 
competence unless they engage the 
assistance of one who is competent on 
such types of property or service, or 
unless the facts are fully disclosed to 
the client. [Emphasis added]

Any persons engaged to provide 
such assistance shall be so identified to 
the client and their contribution to the 
assignment should be set forth.” 

This course provides information to 
licensees concerning the intricacies of 
commercial brokerage and encourages 
licensees to become experts. 

 About the writer: Norm Willoughby is the CEO 
of the Central Illinois Board of REALTORS® and a 
licensed real estate instructor. He can be reached 
at normcibr@gmail.com.
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