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Developing DYNAMIC 
Commercial Listing  
Presentations 

 
 

COURSE TITLE:  Developing DYNAMIC Commercial   

Listing Presentations 

COURSE INVESTMENT: $149 per attendee  

PRESENTATION TIME FRAME: SIX (6) HOURS  

COURSE INCLUDES: 

 Professionally produced PP slide presentation 

 High attendee interaction/Q&A with experienced 

course instructor/developer 

 Fast moving, high energy presentation style by 

experienced instructor 

 40-page workbook/resource guide as supplement to 

LIVE presentation 

 Real-life CASE STUDIES 

 100% Money-Back Guarantee 
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