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Introduction

Training within an MLS encompasses a wide range of activities, from educating MLS staff to
empowering subscribers with the necessary knowledge and skills. This guide is dedicated
to best practices for subscriber training. It provides detailed strategies for developing a
comprehensive training program that ensures subscribers are well-equipped to leverage

your MLS's services and tools fully. By following these best practices, your subscribers will
enhance their efficiency and success and contribute to your MLS's overall effectiveness and
reputation.

This guide walks you through creating an impactful training program, from assessing
subscribers' needs to designing engaging and informative training sessions. It covers
various training methods to accommodate different learning styles and preferences,
including in-person workshops, online courses, and one-on-one coaching. We also
emphasize the importance of feedback in measuring the success of your training initiatives
and making continuous improvements. By valuing and acting on feedback, you can ensure
your subscribers feel heard and involved in the improvement process.

By implementing the tactics outlined in this guide, you can ensure your subscribers have
the knowledge and tools they need to excel in their roles, stay updated with industry
trends, and maximize MLS services. Well-trained subscribers lead to a more dynamic and
successful MLS community.

Overview of MLS Training

MLS training is essential for ensuring subscribers and staff fully understand and utilize the
wide array of tools and services available through the system. Proper training empowers
users to navigate MLS software efficiently, access critical market data, and adhere to
industry rules and regulations. Real estate professionals can enhance their business
practices, improve client interactions, and maintain data accuracy within the MLS by
maximizing the value of these resources.

While this guide is focused on programs for subscribers, MLS staff training ensures they
can support subscribers effectively, troubleshoot issues, and maintain high service
standards. A well-executed training program fosters greater engagement, efficiency, and
success for everyone involved.
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PURPOSE OF MLS TRAINING

This guide provides a clear roadmap for developing an effective and comprehensive
training program tailored to the diverse needs of MLS subscribers. Recognizing that real
estate professionals have varying experiences and learning preferences, it outlines
strategies and tactics for creating engaging and accessible training solutions. By
addressing different learning styles and offering a mix of instructional methods, such as
live webinars, in-person classes, and on-demand tutorials, the guide helps MLSs build
training programs.

PROVIDE VALUE THROUGH TRAINING

The MLS offers many benefits to its subscribers, with training being a key component.
Regardless of the MLS software you offer, it is a powerful tool that can seem overwhelming
to those new to the industry or less familiar with technology. Given the extensive features
available, ensuring that your subscribers maximize the value of the software they invest in
is key.

Providing training as a subscriber benefit teaches users the basics of the software and
shares advanced tips and tricks to fully leverage its capabilities. Moreover, training can
serve as a source of non-dues revenue if you decide to implement fees for training
sessions or penalties for no-shows. This approach ensures that your subscribers are
proficient and efficient while also offering potential financial benefits for your organization.

MLS Training Best Practices
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Core Principles of MLS Training

THE VALUE OF MLS

Emphasizing the value of MLS services is key to demonstrating how comprehensive
training can directly benefit real estate professionals. Effective MLS training teaches
subscribers how to use the system tools and highlights the importance of data accuracy,
regulatory compliance, and market efficiency. Training also ensures that brokers and
agents stay compliant with industry rules and MLS policies, reducing the risk of violations
and maintaining a fair marketplace for all. Communicating the importance of MLS training
fosters a culture of continuous learning, driving improved performance, better decision-
making, and higher overall success for real estate professionals.

The value of an MLS lies in its ability to provide a centralized, reliable platform for real
estate professionals to access and share comprehensive property information. An MLS
facilitates cooperation between brokers and agents by creating a marketplace where
cooperation and listings offer the most up-to-date and accurate data about available
properties. This streamlines the buying and selling process, ensuring all participants have
equal access to property details, pricing information, and market trends.

Additionally, the MLS promotes data integrity by enforcing standards for accuracy and
compliance, which helps protect real estate professionals and consumers.

The MLS provides transparency for consumers, allowing them to make informed decisions
based on the most current and complete property information. For professionals, the MLS
enhances efficiency, reduces duplication of efforts, and fosters a competitive yet
collaborative environment that benefits their clients. Furthermore, MLSs often offer tools,
analytics, and services that help subscribers stay ahead of market trends and deliver
superior service to their clients, making the MLS an invaluable resource in the real estate
industry.

Simply, the Value of MLS:
o Facilitate cooperation between participants and subscribers
o Access to marketplace inventory
o Aduvertising syndication of data
o Complete, current, accurate, timely, and standardized data
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o Level playing field for all participants and subscribers

UNDERSTANDING ADULT LEARNING STYLES

An effective MLS training program for adult learners must leverage proven learning
methodologies to maximize engagement and retention. Adult learners are typically goal-
oriented and self-directed and bring a wealth of professional experience, influencing how
they absorb new information.

They learn best when they understand the relevance of the material, can apply it, and have
the flexibility to learn at their own pace. To cater to these needs, your training should
emphasize real-world applications using practical, hands-on exercises that directly relate to
daily real estate tasks, such as searching for listings, inputting listings, how to run market
statistics, managing data, or utilizing advanced MLS tools.

Instructional methods should include interactive webinars, in-person workshops, videos,
how-to guides, lunch and learns, self-paced, and on-demand tutorials, giving learners the
autonomy to choose the best format. Engaging adult learners also requires a focus on
problem-solving and experiential learning, such as role-playing scenarios, case studies,
and step-by-step guided exercises that mimic real-world transactions. This approach
ensures that learners understand how to navigate MLS systems and helps apply their new
knowledge in their professional activities, making the training practical, impactful, and
aligned with their career goals.
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Key Components of an MLS Training

Program

DEDICATED TRAINERS

Securing qualified trainers is essential to establishing an effective training program. This
can involve several strategies, such as hiring a new staff member dedicated to training,
reallocating current staff resources to develop and deliver the program, outsourcing
training to external industry experts, or utilizing a trainer provided by your MLS software
vendor. Each option has advantages, and choosing the right approach depends on your
organization's needs and resources. Ensure that all reallocated staff members have ample
time to create and host classes.

Furthermore, trainers can become certified distance educators through programs such as
the Association of Real Estate License Law Officials (ARELLO). This certification ensures that
your instructors adhere to specific standards when developing and teaching courses,
enhancing the quality and consistency of the training provided.

VARYING INSTRUCTION METHODS

A renowned adult educator, Malcolm Knowles, popularized the concept of five teaching
strategies for adults known as the Knowles Learning Styles. According to this concept,
adults learn best when:

They understand why something is important to know or do.

They have the freedom to learn in their own way.

Learning is experiential.

The time is right for them to learn.

o wbd =

The education process is positive and encouraging.

Applying all these methods to your curriculum may not be possible, yet several can be
effectively utilized. While we understand the necessity for users of MLS software to employ
it effectively, they may not always recognize the need for training. Your MLS training
program should emphasize the importance of education and actively encourage
participation. Develop classes demonstrating how the training will enhance their business
and continuously highlight these benefits throughout the session. This approach will help
subscribers see the value of the training and motivate them to engage fully.
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Another key component to focus on is that adults learn best when they can learn in their
way. This includes accommodating various styles: visual, auditory, and tactile.
Demonstrating how to complete a task or use a feature in the MLS software is
straightforward in a classroom setting, via webinar, or through recorded tutorials. Although
tactile learning can be more challenging, including hands-on training sessions to ensure
comprehensive understanding is important.

LIVE WEBINARS

Webinars offer the advantage of training subscribers wherever they are, significantly
reducing costs associated with renting venues and covering employee travel expenses.
Another benefit is that unlike in-person training, where a minimum number of registrants
may be required to justify the expense, webinars are cost-effective regardless of the
number of participants. Additionally, webinars can be recorded and shared with
registrants who cannot attend. Recordings can also be added to your organization’s
Knowledge Base and video-sharing platform (such as YouTube) for subscribers to access
anytime. This flexibility ensures that all subscribers benefit from training, enhancing their
knowledge and skills without logistical constraints.

RECORDED WEBINARS AND TUTORIALS

Given their busy schedules, subscribers may often miss scheduled training sessions.
Recording webinars allows them to review the material at their convenience and learn
independently. Similarly, tutorials provide concise videos that quickly demonstrate using
specific features or functions. This allows subscribers to enhance their skills on their own
time.

IN-PERSON CLASSROOM TRAINING

Hosting in-person training has advantages. People often face many distractions at work
and home, making it difficult to focus during a webinar. Attending a class in a dedicated
training environment can help subscribers concentrate and absorb information more
effectively. For MLSs serving multiple market areas, this approach also provides an
opportunity to collaborate across markets, adding value to subscribers through joint
training initiatives. Additionally, in-person training offers valuable networking opportunities
before and after the class and provides a chance for affiliates to sponsor the session.

MLS Training Best Practices
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There are two types of in-person training.

a. Lecture Style: A lecture-style class involves attendees watching the instructor and
taking notes, rather than following along on their computers. While this may seem
counterintuitive for a software-focused course, it has its benefits. First, hands-on
classes are not always the most effective for everyone. Second, a lecture-style format
allows for an unlimited class size. If attendees can see the projected screen, they can
learn and participate effectively. By taking notes, they will have a reference guide
when they return to the office to practice what they have learned.

b. Hands-On Training: Offering hands-on training opportunities is essential because
much of what subscribers learn requires them to be able to perform the task
themselves, and many learn best through practical experience. This can be
challenging in group settings, as the instructor needs to ensure that everyone
progresses at the same pace.

ON-DEMAND LEARNING

Creating training that is accessible anytime is important, especially for real estate
professionals who often work non-traditional hours. By offering recorded training through
a learning management system, subscribers can access the material when it suits their
schedules and easily track their progress.

QUICK REFERENCE GUIDES/HOW TO GUIDES

Offering references guides to subscribers allows them to learn independently without
having to wait for scheduled training sessions or assistance from MLS staff. These guides
enable subscribers to follow step-by-step instructions and quickly master processes
independently.

ONE-ON-ONE TRAINING

Although one-on-one training can be challenging to organize, it offers significant benefits,
especially for subscribers struggling with technology. Personalized instruction allows for
tailored support, ensuring each subscriber receives the specific guidance they need to
succeed.
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IN-PERSON OR VIRTUAL VISITS TO BROKERAGE OFFICES

Conducting training sessions at an office allows the instructor to tailor the content to the
specific needs of each group. This can be especially beneficial when discussing MLS rules
and policies. Additionally, it provides an excellent opportunity to gather valuable feedback
directly from participants.

MAINTAINING CONSISTENCY ACROSS TRAINING

A successful MLS training program should ensure that all materials and sessions follow a
consistent format and convey a unified message. Consistency in training not only provides
clarity, but reinforces key concepts and best practices, allowing learners to build on a
strong foundation of knowledge. This uniformity ensures that every subscriber receives the
same high-quality instruction, whether the training is delivered in person, via webinars, or
through on-demand resources.

To achieve this, it is important that internal staff members also undergo the same training,
ensuring they are fully aligned with the curriculum and can provide consistent support and
guidance to subscribers. Standardizing training formats, content, and delivery methods
across the organization guarantees that all stakeholders—staff and MLS subscribers—are on
the same page, promoting a cohesive understanding of MLS tools, policies, and services.
This helps maintain high levels of professionalism, fosters confidence in the system, and
ensures that every interaction is aligned with the MLS's goals and standards.

Additionally, your marketing and communication staff are crucial for promoting training
sessions and ensuring subscribers stay informed of learning opportunities, creating a
seamless and efficient training experience for all MLS participants.

CURRICULUM DEVELOPMENT

Developing a comprehensive MLS training curriculum requires a well-rounded approach
that covers all the key components for real estate professionals to maximize the value of
MLS products and services. The curriculum should be designed to provide in-depth
knowledge of the MLS system itself, including how to use its features for listing
management, market analysis, and client interactions. Essential topics such as billing,
subscriptions, and account management should be covered to ensure participants
understand how to manage their MLS subscriptions and fees effectively.
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In addition, the curriculum should delve into MLS policies and compliance, helping

subscribers stay current with industry rules and policies, and any changes mandated by
NAR or other regulatory bodies. Training in the interpretation and utilization of market
statistics and productivity reports is foundational, as these tools enable subscribers to
make informed decisions, provide accurate pricing guidance, and deliver valuable insights
to their clients. Providing modules on industry trends and future outlooks helps real estate
professionals stay competitive and forward-thinking in a constantly evolving market.

Incorporating real-world scenarios, hands-on exercises, and interactive tools into the
curriculum enhances learning outcomes by allowing participants to apply their knowledge
practically. The curriculum should include guidance on using MLS systems to access
productivity tools, market statistics, and industry insights. This ensures subscribers are fully
equipped to analyze data, track performance, and make informed decisions that drive their
success. By covering these diverse areas, the training program ensures that MLS
subscribers are fully prepared to leverage the system'’s capabilities and contribute to a
more dynamic, informed real estate market.

SPECIALIZED CURRICULUM

Specialized MLS training programs are implemented to address subscribers' unique needs
and ensure they stay informed about critical aspects of MLS usage, policies, and industry
requirements. These programs can be tailored to cover various specialized topics
enhancing subscriber competency and compliance. For instance, compliance training is
vital for educating subscribers on MLS rules, data accuracy, and the importance of
adhering to industry regulations. This training often includes sessions on data entry
standards, data usage policies, and avoiding common violations to help maintain data
integrity across the MLS.

Another key area is legal landscape training, which keeps subscribers current on the latest
legal requirements and industry changes, such as updates to NAR policies, Fair Housing
regulations, and other legal obligations that directly impact MLS participants. This ensures
that subscribers know their legal responsibilities and the consequences of non-
compliance.

New Subscriber Orientation is critical for new subscribers in onboarding agents and
brokers to the MLS system. This program introduces them to the core functionalities of the
MLS platform, key features they will use daily, an overview of MLS policies and procedures,
and MLS services. It is designed to provide a comprehensive foundation that empowers
new subscribers to navigate the system efficiently and understand the benefits. Each of
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these specialized training programs can be tailored to meet the specific needs of the
market and its subscribers, providing targeted education that drives compliance,
proficiency, and professional growth.

ENSURING EFFECTIVENESS

Ensuring the effectiveness of a training program is critical to maintaining high standards
and delivering value to participants. A best practice is to implement a structured system of
assessment and feedback mechanisms that measure the impact of training and drive
continuous improvement. Start by conducting pre-session surveys to assess attendees'
existing knowledge and skill levels, which helps tailor the training to their needs. After the
session, post-training surveys should be used to evaluate their satisfaction, gather
feedback on content delivery, and determine areas for improvement or opportunities for
additional training.

Integrate knowledge tests and quizzes during and after sessions to ensure attendees retain
the information. These assessments provide insight into how well they grasp the material
and highlight areas that may require additional focus. Furthermore, these quizzes can be
used to identify gaps in understanding and adjust future sessions accordingly.

Establishing a continuous improvement cycle based on feedback is equally important.
Analyzing survey results, quiz performance, and participant suggestions allows trainers to
refine materials, update content to reflect current industry trends, and enhance delivery
methods. This feedback loop ensures that the training remains relevant, effective, and
aligned with the evolving needs of MLS subscribers. By consistently reviewing and
improving the program, MLSs can provide a dynamic and impactful training experience
that enhances the professional capabilities of its participants.

TRACKING ATTENDANCE AND ENGAGEMENT

Tracking attendance and monitoring engagement levels are essential to ensuring the
effectiveness of MLS training programs. By leveraging digital tools and offering incentives,
MLSs can encourage consistent participation, maintain high levels of engagement, and
improve subscribers' learning outcomes.

UTILIZE DIGITAL TOOLS TO MONITOR PARTICIPATION

Implement a robust system for tracking attendance and engagement during training
sessions using digital tools such as learning management systems (LMS), webinar
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platforms, or attendance-tracking software. These tools can automatically log attendance,
monitor how long participants remain active, and provide detailed reports on participation
rates. Features such as registration logs, attendance reports, and completion certificates
help measure the success of live and on-demand training sessions.

MEASURE ENGAGEMENT DURING SESSIONS

Beyond simple attendance, it is important to measure engagement throughout the
training. LMS platforms can track interaction metrics, such as quiz completion, poll
responses, and Q&A session participation. By monitoring how actively participants engage
with the content, trainers can identify who is fully participating and who may need
additional support. Tracking these metrics helps ensure that subscribers are not just
attending but actively involved in the learning process.

OFFER INCENTIVES FOR HIGH ENGAGEMENT

To motivate participants and increase engagement, consider offering incentives for those
actively participating in training. This could include rewards such as recognition in MLS
newsletters, certificates of completion, or even tangible rewards like discounts on MLS
services or entry into prize drawings. Offering continuing education (CE) credits for
training sessions is another powerful incentive that drives attendance and engagement
while adding value to subscribers' professional development.

USE DATA TO REFINE TRAINING

Use the data collected from attendance and engagement tracking to evaluate the
effectiveness of your training programs. Identify trends in participation, such as which
topics generate the most interest or which formats (webinars, in-person, or on-demand)
lead to higher engagement. Based on these insights, future training sessions should be
adjusted to better meet the needs of your subscribers and increase overall effectiveness.
Additionally, share that with your Customer Support and IT teams to determine if support
or product changes might be necessary.

MLS Training Best Practices
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Accreditation and CE Certification

MLS training should be Continuing Education (CE) certified to encourage greater
participation and provide real value to real estate professionals who need credits to
maintain their licenses. CE-certified training adds credibility to the MLS's offerings,

ensuring that the courses meet industry standards and are recognized by state real estate
commissions. This certification also helps MLS subscribers comply with professional
requirements while improving their knowledge of MLS tools, policies, and services.
Additionally, CE courses can serve as a non-dues revenue source for MLS organizations,
making it a strategic advantage that benefits both the MLS and its subscribers. By offering
CE credits, MLSs demonstrate their commitment to supporting their subscribers’
professional growth and success while enhancing engagement in essential training
programs.

TIPS FOR APPLYING FOR CE CREDIT

Research State Requirements

Begin by thoroughly researching the requirements for CE certification in the states your
MLS operates. Each state may have different criteria for course approval, especially
technology-focused training like MLS software. Ensure you understand the application
process and any specific guidelines related to CE certification in your jurisdiction. If your
MLS serves multiple states, aim to secure certification in each to benefit as many
subscribers as possible.

Check for ARELLO Certification Requirements

Some state real estate commissions may require courses to be certified by Association of
Real Estate License Law Officials (ARELLO), which sets standards for distance education
and other forms of training. If this is required, ensure your courses meet ARELLO's
guidelines and your instructors are Certified Distance Education Instructor (CDEI) certified.
ARELLO certification adds another layer of credibility and compliance to your training
program.

Develop Comprehensive Course Outlines

When applying for CE course certification, provide detailed outlines that include learning
objectives, a breakdown of the content, and how the course enhances real estate
professionals' knowledge and skills. Clearly explain the purpose and importance of the
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MLS software and tools for agents, emphasizing how these courses will help them better
serve their clients and stay compliant with industry standards.

Determine Class Format and Delivery

Decide whether the course will be delivered as a live webinar, in-person session, or on-
demand format. Some states may have specific requirements for each delivery method, so
it is essential to clarify the format in your application. If possible, get courses approved for
multiple formats to provide flexibility for your subscribers. Include specifics on how
attendance will be tracked, how questions will be handled, and how certification of
completion will be issued.

Prepare for Rejections and Appeal if Necessary

If your CE application is rejected, do not hesitate to request clarification on why it was
denied. Many real estate commissions offer an appeal process where you can provide
additional context and demonstrate the importance of MLS training for real estate
professionals. Be persistent in explaining the value of your course to both the commission
and your subscribers.

TOOLS AND RESOURCES FOR TRAINING

To deliver effective MLS training, leveraging the right tools and resources to enhance
content delivery and engagement is essential. Utilizing recommended technology such as
web conferencing tools like Zoom or GoToWebinar allows MLSs to host live, interactive
training sessions regardless of location.

Screen recording and video editing software, such as Camtasia, enables the creation of
high-quality tutorials and on-demand training content. Learning management systems
(LMS) like Moodle or Litmos provide a structured platform for managing courses, tracking
progress, and offering on-demand learning opportunities.

MLS Training Best Practices
© 2025 Council of Multiple Listing Services 16




Council of
Multiple Listing
Services

CMLS

Recommended Technology for MLS
Training

MLS TRAINING AND DEVELOPMENT AND DELIVERY

Web Conferencing Tools

Platforms such as Zoom, GoToWebinar, and Microsoft Teams are essential for hosting
live webinars, virtual training sessions, and meetings. These tools allow for real-time
interaction between trainers and participants and offer features like screen sharing, polls,
and Q&A sessions to keep participants engaged.

Screen Recording and Video Editing Software

Tools like Camtasia or dominKnow are ideal for creating video tutorials, demonstrations,
and recorded webinars. These platforms enable MLSs to produce high-quality instructional
videos to be shared with subscribers for on-demand learning or as follow-up resources
after live sessions.

Learning Management Systems (LMS)

An LMS such as Rialto or Meridian helps manage, deliver, and track training programs.
These platforms provide the structure for creating courses, enrolling participants, and
monitoring progress, offering subscribers the flexibility to access training materials on-
demand and at their own pace. LMS platforms often include features like quizzes,
certificates, and feedback mechanisms to enhance the learning experience.

Digital Communication Tools

Platforms like MailChimp, Constant Contact, and HubSpot allow MLSs to promote
training sessions, send reminders, and share updates with subscribers. These tools help
ensure that training opportunities are effectively communicated and reach the right
audience, with the ability to segment mailing lists for targeted outreach.

Video Hosting Platforms

Services like YouTube and Vimeo are excellent for hosting and sharing recorded
webinars, training tutorials, and instructional videos. These platforms make embedding
videos into emails, websites, and learning portals easy, allowing participants to access
training content anytime, anywhere.
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Knowledge Base/Helpdesk

A well-organized Knowledge Base or Helpdesk platform provides subscribers access to
quick reference guides, FAQs, and video tutorials. Housing all training materials in a
central, searchable location ensures that MLS subscribers can easily find resources to
support their learning and reference them as needed.
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Conclusion

A well-structured and comprehensive MLS training program is a cornerstone of an MLS's
ability to fully empower its subscribers and staff to leverage the tools, services, and
resources available. By carefully developing and implementing a training curriculum that
addresses the diverse needs of real estate professionals—ranging from compliance and
legal updates to new subscriber orientation and advanced tool utilization—MLSs can
significantly enhance user proficiency and adherence to industry standards.

This guide outlined the essential components for creating an impactful training program,
from understanding adult learning principles to using varied instructional methods such as
live webinars, hands-on workshops, and on-demand tutorials. A focus on consistency
across training materials ensures that every subscriber receives the same high-quality
instruction regardless of how or when they access the content. Internal staff should also
undergo the same training to provide cohesive support and maintain uniform messaging
across the organization.

Leveraging modern technology, such as learning management systems (LMS), video
conferencing platforms like Zoom, and digital communication tools like MailChimp, is
critical in making training accessible, efficient, and engaging. These tools help track
attendance, monitor engagement, and provide essential feedback loops that allow MLSs
to improve their training offerings continuously. Moreover, offering CE-certified courses
adds credibility and value and encourages greater participation, as real estate
professionals can fulfill their continuing education requirements while enhancing their MLS
knowledge.

Tracking attendance, gathering feedback through surveys and assessments, and regularly
refining training materials based on participant input are key best practices for ensuring
the long-term success of any MLS training program. By staying responsive to the evolving
needs of their subscribers and the real estate market, MLSs can deliver a dynamic and
effective training experience.

A well-executed MLS training program leads to better data accuracy, enhanced
compliance with MLS rules, and greater overall subscriber satisfaction. Well-trained
subscribers are more confident in their abilities, make better use of MLS tools, and
contribute to a more efficient, transparent, and informed real estate market. By investing in
top-notch training, MLSs support their subscribers' success and strengthen their
organization’s role as a trusted and essential resource within the industry.
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