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Introduction

Dear NAR International Spokesperson:

This packet of talking points pertaining to NAR’s International Operations group was compiled to
assist volunteer leaders more effectively speak to and respond to inquiries from NAR’s various
constituents—whether grassroots domestic members, NAR local, state or national leadership,
or our non-U.S. members and alliances around the globe.

There is a great deal of information contained here. While NAR spokespersons are welcome to
keep handy and use the full package, it is more likely that this will be most useful to pull specific
sections out for reference on topics of most interest/relevance to your role as spokesperson, or
for use with specific presentations/programs. To that end, the information is organized by broad
topics and formatted so that you may easily pull pages that focus on a single topic.

For those who have the opportunity to make a formal presentation on NAR’s International
Operations initiatives, or perhaps a specific program topic, e.g., transnational referrals, CIPS,
globalization, WorldProperties.com, etc. keep in mind there are a number of PowerPoint
presentations which can be downloaded from the international speaker database and
customized for presentation.

As the information contained here is updated semi-annually, to ensure you have the most recent
version, e-mail NARglobe @realtors.org. The most current version will be e-mailed and/or a link
provided to where you can download the packet from Realtor.org.

Thank you for your interest and support of NAR’s International Operations program. If you have
guestions about any of this information, you may contact the staff mostly closely associated with
the program (see staff resources section at end of packet), or call 1.800.874.6500, x8392.

International Operations Division
National Association of REALTORS®

Updated July 2009

2 ( International ’

Your Global

REALTOR Business Partner



A Guide to NAR International Programs, Products & Services for REALTORS®

‘ Table of Contents \

Overview and Program Value PropoSitiON ......cccccvecviieiieie s 5
T3] o o RSP 5
ENG RESUILS ittt b bbbt e bbb st nbe e 5
NAR International Core Beliefs and Message Statements ........cccccevevevvveeveciesnenee. 6
General Value Stat@MENTS ..ot 6

Global Factors Impacting U.S. Real EState ..o 8

Key Program and Service INITIALIVES ... ee et ae e 11
NAR International Products, Program and ServiCes.........cccoviereeivniensieesesieeseennens 11
China — Education/Training & Membership ..o 11
India — Association Development/Industry Best Practice EXpOrt.......cccccvevevuennne. 11
AMPI (MEXICO) JOINT VENTUIE.....cciiiiecieeie ettt sttt e e st ae e e nne e 11

(O | S N\ = 011V ] TSRS 13

International MemMBErSHIP ..o s 14

International EAUCALION ......ccociiiiiiiiiccee e e s 15
CIPS (Certified International Property Specialist) Designation...........c.cccceeevvevuenee. 15
Expand Your Market Training Program ... 16
Doing BUSINESS iN MEXICO COUISE ..ottt sttt sre e 16
D0iNg BUSINESS IN U.S. COUISE...uiiiiiiicieeie sttt te s s te et st eete e s reeaesseesre e 16
Risk Reduction: International Business Factors Affecting Your Local Market .. 16
NAR Education Cooperative EffOrtS ... 16
Online Training/Information Resources for Brokers, Firms & Associations....... 17

INternational NETWOTKS ..o et e 18

1O 19
(€T o L=t = 1 [ o) £o] o= U o o T 19
ICREA/WorldProperties.com ProdUcCtS/SErVICES ......cccoevveieieevesie e 20
NAR’s Role in ICREA & NAR Member Benefits ..o 20

Annual Meetings, Conferences & INdustry EVENtS ... 21
(CTo XY=l 4 o= T g o] O TR U PP PTPUPRPR 21
Key Networking OPPOrtUNITIES ...c.vccie ettt s 21
Lo T o= 11 o o PSPPSR 21
Other Industry Events Supported by NAR International ........c.ccccccvevevvvenieeinneenn. 22
SPONSOrShiP OPPOTTUNITIES ...uiiiii ittt re e e 23

LN AV o Lok Yo} YOS R PP PRPRPRO 24
International Housing Coalition ..o 24
International Real Property Foundation (IRPF)......cccccoiiiiiiii v, 24
ReaumMeE FOUNAATION .....oiiiiieiiee ettt s et sbe e 24
U.S. Legislative ISSUES/INITIAIVES .......ccciiriiire et 25

CONSUMET INTEIESTS ... s re e e re e s e e n e nne e 26

Realtor.org/INterNationNal ..o et sbe e 27

APPENDIX A — NAR International Long Range Plan ........ccccccocevivevvveveece s 28

APPENDIX B -- NAR Public Affairs International Talking PoOints ........cccccoevvvevennnnne. 33

APPENDIX C -- NAR International Membership Chart ... 34

APPENDIX D -- Key Current Legislative ISSUES SUMMAIY .......cccvverineeneniinneeniesnenne 35

3 ( International ’

Your Global

REALTOR Business Partner



A Guide to NAR International Programs, Products & Services for REALTORS®

Issue: Developer ReQIStratioN .......ccceeiieeiiiie et 35
Issue: Facilitating Visas for Foreign CitiZENS ........cccocvvieveniinienese e 36
Issue: H-2B Visas for Foreign Part-time WOrKers .......cccovvvvivnnenineenene e 37
APPENDIX E -- Leadership & Staff ContactS.......c.cccoccvvieviiiiiiie v 38

4 ( International ’

Your Global

REALTOR Business Partner



A Guide to NAR International Programs, Products & Services for REALTORS®

NAR International: Program Overview and

Value Proposition

Overview and Program Value Proposition

Mission
The goal of the NATIONAL ASSOCIATION OF REALTORS® international program is to render
the global market accessible to and profitable and ethical for US REALTORS®.

Long Range Objectives

Following are long-term goal statements that represent where NAR should focus its resources
to achieve its vision and support its mission. They are not-short term, tactical project goals but
rather aspirational, “stretch” goals for long-term action.

1. Global Leadership: NAR’s position as a widely recognized leader in the international real
estate community enhances NAR members’ success in the global marketplace and its role
as corporate citizen. This is effected primarily through strategic alliances and related efforts
designed to: 1) support the adoption of compatible real estate standards; 2) advance real
property rights; and, 3) mitigate impediments to the global transaction of real estate.

2. Global Business Tools and Professional Development: Shape and provide access to
the education, information systems and other membership programs needed by real estate
practitioners to operate successfully and minimize risk in the global market now and into the
future.

3. Global Member Awareness: Raise awareness among NAR members of the impact and
opportunity of global real estate within their local domestic markets and of the tools
available to them to support this business and help them recognize risk.

End Results

For each long-term objective, NAR has identified a series of “end results” that are tied to
relationships, business practices, advocacy and/or information. This follows the structure of the
NAR Strategic Plan.

Within these “end results” core values and programs are addressed including, but not limited to
the following:
e global standards for real estate practice
e a network of organized real estate organizations around the globe
e leveraging of grass roots resources for international support and to foster cross-border
business
e adiverse offering of information and educational resources for individuals, firms and
associations,
e maintaining a body of professional knowledge for international practitioners
e global exposure for domestic property listings
e access to quality market information
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e increased awareness by NAR members of international business opportunities and
available resources

A copy of the NAR International Long Range Plan, approved in May 2008, is attached as
Appendix A to this document.

NAR International Core Beliefs and Message Statements

1.

International real estate (domestic and inbound/outbound) is not just a niche industry
activity, but is integrated into all sectors of the real estate business. Failure to recognize this
and also to understand associated risk factors with international transactions can be a
barrier to success of a broker/firm in many markets, and can mean lost income/business
opportunities/competitiveness in all markets.

NAR shapes and provides access to the education, information systems and other
membership programs needed by NAR members to effectively work and succeed in the
global market and minimize client, customer and agent/broker risk.

The cultural differences between how Americans approach/conduct business (as compared
to other countries) are significant. International business is largely relationship-based (some
interpersonal relationship is established before business will easily be conducted). The
organizational relationships that NAR forms and maintains worldwide pre-sell the
NAR/REALTOR® brands and result in business to U.S. NAR members in form of
inbound/outbound buyer and sellers and referrals

To help U.S. REALTORS® more easily, effectively and profitably conduct international
business, NAR takes an active role in global organized industry activities which positions
NAR as a credible leader in setting global real estate standards and provides opportunity for
worldwide marketing of the REALTOR® brand, and U.S. best business practices including
MLS, broker cooperation and transnational referrals.

Current markets conditions in the U.S. and globally make U.S. property very attractive to
foreign buyers. In a soft domestic market, REALTORS® should look to international
business to offset a domestic slowdown, and/or grow their business.

NAR’s involvement in developing/emerging markets (often through third-party industry
groups) is building a viable, private global real estate marketplace where U.S. REALTORS®
are able to efficiently and profitably conduct business now—or in the future. The export of
U.S. industry best practices contributes significantly to: a) enhanced broker professionalism;
b) greater transparency and improved understanding of real estate markets, and ¢) more
efficient market activity. Today’s emerging markets are tomorrow major investment markets,
e.g., China, Central Europe, and India.

International real estate for NAR members is defined as domestic (U.S.-based transaction
where an international element exists, e.g., source of financing, language, culture, etc.);
inbound (buyers/investors, referrals); and outbound (investors, referrals, second home
seekers) -- for both residential and commercial real estate.

General Value Statements

e It's a fast changing world and increasingly more global. World events and economic
changes a half a world away have a near immediate impact on real estate markets--
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including local markets. Closer to home, inbound foreign investment, immigration, and
the burgeoning second home market all have significant impact on our members'
domestic business.

It's important for NAR to stay active in the global arena and specifically to:

o Assess members’ business needs, and develop programs and products to meet
those needs;

o Monitor the legislative environment and advocate for and protect our members’
interests in a changing world;

o Strengthen our position globally through bilateral and multilateral relationships;
and

o Maintain support for developing markets, helping to lay the foundation for these
markets to join the world marketplace.

NAR research shows that nearly half of our members have participated in an
"international” transaction, although they may not although think of it in these terms. It
might be assisting a recent immigrant with their first home, helping a client with the
purchase of a vacation home in the Caribbean, or a host of other scenarios.

REALTORS® are more successful in their own local markets by understanding (through
NAR programs, services and resources) how the changing cultural demographics of
their communities impact their customer and employee base of the future.

NAR has a great deal of information and resources to help REALTORS® manage global
business--whether for an occasional transaction or a significant part of their business.
NAR offers all levels of training resources--from 20 min. sales meetings tool Kits to full-
blown designation and certification programs. NAR also provides members with access
to a business network of professionals in more than 50 countries (all whom subscribe to
a code of ethics similar to NAR's), a transnational referral system backed by an
arbitration process, and a marketing and business platform through
WorldProperties.com.

There's a whole world of opportunities and NAR wants to make sure its members are
prepared to take advantage of it!
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Global Market: Understanding Factors

that Impact U.S. Real Estate

Global Factors Impacting U.S. Real Estate
e Through carefully developing and nurturing international bilateral and multilateral
relationships worldwide over the past several decades, NAR has laid a solid foundation
for participation in today’s global marketplace.

¢ NAR’s International Network--today 80 partner associations in 59 countries--
demonstrates the value of NAR’s international initiatives and emphasizes its
commitment to promote business development opportunities for U.S. members.

¢ The following statistics from recent NAR Member Profiles and the 2008 NAR report,
“Foreign Investment in U.S. Real Estate: Current Trends and Historical Perspective,”
reflect the growing importance of integrating international into a real estate company’s
domestic business plans:

o 3.2% of NAR members (more than 41,000) indicate that international is their
primary or secondary business specialty — an increase of over 25,000 since
2001.

o While all real estate is local, REALTORS® do business in a global environment.
Almost half of NAR members indicate that they have participated in a transaction
involving an international aspect, ranging from purchasing property outside the
U.S. to helping a foreign born U.S. citizen find a home in the U.S.

o According to our surveys, CIPS Designees and International specialists earn
substantially higher incomes than the typical REALTOR®.

o Foreign direct investment holdings in U.S. real estate companies totaled $41.7
billion in 2007. In 2007, Latin America, Australia, Germany and Japan accounted
for more than half — 52 percent -- of foreign direct investment in U.S. real estate.
Foreign investment in all U.S. asset holdings increased from $2.16 trillion in 2006
to a record $2.42 trillion in 2007. The amount of private foreign market ownership
of U.S. stocks and bonds also rose -- to over $6.13 trillion in 2007, a 14 percent
increase from 2006.

o Foreign investment helps to create jobs through direct investment in a business
or commercial real estate or by providing a cheap form of funding for domestic
businesses to reinvest.

o The flow of foreign funds into the U.S. securities market helps to put downward
pressure on long-term interest rates. NAR estimates that in the absence of
foreign capital, long-term interest rates would probably be higher than current
levels.

o Regional U.S. markets benefit a great deal more than the national average. A
2005 NAR survey of home purchases in Florida by foreigners shows that 15% of
all Florida home sales were to international clients, demonstrating the importance
of international home purchases in the U.S. residential market.

o Foreign-born purchases of residential real estate are expected to rise steadily
from the significant increase in immigration. Nearly half of the recent increase in
the overall U.S. population is due to newly arrived immigrants. Given the strong
relationship between rising homeownership rates and the length of time in the
U.S., home purchases by immigrants will have a sizable impact on the housing
market for the foreseeable future.
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o After a number of years of increased foreign investment, the prospects for
continued increases in foreign direct investment in U.S. real estate are likely to
be reduced in the short run. The U.S. economy, while posting GDP growth for
2007, in 2008 appears to be in a recession. There has also been a modest gain
in the strength of the dollar, reducing foreigners’ purchasing power for homes in
this country.

o The current recessionary environment is also making U.S. real estate somewhat
less attractive to foreigners in the short run. Consumer spending in the U.S. has
slowed. As of November 2008, significant job losses in the U.S. economy —
particularly in office space-using sectors such as financial services and real
estate, accompanied by losses of jobs manufacturing and construction — suggest
that the demand for office and industrial space will decrease. The one positive
portent for the future is that U.S. exports are up, thus generating a modest need
for increased warehouse space. In addition, the demand for multifamily
properties should remain fairly solid, as potential first-time home buyers continue
to rent while waiting for the credit crunch to abate.

The second home market is a fast-growing segment of international business. The 2008
NAR Profile of International Homebuying Activity shows that more than a quarter (26%)
of REALTORS® has some international clientele. This result represents a decrease
from the nearly one third of REALTORS® who reported international business in 2007.
This decline in international activity appears to be related to overall economic conditions:
for purposes of comparison it can be noted that international commercial real estate
activity is in many cases down by more than 50 percent. Comparable with the 2007
survey results, more than half of international clients actually purchased a property.

The decline in foreign home buying could reflect the general downturn in the U.S.
housing markets. Foreign buyers — like U.S. buyers — may be waiting for home prices to
continue to decline in order to purchase a property at a lower price. Some foreign buyers
may be reticent to invest in a U.S. property until they are assured that their investment
will “pay off.”

o Most foreign home buyers were permanent residents in North America or
Europe. In 2007 the share of buyers from Europe was greater than in 2008 (33%
vs. 31%). North American foreigners (those from Canada and Mexico) increased
their participation in the U.S. housing market; in fact, the share of North American
foreign buyers increased nearly 10 percent. The share of foreign buyers from
Africa also increased from 2007 to 2008. Buyers from North America, Europe
and Asia accounted for more than 85 percent of foreign home buying
transactions.

o Six countries accounted for the majority of international purchasers. The top six
countries of origin for foreign home buyers were Canada, the United Kingdom,
Mexico, China, India and Germany.

o In 2008 nearly a quarter of foreign buyers were from Canada. The percentage of
Canadian buyers doubled from the previous year. In fact, Canada and the U.K.
accounted for 36.1 percent of purchasers. Mexico, which accounted for the
largest share of foreign buyers in 2007, ranked third in 2008. China increased its
share slightly.

o Foreign buyers purchased properties in every state (and the District of
Columbia). The top four states for completed international residential
transactions were Florida, California, Arizona and Texas. New York, Washington
and Nevada were also popular. The top four states were also the top destinations
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in last year's survey, and likely for the same reasons. Florida, California and
Texas are major gateways into the U.S. In addition, the climate in most areas of
the top four states is relatively mild, certainly compared with that of Canada and
most European countries.

NAR annually conducts research relevant to international interests. The vast majority of
this research is available at no charge at Realtor.org. Access to all current
internationally-related research can be found at the NAR Research home page under
‘Reports by Topic,” or from a direct link “International Research” at
Realtor.org/International.
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Key Program Initiatives

Key Program and Service Initiatives

NAR International Products, Program and Services

NAR International offers an extensive array of resources to assist REALTORS® in establishing
and growing their international business. Some of the key programs and services are
referenced throughout this document—directly or indirectly—but NAR members can access one
single source for a comprehensive overview of the many tools available to support their
international business development plan. “75+ Resources & Services for the International Real
Estate Professional,” is available for order in print, or can be accessed at no charge via
Realtor.org/International.

China — Education/Training & Membership

e China is the world’s most populous nation with a foreign exchange reserve over US$1.9
trillion by September 2008, and one which attracted US$75 billion in actual foreign
investment in 2007.

¢ On a cumulative basis by the end of 2005, the United States recorded $51 billion
investment in China while China's outbound FDI reached US$16.1 billion in 2006, up
32% year-on-year.

e Through alliances with government-approved and private training centers, NAR is
introducing U.S. style real estate sales education. Advanced education and/or NAR
membership is also being pursued and considered where strong opportunities are
identified. This program represents substantial long-term revenue potential through
course licensing agreements and membership development and important business
development opportunities for NAR members.

India — Association Development/Industry Best Practice Export

¢ In 2007 NAR, with support from the International Real Property Foundation, facilitated
the formation of a new, truly national association—the National Association of Realtors-
India.

* NAR'’s former regional alliance, the India Institute of Real Estate (IIRE), was supportive
of this effort and instrumental in the organization this new group.

¢ It alliance with NARI allows for a continuation and expansion of introducing U.S.-style
industry best practices into the second most populous nation in the world.

AMPI (Mexico) Joint Venture
¢ In 2006 AMPI and NAR formed a joint venture whereby all AMPI members pay
International REALTOR® Member dues to NAR. The dues are reinvested into AMPI-
Mexico to support the association’s international business outreach activities, developed
with input from NAR and agreed to by both groups.
e The Mexican market is of great significance to the U.S. real estate industry:

o Nearly 40% of all immigrants to the U.S. are Mexican; these immigrants send
billions of U.S. dollars to Mexico annually in the form of remittances which is one
of Mexico’s top three income generators; an estimated 20% of remittances are
being invested in real estate.
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o The U.S. and Mexico share a 2,000 mile border creating a significant real estate
connection.

o More than 1 million Americans live in Mexico; representing 25% of all Americans
living abroad. It is a premiere retirement destination for baby boomers. Tourism
is one of Mexico’s top income generators, with a multiplier effect on the
international 2™ home market.

o The NAFTA free trade agreement translates into dramatic increases in trade and
economies that are more interlinked each day. Mexico is the U.S.’s largest trade
partner.

o The real estate market in Mexico has opened up dramatically, with the
introduction of mortgage financing in recent years, dramatic increases in
homeownership, and increases in the standard of living.

NAR and AMPI have developed a mutually agreed upon menu of products, programs
and services to help develop AMPI’s capacity to serve as an effective catalyst for
national and international real estate business with a particular focus on U.S.-Mexico
transactions. Benefits include: prestige, visibility, information, discounts,
event/education opportunities, and enhanced customer service.

Your Global
Business Partner
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CIPS Network

CIPS Network
e The CIPS Network has nearly 2,500 members in 50 countries including approximately
1,800 CIPS Designees. The majority of the designees are from U.S but with the
expanding number of non-US course deliveries this balance is changing. Currently
nearly 400 represent other countries with Bahamas, Canada, Italy, Korea, Mexico, and
the UK representing the largest non-U.S. groups. At any given time there are typically
about 400 candidates in the pipeline.

¢ REALTOR® Association Executives (AEs) can join the CIPS Network, and also earn the
CIPS designation. An international administration course substitutes the transaction
requirements. There are currently 40 AE CIPS designees. AEs pursue the designation
in order to be better prepared to develop and support international programs and
services at the local and state levels.

e There are approximately 400 non-U.S. CIPS International Network members (non-
designees). These are individuals who are engaged in cross-border real estate. Not
including Mexico, NAR currently has more than 700 International REALTOR® Members
from 37 countries, with Belize, Costa Rica, Canada, Honduras and Mexico representing
the largest groups. All AMPI (Mexico) members automatically become International
REALTORS®, per the NAR-AMPI bilateral agreement. International REALTOR®
Members may not specifically be engaged in cross-border real estate, but rather have a
specific interest in being directly affiliated with NAR.
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International Membership

Structure and Options

International Membership
¢ Non-U.S. real estate professionals can join NAR directly at three different levels
(attached chart provides detailed information on cost, eligibility and benefits):
o International REALTOR® Member
o International CIPS Network Member
o CIPS Designee
See Appendix C: Membership Chart

¢ Regardless of the membership level, if the individual resides in a market where NAR has
a bilateral alliance, that individual MUST be affiliated with that national association in
order to be a member of NAR.

¢ In markets where NAR has no alliance, the individual can affiliate directly, but must
agree to abide by NAR'’s Code of Ethics. Should a bilateral alliance be formed with an
association in that country in the future, the individual must agree to affiliate with said
association to retain their NAR membership.

¢ International REALTOR® Members represent the largest percentage of non-U.S. NAR
members (65%), followed by CIPS designees and CIPS Network International members
(both 17%). An aggressive membership campaign to significantly grow this
membership category was launched in November 2008.

e The Americas region represents the largest source of non-U.S. members (79%),
followed by Europe (10%), Asia (9%) and Middle East/Africa (2%).

o Key Benefits of CIPS Network/Designee Membership include:

o Listing in the CIPS Network Directory, Who’s Who in International Real Estate,
and in the online member directory. Designee listings include a photograph and
150-word biography.

o Subscription to Global Perspectives, a quarterly international real estate
magazine, and to a monthly CIPS News & Events eNewsletter.

o Information on events and opportunities at NAR’s national convention.

Current international real estate news updates.
o Invitations to exclusive business and networking events such as MIPIM and
SIMA.

o
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CIPS and International

Education/Designation

International Education

CIPS (Certified International Property Specialist) Designation

e The Certified International Property Specialist (CIPS) course curriculum is the
educational foundation of the CIPS Network and NAR’s international business
development training program.

e It distinguishes CIPS designees as individuals who have hands-on experience in
international real estate transactions, as well as having successfully completed an
intensive seven-day program of study.

e The courses focus on the critical aspects of transnational transactions, including
currency and exchange rate issues and cross-cultural relationships, regional market
conditions, investment performance, tax issues and more. A detailed description of the
courses can be found at www.realtor.org/international.

e CIPS designation courses:

o U.S. REALTORS® must complete the two-day "International Real Estate for
Local Markets" before joining the CIPS Network. Non-U.S. practitioners are also
encouraged to take this course, but it is not a requirement.

o Whether or not a practitioner intends to work toward the CIPS designation, the
International Real Estate for Local Markets course is ideal for anyone who may
encounter opportunities in their local market to assist in an international
transaction, e.g., assisting an immigrant or foreign investor, or helping a U.S.
resident purchase property abroad.

o Completion of the Local Markets course also results in “At Home with Diversity”
certification. Additionally, REBAC issues elective credit towards the ABR
designation for the Local Market course.

o The program includes four one-day regional courses (three of the four are
required), which focus on the Americas, Europe, Asia/Pacific and Africa/Middle
East.

o The final course is a two-day course on Investment and Financial Analysis. This
course is waived for students who have passed the CCIM Intro, CCIM 101, or
CRS 204 courses.

o All CIPS courses are currently available online through REALTOR® University.

o All CIPS courses are available for licensed delivery through NAR. Instructors are
hired from an approved pool of faculty.

¢ NAR offers a limited number of direct deliveries each year. Most of the courses are
offered through a course licensing process by state/local association or company
sponsors, who pay a per student royalty fee to NAR.

Your Global
Business Partner
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Expand Your Market Training Program

e Expand Your Market is a turn-key training program for REALTORS® looking to increase
their business by expanding their markets to include culturally diverse buyers and
sellers.

e This course is ideal for introducing the concept of international business in the local
market, and has been approved for Continuing Education (CE) credit in a number of
states. [REALTORS® should check with their state licensing commission.]

e Expand Your Market can be taught by an experienced international real estate
practitioner or instructor at a local or state REALTOR® association, company sales
meeting, real estate convention, etc.

e Courses sponsors pay a one-time fee ($95.00) to purchase the course for unlimited use.

Doing Business in Mexico Course

¢ Introduced in 2006, the “Doing Business in Mexico” course is designed for U.S.
REALTORS® looking to conduct transnational business individuals and/or properties in
Mexico.

e Students learn the basics of real estate transactions in Mexico when foreigners are
involved as buyers, sellers, or salespersons, and presents opportunities and trends in
the Mexican residential (primarily second homes) and commercial real estate markets.

e The course is available online or for licensed delivery with a per student royalty fee.

Doing Business in U.S. Course

e Introduced in 2007, the “Doing Business in the U.S.” course is designed for non-U.S.
real estate practitioners looking to conduct transnational business with individuals and/or
properties in the U.S.

e Students learn the structure, operation, legal and regulatory environment of the U.S. real
estate market.

e This course prepares students to work effectively with U.S. real estate professionals, on
a referral basis, to provide quality service and align clients’ expectations with market
conditions.

¢ Contact hhenning@realtors.org for information on sponsoring this course.

Risk Reduction: International Business Factors Affecting Your Local Market

o Designed for real estate professionals who have international clients and customers who
buy or sell real estate in the U.S.

e Addresses legal issues such as the Patriot Act, interstate commerce laws, reporting and
withholding requirements, and much more.

e Helps members avoid risk and take advantage of expanding international business
opportunities while understanding how U.S. regulations impact real estate transactions
locally.

e Materials available to course providers for one-time fee ($99) in 2009 as part of NAR’s
Right Tools Right Now initiative. 1 is also available online for direct delivery.

NAR Education Cooperative Efforts
e There is increasing cross-over and cooperation among NAR and affiliated groups in the
education area.
e Resort training is an important component of international business given the growing
2" home market. REALTORS® can receive credit towards both Resort and International
professional designations from select program courses.
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¢ CCIM and CRS also offer select course credit towards their programs for CIPS training
and vice versa.
¢ NAR is open to education alliances with groups outside the REALTOR® family as well.

Online Training/Information Resources for Brokers, Firms & Associations
(Note: specific URLs are not provided here due to the constantly changing nature of the
site. See section on Realtor.org for more information on locating specific resources.)

e Monthly International eReport (Electronic Newsletter) — Available free to any NAR
member. Sign up under “My Account” link on home page at www.Realtor.org.

o Monthly “Save the Date” (Electronic Newsletter) —Highlight global industry events—
both NAR-sponsored and other. Available free to any NAR member. Sign up under
“My Account” link on home page at www.Realtor.org

e Pre-packaged Meeting Tool Kits for Broker Sales Meetings — Series of short,
informational training modules on global market topics; ideal for use in sales agent
meetings, local council meetings, etc. Topics include currency and metric
conversions, language issues, international tax ID numbers, Asian and Mexican
business practices, and more.

e International Speaker Cadre & Presentation database — Resource for groups looking
for a speaker and/or a presentation on a topic related to global real estate business.
Group seeking a speaker contacts and deals directly with the speaker.

¢ NAR International Video — This 8-minute video that describes the numerous benefits
NAR International provides to REALTORS® is available online at
www.Realtor.org/international. Ideal for use at new member orientations, broker
meetings, conferences, international local council meetings, and more. The video
demonstrates the wide array of programs, products and services to help
REALTORS® grow the international aspect of their business locally, including
international training and information, transnational referral tools, research, business
networking, and global property exposure.

e Power Tools for International Practitioners Blog — Part of the NAR Library online
resources, providing NAR members with a wide range of timely global marketing
information. Access from NAR Library at Realtor.org.

e Archive of Global Perspectives Quarterly Magazine — Search by issues, topic or
author and download articles from 1999 to present on wide range of international
topics.

e RealEstateConnections.TV — A global online community that helps professionals
learn, share and connect with their global peers. The site offers blogs, forums,
syndicated real estate video news, and much more.
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NAR International Networks

International Networks
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The strength of NAR’s international business network is built upon a set of alliances
with like national associations around the globe.

NAR signs agreements with these “Cooperating Associations” and appoints a
President’s Liaison and an Ambassador Association to each. Job descriptions are
available for these appointed positions.
o Cooperating Associations -- NAR has cooperating agreements with 80
international real estate associations in 59 countries (as of June 2009). A list of
countries and contacts can be found at www.Realtor.org/international.
o President Liaison/Regional Coordinators — Each year the NAR President
appoints an individual to serve as his/her liaison to each Cooperating
Associations. Appointees are usually CIPS designees and may have specific
ties to the country, e.g., language, ethnicity, etc. Regional Coordinators are
individuals appointed to oversee and coordinate activities of the President’s
Liaisons in five world regions.
o Ambassador Associations — NAR appoints a local or state REALTOR®
association to each Cooperating Association. The nature of the relationship
varies on a case-by-case basis, but the Ambassador Associations typically
provides association development support, as needed, assists in hosting foreign
delegations at NAR’s Annual Convention, and supports the development of
business opportunities between the groups’ respective members.
o International Local Councils — NAR supports the creation of international
groups at the local and state association level in whatever form is best suited for
the association. A resource guide to assist associations in creating and building
these groups is available in print form and updated information is posted at
Realtor.org.
o Development of Market-to-Market program — Launched in 2008 the “market-
to-market” initiative is designed to expand business development opportunities
for members.
= The objective of this program is to help local/state REALTOR® Associations
develop business opportunities with real estate practitioners in specific
markets or countries that interest a large portion of their members.

= |tis designed to allow the Ambassador Association to continue their important
association development work and ambassador duties while allowing them to
expand into those markets of most value to their members’ businesses.

= [nformation and the facilitation of the market-to-market program will be
delivered primarily through an online resource at Realtor.org.
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International Consortium of Real Estate
Associations (ICREA) and

WorldProperties.com

ICREA

General Information
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ICREA is an alliance of national real estate associations around the world representing more
than 2.5 million real estate professionals worldwide, and $30 trillion of GDP, and is the only
organization of its kind.

ICREA has dedicated itself to the international promotion of its members’ businesses and
has had great success in building a partnership that is improving in the way we transact
business across national borders.

ICREA seeks to help brokers cross international borders along with their buying/selling
clients, and also to stay in the middle of international real estate transactions to better serve
their clients. ICREA helps brokers do business effectively and profitably in a growing
international marketplace.

As of June 2009, ICREA members include national real estate associations in Argentina,
Australia, Brazil, Canada, China, Costa Rica, Czech Republic, Denmark, Finland, France,
Greece, Hungary, Ireland, India, Italy, Latvia, Mexico, Netherlands, New Zealand, Norway,
Panama, Poland, Portugal, Russia, South Africa, Spain, Sweden, Thailand, Ukraine, United
Kingdom, United States and Venezuela. All member associations sign a Multilateral
Agreement which outlines the obligations of each Member Association.

ICREA benefits its constituents as follows:

o National Associations — Supports national real estate initiatives, including
strengthening of the national brand; providing information and guidance on
responding to global market issues, and through positively differentiating national
association members from non-association members. Also advocates on issues of
global impact/importance to the industry.

o Brokers — Provides information and tools to assist brokers participating in cross-
border transactions and to earn compensation for referrals. Provides tools to
promote specialty properties on a global scale; and to access news and resources,
including properties and professionals worldwide.

o Value to Consumers — Offers one-stop shopping for specialty and distinctive
properties and for professionals to assist with international property transactions.
Provides confidence in dealing with a member of a professional association who
abides by a code of ethics, and information to help understand foreign markets and
industry practices.

WorldProperties.com is the official website of the ICREA, and is the source for most of
ICREA’s benefits for brokers and consumers. Information and resources are provided
through both a public site and a member’s only site.

National associations seeking to affiliate with ICREA may do through a simple
review/application process, and should contact the ICREA Secretariat for more information
(icrea@worldproperties.com).
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ICREA/WorldProperties.com Products/Services

o Distinctive Properties Advertising Service — Offers ICREA brokers the ability to promote their
specialty properties to a targeted audience. This feature augments the current “Find a
Property” feature which links to 3 million properties worldwide through links to the national
association sites. Properties best suited for this service include homes, condos, rentals,
such as beach or ski houses, luxury residential, etc. This service is an important marketing
tool with clients, allowing ICREA brokers to differentiate themselves in the local market.

e Transnational Referrals — Promotes cooperation in and coordination of cross-border real
estate transactions.

o Referral System - ICREA provides a standardized transnational referral agreement
and a dispute resolution service, all facilitated electronically. WorldProperties.com
members’ only site allows access to database of all ICREA-affiliated brokers and
agents.

o Referral Training - ICREA offers referral training in five languages—available in
online and classroom formats. Sponsors earn percentage of student registration
fees for both formats. Successful completion of the program results in being
Transnational Referral Certified (TRC), for which a one-time fee of $99 is paid. TRC
certified brokers/agents are listed in online database accessible to both industry and
consumers. This database helps to quickly identify a professional familiar with the
referral concept and presumably prepared to pay referral fees. There are a growing
number of success stories related to the referral system and TRC brokers.

e Global New Homes Resort portal — Features a diverse portfolio of high quality new
developments offered by reputable builders worldwide. The portal allows anyone to search
featured properties and view detailed information about a property, its amenities and the
surrounding community. The portal allows ICREA brokers to earn fees by introducing
developers to the site and/or by serving as the listing broker for a specific project. All
projects are broker-listed.

e Assaciation Information Exchange — Launched in 2007, this association management
resource facilitates the sharing of best practices and business/organization models among
ICREA-member associations, minimizing costs and resources to “recreate the wheel” while
simultaneously advancing the effectiveness of organized real estate on a global scale.

NAR’s Role in ICREA & NAR Member Benefits

e Inthe U.S. only REALTORS®-members of NAR—can use the benefits at
WorldProperties.com.

e NAR members receive ICREA benefits as part of their NAR dues.

¢ NAR non-U.S. members (CIPS Network level membership or above) may receive ICREA
benefits through NAR if there is no Member Association in their respective country.
Otherwise, they receive ICREA benefits via their primary national association.

e NAR members participate in the residential Distinctive Property Service via Realtor.com.
Only those listings displayed at Realtor.com are displayed at WorldProperties.com.
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NAR Annual Meetings, Conferences

& Industry Events

Annual Meetings, Conferences & Industry Events

Governance
The International Operations Committee (I0OC) is the governing oversight body for NAR’s
international program.

e Supporting the 10C are several Advisory Groups and Forums that provide information
and education to various International Operations constituent groups.

e Advisory groups include: International Networking Advisory Group, CIPS Advisory
Group and the Faculty Advisory Group (for CIPS). All groups meet twice annually
during the NAR Midyear and Annual Convention.

e Forums include the International Forums and International Local Council Forum, both
held twice annually during the NAR’s meetings.

Key Networking Opportunities
NAR’s annual meetings provide many opportunities for members to network and pursue
business development activities. Key among these activities is:
e International Networking Center (INC) — Located on the main floor of the REALTORS®
Exposition, the INC provides internationally-focused members and foreign delegations a
‘home’ to connect, network and promote specific in-bound/out-bound investment
markets. The INC offers attendees an internationally-focused trade exhibition within a
trade exposition, hour-long country networking sessions for each of NAR’s Cooperating
Association, and a global real estate theatre for specific market/product presentations.
In 2006, an International Second Homes Pavilion was added to the INC, which doubled
in size for the 2007 pavilion.
¢ International Night Out Event — An annual event held at the Midyear and Annual
Conventions, this social event brings together globally-minded practitioners from the
U.S. and abroad for an evening of social networking—connecting with old friends and
making new ones. During the Annual Convention, this event attracts more than a
thousand attendees for the black-tie dinner and awards gala event. New CIPS
designees are recognized here and CIPS Network award winners announced.

Education
Whether structured courses for designation or certification credit, or more informal events, the
NAR meetings offer a wide range of international education for attendees.

e Embassy Visits — Held in conjunction with the Midyear Meeting in Washington, D.C., this
program offer a limited number of CIPS designees the opportunity to meet with the
Ambassador and/or key commerce staff of foreign embassies in the nation’s Capitol.
Participating members discuss key points of interests between the U.S. and the
embassy country. The overall objective is to promote NAR and CIPS designees as a
professional resource for the country’s global real estate needs.

e Forums & Education Sessions — Held at both the Midyear and Annual meetings, the
International Forums provide information/education for international practitioners. The
Midyear Forum (one session) typically targets U.S. REALTORS®, while the Annual
Convention Forum and education sessions (multiple programs) have a broader appeal to
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both domestic and non-U.S. practitioners. NAR International works to organize
education programs geared specifically to focus on doing business within the Asian and
Hispanic markets—Ilocally and abroad—as these are both key international business
development constituents for U.S. REALTORS®.

e Co-programming — Although it varies annually, efforts are made to co-program with other
NAR groups to broaden the international education focused and to expand the target
audience. Examples of this include co-programming with the Resort Specialties,
Cultural Diversity, REALTORS® Land Institute, Counsel of Residential Specialists,
REBAC, Commercial REALTORS® Alliance, and other NAR areas/groups.

Other Industry Events Supported by NAR International
e |n 2008, SIMA had more than 150,000 visitors and 750 booths. Its visitors include
15,000+ real estate professionals, representing 40 countries.

o Although largely focusing on the Spanish second home market, SIMA has a
growing international component with one full hall dedicated to the global market.

o The annual event includes a professional program with speakers from around the
globe addressing topics relevant to REALTORS® (simultaneous translation
available).

o REALTOR® attendees receive exclusive access to the International Business
Center (IBC) which offers computers, meeting rooms, and a bar/seating area.

o Country networking hours and sponsored receptions at the IBC are designed to
connect players internationally.

o Evening programs includes unigue and fun social activities to support networking
interests.

o SIMA was the impetus and sponsor to create an international second home
pavilion within NAR’s REALTOR® Conference & Expo.

o The impact of the global market crisis in 2009 significantly impacted the
participation at SIMA. SIMA is committed to the global real estate market and is
repositioning itself beyond the second home market and to re-capture a
significant audience for 2010.

¢ MIPIM—Held annually in Cannes, France and Hong Kong, this commercial property
marketing show focuses on the commercial real estate industry in Europe and Asia,
respectively, although both include a growing U.S./Latin American component.

o NAR has been an exhibitor at MIPIM Cannes for more than 10 years and NAR
members receive a (approx. 30%) discount on registration for this event.

o NAR attendees are invited to use the NAR booth as a base point from which to
organize meetings, meet-up point, message center, etc. Individual properties
cannot be displayed in the booth, but information packets may be left for pick-up,
as the booth is staffed 100% of the show time.

o A small in-booth reception is held each year and all NAR members and their
guests are welcome.

o MIPIM Asia (Hong Kong) was launched in 2006 with a small USA pavilion in
which a number of state REALTOR® associations partnered with state economic
development board to promoted inbound foreign direct investment.

e Miscellaneous International Meetings and Events

o Annually there are dozens of real estate events held around the world; some of

which NAR officially supports or sponsors.
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o NAR members with interests in a specific region or industry sector are
encouraged to participate and, where available, take advantage of NAR-provided
discounts.

o NAR offers its commercial affiliates an opportunity to be included in a
REALTOR® family branded presence at key commercial property marketing
events, including the MIPIM Europe, MIPIM Asia, and Expo Real (Munich).

o Arunning list of events is available at www.Realtor.org/international/events.

Sponsorship Opportunities
NAR offers international sponsorship opportunities at both its annual U.S. meetings (Midyear
and Annual Convention), as well as opportunities connected to other NAR International
events—both in the U.S. and abroad.
e Sponsoring NAR International events is an effective way to reach targeted international
practitioners from around the world.
e Events range from full sponsorship of entire program, to sponsorship of single
component, e.g., reception, breakfast, beverage break, etc.
e For most events, NAR is happy to work with sponsors to meet specific interests, needs
and budgets.

23 ( International ’

Your Global

REALTOR Business Partner


file:///C:\Documents%20and%20Settings\cweinrich\Local%20Settings\Temp\Local%20Settings\Temp\notesEA312D\www.Realtor.org\international\events

A Guide to NAR International Programs, Products & Services for REALTORS®

International Advocacy

Advocacy

International Housing Coalition
The mission of the International Housing Coalition (IHC) is to promote the goal of
'Housing for All' as an essential element to ending poverty worldwide.

o NAR is a founding member of the International Housing Coalition (IHC), along with
the Canadian Real Estate Association and Habitat for Humanity International. The
IHC is located in Washington, D.C. and has a membership of 40 organizations.

o The IHC's long-term strategy is to attempt to promote an environment that will, over
time, achieve substantial progress toward the goal of Housing for All and help build
the support needed to improve housing in developing countries.

o The IHC supports the basic principles of private property rights, secure tenure,
effective title systems, and efficient and equitable housing finance systems--all
essential elements to economic growth, civic stability and democratic values. Its
activities include advocacy, outreach and promotion, applied research and fund
raising and membership development.

o In 2006, NAR played a substantive presence at the UN World Urban Housing Forum
in Vancouver (WUF 1l1) in the form of case study presentation and recognition, as
well as general promotion of NAR as a leading advocate for ‘Housing for All’ in the
United States.

o Learn more about IHC and its current activities at www.intlhc.org.

International Real Property Foundation (IRPF)

IRPF is dedicated to the development of private real property markets around the world and
believes that the opportunity to own private property and to be secure in that ownership is
fundamental to economic opportunity and civil societies.

e Created under the leadership of NAR as a non-profit 501¢(3) foundation, IRPF was
organized in 1992 (as the Eastern European Real Property Foundation) to assist and
advance privatization opportunities created by the dismantling of the Soviet Union, with
an emphasis on emerging market economies of Eastern Europe. Since then, IRPF has
mobilized over $10 million in assistance to developing economies, and today works
worldwide.

¢ IRPF works closely with NAR in select markets where our interests are mutually aligned.

o Historically, IRPF was responsible for the creations of dozens of industry associations in
Eastern/Central Europe following the introduction of private property after the 1989 fall of
Communism. Many of these groups are now NAR bilateral alliances and highly effective
industry leaders in their markets.

e Currently NAR and IRPF are jointly working in support of efforts in India and Vietham.

e Learn more about IRPF at its website: http://www.irpf.org

Reaume Foundation

The Leonard P. Reaume Memorial Foundation was established in 1996 by Mrs. Renee Reaume
to honor her late husband Leonard and, in particular, his commitment and contributions to the
field of international real estate. Leonard P. Reaume was a former president of the National
Association of REALTORS® and of the International Real Estate Federation (FIABCI). The
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Foundation strives to be a leading philanthropic advocate for ethics, education and efficiency in
real estate markets globally. The Foundation believes in the following values:

e Supporting education, research, knowledge and ethical practice in the area of real
estate;

e The democratic principles of free and open markets;

e Preserving, promoting and developing private property rights;

¢ Developing permanent institutions in support of ethical practice and standards.

Resources of the Reaume Foundation are used to seek and support appropriate programs
conducted by legitimate national or international real estate organizations and educational
institutions. The programs/activities to be supported by grants from the Reaume Foundation are
required by its charter to be international and educational, as well as attentive to the needs of
newer practitioners. The Reaume Foundation is governed by an eight-person board made up of
NAR members and staffed by NAR International Operations staff. For information about the
grant process, please contact staff at 1.312.329.8392 or NARGlobe@realtors.org.

U.S. Legislative Issues/Initiatives

NAR works to monitor and take appropriate action on new legislation or regulation which could
impede NAR members’ ability to do international business effectively or which would impose
possibly onerous responsibilities or tax burdens.

e Asissues are identified, NAR works with the Business Issues Committee to lobby for
specific position/regulation.

e Examples of industry issues include FIRPTA, anti-money laundering legislation, visa
restrictions, etc.).

e Two current issues being examined are 1) the retirement visa issue, whereby the
industry is advocating against shortening the period of time documented foreigners
(many of whom are second homeowners) may spend in the United States during any
given stay; and 2) investigation into developer registration requirements for foreign
developers of U.S.-based projects and related restrictions on U.S. REALTORS®’ ability
to participate in marketing these properties. Attached is a summary sheet on these two
issues. (Appendix D)

e Through efforts spearheaded by ICREA, NAR is working with associations on a global
basis in response to federal government-initiated activities seeking to involve the real
estate industry in anti-money laundering activities. While supportive of worldwide efforts
to detect and prevent money laundering schemes and the financing of terrorism,
organized real estate’s response is to minimize the regulatory burden imposed on the
industry and the responsibility brokers are asked to assume in monitoring illegal money-
laundering activities through the sale of real property.
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Consumer Interests

Consumer Interests
¢ NAR International works primarily to serve the REALTOR® member, not directly
targeting consumers, although the advent of the Internet is changing this somewhat.

¢ NAR has begun to explore the development of a consumer-focused website designed to
greatly increase NAR’s ability to target consumers directly and NAR International has
advocated for the inclusion of global markets issues/resources as part of the consumer-
focused site.

¢ NAR International envisions that a consumer site would include information on the
importance of working with an international specialists for global transactions, NAR’s
unique global market network resources, and buying property abroad (second home,
investment, etc.)

¢ When NAR International is contacted directly by consumers requesting assistance with
foreign property interests, they are directed to the online CIPS Directory and given
guidance on how to search for a professional who can best serve their international
property needs. Copies of the printed directory are sent annually to U.S. foreign
embassies abroad, and foreign embassies based in the U.S., along with other key
groups that represent consumer constituents.
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www.REALTOR.org/international

Realtor.org/International
¢ Realtor.org/international is the NAR International ‘home’ at Realtor.org, NAR’s member
Web site. This page can be reached directly with the URL www.realtor.org/international,
or by going to www.realtor.org and drilling down from the “Business Specialties” link in
the left navigational bar.

e There is a vast amount of information that can be found here, but depending on specific
interests, it may not be immediately identifiable from this page. Users are encouraged to
use the Google toolbar search feature found on all Realtor.org pages to help locate
specific content.

e Although most of the international resources are on the public side of the firewall,
members are encouraged to register, which gives them the opportunity to select topic-
specific electronic newsletters and help NAR to understand what their specific business
interests may be.

¢ Content is always being added and updated. During 2009, the NAR International will be
migrated to a new platform which will facilitate the re-design the international pages of
the site to organize the information in a more user friendly manner.

¢ The Realtor.org/international home page features key links, e.g., CIPS Network
information, access to Cooperating Association contact information, and more. It also
highlights current issues and upcoming meetings and events. Beyond this page are the
program and information detail. Site visitors should use the “search” feature to locate
specific content.
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APPENDIX A — NAR International Long Range Plan

REALTOR

NAR International Long Range Plan

Final

NATIONAL ASSOCIATION OF REALTORS®

Approved May 2008
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Vision

The visionis along -termvieworlong -t er m goal that guides NAR&s effor

To render the global real estate markets accessible to, profitable and ethical for
REALTORS®.

The Long Range Objectives

These are long-term goal statements that represent where NAR should focus its
resources to achieve its vision and support its mission. They are not-short term, tactical
projectgoalsbut rather aspirati onal-fermwsfiomet choé goals for

4. Global Leadership: NAR6s position as a widely recognized
international real estate community enhances NA
global marketplace and its role as corporate citizen. This is effected primarily
through strategic alliances and related efforts designed to: 1) support the
adoption of compatible real estate standards; 2) advance real property rights;
and, 3) mitigate impediments to the global transaction of real estate.

5. Global Business Tools and Professional Development: Shape and provide access
to the education, information systems and other membership programs needed
by real estate practitioners to operate successfully and minimize risk in the
global market now and into the future.

6. Global Member Awareness: Raise awareness among NAR members of the
impact and opportunity of global real estate within their local domestic markets
and of the tools available to them to support this business and help them
recognize risk.

With regard to U.S. REALTORS®’ business activities, “international” or

“global” business is defined as transactions that include:

* Inbound: Foreign citizens purchasing, investing or leasing U.S.
property

* Outbound: U.S. citizens purchasing, investing or leasing foreign
property

+ Domestic: Foreign-born U.S. citizens whose native culture features
predominantly in the transaction (e.g., language, foreign sources of
financing, cultural norms, etc.)

Your Global
Business Partner
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Obijective 1 (Supports NAR Strategic Plan Objectives 1, 2, 4 and 5)

Global Leadership: NARds position as a widely recognized | ea
real estate community enhances NAR membersé6 success
its role as corporate citizen. This is effected primarily through strategic alliances and

related efforts designed to: 1) support the adoption of compatible real estate standards;

2) advance real property rights; and, 3) mitigate impediments to the global transaction

of real estate.

End Results:
Relationships
» NAR influences the creation of global real estate standards through leadership of
collaborative groups and international bodies (e.g. ICREA, IRPF, IHC)
» NAR strengthens and expands its bilateral cooperating association relationships
to help stimulate increased transactions, develop increased market efficiency
and expand the market for NAR and Affiliate products and services

Business Practices
» NAR advocates global standards of real estate practice that reflect and are
compatible with U.S. best practices.
» The REALTOR® organization supports a global marketplace that ensures safe, fair
and orderly real estate transactions, regardless of geographic boundaries
» Consumers and practitioners worldwide recognize that REALTORS® adhere to a
strict code of ethics and professional standards

Advocacy

» NAR supports internationally the same basic values we espouse nationally, which
are support for private real property ownership; the free enterprise system; and
the highest standard of professional ethics, conduct, and business practices.
These principles are fundamental to global economic growth and development,
and provide critical underlying support for civic stability and democratic values
worldwide.

» NAR collaborates with world organizations to ameliorate housing problems and
increase market fransparency

» NAR works to reduce immigration barriers to potential and actual property
owners to encourage and sustain foreign real property investment in the U.S.

» NAR works to raise the priority of and funding for housing and urban
development within the international community

Information
» NAR positions itself worldwide as the 0The Voic
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Global Business Tools and Professional Development: Shape and provide access to the
education, information systems and other membership programs needed by real estate
practitioners to minimize risk and operate successfully in the global market now and into
the future.

End Results:

Relatfionships
» NAR maximizes use of its internal and external grassroots international support
structure (Ambassador Associations, Presidents Liaisons, Regional Coordinators,
International Local Councils, Cooperating Associations and Affiliates) to foster
greater cross border business for NAR members and associations
» REALTOR ® communications reflect and accommodate a variety of languages
and cultures

Business Practices

» NAR includes valuable services for market leaders and full service real estate
firms

» NAR creates an extensive network of international training and business

networking opportunities using a wide variety of communication channels and

delivery systems

NAR provides global exposure for member listings in multiple languages

» NAR creates, maintains and manages a body of professional knowledge
essential for a real estate practitioner to manage risk and succeed in an
increasingly culturally diverse market as well as abroad

A\

Information
» NAR ensures that members have access to high-quality information about the
future of the world economy and opportunities fo conduct business globally.

Your Global
Business Partner

31 ( International ’

REALTOR



32

A Guide to NAR International Programs, Products & Services for REALTORS®

Obijective 3 (Supports NAR Strategic Plan Objectives 2 and 5)

Global Member Awareness: Raise awareness among NAR members of the impact and
opportunity of global real estate within their local domestic markets and of the tools
available to them to support this business and help them recognize risk.

End Results:

Relatfionships
» NAR members develop a higher awareness that as NAR members they belong to
and receive value not only from their local and state associations but also from
their international membership in NAR and ICREA/Worldproperties.com.

Business Practices
» NAR develops mechanisms to measure and track the quantitative and
qualitative value to members of international products and services
» NAR communicates its internafional value proposition and market leaders
understand it.

Information
» NAR i mpl ements a O0pushdé approach to raising
opportunities presented by global real estate and the business tools available
from NAR and its international partners

me m

» NAR develops a deeper understanding of member 6s

preferences by improving data capture and analysis.
» NAR positions and promotes itself as an authoritative sources and provider of
international real estate trend information.

Your Global
Business Partner
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APPENDIX B -- NAR Public Affairs International Talking Points

As international developments play an increasing role in how and where foreign
capital is invested throughout the world, the National Association of Realtors® is
expanding global real estate market opportunities for its members, while advocating
private property rights around the world.

Much of the global business done by REALTORS® is done in their local market, working with
immigrant buyers, foreign investors and a growing number of Americans buying abroad for
investment, retirement or second homes.

Globalization has had an immediate and powerful impact on real estate markets and attracted
the attention of real estate professionals worldwide.

NAR’s relationships with cooperating associations around the world allow our members to profit
from this trend and conduct business with confidence in a safe and ethical environment.
Through its international operations programs, NAR now has 80 cooperative agreements with
real estate associations in 59 nations.

Global commercial real estate investment jumped 33 percent in 2006 to $644 billion; while
global real estate investments have tripled since 1992, rising to a value of $1.7 trillion in 2004.

The United States accounted for 39 percent of this global activity, down from 46 percent in
2005. Ownership of real estate in this country is becoming increasingly global, and global funds
have become the largest source of capital moving across national borders. Middle Eastern
investors are now major sources of investment funds entering U.S. markets.

Recent developments in several countries and economic trends worldwide
continue to have a positive impact on the global real estate market and provide
opportunities for American real estate professionals.

NAR’s Certified International Property Specialist (CIPS) network has more than 2,000
designees and candidates worldwide and offers education in the United States as well as
foreign countries. NAR works with bilateral alliances or third party education providers to deliver
professional education leading to the GRI accreditation in China, India and Mexico.

In order to help REALTORS?® profit from the increasingly global real estate market, NAR
participates as a founding member of the International Consortium of Real Estate Associations
(ICREA), which maintains a Web site (www.worldproperties.com) containing properties
advertised by NAR and other ICREA member associations in 30 countries.

Other activities directed at the growing worldwide markets for second and investment properties
include NAR’s new joint partnership with the leading Mexican real estate association, resulting
in a joint reciprocal membership agreement; a strategic relationship with SIMA the largest real
estate exposition in the world, based in Spain; and a business alliance with Prima Panama to
support U.S. REALTORS® active in the 2nd home market.
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APPENDIX C -- NAR International Membership Chart

NAR International Membership Options
International CIPS Network CIPS International
REALTOR® Membership Designee
Membership
Annual $75 / year $150 / year $195 / year
Dues (plus a one-time $30
processing fee)
Eligibility Member of Intl Member of Intl Cooperating Must fulfill the requirements of
Cooperating Association the CIPS Designation and
Association belong to a Cooperating
Association
Benefits Personal NRDS ID for access to My Account, a members only site on www.realtors.org

Exclusive usage rights of the REALTOR® logo, registration mark and term REALTOR®

REALTOR® pin

Membership Certificate and Membership ID

Access to NAR Library offering volumes of research and Field Guides, one-stop
resource packages, on hundreds of subjects

Email communication and updates on important real estate events and news

Inclusion in the online database “Find a Realtor®” at www.realtor.org

Discounts to NAR Products and Services through Realtor® Benefits Program

Free registration to Real Estate Connections, the first global community for real estate
professionals and inclusion in NAR networking group

Access to Weekly and Monthly free newsletters on topics such as Commercial,
Technology and International that you select.

Membership in the CIPS
Network

Membership in the CIPS
Network

Global Perspective in Real
Estate Magazine - Quarterly

Global Perspective in Real
Estate Magazine - Quarterly

REALTOR® Magazine - Monthly

REALTOR® Magazine - Monthly

Listing in the online and print
versions of the CIPS Directory
—Who’s Who in International
Real Estate

Inclusion in the online and
print versions of the CIPS
Directory — Who’s Who in
International Real Estate

Photo and Bio in CIPS
Directory — Who’s Who in
International Real Estate

Subscription to monthly CIPS
News & Events electronic
newsletter.

Subscription to monthly CIPS
News & Events electronic
newsletter.

Exclusive rights to the CIPS
Designation and CIPS Logo

Requirements

Individual must be a member of a cooperating association (if individual resides in a
country where NAR does not have a bilateral agreement, may join but cannot use the

REALTOR® marks).



http://www.realtors.org/
http://www.realtor.org/library
http://www.realtor.org/
http://realestateconnections.tv/
http://realestateconnections.tv/
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APPENDIX D -- Key Current Legislative Issues Summary
Issue: Developer Registration

Issue: The growth of the second-home market—both domestic and international—presents a
significant business opportunity for real estate professionals. But with opportunity also comes
the need for education. U.S. REALTORS® need to be aware of state and federal laws that may
impact how they work with developers in the second home market, regardless of whether the
developers are local, out of state or out of the country.

NAR Position: Real estate professionals marketing properties on behalf of a developer need to
know whether their state requires developers to register these properties with the state
government and, if so, whether the developer has registered with the state government. These
registration laws regulate any qualifying development which is marketed in the state, whether it
is an in-state, out-of-state, or out-of-country development. Laws exist at both the state and
federal level. The rationale for these laws is to give the state jurisdiction over developers who
are marketing properties in their state so that they may enforce its laws against any developer
who perpetrates fraud against the citizens in the state.

Impact on REALTORS®: Approximately 30 states require qualifying developers to register
with the state government (see list at www.realtor.org/international). These requirements
generally apply to the developers’ agents involved in the marketing of the properties such as
real estate professionals. The laws apply only to a real estate salesperson who is directly
representing a developer or similar entity for multiple units in the development; the laws do not
apply to single unit transactions such as a broker listing a single unit in a development. The
laws also do not usually regulate large tracts of land, even if the owner has subdivided this land.
As with any area of the real estate practice—it’'s important to understand the laws in your state
and to know how they impact your business activities so you can be confident you are
conducting business within the legal boundaries of your state.

Status/Outlook: NAR International Operations is taking the following steps to minimize risk for
members and to help educate REALTORS® and to with regards to its international
programming:

e CIPS Courses. Information integrated into the introductory, International Real Estate for
Local Markets.

o CIPS Newsletter. Articles on the issue included in Global Perspectives in Real Estate and
the Letter of the Law newsletters (both archived at Realtor.org)

e NAR Tradeshow/SIMA-USA Showcase. NAR discloses to potential developers/exhibitors
that the NAR conference and expo is a venue to share information and make contacts and
partnerships (B2B) versus soliciting offers and that if the intent of exhibiting is to sell to
REALTORS®, then exhibitor will need to register in the state where the exposition is
located.
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Issue: Facilitating Visas for Foreign Citizens

Issue: Depending on their countries of origin, foreign citizens who visit the U.S. or own second
homes or investment properties in the U.S. may be required to obtain visas in order to enter the
U.S. to purchase property and use and visit properties once purchased. Business or tourist
visas (the so-called B1 and B2 visas) are most commonly used for these purposes. The more
stringent procedures employed post-9/11 for issuing B1 and B2 visas have been reported to
have increased processing times and resulted in disapprovals that would not have occurred
prior to 9/11.

Impact on REALTORS®: Foreign business travelers and tourists (who make up a respectable
cadre of potential U.S. real estate buyers) have reportedly had difficulties obtaining visas.
There exists a perception among REALTORS® in Florida, Texas and possibly elsewhere that
the higher standards for visas are limiting the number of foreign visitors and investors and,
consequently, hurting the domestic real estate business.

NAR Policy: NAR supports the right of foreign investors to acquire U.S. real property and the
right of U.S. investors to acquire property abroad. NAR opposes laws and regulations that in
any way hinder those rights. NAR also supports the free flow of international finance for real
estate and opposes any laws and regulations which impede that flow.

Proponents of NAR policy will say:

Visa procedures that are too stringent in relation to their homeland security objectives
unnecessarily impair opportunities of foreigners to participate in the U.S. real estate market and
impede their use and enjoyment of U.S. property they own. Visa regulations need to balance
both the need for access to US markets and the need for vigilance to prevent entry of terrorists
into the U.S.

Opponents of NAR policy will say:

In a post 9-11 world, efforts to maintain homeland security are paramount. Due diligence and
proper enforcement of visa requirements are a critical component of the Department of
Homeland Security’s work. Efforts to increase homeland security should be supported.

Status/Outlook: The U.S. Chamber of Commerce tracks the visa issue. The Chamber has
recommended to the State and Homeland Security Departments measures for streamlining visa
requirements. The Chamber is also currently advocating before Congress the principle that visa
application fees should be dedicated to, and expended in connection with, visa issuance, to
diminish any shortage of resources that may contribute to delays in visa issuances.

The International Operations Committee at the Washington NAR meetings in May 2006
concluded that the Chamber recommendations, if adopted, would be supportive of NAR'’s stated
policy favoring access by foreigners to the US real estate market, and encouraged the Business
Issues Committee to consider steps that might be taken in support of those recommendations.
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Issue: H-2B Visas for Foreign Part-time Workers

Issue: The H-2B Worker Visa Program is a foreign worker program that permits employers to
hire foreign workers to come temporarily to the U.S. to perform temporary non-agricultural
services or labor on a one-time, seasonal, or intermittent basis. The H-2B program requires the
Secretary of Homeland Security to consult with appropriate agencies before admitting H-2B
non-immigrants. There is currently a 66,000 visa cap on the number of foreign workers who
may receive initial H-2B status during each fiscal year.

Impact on REALTORS®: When temporary non-agricultural service jobs go unfilled, vital
services and operations are diminished, making properties in resort areas less attractive to
potential buyers. In addition, H-2B workers create additional demand for affordable
workforce housing in resort areas, which enhances the economic vitality of these
communities and provide additional market opportunities for resort-based REALTORS®.

NAR Position: NAR supports the H-2B Worker Visa Program to ensure a steady supply of
foreign workers to fill unfilled employment positions in the U.S. NAR also supports an increase
in the number of H-2B worker visas that are issued annually that is adequate to meet the
demand for unfilled jobs, but that does not overwhelm the federal agencies charged with
implementing and administering the program. NAR supports a provision in the H-2B worker visa
program that exempts from the H-2B annual cap workers who have already successfully
participated in the H-2B Visa Program. These workers should be allowed to participate in the H-
2B program, but not be counted under the annual cap. NAR supports an H-2B visa allocation
system that is fair to all employers, and provides for an equitable distribution of H-2B visas for
jobs that are available in all seasons and for all geographic areas of the U.S.

Proponents of NAR policy will say: Employees with H-2B worker visas are vital to the
economies of resort communities across the country. Without these workers to serve as ski lift
operators, waiters, life guards, etc., resort areas would be hard-pressed to maintain the quality
of their resort experience. Small businesses depend on these temporary workers, in the
country legally, to fill necessary but unfilled positions.

Opponents of NAR policy will say: Those seeking comprehensive change of the country’s
current immigration policy believe that reform of the H-2B program, and other special purpose
visa programs, diminish the momentum in Congress for broader immigration reform measures.

Status/Outlook: As of December 5, 2008, the H-2B Visa program is one-third of the way to
reaching the cap for 2009 spring and summer visas. The program will most likely reach the total
allotment by early January, 2009. This means that no more workers will be allowed to come
into the country under the H-2B visa program. This situation will adversely impact small
businesses and resort communities around the country that lack access to essential
workers they depend on year after year. If employers are unable to obtain the additional
seasonal help they need, they will be forced to limit services, lay-off permanent U.S. staff or,
worse yet, close their doors. In spite of significant activity and efforts to find some area of
consensus on this issue within the House of Representatives, there is not yet any resolution.
Opponents of fixing the H-2B program are concerned that piecemeal reform will diminish
momentum to bring comprehensive change to current immigration policy. REALTORS® may
track this issue at www.Realtor.org/Resorts.
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APPENDIX E -- Leadership & Staff Contacts

2009 International Operations Committee Leadership

Barbara Schmerzler

Chair, International Operations Committee
U.S. Homefinders, Inc.

311 Post Road East

Westport, CT 06880-3613

203-226-4211 - F - 203-221-1455

Email: barbara.homefinder@hotmail.com

Tony Macaluso

Immediate Past Chair, International
Operations Committee

Portside Properties

9492 Bloomfield Drive

Palm Beach Gardens, FL 33410
561-622-8498 - F- 561-626-5411
Email: portsidefl@aol.com

Judith Sykes

Chair, International Forum

Sykes & Sykes Properties, Inc.

1750 Kalakaua Avenues, Suite 2203
Honolulu, HI 96826-3766
808-941-6672 — F- 808-941-1172
Email: judy@sykesandsykes.com

Nancy Suvarnamani

Acting Chair, CIPS Advisory Group
Century 21 S.G.R. Inc.

1823 S. Michigan

Chicago, IL 60616

312-326-2121 - F — 312-326-7911
Email: nancy@century21sgr.com

Jo Anne Johnson

Chair, International Networks Advisory Grp.

Westgate Realty Group, Inc.
7389 Lee Highway, Suite 103
Falls Church, VA 22042
703-208-9999 — F- 703-208-9997
Email: joannejohnson@mris.com
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Madeline Veissi

Vice Chair, International Operations Committee
Veissi & Associates, Inc.

7800 S.W. 57" Avenue, Suite 301

Miami, FL 33157

305-665-9299 — F- 305-665-9388

Email: matey@veissi.com

Furhad Waquad

IOC Liaison

Real Estate One Bloomfield Hills
4120 Telegraph Road

Bloomfield Hills, Ml 48302
248-644-4700 — F — 248-644-7218
Email: furhadw@flash.net

Carol Kope

Vice Chair, International Forum
Keller Williams

2649 Strong Boulevard

Yorktown Heights, NY 10598
914-788-6990 - F - 914-788-6991
Email: carolk@bestweb.net

Nancy Suvarnamani

Vice Chair, CIPS Advisory Group
Century 21 S.G.R. Inc.

1823 S. Michigan

Chicago, IL 60616

312-326-2121 - F — 312-326-7911
Email: nancy@century21sgr.com

Jana Herdova

V. Chair, International Networks Advisory Grp.
Regency REALTORS®, Inc.

1148 Spring Garden Circle

Naperville, IL 60563-9331

630-637-8246 — F — 630-355-0602

Email: regencyincglobal@yahoo.com
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Judy Rae Schomaker

Chair, International Local Council Forum
SunCoast International Realty

6124 Hollywood Boulevard

Sarasota, FL 34231

941-924-7611 — F — 941 927-0508
Email: judy@judyschomaker.com

Aida Turbow

Chair, CIPS Faculty

Century 21 United Properties
1935 Linton Lake Drive, Suite D
Delray Beach, FL 33445
561-265-0802 F —561-423-6231
Email: turbow@gate.net
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Michael Graeper

Vice Chair, International Local Council Forum
Windermere/C & C RGI

825 N.E. Multnomah Street, Suite 120
Portland, OR 97232-2158

503-284-7755- F- 503-220-1498
graeperm@windermere.com
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International Operations Staff Contacts

Carol Weinrich, Managing Director--cweinrich@realtors.org, 312-329-8820

e Communications/marketing initiatives

e Key contact for Eastern European associations; project manager for IRPF initiative in region
e CIPS Network (“Global Perspective”) and International eReport newsletter content

e International Consortium of Real Estate Associations Secretariat

Elena, Carrillo, Intl. Strategic Accounts Manager—ecarrillo@realtors.org, 312-329-8272
¢ Project manager for new business development activities and online community

e Key Contact for Latin American/Spain/Portugal associations

e Manages NAR-AMPI (Mexico) joint venture alliance

Heidi Henning, Manager, International Education and Membership--
hhenning@realtors.org, 312-329-8376

e CIPS Network - member recruitment and management

e CIPS Courses - content and faculty management

e Education liaison for bilateral partners

¢ TRC offerings and ‘turn key’ international education products

Xiannian Ye, Manager International Research & Business Development--xye@realtors.org,
312-329-8829

e Key contact for China, Korea and Vietnam associations

e China GRI/business development plan

Jennifer Wiziarde, Manager, International Networks--jwiziarde@realtors.org, 312-329-8389

¢ Overall management of bilateral relationships (supported by staff with regional liaison
responsibilities); manage President Liaison and Ambassador Association appointments

¢ NAR International Web site management

e CIPS Network marketing activities

e Contact for select Asian associations

International Education Specialist—(Open Position) 312-329-8412
e Supports CIPS Network Designation and Membership program, and TRC for NAR members

Tamala Thomas, International Operations Coordinator--tthomas@realtors.org, 312-329-
8369

e Supports network of foreign bilateral relationships and international local councils

e CIPS Network marketing support

Bethsy Sachs, Executive Secretary--bsachs@realtors.org, 312-329-8392
e Overall department support; purchasing manager
e Membership record management
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