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Institute Affiliate (IA) members are individuals who hold a professional designation awarded by an 
Institute, Society, or Council affiliated with the National Association of REALTORS® – CCIM, CRE, IREM, 
RLI, and SIOR – that addresses a specialty area other than residential brokerage, or individuals who 
otherwise hold a class of membership in such Institute, Society, or Council that confers the right to hold 
office. If an association is a commercial overlay board jurisdiction, they are automatically assigned these 
members to a commercial overlay board, unless they indicate otherwise.  
 

So, how does a commercial group serve these members? Are they considered “second class citizens” 
where benefits should be restricted, or does their membership present an opportunity for the 
commercial group?  For an excellent case study, look no further than the San Diego County Commercial 
Association of REALTORS®, a commercial overlay board where over half of its members are IA’s. While 
the dues that IA’s pay are significantly less than full paying dues members, IA members present unique 
opportunities. “IA members are typically members with high-level skills and are members we otherwise 
would not capture, they have unique expertise as panelists and many become valued board members”, 
according to CRASD Association Executive Helen Bloomfield. She also stresses that they always 
encourage IA’s to become full paying members. If they are unable to do so, then their membership dues 
have a good multiplier effect as they sponsor and underwrite programs, donate meeting space, bring 
vendors to the field as sponsors, and encourage non-member attendance to programs and education 
seminars. They promote commercial affiliations which increase IA membership. "They are groups that 
we would not typically reach and a great foot in the door for a variety of opportunities", adds Helen 
Bloomfield. IA’s do have some restrictions on membership locally. They don't receive the same advance 
notice for discounts and programs that are offered to full paying members (until after a period of time) 
and IA’s have a different identifying name tag. But by and large “we try to treat them on a level playing 
field”, says Helen Bloomfield, “they are valuable members because they bring an entirely different 
perspective and knowledge to the table that allows us to make decisions without being too insular.  It 
always pays to look wider”.    
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For more information on effectively serving IA members, contact Helen Bloomfield at the San Diego 
County Commercial Association of REALTORS®. Due to its closeness to IA members the association also 
manages the local San Diego CCIM Chapter so activities seamlessly intertwine.  
 

For more information, please contact: 
 
Helen Bloomfield   
Association Executive 
San Diego County Commercial Association of REALTORS®  
 
Phone:   858.729.0073 
Email:  crasd@san.rr.com  
Web site: www.crasd.org  
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