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FROM THE PRESIDENT In 2005, for the first time, the association was able to quantify the 

dollars-and-cents value of the REALTOR® brand to each of you. The

amount: an amazing average $32,000 in income over the course of a 

10-year membership in NAR. Members who take the time to tell con-

sumers that they’re a REALTOR® realize the brand’s value. In 2005 we

helped you realize the value of your membership by:

■ Working to make REALTOR.org a world-class information resource for

you and for consumers who use your services  

■ Providing advocacy on your behalf on such issues as more affordable

health-care options

■ Bringing more consumers to you through the national Home

Ownership Program

■ Encouraging you to make your lives as fulfilling as possible by balanc-

ing work and family time

■ Promoting the use of REALTORS® by the public through the national

Public Awareness Campaign, which differentiates REALTORS® from

others in the real estate business. This year’s campaign tracking

results indicated that 76 percent of consumers, up from 72 percent in

2004, would most likely select a REALTOR® to help them purchase or

sell a home.

But the REALTOR® brand wouldn’t be what it is without your contribu-

tions. Our Public Awareness Campaign is effective because of your good-

will, strength, and unity. Since goodwill is much harder to do justice to in

an annual report than straight numbers, I feel strongly about underscor-

ing your accomplishments here.

On the heels of your generosity in early 2005 after the South Asian

tsunami, you gave selflessly again last year to Gulf Coast hurricane relief

through the REALTORS® Relief Foundation and to other charitable organi-

zations. Many of you also contributed time and lodging to people left

homeless by the storm. Your efforts this year were no surprise to me con-

sidering your ongoing contributions to your communities through a wide

variety of organizations. For instance, we always have an impressive

turnout of volunteers at a Habitat for Humanity International site each

year in the city that hosts our annual conference.

In addition, we now receive about 300 applications a year to the 

REALTOR® Magazine Good Neighbor Awards program, which recognizes

REALTORS®’ extraordinary volunteer work. That’s a remarkable number of

applicants considering the amount of effort and materials required by

candidates to enter.

Your drive to contribute meaningfully has been key to the organization

in 2005 as we ride out political, not just natural, storms. When the U.S.

Department of Justice and the Federal Trade Commission requested let-

ters from the public on the issue of competition in real estate, hundreds

of you responded with letters illustrating how competitive your job is.

When NAR’s Government Affairs group issued a Call to Action on passing

small-business health plan legislation, 150,000 of you responded. And

the U.S. House of Representatives passed the bill. We hope the U.S.

Senate will consider the issue in 2006. In another unified effort, the

national and state associations are sharing an action center database (in

2006, it’ll include local associations, too) so that REALTOR® associations

will have access to one source for identifying members for calls for

action.

You’ve shown strength by supporting the “REALTOR® Party” through

donations to the REALTORS® Political Action Committee. Some 465,000

members donated to RPAC in 2005, 65,000 more than in 2004. And

NAR grew membership in its direct-giver fund-raising program, the

President’s Circle, by 38 percent over 2004 with 169 members.

President’s Circle members provided direct contributions totaling

$341,000 to REALTOR®-supported candidates and national party commit-

tees.

There were numerous other accomplishments, many made possible by

your contributions to committees and your support of association prod-

ucts and services, which I urge you to read about in this 2005 Annual

Report. The report’s index allows you to easily find, or click to, topics of

interest to you.

The intent of all our activities in 2005 was to increase the value of

membership in NAR. That’s no easy task, and success would have been

impossible without the leadership of NAR Executive Vice President and

CEO Terry McDermott, who retired from the association in late 2005. I’m

grateful for Terry’s vision, his leadership, and his commitment to keeping

your best interests at heart. With Terry’s departure, we welcomed Dale

Stinton to the role of EVP and CEO. I’m very pleased that Dale, a 25-year

veteran of NAR, will be leading the organization as we approach our 100-

year anniversary in 2008.

I thank all of you—members, volunteers, state and local association

staff, and especially our 2005 Leadership Team, including President-elect

Thomas M. Stevens, First Vice President Pat A. Vredevoogd, Treasurer

Michael Brodie, Vice President and Liaison to Committees Adorna O.

Carroll, and Vice President and Liaison to Government Affairs Monty

Newman—for demonstrating our brand’s strength and unity, which made

many positive, productive things happen during my presidency and

beyond.

Al Mansell

2005 NAR President

February 2006
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The NATIONAL 

ASSOCIATION OF 

REALTORS® is the 

premier professional 

organization for real estate

practitioners and the “Voice

for Real Estate®.” Members of

NAR are licensed to practice

real estate in the 50 states

and Washington, D.C., as well

as the territories of Guam,

Puerto Rico, and the U.S.

Virgin Islands. Membership

in December 2005 reached

an all-time high of 1,265,367,

a 13 percent increase over

2004, solidifying NAR’s 

position as the largest 

professional association and

the largest group of small-

business owners in the 

country. By joining NAR, real

estate licensees pledge to

conduct their business

according to the association’s

strict Code of Ethics and

Standards of Practice. NAR,

therefore, stands as a beacon

of professionalism for the

real estate industry.
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2005 NAR LEADERSHIP TEAM

President Al Mansell, CRB, GRI

President-elect Thomas M. Stevens, CRB, CRS®, GRI

First Vice President Patricia Vredevoogd, ABR®, CRS®, GRI, LTG

Treasurer Michael Brodie, ABR®, CRB, CRS®, e-PRO®, GRI

Vice President & Liaison to Committees Adorna Carroll, ABR®, ABRMSM, e-PRO®, GRI

Vice President & Liaison to Government Affairs Monty Newman 

REGIONAL VICE PRESIDENTS

Allyson Bernard, ABR®, GRI, Danbury, Conn.

Region 1 (Connecticut, Maine, Massachusetts, 

New Hampshire, Rhode Island, Vermont)

Charles Oppler, Fort Lee, N.J.

Region 2 (New Jersey, New York, Pennsylvania)

William Neary, CRS®, GRI, St. Easton, Md.

Region 3 (Delaware, Maryland, Virginia, 

Washington, D.C., West Virginia)

Kenneth Warden, CRS®, GRI, Fort Thomas, Ky.

Region 4 (Kentucky, North Carolina, 

South Carolina, Tennessee)

Maurice (Moe) Veissi, Miami

Region 5 (Alabama, Florida, Georgia, Mississippi, 

Puerto Rico, Virgin Islands)

Steven C. Brown, Dayton, Ohio

Region 6 (Michigan, Ohio)

Jean Crosby, CRB, GRI, Rockford, Ill.

Region 7 (Illinois, Indiana, Wisconsin)

John Smaby, GRI, Edina, Minn.

Region 8 (Iowa, Minnesota, Nebraska, 

North Dakota, South Dakota)

Chris Polychron, CRS®, GRI, Hot Springs, Ark.

Region 9 (Arkansas, Kansas, Missouri, Oklahoma)

Louise Hull, ABR®, CRS®, CRB, GRI, Victoria, Texas

Region 10 (Louisiana, Texas)

Vicki Cox Golder, Tucson, Ariz.

Region 11 (Arizona, Colorado, Nevada, 

New Mexico, Utah, Wyoming)

Vicky Hammond, CRS®, GRI, Missoula, Mont.

Region 12 (Alaska, Idaho, Montana, Oregon, 

Washington)

Robert Kulick, CCIM, GRI, Campbell, Calif.

Region 13 (California, Guam, Hawaii)

NAR SENIOR STAFF

Terrence M. McDermott*, Executive Vice President and CEO

Janet Branton, Senior Vice President, AE/Leadership, International, and Specialties

Jerry Giovaniello, Senior Vice President, Government Affairs

Bob Goldberg, Senior Vice President, Marketing & Business Development

Doug Hinderer, Senior Vice President, Human Resources, Office & Mail Services

Laurie Janik, General Counsel

David Lereah, Senior Vice President & Chief Economist

Frank J. Sibley, Senior Vice President, Communications

Dale Stinton, Chief Financial Officer and Chief Information Officer

Nancy Wilson Smith, Senior Vice President, Leadership Programs & Planning

*Retired Oct. 31, 2005. Dale Stinton, NAR’s chief financial officer 
and chief information officer, became CEO Nov. 1, 2005.

NAR VICE PRESIDENTS

Myron Adams, Information Technology Services 

Gar Anderson, AE & Leadership Development

Stephen Cook, Public Affairs

Sue Gourley, Convention

Pamela Geurds Kabati, Publications

Mark Lesswing, Center for REALTOR® Technology

Miriam Lowe, International Operations

Cliff Niersbach, Board Policy & Programs

John Pierpoint, Finance

Mary Stark-Hood, Member Benefits, Strategic Alliance, Marketing Research

Walt Witek, Government Affairs

LEADERSHIP

http://www.realtor.org
http://www.realtor.org
http://www.realtor.org
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NAR operates with a 

core purpose of being the

business and public policy

advocate for REALTORS®.

NAR leaders articulate this

purpose based on the orga-

nization’s core values:

■ 

The right to own, 

use, and transfer 

real property

■ 

Private enterprise, 

free market, and 

collective action

■ 

The highest standard 

of professional ethics, 

conduct, and 

business practices

■ 

Housing opportunity

■ 

The success and 

profitability of 

NAR members

NAR strives to be the collective force influencing and shaping the real estate industry. It seeks to be the leading advocate

of the right to own, use, and transfer real property; the acknowledged leader in developing standards for efficient, effective,

and ethical real estate business practices; and valued by highly skilled real estate professionals as crucial to their success.

OObbjjeeccttiivvee  11:: Support member efforts to deliver a wide range of real estate transaction services.

EExxppeecctteedd  rreessuullttss ■ NAR members are the primary providers of a myriad of real estate transaction services.

■ Consumers and NAR members understand the benefits of REALTORS® managing and delivering 

a broad set of real estate transaction services.

■ NAR creates an environment in which members have a competitive advantage and are

profitable in delivering a broad set of real estate transaction services.

■ REALTORS® are the first point of contact in, and in control of management and delivery 

of, real estate transaction services.

■ Members view NAR as the “go-to entity and resource” as they expand their transaction services, and for 

monitoring and advocating relevant legislative, regulatory, and judicial policies.

OObbjjeeccttiivvee  22:: Deliver a relevant, personalized set of member services that reflect the increasingly diversified businesses of REALTORS®.

EExxppeecctteedd  rreessuullttss ■ Members can customize NAR service offerings for their particular niche.

■ NAR provides and enhances mechanisms to communicate the value and availability of its services.

OObbjjeeccttiivvee  33:: Reach out to market leaders, such as large brokers and franchises, to learn how the association can provide them 

with products and services that will benefit their organizations.  Encourage greater involvement of market leaders in NAR.

EExxppeecctteedd  rreessuullttss ■ Market leaders have a better understanding of NAR’s value proposition and are more involved in NAR activities.

■ NAR leadership has a better understanding of market leaders’ needs.

■ Market leaders leverage the collaborative strengths of NAR.

OObbjjeeccttiivvee  44:: Promote diversity in REALTOR® membership and leadership.

EExxppeecctteedd  rreessuulltt ■ A more diverse group of members participate in the organization and are represented in leadership.

OObbjjeeccttiivvee  55:: Prepare REALTOR® associations, MLSs, and members to respond to data and infrastructure security demands 

on an on-going basis.

EExxppeecctteedd  rreessuulltt ■ Enhance awareness, education, and communication of the need to ensure data security.

OObbjjeeccttiivvee  66:: Influence a favorable business environment using political, regulatory, legislative, and judicial means.

EExxppeecctteedd  rreessuullttss ■ Establish a new political action group focused on raising the awareness and importance of regulatory and 

judicial issues at the local, state, and national level and their implications for the real estate business.

■ Increase participation of members on national, state, and local boards and commissions; increase members’ 

interest in seeking local elective office to ensure the voice for real estate contributes to policy debates at all levels.

OObbjjeeccttiivvee  77:: Deliver to members who have had to join multiple MLSs market-relevant access to uniform real property market 

data, providing offers of cooperation and compensation, without geographic boundaries.

EExxppeecctteedd  rreessuulltt ■ Members have timely access to uniform real property market data without geographic boundaries, including 

offers of compensation, on a cost-effective basis.

2006 STRATEGIC PLAN
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Major governmental and regulatory issues include

Banks in Real Estate. NAR secured another one-year prohibition,

preventing the U.S. Department of the Treasury from finalizing its

rule that would allow banks to offer real estate brokerage and

management services. The provision is included in the FY2007

Transportation/Treasury/U.S. Department of Housing and Urban

Development Appropriations bill approved by Congress and

signed into law Nov. 30, 2005, by President George W. Bush.

Do-Not-Fax. NAR-backed legislation (S. 714), signed into law 

July 9, 2005, protects REALTORS® from unfair and costly

changes to their marketing practices. The legislation reaffirms

the long-standing “established business relationship” exception

to the ban on unsolicited commercial faxes by creating explicit

statutory authority for the established business relationship.

Affordable Health Insurance. NAR secured enactment by the U.S.

House of Representatives of H.R. 525, The Small Business Health

Fairness Act. The legislation authorizes the creation of federally

certified small-business health plans, which would allow 

REALTOR® associations to extend health insurance coverage to

members. NAR also secured the reintroduction of S. 406, the

Senate companion bill to HR 525. In addition, NAR is one of 

the primary stakeholder groups involved in the drafting of S.

1955, The Health Insurance Marketplace, Modernization and

Affordability Act, the Senate Health Committee leadership’s 

compromise SBHP measure.

Class Action Reform. NAR secured enactment of class action

reform legislation (S. 5) addressing abuses of the class action

mechanism, including token awards to class members and

“venue shopping” by class action attorneys.

Fannie Mae/Freddie Mac Reform. NAR secured passage of legis-

lation in the U.S. House of Representatives that creates a single,

independent regulator to oversee the activities of Fannie Mae,

Freddie Mac, and the Federal Home Loan Banks. The legislation

maintains the government-sponsored enterprises housing mis-

sion, and it also includes a provision that increases the conform-

ing loan limits in high-cost states, allowing more home buyers to

purchase homes.

Small Business Disaster Assistance. NAR successfully advocated

changes to the Small Business Administration’s Economic Injury

Disaster Loan program that will allow real estate licensees to

access the program for the first time.

RESPA Reform. NAR secured REALTOR® participation in all of

HUD’s Washington, D.C., and regional RESPA roundtables and

positioned NAR to be a significant voice in HUD’s renewed effort

to reform long-standing RESPA regulations.

RESPA Awareness Campaign. NAR successfully launched the

campaign, which includes compliance seminars at NAR’s Midyear

Legislative Meetings & Trade Expo; twice-yearly online compli-

ance seminars (Web casts); a new one-stop RESPA resource

with information on marketing agreements, affiliated business

arrangements, and general RESPA requirements; and four new

RESPA compliance training products.

Competition in the Real Estate Industry. NAR played an active

role in the ongoing debate on competition in the real estate

industry. Staff met with officials of the Government

Accountability Office to help them understand the industry in

preparation for GAO’s August 2005 report, Real Estate Brokerage:

Factors That May Affect Price Competition. NAR Past President

Cathy Whatley and others in the REALTOR® family participated in

a joint Federal Trade Commission-Department of Justice

Workshop on Competition Policy and the Real Estate Industry. As

a follow-up to the workshop, 2006 NAR President Tom Stevens

submitted a letter to the groups commenting on three major

issues—price competition, MLS/ILD policies, and banks in real

estate—that have generated confusion among federal regulators.

Along with the letter, Stevens sent a policy paper, Structure,

Conduct, and Performance of the Real Estate Brokerage Industry,

developed by NAR’s Research Division, which demonstrates the

inherently competitive structure and nature of the industry.

Response to Gulf Coast Hurricanes. In the wake of hurricanes

Katrina, Rita, and Wilma, and to complement NAR’s relief fund

activities, the association undertook several legislative and regu-

latory initiatives to aid hurricane victims and help rebuild Gulf

Coast communities. Response activities included working with

NAR’s Government Affairs

and Regulatory and Industry

Relations departments 

advocate for the 

preservation, protection, 

and promotion of the free

enterprise system and the

right to own real property.

NAR provides a platform 

for advocacy on behalf of 

REALTORS® and the public

through its legislative and

regulatory policies, political

and grassroots programs,

and field staff. 

ADVOCACY

http://www.REALTOR.org/RESPA
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federal agencies to streamline and revise regulations to ensure

NAR members were eligible to receive the maximum amount of

relief and resources possible; helping to develop an interactive

online database of housing resources for evacuees; developing a

Web-based listing of available federal, state, local, and private

sources of relief; and supporting legislation, now passed, that

enables the National Flood Insurance Program, which was run-

ning out of money, to pay legitimate flood insurance claims by

borrowing from the U.S. Treasury. Additionally, NAR strongly sup-

ported legislation that prohibited federal natural disaster assis-

tance payments to be included as income for tax purposes.

Housing. NAR secured from HUD the withdrawal of two of its

appraisal-related forms, the Valuation Conditions form and

Homebuyer Summary form. This will help expedite the process-

ing of FHA loans and keep FHA appraisals more in line with con-

ventional appraisal practices. NAR also successfully urged HUD

to institute a streamlined 203(k) rehabilitation loan program, to

exempt additional categories of properties from HUD’s property

flipping rules, and to amend the five-year hybrid adjustable-rate

mortgage program.

Bankruptcy. NAR successfully championed four real estate provi-

sions in bankruptcy reform legislation enacted by Congress.

These provisions protect property owners and valuable real

estate assets when owners or tenants file for bankruptcy. The

NAR-supported provisions will 1) provide new protections for

shopping center owners; 2) close the loophole that allows rental

tenants to abuse the U.S. Bankruptcy Code to avoid eviction; 3)

require homeowner and condo association fees to be repaid; and

4) provide protection for certain property owners, regardless of

the market value of their properties.

Outreach initiatives. NAR increased REALTOR® involvement in

community issues by awarding 24 Smart Growth Grants and 16

Diversity Grants to REALTOR® associations. And, through the

Land Use Initiative and the Customized State Smart Growth

Legislation programs, NAR provided direct assistance to eight

state REALTOR® associations on new eminent domain legislation.

Diversity. NAR, for the first time, brought its federal coordinators

to the Annual Legislative Conference of the Congressional Black

Caucus Foundation to help increase visibility of the association’s

role in finding solutions to America’s housing issues. NAR is a

sponsor of the Foundation’s WOW (With Ownership Wealth) pro-

gram, which fosters increased homeownership in the African-

American community. NAR also sponsored the Foundation’s

homeownership breakfast at the conference.

Grassroots.

■ NAR expanded basic membership in its Action Center to all

active REALTORS® with a working e-mail address (approxi-

mately 1 million people). The number of Action Center

activists—those members who’ve responded to an NAR Call for

Action—grew to nearly 200,000, an increase of 70 percent

over 2004. Grassroots supporters helped generate more than

190,000 communications on 12 critical legislative and regula-

tory calls for action during 2005. 

■ NAR developed a new grassroots training course, which

includes an online component. More than 90 percent of all

Federal Political Coordinators—REALTORS® who liaise on

behalf of NAR with their local U.S. congressperson—completed

the course. 

■ NAR converted its NAR Action Center software to GetActive,

which allows NAR to share a grassroots platform with states

and boards. Initial roll-out to 30 states took place on Jan. 1,

2006.

■ NAR completed a pilot In-home Political Event program

designed to allow REALTORS® to interact with members of

Congress who have championed the “REALTOR® Party.” The

REALTOR®-only gatherings show support for legislators in their

home districts and raise funds for lawmakers. Events were

coordinated by the Federal Political Coordinator for that mem-

ber of Congress; RPAC provided financial support. 

RPAC. The REALTORS® Political Action Committee raised more

than $5.98 million in 2005, surpassing the year’s fund-raising

goal of $5.5 million. The RPAC participation rate for 2005 was 

42 percent, with more than 465,000 members donating to RPAC.

Also, NAR grew membership in its direct-giver fund-raising pro-

gram, the President’s Circle, to 169, a 38 percent over 2004.
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President’s Circle members provided direct contributions of

$341,000 to “REALTOR® Party” candidates, such as U.S. Sen.

Hillary Clinton (D-N.Y.), U.S. Sen. Richard Shelby (R-Ala.), U.S.

Rep. Paul Kanjorski (D-Pa.), and U.S. Rep. Gary Miller (R-Calif.),

and to national party committees, such as the Democratic

Congressional Campaign Committee, the Democratic Senatorial

Campaign Committee, the National Republican Congressional

Committee, and the National Republican Senatorial Committee.

RPAC supported a total of 439 candidates for the U.S. 

House of Representatives and U.S. Senate this past cycle, 426 

of whom won their races, giving RPAC a 97 percent winning

record. Overall, 398 of the 407 RPAC-supported candidates in

House races won their seats. On the Senate side, 28 of the 32 

NAR-supported candidates were elected.  Additionally, through

the new In-Home Political Events program, REALTORS® raised

more than $44,000 for the re-election campaigns of six mem-

bers of Congress at fundraising events hosted by NAR’s Federal

Political Coordinators. 

Terrorism Insurance. NAR successfully championed the extension

of the federal terrorism risk insurance program, which was set to

expire at the end of 2005. Following the terrorist attacks of 2001,

NAR supported the passage of the Terrorism Risk Insurance Act

of 2002 to ensure the availability of terrorism coverage for com-

mercial and multifamily properties. As TRIA was set to expire,

insurers began to increase premiums or drop coverage altogether

for policies extending into 2006. Sensing that TRIA’s expiration

could have a chilling effect on the commercial property markets,

NAR joined with other real estate industry groups to help ensure

that a federal terrorism insurance program was in place for the

next two years, thereby ensuring the continued availability and

affordability of terrorism coverage, a vital component in the

financing of commercial real estate.
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REALTOR BenefitsSM Program

The program, formerly called REALTOR VIP®, provides

REALTORS® with savings or valuable added benefits on everyday

business and personal solutions. It currently includes more than

25 partner companies in such industries as insurance and war-

ranties, financial services, office solutions, sales and marketing,

and technology. Hundreds of thousands of NAR members take

advantage of REALTOR BenefitsSM Program offerings. The savings

can add up, often to many times more than the annual NAR dues

payment of $64. In addition, the program generates non-dues

revenue—money that’s used by NAR to cover new or expand

existing member programs.

Among the program’s 2005 highlights:

■ Moving to a new, more descriptive brand name—REALTOR

BenefitsSM—to help make each and every member aware of the

advantages of NAR’s member benefits program.

■ Adding new or expanded partner offerings including those

from The Education Loan Marketplace™ for REALTORS® by

Collegiate Funding Services LLC, Lowe’s, Nextel

Communications, The Pacific Institute, and Talking House.

FamilyTime® DVD

Building stronger families was a primary focus for NAR’s 2005

President Al Mansell. To that end, NAR, along with Million Dollar

Roundtable, an industry group for insurance and financial profes-

sionals, created the FamilyTime® DVD, which encourages work-

life balance and helps REALTORS® and their customers find more

time to spend with their families. The DVD, designed as a closing

gift, benefits families of all sizes and types. Any NAR profits from

the sale of FamilyTime®, which costs $5, go to the REALTORS®

Relief Foundation.

Marketing Outreach to New and Existing Members

Membership outreach is a strategic staple for NAR. In 2005

NAR’s Marketing group supported that strategy by

■ Mailing more than 1 million residential and commercial mem-

bership reference guides with personalized ID cards to new

and renewing members. Through focus groups and online sur-

veys, REALTORS® have helped shape the format and content of

this comprehensive booklet to ensure its value to novice and

experienced members. State and local REALTOR® associations

had the opportunity to include a custom message on the

guide’s front cover flap. Customization lets members receive

benefit information from all three levels of the REALTOR®

organization. And because each guide is personalized, only

messages from the recipient’s primary state and local associa-

tions are included. In addition, the guide includes messages to

members based on data NAR has collected about how they’ve

interacted—or not—with NAR. For example, a member who has

donated to RPAC will find a thank-you note and be encouraged

to donate again. Members who haven’t registered at REALTOR

.org receive copy explaining why it’s valuable to do so.

■ Continuing to send a welcome e-mail to new members. Once

new members are entered into the National REALTORS®

Database System (NRDS) by their local association, the sys-

tem automatically sends them an e-mail. The e-mail advises

them of their NRDS number and its varied uses, alerts them to

the impending arrival of their membership guide, and explains

REALTOR.org and the many other benefits of membership.

■ Attending more than 15 NAR, state association, and franchise

trade shows. Through this outreach, members learn firsthand

about the benefits of membership: the REALTOR BenefitsSM

Program’s strategic alliance partners and numerous publica-

tions for sale, legislative and regulatory advocacy, the national

Public Awareness Campaign, and so on.

REALTOR® University

REALTOR® University is NAR’s online education portal offering

more than 100 hours of Web-based education. Real estate practi-

tioners can take courses leading to these official NAR designa-

tions and certifications: Accredited Buyer Representative (ABR®),

Accredited Buyer Representative Manager (ABRMSM), Certified

International Property Specialist (CIPS), and Transnational

Referral Certification (TRC). In addition, REALTOR® University

offers courses on real estate sales, listing, marketing, and 

NAR carefully safeguards

the REALTOR® brand, as 

well as all the brands

housed within the REALTOR®

organization. In 2004 NAR

continued to leverage its

brand name with major 

corporations, which offered

members even more 

products and services at

special savings. It also 

introduced a closing 

gift, helped members

increase their professional

knowledge, and brought

REALTORS®, vendors, and

industry speakers together

at its annual conference.

PRODUCTS & SERVICES

http://www.realtor.org/realtorbenefits
http://www.familytimeorders.com
http://www.realtor.org/runivers.nsf?OpenDatabase
http://www.realtor.org/rodesign.nsf/pages/FS_2005PublicAware
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personal development. Courses to be completed in 2006 include

“Tax-Deferred 1031 Exchanges,” “Land 101: Fundamentals of Land

Brokerage,” “Fundamentals of Commercial Real Estate,” and

“Resort and Second-Home Markets.”

Among REALTOR® University’s key 2005 accomplishments:

■ Total revenue surpassed $1 million. 

■ Revenue was 55 percent higher than in 2004.

■ Registrations (creating a University account) were 43 percent

higher than in 2004.

e-PRO®

The e-PRO® certification program, which teaches NAR members

how to incorporate the latest Internet technology into their busi-

ness, develop an Internet marketing plan, and create online and

e-mail marketing strategies, is the fastest-growing certification

program within NAR. Continuing education credits for e-PRO® are

available in 23 states: Arizona, California, Colorado, Connecticut,

Georgia, Idaho, Illinois, Iowa, Michigan, Minnesota, New Mexico,

North Dakota, Ohio, Oklahoma, Oregon, Pennsylvania, Rhode

Island, South Dakota, Tennessee, Texas, Vermont, Washington,

and Wyoming.

Meetings & Expo

Through the four annual meetings and 95 special meetings it

organized in 2005, the NAR Convention Group provided mem-

bers with hundreds of educational, networking, and social events

to increase their business acumen. 

In 2005

■ The Midyear Legislative Meetings & Trade Expo, held in

Washington, D.C., yearly in May, attracted a record 9,861 atten-

dees—an 18 percent increase in attendance over 2004. The

Expo featured a record 200 exhibitors. The midyear meetings

comprise NAR governance meetings; legislative activities

including Hill visits, in which REALTORS® meet with their

Congressmen to address industry issues; and the Trade Expo.
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In 2005 President Bush addressed attendees at a special ses-

sion.

■ The REALTORS® Conference & Expo, the association’s premier

event, attracted 26,400 REALTORS® and guests to San

Francisco in late October, a 25-year record. More than 1,400

international delegates from 54 countries attended. The Expo

featured a record 626 exhibiting companies in 153,200 square

feet. The NAR Expo is among the largest 200 exhibitions in

North America. The conference featured more than 200 educa-

tional sessions for brokers and salespeople. On a scale of 1-5,

with 5 being the most valued, attendees gave the conference a

median score of 4.56. 

Highlights included

■ An inspiring General Session in which 2005 NAR President Al

Mansell recapped the many good deeds by REALTORS®—from

the tsunami and Katrina relief efforts to the Good Neighbor

Awards. Keynote speaker Dr. Phil McGraw also addressed the

General Session audience of 6,000.

■ The Entrepreneurial Excellence Series featuring noted business

authors and experts: Ken Blanchard (author of The One Minute

Manager); Malcolm Gladwell (author of The Tipping Point and

Blink); Guy Kawasaki (author of Rules for Revolutionaries);

Richard Teerlink (former CEO of Harley-Davidson); and Drs.

Jackie and Kevin Freiberg (authors of GUTS! Companies that

Blow the Doors Off Business as Usual).

■ The Technology Learning Center, where more than 7,000 atten-

dees received hands-on training on hardware, including the

Blackberry, the TREO, and a Tablet PC; and software, including

Top Producer, eNeighborhoods, and a variety of Microsoft

products.

■ Habitat Build Day in Livermore, Calif., where attendees con-

structed some of the first “green” (environmentally sensitive)

homes developed by the East Bay Habitat for Humanity.

Conference attendees also contributed to the sponsorship of a

Habitat for Humanity home for Beverly Loyo, who received the

keys to her new home during the convention. 

PRODUCTS & SERVICES

http://www.realtor.org/realtor_benefits/benefits_partners/e_Pro.html
http://www.eProNAR.com
http://www.realtor.org/meetings_and_expo/index.html
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REALTOR.org

The national association’s Web site provides REALTORS®, associ-

ation executives, news media, consumers, and others ready

access to a wealth of real estate industry information and knowl-

edge about and from NAR. For REALTORS®, the site offers infor-

mation on the benefits of NAR membership, including access to

special member savings on products and services, as well as

information on how to maximize business success. REALTOR.org

also offers a number of “opt-in” e-newsletters on various real

estate topics, as well as a general interest “opt-out” monthly 

e-newsletter, REALTOR.org Essentials, about new information at

the site. REALTOR.org is undergoing a redesign to improve the

consistency and the quality of its information presentation and

ensure it’s in tune with user needs.

Among the major improvements to the site in 2005:

■ A new home page, including a “Did You Know” feature, which

provides easy access to some of the most useful content of the

site.

■ A search function that serves up key staff-recommended, as

well as other relevant, results.

The site also realized improved metrics in 2005:

■ Unique visitors increased by 40 percent to more than 650,000

people.

■ Visits increased by 36 percent to more than 800,000 per

month.

■ The number of pages viewed increased by 21 percent to more

than 3.5 million per month.

REALTOR.com

NAR’s national listing and marketing Web site continues to domi-

nate all Internet real estate property listings and consumer traffic

categories. In 2005 the site averaged 6 million unique visitors

per month; 15 million total visitors per month, up from 12 million

in 2004; and 600 views per listing, the same number as in 2004.

The continued increase in Internet traffic can be attributed to

strong support by REALTOR® organizations—99 percent of all

MLSs participate. In 2005 property listings increased to 2.8 mil-

lion from 2.3 million in 2004 because of slight slowing in sales in

some markets.

Under the leadership of Homestore (dba Move) CEO Mike Long

and REALTOR.com President Allan Dalton, Move’s relationship

with NAR is as strong as it’s ever been.

To drive more consumer traffic to NAR members’ listings, Move

spent millions of dollars on portal agreements, including a new

agreement with America Online, the nation’s largest Internet

service provider, and with Microsoft Corp. REALTOR.com is the

exclusive provider of integrated home listings and REALTOR®

directory content to Microsoft’s House & Home channel on the

MSN network.

Among REALTOR.com’s key accomplishments in 2005:

■ Adding the REALTOR® Rentals channel, which displays apart-

ments, condominiums, and vacation rental properties offered

exclusively by REALTORS®.

■ Expanding the REALTOR.com Marketing System, which pro-

vides a comprehensive set of marketing tools designed to help

REALTORS® professionally and efficiently market themselves

and their listings.

■ Launching Top Marketer, a program designed to provide 

consumers with accurate home valuations via public records

data and to provide high-quality consumer leads directly to

REALTORS®.

■ Launching Company Showcase, which enables brokers to

enhance their entire listing inventory on behalf of their sales-

people so that all listings include multiple photos and detailed

property descriptions.

■ Making significant infrastructure upgrades that provide 

property search results for consumers twice as fast as previ-

ously and enable the system to run on about half the hard-

ware. Long-term benefits of this project include improved per-

formance and more efficient product development efforts.

■ Providing support to REALTOR® relief efforts, such as for the

U.S. Gulf Coast, by promoting Hurricanehousing.net and devel-

oping relief.welcomewagon.com, which offered emergency

housing opportunities to those affected by the storms.

Through its publications 

and Web sites, including

REALTOR.org, REALTOR®

Magazine, REALTOR®

Magazine Online, the Show

Daily, and the Internal 

News Service, NAR delivers

and interprets information

that helps members run

their businesses more

knowledgeably and 

effectively. And NAR 

partner Homestore 

(dba Move) helps 

REALTORS® market their

services and listings to

millions of Web-surfing

prospects via REALTOR.com.

The association’s Center for

REALTOR® Technology and

Information Central 

serve as resource and 

service gateways.

KNOWLEDGEMANAGEMENT
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REALTOR® Magazine

REALTOR® Magazine, published 12 times per year, is NAR’s offi-

cial magazine and continues to serve as the industry’s publica-

tion of record and essential “business tool for real estate profes-

sionals.” (For past articles, search REALTOR® Magazine’s

archives.) Readers have come to count on the magazine’s annual

features, including “Top 100 Companies” and “30 Under 30,” and

its regular departments and columns covering law, technology,

selling and marketing, and ethics.

In 2005 the magazine celebrated the sixth year of its Good

Neighbor Awards program, recognizing REALTORS® who make

extraordinary contributions to their community. Every year, the

Good Neighbor Award winners are featured in the November

issue of the magazine. The magazine also continued its long-

standing relationship with Remodeling magazine to produce the

popular “Cost vs. Value Report,” which provides national and

metro averages for the value of various remodeling projects at

resale. A full version of the report, more projects than can fit in

the magazine, is offered for sale as a four-color booklet to practi-

tioners who want to provide this value-added content to their

clients and customers.

Among the magazine’s key accomplishments in 2005:

■ Winning 18 awards, including national and international awards

from the American Society of Business Publications Editors

(Azbees), Publications Management/University of Missouri

School of Journalism (Magnum Opus), Communication

Concepts Inc. (APEX awards), and the Trade Association

Business Publications International (Tabbies). Among the acco-

lades: REALTOR® Magazine was named one of the top 10 busi-

ness publications in the country by ASBPE.

■ Running the eight-essay “Excellence & Innovation series,” a

first-of-its-kind presentation, featuring renowned authors and

teachers on core business topics, including entrepreneurship,

customer service, creativity, and ethics. Essayists included

Stephen Covey, Ken Blanchard, and Tom Morris.
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REALTOR® Magazine Online

REALTOR® Magazine Online features thousands of archived pages

of the print magazine; online-exclusive resources, including 10

biweekly or monthly expert columns covering architecture, tech-

nology, and sales and marketing; online-only feature articles; a

daily and weekly industry news e-mail service; and a monthly

business tips e-newsletter.

Among the new content offerings for 2005:

■ A package of resources on Servicing Your Multicultural Clients.

■ Valuable Resources for Your Disabled Clients, a collection

resources and links to serve buyers and sellers with 

disabilities.

■ Five new interactive quizzes—on the Code of Ethics, RESPA,

the National Do Not Call Registry, the Federal Lead-Based

Paint Disclosure, and the CAN-SPAM Act.

■ A package of resources to Build a Better Web Site.

■ An eight-month Top Performer Diaries series, which 

culminated with a feature article in the September issue of

REALTOR® Magazine.

■ Breaking news coverage of the REALTORS® Relief 

Foundation’s efforts to raise funds to aid victims of the 

South Asian earthquake and tsunami (Dec. 26, 2004) and

Hurricane Katrina (Aug. 29, 2005).

Among the site’s other key accomplishments:

■ Winning five awards, including an APEX (Communication

Concepts Inc.) Grand Award for the Business Tips Newsletter,

and awards of excellence for the online 2004 Annual Report

and Web site content and writing; and a Society of National

Association Publications (SNAP) Gold Award of general excel-

lence for electronic newsletters.

■ Redesigning both of its e-mail products—the online news 

and Business Tips Newsletter to be cleaner, more reader-

friendly, and provide more space for content that readers 

have asked for.

KNOWLEDGEMANAGEMENT

http://www.realtor.org/realtormag
http://www.realtor.org/rmomag.nsf/AllIssDt?OpenView
http://www.realtor.org/rmodaily.nsf/pages/GoodNeighborHomePage?OpenDocument
http://www.realtor.org/rmodaily.nsf/pages/GoodNeighborHomePage?OpenDocument
http://www.realtor.org/rmodaily.nsf
http://www.realtor.org/rmomag.NSF/pages/multiculturalmain?OpenDocument
http://www.realtor.org/rmomag.NSF/pages/feat4april05?OpenDocument
http://www.realtor.org/rmoquiz2.nsf/Ethics?OpenForm
http://www.realtor.org/RMOQuiz2.nsf/ RESPAQuiz?OpenForm
http://www.realtor.org/rmoquiz2.nsf/DoNotCall?OpenForm
http://www.realtor.org/rmoquiz2.nsf/leadpaint?openform
http://www.realtor.org/rmoquiz2.nsf/leadpaint?openform
http://www.realtor.org/RMOQuiz2.nsf/canspam?OpenForm
http://www.realtor.org/rmotoolkits.nsf/pages/webresourcemain?opendocument
http://www.realtor.org/rmomag.NSF/pages/2005topperformers?OpenDocument
http://www.realtor.org/rmomag.nsf/pages/tsunamireliefmainb?OpenDocument
http://www.realtor.org/realtororg.nsf/pages/katrina
http://www.realtor.org/rmomag.NSF/pages/BTNNov05
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REALTOR® Association Executive Magazine

For executives of the country’s nearly 2,000 state and local

REALTOR® associations and multiple listing services, NAR pro-

duces the quarterly REALTOR® Association Executive Magazine.

From how to choose the right MLS software to how to put a spark

in your education offerings, RAE is the definitive source of infor-

mation for executive officers throughout their careers.

Internal News Service Reports

NAR’s Publications group keeps REALTOR® association executives

in tune with news from around the industry and around the asso-

ciation. Weekly INS Reports are distributed to AEs and regional

MLS executives via e-mail and are available in the AE section of

REALTOR.org. To alert AEs to new product and service, event,

and education offerings from NAR, there’s a monthly

“Marketplace INS.” There’s also a biweekly INS report for large

brokers and a monthly report for members of NAR’s Board of

Directors. Special INSs are issued when there’s breaking news.

REALTOR® Magazine Show Daily

The REALTOR® Magazine Show Daily highlights the products,

educational sessions, and committee meetings that take place

during the annual REALTORS® Conference & Expo. On-site 

reporting gives the event’s roughly 26,000 attendees summaries

of the best ideas and important industry news presented during

the conference. Highlights of coming events help attendees plan

their days and add more value to their conference experience.

Summaries of new products being offered at the Expo let atten-

dees pinpoint interests and maximize their time at the show. And

photos of members, leadership, staff, and exhibitors generate a

sense of community and interactivity with the newspaper. 

In 2005 

■ Each issue of the Show Daily was also available online so that

those not attending the convention could benefit from confer-

ence info. The online presence also served as a promotional

tool to encourage attendance at the 2006 conference.
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■ The use of more photos helped bring readers into the action

and allowed for a quick read during the busy show.  

Letter of the Law

The weekly e-newsletter from NAR’s Legal Affairs department is

geared to members with a special interest in legal developments.

Available via REALTOR.org and NAR’s listserv, it covers recent

real estate-related cases and judgments. 

REALTORS® Commercial Alliance Report

This quarterly print newsletter is focused exclusively on the con-

cerns and needs of commercial practitioners. Each issue covers

legislative news, industry trends, and research and statistics that

enable commercial brokers, property managers, and other com-

mercial members of NAR to conduct their business more effec-

tively. The RCA Report also provides regular updates on the

activities of NAR’s commercial affiliates and RCA committees.

Each issue is mailed to approximately 46,000 subscribers. 

Among the program’s 2005 highlights:

■ RCA Report mailings now include the Technology &

Intelligence Briefing audio CD featuring timely and informative

interviews with industry leaders.

■ The report’s new Data Points feature encapsulates timely, rele-

vant research statistics.

Center for REALTOR® Technology

CRT provides technology leadership, guidance, and assistance to

NAR members. It makes available informed industry insight,

research, and open-source applications through its mission of

implementation, advocacy, and information. 

In 2005

■ CRT replaced its IT-focused newsletter with a blog, which pro-

vides timely information and commentary about CRT projects,

the use and application of new technologies, and real estate-

related technology. CRT continues to publish its CRT Report

KNOWLEDGEMANAGEMENT

http://www.realtor.org/realtorae.nsf/pages/raexecmag
http://www.realtor.org/realtorae.nsf/pages/ins?opendocument
http://www.realtor.org/association_executives/index.html
http://www.realtor.org/association_executives/index.html
http://www.realtor.org/letterlw.nsf
https://reg.realtor.org/roreg.nsf/emailprofile?OpenForm
http://www.realtor.org/ncommsrc.nsf/pages/archivedcommercialnewsletters?OpenDocument
http://www.realtor.org/CRT
http://blog.realtors.org/crt
http://www.realtor.org/rmodaily.nsf/pages/showdaily
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newsletter (circulation 2,654) to real estate brokers and associ-

ation executives to help them stay abreast of new technolo-

gies. The newsletter features easy-to-read, practical descrip-

tions of how new technology can help them in their business-

es.

■ CRT released new RETS applications. ezRETS, a data-retrieval

tool designed specifically for real estate, allows practitioners to

download and use property listing information in the RETS for-

mat and helps them easily select information, such as compar-

ative market analyses, marketing brochures, or neighborhood

trends, that can then be integrated into reports. ezRETS’s con-

nectivity capabilities can often eliminate the need for propri-

etary interfaces and custom programming, thus saving time

and money.

The free-to-members VieleRETS enables practitioners to

download image and text information from multiple MLSs to

their own Web sites. VieleRETS uses the RETS standard,

requires no client-side Javascript, cookies, or plug-ins, and

works with most browsers. Its initial application allows for eas-

ier use with Open Realty based Web sites.

■ CRT developed PolicyPage to help REALTORS® automatically

scan other members’ sites to determine compliance with

Internet display policies and IDX. It comes with NAR’s model

Internet display policies and can be tailored to local rules.

■ Two leading transaction management system vendors, Real

Estate Business Technologies Inc. and SettlementRoom,

became certified under REALTOR® Secure, an information

security best practices program. In addition, more than 150

organizations took advantage of the program’s free Web site

scan.

■ In an effort to promote a more efficient electronic real estate

transaction, CRT convened a group of transaction management

vendors to develop improvements in electronic real estate pro-

cessing that would save consumers money. Those efforts will

also provide benefits to real estate brokers whose operations

span either several MLS systems or governmental jurisdictions

and make it more efficient to do business.

■ CRT developed and delivered nine technology sessions for the

2005 REALTORS® Conference & Expo in November, compared

with eight the year before. And it offered wireless (hot spot)

access to attendees at all four major NAR meetings—the

Association Executives Institute, the Leadership Summit, the

Midyear Legislative Meetings & Trade Expo, and the

REALTORS® Conference & Expo; it provided hot-spot access at

two meetings in 2004.

■ Through its outreach program, CRT staff spoke at more than

40 REALTOR® events and meetings. And, CRT fielded more

than 250 technology inquiries to its information e-mail box,

info@crt.realtors.org.

Information Central

The most active communication between NAR and members

happens daily via the association’s Information Central depart-

ment, which includes the Customer Contact and Call Center, the

Library and Information Services, the Archives, Membership

Records, and the Washington Information Resource Center.

The Library features the world’s largest collection of real

estate-specific resources; the Archives preserves the vital printed

material produced by the association during its history; and the

Virtual Library at REALTOR.org offers a variety of resources on

specific topics tailored to real estate professionals. In addition,

NAR’s Information Specialists keep association staff, leadership,

and members up to date on association and industry develop-

ments through specially researched Field Guides, Power Tools,

and Web Wizard Reports, and can conduct custom research for

members. The ProQuest Database, available to members through

the Virtual Library, provides unlimited full-text access to more

than 1,700 electronic business journals.

Among Info Central’s key accomplishments in 2005:

■ Fielding 150,000 incoming calls, 2,000 Web chats, and 111,000

e-mails generated from the association’s Web site,

REALTOR.org

■ Implementing blogs and RSS (really simple syndication) feeds

at Virtual Library Power Tool pages. RSS feeds allow members

to receive Power Tool blog entries via e-mail or a news reader

program. The recently redesigned Power Tool pages have
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http://www.realtor.org/library/index.html
http://www.realtor.org/vlibrary.nsf/pages/RefShelf?OpenDocument
http://www.realtor.org/vlibrary.nsf/pages/powertools
http://www.realtor.org/WebIntell.nsf/pages/67
http://www.realtor.org/vlibrary.nsf/pages/jandamain
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helped rank the Virtual Library as the third most-trafficked

destination at REALTOR.org. About a dozen Power Tools pro-

vide news, trends, research reports, statistics, Web sites,

books, and resources from NAR’s library geared to various

niches and state and local association staff.

■ Winning the American Society of Association Executives

Advance America Award for adding blogs and RSS feeds to 

the Power Tool pages. 

■ Participating in preparations for NAR’s Centennial celebration

in 2008. Information specialists provided an extensive timeline

to the Publications staff for their work on a commemorative

coffee-table book that will cover the history of NAR. This book

will also feature images of unique, historical materials from the

Archives collection.

■ Implementing the Interaction Quality Manager system, which

lets Information Central managers monitor and record incom-

ing telephone calls. Managers can grade Information special-

ists on how well they field inquiries and whether they used the

correct tools in handling the calls. Information specialists’

scores averaged 93 percent on a scale of 100.

■ Implementing a Customer Measured Quality system, which

e-mails customer satisfaction surveys to members after 

they’ve spoken to Information Central staff. Members gave 

specialists an average 94 percent rating.

■ Processing 972 REALTOR® Emeritus certifications (586 were

awarded at the Midyear Legislative Meetings & Expo; 386 were

awarded at the REALTORS® Conference & Expo), nearly double

that of previous years. In 2005 NAR’s Board of Directors 

lowered to 40 from 50 the number of years required to earn

REALTOR® Emeritus status. 

■ Adding foreclosure and disaster-preparedness Field Guides

and a housing market blog to the Power Tools based on mem-

ber requests.

■ Converting more than 10 years of NAR Board of Directors’

minutes and legal department contracts into searchable Adobe

Acrobat PDF files. Minutes, reports, and exhibits also have

been converted to a digital TIFF format, an archival standard

designed to withstand continual changes in software programs.
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Research

The Research group analyzes the economic, policy, and structural

effects of changes in the real estate industry and produces stud-

ies and statistics on topics affecting real estate practice and

company ownership and management. It analyzes the impact of

legislative, regulatory, and tax code changes on the industry and

the home-owning public and monitors developments in the U.S.

economy, producing a regular economic forecast for home sales,

mortgage interest rates, and home prices. 

Research produces the benchmark measurement of the resi-

dential real estate market’s health—the existing-home sales

series, which includes statistics on the number of existing-home

sales transactions as well as median sales prices of existing sin-

gle-family homes. 2005 marked a fifth-straight record year in

home sales. Existing-home sales reached 7.1 million, an increase

of 4.7 percent from 2004. The median existing-home price rose

by 13 percent to $209,000, which translates to a $13,800 hous-

ing gain for a typical home owner.

Among Research’s key 2005 findings and accomplishments:

■ Producing several survey reports covering topics ranging from

second-home purchases to practitioner business trends.

■ Funding several research projects, through the National Center

for Real Estate Research, which examine state and local fiscal

issues, housing affordability, and home ownership. NCRER,

funded by NAR, underwrites research by experts from the

nation’s top universities and consulting firms.

■ Preparing a research report on trends in “Foreign Direct

Investment in U.S. Real Estate.”

■ Delivering 135 local home-price analysis reports to local asso-

ciations to refute the widespread media coverage on the hous-

ing market bubble.

■ Analyzing the impact tax reform, which could greatly reduce

the mortgage interest deduction and eliminate local property

tax deductions, would have on the housing market. Research’s

results show a home price decline ranging between 10 percent

and 15 percent if such changes were to become part of the tax

law. 

■ Regularly producing forecasts and research reports on market

trends for its Web-based Real Estate Insights (residential) and

Commercial Real Estate Spotlight.

Legal Scan

In 2005 NAR released its fifth Legal Scan, a research project

commissioned by NAR and available for free to all NAR members

via REALTOR.org. The Scan tracks nearly 100 legal subject areas

that impact NAR members—from fair housing to commission dis-

putes—to keep practitioners up to date on legal pitfalls, hot

issues, and trends. The data comes from relevant judicial deci-

sions, statutes, and other regulations in these subject areas as

well as surveys completed by both attorneys and leaders in the

real estate industry. The results are tabulated every two years

and then compared with the two prior Scans.

Highlights from the 2005 Scan:

■ There were 27 damage awards of more than $1 million, com-

pared with 22 such awards two years ago and five four years

ago.

■ Brokers weren’t held liable in 72 percent of the decided cases.

■ Commission disputes are the most common type of lawsuit,

followed by fraud and contract disputes (excluding property

management cases, which cover 75 percent of the reported

cases).

■ Two of the top 10 non-property management damage awards

involved fraud, both totaling more than $1 million.

Public Awareness Campaign

NAR completed the eighth successful year of its national public

awareness campaign in 2005. The award-winning television and

radio campaign, anchored by the theme, “Ask if your agent is a

REALTOR®,” is successfully driving home for consumers the

importance of contacting a REALTOR®—not just any licensee—

when they buy or sell real estate. The ads, funded by a $20

annual dues assessment, build credibility in the REALTOR® name

and emphasize to consumers the value REALTORS® bring to

both residential and commercial transactions.

NAR operates one of the

most powerful lobbies on

Capitol Hill, but NAR’s lead-

ership is manifest in other

arenas as well. In 2005 NAR

continued a number of 

initiatives that further

strengthened its position as

a national leader within the

housing industry, the real

estate community at large,

and beyond.

LEADERSHIP INITIATIVES

http://www.realtor.org/research/index.html
http://www.realtor.org/letterlw.nsf/pages/scan?OpenDocument&Login
http://www.realtor.org/rodesign.nsf/pages/FS_2005PublicAware
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The 2005 campaign helped underscore new information about

the REALTOR® brand. The brand’s value was quantified by a

leading, international brand valuation firm. Results show that the

brand generates an average of $32,000 in incremental income

for every REALTOR® during a typical 10-year membership in NAR.

Among the campaign’s 2005 highlights:

■ More than 13,000 Public Awareness Campaign spots ran on

network TV, cable, network radio, and, for the first time, XM

Satellite Radio and various Hispanic media outlets. The cam-

paign reached an estimated 97 percent of the target audience

of 25- to 54-year-olds with household incomes of $50,000 or

more.

■ The English-language TV commercials were honored by the

television advertising industry with a Telly award. The Tellys

recognize excellence in local, regional, and cable TV commer-

cials and are one of the most coveted awards in the advertis-

ing industry.

■ The latest tracking survey showed that total advertising aware-

ness, encompassing the campaign, message, and slogan, has

increased for the fourth consecutive year among consumers, to

73 percent. NAR members’ total advertising awareness contin-

ued its uptick as well to 94 percent. Additionally, 76 percent of

consumers, up from 72 percent in 2004, indicated they’d most

likely select a REALTOR® to help them in the purchase or sale

of their home. And the percentage of consumers who’d buy or

sell on their own was down to 19 percent from 22 percent in

2004.

■ Sixty-four percent of consumers who’d sold a home in the past

12 months, compared with 41 percent in 2004, indicated that

real estate professionals identified themselves as members of

NAR, and virtually all member respondents—98 percent—

favored continuing the Public Awareness Campaign.

■ Hispanics who are aware of the ads are likely to agree that

REALTORS® are professional (73 percent) and can provide 

all the help you need when selling a home (69 percent).

Hispanics were surveyed for the first time about the Spanish-

language spots.
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REALTOR® Safety Week

Real estate practitioners face more on-the-job risks than many

other business professionals. To focus attention on safety, in

2003 NAR launched the first REALTOR® Safety Week and has

officially designated Sept. 10-16, 2006, as the fourth-annual

Safety Week. Each July NAR sends a comprehensive safety kit to

association executives and brokers to help them plan safety-

related events for their members during REALTOR® Safety Week

and throughout the year.

2005 kit contents included

■ A REALTOR® Safety Tip Card.

■ The “Don’t Be A Victim: Personal Safety for REALTORS®” 

video on CD-ROM and DVD.

■ Pre-written safety articles and e-mail to use in communica-

tions to members.

■ Safety Presentation Booklet with speaker instructions and talk-

ing points.

■ Numerous safety handouts that can be copied and distributed

at safety training sessions.

Exhibition Sponsorships

As the sole sponsor of the Smithsonian’s “Within These Walls …”

exhibition, NAR is helping to tell the stories of five families who

lived in a historic Ipswich, Mass., home over 200 years. This two-

story home, which is one of the most popular exhibitions at

Smithsonian’s National Museum of American History, was trans-

ported to and reconstructed within the Smithsonian’s National

Museum of American History. The exhibition is in the fifth year of

its 15-year run. NAR continues its sponsorship through ads in vari-

ous airline publications, kiosks, dioramas in Washington, D.C.,

metro stations, and tail-light displays on area buses.

NAR also co-sponsored “Sept. 11: Bearing Witness to History,”

which toured the country through Jan. 1, 2006. The temporary

exhibition, which paid tribute to those who perished in New York

and Pennsylvania on 9/11, attracted more than 1 million visitors. It

appeared first at the Smithsonian’s National Museum of American

History between 2002 and 2003.

LEADERSHIP INITIATIVES

http://www.realtor.org/PublicAffairsWeb.nsf/Pages/RealtorBrand?OpenDocument
http://www.realtor.org/safety
http://www.realtor.org/realtororg.NSF/pages/WTWPublicROrgPage?OpenDocument
http://www.realtor.org/realtororg.NSF/pages/WTWPublicROrgPage?OpenDocument
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REALTORS® Relief Foundation

The REALTORS® Relief Foundation provides housing-related 

financial assistance to victims of national or state disasters. 

In 2005

■ The RRF collected and distributed $1.7 million to Habitat for

Humanity to build more than 1,700 core housing units in areas

affected by the South Asian tsunami and earthquake. This

number includes NAR’s contribution of $50,000.

■ RRF received $5.3 million in contributions from members and

others to aid victims of the 2005 U.S. hurricane disasters.

■ RRF forwarded $4.1 million in donations to state relief funds 

in Alabama, Florida, Louisiana, Mississippi, and Texas. NAR 

continues to work with the state associations to distribute the

remaining contributions.

■ NAR donated $1 million to RRF for hurricane relief.

■ Out of its general fund, RRF provided grants of $50,000 each

to state association relief funds in Alabama, Louisiana, and

Mississippi to help them provide housing-related assistance to

the victims of Hurricane Katrina.

2005 NAR BOARD OF DIRECTORS ACTIONS

Dues waived for some in Gulf Coast. The Board waived 2006

national dues and the Public Awareness Campaign special

assessment for hurricane-impacted members in the Gulf Coast.

The waiver will apply to up to 4,000 members in Louisiana,

2,000 members in Mississippi, and 1,000 members in Alabama

and Texas.

In addition, the directors approved grants from NAR reserves

to help state associations in the Gulf Coast recover from the

effects of Hurricane Katrina. The grants—up to $165,000 for

Alabama, $400,000 for Louisiana, and $200,000 for

Mississippi—will offset lost dues revenue.

Assessment Increase Canceled. A planned increase in the Public

Awareness Campaign special assessment for 2007 was rescinded.

The assessment was scheduled to be increased to $25 but will

remain at $20 per member.
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Three Professional Standards Changed. 

■ Standard of Practice 1-13 was amended to say, when 

REALTORS® are working with buyers or tenants, they should

tell their clients that “sellers or sellers’ representatives may

not treat the existence, terms, or conditions of offers as confi-

dential unless confidentiality is required by law, regulation, or

agreement between the parties.”

■ Standard of Practice 1-15 was amended to say, in response to

inquiries from buyers or cooperating brokers, REALTORS®

shall, with the sellers’ approval, disclose the existence of other

offers and also whether the offers came from the listing licen-

see, another licensee in that company, or a cooperating broker.

■ Standards of Practice under Article 10 were clarified to prohib-

it REALTORS® in a residential transaction from volunteering

demographic information involving race, ethnicity, or religious

composition of a neighborhood, while permitting them to 

volunteer other demographic information and to permit 

REALTORS® in a commercial transaction to volunteer all 

demographic information.

Approved Constitution, Bylaws Changes. Amendments to the

Constitution, Code of Ethics, and Bylaws—which must be sent to

voting members and member boards at least 30 days before a

vote—may be sent electronically based on changes to Article 19

of the NAR Constitution and Article 7 of the NAR Bylaws. The

Delegate Body approved the constitutional changes.

New MLS Rules Adopted. The Board adopted new model MLS

rules for cooperation among MLS participants. The new rules

would apply four Code of Ethics’ Standards of Practice to all MLS

participants. 

The Board also 1) adopted a policy that prohibits MLSs from

requiring that a listing be submitted to the MLS in order to put a

lockbox on the property; 2) delayed until June 1, 2006, the effec-

tive date of a statement of multiple listing policy addressing own-

ership of listings and listing content; and 3) increased to $5,000

from $1,000 the fine that associations and MLSs can impose for

a violation of lockbox rules.

LEADERSHIP INITIATIVES
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State Advocacy Pilot Programs Approved. The directors

approved two pilot tests of the REALTOR® Coordinated Campaign

program created to fund advocacy on state issues that are likely

to have national impact. A campaign focusing on eminent

domain is being conducted with the REALTORS® Association of

New Mexico, and one on excise taxes is being conducted with the

Washington Association of REALTORS®.

Opposed Tax Policy Proposals. In anticipation of a report by

President Bush’s Presidential Advisory Panel on Tax Reform, the

Board added policy language saying that NAR opposes changes

to the mortgage interest deduction for both first and second

homes, tying MID to FHA loan limits, and changes that would

discourage long-term real estate investments. The Board also

approved initiating research on the economic impact the panel’s

proposals would have on homeownership.

Property Rights Policy Gives Priority to State Needs. The Board

approved a policy statement that eminent domain criteria should

be set by state governments without interference from the federal

government.

Principles to Prevent Deceptive Lending Adopted. The Board

adopted a set of principles to support Congressional efforts to

protect consumers from deceptive lending practices. The princi-

ples spell out what information real estate practitioners can pro-

vide to assist in an appraisal and require lenders to get a physi-

cal inspection for properties on which higher risk loans are

made.

Legal Battles Funded. NAR will spend $260,000 to assist in

cases involving patent infringement for geographic search 

software, an unlicensed FSBO site, application of federal 

employment laws to independent contractors, and the 

definition of wetlands.

NAR to Work to Extend Disaster Insurance. The Board voted in

favor of NAR working to make federal disaster insurance available

and affordable.

Membership Growth Expected. The directors approved a 

budgeted membership for 2006 of 1,275,000 members.

Changing of the Guard. The Board welcomed Dale Stinton, new

CEO and executive vice president, who replaced the retiring

Terrence M. McDermott. Stinton took over the organization Nov. 1.

The following award recipients were honored at the meeting: 

■ Stephen R. Casper, ABR®, of Wyoming, Ohio, and Richard J.

Rosenthal, CRB, CRE, of Los Angeles, received the

Distinguished Service Award.

■ Cindy R. Butts, CAE, RCE, CEO of the Maine Association of

REALTORS®, received the William Magel Award for excellence

in association management.

■ Charlie Brindel, CAE, RCE, executive officer of the Coastal

Carolinas (S.C.) Association of REALTORS®, received the AE

Community Leadership Award.

Finally, the Board heard the 2007 slate of NAR officers: Pat

Vredevoogd, ABR®, CRS®, GRI, LTG, Grand Rapids, Mich., presi-

dent; Richard Gaylord, CIPS, CRB, CRS®, Long Beach, Calif.,

president-elect; Charles McMillan, Irving, Texas, first vice presi-

dent; and Bruce Wolf, Englewood, Colo., treasurer.
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Resorts and Second Homes

To better serve practitioners working in resort and second-home

markets, NAR offers a number of resources: a resort home page at

REALTOR.org; a Resort Area ListServe; resort and second-home data

reports; a two-day educational course, “Second Home Markets and

Resort Areas”; national networking opportunities at the midyear and

annual meetings; a Resort Symposium & Workshop (every 18

months); and the Resort & Second-Home Property Specialist (RSPS)

certification.

The Real Estate Buyer’s Agent Council

REBAC-licensed course providers offered ABR® designation educa-

tion to more than 14,000 REALTORS® in 2005, which represents a

16 percent increase over 2004 enrollment. In addition to classroom

sessions conducted by state and local boards and by some of the

most respected real estate schools and franchises in the industry,

REBAC courses are offered through REALTOR® University.

After members have earned their designation, they’re notified of

additional educational opportunities from REBAC. Members also

receive monthly print and weekly electronic newsletters about news

and trends in buyer representation. REBAC promotes buyer repre-

sentation in general—and the ABR® specifically—to the public

through a national advertising campaign, which includes radio spots

during such special events as the Super Bowl, the Olympics, and

the Grammy Awards. REBAC also distributes newspaper and radio

stories nationally through a news syndicate.

International

NAR works to educate REALTORS® about the growing international

business opportunities in their local markets and to provide a net-

work of professionals around the globe for referrals and other cross-

border business activities. 

Among the International division’s 2005 accomplishments: 

■ A record number of people (287) both in the United States and

abroad (29 percent of the new designees live outside the United

States) were awarded the Certified International Property

Specialist (CIPS) designation, further growing the global network

in which trained professionals can conduct business.

■ Nearly 500 NAR members completed the online Transnational

Referral Certification training, which prepares real estate profes-

sionals to make and receive compensated referrals using the

transnational referral system developed by the International

Consortium of Real Estate Associations. Through ICREA, associa-

tions in 26 countries work together to develop business, profes-

sional and technical standards, and build trust among real estate

professionals worldwide.

■ State and local REALTOR® associations began offering live class-

room delivery of the Transnational Referral Certification training

program—boosting the number of certified members.

■ Adding a commercial property component to

WorldProperties.com, ICREA’s Web site, which in 2006 will

enable users to advertise commercial property.

■ Offering NAR members who want global exposure for their dis-

tinctive U.S. listings a new service from REALTOR.com called

“Internationally Featured Product.” In the United States, only

REALTORS® can use this and other broker services available from

WorldProperties.com. Members also can continue to market list-

ings outside the United States via the WorldProperties site.

■ Adding several new bilateral partnerships (Austria, Costa Rica,

and Vietnam) to NAR’s global network, bringing the total number

to 70 in 55 different countries. Initiatives launched in 2005 to

help U.S. practitioners realize the benefits of a global market-

place included development of a series of sales meeting tool kits,

a monthly e-newsletter, and an international speaker cadre.

■ Creating the International Housing Coalition, which was founded

by members of NAR, Habitat for Humanity International, and the

Canadian Real Estate Association, and includes dozens of private

and public organization members and supporters. IHC, with its

mission of “Housing for All,” strives to increase housing’s promi-

nence on national governments’ and multinational development

organizations’ agendas. The coalition emphasizes that private

property rights, security of tenure (the right to occupy a pro-

perty), effective title systems, and equitable housing finance sys-

tems are essential elements for economic growth and support

civic stability and democratic values. IHC’s efforts will culminate

NAR provides targeted 

services to members who

engage in a wide variety of

business specialties. Read

about many of them here. 

SPECIALTIES

http://realtor.org/resort
http://www.rebac.net/Home.aspx
http://www.realtor.org/international
http://www.realtor.org/cipshome.nsf/pages/icrea
http://www.realtor.org/cipshome.nsf/pages/icrea
http://www.worldproperties.com
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at the United Nations World Urban Forum in Vancouver in June

2006, which will draw thousands of attendees worldwide.

International Real Property Foundation (IRPF)

IRPF enables NAR leaders to share core values of professional real

estate practice with the world. The foundation is funded primarily

by the U.S. Agency for International Development and by private

foundations. IRPF is dedicated to the proposition that the surest

way to establish and shore up democratic institutions is by improv-

ing standards of living, typically a byproduct of secure real property

ownership, which leads to strong, market-driven economies.

CourseCalendar.com

This integral component of Business Specialties, directs members

to course offerings at the local level. In 2005 this “education Mul-

tiple Listing Service” offered 22 NAR and affiliate courses, double

the number available in 2004. The 1,215 individual sessions gener-

ated $5.19 million in nondues revenue, about $200,000 more than

in 2004, for the sponsoring organizations, including affiliates (Insti-

tute of Real Estate Management, Real Estate Buyer’s Agent Council,

REALTORS® Land Institute, and Women’s Council of REALTORS®)

and NAR specialty areas (Resort and Second Homes and, for the

first time in 2005, International’s CIPS course offerings).

The REALTORS® Commercial Alliance (RCA)

NAR’s commercial group serves the needs of commercial practi-

tioner members and shapes and unifies the commercial real

estate industry through the development of valuable products,

services, technology initiatives, public policy advocacy, educa-

tion, research, and legal analysis. RCA adopted a new business

plan in 2005 to build its network of commercial members, deliv-

er on its value proposition, and embed the idea that RCA is the

voice for commercial real estate.

In 2005 RCA

■ Supported more than 56,000 commercial real estate practi-
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tioner members, up from 49,500 in 2004. (NAR has an esti-

mated 100,000 members with experience in commercial real

estate.) There are 147 commercial committees, forums, or

councils within state and local associations, up from 115 in

2004, and 30 commercial overlay boards.

■ Created and sent to commercial overlay boards, forums, 

committees, and NAR leadership a DVD that promotes RCA

initiatives, products, and services. The DVD, RCA On the

Move, was also promoted to state and local associations to

encourage them to create commercial groups within their

organizations.

■ Published the first in a series of white papers, Hot Topic

Report—Tenants-in-Common. The series is designed to 

help members become more successful by providing them

with up-to-date information on issues that impact their busi-

ness.

■ Created the RCA Technology & Intelligence Briefings, an audio

CD featuring professionally hosted interviews with commercial

real estate’s leading experts on trends in technology and the

commercial business.

■ Launched the Signature Series pilot program, which brought

industry speakers and trainers to commercial overlay boards.

In 2006 commercial overlay boards can choose from a roster

of speakers and trainers, a portion of whose fees RCA will sub-

sidize.

■ Negotiated the release of a legacy agreement with Homestore

(dba Move) that kept RCA from being able to develop a 

national Commercial Information Exchange (CIE) platform for

NAR members. NAR is dedicated to developing a national CIE

platform in 2006 and is seeking strategic partners for the

endeavor.

RCA represents the collective commercial real estate constituen-

cies of NAR, including its affiliated commercial organizations—

the CCIM Institute, the Counselors of Real Estate (CRE), the

Institute of Real Estate Management (IREM®), the REALTORS®

Land Institute (RLI), and the Society of Industrial and Office

REALTORS® (SIOR®).

SPECIALTIES

http://www.coursecalendar.com/
http://www.irpf.org/irpf.nsf/homepage?OpenForm
http://www.realtors.org/rca
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housing as one of the two most difficult issues they face and

that they worry that the cost of housing is widening the gap

between those who can afford to buy a home and those who

can’t. The survey of 1,600 urban and suburban residents in the

top 25 media markets was conducted by Public Opinion Strate-

gies in May 2005. For the first time, HOP also conducted local

opinion surveys in Chicago; Phoenix; and St. Petersburg, Fla.

■ Hiring a consultant to contact state and local associations to

determine their involvement in housing opportunities. By the

end of the year, the consultant had unearthed about 100 state

and local activities and programs. The information will be

incorporated into the HOP Web site.

■ Highlighting innovative housing opportunity programs in a new

Web page feature called “Program of the Month.” 

REALTOR® Magazine Good Neighbor Awards

The magazine’s annual awards program recognizes REALTORS®

who’ve made an extraordinary commitment to improving the

quality of life for others through volunteer work. In 2005 five win-

ners received $7,500 grants for their charitable organizations and

were sent, expenses paid, to the 2005 REALTORS® Conference &

Expo in San Francisco, where they were honored during the

General Session. Five honorable mentions also received $1,500

grants. The awards were sponsored by eNeighborhoods Inc., the

founding sponsor; Fannie Mae; and LandAmerica. 

In 2005 the magazine

■ Received more than 300 nominations—an all-time record.

■ Held the first-ever dinner feting the winners. Invited attendees

included winners’ family and friends, REALTOR® Magazine edi-

tors, representatives from the sponsoring companies, and two

past presidents: Martin Edwards, of Memphis, Tenn., who was

the dinner’s master of ceremonies, and Richard Mendenhall, of

Columbia, Mo., who delivered the keynote address. 

The 2005 Good Neighbors were:

David C. Forward, Weichert, REALTORS®, Medford, N.J. Fourteen

years ago, Forward founded the International Children’s Aid
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Foundation, which currently supports more than 200 orphans in

Romania. ICAF built and operates its own orphanage, which the

Romanian government has called “the finest childcare facility in

the country,” and also assists state-run orphanages through

early-childhood education programs. ICAF provides job training

for teenage street kids and orphans who will be released from

state care at age 18. Forward has escorted more than 60 volun-

teer trips to Romania since 1991, often bringing doctors, dentists,

and teachers. He also set up medical and dental clinics and

opened a printing business to provide jobs to some of the

orphans as they enter adulthood.

Howard G. Freeman, Freeman Realty Inc., Gainesville, Fla.

Freeman founded STOP! Children’s Cancer in 1981, when his

daughter, Bonnie, was diagnosed with leukemia, and he has since

raised more than $2 million to help prevent, treat, and cure can-

cer in children. Most of his donations—including more than

$350,000 in 2004 alone—support research and pay for equip-

ment for the divisions of pediatric hematology/oncology, pediatric

neuro-oncology, and the Brain Institute at the University of

Florida College of Medicine. In 2003 STOP! committed $100,000

per year for 10 years to fund additional research grant applica-

tions and has built up a $600,000 legacy fund to finance pedi-

atric cancer research in perpetuity. Today, more than 80 percent

of children diagnosed with acute lymphocytic leukemia, the dis-

ease that killed Bonnie, are cured.

Greg Garrett, greg garrett realty.com, Newport News, Va. Garrett

founded Orphan Helpers to support children in orphanages and

detention centers around the world. Currently working at 12

orphanages in El Salvador and Honduras, the organization pro-

vides food, shelter, education, and hope to more than 1,000 chil-

dren. Orphan Helpers hires teachers and caregivers—who often

outnumber government-provided staff by three to one—and

donates food, clothing, books, and toys. The group also partners

with local churches and even the military to build, repair, and

upgrade facilities. Garrett has led 14 trips of volunteers and

donors to the orphanages and has helped raise more than 

$1 million since 2000.

HONORS

http://www.realtor.org/rmodaily.nsf/pages/GoodNeighborHomePage?OpenDocument
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Carole E. Sharp, Coldwell Banker Neuhaus Real Estate,

Staunton, Ill. Sharp runs the Staunton Food Pantry, which serves

more than 60 families a month, up from 15 when she started

eight years ago. Unlike larger communities, Staunton, a town of

5,000 people outside of St. Louis, has few national charities for

support. Nevertheless, the Staunton Food Pantry has become a

model charity in an area where other food pantries have failed.

Except for weekly food distributions, Sharp handles the entire

operation by herself. She applies for grants and secures corpo-

rate sponsors, writes articles for local papers, sorts and inspects

all food donations, stocks the shelves—often shopping for needed

items herself—and plans food drives.

Ouida Spencer, RE/MAX Executives Inc., Atlanta. For more than

25 years, Spencer has actively volunteered for United Cerebral

Palsy of Georgia, which serves people with developmental dis-

abilities including Down syndrome, spina bifida, mental retarda-

tion, epilepsy, and autism. During her tenure, UCP, which has an

annual budget of more than $17.5 million, has grown from serv-

ing 100 people in Atlanta to providing daily services to more than

1,000 individuals in Georgia and the Carolinas.

The 2005 honorable mentions were:

Charlotte Esarey, Buck & Buck Inc., REALTORS®, Jacksonville,

Fla., for volunteering as a relief worker after the South Asian

tsunami.  

Marla S. Johnson, GRI, Maryland Real Estate Group, Inc.,

Frederick, Md., for Spectrum Support, which supports people

with developmental disabilities and psychiatric disorders.

Pam Kiker, CRS®, The Kiker Team, Keller Williams Realty,

Englewood, Colo., for The Adoption Exchange.

Robert Thomson, Waterfront Properties and Club Communities,

Jupiter, Fla., for Charities for Children.

Jeanne Williams-Livesay, William E. Wood & Associates,

Chesapeake, Va., for Portsmouth Volunteers for the Homeless Inc.
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