Introducing

The 2007 REBAC
Hall Of Fame Honorees

There are many routes to success in the real estate profession. Assuredly, Accredited Buyer
Representation is one of the most dynamic. Even within the ABR specialty, however,
there are many variances in approaches to professionalism and client satisfaction.

oth diversity and commonality
characterize the five individual
Accredited Buyer Representa-
tives and the one Realtor® organization
to be honored with induction into the
Real Estate Buyer’s Agent Council’s
“Hall of Fame” on Wednesday evening,
November 14, during the annual Na-
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tional Association of Realtors® conven-
tion in Las Vegas.

Like the accomplished members who
have preceded them into the Hall, this
quintet of ABRs® live and practice in
different parts of the country, employ
different skills in serving their clients
and have considerably different career
backgrounds. The institutional honoree
has a “client base” of thousands, which
it provides with a multi-faceted array
of assistance and services.

Yet among them all there are com-
mon attributes of professionalism,
commitment and altruistic accom-
plishment.

Two members of this Class of 2007
are Easterners. One services clients in
the central Midwest; another at the
Gateway to the Great Plains; a fifth,
about 35 miles inside the eastern bound-
ary of North Texas. The institutional
honoree represents and services thou-
sands of REBAC members and other
Realtors® throughout the Empire State
of New York.

Interms of years of professional real
estate experience, the quintet of ABRs
range from a single decade to just un-
der 40 years.
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Asrecently as fifteen years ago, the
notion of buyer representation was a
foreign conceptin the real estate indus-
try. Now, REBAC has more than 50,000
members and in excess of 38,000 Ac-
credited Buyer Representative desig-
nees. The Hall of Fame was created in
2000, three years after NAR acquired
REBAC from the North American
Consulting Group. The 2007 inductees
into the Hall of Fame will expand the
roster of honorees to 47 individuals and
9 organizations.

Candidates for the Hall are nominated
annually by REBAC members and se-
lected by an independent panel of real
estate industry leaders. Any REBAC
member holding either the ABR® or the
ABRMMdesignation is eligible for the
honor.

This year’s honorees are:

* Edward Bugos

* Peter West

* Rhonda Hamilton

* Cathy Sheets

* George Scott Glenfield, and

* The New York State Association

of Realtors®.

Congratulations to all. |

(Continued Next Page)
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Trainingisthe centerpiece of real estate activity for Rhonda Hamilton, a Hall of Fame desig-
nee fromnorth Texas. Three years ago, she elected to confine her career to full-time real es-
tate training. Prior thereto she was a successful real estate agent for 18 years. From the be-
ginning she pursuededucation as aroute to advancement. Amongher course enrollments —
the first ABR® training program offered in her area; Her designation followed rapidly,in No<
vember of 1998.NAR’s Las Vegas convention will be a very busy time for Ms. Hamilton. In
addition'to being a headliner atthe Hall of Fame installation ceremony, she will be a featured
presenteronthe REBAC Day program, anassignment she handled with distinctionlast year.
Her participationin REBAC’s educational activities has not been confined to the classroom.
Recently she co-authored a re-write of the Council’s “Innovative Marketing Techniques for
Buyer Representatives” and assisted in a revision of the basic ABR® certification course.
Being busy is second nature to Ms. Hamilton. Presently she lectures and teaches nationally,
owns and operates her own company — Rhonda Hamilton Learning Services —in
Longview, Texas, and also is co-owner of AlIStar Academy of Real Estate; in Dallas:
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NYSAR

New York State Association of REALTORS®, Inc.

Shortly after founding its Hall of Fame, REBAC expanded annualinductions toinclude atleast one organization related
tothe real estate profession. This year's honoree, the New York State Association of Realtors®, assists and directs its
membership of more than 66,000 in-conducting business successfully and ethically. The Association has undertaken
such'amission since its founding in 1905. In'the late 1990s, shortly after the National Association of Realtors® acquired
REBAC, the New York Association began offering courses leading to the ABR® designation. Since 2000, it has provided
its members with 70' ABR® certification courses and enrolled more than 2100 of its members. Ninety-eight percent of
those attending have consistently evaluated the courses and the instructors as “excellent” or “above average.” In order
to accommodate potential enrollees from throughout the state, the Association schedules them in the office facilities of
local Associations of Realtors®, or close nearby; thereby eliminating the need for enrollees to travel outside theirimme-
diate-areas. The state organization also shares registration revenue with the primary local Realtor® Boards of participat-
ingmembers, thereby enhancing non-dues revenue of the local Associations. Now that REBAC has expandedits elec-
tive course offeringstoinclude some that may also be applied to the acquisition of CIPS, SRES®, WCR, IREM and RSPS
designations, the New York Association has increased its presentations substantially.
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