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was 100% my own. After consid-
erable and rigorous introspection,
I concluded that any future addi-
tions I could make to Realtor.com
would never equal what I had al-
ready contributed, as the skills re-
quired for the next phase of Real-
tor.com’s growth would be better
represented by a change in lead-
ership. I also took comfort in the

qualifications and who are com-
mitted to the future development
of their professional skills and ser-
vices to the consumers and the
community they serve.

MP: How are members chosen?

AD: Prospective members qualify
on the basis of five criteria: expe-
rience; results; education; infor-

knowledge that Real- . mation technology;

tor.com would benefit  1he Top 5 in and commitment to

immensely by having Real Estate community.

Errol Samuelson at

the helm. moniker will MP: Why is ‘Experi-
For myself, 1 feel ence’ a requirement

equally excited and

enable home

for membership in Top

challenged by the pro- gel|lers to 5?
found importance of . AD: All agents must
the Top 5 in Real Es- qwckly and have at least three

tate Network®—much
the same way I felt
when I was president
of a real estate bro-
kerage for 20 years,
as a senior executive
at the corporate level
and, of course, dur-
ing the years when I
was privileged to be
associated with Real-
tor.com. When all is
said and done, every

easily identify a
highly qualified,
results-oriented,
consumer-
focused

real estate
professional.”

- Allan Dalton, President,

years’ experience to
qualify for Top S.
While length of pro-
fessional service alone
is no guarantee of pro-
fessional excellence,
we believe that, in
general, the more ex-
perience a professional
has, the more experi-
ential knowledge they
acquire. To consumers
in the selection pro-

position I have had
owed its existence
to my greatest career
passion: the devel-
opment of individuals who op-
erate within companies and as-
sociations, especially those who
demonstrate remarkable skill and
value to consumers...although Top
5 is neither a real estate company
nor franchise.

MP: What is RISMedia’s Top 5 in
Real Estate Network®?

John Featherston: The Top 5 in Real
Estate is a network of select real es-
tate professionals from throughout
the United States and Canada who
have met the Top 5 in Real Estate’s
stringent series of various career
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RISMedia’s Top 5 in Real
Estate Network®

cess, this knowledge
becomes an important
part of both their real
and perceived value of
a real estate professional.

MP: Why is ‘Results’ (productivity)
a requirement for membership in
Top 5?

JF: Productivity is an important
requirement for membership be-
cause it signifies to consumers that
Top 5 members are among the up-
per echelon in real estate—the top
10% of real estate agents, national-
ly and/or locally, in either volume
or unit productivity. We believe
that production should be a lead-
ing indicator of why consumers
should select a Top 5 member for

their real estate needs...but not the
only indicator.

MP: Why is ‘Education’ a require-
ment for Top 5?

JF: We believe there is a nexus be-
tween professional excellence and
education, specifically when it
comes to an individual’s propensity
for providing vital real estate infor-
mation that will empower consum-
ers. We also believe that consumers
have an immediate respect for a
real estate professional’s education-
al accomplishments. Educational
requirements for all members in-
crease the status for exclusivity and
Top S as a brand, increasing overall
value proposition for each member
and, therefore, the Top 5 Network
as a whole.

MP: Why is ‘Information Technol-
ogy’ a requirement for Top 5?

AD: Information technology skills
are a must in order to fully serve
clients at all stages of the real es-
tate experience. We also want to
ensure that members become as
financially prudent as possible
through information technology
efficiencies.

MP: Why is ‘Commitment to Com-
munity’ a requirement for Top 5?

AD: In order to engender the
utmost respect from consum-
ers, Top 5 in Real Estate members
must extend their essence beyond
self-promotional accomplishments
and demonstrate a commitment
to bettering the community and
its residents. Moreover, we believe
that a commitment to the commu-
nity is indispensable to marketing
and selling the benefits of the com-
munity. Candidates for the Top 5
in Real Estate, therefore, need to
be not only consumer-centric, but
community-centric as well. RISMe-
dia will provide community-relat-
ed information to Top 5 members
in order to strengthen this effort.



MP: Why was Top 5 in Real Estate
formed?

JF: RISMedia was asked by numer-
ous industry leaders, including
many top agents, to develop a
method or program that would cre-
ate greater respect from consumers.
Another reason Top 5 was created
was to raise consumer expecta-
tions by encouraging consumers
to become more selective when
choosing their real estate agents.
Top 5 in Real Estate believes that
elevating consumer expectations is
a byproduct of elevating real estate
professionalism.

MP: How does Top 5 ensure its
members that it will always provide
information and materials that ei-
ther anticipate changes in the mar-
ketplace or, at the very least, relate
to the present needs and challeng-
es of the marketplace?

AD: As an information-based me-
dia company, RISMedia provides
Top 5 members with a steady flow
of informational and educational
consumer material. Online, Top 5
members place a link to their per-
sonalized Top 5 Media Center on
their website to provide visitors
with daily consumer real estate
news, our weekly consumer real
estate video update, and our ex-
tensive Real Estate Q&A library. In
addition, members can take advan-
tage of three exclusive Top 5 con-
sumer-facing print publications:

» What Every Home Seller Should
Demand...of Their Real Estate
Agent—for listings, FSBOs, build-
ers and homeowners in general

» There’s Only One Reason Why
Your Home Didn’t Sell, for expired
listings

» The Four R’s of Short Sales,
which, for the first time, creates
transparency among homeowners,
buyers, lenders and allied real
estate professionals by explaining

the perspective of each stake-
holder in the transaction

MP: How is Top 5 different from
other certification and designation
organizations?
JF: Top 5 in Real Estate is not as-
sociated with any other real es-
tate company or industry associa-
tion, course, award, credential or
designation, yet honors each for
their own totally distinctive value
and prestige. Top S in Real Estate
does accept a variety of other in-
dustry brand and brokerage course
achievements, certifications and
designations as a way of satisfying
the professional education require-
ment for Top 5 in Real Estate. Oth-
er differences include providing a
brand name (Top S in Real Estate)
that is immediately suggestive of
superior real estate success, and
not requiring additional courses
to become a member—because
membership is based upon overall
career success to date. Each mem-
ber must make a commitment to
provide consumers with leading
real estate information provided
by RISMedia.

“Allan Dalton’s unremitting commitment
to this industry and his creative think-
ing has made him a friend to all those
within the industry who seek change and
development for the betterment of the
industry. With consumers demanding and
deserving transparency more than ever,
it is quite appropriate for any effort that
offers consumers both information and
access to those real estate agents who
have earned the right to gain the immedi-
ate respect from the marketplace. It's for
that reason that | not only endorse Top 5
in Real Estate for all agents who qualify,
but also thank RISMedia and Allan for
their continued support of our industry
and their efforts to make it an industry of
the future.”

- Ed Krafchow, President, Prudential
California/Nevada/Texas Realty and
Prudential Texas Properties

MP: Why did RISMe-
dia form Top 5 as op-
posed to other real
estate organizations,
associations or coach-
ing companies?

JF: While RISMedia
uniquely appreciates
and supports the role
of real estate compa-
nies, training orga-
nizations, national,
state and local boards
and associations, our
vast resources and
rich media experience
in the real estate industry distinctly
positions us to deliver the most rel-
evant, highest quality real estate-
related content—content that is

“Allan is a perfect
choice for the job.
With the current
state of affairs, there
is no better time to
bring in a sea-
soned and talented
individual like Allan.
And for RISMedia
organizationally,
Allan will serve as a
fantastic resource to
continue address-
ing the needs of the
industry.”

- Ron Peltier, Chairman & CEO,
HomeServices of America
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vital to satisfying consumer needs
in this information age.

MP: What if agents meet some of
the criteria for Top 5, but not all
of them—can they still become
members?

AD: No, but we will inform agents
of the steps that are required in or-
der to become eligible. We encour-
age all earnest real estate profes-
sionals to complete the application
regardless of their assumed level of
potential acceptance.

MP: What type of content will you
provide to Top 5 members?

JF: All phases of the consumer real
estate continuum—from buying
and selling to renovating or invest-
ing—will be addressed in the Top 5
content, including: buying, selling,
home improvement, financing, re-
locating, FSBO, selecting an agent,
short sales, conducting seminars,
and ongoing, consumer-relevant
information.

MP: Who will run the Top 5 in Real
Estate Network®?

JF: RISMedia is responsible for the
ongoing support, functionality
and administration of the Top 5 in
Real Estate as a whole, but views
the network’s members as strategic
partners. RISMedia will also rely
heavily upon all Top 5 members
for input on the network’s proce-
dural and implementation needs.

MP: Why should an agent join
Top 5?

AD: Agents should join Top 5 be-
cause it is the number-one way
to better express their real estate-
related achievements and profes-
sionalism to consumers. Research
reveals that top producers have lit-
tle problem impressing consumers
once they meet them; Top 5 alerts
and informs the consumer about
your status before you meet them.
Top 5 is also an exceptional meth-
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od for increasing an agent’s value
to consumers by providing them
with relevant real estate informa-
tion. The well-deserved Top 5 in
Real Estate brand and status will
help agents gain more customers
and clients. What’s more, its infor-
mational resources will help you
maintain those clients by serving
their ongoing real estate informa-
tional needs.

MP: Why do you believe RISMedia’s
Top 5 in Real Estate Network® will
become the premier industry mas-
termind group for agents?

JF: For several reasons, including:
the unique caliber of the Top 5
membership; the enormous ad-
vantage of having the backing of
RISMedia, the leader in developing
print, online and in-person infor-
mation systems and events for the
real estate industry; and the fact
that members will want to cel-
ebrate their richly deserved status
with fellow elite achievers.

MP: How will Top 5 help grow an
agent’s business?

JF: Through better branding, better
information, better networking,
better ideas and strategies and bet-
ter website content.

MP: How will Top 5 affect an agent’s
primary and profoundly important
relationship with their company?
AD: Top 5 will provide agents with
more opportunities to extol the
considerable virtues, resources and
consumer benefits that their com-
pany provides. Top 5 is designed to
complement the agent’s company
brand, programs and systems. Sim-
ply put, Top 5 will get agents up
to bat more so they can put their
company’s equipment to more
and better use.

MP: How will Top 5 help agents from
a time-management standpoint?
AD: RISMedia will provide agents

with a more time-efficient and
cost-effective way to inform clients
and consumers.

MP: How is Top 5 different from oth-
er educational achievements?

AD: RISMedia’s Top 5 in Real Es-
tate Network® is not NAR, a state
or local association or a company-
based association program. Top 5
is monumentally different than
any other professional network,
educational designation/certifica-
tion, or coaching program because
it uniquely integrates an exclusive
(by selection criteria) network of
leading professionals who will be
distinctly powered with the infor-
mation, content and credibility of
RISMedia, the leader in real estate
information systems. RISMedia’s
informational content is a major
difference from non-information-
ally-based credentials or designa-
tions. RISMedia’s Top 5 in Real
Estate Network® will be comprised
of outstanding real estate profes-
sionals who may or may not be
involved in several other organi-
zations and/or coaching programs
that serve a very noble, yet differ-
ent, need.

MP: How is RISMedia promoting the
Top 5 in Real Estate Network®?

JF: RISMedia will promote Top 5
aggressively and strategically via
a multimedia approach that in-

Brokers, to learn more
about how your real
estate company can
make the Top 5
program available to

your leading agents, call
203-855-1234, ext. 130.
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captains; substitutes and first
stringers; junior partners and se-
nior partners—it’s no wonder that
the dominant consumer percep-
tion regarding the value of real
estate professionals never moves
past their knowledge of how easy
it is for anyone to enter the real
estate profession.

If the “barriers of entry” for real
estate were equivalent to those
for medicine, law, engineering,
etc., then our industry’s lowest
common denominator approach
would still be high enough for
agents to command the respect of
the consumer. Instead, the lowest-
common-denominator predicates
our industry finding itself at the
bottom of consumer perception
polls.

This result is utterly unfair to
full service real estate companies
and their exceptional full service
and highly skilled agents. Al-
though our most remarkable real
estate agents did not have to have
advanced education or years of
a particular skill development to
enter real estate, their years of pro-
fessional education, skill develop-
ment and experiential knowledge
should count for much more than
it seems to regarding consumer
respect. In a nutshell, real estate
is one of the easiest professions to
enter, but one of the most extraor-
dinarily difficult in which to be-
come successful. This dichotomy
is not understood by consumers
and needs to be remedied. Only
then will the industry’s extraor-
dinarily industrious and most ef-
fective real estate professionals
take their place alongside other
esteemed professionals.

When consumers begin to ap-
preciate just how much greatness
is required to attain and to sustain
exceptional results in real estate,
they will stop categorizing all real
estate agents as essentially repre-
senting what consumers do not
sufficiently respect. It will also ad-

dress some of the following con-
cerns:

» When the professional require-
ments or barriers to entry before
perceived excellence is attained
are so low, it suggests to the con-
sumer that perhaps they, too, can
perform professional real estate
tasks, which leads to FSBOs and
challenges to fees (beyond the
fact that all fees are negotiable).

» When every real estate agent
appears to be essentially the
same (as the industry seems to
want consumers to think, given
the lack of effort to stratify career
accomplishments), then it really
doesn’t matter which agent is
selected by a consumer. In other
words, if the industry and some
companies (but not all) support
the notion that all agents are
“acceptable,” then every agent
becomes acceptable to the con-
sumer, and quite frankly, that is
not the case.

»The lack of objectively arrived at
differentiation within the industry
also encourages consumers to
take a cavalier approach to select-
ing the best real estate agent.
This might explain why “floor time”
isn’t the method consumers em-
ploy to select doctors.

» This consumer perception—that
low standards are acceptable—
encourages many agents to at-
tempt to engage the consumer in
a fashion considered by some as
mundane. This is evidenced by the
beloved and time-honored distribu-
tion of calendars, trinkets, thank
you notes and other well-inten-
tioned personal endearments, as
opposed to engaging consumers in
a more meaningful, respectful and
informationally relevant manner.

» There are additional conse-
quences linked to the notion that
even though all doctors and law-
yers are not the same, real estate
agents are. That is, when consum-
ers expect less due to the homog-
enization of the industry’s greatest
asset—its people—they generally
receive less. This becomes a self-
fulfilling prophecy.

»When consumers expect less,
it also stunts the growth of an
entire industry. This is because
it is human nature to continue to
repeat behavior that is deemed
acceptable.

»When consumers expect less,

it also causes agents to often
underutilize the profoundly valu-
able consumer-centric resources
that today’s full-service companies
make available. This is because
many agents learned they can still
“get by” without them.

»When consumers view all agents
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as being “essentially the same,”
it also forces superior agents to
have to expend enormous energy
and significant amounts of money
in order to dispel consumers of
that notion. This leads to agents
directing time and money away
from responding to the unmet
and more-pressing needs of the
marketplace. This diversion of
emphasis is akin to top physi-
cians spending a disproportionate
amount of revenue on promoting
their excellence instead of invest-
ing in the latest medical equip-
ment on behalf of their clients...
and justifying such dubious use of
funds by the fact that they lacked
an easily understood and respect-
ed medical credential.

One of the consequences that can
also be tied to real estate agents
being forced to disproportionate-
ly focus on personal promotion
rather than consumer-relevant
marketing may be found in the
following illustrative vignette:

Homeowner to Agent:

“Does it really cost $50,000 to get
my home sold? That’s what most
people make in a whole year.”

Agent to Homeowner:

“Of course it doesn’t cost me
$50,000 to get your home sold.
But do you realize how much it
costs me to promote myself on
calendars, park benches, super-
market carriages, etc., and do you
also realize how much it costs my
broker to keep providing overhead
for the countless number of un-
derperforming real estate agents
in my company?”

Homeowner to Agent:

“It sounds to me like a real estate
transaction is a fee-inflated event
that you are asking me to subsidize
in order to promulgate an ineffi-
ciently run industry.”

“Before we can restore consumer confidence in real

estate, we must first restore the industry’s confidence
in real estate. Top 5 is tackling this need. | think every
leading broker in North America should support these

events.”

- Rei Mesa, President, Prudential Florida Real Estate

Services

* Proud co-sponsor of four Top 5 events in Florida

“l can’t imagine any broker not wanting their lead-

ing agents to have this opportunity. | made the Top 5
seminar @ must and never had a higher-rated event from
my people.”

- Gino Blefari, CEO, Intero Real Estate

Top 5 Member to Homeowner:
“In my case, as a member of the
Top 5 in Real Estate, that’s not
true at all. For example, you men-
tioned that another agent said
they would charge you two points
less than my fee. I must tell you
that my skills in negotiating alone
are worth at least one point more.
My marketing skills are worth at
least one point more. I don’t waste
money on unnecessary personal
promotion because I am a mem-
ber of Top 5§ in Real Estate, and
also work for a great full-service
real estate company. Therefore,
all of my services and those of my
company are fully directed to get-
ting you greater value.”

In conclusion, I believe that the
most troubling consequence ema-
nating from the widespread and
deeply rooted consumer miscon-
ception regarding the value of real
estate professionals, unwittingly
reinforced by the industry itself,
has to do with how our real estate
crisis is being responded to.

Specifically, ask yourself if you
can recall a time when consumers

were in as much need for the real
estate industry to provide them
with the highest levels of exper-
tise, leadership and consumer-
confidence-building efforts than
at present?

Another question that should
be answered by every stakeholder
in a real estate recovery is, “How
much longer can our industry
support an infrastructure that
does not encourage consumers to
demand the best our industry has
to offer?”

If the need to help connect our
most successful agents from all
companies with beleaguered real
estate consumers, desperately in
need for inspirational leadership
and guidance, is not expertly pi-
loted in the coming years, do
you believe that not only will all
companies suffer, but also all their
agents, the industry at large, the
service providers to the industry
and the economy in general?

Indeed, this is a time of excep-
tional real estate turbulence, and
I ask you, who is most capable
to help weather this real estate
storm? [
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Top 5 Live —
Coming to Your Town Soon

RISMedia’s Top 5 in Real Estate Seminar Series is now taking place in
cities across the country. Top 5 events are open to all top-producing
agents. Learn about critical market issues, such as short sales and
loan modification, and find out more about becoming a member of the
Top 5 in Real Estate Network®.

Are You Top 5 Material?

To find out if you qualify for
membership in RISMedia’s Top

5 in Real Estate Network”, visit
www.Top5inRealEstate.com and
click on “Becoming a Member.”
Here, you can review the Top 5
membership criteria and download
an application to complete. Please
call 203-853-2167 with any
questions.
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Top 5 Member/Consumer Deliverables

Members of RISMedia’s Top 5 in Real Estate Network® will
benefit from both trade and consumer information. Here is a

sample of some of the materials available to consumers.

Top 5 Real Estate Report - Online (Monthly)

Our monthly Top 5 Real Estate Report is developed by professional
business writers and real estate experts in conjunction with RISMedia
editors to bring relevantinformation to consumers on home improvement,
buying, selling, financing and owning. The Top 5 Real Estate Report is
available to members electronically via our customized Top 5 in Real
Estate B2C e-Newsletter. Customized with the member’s photo, this
newsletter will show your clients and prospects that you are the real
estate expert in your area. Members are able to manage mailing lists
by accessing an easy-to-use, backend template.

Top 5 Member Messages

Upon acceptance into Top 5, members will receive five (5) complimentary

brochures for consumers on topics such as:
» “What Every Home Seller Should Demand”—This brochure gives
home sellers a real estate professional’s perspective on the type
of service and services they should expect and more importantly,
receive, from their real estate agent. From the right questions to
ask to the qualities to look for, this brochure will help home sellers
get the most out of the home-selling process.

» “There’s Only One Reason Why Your Home Didn’t Sell”—This
brochure explains to home sellers that there’s much more that goes
into a home sale than pricing. This brochure takes home sellers
through a variety of reasons, in addition to pricing, why their home
may not have sold yet.

» “The Four R’s of Short Sales”—a publication that, for the first
time, creates transparency among homeowners, buyers, lenders
and allied real estate professionals by explaining the perspective of
each stakeholder to the transaction

NOTE: Additional copies, as well as those personalized and branded, are available for
purchase through the Top 5 online store.

Top 5 Informational Releases (Biweekly)

Recognition as a leading real estate

agent is important. Top 5 members

will benefit from RISMedia’s biweekly ’
informational release distribution to B o
expansive consumer media outlets, &

promoting the Top 5 Network as well

as encouraging consumers to select

a Top 5 member.

Top 5's Exclusive Media Center

Top 5 members will receive a customized, co-branded, all-encompassing
Media Center that will reside on their website. The Top 5 Media Center
will include:

»This Week in Real Estate Consumer Video Updates (Weekly)
RISMedia’s Top 5 in Real Estate Network® provides members’
clientele with 3- to 4-minute videos, updated weekly, that feature
topics important to homeowners. Our video updates present
entertaining and up-to-the-minute industry information for
clients, while positioning agents as the expert in the real estate
community.

»wTop 5’s Daily Real Estate Consumer Newsfeed (6X per week)
The customized Top 5 Media Center will be updated automatically
with up to eight articles per day on relevant, home-related information,
including national news, buying, selling, home financing, home
improvement, homeownership and other related subjects.

“l am so excited about the

brochure from RISMedia’s

Top 5 in Real Estate, What

Every Home Seller Should

Demand of Their Real Estate

Agent. It explains to home

sellers, in detail, the impera-

tive information they need to

sell their home for the most money in the least amount

of time. | truly believe this professional brochure will set
the bar and prove to sellers how critical it is to choose the
most qualified agents to market one of their biggest invest-
ments. The response from my sellers has been incredible
and very well received. Delivering the brochure to the seller
and having them read it 30 minutes prior to meeting the
agent is key. Educating sellers makes Top 5 members truly
stand out as an expert in our industry!”

- Rosemary West, The Rosemary West Team,
RE/MAX of Joliet, Joliet, lllinois
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»Real Estate Q&A (also available in digital PDF format)
RISMedia’s Top 5 in Real Estate Q&A includes invaluable
information gathered by the real estate industry’s leading
experts on home buying, selling, financing, improving and
owning a home. These five Q&A modules can provide
clients and prospects with easily digestible, yet meaningful,
information to help maximize their home investment.

»Real Estate Glossary (also available in digital PDF format)
From “Adjustable Rate Mortgage” to “Zoning,” our Real Estate
Glossary provides concise definitions of key terminology used
in all phases of real estate. The Glossary is packaged with the
consumer newsfeed and weekly video updates.

Top 5 Commercials

When it comes to selecting a real estate agent, qualifications
matter. Our Top 5 commercials aim to educate consumers on not
only the importance of choosing a top agent, but how a Top 5
member can better their real estate experience.

Top 5 Real Estate Directory (Coming Soon)

Members of the Top 5 in Real Estate Network® will be listed in the
Top 5 in Real Estate Directory on the Top 5 website (Top5inReal-
Estate.com), which will be accessible to all consumers, and also
featured in Real Estate magazine.

The Real Estate Book Advertisement

Each member will be included in a monthly, full-page ad within
their local Real Estate Book publication. The ad will include their
headshot and contact information.

“The Four R’s of Short Sales’ is the most effective and well written tool | have utilized in my 15
years of real estate. This publication assists consumers, lenders, attorneys and Realtors alike, par-
ticularly during this challenging economic crisis. In the short time | have been sharing this booklet
with colleagues and consumers, | have secured referrals and the trust of a distinguished attorney,
gained the confidence of a bank that | now represent for REO properties, and most importantly,
earned the faith and confidence of several new clients as | assist them during one of the most
challenging times of their life...the sale of a ‘distressed property. This easy-to-understand brochure
offers insights from the viewpoint of each party involved, which helps everyone and dramatically re-
duces the anxiety felt during the short sale process. As a Top 5 member, | am honored and grateful
for the many invaluable tools that | now have at my fingertips...my business and sphere of influence
have already increased significantly.”

- Julie Vanderblue, The Vanderblue Team, The Higgins Group, Fairfield, Connecticut

The Top 5 in Real Estate Network® has created company-sponsored programs for

leading brokers. Learn how Top 5 can help your company and your agents increase
business. Brokers currently participating in company-sponsored Top 5 events
include: Intero Real Estate; Prudential California/Nevada/Texas; Prudential Atlanta;
Prudential Florida; Houlihan Lawrence; RE/MAX of Georgia; Prudential Rand;

Gloria Nilson GMAC Real Estate and many more. For more information, please call
203-855-1234, ext. 130.
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