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FORWARD
As the Missouri REALTORS® prepares for an important period of growth and change, we are pleased to present to you 

the Association’s 2014-16 Strategic Plan. It is the blueprint for the next three years to assist us in achieving our new Vision 

of providing essential resources to advance the role of REALTORS in real estate transactions and safeguarding Missouri 

real property rights. This Vision was adopted to expressly acknowledge that as an organization created by and for its 

members, we want the Association to be a “go-to” source for essential business resources while also retaining our higher 

purpose of defending real property rights and the American Dream of Homeownership.

This Strategic Plan is different than in years past. It provides high level strategic objectives but leaves the specific tactical 

implementation to be developed over the years. It is also evolutionary, rather than revolutionary. It recognizes and builds 

on the quality work that has been completed in the past. It also recognizes the need for innovation to keep pace with the 

increasing rate of change in the real estate brokerage industry and the challenges we face, both politically as well as on 

the business side.  

This Strategic Plan focuses on five distinct Strategic Objectives. ENGAGE, REPRESENT, LEAD, COLLABORATE and 

EXTEND. We believe these words are powerful and create an emotional sense of positive progress. After reading this  

Plan, we hope you agree and more importantly, choose to be a part of its implementation.  

Jim Gamble
2014 President

Russell Cofano
Chief Executive Officer

Elizabeth Braznell
2013 Strategic Planning  
Committee Chair



our MISSION
Missouri REALTORS® unite to advocate for real 

property rights in Missouri, deliver comprehensive 

risk management programs and services, connect 

members through various media and events, and 

deliver association management services.



our VISION
Missouri REALTORS® will be the leading organization 

that provides essential resources to advance the role 

of REALTORS® in real estate transactions and that 

safeguards Missouri real property rights.



BRAND PROMISE
Missouri REALTORS® are among the very best in the country. 

Thousands of hardworking real estate professionals and recognized 

industry leaders are proud to call Missouri “home”. Uncompromising 

Midwest values, an honest work ethic, and a genuine commitment to 

the communities in which they live and serve, characterize this dedicated 

group who are agents of the American Dream. As an organization, the

Association endeavors to provide unparalleled, world-class service. 

Missouri REALTORS® strive to meet and exceed expectations while 

also building a strong sense of community among its members.



EXTERNAL VALUES
Right to Housing 
Real property ownership is the foundation of a free society. All citizens—regardless of race,  

color, religion, sex, national origin, handicap, ancestry, familial status or sexual orientation—  

have equal access to housing and are able to buy, sell and lease real property.

Right to Do Business
REALTORS flourish in a free market system, and avidly protect their rights to do business in a responsible manner.

REALTOR Value
REALTORS are the most knowledgeable and accurate resource for information on private property rights,  

market conditions and the complexities of the real estate transaction.

Ethics and Professionalism
Consumers deserve real estate services provided by competent and informed professionals who  

abide by the National Association of REALTORS® Code of Ethics.



INTERNAL VALUES
Commitment 
We always strive to do what is best for our membership and for the Association as a whole. When we form  

a decision, we support it completely and are tenacious in pursuing the goals we set.

World-Class Service
In keeping our members at the forefront, we will always strive to meet their expectations. Our members are  

proud of our Association.

Leadership
REALTORS are the most knowledgeable and accurate resource for information on private property rights,  

market conditions and the complexities of the real estate transaction.

Growth, Learning and Competence
Our most valuable resource lies in the experience and expertise of our members. Learning leads to growth  

and advancement. We believe that by tapping the right member talent, we can solve any challenge.

Inclusiveness 
We commit to reaching out and engaging all of our constituents, providing them with equal opportunities  

for involvement, and empowering them to share their perspectives and ideas.



   

Camaraderie
We build a strong sense of community among members, creating an environment where members can  

enjoy working together and build long-lasting personal and professional relationships.

 

Innovation, Creativity and Open Minds 
We support and encourage exploration of new ideas. We commit to continuous improvement and a regular  

evaluation of our strategies and priorities in order to stay relevant to our members and our industry.

 

Forward-Looking 
We strive to be pro-active and forward-looking in our efforts to shape the industry and act in the best  

interests of our members.

 

Partnership 
We value the partnership between the volunteer leadership and staff and together strive to balance the  

unique perspective and talents that each brings to achieving the mission of the Association.

 

Honest, Open Communication 
We interact with each other in an open, honest and transparent manner, and are consistent in  

our actions and words. 
 

Respect
We treat each other with respect and appreciate the differences in our perspectives and ideas. We believe  

that constructive debate can lead to better decisions.

 

Professionalism
We conduct the business of the Association in a legally compliant and ethical manner, through agreed-upon  

rules, guidelines and standards of excellence.

 

Stewardship
We strive to be good stewards of our members’ resources and trust, putting service to members first in  

every action and decision we make.



KEY CHALLENGES: 
Forces on the Association 
and on the Industry



FORCES on the ASSOCIATION
Value Proposition. We are disconnected from a significant number of our members. Our membership has declined 35% 

since 2006. While our membership drop appears to have reached bottom, this leveling may be due to the strength of the NAR  

“3-Way Agreement” and the connection between local board membership and MLS participation. Other than governmental 

affairs/advocacy, which our members keep in high regard, our lack of relevant statewide programs, services, products and/or 

events reinforces the need to develop clear and sustainable value propositions for all Missouri REALTORS.

 

Local Board/Association Relations. To a certain extent, we rely on local boards/associations for connection and service 

to our members. Local boards/associations vary greatly in member attitudes, staff capabilities and financial resources. Local  

AE attitudes toward the Association and NAR range from cooperative and helpful to turf protection and resistant to change.

 

The NAR “Reset.” NAR has ultimate control over the role a state association plays in the REALTOR Association 

organizational structure. Local boards/associations have direct contact with the “membership” thereby giving them a unique 

value advantage. It is possible that NAR leadership will recommend major changes to this organizational structure and our  

role may change as a result.



 

FORCES on the ASSOCIATION
Marketing and Communications. The effectiveness of our marketing and communications efforts with members 

is challenged by our lack of accurate and robust member data. Insufficient data results in members either tuning us out  

or our inability to reach them at all. Members’ diverse abilities, competencies, and adoption of technology complicates  

our ability to touch them meaningfully.

 

Leadership. The leadership funnel at the local level continues to remain under pressure resulting in fewer new leaders 

rising to state involvement. Long term, entrenched leaders at the state level create a challenge for diverse new leaders to  

have their turn without spending years in waiting. Changing demographics and increased time commitments mean that  

members are less interested and/or able to contribute time on a consistent basis to our Association. This results in a  

smaller core group of involved members.

 

Pace of Change. The pace of industry change continues to escalate requiring the Association to be more nimble and 

responsive. Our new organizational structure is designed to address this need. Presently, we lack necessary infrastructure  

as well as a staff/member partnership that will enable this new structure to achieve its intended purpose.

 

Demographics and Industry Pressures. Our members are aging, and the younger people entering the industry are 

reluctant to take time away from their businesses and families to participate in Association activities. They do not see a return  

on their time investment. Therefore, decision-making concentrates in a smaller core group of involved members.

 

Collaboration. There is uncertainty regarding with whom the Association should “partner.” Political implications and 

fallout complicate the building of collaborative relationships with industry-related organizations and people.



 

FORCES on the INDUSTRY
The Economy. According to recent reports by the Fed, national economic growth has continued at a moderate pace. 
Conditions in the job market have shown some improvement recently although the job market remains weak overall. Consumer 
price inflation has been low. The Missouri economy has generally followed this trend. Whether that continues will in large part  
be impacted by the Federal Reserve Board’s fiscal and monetary policies.

The Government. How the government addresses QRM, QM, MID and other housing related laws and regulations, its general 
attitude toward homeownership as a special interest and as a driver of economic recovery will have a significant impact on the 
industry.  

Big Data. For years, the industry as relied on its aggregated “control” over listing data as a powerful tool in delivering 
brokerage services to sellers and buyers. While the industry’s focus is on listing data, the movement in other consumer industries 
to consumer data has not yet been embraced by the real estate industry. In the world of “Big Data,” nobody controls all of the 
relevant data. The industry must find ways to work in partnership and collaboration with non-industry players to leverage the 
power of Big Data.



 

FORCES on the INDUSTRY
New Entrants. Companies such as Zillow and Trulia are building online relationships with consumers around “shelter” 
while the industry is still focused on the “transaction.” These types of new entrants are real, have resources and are changing  
the playing field for online consumer real estate interaction. In addition, the trend toward mobile and new computing platforms  
like “wearable” computers (e.g., Google Glass) will alter how consumers “view” real estate.

Redefining Search in a Social World. Historically, search has been a consumer directed action.  With consumers 
delivering terabytes of social media daily, search will likely also occur in the background based on their social media content.  

Brand. The “brand” debate continues with some saying that real estate “brands” have never been so important while others 
believe they are becoming irrelevant to consumers.  The ability for large franchise companies not to only stay in business but  
to thrive will have a major impact on the industry.

The Rise of the Millenials. The largest soon-to-be homebuying generation has unique characteristics not previously seen 
by the industry.  They are acutely technology adept, they are far less likely to rely on brand, many are job challenged and student 
debt laden, and they want homeownership (although maybe in a different form than their parents).  Expectations of millennial 
agents are changing and expectations of millennial buyers are changing.

Professionalism. The pace of change in the industry is outpacing the amount/quality of education/training that the 
average REALTOR is accessing which may cause a lowering of consumer attitudes toward professionalism while  
increasing the potential for risk in transactions.



STRATEGIC OBJECTIVES
engage
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lead

collaborate

extend



engage 
Engaging members with compelling programs, services, products and events  
that demonstrate and validate member value that exceeds association dues

We will do this by:

- Building robust member profiles through various data sources

- Understanding what members want through continual market research and analysis

- Ensuring programs, services, products and events target the business objectives, professionalism and risk management of  

  various member segments and are delivered professionally and cost effectively

- Offering compelling opportunities for members to interact with other members both in person and online

- Enhancing the member experience through “personalized” relationships using The Landing and CRM industry best practices

- Delivering consistently relevant and professional communications through multiple channels



represent 
Raising the profile of the Association with federal, state and local government  
officials as THE most trusted, influential and powerful voice for real estate

We will do this by:

- Facilitating the delivery of REALTOR Party programs, tools and events to members through local Boards/Associations

- Encouraging and providing resources to members to become elected or appointed local, state or federal government officials

- Enhancing our members’ awareness of issues through expanded use of The Landing and other reliable electronic communications

- Engaging historically “uninvolved” members in issue identification through local focus groups, forums and roundtables,  

  centered on various member segments

- Aggregating and publishing reliable information about the Missouri real estate industry and its impact on our statewide economy

- Collaborating with our real estate industry partners to develop a consistent and more powerful voice

- Gathering critical data and publishing reports on current and emerging issues, discussion papers and policy briefs that  

  address both real estate centric issues as well as broader public policy goals dealing with economic development  

  infrastructure and the overall betterment of the State of Missouri.  

- Coordinating consistent and programmatic political activism by members and/or staff at the local, county and statewide levels

- Encouraging members to participate in the federal, state and local voting process

- Providing media training and resources and media distribution support to local boards/association for politically related messages



lead 
Leading progressive advancement in the way real estate brokerage is conducted 
resulting in a sustainable course for the industry and the advancement of the role  
REALTORS play in the consumer real estate experience

We will do this by:

- Leading a comprehensive re-write of Missouri license law to properly balance the needs of the industry and its evolving  

  business practices while reasonably protecting consumers

- Delivering quality training and professional and leadership development opportunities that are not available at the local level

- Facilitating the regionalization of multiple listing services to create the opportunity for  statewide property data sharing

- Keeping members abreast of industry trends and changes and being the clearinghouse for the development of best practices  

  to address these trends and changes



collaborate 
Working together—local boards/associations, members, affiliates and staff—  
to keep pace with industry change

We will do this by:

- Ensuring the Association’s governance structure, processes and the underlying Association budget reflect a strategically  

  focused and aligned organization

- Implementing systems and business processes to make it easy for members to participate

- Training members, staff and local Association Executives on how to work together to accomplish more

- Increasing the use of Association Management Services at the local level in order to free up local staff time and resources

- Developing better ways to acknowledge the contribution of members, local staff and local boards/associations to  

  Association activities.

- Cultivating participation by members through YPN and other demographically targeted groups

- Setting new expectations for local board/associations and creating incentives to meet or exceed those expectations



extend 
Extending the reach of our Association to consumers to  

strengthen our political voice and enhance the consumer’s 
perception of the REALTOR brand

We will do this by:

- Engaging consumers through consumer-centric online channels

- Hosting/facilitating in–person and online member/consumer events at the state and local levels

- Leveraging available resources produced by NAR in its consumer strategy

- Consistently delivering relevant PR material through trusted media outlets

- Collaborating with other like-minded associations to broaden the value proposition to consumers

- Becoming the trusted agent ratings source for all Missouri REALTORS

- Delivering REALTOR branded market information to members and consumers




