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FORWARD 
 
 
The NATIONAL ASSOCIATION OF REALTORS® (NAR) Government Affairs and 
Community & Political Affairs divisions, and the National REALTORS® Political 
Action Committee (RPAC), are presenting this RPAC Almanac for state associations of 
REALTORS® state RPACs, local boards of REALTORS®, and board RPAC 
committees. 
 
Under the cooperative agreements in effect between National RPAC and the state 
RPACs, nearly all RPAC fundraising is conducted at the state and board levels.  One of 
the most important functions of the national REALTORS® Political Action Fundraising 
and Federal Disbursements Committees is to provide state associations, state RPACs, and 
local board RPAC committees the best possible materials, information, and technical 
assistance. 
 
The RPAC Almanac is the most comprehensive, informative, and easy to use RPAC 
Fundraising guide ever produced by National RPAC and should be used as the basic text 
for all RPAC efforts.  It is imperative to distribute the information contained herein so 
that any questions or concerns regarding RPAC fundraising, legal and administrative 
procedures and disbursement policies are addressed promptly, as well as policies and by-
laws of the National RPAC Trustees. 
 
Please feel free to reproduce this guide if additional copies are needed.  If you have any 
questions or concerns regarding RPAC, do not hesitate to call the RPAC staff at  
(202) 383-1194. 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 



 3 

TABLE OF CONTENTS 
 
Section 1:   RPAC FUNDRAISING      7 
 
I. RPAC CONTRIBUTIONS       7 
 
 A.  WHY MEMBERS MAKE CONTRIBUTIONS    7 
 
 B.  WHAT KIND OF MEMBERS MAKE LARGE CONTRIBUTIONS 10 
 
 C.  HOW TO HANDLE OBJECTIONS TO RPAC    11 
 
II. CHARACTERISTICS OF A SUPERB FUNDRAISER   13 
 
III. FUNDRAISING METHODS       14 
 
 A.  DUES BILLING         14 
 
 B.  PHONE BANKS        20 
 
 C.  ONE-ON-ONE SOLICITATION      32  
 
 D.  SPECIAL EVENTS       36 
 
 E.  DIRECT MAIL        37 
 
 F.  PLEDGES         40 
 
IV. CREATING AND IMPLEMENTING A FUNDRAISING PLAN  41 
 
 A.  SETTING FUNDRAISING GOALS     41 
 
 B.  CONTRIBUTOR FILES       43 
 
V. THE TWELVE STEPS FOR A SUCCESSFUL EVENT   52 
 
VI. RECOGNITION        55 
 
 A.  NATIONAL RPAC RECOGNITION PROGRAM   55 
  
 B.  ANNUAL STATE FUNDRAISING AWARDS    56 
 
 C.  HOW NAR RANKS       57 
 
VII. NAR PUBLIC POLICY AGENDA      59 
 



 4 

VIII. APPENDIX         75 
 
 A.  MOST ASKED QUESTIONS ABOUT RPAC    75 
 
 B.  SAMPLE RPAC FUNDRAISING EVENTS    78 
 
 C.  SAMPLE FUNDRAISING PLAN     79 
 
Section 2:   RPAC PROCEDURES & ADMINISTRATION   89 
 
I. INTRODUCTION        89 
 
II. STATE REALTORS® POLITICAL ACTION COMMITTEES  90 
 
III. STATE RPACS RELATIONSHIP WITH THE STATE ASSOCIATION 90 
 
IV. STATE RPACS RELATIONSHIP WITH NATIONAL RPAC  91 
 
 A.  COOPERATIVE AGREEMENTS     91 
 
 B.  ALTERNATIVES TO THE COOPERATIVE AGREEMENTS  92 
 
 C.  FILING REQUIREMENTS      92 
 
 D.  STATE RPAC AS AGENT OF NATIONAL RPAC   92 
 
 E.  PAYING FOR FUNDRAISING COSTS     95 
 
 F.  TRANSMITTING RPAC CONTRIBUTIONS    95 
 
 G.  ELECTRONIC TRANSMITTAL PROCESS    99 
 
 H.  ESTABLISHING YOUR STATE RPAC GOAL    104 
 
 I.  NAR POLITICAL ADVOCACY FUND     105 
 
Section 3: RPAC FUNDRAISING & THE LAW    107 
 
I. INTRODUCTION        107 
 
II. WHO CAN BE SOLICITED       108  
 
III. WHAT IS A SOLICITATION?      108 
 
IV. CONTRIBUTION NOTICES       110 
 



 5 

V. PROHIBITED CONTRIBUTIONS      111 
 
 A.  CONTRIBUTIONS FROM CORPORATIONS    111 
  
 B.  CONTRIBUTIONS MADE IN THE NAME OF ANOTHER  112 
 
 C.  CASH CONTRIBUTIONS      112 
 
 D.  ANONYMOUS CASH CONTRIBUTIONS    112 
 
 E.  CONTRIBUTIONS FROM FEDERAL CONTRACTORS  113 
 
 F.  CONTRIBUTIONS FROM FOREIGN NATIONALS   113 
 
VI. CONTRIBUTION LIMITATIONS      114 
 
VII. CONTRIBUTOR INFORMATION REQUIRED    114 
 
VIII. LEGAL TIME LIMITS FOR TRANSMITTING AND DEPOSITING  115 
 RPAC CONTRIBUTIONS 
 
 A.  TRANSMITTAL TIME LIMITS      115 
 
 B.  DEPOSIT TIME LIMITS       117 
 
IX. FUNDRAISING SPECIAL EVENTS     119 
 
 A.  THE ONE-THIRD RULE       119 
 
 B.  RAFFLES         120 
  
  C.  AUCTIONS       ` 121 
 
 D.  DINNERS         123 
 
 E.  MERCHANDISE SALES       124 
 
 F.  GOLF OUTINGS        124 
 
X.   TOP TEN LEGAL QUESTIONS      126 

 
XI.  CONCLUSION         130 
 
 
 
 



 6 

Section 4: RPAC TRUSTEES POLICIES     120 
 
I.   RPAC GOVERNANCE/BYLAWS -  FUNDRAISING TRUSTEES 120 
 
II. RPAC FUNDRAISING       131 

A. RPAC FUNDRAISING AND MARKETING PROGRAM  1 
 B. RPAC SPLIT        1 
 C. LOCAL BOARD AND STATE FEDERAL PACS POLICY  1 
 D. PARTICIPATION POLICY      1 

E. RPAC DUES BILLING       1 
 F. RPAC MAJOR DONOR RECOGNITION PROGRAMS   1 
 
III.   RPAC GOVERNANCE/BYLAWS – DISBURSEMENTS TRUSTEES 139 
  APPENDIX A – ROLES AND RESPONSIBILITIES  142 
 
IV.     DISBURSEMENTS CRITERIA      146 
 A. CONFLICT OF INTEREST POLICY     146 
 B. IN-STATE RECEPTIONS       1 

C. D.C. RECEPTIONS       1 
D. SPECIAL RECOGNITION FUND     1 

APPENDIX B - CONTRIBUTION CRITERIA   1 
E. POLITICAL PARTY CONTRIBUTIONS    1 
F. POLLING PROGRAM       1 
G. LEADERSHIP PAC CONTRIBUTIONS     1 
H. DC IN-KIND FUNDRAISERS      1 
I.  DC MEET AND GREETS 
J.  IN-STATE MEET AND GREETS 
K. IN-STATE IN-KIND FUNDRAISERS 
L. IN-HOME POLITICAL EVENTS  
M. FEDERAL OPPORTUNITY RACES     1 
N. INDEPENDENT EXPENDITURES 
O. PRESIDENTIAL CAMPAIGN CONTRIBUTIONS    

 
V.      PRESIDENT’S CIRCLE DIRECT GIVER PROGRAM   1 
 A. PROGRAM NAME       1 
 B. FINANCIAL GOALS       1 

C. ELIGIBLITY        1 
D. CONTRIBUTION LEVEL      1 
E. BENEFITS         1 
F. DIRECT GIVER RECIPIENTS AND PROGRAM GOVERNANCE 1 
G. CRITERIA FOR DIRECT GIVER RECIPIENTS   1 
H. STATE RPAC RECOGNITION      1 
I. FUNDRAISING APPARATUS      1 
J. DELIVERY OF FUNDS       1 
K. RPAC HALL OF FAME CREDIT     1 
L. MODIFICATIONS TO THE PROGRAM     1 



 7 

SECTION 1:  RPAC FUNDRAISING 
 
I.  RPAC CONTRIBUTIONS 
 
A.  WHY MEMBERS MAKE CONTRIBUTIONS 
 
Most importantly, people give because they are asked.  However, there are three primary 
factors that motivate individuals to contribute to any organization: 
 
  1) They believe in the cause;  
  2) They want to help, or please, the one who asks; and  
  3) They desire recognition or reward. 
 
Remember, these are not necessarily reasons you think someone should contribute, nor 
even reasons why you yourself might decide to contribute.  Rather, they are reasons, as 
determined by in-depth studies of human motivations and practical experience in political 
fundraising, why your prospects might decide to contribute to RPAC. 
 
1.  THEY BELIEVE IN THE CAUSE 
Most people contribute because they believe the cause itself is important.  For example, 
an individual who is interested in guns and hunting might contribute to the National Rifle 
Association.  Many of us contribute to various charities because we believe that 
overcoming heart disease, respiratory problems, or cancer are important causes that 
deserve support. 
 
Most members contribute to RPAC because they believe in the cause for which RPAC 
was established: to help elect candidates at the federal, state, and local levels who are 
supportive of the free enterprise system and private property rights.  Many believe that, 
for the most part, the candidates RPAC supports are the same candidates they would (or 
actually do) support personally.  Others, while perhaps disagreeing occasionally about 
certain candidates RPAC supports, feel that the advantages gained by having over 1 
million REALTORS® speak with one voice through RPAC outweigh any personal 
reservations about one or two candidates.  Regardless, most members who give to RPAC 
do so because they believe that organized REALTOR® activity in the campaign process 
not only will result in a better business climate for the real estate industry, but in better 
government for all.   
 
HOW TO USE THIS MOTIVATION:  In order to effectively motivate these types of 
individuals, it is imperative to EDUCATE YOUR POTENTIAL DONORS.  You cannot 
expect members to contribute out of a belief in the cause if they do not know what that 
cause is.  In the RPAC fundraising process, education is as important as solicitation itself. 
 
The RPAC educational effort, particularly at the local board level, should be year-round 
and ongoing and can be carried out in a variety of ways.  Primary responsibility of the 
educational effort should be assumed by the local board RPAC chairman and RPAC 
committee in conjunction with your local board leadership, state association or state 
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RPAC staff, and your state's NAR political representative.  The local board RPAC 
educational effort might consist of one or more of the following: 

x  hosting a “new REALTOR®” orientation reception; 
x conducting a local board RPAC seminar, using state association or state RPAC 

staff and/or your NAR political representative; 
x giving an RPAC presentation or speech at local board meetings; 
x speaking to the sales associates who are board members at sales meeting of large  

REALTORS® offices; 
x publishing articles about RPAC in local board newsletters; 
x sending a direct mail letter about RPAC to every member; and 
x having plenty of RPAC material available at all local board functions.    

 
In addition, your state association or local board may have specialized RPAC printed 
material available that details state and local legislative, administrative, and regulatory 
successes that RPAC activity at the state and local levels helped achieve.  SHOW THE 
DONORS HOW THEIR CONTRIBUTION TO RPAC BENEFITS THEM. 
 
2.  THEY WANT TO HELP OR PLEASE THE ONE WHO ASKS 
Some people contribute because they want to help, or please, the person who asks for the 
contribution.  They may not believe strongly in, or even care about, the cause.   
 
We have all had some experience with this motivation.  Remember the times a Girl Scout 
came to your door selling cookies?  You may not have wanted the cookies, but you 
bought a box anyway because you could not resist the charm and enthusiasm of the cute 
little girl.  Similarly, if a good friend is fundraising dinner chairman for a cause we may 
not particularly care about, we may buy a ticket anyway just because we want to help out 
our friend.  We know he or she would do the same for us if the circumstances were 
reversed. 
 
Sometimes, we contribute not so much to help someone as to please--or at least avoid 
offending-the one who asks.  When a U.S. senator calls someone and asks for a 
contribution to his campaign, it is hard to say "no," because we do not want to risk 
alienating such a powerful person.  After all, we may need to ask a favor of him someday, 
and we want him to be pleased with us. 
 
In RPAC fundraising, some members contribute simply because they want to help the 
one who is asking.  For example, a RPAC solicitor might say to another member, "Joe, I 
promised to raise $1,000 for RPAC, and I've still got $200 left to raise by tomorrow.  
Will you help me make my goal by joining the "99 Club" and contributing $99?"  In this 
case, a member who contributes may be motivated more by the desire to help our friend 
than to contribute to RPAC. 
 
Similarly, some members give to RPAC because they want to please the solicitor.  If a 
broker asks his or her sales associates for an RPAC contribution, they are less likely to 
say "no" than if a stranger asked.  After all, they have to work with their broker every 
business day and would not want to offend him or her over something as relatively 
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insignificant as a $15 or $25 contribution to RPAC.  Keeping their broker "pleased" may 
be a more important motivation in this case than contributing to RPAC. 
 
If a member is asked to contribute to RPAC by a well-known and respected board leader, 
the member might contribute because he or she feels that pleasing an influential board 
member may help bring about a successful business deal.  Or, perhaps the member 
wishes to become a leader in board activities, and is contributing in the hope of getting 
support from the solicitor in the pursuit of these ambitions. 
 
While it would be nice to believe that all RPAC donors contribute because they 
understand RPAC fully and believe in its purposes and goals, in truth some members 
only contribute because they either want to help or to please the solicitor.  Once an 
individual who hasn't previously contributed writes a check - regardless of his/her reason 
they are much more likely to write a check again. 
 
HOW TO USE THIS MOTIVATION:  It is important that the right persons do the asking 
in RPAC fundraising drives.  This certainly does not mean that only brokers or board 
presidents can be successful RPAC solicitors.  But care should be taken to involve 
individuals who can ring the right "doorbells" among your membership-people to whom 
it will be difficult to say "no." 
 
Remember, asking for RPAC contributions is not a "grunt" job.  While any individual can 
effectively ask for money, experience has shown that a recognized, successful 
REALTOR® who is also a visible leader in local board or state association activities, 
likely will be much more successful soliciting for RPAC than a newly inducted sales 
associate whom no one knows.  As the stature and level of recognition of the individual 
who is doing the asking increases, so does the sense of urgency and importance of the 
prospective donor. 
 
Most local board drives will involve a mix of members - some who are longtime board 
members, others who are relatively new.  However, board RPAC chairman and 
committees should recruit as many prominent members - such as past or present board 
officers and committee chairmen - to serve as RPAC solicitors.  If a state association 
officer, such as a regional or district vice president, is a member of your board, you 
should also try to get him or her involved. 
 
In addition to board leadership, you should also try to enlist the support and direct 
involvement of designated brokers.  Experience has shown that if a designated broker 
supports RPAC, salespersons in his or her firm will also tend to be supportive.  Firms led 
by a broker who takes no interest in RPAC, on the other hand, are not likely to have 
much participation by sales associates. 
 
3. THEY DESIRE RECOGNITION OR REWARD 
Another reason people make contributions is the human desire for recognition and 
reward.  There are always a few who prefer to be anonymous givers, but most people 
respond to a bit of praise and attention.  Think how often you have seen bronze plaques 
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on the walls of public buildings, fraternal lodges, or churches listing the names of 
generous individuals who donated to the construction of the building.  In many 
communities, charity fundraising drives succeed by mentioning the name of every donor, 
no matter how small the gift, on a local radio station, or publishing their names in the 
local newspaper.   
 
Recognition is an important element in motivating members to give.  Contributions to 
RPAC of members' hard-earned money must be properly rewarded.  It is almost 
impossible to hand out too many awards in the RPAC fundraising process.  Lapel pins, 
ribbons, certificates, etc., are not expensive and they should be an important part of your 
RPAC fundraising drive.  The savvy state or board RPAC fundraising drive will make 
effective use of this aspect of human nature. 
  
HOW TO USE THIS MOTIVATION:  Although it applies to every type of donor, it is 
even more imperative to promptly send a written "Thank You" letter to individuals 
motivated by recognition.  For large donations, the "Thank You" letter may be 
complemented by a phone call from a state or local officer.  There are currently several 
donor recognition programs already in place, each with varying degrees of recognition.  
These programs are outlined in section VI, A.  "Levels of Recognition."   
 
Thank each donor and show how much their continued support means.  Successful 
recognition and reward programs not only serve as an incentive for RPAC contributors in 
this year's drive, but will help build a corps of happy, committed, and systematic givers 
as a base for future RPAC fundraising drives. 
 
B.  WHAT KIND OF MEMBERS MAKE LARGE CONTRIBUTIONS 
 
Most NAR members who contribute to RPAC give just over $30 per year.  Clearly, not 
every member is a likely prospect for a big contribution to RPAC.  How, then, does a 
state or board RPAC drive target members who might want to do more for RPAC?  
Generally, soliciting these three categories of members will be most productive:  1) 
previous large donors, 2) those members more successful in their business than most, and 
3) state and board leadership.   
 
1.  PREVIOUS LARGE DONORS 
In any type of fundraising activity, the most likely givers are those who have contributed 
before.  Thus, the most likely prospects for an RPAC large-donor solicitation are 
members who have made large contributions in previous drives.  Your state association, 
state RPAC, or local board staff should have a list of Sterling Rs and other large givers of 
recent years.  Some of those past givers may not contribute again at the same level, or 
even at all, but we won’t know until we ask.  These members are still among the best 
prospects for large-donor solicitation. 
 
2.  THOSE MEMBERS MORE SUCCESSFUL THAN MOST 
Every board has at least a few members who are known to be very successful brokers or 
salespersons (e.g., Million Dollar Club members, REALTORS® of the Year, 
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Salespersons of the Year, etc.)  These members, particularly when they are having a good 
year, are also good prospects for large contributions to RPAC.  If they are successful and 
have received numerous additional awards, explain the benefits of membership, 
recognition and visibility of the RPAC major donor programs. 
 
Of course, there are those financially successful members who do not contribute large (or 
any) sums to any cause.  Nevertheless, soliciting members when they are "flush" will be 
more productive in large-donor solicitation than indiscriminately asking every member, 
no matter what their income, to make a big contribution to RPAC. 
 
3. STATE AND BOARD LEADERSHIP 
In many state associations and local boards, elected leadership is expected to set a good 
example by making a large contribution to RPAC -- becoming Sterling Rs, for example.  
In some states and boards, this has been a long-standing tradition among presidents, 
RPAC chairmen and trustees, committee chairmen, etc.  Ask them to “lead by example” 
stressing how the fact that leadership has made a substantial contribution to RPAC may 
induce other members to as well. 
 
While not every member of state and local leadership can afford a large contribution to 
RPAC, it is always a good idea to solicit all such members in a large-donor program.  
"Peer pressure" can often be a substantial inducement.  If previous board presidents have 
been Sterling Rs, and the current president-elect and first vice president are also Sterling 
Rs, the current board president may feel compelled to contribute $1,000 and become a 
Sterling R. 
 
C.  HOW TO HANDLE OBJECTIONS TO RPAC 
 
Most potential donors have a litany of reasons for not being able to contribute.  "I gave at 
the office" or "the check is in the mail."  There is no reason why any individual cannot 
give some level of support to an organization whose sole purpose is to ultimately improve 
the standard of living for the potential donor. 
 
I don’t believe in giving money to political candidates. 
Actually, rather than "giving" money to political candidates, you are investing in your 
business and a commitment to preserving the future of our industry.  I’m sure you have 
insurance on your car, home, and business office.  Bad legislation passed by Congress, 
the state legislature, or city council could just as catastrophic financially as the loss of any 
of your possessions by fire, theft or storm.  RPAC helps elect officials at the national, 
state and local levels who support the free enterprise system and private property rights.   
 
I already contribute to political candidates on my own. 
You should contribute directly to the candidates of your choice, but you should also 
contribute through RPAC.  The dollars you give are pooled with literally tens of 
thousands of other contributors to support candidates who understand the issues that 
affect our business.  Our ultimate goal is to position the RPAC as the largest and most 
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influential political advocacy organization in the country.  With your support now, we 
will be one step closer. 
 
I don’t have the money. 
You can’t afford not to have the money.  A ninety-nine dollar contribution to RPAC 
breaks down to about a quarter a day.  Is a daily investment of 25 cents not worth the 
additional money in your pocket that results from RPAC’s successful efforts to ensure a 
vigorous and viable real estate industry? (Refer to the section on Legislative Victories) 
 
PACs are just in the business of buying votes.  
RPAC does not "buy" votes from politicians.  RPAC helps elect candidates who share 
our philosophy, or will at least listen to the REALTOR® viewpoint.  RPAC-supported 
candidates will not always support us on every vote, but they will usually be more 
favorable to our point of view than the candidate who ran against them or the incumbent 
they replaced. 
 
I’m a Republican/Democrat, and RPAC has supported candidates of the other party. 
RPAC is nonpartisan in its selection of candidates.  The voting record and views on the 
issues that affect REALTORS®, in addition to the recommendations of Local Boards and 
State Associations, are the deciding factors on who we support.   
 
RPAC supports federal candidates, I’m more interested in State and Local candidates.  
Only 30% of your contribution goes to support candidates at the national level.  The other 
70% stays in the state for use in supporting candidates here at home.  By contributing to 
RPAC, you can help support candidates at all levels of government. 
 
I’m not full time, why should I contribute? 
If you benefit anything from the real estate business, you have a vested interest in 
ensuring that the individuals who pass the laws that affect our livelihood believe in 
private property rights and the free enterprise system. 
 
RPAC is already a successful PAC, you don’t need my contribution. 
While RPAC has been successful in advancing the REALTOR® position, there is 
constantly new legislation being introduced.  We must remain strong and ready to assist 
candidates at all levels that support our point of view.  It is imperative that we continue to 
build on the momentum we have created.  
  
 
II.  CHARACTERISTICS OF A SUPERB FUNDRAISER 
 
Why is it "hard" to ask for money?  There are several perceptions associated with 
fundraising that may cause individuals to not enjoy, or even undertake, a fundraising 
campaign. 
 
1. They do not want to be seen as beggars.  I don't want to go around asking for handouts. 
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2. They do not want to impose.  The "Do unto Others" reason - I wouldn't want 
somebody hounding me for a donation. 
   
3. Talking about money is "taboo" or private.  How much money they can afford to 
contribute is not my business, let them donate if they want. 
   
4. They fear rejection.  What will I do if they say no?  
   
5. They fear losing social or professional status.  Will they feel awkward being asked for 
money by me?  Will this put a strain on our relationship? 
 
All of the above perceptions are flawed for one major reason.  Fundraising for RPAC is 
not about only asking people for money - as a fundraiser you are providing the prospect 
with the opportunity to contribute to the continued success of their livelihood.  There are 
four basic qualities that will enable any fundraiser to overcome these obstacles and 
conduct a successful fundraising campaign. 
 
1. Take pride in the cause.  An enthusiastic and energetic solicitor will generate more 
contributions (both dollar and number) than a solicitor who looks as though he/she is in 
pain while asking for money.  RPAC truly is your best investment in Real Estate - 
everyone working to improve RPAC should be proud of our organization and the work 
we have done. 
   
2. Rather than focusing on the money, focus on the opportunity you are giving the 
prospect to take a pro-active role in the industry.  Look at it as you doing a favor for the 
prospect by allowing him/her to contribute rather than the prospect doing a favor for you 
by writing the check.  Remember, you are not asking for this money for yourself to help 
pay bills - the prospect is making an investment in their industry. 
   
3. Emphasize the tremendous gains for the industry that have resulted because of the 
work of RPAC and support of donors nationwide.  (Refer to the Legislative Victories 
section of this document) 
   
4. Educate the prospect on RPAC as an institution: how it is run, what the goals are, what 
the accomplishments have been, and what our direction is - to become the largest and 
most influential PAC in the country.  Wouldn't you want that PAC to be representing 
your interests? 
   
III. FUNDRAISING METHODS  
 
A.  DUES BILLING 
 
Requesting an RPAC contribution on each member's annual association dues statement, a 
technique known as "dues billing," ensures that every member will be solicited for an 
RPAC contribution.  Every other fundraising technique, however effective, will miss at 
least some of the membership. 
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Most state associations and local boards that use the RPAC dues billing program have 
seen substantial increases in both total contributions and in the number of members 
contributing.  Dues billing is effective for three reasons.  First, because RPAC works to 
the benefit of every NAR member, dues billing reminds each one of them to pay his or 
her fair share for those benefits.  Second, dues billing makes it more convenient to 
contribute, because the process encourages members to make a contribution to RPAC at 
the same time they pay their association dues.  Third, dues billing adds little to the cost of 
the fundraising effort. 
 
1.  DESIGNING AN EFFECTIVE DUES BILLING STATEMENT 
The effectiveness of a dues billing program depends to a great degree on the design of the 
solicitation in the dues billing statement.  The design should follow this general rule of 
mail solicitation:  The easier you make it for the prospective donor to contribute, the 
more likely he or she will contribute. 
 
Experience has shown that the most effective dues billing forms make the RPAC 
contribution seem part of the membership dues.  The form should include a voluntary 
RPAC contribution in the "total amount due."  No member can be forced to include the 
RPAC contribution with his or her dues payment and a member choosing not to 
contribute may deduct the voluntary RPAC amount from the "total amount due."  But 
many members will simply pay the combined total, thereby combining an RPAC 
contribution with their dues payment. 
 
Although this form may result in a large number of checks that combine RPAC 
contributions and association dues, the increased RPAC revenues should more than offset 
the separation effort -- especially if that effort employs the "transmittal trust account" 
device discussed later in this section under "Processing Dues Billing Contributions." 
 
When a board is unwilling or unable to process checks with combined dues and RPAC 
contributions, another form could be used.  This form separates the dues bill and RPAC 
solicitation and provides clear instructions to write separate checks.  This form is less 
effective because the perception that the RPAC contribution is as important as the dues 
payment is lost when the member is told to write two separate checks. 
 
Where the inclusion of an RPAC solicitation in any form on the actual dues statement 
itself is a problem, legally or otherwise, another form may offer the solution.  A separate 
item may be enclosed in the envelope used to send the dues billing statement, or mailed 
to members in a separate envelope at the same time the dues statements are sent.  A 
contributor could be instructed to send the contribution by separate check back to the 
board with the dues payment, or, if the board did not want to process the contributions, to 
send it directly to the state RPAC office.  Enclosing a postage-paid business reply 
envelope will increase the response.   
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2.  ASK FOR A SPECIFIC AMOUNT 
Regardless of the form used, it must suggest a specific RPAC contribution amount.  One 
of the fundamental principles of political fundraising is that people are not likely to 
contribute unless they are asked for a specific amount, or at least an amount within a 
clearly delineated range.  A "give what you can" or "give what you feel is right" approach 
does not work in fundraising and will seriously impair your RPAC efforts.   
 
To decide how much you will ask from each member, observe the following guidelines: 
• Never ask for less than the National "Fair Share" goal -- $15 per member per year. 
• Never ask for less than the member gave the year before. 
• Attempt to "upgrade" or increase the amount the member contributed the year before. 
 
Dues billing programs that use a "one-size-fits-all" approach -- for example, billing every 
member for $15 regardless of the amount contributed previously are seriously deficient.  
If you bill a past $99 giver for only $15, that member may give the $15 and no more -- 
and RPAC thus loses $84. 
 
Many state associations and local boards do not merely ask for the same amount a 
member contributed the year before; they attempt to "upgrade" or increase it.  For 
example, if a member gave $15 last year, they should be asked for $20 or $25 this year.  
If a member gave $50 last year, they might be asked for $99 this year. 
 
State associations and local boards using computerized billing have an advantage with 
individualized dues billing.  A program can usually be devised that will automatically bill 
members for no less than they gave the year before or for an amount greater than that 
contributed previously.  When a state association or local board prepares dues billing 
statements, a history of members' previous giving is indispensable. 
 
Remember, it is always better to ask for too much than for too little.  A member is free to 
contribute as much or as little as they choose, but if you ask for only $15, chances are that 
is all you will get.  On the other hand, if you ask for $50, you might get $15, $20, $25 or 
maybe even the full $50. 
 
3.  LEGAL ASPECTS OF DUES BILLING 
The manner in which dues billing is done is subject to the legal restrictions of the Federal 
Election Campaign Act (FECA) and all applicable state laws.  For example, the FECA 
requires that a notice be printed on every dues statement that also solicits RPAC 
contributions.  Such notice must inform the members solicited of all of the following: 
 
1. Contributions or gifts to RPAC are not deductible as charitable contributions for 
federal income tax purposes.   
2. The political purpose of RPAC. 
3. That RPAC contributions are voluntary. 
4. That any guidelines referring to size of contribution are only a suggestion and the 
member is free to contribute more or less than the suggested amount. 
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5. That the member may refuse to contribute without reprisal, and that the National 
Association of REALTORS®, or any of its state associations or local boards, will not 
favor or disfavor any member because of the amount they contribute. 
6. That the contribution is split between National RPAC (30 percent) and your state 
RPAC (70 percent).  Once your state reaches their RPAC goal, they may retain 100% of 
the contribution for local and state candidates. 
7. The amount that is chargeable against the donor's federal contribution limits under 2 
USC §441a. 
 
Also, some state election laws may impose additional requirements or prohibit dues 
billing altogether.  Consult with your state's chief elections officer or secretary of state's 
office, or your state association staff for updated information about your state's election 
laws. 
 
The actual language of the notice may differ depending upon the type of cooperative 
agreement in effect between National RPAC and your state RPAC.  Currently, nearly 
every state has a cooperative agreement in effect. 
 
The following is a sample notice you could use: 
 
“Contributions are not deductible for income tax purposes.  Contributions to RPAC are 
voluntary and are used for political purposes.  You may contribute more or less than the 
suggested amount. You may refuse to contribute without reprisal and the National 
Association of REALTORS® or any of its state associations or local boards will not 
favor or disfavor any member because of the amount contributed.  70% of each 
contribution is used by your state PAC to support state and local political candidates.  
Until your state PAC reaches its RPAC goal 30% is sent to National RPAC to support 
federal candidates and is charged against your limits under 2 U.S.C. 441a; after the state 
PAC reaches its RPAC goal it may elect to retain your entire contribution for use in 
supporting state and local candidates.” 
 
The notice may be placed anywhere on the dues billing form.  The only requirements are 
that it be reasonably visible and that there be some connection between the solicitation 
itself and the notice.  An asterisk by the solicitation statement, pointing out the notice as a 
footnote, is sufficient. 
 
4.  PROCESSING DUES BILLING CONTRIBUTIONS 
At first glance, the processing of RPAC contributions at the local board level may seem 
complicated, especially when dues billing is used.  It can, however, be greatly simplified 
if certain legal requirements and procedures are kept in mind. 
 
The Federal Election Campaign Act (FECA) requires the gathering of certain donor 
information, and further requires all such information and accounting records to be kept 
for at least three years.  The FECA requires that an accounting be kept of all 
contributions, and RPAC complies with this requirement by keeping a record of each 
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contribution (i.e., date and amount), plus the contributor's full name including first name, 
middle name or initial, last name, and mailing address.  For each member who makes an  
RPAC contribution or contributions aggregating more than $200 during the calendar 
year, RPAC must also record the contributor's occupation and name of the contributor's 
employer or real estate office and report that information to the Federal Election 
Commission (FEC). 
 
Gathering this information can be simplified by using the RPAC Contributor Form.  One 
copy must accompany the individual RPAC checks, or single trust account check, to your 
state association office and another copy should be retained by your board. 
 
The FECA also requires that if the amount of the contribution is in excess of $50, it must 
be forwarded to the state association office within 10 days of the date of the check.  If the 
contribution is $50 or less, it must be forwarded within 30 days.  To simplify the 
forwarding procedure, it is highly recommended that all RPAC donations be forwarded 
at least once a week to the state association or state RPAC office. 
 
Boards using dues billing statements can expect a large number of checks to combine 
RPAC contributions and dues funds.  To separate the dues funds from the RPAC 
contributions, a local board may use a special "transmittal trust account" to separate 
membership dues paid by individuals from RPAC contributions.  Combinations of 
corporate RPAC contributions, if solicited for state election purposes, and association 
dues payments can be separated using the board's regular treasury account. 
 
Boards using dues billing statements may not receive enough combined checks to warrant 
establishing a trust account.  In such cases, or if a Board simply prefers not to use a 
transmittal account, a board may use its treasury account for purposes of separating dues 
from RPAC contributions and sending the contributions to the state PAC, subject to three 
requirements:  (1)  the Board must keep “separate and specific” records regarding 
contribution amounts deposited into and transferred out of the treasury account, (2)  all 
time limits regarding transmittal of contributions must be satisfied, and (3) the Board 
must also comply with any additional requirements of state law.  Another approach is for 
the Board to request the individual member/donor to substitute for any combined checks 
two separate checks, one payable to the board for dues and one payable to RPAC, but as 
noted above this may have a limiting effect on the success of dues billing. 
 
When using the transmittal trust account, the best procedure is to use the account only for 
the purpose of separating the monies that are to go to the board for dues from the 
contributions for RPAC.  Moreover, the monies may not be commingled for an extended 
period but must be separated in a sufficiently timely fashion to comply with the 
requirements relative to the forwarding of contributions. 
 
5.  A NOTE ABOUT CORPORATE CONTRIBUTIONS 
Under federal law, National RPAC is prohibited from accepting corporate funds.  All 
contributions to federal candidates must be made from personal sources. 
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In some states, state law permits the use of corporate funds in making contributions to 
state and local candidates.  In other states, state law prohibits the use of corporate money 
in making contributions to state and local candidates, while permitting the use of 
corporate funds to pay for administrative expenses of the state RPAC.  Still other states 
ban the use of corporate money for either state and local candidate support or for PAC 
overhead. 
 
When a state association or local board adopts dues billing, it will usually find that the 
number of RPAC contributions made by corporate check will increase.  That is because 
many members, especially principal brokers, pay their association dues by corporate 
check, and will simply include the RPAC contribution suggested in the dues billing 
statement in the check they write for their dues. 
 
When this occurs, several actions can be taken by the state association.  In states where 
corporate dollars may be used for making contributions to state and local candidates, the 
state RPAC may simply retain the corporate funds in an account separate from that in 
which the personal dollar contributions are deposited.  In other states, where state law 
prohibits using corporate funds to make contributions to state and local candidates, but 
allows corporate dollars to be used in covering the costs of administering the state RPAC, 
the corporate contributions to RPAC are sometimes retained in a separate administrative 
account, or "political administration fund."  In states where state law prohibits the use of 
corporate money for either making contributions to candidates or for paying for RPAC 
overhead, the RPAC contribution part of a corporate check for dues is usually refunded to 
the member with a request that a like amount be forwarded via personal, rather than 
corporate, check. 
 
Regardless of how your state RPAC handles corporate contributions, it should be 
remembered that all personal dollars collected for RPAC by states and boards are split 
between the state RPAC and National RPAC.  In addition, NAR encourages that a 
minimum of 30% of all corporate funds raised in a state be sent to NAR for deposit in the 
Political Advocacy Fund (PAF). Although National RPAC cannot share in the corporate 
dollars raised in a state where that is legal, the PAF is a separate corporate account that is 
used for related political and electoral advocacy efforts – rather than for direct candidate 
contributions.   
 
Local boards should check with their state association or state RPAC office to learn the 
details of state law and state RPAC policy dealing with corporate contributions to RPAC, 
and to determine how to handle corporate contributions that may come in as a result of 
dues billing. 
 
 
6.  PAYING THE COSTS OF DUES BILLING 
Regardless of how dues billing is done, there will be some costs:  computer time, the 
printing of dues billing forms, or staff time for those involved in preparing the statements.  
Although some state laws do not allow it, under federal law it is legal for state 
associations and local boards -- as corporate members of the national association -- to pay 
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the costs associated with RPAC fundraising using state association or board (non-RPAC) 
funds. 
 
Under the operating agreements in effect between some state associations and their state 
RPACs, however, expenses incurred on behalf of RPAC by the state association must be 
reimbursed by the state RPAC.  In some cases, reimbursement is made out of the 70 
percent share of personal contributions retained by the state RPAC.  In others, 
reimbursement comes out of a political administration fund available to the state RPAC 
that consists of corporate dollars contributed for such purposes.  State laws on this matter 
vary.  Check with your state association or state RPAC staff or local board legal counsel 
for the details. 
 
7. APPLYING RPAC FUNDS FROM DUES BILL FOR THE INTENDED YEAR 
At the 2003 Midyear Meetings, the RPAC Trustees authorized states to designate which 
calendar year to which an RPAC contribution received via dues billing will be applied for 
the purposes of recognition only.  States may not choose the year to which credit will be 
applied for all other contributions not received from dues billing. For purposes of federal 
reporting, RPAC contributions must continue to be recognized and reported in the year in 
which they are received.  
 
This policy change is the result of a unanimous request of State AEs to National RPAC to 
provide recognition of contributions, collected solely from the annual dues billing 
process, for the year of the dues bill rather than the year of receipt.  States must adhere to 
this new policy beginning in 2003 for RPAC funds received on dues statements. (For 
more details, see Section 2, IV. F. 3. “Electronic Transfer of Contributor Information”) 
 

ABC BOARD OF REALTORS�  
    123 Main Street 
    Anytown, AA  01234 
    (555) 555-5555 
 
 
DATE:  010/01/__    MEMBERSHIP DUES RENEWAL 
NOTICE 
 
6-09-2-196385 
 
Mr. John Doe  Local Board Dues   $149.00 
Doe Real Estate National Association Allocation $  64.00 
P.O. Box 123  State Association Allocation  $  40.00 
Anytown, AA  01234 NAR Special Assessment  $  20.00 
   RPAC*    $  15.00 
TOTAL       $288.00 
 
Dues payable by 11/01/__ 
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*Contributions are not deductible for income tax purposes.  Contributions to RPAC are 
voluntary and are used for political purposes.  You may refuse to contribute without 
reprisal and the National Association of REALTORS® or any of its state associations or 
local boards will not favor or disfavor any member because of the amount contributed.  
70% of each contribution is used by your state PAC to support state and local political 
candidates.  Until your state PAC reaches its RPAC goal 30% is sent to National RPAC 
to support federal candidates and is charged against your limits under 2 U.S.C. 441a; 
after the state PAC reaches its RPAC goal it may elect to retain your entire contribution 
for use in supporting state and local candidates.   
 
REMITTANCE STUB 
Please return with payment by November 01, 20__ 
 
6-09-2-196385 
 
Mr. John Doe   Local Board Dues   $149.00 
Doe Real Estate  National Association Allocation $  64.00 
P.O. Box 123   State Association Allocation  $  40.00 
Anytown, AA  01234  NAR Special Assessment  $  20.00 
    RPAC*    $  15.00 
TOTAL        $288.00 
 
 
Please remit to: ABC BOARD OF REALTORS® 
   123 Main Street 
   Anytown, AA  01234 
 
* Contributions to RPAC are voluntary and are used for political purposes.   
 
 
B.  PHONE BANKS 
 
After the use of Dues Billing, perhaps the next best way to solicit most, if not all, 
members is through an RPAC phone bank.  An RPAC phone bank involves using local 
board members to call other board members to solicit RPAC contributions.  Phone banks 
are an organized activity conducted out of a central location during a restricted time 
period.  A phone bank is not a "cottage industry" where members are asked to make a 
few calls from their homes when they get around to it. 
 
In many local boards, RPAC phone banks are used in conjunction with dues billing, and 
perhaps other techniques as well.  RPAC phone bank efforts have been found to be very 
cost and time-effective, for they reach many members in a personal way in a relatively 
short period of time.  In addition, RPAC phone banks work because they involve a skill 
that comes naturally to REALTORS® -- the effective use of the telephone.   
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Throughout the country, local boards of many different sizes have employed RPAC 
phone banks very successfully over the last several years.  Using phone banks, some local 
boards have doubled, tripled, and even quadrupled their highest previous annual total of 
RPAC contributions.  Because they have proven so successful at the local board level, 
some states RPACs are now using statewide phone banks in their RPAC fundraising 
drive. 
 
However, success does not flow automatically from an RPAC phone bank.  The degree of 
success will depend on how diligently proven procedures are followed.  Although minor 
variations are certainly acceptable because of local conditions, size of membership, etc., 
successful RPAC phone banks, whether they be in Florida or California, Washington or 
Rhode Island, will follow virtually the same procedures. 
 
1.  A NOTE ABOUT EDUCATION 
Conducting a successful RPAC phone bank is largely dependent on how well the board 
membership to be solicited has been educated beforehand about the goals and importance 
of RPAC.  As mentioned previously, it is imperative that the RPAC educational effort 
should be year-round and ongoing and can be carried out in a variety of ways.  Please 
refer to the "Why Do Members Make a Contribution" section for more information on 
effective education techniques. 
 
It is also very important that the board RPAC committee, and particularly the phone bank 
volunteers, thoroughly understand the RPAC process and the goals of the state and local 
RPAC committees.  Potential contributors no doubt will ask what will be done with their 
contributions and what political involvement RPAC is planning. 
 
In many ways, the pre-phone bank educational effort is as important as the planning and 
implementation of the phone bank itself.  The more the members know about RPAC, the 
less time phone bank volunteers will have to spend on the phone educating them.  The 
purpose of the RPAC phone bank should be to persuade members to contribute, not to 
conduct a remedial education effort in what RPAC is all about. 
 
2.  LONG-RANGE PLANNING 
Because an RPAC phone bank must be carefully structured and organized, early planning 
is a prerequisite.  How far in advance this early, long-range planning should be done will 
depend on a) the size of the local board membership, b) the dollar goal of the local RPAC 
committee, c) the availability of volunteers to staff the phone bank, and d) the 
cooperation of the local telephone company or the availability of sufficient in-place 
telephones.  This section will discuss each of these factors. 
 
a.  Local Board Size 
Conducting an RPAC phone bank can be a useful technique for boards of varying sizes.  
But often small boards (those, say, under 200-300 members) can meet their RPAC goal 
more efficiently through direct, one-on-one solicitation of their members.  Regardless of 
the size of the board membership, there is a basic formula for determining the number of 
telephones and the number of days required to conduct an RPAC phone bank 
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successfully.  The number of members to be contacted determines the size of the phone 
bank, i.e., how many phones and volunteers will be required. 
 
For example, let's say the ABC Board of REALTORS® has 1,200 members, and that the 
board RPAC committee wishes to attempt to contact every one of them through a phone 
bank.  The committee plans to conduct the phone bank over a two-day period, with eight 
calling hours per business day -- total of 16 calling hours.  The committee also knows 
that about 10 calls per hour can be made from each available phone.  The committee then 
calculates how many phones it will need to reach all 1,200 members in 16 hours at 10 
calls per hour per phone: 
 
 1,200 board Members divided by 16 calling hours = 75 members per hour 
 75 members per hour divided by 10 Calls per Hour = 7.5 Telephones 
 
In this hypothetical case, it probably would be wise for the ABC board RPAC committee 
to use eight phones for a two-day phone bank.  Or, the committee could elect to use 16 
phones in a one-day bank. 
 
The rate of 10 completed calls per hour is an average that has been determined through 
the experience of dozens of local boards throughout the country.  It assumes at least a 
basic level of knowledge about RPAC among board members.  If your members are 
adequately educated, and if your phone bank is conducted properly with trained 
volunteers, the 10-calls-per-hour rate will prove to be quite accurate. 
 
Remember that it is difficult to maintain enthusiasm among your phone bank volunteers 
for more than a two-to-three-day period.  Therefore, attempt to operate your phone bank 
within that time frame, or you will risk losing your trained volunteers either because of 
waning enthusiasm or because of other pressing time commitments they may have. 
 
b.  Local Board RPAC Dollar Goal 
The National RPAC goal, called a "Fair Share," is $15 per member per year.  A state 
RPAC's annual goal is determined by National RPAC based on the number of association 
members in that state times $15.  States that go "over goal" in any year will therefore 
raise a minimum of the equivalent of $15 per member -- a very achievable goal with the 
proper planning and effort. 
 
Most state RPACs and board RPAC committees adopt the National $15 per member goal 
as their own goal as well.  This means that a minimum local board RPAC dollar goal 
should be the number of members times $15.  Some states RPACs, however, adopt a 
different goal than the National goal.  For example, some set a $20 per member goal.  
Before setting your local board dollar goal, contact your state RPAC chairman to 
determine what your state RPAC goal is, and what the state is expecting you to collect 
from your board. 
 
Bear in mind that an RPAC phone bank is probably only one part of your plan for raising 
your board RPAC dollar goal.  You might also be using dues billing, one-on-one 
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solicitations, or special events.  Therefore, it is probably not necessary to attempt to raise 
your entire local board goal through your RPAC phone bank - although what a great 
success if you do! 
 
c.  Availability of Volunteers 
Almost all RPAC phone banks rely on volunteers -- members of your board who freely 
give of their time -- to do the work.  Finding qualified volunteers who are willing to make 
the necessary time and training commitment is usually the most difficult task for the 
RPAC committee.  More than any other factor, the number and quality of volunteers will 
determine the success of your phone bank.  The responsibility for enlisting qualified 
phone bank volunteers should be shared equally by all RPAC committee members. 
 
What is a "qualified" RPAC phone bank volunteer?  One determinant would be previous 
fundraising experience or obvious fundraising skills.  Another consideration is the 
position or prominence a volunteer holds within the board.  Most of the time, you will 
enhance the success of your phone bank if you use prominent, respected members of your 
board as phone solicitors, those whose names will be recognized by other board 
members.  Prominence and previous fundraising experience, however, are not absolutely 
necessary if your volunteers are dependable and committed, willing to learn, will show 
up at designated times, and complete the tasks they are assigned.  Enthusiasm is a more 
important quality that experience. 
 
In any case, there is one prerequisite for all volunteer phone solicitors:  They have to 
have contributed to RPAC themselves.  This is called the "put your money where your 
mouth is" rule.  There simply is no way you can make an effective case for RPAC if you 
have not contributed yourself.  Many times the first question your phone solicitors will be 
asked by members they are soliciting is, "If this is so important, how much have you 
given?"  Your volunteers need not have been big contributors.  But they must be able to 
say truthfully that they have contributed to RPAC at a level commensurate with their 
means.  This will increase their confidence and strengthen their hand in soliciting other 
members.  Volunteers play many important roles in an RPAC phone bank.  For example: 
 
Phone Solicitors are the most important point of contact with your members.  They are 
the ones who actually ask for RPAC contributions.  Since this is an intense job, solicitors 
typically work in three-hour shifts (e.g., 9am-12pm, 12pm-3pm, 3pm-6pm, or 6pm-9pm.  
[For the latter, see the "Evening Phone Banks” section]). 
 
Tally Clerks are responsible for tracking the pledges from contributors and assigning 
runners to pick up contribution checks.  Typically, they work at least one shift.  It is 
advisable to use one tally clerk per shift for every eight phone solicitors. 
 
Runners pick up the checks from contributors as pledges are made.  They may work out 
of their own offices, using their own cars, but must maintain phone contract with the tally 
clerks so that checks are picked up in a timely manner.  (This is a far more effective way 
of ensuring that pledges result in actual dollars collected than relying on those who 
pledge to mail in or bring in their checks).  A good rule of thumb in determining the 
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number of runners you need is to have at least as many runners working at any given time 
as you have phone solicitors working the phones.  With too many runners, some may 
have little to do; with too few, checks may not be collected and contributions thus might 
be lost. 
 
Supervisors should be members of your board RPAC committee.  They must be present 
at the phone bank location to oversee all operations, answer questions, issue instructions, 
and make sure the phone bank operates smoothly.  Supervisors also must take 
responsibility for motivating volunteers and keeping spirits high. 
 
Assessing the roles volunteers play in an RPAC phone bank and making realistic 
projections of how many volunteers are needed and can be counted on are of critical 
importance in planning your RPAC phone bank. 
 
In all cases, you should recruit your volunteers at least two weeks before the phone bank.  
You probably will have some dropouts, and this will give you enough time to recruit 
replacements.  All volunteers should be told the dates and times they will be expected to 
work at the time they are recruited.  You should then remind them of their work schedule 
a day or two before they are scheduled to work. 
 
d.  Facilities and Phones 
In many large board RPAC phone banks, installation of special phones is required.  In 
smaller phone bank efforts, phones in an existing board office may be used -- provided 
the office business operation is not unduly disrupted by the phone bank and the phone 
bank is not hampered by the regular business use of the office.  If installation of phones is 
required, the phone company must be notified far enough in advance to ensure that the 
phones are installed and operable on the day your phone bank is to start. 
 
Typically, three types of charges will be involved in the installation of special phone 
lines: 
 
Trunk Line -- Trunk line installation will be required if the existing trunk at the phone 
bank site cannot handle the additional lines.  Installing a trunk line involves a special 
charge.  Once the new trunk line is installed, however, it is a permanent fixture and can 
be used for similar activities in the future. 
 
Phone Installation -- Hooking up the instruments to the trunk line will also involve a 
separate charge.  This is a recurring cost with each separate phone bank operation. 
 
Instrument Rental -- Rental for the actual telephone sets.  This is a per-set charge, and is 
based on the minimum monthly rate, even if the phones are used for only a day or two. 
 
Securing the location of your phone bank is vital, since the order for phone installation 
cannot be processed until the site is known.  It is strongly recommended that a phone 
bank be confined to a single site.  Two or more locations make it difficult to coordinate 
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activities and maintain enthusiasm among your volunteers.  No matter how large your 
board membership, always operate your phone bank from one central location. 
 
Any location that can accommodate all necessary phone location requirements and 
personnel needs will suffice for an RPAC phone bank.  This might be a rental property, a 
board office, or a property privately owned by a board member who is willing to allow its 
use for the phone bank. A little investigation might turn up a location already designed 
for phone bank use, with the required phone lines already installed.  This might be a site 
used by telephone sales companies, polling firms, or others. 
 
The physical location must be big enough to accommodate your phone solicitors and 
other volunteers comfortably.  To keep morale high and control noise distraction, phoners 
should not be forced to sit shoulder to shoulder.  Each caller will need space for a desk or 
table and a comfortable chair.  Obviously, the more pleasant you make the working 
environment, the more enjoyable volunteers will find the experience and the more 
productive they will be. 
 
3.  SHORT-RANGE PLANNING 
Once you have done your long-range planning -- setting the dates and times of your 
phone bank, determining the number and type of volunteers you will need, establishing 
the dollar goals of the effort, and deciding the physical location and requirements -- you 
should focus on the short-term planning aspects.  Short-term planning involves:  a) 
training of the volunteers, b) furnishing your phone bank site and volunteers with 
adequate equipment, materials, and supplies, and c) securing the necessary phone lists 
and pledge cards. 
 
a.  Volunteer Training 
 
Obviously, the sheer number of volunteers you have recruited will be meaningless unless 
they know that they are supposed to do and how to do it.  Your volunteers, particularly 
the phone solicitors, must be adequately trained before they are put to work.  Phone bank 
volunteers can be trained in either of two ways.  You can conduct a training seminar for 
all volunteers of, say, one-hour's length the day before the phone bank is scheduled.  Or, 
if this causes scheduling problems for individual volunteers, you can conduct a brief, 
half-hour training session just prior to each phone bank shift for those new volunteers just 
reporting to work.  Whichever method you choose, your three categories of volunteers 
need to be supplied with the following information and materials: 
 
Phone Solicitors -- Phone solicitors should receive: 
 • a sample phone script; 
 • a list of frequent objections to RPAC and suggested answers; 
 • a special instruction sheet that discusses the necessity for personal, as opposed to                                                                    
corporate, contributions; 
 • their phone list; and 
 • a supply of pledge cards. 
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In addition, the following subjects should be discussed in the training session: 
• national, state, and local issues of concern to members of your board; 
• the goals and programs of the national, state, and board RPAC committees; 
• the best manner of presentation for each phoner; 
• the amount to ask from each prospect -- e.g., $99 from brokers and $25 from sales 
associates, or an increase in the amount contributed the year before, etc.; 
• any special programs, receptions, or awards honoring larger contributors (such as "99 
Club" plaques; or see "National RPAC Recognition Programs"); 
• how to fill out pledge cards; 
• how to use the phone list; 
• the necessity for checks to be made out to RPAC, not the local board; and 
• the fact that checks will be picked up by runners during the phone bank. 
 
Tally Clerks -- Tally clerks must be told: 
• how to tabulate the total dollars raised by each phone solicitor, and when and how to 
post this information on a blackboard or flip-chart located at the phone bank; 
• how to tabulate the total dollars raised hour by hour by the entire phone bank effort, and 
how to post this information on a barometer-type chart; 
• how to separate pledge cards into stacks by area or neighborhood, so that runners who 
are assigned to cover different areas of the city or board jurisdiction can be notified and 
the contributions picked up; and 
• how to keep the phone bank area neat and orderly, records straight, and morale high. 
 
Runners -- Runners must be told: 
• the area or neighborhood of the city or board jurisdiction for which they will be  
responsible; 
• where and how to keep in contact with the tally clerks so they can provide the latest list 
of names, addresses and amounts of those who have pledged, and whose contributions 
need to be picked up; 
• whether contribution checks collected should be delivered to the phone bank location or 
the board office; and 
• how often runs should be made to pick up checks based on the volume of pledges being 
obtained in a runner's assigned area. 
 
If arrangements are made far enough in advance, volunteer training often can be provided 
by your state's NATIONAL ASSOCIATION OF REALTORS® Political Representative, 
who has extensive experience in phone bank operations.  If you are unsure as to who your 
Political Representative is or how to reach him or her, contact the NAR office at 202-
383-1194. 
 
b.  Facilities, Equipment and Supplies 
 
To help the RPAC phone bank operation flow smoothly, the following should be 
provided: 
• ample free parking for volunteers and easy access to the phone bank location; 
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• a kitchen or eating area for serving coffee, and perhaps breakfast rolls in the morning, 
and sandwiches or other snacks at other times during the day and evening; 
• a smoking and non-smoking area; 
• a blackboard or flip-chart and barometer-type chart and easel on which progress toward 
the board RPAC dollar goal can be charted during the phone bank; 
• tables and chairs (either individual desks or banquet-type tables); 
• pencils and scratch paper; and 
• adequate lighting and ventilation. 
 
c.  Phone Lists and Pledge Cards 
 
A master list of all board members is necessary for use during the phone bank.  Ideally, 
for a business hours phone bank this list will be alphabetized by office rather than by 
individual member.  That way, all personnel from one office can be called prior to 
sending the runner to that office, which avoids duplicate trips.  The board membership 
list should provide the following information: 
 
• the name of each member; 
• the address and phone number of the office (or, if you are phoning in the evening, each 
member's home phone); 
• designation as to designated broker, associate broker, or sales associate. 
 
In addition, the phone lists given to callers must indicate whether each member has or has 
not contributed to RPAC previously this year.  It is also important that the list provide 
information about the previous year's giving to RPAC by each member.  In some cases, 
this information is provided in the membership printout your board or state association 
can provide.  In other cases, hand-written notations might be necessary to indicate 
previous givers and the amounts contributed. 
 
You must also have enough pledge cards on hand.  Many times these pledge cards are 
available from your board office, state association, or state RPAC.  Or, you can simply 
photocopy the card for use in your phone bank.  Pledge cards need only provide separate 
blanks for the contributor's name and address, the amount of the pledge, the name of the 
phoner, and a comment section for special instructions to the tally clerk or runner. 
 
4.  OPERATING YOUR PHONE BANK 
Once you have carefully planned your phone bank, provided the necessary telephones, 
recruited and trained your volunteers, and adequately furnished your phone bank location 
with equipment, supplies, and materials, you are ready to use a proven fundraising 
technique that, if done properly, can be both fun and rewarding.  Following are the 
sequential steps to be followed during an RPAC phone bank: 
 

x On the day(s) of the phone bank, volunteers should arrive prior to their assigned 
shift in time to sit through the complete training session (unless the training has 
been done previously). 
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x Volunteers should also give themselves time to have coffee, and make sure they 
have all of their materials before they begin making their calls. 

x Phone lists should be separated alphabetically and placed at each phoner's desk, 
along with a supply of pledge cards, pencils or pens, scratch paper. 

x Once the volunteers have been trained in what is expected of them, and have 
received a pep talk, they should begin their calling immediately. 

x As the phone solicitors receive pledges or refusals, they should mark their phone 
lists accordingly so that other phoners in different shifts but using the same list 
will know who has been called and who has not.  The following codes can be 
used: 

 
9 "$99," "$25," etc. indicates that a pledge in that amount was received; 
9  "NO" indicates contact was made with the member and that he or she chose not 

to contribute; 
9 "NA" indicates the member will not be available during the phone bank operation 

and there is no need to try to reach him or her; 
9 "CB-2 p.m." indicates that the prospect should be called back at a designated 

time; 
9 "BZ" - phone busy; 
9  "AM" signifies a persuasive message was left on and answering machine or voice 

mail; 
9 "LM" represents a message was left for them to call back (who?) 

 
x After marking the list appropriately upon completion of each call, the phoner 

should complete the pledge card. 
 

x The pledge cards are collected periodically by the tally clerk(s) who then: 
 

� tallies the pledges received by each phoner, keeps a running performance 
record for each solicitor, and posts this information on the blackboard or 
flip-chart every hour -- thus stimulating a healthy spirit of competition 
among phoners; 

� separates the pledge cards by area or neighborhood for runner collection; 
� after each shift, or more often if necessary, dispatches runners to pick up 

checks in their assigned areas; and 
� keeps the barometer chart current, since seeing the total move up also 

creates enthusiasm among the volunteers. 
 

x The supervisor(s) should be available during the entire phone bank to answer 
questions, ensure compliance with phone bank procedures, and act as cheerleader. 

 
5.  ASK FOR A SPECIFIC AMOUNT 
As with Dues Billing, and every other form of fundraising, you must suggest a specific 
RPAC contribution amount.  One of the fundamental principles of political fundraising is 
that people are not likely to contribute unless they are asked for a specific amount.  A 
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"give what you can" or "give what you feel is right" approach does not work in 
fundraising and will seriously impair you fundraising effort.   
 
To decide how much you will ask from each member, observe the following guidelines: 
 
• Never ask for less than the National "Fair Share" goal -- $15 per member per year. 
• Never ask for less than the member gave the year before. 
• Attempt to "upgrade", or increase the amount the member contributed the year before. 
 
Remember, it is always better to ask for too much than for too little.  A member is free to 
contribute as much or as little as they choose, but if you ask for only $15, chances are that 
is all you will get.  On the other hand, if you ask for $50, you might get $15, $20, $25 or 
maybe even the full $50. 
 
6.  EVENING PHONE BANKS 
In the past, most boards have conducted RPAC phone banks during business hours, from 
9:00 a.m. to 6:00 p.m., calling members at their offices.  Calling during the business day 
does offer several advantages.  But recently some boards have successfully tried a new 
tack:  calling members at home in the evening. 
 
Generally, evening phone banks are conducted from 6:00-9:00 p.m. or from 6:30-9:30 
p.m.  Some, however, have even run as late as 10:00 or 10:30 p.m..  Far from finding 
members objecting to late evening calls, some boards have found that the at-home rate 
and the "closing" rate during those hours are phenomenal.  Conducting an RPAC phone 
bank in the evening offers certain distinct advantages: 
 

¾ Personal Checkbook More Accessible -- Phone banks conducted during the 
business day sometimes meet with the excuse:  "I don't have my personal 
checkbook here at the office with me; it's at home."  This is an important problem 
when you are attempting to raise personal -- as opposed to corporate -- dollars, 
and are further attempting to pickup checks as pledges are made.  Calling 
members at home during an evening phone bank obviously circumvents this 
problem. 

    
¾ Harder To Screen, Or Refuse, Calls -- Sometimes when numerous members are 

being called at the same office during the day, word gets out quickly that "they're 
calling for RPAC."  Some members, knowing the call is a solicitation, will refuse 
to take it, or will have a secretary put off the caller.  Calling members at home 
during the evening means they are less likely to be able to screen, or refuse, you 
RPAC calls. 

    
¾ Easier To Recruit Volunteers -- If your board members know they can put in a 

full day's work before reporting for duty at your evening phone bank, it is often 
easier to recruit volunteers. 
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¾ Easier To Call From Board Office -- Another advantage of evening phone banks 
is that you can more easily use an existing board office.  Conducting a full-scale 
phone bank during the business day often interferes with the other routine 
business being conducted in the board office.  Calling in the evening, after regular 
employees have left for the day, eliminates that problem.  Also, using existing 
phones rather than installing special lines will save a considerable amount of 
money. 

 
Some boards that have conducted evening phone banks report that they find their 
members generally in a more relaxed, more receptive mood in the evenings, after the 
press of the day's business is over.  This can make for friendlier phone conversations, and 
an increased willingness to contribute. 
 
One disadvantage of evening phone banks is that, in some board jurisdictions, check 
pick-up is made more difficult.  When you conduct the RPAC phone bank during the day, 
runners will be picking up checks at members' offices.  During an evening phone bank, 
they must pick up checks at members' homes. 
 
Chances are, particularly in large urban areas, your members' offices will be more 
centrally located than their homes.  Some members may work in the city but live in a 
distant suburban area -- perhaps even in a different board jurisdiction.  Also, calling 
during the day allows your runners to pick up several members' checks at the same office 
location.  In the evening a separate stop will be necessary for almost every check. 
 
Nevertheless, the proven success of evening phone banks in those boards that have tried 
them makes this option worthy of consideration.  In your own board, you might want to 
try various combinations of business-hour calling and evening calling in order to find the 
most productive mix of calling hours possible. 
 
7.  PHONE BANK FOLLOW-UP 
At the end of each phone bank day, there are numerous tasks to be completed.  For 
example, you need to make sure: 
 
• the facility is straightened and cleaned up; 
• that all phone lists are in good condition and ready to be used again the following day; 
• adequate supplies and materials remain so that calling can begin promptly the next day; 
• to determine from runners which pledges were actually picked up and which weren’t; 
• to arrange for those checks that were not collected to be picked up the next day. 
 
Upon completion of the entire phone bank operation, several follow-up tasks remain.  If 
they are carried out with care and persistence, they can greatly increase your total phone 
bank collections. 
 
First, you should deliver all pledges that were promised to be mailed in, rather than 
picked up, to your board RPAC chairman or a designated RPAC committee member.  
Typically, as much as 30 percent of your total phone bank collections are pledged for 
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mail-in rather than pick-up.  The number of mail-in pledges can be greatly reduced if 
phoners emphasize same-day pick-up, but some mail-ins cannot be avoided.  Follow-up 
on mail-in pledges may involve having the board mail out statements or reminders, or 
follow-up telephone calls from members of the RPAC committee.  Either way, a phone 
bank will fall short of its potential if adequate follow-up on mail-in pledges is not carried 
out. 
 
Second, after the phone bank is completed, thank-you letters should be mailed to the 
entire board membership if possible.  Some local boards have found that this raises 
additional funds.  Members who could not be reached by telephone can be requested to 
contribute at this time.  As part of the appeal, you might mention the number of members 
who contributed through the phone bank effort, and the amount of money raised.  The 
board RPAC chairman or board president could sign the letter. 
 
8.  AWARDS AND RECOGNITION 
As a grand finale to the phone bank, the board RPAC committee might want to host a 
small cocktail party or buffet supper for the volunteers.  The party should be at the phone 
bank location, and could be held at the close of the final day. 
 
Such a function also provides an excellent opportunity to present a few modest awards 
for the phone solicitors who 1) raised the most dollars, 2) received the greatest number of 
pledges, or 3) received the greatest number of $99 contributions.  Still other categories 
might be especially appropriate in your particular phone bank effort.   
 
In addition, make sure that thank-you letters are sent to each of the volunteers who 
worked on the phone bank.  A phone bank will be much easier to organize next year if 
you have a group of previously trained volunteers willing to help again.  Finally, it is 
strongly recommended that the RPAC committee provide further recognition in the 
following forms: 
 
• publish the names of all contributors and phone bank volunteers in the board newsletter; 
• distribute badges or ribbons stating "I Gave to RPAC" to all donors; 
• distribute "99 Club" pins to all $99 contributors; 
• recognize RPAC givers and volunteers at all board luncheons, meetings, and functions. 
 
9.  PAYING THE COSTS OF PHONE BANKS 
There will usually be some costs associated with an RPAC phone bank:  for example, 
phone installation, location rental, printing of materials, or the purchase of coffee and 
refreshments.  Although some states do not allow it, under federal law it is legal for state 
associations and local boards -- as corporate members of the national association -- to pay 
costs associated with RPAC fundraising using state association or board (non-RPAC) 
funds.  Outside vendors, however, should be paid the usual and normal charge for their 
services by the board. 
 
You should be aware that certain state laws restrict the uncompensated use of board 
corporate facilities in the operation of phone banks.  Laws dealing with this matter are 
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complicated.  Consult with your state association, state RPAC or local board legal 
counsel, or the NAR RPAC Department to learn the details about how federal and state 
laws impact on paying the costs of RPAC phone banks. 
 
10.  SUMMARY 
RPAC phone banks are a cost and time-effective technique for raising small contributions 
from a significant percentage of your board membership in a concentrated period of time.  
Experience has proved them to be an effective wholesale technique for raising RPAC 
funds. 
 
The success of a phone bank effort, however, depends on the board RPAC committee 
members' strong leadership, careful planning, efficient execution, and thorough follow-
through.  Short cuts, modifications, an "I don't see why we have to do this" attitude, and 
lack of effective follow-up are sure to make any phone bank less productive.  Careful 
study of this  section of the handbook and implementation of the relevant suggestions will 
ensure an enjoyable and productive RPAC phone bank in your local board. 
 
C.  ONE-ON-ONE SOLICITATION  
 
Perhaps the most effective technique in almost any kind of fundraising -- RPAC, charity, 
church, etc., is the one-on-one solicitation.  As the name implies, this involves one 
member sitting down one-on-one with another to ask for an RPAC contribution.  
Although one-on-one solicitation is time consuming, most professional fundraisers agree 
that, while certain other techniques may be more productive in raising money from a 
larger number of people, one-on-one solicitation almost always is the most effective way 
to get a contribution from any one individual. 
 
In RPAC fundraising drives, one-on-one solicitation is particularly effective in two 
situations:  1) in smaller local boards where members tend to know each other, and 2) in 
seeking larger (i.e., $100 or more) contributions to RPAC.   
 
One-on-one solicitation is persuasive because it puts you -- the solicitor -- in the driver's 
seat.  We all know how difficult it is to say "no" to someone who is standing or sitting in 
front of us and looking us in the eye.  By contrast, it is much easier to discard a piece of 
mail or refuse to accept a telephone call.  There are other advantages in one-on-one 
solicitation.  You will no doubt know the answers to a prospect's questions, so you will 
be able to explain and describe how RPAC works and why it is important for the real 
estate industry to be involved in politics through RPAC.  Since you are there in person, a 
great deal of give-and-take is possible. 
 
Moreover, you can also fortify yourself with the idea that you are actually letting your 
prospect off the hook by asking him or her to simply write a check.  After all, you have 
not only contributed to RPAC yourself, you are also giving your time and energy visiting 
other members personally on behalf of RPAC.  This part of the section describes the 
"do’s and don'ts" involved in one-on-one solicitation.  Following the suggested guidelines 
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will relieve apprehension and make you RPAC solicitation efforts more enjoyable and 
successful. 
 
1.  WHO YOU SHOULD TARGET 
When you are asked to help RPAC funds by your local board RPAC chairman, or by a 
member of the board RPAC committee, they probably will give you a list of the members 
in your board they would like you to solicit one-on-one.  Since others will also be 
involved in the RPAC fundraising effort, duplicative efforts should be avoided.  
Therefore, each solicitor should have a different list of prospects he or she is to visit.  
Ideally, enough solicitors will have been recruited by your board RPAC chairman to give 
each a manageable number of prospects to call upon.   
 
If you are not given a list of the prospects you are to contact and if you have difficulty 
getting one (some local board drives are better organized than others), make your own 
list.  Start with every local board member you know personally.  Add to it any member 
who would have reason to know of you, or at least your name, even though you might not 
know them personally.  Then add other board members' names you may recognize, 
perhaps through their position in the board or in the community, but who may not know 
you. 
 
Remember, every Association member is a good target for an RPAC solicitor.  Even part-
time salespersons earn at least some of their livelihood from selling real estate and have a 
stake in governmental policies and the election of good candidates.  RPAC benefits the 
entire real estate industry, so every member should contribute to RPAC. 
 
2.  WHO CAN BE SOLICITED 
As an RPAC solicitor, you should know that federal law strictly limits who can be 
solicited to contribute to RPAC.  The Federal Election Campaign Act (FECA) stipulates 
that only members of the NAR and their families can be solicited for RPAC 
contributions.  Members' employees are not included, and cannot be solicited for RPAC.  
Although contributions to RPAC may be accepted from anyone who chooses to 
contribute, whether or not they are a member of the Association, no one other than those 
cited above can be solicited. 
 
Occasionally, a local RPAC solicitor will ask if they may solicit officers and employees 
of savings and loan associations or title companies that may be "affiliate" members of 
local boards, and with which local members do business.  Where such persons are 
individual affiliate members of the board they may be solicited, but though they might 
enjoy a close relationship with local board members, they cannot be solicited for RPAC if 
only their employer, and not them personally, are members of the board.  For a more 
complete discussion of who can be solicited for RPAC, consult section 3, "RPAC 
Fundraising & the Law." 
 
3.  SETTING UP APPOINTMENTS WITH PROSPECTS 
Once you have your list of members to contact, you must take the responsibility for 
setting up a mutually convenient time to meet with each of them.  Most local board 
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RPAC drives take place within a given time frame (e.g., April may be designated "RPAC 
Month," or the time period May 10-25 may be set for RPAC solicitation).  The best way 
to schedule appointments is by phone.  Call your prospect, identify yourself, and briefly 
describe why you are seeking an appointment.  (Example:  "George, I've been asked to 
help bring about more responsible government policies, and I'd like to meet with you to 
see if you'll help.") 
 
When setting up appointments you obviously must give your prospect enough 
information so that you will be able to confirm a date and time to get together.  But one 
word of caution:  Some prospects may push you to tell them exactly what you want over 
the phone (e.g., "I'm terribly busy this week, Mary, why don't you just tell me now what 
you want?")  If you get trapped into making the actual request for an RPAC contribution 
over the phone, you will have lost most of the advantages that one-on-one solicitation 
offers.  And you may let your prospect escape by giving him or her an opportunity to say 
"no" over the phone. 
 
THE FOUR RULES OF ONE-ON-ONE SOLICITATION 
Once you have agreed to solicit other members for RPAC, but before you make your first 
personal visits, you should learn the four rules for successful one-on-one solicitation: 
 
1.  You Must Have Contributed Yourself 
This is called the "put your money where your mouth is" rule, and it is an unbreakable 
one:  There is simply no way you can make an effective case for RPAC if you have not 
contributed yourself.  This is just common sense.  You could hardly ask someone to buy a 
certain product if you had to admit that you did not use it yourself.  It would be difficult 
to ask someone to vote for a particular candidate if you were not planning to vote for him.  
Many times, the first question your prospects will ask is, "If this is so important, how 
much have you given?"  You need not have been a big contributor, but you must be able 
to reply truthfully that you have contributed to RPAC at a level commensurate with your 
means.  This will increase your confidence and strengthen your hand in dealing with your 
prospect; if you have contributed and they have not, you, “have something over them.” 
 
2.  You Must State the Case for RPAC Effectively 
To get a contribution for RPAC from your prospects, you must do an effective job in 
"selling" RPAC.  In order to do that, you must 1) believe that RPAC is important and 2) 
understand how RPAC functions. 
 
Before you make your first personal visit make sure you have read all the available 
material about RPAC, understand how RPAC works, and know its purpose and structure.  
Most state associations or state RPACs and many local boards have printed material 
available that describes RPAC and its functions.   
 
As you call upon prospects, you know you will get some objections to contributing to 
RPAC.  Failure to respond convincingly can leave your prospect believing that no 
satisfactory answer exists.  Section 1 under RPAC FUNDRAISING (C) to review 
common objections to and questions about RPAC.  If you do not know the answer to a 
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question asked by one of your prospects, admit it and promise to find the answer.  To 
help you out, it is suggested you make a list of 10 or so good reasons as you see them -- 
based on your study of RPAC -- why every member should contribute to RPAC. 
 
During your visit with a prospect, use the listening and observing skills you have 
developed through your profession to help you know how to effectively state the case for 
RPAC to each individual prospect.  Relax, and try to pick up clues that will better help 
you understand your prospect's attitudes and motivations, and determine how to "get to" 
your prospect.  One good idea is to survey the member's office.  Look at the photographs 
and plaques on the wall, the art pieces and bric-a-brac on the shelves.  If you see a picture 
of horses, perhaps your prospect is interested in riding.  A short, pleasant chat can set the 
tone of the conversation and lead into a surprisingly easy and cheerful decision by your 
prospect to contribute to RPAC. 
 
It is always helpful to be able to leave your prospect with RPAC material.  Some state 
associations, state or board RPACs, and local boards have available their own specialized 
RPAC printed material that can be used by those involved in RPAC fundraising.  
 
3.  You Must Ask for a Specific Amount 
One of the fundamental principles of fundraising is that people are not likely to contribute 
unless they are asked for a specific amount, or at least an amount within a clearly 
delineated range.  A "give what you can" or "give what you feel is right" approach does 
not work in fundraising, and will seriously weaken your one-on-one solicitation efforts. 
 
In deciding how much to ask from each prospect, you should be familiar with the 
contribution categories established by your National RPAC trustees.  The National RPAC 
goal, called a "Fair Share," is $15 per member per year. To decide how much you will 
ask from each member, observe the following guidelines: 
 
• Never ask for less than the National "Fair Share" goal -- $15 per member per year. 
• Never ask for less than the member gave the year before. 
• Attempt to "upgrade" or increase the amount the member contributed the year before. 
 
If you can find no previous contribution record for some of your prospects, or if you are 
soliciting new board members, you will have to use your own judgment as to how much 
to ask for.  Based on your "feel" for the prospect, gathered through your conversation, 
settle on what you feel is a fair amount. 
 
4.  You Must Close the Sale 
Just as in selling real estate, to be an effective RPAC solicitor you must bring your 
prospects to the decision, "Yes, I will contribute to RPAC." 
 
Guidelines for the Grand Finale 
• Do not ask the yes/no question until you are sure you are close to a deal and have 
effectively conveyed all the reasons why this donor should give to RPAC.  Do not, 
however, take too much time and impose on the prospect. 
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• When the time is right, ask for the contribution directly and confidently:  "Mr. Jones, 
will contribute xx dollars to RPAC today?" or "Will you write a check to RPAC today for 
xx dollars?" 
• Wait for a response for the prospect.  You are not asking this person for money to put 
gas in your car, you are asking him/her to make an investment in their livelihood. 
• If the answer is yes, the next step is to thank the prospect and leave with the check 
• If the response is no, ask for a lesser amount.  If you are again met with a negative 
response, ask if there would be a better time of year or if they would consider an even 
lesser amount.  Be sure to also thank this prospect for his/her time. 
• Remember, just less than half of the NAR membership gives to RPAC, so don't take 
rejections too hard.  Do not become discouraged just because some members are not able 
to see their own self-interest in contributing to RPAC. 
 
5.  Follow-Up 
Once you have completed the solicitations of the individuals you have been asked to 
contact, be sure to follow up on any questions or requests that may have arisen during 
your visits.  Also, be sure to send them a thank-you note (regardless of whether or not 
they contributed).  For those individuals who said no this time, there is always next time. 
 
D.  SPECIAL EVENTS 
 
Special events are a great way to build camaraderie, generate enthusiasm and most 
importantly, raise money for RPAC.  Although often quite time-consuming in the 
planning department, when done correctly they will provide a large sum of money in a 
very short period of time 
 
A signature special event may become the highlight of your fundraising program - 
something to build up to over the course of the year.  You may also use an event as a 
tribute to your major donors through selective seating, private receptions, or by having a 
portion of the program in their honor. 
 
The definition of "special event" is limited only by your imagination.  Examples include: 
 
Art shows 
Auctions 
Bake Sales 
Barbecues 
Bingo 
Birthday Parties 
Book Sales 
Breakfasts 
Carnivals 
Coffees 
Concerts 
Conventions 
Dinners 
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Fashion Shows 
Galas 
Golf Tournaments 
House/Block Parties 
Luncheons 
Opening Nights 
Photo Opportunities 
Raffles 
Rallies 
Receptions 
Roasts 
Sporting Events 
Tennis Tournaments 
Victory Parties 
Walk-a-thons 
 
The "Sample Events" section in the Appendix details a number of other events that have 
been used by state and local RPACs nationwide.  For a more comprehensive outline of 
the necessary steps in planning a successful event, refer to Section V - "The Twelve Steps 
to a Successful Event." 
 
E.  DIRECT MAIL   
 
Direct Mail is an effective means to build a hearty, loyal database for fundraising 
purposes.  There are basically two types of direct mail programs - prospecting and "house 
files."  Prospect lists generate new donors, while house files generate new dollars.  
Prospecting and use of your organization's proven house file of former donors serve 
distinctly different purposes. 
 
Prospecting involves appeals to members who have not previously contributed.  This 
entails assembling lists of NAR members who have not yet contributed to RPAC, and 
sending them a piece of targeted mail.  House files are used to keep people donating. 
 
1.  KEY POINTS 
• Always ask the donor for at least the same amount as they gave the previous year. 
• Your direct mail copy must always give the donor a reason to give.  Create a sense of 
urgency that unless they contribute, you will not make your goal or achieve necessary 
legislative victories. 
• Let the donors know what their money is being spent on.  "Your contribution of $25 
will go directly towards helping RPAC's legislative issues such as "Keeping Banks out of 
Real Estate."  
• Always drive the donor's attention to the response form where they can help RPAC 
reach our goal by writing their check.  
 
 2.  CONTENTS OF A DIRECT MAIL PACKAGE 
• A personalized letter copy with a specific dollar request 
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• Response device (reply card or perforated tear off section) with a specific dollar request 
• A coded Business Reply Envelope (BRE) * 
• A carrier (outside) envelope 
• Stuffing, sealing and stamping 
 
*   A BRE is an envelope with postage paid for by your organization from an account 
established with the Post Office prior the mailing.  Rather than a BRE, a Return Address 
Envelope (RAE) may be used.  A RAE can be stamped first class by your organization or 
left without postage to save money, meaning that the donors would be responsible for 
affixing their own postage. 
 
Don't forget to include some kind of reply mechanism, such as an RAE or BRE 
mentioned above.  Make it as easy as possible for potential donors to respond. 
 
3.  USE DIFFERENT APPEALS 
Unfortunately, there is not one letter that will motivate the recipient to immediately write 
out a check and send it to RPAC.  Different people respond to different appeals, so 
regular mailings (if you have the resources) on various subjects make sense. 
 
Opinion surveys will ask individuals to send in their opinions on pertinent issues (RPAC, 
legislative accomplishments, etc.) along with their donation. 
 
Call to actions will stress how RPAC needs their support right now to work to defeat ___. 
 
Membership invitations to the various donor groups will provide individuals the 
opportunity to be recognized by their peers, attend special receptions/dinners with VIPs, 
receive lapel pins/membership cards/certificates of appreciation, etc. 
 
Issue updates sent to your donors will keep them informed of the status of legislation or 
current events (local/state/national) and show how their RPAC dollars are working for 
them.  
 
4.  PERSONALIZATION 
Donor file packages should always be personalized.  If the letter is addressed to Steve 
Austin, it means more to the donor than Dear Friend or Dear REALTOR®.  A more 
personal relationship is created... " I am writing to you Steve because I know you are 
concerned about...  The more past giving information you can use in the solicitation the 
more likely you will get the donor to give the same or an increased amount this year.  
This technique is highly successful by citing the donor's last contribution and asking for a 
matching gift. 
 
5.  CODE THE MAILINGS AND RETURN ENVELOPES 
Pre-code the business reply card and/or reply envelope of all mailing packages by list, 
and use those codes when entering donor and donation data in your database.  This can be 
done simply by writing an "OS" in the bottom left corner of the reply envelope so that 
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you know this donor responded to an Opinion Survey mailing.  That helps you keep track 
of which mailing packages (content and appearance) work best.   
 
6.  THANK YOUR DONORS 
Be sure that every donor receives a thank you, no matter the amount of their contribution.  
A letter signed by the RPAC chair or other member of leadership is appropriate, and you 
may also send a brochure or newsletter about RPAC.  A personal call from the Chairman 
is in order for people who give large sums, such as $500 or more.  This is also an 
excellent way to establish a relationship for increasing their contribution amount at a later 
date. 
 
7.  DATABASE MAINTENANCE 
Be sure to keep your House File as current as possible. Post any new contributions, with 
the codes previously mentioned that identify the mailing or other activity that prompted 
the donation. 
 
• Keep track of club memberships and be sure all members get invited to special events. 
• Try to include some personal information on each donor, beyond just their name and 
address, occupation, place of work, and names of family members are just a few 
examples. 
• Use returned mail from your fund raising appeals as an updating tool. 
• Build up a profile of your donors that goes beyond their name and address. Note 
important political geography, such as their congressional district, legislative district, and 
political precinct.  If you can add personal information such as their occupation, company 
name, spouses' name, hobbies, and the political issues that are the most important to 
them, so much the better.   
 
Such personalization may help you better select which mailings are appropriate for each 
donor. It most assuredly can help in direct appeals via telephone or one-on-one.  The 
better your House File becomes, the more useful it will be in activities beyond direct 
mail.  In addition, keep meticulous records of their giving patterns.  How much have they 
donated and how often?  Which mailing prompted them to give? 
 
8.  POSTAGE 
If you routinely use First Class postage, you will receive return mail that is undeliverable 
as addressed.  Also, the Postal Service will inform you of patrons who submitted change 
of address notices more than a year ago. The Postal Service won't forward mail after a 
year has elapsed, but they will inform you of the new address.  If costs dictate that you 
routinely use bulk rate, consider sending one mailing a year with "Address Correction 
Requested" printed on the envelope. The Postal Service then will return the undeliverable 
mail to you. They charge a fee for the returned items, but it is worth it to keep your 
House File cleaned up. 
 
First Class usually produces better results than bulk rate mail.  It is a tough call between 
whether the lower cost of bulk rate or the higher return of First Class produces a better 
net.  You may want to try some mailings each way to see which works better for you. 
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9.  COSTS 
Naturally the price of a mailing can vary a lot depending upon what you put into it and 
how you mail it.  But an average price, just to give a benchmark, 95 cents per letter.  That 
includes printing the letter, reply form, and other enclosures; the cost of the carrier 
envelope and the business reply envelope (BRE); and postage.  The cost per piece for 
printed materials that are ordered in small quantities will be higher than those ordered in 
higher volume.  But the 95 cent estimate at least gives you a basis of comparison. 
 
10.  SOME DIRECT MAIL "DO’S AND DON'TS" 
 
DO     DON'T 
Mail early and often   Procrastinate 
Be direct. Ask for the money  Ever think of your fund raising appeal as Junk Mail 
Try a variety of appeals  Forget a reply mechanism and to thank donors 
Make it easy for donors to give Make your mailing too expensive for donors 
Thank donors promptly  Forget to keep donors informed 
Keep your House File current  
 
F.  PLEDGES 
 
Although it is always preferable to receive a check at the time when asking a donor for 
support, pledges are the next best thing.  To apply the old saying "A bird in the hand 
beats two in the bush", a pledge is a bird flying from the bush to your hand.  It is your job 
to make sure the bird lands safely in the palm of your hand. 
 
The most important aspect of a pledge system is to ensure that the individual who pledges 
receives an invoice or notification as soon as possible after the commitment is made.  
This can be done by calling and arranging a time to pick the check up or having it sent to 
your office.  You may also send the individual a "bill" or "invoice" for the amount 
pledged along with a response envelope.  Regardless, it is imperative that every pledge is 
followed up on until you receive the check. 
 
Pledges are most common when an individual is solicited via telephone.  Successful 
phone bank systems have rapid and efficient fulfillment systems in place.  Another 
common haunt for pledges is special fundraising events.  Whether receptions, dinners, or 
other fundraisers, individuals may not have their check books with them.  Some donors 
prefer to receive a notification when it is time to contribute to RPAC - they wished to be 
billed for their support.  If a donor cannot make a one-time contribution, offer them the 
opportunity to be billed each month for a smaller donation.  Rather than receive $100 
once a year, bill them for $10 a month - explain it as 33 cents a day - and end up with 
$120 from the donor at the end of the year.  Soon enough, the donation to RPAC will 
become just like the donor's rent or mortgage payment - something to be paid each 
month. 
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RPAC CONTRIBUTION CARD 
 
  ____ Yes, I want to make my best investment in real estate by supporting RPAC's 
efforts to preserve the future of our industry.  I have enclosed my contribution of: 
 
 ___ $1,000 ___ $500 ___ $100 ___ $50 ___ $15____Other _____________ 
 
Please make all checks payable to your state association RPAC 
 
NAME:  _______________________________________ 
ADDRESS:_____________________________________ 
CITY, STATE, ZIP: ______________________________ 
PHONE:________________________________________ 
FAX ___________________________________________                  
COMPANY:  ____________________________________ 
OCCUPATION:__________________________________ 
LOCAL BOARD: ________________________________ 
NRDS ID #: _____________________________________ 
 
Contributions are not deductible for income tax purposes.  Contributions to RPAC are 
voluntary and are used for political purposes.  You may refuse to contribute without 
reprisal and the National Association of REALTORS® or any of its state associations or 
local boards will not favor or disfavor any member because of the amount contributed.  
70% of each contribution is used by your state PAC to support state and local political 
candidates.  Until your state PAC reaches its RPAC goal 30% is sent to National RPAC 
to support federal candidates and is charged against your limits under 2 U.S.C. 441a; 
after the state PAC reaches its RPAC goal it may elect to retain your entire contribution 
for use in supporting state and local candidates.  
 
 
IV. CREATING AND IMPLEMENTING A FUNDRAISING PLAN 
 
A.  SETTING FUNDRAISING GOALS 
Raising money for RPAC requires careful planning, a high degree of organization, and 
thorough implementation of your fundraising plan.  RPAC fundraisers have a tremendous 
advantage over the majority of fundraisers nationwide - a highly organized network in 
every state (and the District of Columbia, Puerto Rico, the Virgin Islands, and Guam) on 
both the state and local level.  A carefully thought out fundraising plan will establish the 
goals, time schedules and organizational structure for the year.  A written script for every 
one involved to follow will help everyone work to together to have a successful 
fundraising year. 
 
1.  SET GOALS 
• Overall dollar goal.  Your total fundraising goal for the year should be at the minimum 
your "Fair Share" total, which is $15 per REALTOR® member (Remember, that is just 3 
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cents a day, less than 1 dollar a month.)  It is a good idea to set separate goals for 
corporate contributions and personal contributions. 
 
• Percentage of participation goal.  Roughly 40% of NAR members nationwide contribute 
to RPAC.  Much emphasis has been placed on increasing participation. A very basic rule 
of fundraising is the more people that are giving on a regular basis, the more money you 
will raise.  Always set a participation goal higher that the previous year's level. 
 
• Organizational goal.  Where do you want to be as a state association or local board.  Do 
you want to raise the most money of any board in your state?  Or maybe you want to 
have a minimum number of "Sterling Rs" or "99 Club" members.  The more goals that 
are set, the greater chance for increased enthusiasm and opportunity for success. 
 
2.  DEFINE METHODS TO ACHIEVE GOALS 
How will we achieve the goals that we have established?  A solid program including a 
mixture of dues billing, phone banks, special events and direct mail will help you 
maximize your efforts and your income. 
 
3.  ESTABLISH TIME FRAMES 
Before the year begins, it is imperative to have a timeline in place that clearly outlines 
when you will be undertaking specific activities. The earlier in the year money is raised, 
the better off you are.  Money raised in November and December does not do much good 
for the current year.  The time schedule for an RPAC drive can vary greatly from state to 
state and board to board.  Many designate an "RPAC Month" or "50 days to goal" time 
frame to heavily concentrate their efforts and sustain a continuous, focused fundraising 
drive. 
 
4.  ASSIGN RESPONSIBILITY 
The more individuals involved in the fundraising process the more enthusiasm and 
support generated, and the greater number of people solicited.  In addition, it is beneficial 
to have a point person for the different methods of fundraising (Special event chair, 
Phone bank chair, etc.).  Assign specific job responsibilities to everyone involved in the 
RPAC fundraising process - Association/Board officers and staff, RPAC Chairmen and 
trustees, etc.  Never assume that anyone knows what they are supposed to do.  These 
individuals are one of your greatest fundraising resources, be sure to use them to your 
maximum advantage. 
 
B.  CONTRIBUTOR FILES  
Fundraising becomes a lot simpler if you know who your contributors are.  Be sure to 
keep your Donor File as current as possible. Post any new contributions, with the codes 
previously mentioned, that identify the mailing or other activity that prompted the 
donation. 
 
At the minimum, each individual file should include: 
• Full Name 
• Salutation 
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• Home address and phone 
• Company name 
• Work address and phone 
• Fax number 
• Occupation 
• Congressional District 
 
In addition, it is a good idea to have a section for comments.  In this area pertinent 
information such as Club memberships, past awards, community involvement, personal 
relationships with state/local leadership, and other points of interest.  An informed 
fundraiser is a successful fundraiser.  
 
Finally, each record should have a detailed history of the donor's past contributions, in 
addition to how they donated.  Was it from a direct mail solicitation?  If so, which one?  
Have they attended the Rodeo fundraiser each year for the past 5 years?  Why not ask 
them to play a more prominent role in this year’s?  This information is invaluable when 
deciding how much of a contribution to ask for from a particular donor.   
 
If Mr. Jones gave $80 over the course of last year (say $40, $30, and $10 separate 
contributions), this year you could approach him and say "Thank you for all of your 
support last year, did you realize you were only $19 away from becoming a '99 Club' 
member?"   
 
A thorough contributor file will reveal what motivates people to give and their giving 
patterns.  Those are two large hurdles to have already cleared when racing to the finish 
line of receiving a contribution.   
 
The next section of this Almanac provides a sample fundraising plan to use as a "recipe 
for success" for your organization.   
 
ABC STATE ASSOCIATION OF REALTORS® 
POLITICAL ACTION COMMITTEE 
RPAC Fundraising Plan 
 
If you fail to plan, you plan to fail!  Experience has shown that any successful fundraising 
drive has an organized, methodical, innovative, and prioritized fund raising plan.  Raising 
RPAC dollars is no exception to this rule.  As such, the ABC State Association of 
REALTORS® Political Action Committee has adopted the following plan for its 2007 
Fundraising Drive. 
 
For our purposes, RPAC dollars are monies raised voluntarily from REALTORS®, 
REALTOR® Associates, their families and state association/local board staff.  These 
contributions are written on personal bank accounts.  All funds are deposited into the 
Association's RPAC Transmittal Account, for processing to the state's PAC account, as 
well as to the NAR/RPAC Transmittal Account. 
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Goals 
 
GOAL 1: Enhance RPAC 
 
The ABC State Association of REALTORS® has a membership of 40,000 REALTOR® 
members with 17,000 real estate firms and/or Designated REALTORS®.  The 
Association's RPAC "Fair Share" (personal contributor) goal is $600,000 or $15 per 
REALTOR® member.  Of that $600,000, 30 percent  ($180,000) will go to National 
RPAC to support federal candidates, and 70 percent ($420,000) stays in the state to 
support state and local candidates.  The Local Board's share of RPAC funds is 25 percent 
of the State's funds ($105,000).  
 
Last year’s RPAC fundraising drive produced $468,000; 78 percent of the Association's 
Fair Share goal.  To enhance our ability to influence elections, the Association is 
initiating a fundraising drive to increase our "Fair Share" effort.   
 
Timetable for Fundraising (Goal:  $400,000) 
 
%  of Goal Collected  Dollar Amount Collected   Date 
50%    $300,000     March 1 
75%    $450,000     May 1 
100%    $600,000     June 1 
 
 
Meeting these timetable goals will allow the Association to develop a strategy for 
electoral campaigns, without having to worry about cash-flow for the implementation of 
election-year activities. 
 
GOAL  2: Enhance fundraising base 
 
Last year 30 percent of the Association's REALTOR® membership made personal 
contributions to RPAC.  This year we have established a RPAC participation goal of 50 
percent.   
 
GOAL  3: Enhance Political Activity 
 
The Association currently has an arsenal of political programs that mirror many of the 
programs initiated by National Association of REALTORS®.  These programs include 
RPAC Fundraising, Political Education, Issues Mobilization and Political 
Communication.   
 
Over the last two election cycles, the Association participated in over 280 electoral 
campaigns, three ballot initiatives, and 14 lobbying campaigns.  All of these activities 
were performed with an annual program budget.  
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Fundraising Committee Job Responsibilities 
 
Association President 
The ABC Association President must provide leadership and inspiration to sell the 
REALTORS® Political Action Committee to the Board of Directors and the local Boards 
of REALTORS® leadership.  The President must appoint a hard-working, Fundraising 
Committee Chairman by November 1st.  The President must also symbolize his or her 
leadership by making at least a $99 contribution to RPAC.   In addition, the President 
must encourage the Board of Directors, local Board Presidents, and local Board RPAC 
Chairmen, etc. to do the same.  The President should be available to attend ABC’s 
Association Leadership Conference.  The President should also be available to meet with 
the state's largest Brokers as needed, as requested by the Fundraising Committee 
Chairman. 
 
Fundraising Committee Chairman 
The Fundraising Committee Chairman must take the responsibility of writing a carefully 
thought-out fundraising plan with the assistance of Association staff, and for overseeing 
the implementation of that plan.  This includes, recruiting dedicated and responsible 
members to serve on the Association's Fundraising Committee who will make the 
commitment to carry out their assigned tasks.  The Chairman should at least contribute 
$99 to RPAC and encourage the members of the Committee to do the same.  The 
Chairman must attend the National Association of REALTORS® RPAC Fundraising 
Conference and oversee the Annual ABC Association RPAC Training Seminar 
 
Fundraising Committee Members 
Members of the Fundraising Committee are responsible for assisting in the 
implementation of the ABC Association's Fundraising Plan in any way possible.  They 
should be available to speak at any and all local Board meetings in their region, to meet 
with Brokers about the significance of contributing to RPAC, and should assist the local 
Board RPAC Chairmen in raising funds.  The Committee needs to be as large as 
practical, and every member of the Committee should first make a contribution to RPAC 
before soliciting others.  
 
Phone Bank Coordinator 
The Phone Bank Coordinator has the responsibility of assisting the local Boards in 
organizing their phone bank operations.  In conjunction with the local Board RPAC 
Chairman, the coordinator is also responsible for recruiting local Board phone bank 
coordinators, and supplying them with the information and materials necessary to have a 
successful drive. 
 
Governmental Affairs Staff 
The Association's Governmental Affairs staff must provide support for all fundraising 
activities, including making sure that the necessary records are maintained and that all 
money collected is properly handled and transmitted to the various accounts of the 
Association and National RPAC within the prescribed time limits.  In addition, the staff is 
responsible for ensuring that the Fundraising Plan is implemented on schedule. 
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Educational & Training Programs 
 
The ABC Association realizes that in order to implement any successful fundraising 
drive, it is necessary to educate both those participating in collecting monies and those 
contributing the funds. As such, the ABC Association will invoke a two-pronged 
approach to this process.   
 
Volunteer Training 
The Association will provide training opportunities for those involved in the fundraising 
drive to acquaint them with the proper fundraising techniques and arm them with the 
information necessary about RPAC so they can successfully carry out their respective 
roles in the fundraising process.  Again, this year, the training will take several forms. 
 
Leadership Conference 
At the ABC Association Leadership Conference, scheduled for December 14-15, 2006, a 
1-day RPAC Seminar is planned.  This seminar is designed for all incoming Presidents 
and Board RPAC Chairmen, all Board Executive Officers/Secretaries, and Governmental 
Affairs Staff, as well as any other members interested in fundraising for the Association. 
 
Seminar topics will include: 
1.  History and Structure of RPAC 
2.  2006 National and State RPAC Goals 
3.  Reasons for Supporting RPAC 
4.  How RPAC Decisions Are Made 
5.  Successful Fundraising Techniques 
6.  Writing a Local Board Fundraising Plan 
7.  How to Organize a Successful Board RPAC Drive 

 
January Mid-Winter Directors Meeting 
The ABC Association will hold its Mid-Winter Director's Meeting January 9-12, 2007.  
At the meeting, all Board RPAC Chairmen will be asked to attend and provide a report to 
the ABC Association's Fundraising Committee on their respective 2004 RPAC 
Fundraising Plans they have written. Also at the meeting, the Board RPAC Chairmen will 
receive a computerized list of their Board members with a full RPAC contributor history 
on each going back ten years. 
 
All Year 
The ABC Association and the ABC State RPAC have suggested that special emphasis be 
placed upon RPAC educational efforts in conjunction with Board Orientation Sessions 
for new members.  This program should be implemented via the Board RPAC Chairman, 
and Board staff. 
 
The ABC State RPAC Trustees are considered trainers during the entire year.  They are 
asked to be available to speak at Board meetings and regional or district meetings.  They 
are also available to help in solving any problems that may develop during the 
fundraising drive.   
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Member Education 
The Association will designate a portion of its political communications budget and 
RPAC fundraising budget for the first year to pay for expenses related to fundraising.  
This year the ABC Association has set aside $17,000 for promotional and educational 
activities. 
 
REALTORS® who are educated about RPAC and the political/legislative process will be 
more willing to contribute.  Therefore, the officers, Fundraising Committee and staff 
have agreed to undertake several member education programs to assist with the 
fundraising drive. 
 
Association Newsletter 
The ABC Association newsletter is published monthly and distributed free of charge to 
all of the Association's 40,000 members.  Throughout the year, the newsletter will feature 
articles on political and legislative activities of the association and the role RPAC plays 
in those activities. 
 
Examples of feature articles include: 
 
January 
The issue will carry a story about the members of the Fundraising Committee, who they 
are, why they are involved, and the importance they place on raising funds for the 
Association's political activities. 
 
February 
The issue will feature a story on "RPAC Month," explaining the history of RPAC, the 
Association's endeavors in the political arena and will include a convenient lap-card that 
is designed as a postage-paid pledge form for members who wish to contribute to RPAC. 
 
March - June 
The issues will include lists of RPAC contributors exceeding $99 dollars, along with a 
barometer highlighting this year's goals.  Other articles on legislative and political 
activities will compliment the fundraising efforts. 
 
Monthly 
In addition to RPAC promotion, the issues will contain articles about the Association's 
lobbying campaigns in the Legislature and Congress and how the member's contributions 
have enhanced our efforts to drive the Association's legislative agenda both at home and 
in Washington.  Also, the issues will highlight local lobbying efforts taken on by the 
Boards throughout the state. 
 
Board Meeting Presentations 
The ABC Association in coordination with the local Boards has scheduled speakers who 
will make addresses about RPAC at each of the 20 local Boards of REALTORS® 
Director's Meetings.  Members of the Association's Fundraising Committee have been 
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assigned to each local Board and will make presentations to the Directors with the local 
Board RPAC Chairman. 
 
Mailings to Members 
Just prior to the beginning of February, the ABC Association will mail every Broker a 
brochure outlining the importance of contributing to RPAC and how their personal 
dollars are used.  The brochure will have a perforated postage-paid Business Reply Card 
so they can make their annual pledge to RPAC.  Once returned, these pledges will be 
followed-up on by members of the Fundraising Committee who will coordinate the 
collection of those dollars with the local boards of REALTORS®.  
 
Other mailings will sent to targeted members on a monthly basis that keep them updated 
on various issues of concern to the real estate industry making their way through the 
Legislature.  These mailings will be oversized post cards highlighting the issues and how 
RPAC dollars are working help the real estate industry. 
 
FUNDRAISING TECHNIQUES 
 
The ABC Association will be recommending to Boards and implementing the following 
fundraising techniques to raise RPAC: 
 
Dues Billing 
Dues billing, which involves billing members for voluntary contributions on the 
Association's dues statement, has been found to be a very effective way to raise money.  
Boards are encouraged to add voluntary contribution amounts to their dues statements. 
 
Direct Mail 
During the last week of February, a letter co-signed by the Association President and 
Fundraising Chairman will be sent to every Broker in the state reminding them that this is 
"RPAC Month" and asking them to participate in RPAC through a personal contribution.  
The letter will include the RPAC brochure, as well as a envelope to return their 
contribution to the Association. 
 
Personal Solicitation 
During the ABC Association will hold special training for each local Board RPAC 
Chairman regarding Broker Presentations.  Then, throughout the year, Board RPAC 
Chairmen will target the top 25 Brokers in their Board and have their committee 
members make personal visits to those individuals.  To aid them with these visits, the 
ABC Association has provided each Board with 25 "PAC Kits" to be used during the 
presentations.  The goal of each visit will be solicit $99 for RPAC. 
 
The PAC Kits include: 
 
• Brochures about RPAC and the Association's political activities 
• Voting records of their state legislative delegation 
• Lists of issues won because of RPAC's success 
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• Pledge Cards for contributions 
• Lists of Brokers/members within the local Board that have and haven't yet contributed 
• Other information relevant to the Association's political activities 
 
Special Events 
Boards deciding to use raffles, auctions, dinners, golf tournaments, etc., to raise funds 
should first contact the ABC Association staff to determine the legalities and feasibility 
of using such techniques.   
 
Phone Banks 
Phone banks using REALTOR® members to contact their peers in the Association is an 
excellent way to ask for contributions.  Boards with membership of 300 or more should 
give serious consideration to conducting a carefully planned and executed phone bank 
operation as a follow-up to solicit those members who did not contribute through dues 
billing or direct mail. 
 
Contributor Awards for ABC Association 
Awards are an important way to recognize contributors.  The ABC Association's 
Fundraising Committee has purchased several items, which it will use to reward and 
recognize RPAC contributors.  The following awards will be provided by the ABC 
Association to recognize various contributor levels: 
 
$99 Club 
All contributors of $99 or more will receive a "99 Club" lapel pin.  A breakfast will also 
be held for these members during the Association's Mid Year Meeting to be held in June. 
 
Capitol Club 
Those who contribute $250 to $999 will receive a "Capitol Club" lapel pin, and a plaque 
for their office to recognize their support for the Association's political activities.  In 
addition, they will be hosted to a private reception with the State's legislative delegation 
during the Mid Year Meeting in June. 
 
NAR Sterling R 
Those who contribute $1,000 in a calendar year will receive a "Sterling R" lapel pin 
decorated with diamonds for each $1,000 of support for RPAC.  In addition, they will be 
hosted to a private dinner with the Governor and members of Congress from throughout 
the state during the states Mid Year Meetings. 
 
NAR Crystal R 
Those who contribute $2,500 in a calendar year will receive a "Crystal R" lapel pin. For 
each year they sustain with a $1,500 contribution, a new pin decorated with diamonds for 
each year of support for RPAC will be added.  In addition, they will be hosted to a private 
dinner with the Governor and members of Congress from throughout the state during the 
Mid Year Meetings.  An annual luncheon for all "Crystal Rs" will be held in the fall. 
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NAR Golden R 
REALTORS® who make contributions of $5,000 to RPAC in a calendar year will 
receive a plaque for their office signifying their support.  In addition, at the Mid Year 
Meetings in Washington, D.C. to be held in May, they will be invited to many special 
Association and Congressional events. 
 
Board Awards 
The ABC Association has established the following 5 categories of Board performance 
Awards: 
 
FIRST TO REACH GOAL -This award recognizes the first Board of any size to 
achieve its annual goal. 
 
MOST DOLLARS COLLECTED - This category awards the board that collects the 
most dollars in its fundraising drive. 
 
MOST STERLING Rs - This award recognizes the Board that has the most Sterling Rs. 
 
HIGHEST PERCENTAGE OF PARTICIPATION - This award recognizes the Board 
with the highest percentage of its membership making contributions. 
 
OVERGOAL - This category of awards is for all Boards of any size, which exceed the 
goal of $15 per member. 
 
Sample Fundraising Activity Schedule/Timeline 
 
November  
• Organization meeting of the Fundraising Committee 
• Fine-tune and approve Fundraising Plan for the coming year 
(Plan should be written well in advance) 
• Job assignments given to members of the Committee 
• Arrangements for Annual RPAC Training Seminar completed 
• Dues billing tallies and list of contributors/non-contributors provided to Boards. 
• Work with Boards to ensure that fundraising committees and chairmen are in place. 
 
December   
• Second meeting of the Fundraising Committee 
• All officers and directors solicited for contributions  
• Conduct Annual RPAC Training Seminar for local RPAC Chairmen and committee 
members 
• Provide Boards with histories of contributors going back ten years. 
• Target lists of Brokers provided to the Committee  
 
January   
• Third meeting of the Fundraising Committee 
• Article in Association Newsletter about members of the Fundraising Committee 
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• Phone Bank Coordinator begins soliciting Board coordinators 
• Brochures mailed highlighting RPAC and its significance to the Association's 
legislative and congressional agenda. 
 
February   
• Fourth meeting of the Fundraising Committee - RPAC Kickoff  event for the members 
• Train Board phone bank coordinators 
• Follow-up letter sent to Brokers from President and Fundraising Chairman 
 
March   
• Fifth meeting of Fundraising Committee 
• Fundraising Committee members speak at Boards and make personal visits to Brokers. 
• Board RPAC Chairmen and Committee members begin speaking at sales meetings and 
meet with Brokers to solicit dollars. 
• 50% of goal achieved 
 
April  
• Sixth meeting of the Fundraising Committee 
• Speaker of the House speaks to Fundraising Committee meeting 
• Members of the legislature are solicited to speak at Boards throughout the state at 
Board's meeting about political involvement in conjunction with local Board RPAC 
Chairmen  
• Fundraising Committee organizes teams to conduct one-on-one solicitation of state's  
 largest Brokers who still have not contributed. 
• Phone bank operations going strong at Boards 
• 75% of goal achieved 
 
May  
• Seventh meeting of the Fundraising Committee 
• Supplemental fundraising activities may be conducted during this "clean-up month" 
• Final round of one-on-one solicitation with state's largest Brokers 
• Collect information for recognition of members and Boards 
• 100% of goal achieved 
• Plan recognition events for all contributors to be held during the Mid Year Meetings 
 
June  
• Host recognition events for contributors and Board performance  
• Report on Fundraising Plan to ABC Association Board of Directors.   
• Timely mailings going out Brokers and members of the Association on issues 
• Direct mail being used to solicit Brokers contributions to RPAC 
• Personal solicitation of Brokers  
• Articles in the Association's Newsletter related to RPAC 
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V. THE TWELVE STEPS FOR A SUCCESSFUL EVENT 
 
1.  RECRUIT 
Develop a list of potential event chairpersons, co-chairpersons, ticket sellers and 
additional volunteers.  These people could be past contributors, friends, and associates.  
Network as much as possible to add the maximum number of potential names to your list.  
A good incentive is to have the individual who sells the most tickets or raises the most 
money serve as Honorary Chairperson, be seated at the head table, or receive some other 
kind of recognition.   
 
Once you have your team or "steering committee" in place, it is time to get to work.  Plan 
a meeting at a mutually convenient time for everybody to outline your event.  This should 
take place about 8 weeks prior to the fundraiser.  Be sure that everyone understands their 
roles - to sell tickets, generate enthusiasm, and ensure that you have a successful event.  
Ask each of them if they are willing to make this commitment.  Many events have failed 
due to an unmotivated, unfocused steering committee 
 
2.  SET THE GOAL 
How much money do you want to raise from this event?  It is much easier to sell tickets 
to an event when you can tell your prospective donor what the goal is, how much has 
already been raised, and how their contribution will help you reach it.  In addition, the 
level of excitement and enthusiasm increases for everyone (volunteers and donors) as you 
get closer to achieving your goal.   
 
3.  TARGET 
Decide the level of contribution you will ask for, being careful not to price the tickets out 
of your target audience's reach.  This will help you determine the size of the event you 
will plan.  It will also ensure that your goal is realistic in relation to your target donors.  
When considering this, it is a good idea to "tier" your event to raise the maximum amount 
possible.  For example, if you are planning on having a dinner and charging $100 a 
person, why not have a private reception prior to the dinner for individuals that contribute 
$250.  If you are having a VIP give an address at dinner, ask him/her to attend the private 
reception.  If the VIP is willing to do that, ask if he/she wouldn't mind having a photo 
opportunity for $1,000 donors. 
 
The VIP reception may also be a benefit of membership in one of your donor groups.  If 
someone is already a NAR Sterling R or Capitol Club member, they will receive 
preferential treatment because of their support.  
 
4.  DETERMINE A THEME 
Why are you raising this money?  Where does it go and what is it being used for?  These 
questions will undoubtedly be asked by the individuals you are soliciting, and can prove 
to be a unifying force among volunteers and attendees.  If your goal is to raise the most 
money of any board in the state, the theme could be “All aboard the State's largest 
Board.”  You may also consider having an "Awards Banquet" to honor major donors 
and/or your own organization's accomplishments over the course of the year.  The theme 
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you choose does not have to be specific, just something to serve as a rally cry and 
generate support.  
 
Special guests - such as local, state or national elected officials and celebrities - you wish 
to invite and potential event locations should also be discussed and decided upon at this 
point.   
 
5.  PLAN 
It's time to finalize the basics.  The actual date of the event may be contingent upon who 
you wish to have as a guest speaker.  Be sure that you don't plan an event when neither a 
VIP guest or any donors can come.  Check the calendar for holidays or other events (local 
fairs, community outings, etc.,) going on the may coincide with you event.  The different 
tiers of your event should also be finalized at this point.  Also, develop a written budget 
of estimated income and expenses.  You must know the maximum amount you can spend 
in order to make this effort worthwhile. 
 
You should also create a written organizational chart that explains the different roles and 
responsibilities of each individual for the event.  As discussed earlier, the more the 
merrier- Chairperson, Co-Chairs, Vice-Chairs, Ticket Captains, Promotions Chair, etc. - 
be creative and do not tolerate any "slackers" on your steering committee. 
 
6.  SECURE THE VENDORS  
After your first meeting, secure all of the arrangements for the event: venue; food and 
beverage; entertainment; decor (flowers, centerpieces, decorations, etc.); special guest; 
and anything else you have decided on.  It is a necessity to make sure these items are 
taken care of to avoid last minute chaos. 
 
7.  DEVELOP A TIMELINE 
Now that the logistics are set, it is helpful to create a week by week, day by day 
breakdown of the steps you need to take and deadlines that need to be met in order to 
reach your goal.  This should also be a written down and distributed to your steering 
committee.   
 
8.  PROMOTION, PROMOTION, PROMOTION  
Ideally, heavy promotion of your event should begin 4-6 weeks prior in order to give 
everyone ample time and to cut down on the "I have something else planned" response.  
Give everyone who is on your team a packet of tickets and an information sheet.  Be sure 
each seller knows the details and theme of the event, what the fundraising goal is, and 
what the money is being used for.  Publicize the event in your local newsletter, contact 
major donors via phone and ask if they would like to be an event sponsor.  Hand out 
flyers, buttons or pins.  If you have access to e-mail, send out promotional pieces and ask 
that the recipient pass along this opportunity to fellow REALTORS®.   Again, the more 
people that know about your event, the greater number of attendees you will have.  Be 
creative and cost efficient.   
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9.  GAUGE YOUR PROGRESS 
Set up a system so that each member of your steering committee and other individuals 
who are selling tickets is contacted each week.  This will keep each updated as to how 
close (hopefully not how far) you are to attaining your goal.  Set up a thermometer chart 
or some other visible indicator of how sales are going so when people stop by the office 
further enthusiasm is generated.  Ask if anyone has encountered  questions they weren't 
sure how to answer or if more supplies (tickets, flyers, buttons, etc.) are needed.  As 
mentioned earlier, offer prizes/rewards for the most productive sellers. 
 
10.  IT'S EVENT TIME  
Now that the big day is finally here, it is time for RPAC to shine.  Everyone should know 
their role for the evening. Be sure to announce during some point in the program how 
much money was raised.  Thank everyone for their support.  There should also be a brief 
explanation of RPAC - our mission, our accomplishments, and our goals.  If there is a 
lengthy program, try to keep it on schedule.  You do not want your guests to get "antsy." 
 
11.  FOLLOW UP  
Although the event is over, your work is not.  Now is the time to ensure that all of the 
possible loose ends are securely tied up.  Most importantly, the day after the event begin 
to follow up on any outstanding pledges for the event.  There may have been several 
people who came to the event without a ticket and you graciously let them in because 
there were a few extra seats.  Well, nothing in life is free - and certainly not drinks or 
dinner.  Make sure they get invoiced - either over the phone or through the mail.  Also, 
maybe some of the attendees wanted to go to the VIP reception but hadn't purchased a 
ticket yet.  Let 'em in now and make 'em pay later. 
 
12.  THANK YOU  
Lastly, but most important, thank everyone who attended or volunteered for the event.  If 
things went as planned, and surely they did, you will probably be having another event 
next year (or before).  Hopefully, an annual event will become the highlight of your 
fundraising program.  Everyone who enjoyed themselves and was thanked for their 
support, whether financial or as a volunteer, is sure to answer the call the next time 
around.   
 
 
VI. RECOGNITION 
 
It is acceptably human for people to seek the recognition and applause of their peers.  
This is particularly true in fundraising.  Though there are always a few who prefer to be 
anonymous contributors, or want to work only in the background with no credit, most 
people respond to a bit of praise and attention.   
 
The savvy state association or local board will make effective use of this aspect of human 
nature in its RPAC fundraising drives.  It is almost impossible to hand out too many 
awards at any level in the RPAC fundraising process. 
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Three contributor membership groups currently exist at the National RPAC - Golden R, 
Crystal R and Sterling R donors.  There is also a National RPAC Hall of Fame. These 
programs are maintained (sending pins, plaques, etc.) by National RPAC.  State 
associations, local boards, and state and board RPACs should seriously consider 
establishing award and recognition programs of their own. State associations should 
focus on award programs for larger donors and for outstanding performance by individual 
boards in their RPAC drives.  Boards should try to award and recognize virtually every 
member who contributes, in addition to those who volunteer their time to assist in the 
RPAC fundraising effort. 
 
A.  NATIONAL RPAC RECOGNITION PROGRAM 
 
1. STERLING R 
 
ELIGIBILITY: 
The membership requirement for a Sterling R is a $1,000 RPAC contribution annually.  
Each year the State Association would retain 70% ($700) and RPAC would retain 30% 
($300).  Full Sterling R benefits will be conveyed to the contributor once RPAC receives 
the 30% portion of the contribution.  In order to receive NAR Sterling R recognition and 
membership benefits, RPAC must receive its 30% portion regardless of whether the state 
has met or exceeded 100% of its "Fair Share" goal. 
 
BENEFITS: 
1. Sterling R membership lapel pin. (New pin each year sent directly to contributor) 
2. Sterling R plaque given to first-time Members. (Plaque sent to association) 
3. Recognition on "electronic banner" at Mid Year Meeting and at Annual Convention. 
4. Personalized thank you letter signed by RPAC Fundraising Chairman. 
 
2. CRYSTAL R 
     
ELIGIBILITY: 
This new program became effective January 1, 2002.  The membership requirement for a 
Crystal R is a $2,500 RPAC contribution to join followed by a $1,500 annual 
contribution to sustain.  Each year the State Association would retain 70% ($1,750) and 
RPAC would retain 30% ($750).  Full Crystal R benefits will be conveyed to the 
contributor once RPAC receives the 30% portion of the contribution.  In order to receive 
NAR Crystal R recognition and membership benefits, RPAC must receive its 30% 
portion regardless of whether the state has met or exceeded 100% of its "Fair Share" goal. 
    
BENEFITS: 
1. Crystal R membership lapel pin. (New pin each year sent directly to contributor) 
2. Crystal R award given to first-time Members. (Plaque sent to association) 
3. Recognition on "electronic banner" at Mid Year Meeting and at Annual Convention. 
4. Personalized thank you letter signed by RPAC Fundraising Chairman. 
5. Invitation to private receptions during National meetings. 
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3. GOLDEN R 
 
ELIGIBILITY: 
The membership requirement is a one-time $5,000 RPAC contribution.  The State 
Association retains 70% ($3,500) and RPAC retains 30% ($1,500). A contribution of 
$2,000 annually sustains a National Golden R membership, of which the State 
Association retains 70% ($1,400) and RPAC retains 30% ($600). Golden Rs who joined 
by 12/31/01 when the renewal rate was $1,000 a year were grandfathered in at that rate. 
In order to receive NAR Golden R recognition and membership benefits, RPAC must 
receive its 30% portion regardless of whether the state has met or exceeded 100% of its 
"Fair Share" goal. 
 
BENEFITS: 
1. 14 kt. gold Golden R membership lapel pin. (New pin each year sent directly to 
contributor) 
2. Golden R spinner given to first-time Members. (Plaque sent to association) 
3. Recognition on "electronic banner" at Mid Year Meeting and at Annual Convention. 
4. Personalized thank you letter signed by RPAC Fundraising Chairman.  
5. Invitation to private receptions during National meetings. 
 
B. ANNUAL STATE FUNDRAISING AWARDS 
 
Each year during the Mid Year Meeting, RPAC presents state associations with awards 
based on their previous year’s fundraising performance.  States are divided into the 
following five categories (based on membership) whereby states compete against other 
states in their category: 
 
1.  Largest States 
2.  Large States 
3.  Medium States 
4.  Small States 
5.  Smallest States 
 
The following award categories are: 
 
1.  First to Reach Goal:  This recognizes the first state to achieve their “Fair Share” 
Goal. 
2.  Most Dollars Collected:  This award recognizes the state that collects the most funds. 
3.  Most Major Donor Members:  This award recognizes the state that has the most 
total number of Sterling, Crystal and Golden R members. 
4.  Most President’s Circle Members:  This award recognizes the state that has the most 
President’s Circle members. 
5.  Highest Percentage of Participation:  This award recognizes the state with the 
highest percentage of its membership contributing to RPAC. 
6.  Over goal:  This award is for all states that exceed their RPAC “Fair Share” Goal. 
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There are also two additional awards where all 54 states and territories compete against 
each other: 
 
1. Overall Highest % of Goal:  This award recognizes the state with the highest percent 
over goal. 
2. Largest Increase over Previous Year:  This award recognizes the state with the 
largest increase over the previous year. 
 
The time period for which contributions are counted for recognition begins on the first 
day after the previous year’s cut-off and ends on the last day of the current year’s cut-off  
(usually around Dec. 18th).  In addition, contributions received on dues statements in the 
previous year but that was intended for the following year and so recorded also count 
toward the current year’s total RPAC collection. 
 
C.  HOW NAR RANKS  
 
NAR was named in Fortune magazine's "Washington’s Power 25" list, which measured 
the power and effectiveness of 120 interest groups, labor unions and trade associations 
nationwide.  NAR's ranking of ninth can be largely attributed to our grassroots strength 
and the size of RPAC. 
 
THE POWER 25 as listed by Fortune Magazine 
 
Rank Association                           Previous Rank        
                                                    
 1.    National Rifle Association of America        2                                                 
                                                    
 2.    AARP                                   1           
                                                    
 3.    National Federation of Independent Business              3                                    
                                                    
 4.    American Israel Public Affairs Committee       4                                               
                                                    
 5.    Association of Trial Lawyers of America       6                                                
                                                    
 6.    AFL-CIO                                5           
                                                    
 7.    Chamber of Commerce of the United States of America  7                                       
                                                    
 8.    National Beer Wholesalers Association             19                                           
                                                    
 9.    NATIONAL ASSOCIATION OF REALTORS�  15          
                                                    
 10.   National Association of Manufacturers              14                                          
                                                    
 11.   National Association of Home Builders   16                          
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 12.  American Medical Association          13          
                                                    
 13.   American Hospital Association         31          
                                                    
 14.   National Education Association of the United States   9                                       
                                                    
 15.   American Farm Bureau Federation       21          
                                                    
 16.   Motion Picture Association of America        17                                                
                                                    
 17.   National Association of Broadcasters              20                                           
                                                    
 18.   National Right to Life Committee      8           
                                                    
 19.   Health Insurance Association of America       25                                               
                                                    
 20.   National Restaurant Association       10          
                                                    
 21.   National Governors' Association       12          
                                                    
 22.   Recording Industry Association of America     40                                               
                                                    
 23.   American Bankers Association          11          
                                                    
 24.   Pharmaceutical Research & Manufacturers of America         28                               
                                                    
 25.   International Brotherhood of Teamsters         23          
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012 NAR Legislative & Regulatory Year in Review 
(As of November 5, 2012) 
 
LEGISLATIVE ACCOMPLISHMENTS 
Congress Reauthorized National Flood Insurance Program for 5 Years 
On July 6, the Senate and House passed the Flood Insurance Reform Act as a part of H.R. 4348, the Surface Transportation Conference Report. Passage of the 
5-year reauthorization will bring certainty to real estate transactions in more than 21,000 communities nationwide where flood insurance is required for a 
mortgage. The bill ensures the program will continue long-term for more than 5.6 million business- and homeowners who rely on it, achieves one of NAR's 
top priorities for the year, and means taxpayers will spend less on federal assistance for flood disasters over the long run. This is the culmination of a 
successful multi-year REALTOR campaign and a final push at NAR's Midyear Legislative Meetings & Trade Expo in May 2012. 
 
VA Loan Limits Reinstated, VA ARM Made Permanent 
On August 6, President Obama signed into law the "Honoring America's Veterans and Caring for Camp Lejeune Families Act of 2012," which reinstates the higher 
VA loan limits and makes the VA ARM programs permanent. This bill will restore the higher loan limits for VA guaranteed loans through 2014, and makes the current 
ARM programs under VA permanent. NAR joined in a coalition letter sent to the leadership of the House Committee on Veterans’ 
Affairs and the House Leadership urging Congress to pass this bill. 
 
Extension of Mortgage Cancellation Relief  
The Senate Finance Committee sent to the full Senate a package that would extend the mortgage relief provision for an additional year, through Dec. 31, 
2013. Along with mortgage cancellation relief, this package includes a relief provision to limit the impact of the Alternative Minimum Tax (AMT) in 2012 
and 2013, and renews the 15-year cost recovery for leasehold improvements through Dec. 31. 2013. It is predicted that the full Senate will act on this package 
following the August adjournment, before the elections, but not known when the House will consider it. 
 
Foreign Investment Bill Passes 
On September 28th, President Obama signed S. 3245, which ratifies the three year reauthorization of the EB-5 Regional Center Pilot Program. EB-5 regional 
centers allow foreign investors to channel investment funds into American business development and home purchasing, stimulating the economy and creating 
job opportunities at no cost to U.S. taxpayers. NAR signed onto multiple coalition letters to the House and Senate Judiciary Committees urging 
reauthorization of the program. 
 
House Passes RESPA Home Warranty Clarification Act of 2011 
NAR and its industry partners worked with Reps. Judy Biggert (R-IL) and William "Lacy" Clay (D-MO) to draft "The RESPA Home Warranty Clarification 
Act of 2011," On Aug. 1, 2012, the U.S. House of Representatives passed the measure which is designed to counter an erroneous Department of Housing and 
Urban Development interpretive rule that reversed decades of common understanding of RESPA. This bill restates Congress' intent that warranties are not 
covered by RESPA and also requires disclosure of any relationship between the real estate professional and the warranty company, a common practice 
already. NAR and its industry partners will continue to work on the legislation with the Senate. 
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The House Oversight and Government Reform Committee Passes the GSA Act of 2012 
The House Oversight and Government Reform Committee passed legislation that eases proposed limitations on government employee attendance at 
conferences, including those held by trade associations like NAR. This followed letters from NAR to both the House and Senate regarding concerns with 
recent restrictions on government employee travel and meeting attendance approved by the House and Senate. 
 

Rural Housing Extends Deadline on Implementing 2010 Census Data 
In September, the Rural Housing Service extended the deadline for implementing 2010 census data through March 27, 2013. After that date, more than 900 
communities nationwide are expected to be made ineligible forrural housing programs due to an antiquated definition of “rural” that has not been updated 
since 1974. NAR will continue to work with Congress to protect rural communities. 
 
House Committee Passes FHA Bill 
On Sept. 11, 2012 the House of Representatives passed the “FHA Emergency Fiscal Solvency Act of 2012.” NAR supported this measure, which strengthens FHA's financial 
solvency by barring unscrupulous lenders from participating in the program; allowing FHA to collect losses from lenders who made material errors in 
underwriting or committedfraud; and strengthens financial oversight and disclosure. The bill will also give FHA flexibility to increase premiums, if needed to 
restore reserve levels. NAR was successful in defeating amendments to mandate increased premium levels andreduce the federal guarantee on loans. 
House Subcommittee Passes Section 8 Reform Bill 
The Insurance and Housing Subcommittee of the House Financial Services Committee passed a the "AffordableHousing and Self-Sufficiency Improvement 
Act of 2012," which seeks to reduce taxpayer costs within the Department of  
Housing and Urban Development’s Secti 
on 8 voucher program and facilitate greater private sector participation in theprogram. The bill includes provisions that will reduce administrative burdens and 
lower program costs, while increasing local flexibility. These changes (such as streamlining physical inspections; simplifying rent and income calculations; 
andreducing the burden of foreign language translations) will mean that more owners will want to participate in delivering affordable housing to those who 
need it. NAR supported this bill along with other industry partners. 
REGULATORY ACCOMPLISHMENTS 
Short Sales 
On August 21, 2012, the Federal Housing Finance Agency (FHFA, the conservator of Fannie Mae and Freddie Mac),announced that Fannie Mae and Freddie 
Mac would be issuing new guidelines to enhance and streamline the short saleprocess. Based on feedback from members, NAR worked closely with FHFA on 
improving the short sale process which 
includes changes such as increased hardship eligibility, a fix to the arm’s length affidavit our memb 
ers have had problems 
with, alignment of deficiency waiver policies, and improvements to property valuation ‘guidance’. 
FHFA also responded to the concerns of REALTORS 
® 
and consumers regarding the ongoing delays in the approvalprocess and the negative impact that slow response times are having on buyers, sellers, lenders 
and the housing market. 
At NAR’s urging, FHFA issued new guidance requiring servicers of Fannie Mae and Freddie Mac loans to speed 
responses to short sale requests.NAR has also been working in collaboration with the U.S. Department of Treasury to organize Making Home 
Affordable “Help for Homeowners” outreach events throughout the country. These events include sessions for real 
estate agents wanting to learn more about the Treasury Dep 



 61 

artment’s Home Affordable Foreclosure Alternatives 
(HAFA) program. NAR urged the Treasury Department to engage real estate professionals at Making Home Affordablecommunity outreach events to 
increase participation in the HAFA program and expedite short sales transactions. 
RESPA Fees 
On May 24, 2012, the U.S. Supreme Court ruled that a violation of RESPA only occurs when a split of a settlement-service fee paid by a consumer to a real 
estate settlement-service provider is split with a third party. NAR filed an amicuscuriae brief arguing this same position. 
RESPA/TILA Harmonization 
On July 9, 2012, The Consumer Financial Protection Bureau (CFPB) issued the long awaited RESPA/TILAharmonization proposal. While the proposal is far 
more ambitious than simplifying and combining the Good FaithEstimate (GFE) and Truth in Lending (TIL) disclosures given to consumers upon application 
for a mortgage as NAR  
advocated, CFPB did take NAR’s advice and provided some exceptions to the mandatory three day waiting period. 
NAR is reviewing the 1,100 page proposal and will offer extensive comments. 

 
Sackett vs. EPA  

In a 9-0 unanimous decision, the Supreme Court ruled against the EPA in Sackett vs. EPA. The Sackett family wasbuilding a house on Priest Lake, ID, but 
was stopped in mid-construction by EPA because of a question about whetheror not there was wetlands on the property. NAR wrote an amicus brief which 
raised concerns and questions aboutoverreaching federal authority in water issues, due process and property rights. This case was important because it 
testedthe scope of EPA authority under the Clean Water Act. 
Condo Rules 
On Sept. 13, 2012, FHA issued a mortgagee letter announcing modest improvements to the treatment of condos underthe FHA program including expanding 
the ability to use FHA mortgages in mixed-use projects and loosened some of therequirements for investor owners and delinquent HOA dues, among other 
changes. At the urging of NAR, sixty-nineMembers of the House of Representatives wrote to the Federal Housing Administration (FHA) asking them to 
loosenrestrictions on the sale of condominiums. Lead by Representatives Fitzpatrick (R-PA) and Cleaver (D-MO), the letterfocused on four major concerns 
with the current condo rules: treatment of delinquent dues, property certificationrequirements, owner-occupancy requirements, and treatment of commercial 
space. NAR continues to advocate withHUD for needed condo underwriting restrictions. 
Meetings with Large Lenders 
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In continuation of meetings that began in 2010, NAR Leadership and staff met with several of the largest nationalmortgage lenders in an effort to build upon 
our established relationships and obtain commitments to improve theorigination, short sale, and valuation processes. As a result of these meetings, NAR and 
the banks have worked onseveral initiatives. 

 
Appraisals and Valuation -  
NAR staff has arranged meetings between the lenders and RPR to incorporate agentmarket knowledge with servicer and investor valuation methods. NAR 
also arranged meetings with the federalregulators and GSEs to further promote the importance of RPR. 

 
Documentation -  
NAR is working with the lenders to create a bank resource web page on Realtor.org to educateREALTOR  
® 
on the documents and processes that each bank requires. Currently, JP Morgan Chase and Bank of America have provided content for the web page which is 
tentatively scheduled to go live in early October. 

 
Short Sales  
- The large lenders have made specific commitments to work with NAR on solutions that willcontinue to improve the short sales process. NAR has created 
working groups with Wells Fargo HomeMortgage and JPMorgan Chase to discuss the barriers, difficulties, and challenges to short sales, as well as thingsthat 
may be working. The working groups will be continue their meetings throughout the year to addressREALTORS 
® 
concerns. 
Bank of America Accepts Electronic Signatures on Short Sales and REO 
At the urging of NAR, Bank of America recently announced it will now accept electronic signatures on some documentscollected during the short sale 
process. 
Qualified Mortgage (QM) / Ability to Repay 
On May 31, 2012, the Consumer Financial Protection Bureau (CFPB) announced it was seeking additional informationon loan performance with regard to 
Debt to Income (DTI) ratios and a few other factors, as part of developing aQualified Mortgage (QM) test. NAR had advocated and supported a delay in 
publishing a QM rule as it is widely expected to be the standard for lending for years to come. 
QRM (Qualified Residential Mortgage) / Risk Retention 
For more than a year, NAR has worked with the Coalition for Sensible Housing Policy (a coalition comprised of morethan 50 industry, consumer and civil 
rights groups) to oppose a rule proposed by six Federal regulators that wouldimplement the risk retention requirements of the Dodd-Frank Wall Street Reform 
and Consumer Protection Act. A 
cornerstone of the proposed QRM rule would be requirement of a 20% downpayment. Due to NAR and the Coalition’s 
continued advocacy on how detrimental this provision would be for homeowners, the regulators have backed off the20% downpayment. 

 



 63 

EPA Delays Proposed Lead Paint Regulations 
The EPA has announced that proposed regulations for lead paint activities in commercial and public buildings will bedelayed until July 1, 2015. The agency 
recently signed a litigation settlement that significantly delays the release of proposed renovation, repair and painting regulations covering these activities on 
the exterior of commercial buildings. With the settlement agreement, the proposed rules are now delayed by nearly three years 
—  
until July 1, 2015. Any finalrule with a regulatory impact on real estate is not expected for well over four years 
—  
until December 31, 2016. Working through a coalition of real estate industry trade groups, NAR urged EPA to obtain more data before proceeding with potential 
new regulations covering lead dust in public and commercial buildings as a result of renovation andremodeling activities. As of this writing, EPA has still not 
followed through on statutory directives to conduct suchstudies in the commercial buildings context and to report on the results to Congress. NAR will 
continue working with itsallied real estate partners to prepare a response to any federal regulatory actions in this area. 
CO2 Regulations on Small Emitters 
Responding to a court order, the EPA was required to develop regulations to reduce greenhouse gas emissions, including carbon dioxide (CO2). EPA initially 
proposed a two-phased regulatory process: Phase 1 would be regulations thatreduced CO2 from large emitters, such as manufacturing facilities and coal-fired 
power plants. Phase 2 would beregulations that reduced CO2 emissions from small emitters, such as dry cleaners and commercial office buildings. 
NAR’s comment letter expressed concerns about Phase 2 of the regulations because these rules would have impacted 
office buildings and apartments by raising their operating costs. In April of 2012, EPA released a statement that they willnot proceed with Phase 2 of the CO2 
regulations for a variety of costs, implementation and administrative reasons. 
Water Jurisdiction Guidance 
The EPA and the Corps of Engineers have proposed a “Guidance Document” that claims to clarify what waters of  
theU.S. are under federal Clean Water Act jurisdiction and what waters are not. NAR, along with a broad coalition of stakeholders, have written numerous 
letters and had numerous meetings with officials from EPA and the Corps of Engineers to express our concerns that this document includes many waters 
under federal jurisdiction that are now excluded from the Clean Water Act. NAR believes that only Congress can include additional waters for inclusion 
underfederal jurisdiction. As a result of this continuous pressure, the guidance document has not been approved and finalizedby the Office of Management 
and Budget and no date has been set for its approval. 
Harmful H2-B Regulation Not Funded for One Year 
The Department of Labor (DOL) finalized sweeping regulatory reforms of the H2-B temporary, seasonal VISAprogram. These new regulations would have 
harmed the program and made it virtually impossible for employers toactually use the program. NAR is concerned about this program because resort areas use 
these seasonal workers for a variety of operations and maintenance functions, such as lifeguards, waiters and groundskeepers. These employees keepthese 
resort communities operating efficiently and looking good. NAR commented on the rule before it was finalizedand met with officials from the DOL to express 
concerns about compliance costs and usability of the new regulations.In March 2012, Congress agreed and declined to provide funds in 2012 to the DOL to 
implement the regulations. Thisis only good for one year however, so NAR will continue to pursue this appropriations strategy for FY 2013 
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VIII.APPENDIX 
  

A.  MOST ASKED QUESTIONS ABOUT RPAC 
 
1.   Upon what decisions does the National RPAC support federal candidates? 
There are three:  1) Recommendations from local boards and state RPAC Trustees, 2) 
NAR Congressional voting records and analyses on incumbent U.S. Senators and U.S. 
Congressmen, and 3) Campaign intelligence reports provided by the NAR political and 
legislative staff. 
 
2.   How does the RPAC establish fundraising goals? 
The dollar goal of National RPAC, set by the National Trustees, is $15 per member per 
year, of which at least $4.50 goes to the National RPAC under the cooperative 
agreements in effect between National RPAC and the state RPACs.  This goal is called a 
"fair share." To ensure that all state RPACs contribute their fair share to the RPAC effort, 
a state RPAC's annual goal is determined by National RPAC based on the number of 
members in that state as of the November 30 membership report multiplied by $15.   
 
3.   What contributor information is required by National RPAC? 
Federal law requires that certain information be gathered about RPAC contributors.  
RPAC keeps a record of each contribution (i.e., date and amount, plus the contributor's 
full name, including first name, middle name or initial, last name, mailing address and 
NRDS number.) For each member who makes one or more RPAC contributions in any 
calendar year for an aggregate in excess of $200, National RPAC must also record and 
report to the Federal Election Commission the contributor's occupation and the name of 
the contributor's employer or real estate office. Also, the year the contribution is intended 
for must also be included, though only contributions received on dues statements may be 
applied to a different year in which it was received. 
 
4.   Who establishes and implements RPAC policy? 
Much of the success of the RPAC is due to the high degree of organization that 
characterizes RPAC at every level.  At the top of the National RPAC organization are the 
National RPAC trustees. The trustees establish and implement RPAC policy in 
accordance with the National RPAC bylaws and NAR policy as established by the NAR 
Board of Directors.  
       
5.   Who may the National RPAC contribute to?  
Under the cooperative agreements in effect between the National RPAC and the state 
RPACs, the responsibility for making contributions to federal candidates is assigned to 
the National level, while state RPACs decide which state and local candidates to support. 
 
6.   How are funds transmitted to the National RPAC under the Cooperative 
Agreements? 
National RPAC maintains voluntary cooperative agreements with the state RPACs.  A 
portion of what is collected goes to National RPAC for use in supporting federal 
candidates and other federal grassroots political activities, and the remainder goes to the 
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state RPACs for the support of state and local candidates. Under the cooperative 
agreements, to transmit funds to National RPAC, state RPACs retain 70 percent of the 
money collected and sends 30 percent with checks made payable to "NAR/RPAC" to the 
National RPAC.  
 
7.   Who may be solicited for RPAC contributions? 
The Federal Election Campaign Act of 1971 and accompanying regulations provide strict 
guidelines for determining who can be solicited to contribute to the RPAC.  This group of 
individuals is called the "restricted class." For purposes of RPAC fundraising, the 
restricted class is defined as individual members -- i.e., non-corporate members of the 
National Association and their families. For federal election purposes, the term 
"members" means all individuals who currently satisfy the requirements for membership 
in any local, state, and/or the National Association and who currently have an obligation 
to sustain the Association with regular financial contributions (dues).  "Members" also 
includes individuals holding "affiliate member" status in local or state associations.  
Executive, administrative, and management personnel of local and state associations, as 
well as NAR, are also included in the restricted class for purposes of RPAC fundraising 
and may be solicited.   
 
8.   How do the Trustees decide to make contributions to candidates? 
The National Trustee's policy is to act only on requests sent from state associations and 
signed off on by the state trustees.  Once the National Trustees receive these requests, 
there are only four options:  Amend, Approve, Deny or Defer.  The National RPAC will 
not go against (or overturn) a request from a state association. 
 
 
9.  Why do Members of Congress receive funds from RPAC even though the state 
association makes no request? 
There is only one way funds can be given to Congressmen without a request being 
submitted by the state association and that is through the use of the $1,000 D.C. 
Reception Fund for each Member of Congress.  NAR lobbyists use this fund to build and 
maintain relationships for legislative purposes. 
 
10.  Why don't the RPAC Trustees accept requests for contributions from local 
boards? 
The National Trustees request that the local boards be involved with the state associations 
in making requests to National RPAC.  In an ideal situation, the local board makes a 
recommendation to the state and the state in turn makes a request to National RPAC.  If a 
discrepancy arises between local boards within the same Congressional District, the 
National Trustees are apprised of the situation and it becomes part of the decision-making 
process for a contribution. 
 
11.  Will the National RPAC Trustees contribute to both candidates in a race? 
No.  The National RPAC Trustees policy is to only contribute to one candidate in any 
given election.  Realize however that the use of In-State Reception funds and D.C. 
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Reception Funds do not necessarily count as dual contributions if a challenger is 
supported by National RPAC.  Again, these are relationship-building monies. 
 
12.  What type of events can In-State Reception Funds be used for? 
In-State Reception funds are intended to be used by the state and/or local association 
leadership, and Federal Coordinators to attend events held by a Member of Congress in 
their District.  No approval of the National Trustees is necessary, however, a request must 
be made for the funds and sent to National RPAC, signed by the State RPAC Chairman.  
In some cases, Congressmen do not have many events in their Districts and when this 
happens, National RPAC advises states to set up a meeting among local and state 
leadership, the Federal Coordinator and the Coordinator Team members to meet with the 
Congressmen and deliver the funds.  Another way to use the funds is to have the 
Congressman attend a local or state REALTOR® meeting and make the contribution 
there.  Use your imaginations, but remember that In-State Reception funds must go to the 
Congressman's campaign and cannot be used to pay for fundraising events for a 
candidate. 
 
13.  Why does National RPAC contribute to candidates with poor voting records? 
National RPAC uses a variety of criteria to make decisions for contributions.  A 
Congressman's voting record is only one of at least fifteen considerations that are given 
to each candidate.  Unfortunately, we can't control who is and isn't in power in Congress.  
Currently, the Republicans are in power an they have control of the legislative vehicles 
that move issues of concern to our industry and for partisan reason most votes in congress 
are drawn along those lines.  We are a non-partisan organization, as such we not only 
look at a Congressman's voting record, but what they have done behind the scenes as 
well.  For example, let’s use Bob Dole since he is no longer in the Senate.  If the Senate 
had only taken two votes on issues of concern to our industry and one was the Balanced 
Budget Amendment, Bob Dole would only have a 50% voting with us because he voted 
against it.  Why did he vote against it? Because if he hadn’t, he would not have had the 
authority to bring the issue up again according to Senate Rules, even though he sponsored 
the legislation.  In addition he may have received "Special Recognition" points for doing 
something behind the scenes like writing a letter to his colleagues on NAR's behalf, or 
co-sponsoring a specific piece of legislation that hasn't come to a vote yet.  Like most 
things, judging members on their voting records alone is more complicated once you 
scratch the surface.   
 
14.  Why do the National Trustees sometimes decide to stay out of a race? 
The National Trustees are very aggressive in encouraging state associations to make a 
decision in every race.  Sometimes, however, the local boards are split over their support 
for candidates running for the same office.  When this occurs, the National Trustees 
weigh all of the options and sometimes decide to stay out.  Most cases involve the state 
association simply not making a decision and staying out.  When this happens, the 
National Trustees don't have any authority to get involved except through In-State and 
D.C. Funds.  This is a particular problem in open seats and the Trustees strongly suggest 
that a decision is made in every open seat.  Win, lose, or draw at least we participated. 
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B.  SAMPLE EVENTS 
 
FIFTIES DANCE 
 
This fundraiser takes you back in time to the days of soda shops and pony tails.  Select a 
chairman for this event that enjoys music and dancing.  
 
 
1.  Select a location for this event that will accommodate a dance floor, band or disc 
jockey, a seating area and a refreshment area.  
 
2.  Research prices for a live band or a jockey that plays music.  We found the jockey to 
be less expensive and he also acted as our Master of Ceremonies. Whichever you chose, 
go and listen to their performances before you sign on up.  
 
3.  Take bids on food preparation unless your committee wants to do the cooking.  Keep 
the food simple and nostalgic.  Hot dogs, chips and sodas were our selections.  If you opt 
to serve beer, your organization or the facility will need a liquor license.  
 
4.  Equipped with all the costs for the event, you begin soliciting sponsorships to cover 
your costs.  
 
5.  Determine the ticket price to be charged for members and guests to attend.  If 
sponsorships allow, keep the ticket price low to attract a larger crowd.  
 
6.  Encourage members and guests to come in costumes of the day.  Poodle skirts, 
bobbysocks, pedal pushers leather jackets, etc.  Give awards or prizes for the most 
creative costumes.  
 
7.  Plan and publicize competitions to be held during the evening such as a twist contest, 
a stroll contest, a lip sync contest, a limbo contest and a hula hoop contest.  
 
8.  If all your costs are underwritten by sponsors, then the ticket sales will be profit for 
RPAC. 
  
 
RPAC JAIL AND BAIL 
 
1.  Portable Jail 
 Can be set up in board parking lot. 
 Easily made out of 2x4's and 1 dowel rods. 
 Some civic organizations or fund raising groups or schools have portable jails. 
 Much more effective having a "JAIL" 
 
2. Portable Phones (extra batteries) 
 4 or 5 needed - used by detainees 
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3. Tents 
 Good source to borrow one -local funeral home. 
 Want tent large enough to cover jail and/or refreshment stand. 
 
4. Chairs, Tables, Extension Cords, Fans (if warm weather) 
 Sufficient for spectators viewing proceedings 
 
5. Jailers 
 3 to 4 depending on size of Board and number of detainees 
 
6. Judge 
 Should be someone with good sense of humor...dressed as Judge 
 
7. Bailiff 
 Member to maintain order 
 
8. Attorney 
 Offered to arrestees if they desire an attorney. 
 
9. Policeman 
 2 per car.  These are REALTORS®, male and/or female dressed in uniform. 
 
10. Police Cars With Sirens 
 Hire off duty policeman/deputies and use city or county patrol cars. 
 
11. Refreshments 
 Depending on time of day, soft drinks, beer, wine, snacks, etc. 
 Suggestion:  Hot dog stand if a midday program.  Can be prepared or even sold to  
 raise could be manned by Woman's Council or Young Council of REALTORS® 
 
12. Police uniforms 
 Purchase on-line from costume shop. 
 
13. Ten/Fifteen Arrestees ("Prisoners")  (maybe depending on board size) 

Usually Brokers, Sales Managers, Top Agents, etc. who volunteer or are coerced 
into being arrested. 

 
14. List of Prisoners 
 Try to spread out through the different companies. 
 
15. Set Fines For Each Prisoner 

Fine is based on size of company and what the committee feels the prisoner is 
capable of  raising.  Funds may be raised in or outside the company. 

 Try to get Million Dollar Club members who have not contributed $99 to do so 
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16. Prisoners 
 Prisoners have to call from the jail to get people to pay their fines. 
 

The idea is to get lots of REALTORS® to come by for party fun atmosphere 
(include mortgage bankers, builders, etc.) 

 
 You can PAY to KEEP prisoners in jail. 
 

Stagger pickup.  Each arrestee needs an approximate time that they will be 
arrested and agree on where they will be picked up from. 

 
Each should be handcuffed and led to police car by policeman (REALTOR®) and 
remain cuffed until brought to jail. 

 
Have judge read the arrest warrant when the arrestee gets there.  Charges need to 
humorous. Court appointed Attorney may be used (Board Attorney).  Should not 
allow "prisoners" to bring money with them.  Must call agents or friends or bring 
money over to jail. 

 
RPAC KARAOKE NIGHT 
 
This is a new approach to RPAC fundraising which complements traditional direct 
solicitation methods.  The emphasis is on fun (It is possible that every REALTOR® and 
affiliate has a secret wish to grab the spotlight and for one moment act out a star fantasy 
on stage.  Here's their chance!) 
 
A team of six volunteers is needed. The association office donates the event space.  
Affiliates are asked to sponsor $100 cash each to cover food (catered) and decorations.  
One affiliate will sponsor the Karaoke set up complete with master of ceremonies 
(estimate cost $350). 
 
Promotion includes a flyer, telephone calls, newsletter article and e-mail mass messaging.  
The flyer is designed with a response mechanism so that early registrants (who pay a 
lower rate) may send in their money or call the association office with their credit card 
number.  If someone wants to make reservations but not pay in advance, their call 
guarantees them a lower rate and their name is kept on a list at the door.  Walk up 
attendees pay a higher rate (in this case: $8.00 in advance; $10.00 at the door).  There are 
no tickets sold; only a reservation list is used.  All calls go directly to one person at the 
association office.  Affiliates agree to promote the event by distributing flyers and 
making calls to clients. 
 
The event is scheduled for a Friday night (7:00 p.m. until ?).  Entry fee includes a 
Mexican buffet, free beer and wine.  Shooters are available for an additional donation.  
Karaoke performances will be judged for best singer and performance by audience 
participation.  Master of Ceremonies works the crowd along with the RPAC  Chairman. 
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On the night of the event, 2 volunteers will work the door, 2 will be available inside and 
one acts as supervisor.  This event is planned for 80 - 150 guests.  Everyone attending is 
guaranteed to have fun!   
 
P.S.  If you really want to boost donations and get participation moving, charge people 
$1.00 to get up on stage themselves and $5.00 to get someone else up to sing! 
 
 
WHO WILL KISS THE PIG? 
 
YOU WILL NEED: 
 
(2) Teams 
(1) big fat pig 
(1) table 
any number of cameras 
 
NOTE: This fundraiser should be conducted during another social event such as a 
cocktail party. 
 
 
HOW TO:  You will need two team captains.  Team captains should be well-known, 
comical people with a good sense of humor.  Create a flyer to announce the fundraising 
activity during the cocktail party.  Include a picture of your team captains on the flyer As 
people call to make reservations for the cocktail party, they put on the team of their 
choice or they are put on either team if they have no preference to keep teams even.   
 
Once team members arrive at the cocktail party, the team captain collects checks from 
every individual on his or her team.  The team captain that collects the most money wins.  
The losing team captain gets to kiss the pig! 
 
RPAC LEGAL NOTE: Be sure to refer to "The One-Third Rule";  "Who Can Contribute 
To RPAC" 
  
TALENT (or non-talent) SHOW 
 
There is a lot of undiscovered talent in your local board area and beyond.  Have talented 
members and/or members of their families compete in a talent show.  Everyone loves to 
watch their children, grandchildren, nieces, and  nephews perform.  Hold auditions for 
people interested in performing in the talent show.   You should hold at least 3 practice 
sessions for contestants.  Most local radio show stars will volunteer to serve as Master of 
Ceremonies.  This is another crowd drawer.  Have prizes for first, second and third place 
winners.  Let entertainer be creative or decided on a specific theme. 
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Instead of having a Talent show, you may wish to have a NON-Talent show.  Prizes are 
awarded on the best of the worst acts.  Admissions may be charged or individual acts any 
be sponsored.  
 
DINNER 
 
Have dinner catered or gather up some volunteers to prepare a main dish with all the 
trimmings.  The good location for this event is a school cafeteria.  This way you can have 
a serving line.  Offer free dinner to the first 10 -20 people to arrive.  Dinner should start 
at least 1 - 1 1/2 hours before your talent show is scheduled to start.   
  
 REVERSE RAFFLE 
 
 1. Find a place large enough to accommodate 250 people for dinner. 
 2. Get dinner prices including tax and tip.  Be sure to add $30.00 to that amount to get             
the price of your ticket. 
 3. Make sure they will allow you to have a reverse raffle. 
 4.  Select a committee of at least five people. 
 5. Find a sponsor for centerpieces and other miscellaneous expenses. 
 6. Collect money for tickets at time of sale. 
 7. Tickets must have stubs with name and phone number of holder.  Tickets must be 
turned in with money. 
 8. If you sell 150 tickets and give $2,500 away in prizes, your profit will be 
approximately $3,000. 
 9. If all tickets are not sold you may want to play showdown during cocktail hour.  (Six 
people pay $5.00 each -- deal five cards face up and best hand would win an extra ticket) 
 10. Sell extra dinner tickets for spouses at price for dinner only.  (See solicitation rules in 
RPAC Handbook) 
 11. Night of raffle you must have someone check people in at door. 
 12. Attached is a list of duties for your committee members. 
 13. Award prize money to every tenth ticket. 
 14. Have prize money in envelopes ready to hand out as numbers are called. 
 15. Give last five people in drawing a chance to split the money if they desire. 
 
REVERSE RAFFLE - LIST OF COMMITTEE DUTIES 
 
 1. Set up committee 
 2. Promotion and advertising 
 3. Dinner and Caterer 
 4. 50/50 ticket sales 
 5. Front table and assisting drawing of numbers 
 6. Turning numbers at large board 
 7. Registration table at door 
 8. Showdown 
 9. Printing of programs 
 10. Cash for winners 
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 11. Reserved tables 
 12. Music 
 
DIAMONDS AND CHAMPAGNE EVENT 
 
For this fundraising element to be successful, you will need the cooperation of an affiliate 
member or a member with access to one diamond and ten (or more) look-a-like cubic 
zirconium stones.   
 
This event is so simple and requires so little effort, you will wonder why you haven't 
done it sooner! 
 
During any RPAC fundraising opportunity (i.e., live/silent auction, awards banquet, 
annual installation reception, etc.), simply purchase several bottles of champagne and 
secure one diamond and ten (or more) look-a-like cubic zirconium stones.  A suggested 
value of the real diamond is at least $200.  In each glass of champagne, place one stone.  
Only the event coordinator will know which glass holds the actual diamond.  Proceed to 
offer the glasses of champagne to guests for $99 each. 
 
Once all the glasses of champagne have been purchased, ask that the guests bring their 
"diamonds" to the expert (a member or jeweler with an inspection glass) to determine the 
winner of the real stone. 
 
Everyone wants to win.  Several will enjoy making their annual $99 RPAC contribution 
during this event to get a chance at winning a diamond.  It's an easy, classy way to add 
"sparkle" to your fundraising activities for RPAC! 
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2009 RPAC Fundraising Plan 
 

Board/Association   __ _________________ 

2009 RPAC Goal    ___________________ 

 
# of Members    ___________________ 
 
Board President    __ _________________ 
 
Association Executive   ___________________ 
 
RPAC Chairperson   ___ ________________ 
 
RPAC Cmte Members  ___ ________________ 
 
RPAC Trustee    ___ ________________ 
 
Fundraising Time Period  ___ ________________ 
 
 
2009 RPAC Fundraising Breakdown 

 
1. Major Donors  $_______________________ 
2. Dues Bill   $_______________________ 
3. Direct Mail   $_______________________ 
4. Phone Bank   $_______________________ 
5. Special Events  $_______________________ 
____________________________ 

 
Anticipated RPAC Receipts  $_______________________ 

 
  2009 Goal    $_______________________ 
 
  2008 Raised   $_______________________ 



 74 

1. Major Donors 
Project the number of major donors you will have by category who do 
not pay with their dues bill. 

 
     Number X Amount =
 Total 
 
$99 Club Members  _______      $99  = 
$250 Club Members  _______      $250 =  
$500 Club Members  _______      $500 = 
Sterling Rs    _______      $1000 = 
 
Major Donor Total   $___________    
 
 

 Balance Remaining to reach 2009 Goal   $_____________ 
 
 

2. Dues Billing 
Project how many people will respond to your dues billing mailing. 
 

Date of Dues Billing: ______________ 

Date Dues is Due: ______________ 
 
 # of Members  __________ 
 X 
 $35.00    
 =  

Total    __________ 
X 
% Return Rate  __________ 
= 
Dues Billing Total  $_________ 
 

 
 Balance Remaining to reach 2009 Goal  
 $_____________  
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3. Direct Mail 

Project the amount collected by your direct mail program. 
 

Target Drop Date for Mail: ______________ 
Return Date of Mail: __________________ 

 
Total pieces mailed __________ 
X 
2% Avg. return rate  
= 
Subtotal   __________ 
X 
$35 Avg. contribution  
=     
Direct Mail Total  $__________ 
 

 
 

Balance Remaining to reach 2009 Goal  
 $_____________ 
 
 

4. Phone Banks 
Project the amount collected from the phone bank program. 
 

Date of Phone Bank: ______________ 
 

# of Calls   __________ 
 X 

 15% avg. return rate  
 =  

Subtotal   __________ 
X 
$25 avg. contribution  
= 
Phone Bank Total  $_________ 
 

Balance Remaining to reach 2009 Goal  
 $_____________ 
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5. Events  
 See Event worksheet on next page to project amount collected from 
event. 
 

Event Name: ____________________________ 
Event Date: ________________________ 

 
Cost of Event (1)   __________ 
- 
Amount from Sponsors (2) __________ 
= 
Total Cost    $_________ 
 
 
# of Attendees   __________ 

 X 
 Event Charge   __________  
 =  

Amount Collected (3)  $_________ 
 
 
Amount Collected   __________ 
- 
Total Cost    __________ 
= 
Net Amount Raised  $_________ 

 
 

Balance Remaining to reach 2009 Goal  
 $_____________ 
.
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Event Worksheet 
 
EVENT NAME _________________________________ 
EVENT DATE ____________________________ 
 
STEP ONE:   
Who will be on your committee? (Be inclusive not exclusive) 

x  x  x  
x  x  x  

x  x  x  
STEP TWO:   
What will it cost to hold the event? 

  
Location $_____________ 

Advertising / invitations $_____________ 

Food and Drinks $_____________ 

Rental fees $_____________ 

Decorations $_____________ 

Misc. $_____________ 

1. Total cost of Event:            $____________ 
 
STEP THREE:   
Who will sponsor the event and at what amount? 

x  x  x  

x  
 

x  x  

x  x  x  

2.  Anticipated amount in Sponsors: $__________________ 
 
Begin Collecting Sponsors by _____________________ 

(Date) 
STEP FOUR:  
What is the cost to participate in the event? 
How many people will have to attend to reach your goal? 
_____________ X $___________ = $_______________ 

(attendees)  (event charge)  (goal) 
 
3.  Anticipated attendee collection: $__________________ 
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SECTION 2: 
RPAC PROCEDURES & ADMINISTRATION 
 
I.  INTRODUCTION 
When we speak of the REALTORS® Political Action Committee (RPAC), we are not 
talking about a single committee.  RPAC is composed of the national REALTORS® 
Political Action Committee, state RPACs in the 50 states, District of Columbia, Puerto 
Rico, Virgin Islands and RPAC committees in the 1,600 local boards that make up the 
NATIONAL ASSOCIATION OF REALTORS® (NAR). 
 
While differing somewhat in their responsibilities, all of these RPAC units at the 
national, state and local levels work together in a cooperative effort to raise voluntary 
contributions from NAR members and to decide which candidates receive RPAC support. 
 
Because of the working relationship between the national, state, and local RPACs, it is 
important for those involved in RPAC to fully understand its procedures at all levels, and 
how to carry out business among the various levels.  Those involved include state RPAC 
chairmen and trustees; state RPAC treasurers and bookkeepers; local board RPAC 
chairmen and committee members; state association and local board political, 
governmental, and legislative affairs staff, and all others responsible for handling RPAC 
monies at any stage of the process. 
 
 State RPACs need to know how to:  
  transmit National RPAC's share of RPAC collections;  
  forward candidate contribution requests to National RPAC;  
  order awards and educational and promotional materials.   
 
 Local board RPACs need to know how to:  
  handle RPAC contributions at the board level;  
  collect the necessary contributor information;  
  transmit RPAC collections at the board level to their state association or  
                        state RPAC. 
 
Under federal law, all units of RPAC - national, state, and local - are considered one for 
purposes of compliance with provisions of the Federal Election Campaign Act (FECA).  
If one state or board RPAC committee violates the law, or does not follow proper 
procedures as specified in the FECA, it could jeopardize the entire RPAC effort. (See 
Section 3, "RPAC Fundraising & the Law” for a detailed explanation of how federal law 
applies to the operation and legal requirements of RPAC fundraising.) 
 
This section spells out the various procedures involved in the administration of the 
REALTORS® Political Action Committee.  Unlike other sections in this handbook, it 
does not teach you how to raise money for RPAC.  Instead, it shows you how to handle 
the money that is raised. 
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A better understanding of the procedures and administration of RPAC at all levels will 
streamline your RPAC operation, reduce errors and problems, and ensure a more 
productive and effective RPAC effort at every level. 
 
II.  STATE REALTORS® POLITICAL ACTION COMMITTEES 
 
All 50 states plus the District of Columbia, the Virgin Islands and Puerto Rico have state 
level REALTORS® Political Action Committees in operation.  In the RPAC structure, 
state RPACs are responsible for:  1) collecting voluntary contributions from NAR 
members and their families within that state, 2) determining whether such contributions 
are permissible under FECA, and transmitting to National RPAC its share of the 
permissible contributions; 3) making recommendations to the National RPAC trustees as 
to which federal candidates running within the state deserve RPAC support; and 4) 
determining which state and local candidates receive RPAC support from the state's share 
of RPAC collections. 
 
Every state RPAC should adopt bylaws to define its operating procedures and to establish 
itself as an appropriately constituted and recognized political action committee (PAC). 
 
All state RPACs would also be well advised to review their bylaws annually in light of 
changing laws, structural requirements, or operating procedures (e.g., changing the size 
of the state RPAC committee may require changing the bylaws as well). Often, the 
appropriate official in that state, usually the Secretary of State, must be notified of any 
law changes or other operational changes of the PAC. 
 
State RPAC bylaws typically identify and define:  1) the name of the PAC; 2) the purpose 
of the PAC; 3) requirements for participation or membership; 4) PAC leadership 
structure, including officers and directors or trustees, the manner in which those leaders 
are selected, and their terms of office; 5) the committees or subcommittees of the PAC, as 
well as the manner of establishing new committees or subcommittees or terminating 
those that are no longer useful; 6) the manner in which the structure and operation of the 
PAC may be altered, including the making of amendments to the bylaws themselves;  and 
7) other important issues relative to the operation of the PAC. 
 
III.  STATE RPACS' RELATIONSHIP WITH THE STATE ASSOCIATION 
 
Some State RPACs are entities with few or no ties to their state association other than 
common membership.  Others are a standing committee of the state association, with a 
clear and direct operating relationship between the two.  Operating state RPACs 
separately from state associations often is dictated by state law restrictions regarding 
corporate assistance to political action committees.  If state law does not require 
separation, it is usually preferable for the state RPAC to be established as a committee of 
the state association.  From a political standpoint, this closer structural relationship more 
clearly correlates the political goals of the association members who participate in RPAC 
with the goals of the state association. 
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There is also this practical advantage: The professional liability insurance coverage 
provided by NAR covers state association committees and their members.  Thus, where a 
state RPAC is operated as a committee of the state association, that insurance covers state 
RPAC trustees and officers as well.  Where the state RPAC is less closely related to and 
controlled by the state association, there may be some uncertainty as to the applicability 
of that coverage. 
 
IV.  STATE RPAC’s RELATIONSHIP WITH NATIONAL RPAC 
 
RPAC's success stems in large part from its system of mutual effort and cooperation.  All 
of the 50 states, the District of Columbia, Puerto Rico, Guam, and the Virgin Islands have 
executed "cooperative agreements" with National RPAC and established state RPACs. 
   
A.  COOPERATIVE AGREEMENTS 
 
The cooperative agreements between National RPAC and state RPACs establish a split of 
all personal (as opposed to corporate) contributions collected within each state.  The 
agreements further provide that National RPAC has the exclusive right to contribute to 
candidates running for federal office, while reserving for state RPACs the sole authority 
to contribute to state and local campaigns.  The agreements also assign responsibility for 
the preparation and filing of required reports with appropriate federal and state agencies. 
 
The cooperative agreements provide that the state RPAC will keep 70 percent of the 
contributions collected and forward the balance of 30 percent to National RPAC.  
 
1.  Guidelines for Operating Under the Cooperative Agreement 
 
Under the cooperative agreement, a state RPAC identifies a bank or savings and loan 
association, which must be federally insured, to serve as the designated depository for the 
deposit and transmittal of RPAC contributions collected in the state.  The state RPAC and 
National RPAC execute an agreement whereby the state RPAC commits to deposit all 
contributions received into the state transmittal account.  From this account regular (at 
least monthly, and preferably more often) transfers are made to National RPAC in 
Chicago of its share (30 percent) of the funds deposited in the state transmittal account, 
and also of the state's share (70 percent) to the state RPAC's account.  The best practice is 
for the state PAC to select one or more dates each month on which the appropriate 
portion of all contributions deposited in the state transmittal account since the last 
transfer are forward to National RPAC in Chicago.  (See Section 3: RPAC Fundraising & 
The Law for further explanation of transmittal time limits). 
 
This state transmittal account must be an account of the state association, rather than the 
state RPAC.  That is, the Federal Employer Identification Number (FEIN) issued by the 
Internal Revenue Service to the state association, rather than the FEIN of the state RPAC 
(if it has one) should be used in establishing the account.  It is preferable that the state 
RPAC not use this account to retain its portion of the contribution split described above.  
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It is better practice to establish a separate account for that purpose, to which the state 
RPAC agent transfers the state RPAC's share of contributions collected.  
 
B.  ALTERNATIVES TO THE COOPERATIVE AGREEMENTS     
 
A few states have found that these cooperative agreement procedures are not permitted 
under their state election laws.  In such cases, other arrangements acceptable to both 
National RPAC and the state RPAC are determined and established on a case-by-case 
basis. 
 
Under no circumstances may a state RPAC implement a joint cooperative fundraising 
procedure, or modify an existing one, without prior notification of, and approval by, 
National RPAC. 
 
C.  FILING REQUIREMENTS                          
 
Under all cooperative agreements, National RPAC files all necessary reports with the 
Federal Election Commission, while the state RPACs comply with the reporting 
requirements of their respective state election laws. 
 
Copies of National RPAC's reports to the FEC are available from the Federal Election 
Commission, 999 E Street, NW, Washington, D.C.  20463, and are also available on the 
Internet at the FEC’s Website at WWW.FEC.gov. 
 
D.  STATE RPAC AS AGENT OF NATIONAL RPAC 
 
By agreeing to the terms of a cooperative agreement with National RPAC, a state RPAC 
becomes the designated agent of National RPAC.  The status of the state RPAC as an 
agent of National RPAC also means that National RPAC bears liability for the actions of 
a state RPAC.  Thus, the state RPAC must perform its duties judiciously in order to 
protect not only itself but National RPAC as well. 
 
The responsibilities of state RPACs include the collection of RPAC contributions from 
members of the Association and the transmittal to National RPAC of the appropriate 
portion of those contributions, depending upon the percentage split that is in effect at the 
time of the transmittal. 
 
In both the collection and transmittal processes, state RPACs need to be aware of, and 
carefully adhere to, certain applicable legal requirements and restrictions. 
 
1.  Collecting RPAC Contributions 
 
There are virtually no federal limits on the methods that can be employed by a state 
RPAC to solicit contributions, except that contributions cannot be solicited based on 
threats of physical force, job discrimination, or financial reprisals.  In addition, dues, fees, 
or other monies required as a condition of membership in the sponsoring organization 
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cannot include a portion allocated as a contribution to RPAC. This is the case even if the 
organization offers to refund, on request, the political contribution required of a member 
in paying dues.  So-called "reverse check-offs" are illegal under the FECA. 
 
The Federal Election Campaign Act does strictly limit those who can be solicited to make 
contributions to RPAC.  Section 3, "RPAC Fundraising & the Law," reviews the 
solicitation restrictions in RPAC fundraising, and this section should also be studied 
thoroughly prior to implementation of any state or board RPAC solicitation or collection 
efforts. 
 
2.  Methods of Submitting Acceptable Contributions 
 
An individual who wishes to make a contribution to National RPAC may do so in the 
following ways: 

x In the form of a check drawn on a personal (as opposed to corporate) account; 
In the form of a check drawn on a partnership account (providing the partnership does not 
hold contracts with the federal government); 

x In the form of cash, but not exceeding $100; 
x In the form of a credit card contribution (providing the state RPAC is set up to 

collect and administer a procedure for processing credit card contributions). 
 
3.  Credit Card Contributions 
  
A local board or state RPAC may choose to accept and process contributions made by 
credit card.  All contributions received via credit cards must comply with requirements 
applicable to contributions received by check.  All credit card contributions must be made 
with personal, not corporate, account cards, and the charge applied to the account of the 
contributor as a result of the contribution must be paid with the personal funds of the 
cardholder. State and local associations that accept contributions via credit cards are 
encourage to have the contributor execute a pledge or contribution form which essentially 
contains the following language: 
  

All credit card contributions are subject to usual requirements of law applicable to 
RPAC contributions.  Only personal, not corporate, card accounts may be used, 
and the charge applied to the account as a result of the contribution must be paid 
with personal funds by the individual to whom the contribution is attributed. 

 
This information is in addition to the usual contributor information.  These executed 
documents should be retained by the state RPAC along with other RPAC records. 
 
Because the state RPAC portion of the contribution received (70 percent) is intended for 
use in state or local elections, the use of credit cards for collecting such contributions 
must be permissible under state and local law also.   
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As with all other permissible contributions, those received via credit cards must be 
promptly processed in accordance with the transmittal time limits described in Section 3: 
RPAC Fundraising & The Law. 
 
a.  Processing Credit Card Contributions 
 
Credit card contributions may be processed using existing facilities or arrangements used 
for other credit card payments made to the local board or state association or state RPAC.  
Specific requirements applicable to such processing are described below. States or boards 
without a facility for processing credit card charges may not accept RPAC contributions 
made via credit cards. They may, however, encourage their members to visit National 
RPAC's website to make a contribution by credit card at www.realtor.org\rpac.  Once the 
member accesses the site he simply clicks on "Contribute Now."  70% of the 
contributions made in this way are rebated to the state association PAC. 
 
(i)  Specific requirements   
 
Credit card charge documents received by the local or state association or RPAC must be 
specifically and carefully reviewed to insure that only non-corporate cards have been 
used.  If a charge document is received from a cardholder that appears to be a business 
organization (such as "ABC Realty"), information must be requested and obtained 
confirming that the organization is not a corporation. Contributions from organizations 
that cannot be confirmed to be non-corporate or from cardholders  clearly indicated as 
corporate ("Doe Realty, Inc." or "XYZ Corp.") must be returned (or, if acceptable under 
state and local law, deposited into an account of the state RPAC where corporate funds 
are permissible). 
 
The transmittal time limits applicable to contributions received via check or cash also 
apply to credit card contributions.  The date of receipt should be assumed to be the date 
the card is used. 
 
The amount of the contribution is the amount authorized by the contributor on the charge 
document, rather than the amount of the charge net of any fees or deductions paid as a 
result of the credit card arrangement.  Those fees must be paid by the state 
association/state RPAC/local board as a fundraising cost.  For example, where a 
contributor charges a $50.00 contribution and the state incurs a 4 percent fee on all 
charges, the $2.00 fee must be paid by the state out of its share of the proceeds or general 
revenues.  National RPAC must receive the full 30 percent split, or $15.00.  
Proceeds from RPAC credit card contributions may be credited or transferred directly to 
the state association transmittal account into which other RPAC contributions are 
deposited.  They may also be first credited to another account and then remitted to that 
state Association transmittal account. The board or state association should also retain a 
copy of the charge document for at least three years. 
 
Credit card contributions may be combined by a contributor in a single transaction with 
other payments to the state or local association, such as dues.  The requirement that only 
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personal cards be used and the charges paid for with personal funds applies, and the 
separate records maintained by the board or state regarding the receipt and transmittal of 
such RPAC contributions must plainly distinguish between the contribution and the other 
payment(s).    
 
E.  PAYING FOR FUNDRAISING COSTS 
 
The cooperative agreements between National RPAC and state RPACs require that 
National RPAC receive 30 percent of all personal contributions collected by state 
RPACs.  Thus, a state RPAC or local board RPAC may not deduct costs incurred in the 
RPAC fundraising process from RPAC collections before forwarding them either to the 
state RPAC, in the case of boards, or National RPAC, in the case of state RPACs.  (In 
some cases, however, reimbursement by RPAC of certain fundraising costs may be 
required by law under the "one-third rule."  See Section 3, "RPAC Fundraising & the 
Law," for an explanation of this rule.) 
 
The Federal Election Campaign Act allows state and board RPAC fundraising costs to be 
paid by state associations or local boards through their general treasury funds, but in a 
few states it is unlawful under state law for fundraising costs to be borne by incorporated 
associations in this manner.  Fundraising costs can also be covered by corporate funds 
collected for that purpose in states where that is legal.  Or, where permitted by law and 
state RPAC policies, a portion of the state's 70 percent share of all personal dollars 
collected may be used to pay for costs associated with RPAC fundraising at the state and 
board levels. 
 
F.  TRANSMITTING RPAC CONTRIBUTIONS 
 
As noted above, state RPACs are deemed National RPAC's designated agent in the 
process of collecting and handling RPAC contributions.  A large share of those 
contributions are actually collected at the local board level.  Thus, it is essential that local 
board RPAC committees and staff understand and follow the proper methods and 
procedures for transmitting those contributions to the state RPAC.  It is also important 
that the state RPAC follow proper procedures for transmitting to National RPAC its share 
of all RPAC contributions. 
 
Failure to follow the proper procedures at any level may "taint" RPAC contributions so 
that they may not be accepted by National RPAC.   
 
1.  Transmittal of Contributions from the board to the State PAC. 
 
Local boards and board RPACs must adhere to the transmittal time limits in collecting 
and forwarding RPAC contributions to the state RPAC or association deemed the 
designated receiving agent for National RPAC.   Section 3: “RPAC Fundraising & the 
Law” addresses the legal time limits for transmitting RPAC contributions from the 
board to the state PAC.  
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a.  Methods of Transmitting RPAC Contributions to the State PAC. 
 
The preferred method for a board to transmit contributions to the state RPAC is to simply 
send the actual contributor checks to the state RPAC.  Cash contributions (no single 
contribution of which may exceed $100 under the FECA) must be converted to a money 
order or cashier's check, and then forwarded to the state RPAC.  Cash should never be 
deposited in an account of an individual board member or employee and forwarded via a 
check drawn on such account. 
 
When transmitting contributions to the state RPAC the board must, of course, also 
forward the required contributor information in the suggested format provided for that 
purpose.  Several other methods are also available to boards for transmitting 
contributions to the state RPAC.  FEC regulations permit contributions to be deposited in 
the board's general treasury account so long as the contributions are transferred to the 
state RPAC within the required time limits and separate records of all such deposits and 
transmissions are kept and maintained for three years..  Contributions should not be 
deposited into a board account used for state and local political activity. 
 
Another suggested procedure is for the board to establish a "board transmittal account" 
that is used only for the deposit and transmittal of RPAC contributions.  Such an account 
conveniently generates segregated records of the contributions deposited into and 
transferred out of the account.  Contributions must be transmitted to the state RPAC 
within the appropriate time limits, and the necessary contributor information must be 
provided to the state RPAC along with the contributions. 
 
(i)  Procedures for Establishing a Board Transmittal Account   
 
An increasing number of local boards have set up board transmittal accounts for RPAC 
collections.  Use of such accounts can greatly simplify the handling of RPAC collections, 
particularly for boards using "dues billings," which usually bring in large number of 
checks combining association dues payments with voluntary RPAC contributions. 
 
 
1.  Any board establishing a transmittal account must forward to the state RPAC and 
National RPAC a letter indicating: 
        
(a)  that the board has opened the account solely for the purpose of depositing and 
transferring RPAC contributions collected under the cooperative agreement between the 
state RPAC and National RPAC; 
    
 (b)  that no funds other than RPAC contributions are deposited in the account, and no 
board treasury funds are deposited in the account (except, personal checks combining a 
member's association dues and an RPAC contribution which may be deposited in the 
account for purposes of separating the two amounts), and 
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(c)  the name and address of the financial institution where the account has been opened, 
and the account number. 
 
2.  If your state permits you to collect corporate contributions for use in your state's 
election process, a separate account should be used for processing such corporate 
contributions at the board level. 
 
3.  Boards should have printed on the face of transmittal account checks "ABC Board of 
REALTORS® Individual Contribution RPAC Transmittal Account," or similar language 
indicating that the account contains only personal RPAC contributions.  This will make it 
easier for your state RPAC to identify and process board transmittal account checks and 
to distinguish them from unacceptable corporate contributions. 
 
4.  A board must forward to its state RPAC the appropriate individual contributor 
information identifying the individual RPAC contributors and the dates of receipt in the 
board transmittal account check. 
  
5.  A board must document deposits made in the transmittal account to verify that they 
contain only personal (as opposed to corporate) contributions to RPAC and that no other 
funds have been deposited in the account.  Such records must be maintained for at least 
three years after the date of any deposit in the account. 
 
(ii)  Screening Prohibited Contributions  
 
Whichever transmittal method is used, the board or state association should keep in mind 
the types of prohibited contributions to RPAC as set forth in Section 3, "RPAC 
Fundraising & the Law," and should review each check received to ensure that it is not 
from a prohibited source. 
 
Boards and state associations should be particularly careful about the acceptance of 
checks, which are or may appear to be from corporations.  A check drawn on the account 
of "ABC Realty, Inc." obviously represents a corporate contribution, but a check drawn 
on the account of "Grenache Realty," may or may not represent a contribution by an 
incorporated firm even though "Inc." or "Co." is not printed on the face of the check.  In 
the case of such checks, boards must endeavor to determine if the firm is incorporated, 
and, if it is not, should specifically advise the state RPAC of that fact. 
 
Some members prefer to pay their dues with a check drawn on their firm's corporate 
account.  If an RPAC contribution is added to such a check, the contribution cannot under 
any circumstances be accepted by National RPAC.  The contribution amount may be 
diverted to the state RPAC corporate dollar account if that is legal under state law and the 
state has established such an account.  Or, the RPAC contribution part of the check may 
be refunded to the member with a request that a contribution to RPAC of a like amount 
be forwarded to the board or state RPAC via personal, rather than a corporate, check. 
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(iii) Identifying and Eliminating Prohibited Contributions 
 
State RPACs need to judiciously and carefully screen all checks received either directly 
from contributors or from local boards to identify and eliminate those from corporate or 
other prohibited sources before making a deposit in the state  transmittal account.  As 
stated previously, National RPAC cannot accept any corporate contributions whatsoever. 
 
When in doubt as to the corporate or non-corporate status of a firm the state RPAC 
should check with the secretary of state's corporate division or other appropriate office.  
If the firm is not a corporation, the state RPAC should be sure to specifically keep a 
record of the results of the verification. 
 
Some members have their personal checks imprinted with the name of their real estate 
firm as a means of identification or as a way of promoting their business.  State RPACs 
receive these checks frequently in the collection of contributions.  In such cases, state 
RPAC accounting personnel must verify the non-corporate nature of each one of these 
checks with either the appropriate local board, the appropriate secretary of state's office, 
the individual contributor, or even the bank on which the check is drawn. 
 
If in such cases the contributor indicates on the face of the check that his or her 
contribution is being made from a personal account with the business name listed for 
identification or advertising purposes only, the state RPAC can accept the check without 
further inquiry.   
  
2.  Transmittal of Contributions from the State RPAC to National RPAC 
 
The state RPAC’s obligation to transmit to National RPAC a portion of RPAC 
contributions collected is established by the cooperative agreement executed between the 
two.  This transmittal is accomplished by the routine and regular transfer (at least 
monthly, and preferably more often) of RPAC’s share (30%) to National RPAC.  The 
transmittal of contributions received by local boards is also subject to very specific time 
limitations.  The state RPAC must receive a contribution within 10 days of the date it is 
made by the contributor if the contribution is in excess of $50, and within 30 days if it is 
$50 or less.  A more detailed discussion of these time limitations appears in Section 
3: "RPAC Fundraising & the Law." 
 
(i) State Transmittal Summary Communication  
 
State RPAC's may find it helpful to summarize certain information regarding a 
transmittal & include it in the email containing the electronic file being transmitted.  The 
communication must summarize the percentage applicable to National RPAC, as well as 
information regarding any exceptions contained within the check amount and contributor 
information.   
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All checks are to be made payable to RPAC and sent to the following address: 
 
REALTORS�  POLITICAL ACTION COMMITTEE 
ATTN:  FINANCE DIVISION/RPAC ACCOUNTING 
430 N. MICHIGAN AVENUE 
CHICAGO, IL  60611-4087 
 
Alternatively, a state may elect to transmit the contributions electronically via NAR's 
Ecommerce EFT Module.  When transmitting funds electronically, the state must include 
in the email the EC control number obtained from the EFT module. 
 
3.  Electronic Transfer of Contributor Information  
 
In 2003, the RPAC Trustee Committee authorized states to designate the calendar year to 
which an RPAC contribution received via dues billing will be applied for purposes of 
recognition only.  States may not choose the year to which credit will be applied for 
contributions other than those received from dues billing. For purposes of federal 
reporting, RPAC contributions must continue to be recognized and reported in the year in 
which they are received.  
 
This policy change is the result of a unanimous request of State AEs to National RPAC to 
provide recognition of contributions collected solely from the annual dues billing process 
for the year of the dues bill rather than the year of receipt.  States began to apply this new 
policy beginning in 2003 for RPAC funds received on 2004 dues statements. 
 
To administer this policy, National RPAC must maintain a record of both the year of 
receipt and the year of recognition for each contribution transmitted.  In order to 
accurately record and report the results in both formats, the authority given by the RPAC 
Trustees to states to designate the year to which dues billing contributions will be 
credited is expressly contingent upon all states meeting the following conditions: 
 

1) States must provide an additional 4-digit field of information for each 
contribution transmitted to National RPAC, which designates the year of 
recognition.  This field of information is mandatory for both personal 
contributions transmitted for RPAC and corporate contributions transmitted for 
the Political Advocacy Fund (PAF), since recognition is given based on 
submission of both personal and corporate dollars. This applies to all 
contributions, not just those contributions received from dues billing. 

 
2) States must submit the supporting itemized contributor documentation in the form 

of an Excel spreadsheet that is emailed as an attachment to National RPAC.  The 
required fields of data and instructions for the formatting and transmittal of the 
data are described in a separate section of this document.    

 
3) Paper documentation is no longer accepted.   
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4) Responsibility for identifying the recognition year to National RPAC is at the 

state level.  Because states have varied billing dates for dues, it is impossible for 
National RPAC staff to know which contributions received in a transmittal are 
related to dues billing and which ones are not.  Designating the appropriate 
recognition year for each contribution allows us to capture the information as 
intended by the state.  

 
5) Electronic transfer of the contributed funds is not required, but is encouraged and 

can be easily facilitated via the Ecommerce System EFT module.   
 

6) The above changes to the RPAC Awards Recognition program is not being 
offered as a choice on a state-by-state basis or on a dues bill by dues bill basis.  
All states must adhere to the current reporting rules. 

 
 
Electronic Transmittal Process 
 
Why Electronic Transmittal? 
With over 350,000 contribution records received annually by National RPAC, which also 
requires recognition year tracking based on the policy change, it is not feasible to accept 
hardcopy paper submissions of data.  As the majority of states utilize computer systems 
to record membership and PAC contributions, technology allows for the ability to export 
data fields from one system and import the information directly into another system via a 
requested format.   
 
In 2003, National RPAC staff worked with the states to successfully implement the 
electronic transmission of data.   As of January 1, 2004 all states are required to submit 
contributor data via electronic transmission.  Receipt & re-keying of paper 
documentation is no longer accepted.  Any checks or electronic funds transfers are 
returned to the state if accompanied by paper documentation. 
 
How National RPAC Records the Contributor Data 
National RPAC's contribution system is populated with the current member record 
information of all solicitable member types and acceptable member statuses that are 
maintained in the NRDS system.  Each contributor record in our PAC system is 
designated with a unique id number.  The 9-digit NRDS ID number is used as the unique 
identifier.  Data is recorded in our PAC system by a search & match based on two 
primary fields of information: 1) The 9-digit NRDS ID number, and 2) Last Name of the 
individual.  All address information for the contributor is already present through the 
population of member data from NRDS.  National RPAC then includes four fields of 
additional information as provided in the contribution documentation: Date the 
contribution was made by the individual; 100% amount of the contribution; National 
portion amount; and Recognition Year. 
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In receiving electronic transmissions via the Excel format, National RPAC utilizes an 
import utility in our software to map the data and download the contributor information 
directly into our system.   
 
Creation of the Excel Spreadsheet Format  
A sample template form is attached which provides the field layout for recording 
contributor data in the Excel format.  This template can be used by a state if they choose 
to enter the data directly into the form.    
 
Alternatively, a state may choose to export the contribution data that is maintained in 
their own membership or PAC system, and save the data in an Excel spreadsheet.  If 
exporting data from another system, once the information is saved in Excel, format the 
columns as outlined below and delete any additional fields that are not required.   
 
Format of Excel Spreadsheet 
If you use the template provided by National RPAC, the columns are already formatted, 
so all you need to do is save the data you’ve entered.   
 
However, if you’ve created an Excel spreadsheet by exporting data from your system,  
you will need to format the spreadsheet to contain the following columns of data and 
apply certain attributes to each column of data.  RPAC requires the following fields to be 
fully populated in this format: 
 

Column Column Name Excel Commands Column 
Alignment 

Column 1 NRDS ID# Choose Format 
Choose Cells 
On Number Tab, choose Text   

Left 

Column 2 Last Name Choose Format 
Choose Cells 
On Number Tab, choose Text 

Left 

Column 3 First Name Choose Format 
Choose Cells 
On Number Tab, choose Text 

Left 

Column 4 Contribution 
Date 

Choose Format 
Choose Cells 
On Number Tab, choose Date, 
then 
choose type as MM/DD/YYYY 

Right 

Column 5 100% Amount Choose Format 
Choose Cells 
On Number Tab, choose Number, 
then list 2 in decimal box 

Right 

Column 6 NAR Amount Choose Format 
Choose Cells 
On Number Tab, choose Number 

Right 
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then list 2 in decimal box 
Column 7 Recognition 

Year 
Choose Format 
Choose Cells 
On Number Tab, choose Text   
-----------------------------------------
----- 
Text is to be length of 4 to 
indicate year:   Example: 2003 
                           2004 

Right 

 
(Please make sure the column names appear as the first row in the spreadsheet.) 
 
Exporting Data from Your System – Data Elements  
If you wish to export the contribution data from your membership or PAC system and 
save it into an Excel Spreadsheet, the following describes the required data elements you 
need to pull in to the spreadsheet.  You may want to pass this information along to your 
technical staff for assistance in the export process. 
 

Required Data Elements 
 
 

Field 

 
 

Type 

 
 

Total 
Length 

 
 

Decimal 

 
 

Format 

NRDS ID # Numeric  9 0  
Last Name Text 30   
First Name Text 12   
Contribution 
Date 

Date 10  MM/DD/YYYY 

100% Amount Numeric 6 2  
NAR Amount Numeric 6 2  
Recognition 
Year 

Text 4  YYYY 

 
Please make sure the field names appear as the first row in the spreadsheet.   
 
Checklist before sending file 
It is the state's responsibility to review the file before sending to National RPAC to insure 
that: 
 

x All fields are fully populated.  The import process on our end will reject any 
records which contain missing data.  National RPAC will review the file upon 
receipt.  If any fields are empty, we will return the file to the state for correction.  
The state will have 3 working days to correct & resend.  If the correction is not 
received in this timeframe, National RPAC will return the state's transmittal 
payment and request a revised payment amount based on those records that are 
complete. 
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x The NRDS ID # must be a valid number that resides in the NRDS system with 

one of the following attributes in each category:  
 
Acceptable Member Types:  
R  Realtor 
RA  Realtor-Associate 
I  Institute Affiliate Member 
AFF  Affiliate  
S  Association staff person 

 
Acceptable Member Status: 
A  Active 
P  Provisional 
S  Suspend 

 
**Important Information:  Contributions from individuals who have any of the 
following attributes attached to their NRDS record will not be accepted by 
National RPAC for personal (hard dollar) contributions:  
  

Non-acceptable Member Type:   
N  Non-member 

 
Non-acceptable Member Status: 
I  Inactive 
T  Terminate 
D  Deceased 
 

x Personal (hard) dollar contribution data and corporate (soft) dollar 
contribution data cannot be combined in the same file.  If both types of dollars 
are being sent, create a separate file for each type. 

 
File Naming Convention 
When the file has been checked and is ready to send, the file names need to be in a 
certain format.  A file name consists of 12 characters followed by the extension.  
 
The first 2 characters must be the state abbreviation.  The next 6 characters are the date 
the file is created (mmddyy).  The last 4 characters are the designation of personal or 
corporate dollars (pers = personal; corp = corporate). 
 
The file extension must be .xls 
 
Example for file of personal dollars:  ME050603pers.xls 
Example for file of corporate dollars: ME050603corp.xls 
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Sending File to National RPAC 
Once the file has been created with the appropriate file name, it needs to be emailed as an 
attachment to National RPAC at the following email address: 
 

rpacbatches@realtors.org 
 

We ask that you send a test file first, so we may determine if everything is in order before 
you begin submitting files of real data.    

 
National RPAC Process 
The file will be reviewed as previously outlined.  If records are incomplete or the file is 
unreadable, it will be returned via email to the state for correction.  After National RPAC 
imports the state's file into our system, the state will be notified of any exception records 
that would not accept.  The state will have 3 working days to provide corrected 
information or advise if a record does not meet the acceptable member type & status 
criteria.  If not acceptable, the state will receive a refund check for that portion.   
 
**Special note for acceptable member types: Affiliate and Association staff members 
contributing to RPAC must have a record in NRDS.  If contributions are received from 
these member types and these individuals do not have a NRDS record, the contribution 
will be returned to the state as unacceptable. 
 
 
G.  ESTABLISHING YOUR STATE RPAC GOAL 
 
The dollar goal of National RPAC, set by the national trustees, is $15 per member per 
year, of which at least $4.50 goes to National RPAC.  To ensure that all state RPACs 
contribute to the RPAC effort, a state RPAC's annual goal is determined by National 
RPAC based on the number of members reported to NAR through the National 
REALTOR�  Database System (NRDS).  This number is multiplied by $15 to determine 
each state's goal for the following calendar year. 
 
States go "over goal" for purposes of National RPAC awards when they collect at least 
$15 per member.  Some state RPACs, however, adopt an even higher goal than the 
National goal. 
 
The National RPAC accounting year runs from Jan. 1 to Dec. 31.  Therefore, all monies 
must be deposited with National RPAC during the calendar year to be credited toward a 
state's goal for that year.  Each year in September, National RPAC sends a notice to all 
state RPACs advising them of the end of the year cutoff date for accepting and 
processing final RPAC contributions for the calendar year. 
 
1.  Reaching Annual Goal 
 

mailto:rpacbatches@realtors.org
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As previously mentioned, the split between National RPAC and the state RPACs for 
contributions collected within a state is 30 percent and 70 percent, respectively. 
 
Once a state reaches its national goal during the year, the cooperative agreement permits 
the state to handle additional contributions received at the state RPAC for the remainder 
of the year in one of two ways: 1) states may choose to fully retain the contributions at 
the state level or 2) states may continue to remit at least 30 percent of the personal 
contributions, along with appropriate contributor information, to National RPAC for the 
remainder of the calendar year.  
 
2.  Exceeding a State's Goal with Political Advocacy Fund (PAF) Contributions 
 
A state may also reach its National RPAC goal by making corporate contributions 
directly to the NATIONAL ASSOCIATION OF REALTORS® Political Advocacy 
Fund, discussed at further length below. 
 
3.  Acceptable Corporate Contributions at the State RPAC level 
 
Some state laws permit the use of corporate funds by PACs for use in state political 
activities, while other states prohibit the use of corporate money.  In those states which 
permit the use of corporate funds, state RPACs often actively encourage and solicit 
contributions of corporate funds to the state RPAC for use in supporting state and local 
candidates and/or to help defray the overhead costs of the PAC.   
 
State RPACs are encouraged to send 30 percent of any corporate contributions they 
collect to the NATIONAL ASSOCIATION OF REALTORS® Political Advocacy Fund, 
retaining 70 percent for the state.  Corporate contributions may not be made to National 
RPAC.  All corporate checks are to be made payable to the NAR/PAF.  A separate cover 
letter, similar to the one in Figure 2, must accompany the corporate check indicating the 
purpose of the contribution.  A complete list containing individual corporate contributor 
information also must accompany the check in order for contributor participation levels 
to be adjusted accordingly. 
 
H.  NAR POLITICAL ADVOCACY FUND 
 
Although Federal law prohibits RPAC from accepting corporate contributions for use in 
connection with Federal elections, it permits the NATIONAL ASSOCIATION OF 
REALTORS® to accept from members and use corporate funds to help pay for the costs 
incurred in administering and promoting National RPAC, and for certain grassroots 
political programs.  For this reason, in 1982 NAR established the Political Advocacy 
Fund (PAF) to encourage voluntary contributions of corporate funds from those states 
that collect such funds and where state law allows it. Many state laws also prohibit the 
acceptance of corporate contributions by the state RPAC.  Some states, however, allow 
the state RPAC to accept corporate contributions and use them for state and local 
candidates and/or to help pay for administrative overhead expenses of the state RPAC.  
Although National RPAC automatically shares in all personal dollars collected in a state, 
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it cannot share in the corporate dollars raised in a state where the use of corporate funds 
for political purposes is legal.  In most cases, however, NAR may accept corporate 
monies collected in a state for use by the PAF. 
 
PAF monies are earmarked solely to fund the national political programs of the 
association.  Acceptance of corporate contributions to the PAF is subject to a review of 
the election laws of the contributing state to establish that there exists no state or local 
prohibition or limitation on the use of such funds for National RPAC administrative and 
grassroots political purposes. 
 
Current National RPAC trustee policy allows a dollar-for-dollar credit toward a state's 
RPAC goal for corporate contributions made to the PAF by that state.  In this way, a state 
that has difficulty meeting its national goal with personal dollars may consider making a 
corporate dollar contribution to the PAF. 
 
National RPAC's internal accounting staff monitors all PAF contributions and credits the 
appropriate state's RPAC goal. 
 
For answers to any additional questions about RPAC administration or the Political 
Advocacy Fund, contact NAR’S RPAC Accounting Director Sue Losczyk at 312-329-
8233. 
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SECTION 3: 
RPAC FUNDRAISING & THE LAW 
 
I.  INTRODUCTION 
 
The REALTORS® Political Action Committee (RPAC) fundraising activities discussed 
in this handbook raise important legal considerations.  State associations, state RPACs, 
local boards, board RPAC committees, and individual members of the NATIONAL 
ASSOCIATION OF REALTORS® (NAR) must thoroughly understand the legal 
limitations, procedures and consequences of RPAC fundraising activities. 
 
This section describes how the relevant provisions of federal law governing the election 
of federal candidates affect RPAC fundraising activities.  Because of the wide range of 
state and local election laws and the futility of generalizations, those laws are not 
discussed here.  State and local associations and boards, their RPAC committees, and 
individual members planning RPAC fundraising must nevertheless be sure to verify 
compliance with state and local laws before conducting any fundraising programs. 
 
Seventy percent of all RPAC collections of personal (as opposed to corporate) 
contributions remain in the state in which they are collected for use in supporting 
candidates for state and local office.  The other 30 percent is forwarded to National 
RPAC for use in supporting candidates for federal office and other federal political 
activities.  The Federal Election Campaign Act of 1971 (FECA), as amended, regulates 
the conduct and financing of federal political campaigns.  This includes regulating the 
operation of federal political committees (PACs) such as RPAC. All RPAC fundraising 
falls under the jurisdiction of federal election laws because National RPAC's purpose is 
to affect the outcome of federal elections, and because contributions collected by 
National RPAC are used to make contributions to and otherwise support candidates for 
federal office.  In addition, always check with your state election laws to be in 
compliance. 
 
The FECA and the rules and regulations promulgated by the Federal Election 
Commission (FEC) cover every aspect of federal PAC fundraising, including:  1) who 
can be solicited to make a contribution; 2) what constitutes solicitation of a contribution;  
3) notices or disclaimers which must be provided when soliciting contributions to RPAC;  
4) prohibited contributions;  5)  contribution limitations;  6) contributor information that 
must be reported to RPAC and to the FEC, and 7) time limits that apply to a PAC’s 
receipt and deposit of contributions. 
 
Complying with the provisions of law discussed in this section is not unduly difficult or 
complex.  Compliance will help avoid the unpleasant consequences of FEC enforcement 
proceedings, which may include civil penalties for violations of the FECA up to the 
greater of $10,000 or twice the amount of money involved in the particular violation.  In 
extreme cases where a violation is "knowing and willful," criminal penalties, including 
fines and imprisonment, are even possible.  Serious penalties may also be imposed for 
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“conduit” violations, that is, making contributions in the name of another person so that 
the real source of the contribution is not disclosed. 
 
This section should not be considered a substitute for legal counsel.  Federal election 
laws and regulations are comprehensive and complex, and can change from time to time.  
Your state association, state RPAC, or board legal counsel should review all fundraising 
activities on a periodic basis to ensure compliance with current federal, state and local 
laws.  The NATIONAL ASSOCIATION OF REALTORS® is also available to assist 
state and local associations and boards with answers to any questions about the 
applicability of federal law to RPAC fundraising activities. 
 
II.  WHO CAN BE SOLICITED? 
 
The FECA limits the class of individuals that can be solicited to contribute to RPAC.  
This "restricted class" or "solicitable class" consists of association members, including 
individual affiliate members of state and local associations, and the executive and 
administrative personnel of NAR, state and local associations and boards, and the 
families of any of them.  Under certain narrowly limited conditions employees of 
REALTOR�  Associations other than executive and administrative personnel may also be 
solicited.  
 
To be solicitable for RPAC, a contributor must be a "member" or an employee of an 
association at any one of the three levels of the REALTOR® association structure.  
Individuals holding "affiliate member" status in local or state associations may also be 
solicited.  Any individual in the restricted class may be solicited for RPAC an unlimited 
number of times in any legally permissible way, except that solicitation of employees of 
Realtor� associations other than executive and administrative personnel is more narrowly 
restricted.  Individuals not in the restricted class, however, regardless of their relationship 
with a state association or local board, cannot be solicited for RPAC in any way or at any 
time. 
 
III. WHAT IS A SOLICITATION? 
 
The question of what constitutes a solicitation is significant because of the restrictions on 
who may be solicited.  This issue most often arises when an association wishes to publish 
information or articles about RPAC in it’s newsletter, magazine, or other publication 
where some copies may be distributed to individuals outside the restricted class.  The 
question can also arise when PAC promotional events are held, when items such as PAC 
T-shirts, posters, coffee mugs or caps are displayed and offered for sale to benefit the 
PAC at conventions or meetings where non-solicitable individuals are present, or even in 
connection with presenting PAC information on a publicly accessible Website. 
 
The FEC takes a very broad view of the term "solicitation," and considers a solicitation 
any statement that provides the recipient with information about the PAC and the PAC’s 
need for or collection of contributions.  Statements about RPAC accompanied by an 
address where contributions can be sent or received is a solicitation.  Only the most 
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objectively presented factual discussion of PAC activities will not be characterized as a 
solicitation. 
 
As noted earlier, only individuals in the restricted class may be solicited for RPAC.  To 
ensure compliance with this requirement, RPAC should not be actively promoted or 
discussed in the presence of persons not in the restricted class.  In addition, when using 
association publications to inform people about RPAC, carefully consider (1) whether the 
article is merely an RPAC informational piece or a solicitation; and (2) who receives the 
publication.  If an article can be fairly characterized as "informational only," it may 
appear in an association publication distributed to persons outside of the restricted class.  
As noted above, however, the FEC has a very limited view of what constitutes 
"informational."  If an article about RPAC contains no more than a simple statement 
about how much money has been collected, the number of contributors, the candidates 
that have been supported by RPAC, or details on where additional information about 
RPAC may be obtained, it would probably be defined as merely informational and would 
not constitute a solicitation.  On the other hand, an article that encourages readers to 
support RPAC, provides information on how to contribute to RPAC (a contribution form, 
for example, or an address to which a contribution may be sent), or makes a simple 
statement about RPAC's need for contributions, would probably constitute an RPAC 
solicitation. 
 
If an article constitutes a solicitation, distribution of the publication must be limited to 
persons within the restricted class.  The FEC has ruled, however, that under certain very 
narrowly defined circumstances solicitation materials or articles may be distributed to a 
de minimis number of persons not in the restricted class.  Distribution of such material is 
not deemed an illegal solicitation if: 
 
1) the distribution is to a de minimis or limited number of non-solicitable persons, which 
the FEC has construed to mean up to as much as 3 percent of the total distribution; 
 
2) a clearly visible notice is printed (preferably in contrasting print) indicating that the 
solicitation is intended only for members of the association and that contributions from 
nonmembers will be returned; and 
 
3) a screening mechanism is established to examine contributions to determine if they are 
from non-solicitable persons, and to return any received from such persons in response to 
the solicitation. 
 
The FEC has also ruled that a PAC fundraising booth, exhibit, or table at an association 
meeting or convention, operated for the purpose of soliciting contributions either directly 
or through the sale of items, constitutes a solicitation.  Such activity is permitted as long 
as contributions are not accepted outside of the restricted class. 
 
The FECA does permit a PAC to accept unsolicited contributions from persons who may 
not be solicited.  Despite that, in order to facilitate the publication of solicitation materials 
which might reach a de minimis number of person who may not be lawfully solicited, 
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RPAC has adopted a policy of never accepting contributions from persons who may not 
be solicited.  This policy has the effect of eliminating the “screening” requirement 
described above regarding solicitations that might extend to persons outside the restricted 
class.  
 
In sum, to stay clear of improper and unlawful solicitation of non-solicitable persons:   
1) do not publish RPAC solicitation articles in materials distributed to more than a de 
minimis number of persons outside the restricted class; and 2) be cautious of RPAC 
promotion in the presence of persons outside the restricted class. In order to allow 
publication of material that for practical reasons could not otherwise be published, NAR 
has adopted the prudent but not legally mandated approach of refusing to accept all 
contributions offered by individuals not in the restricted class. 
 
 
IV.  CONTRIBUTION NOTICES 
 
Political action committees, such as RPAC, are prohibited from obtaining contributions 
based on threats of physical force, employment discrimination, financial reprisal, or by 
allocating to the PAC a portion of dues, fees or other monies required as a condition of 
membership in the sponsoring organization.  To reinforce these requirements and assure 
that no pressure or duress is applied in soliciting and collecting RPAC contributions, the 
FECA requires that all RPAC written solicitation materials include a notice that includes 
all of the following: 
 

1. The political purpose of RPAC; 
2. That RPAC contributions are voluntary; 
3. That the member may refuse to contribute without reprisal, and that neither the 
National Association of REALTORS® or any of its state associations or local 
boards will favor or disfavor any member because of the amount they contribute.; 
4. That the contribution is split between National RPAC (30 percent) and the state 
RPAC (70 percent); and  
5. The amount is chargeable against the donor's federal contribution limit under 2 
USC §441a. 

 
Requirements of the Internal Revenue Code further require that a contributor be informed   
that “Contributions or gifts to RPAC are not deductible as charitable contributions for 
federal income tax purposes.”  This statement must be “conspicuous and easily 
recognizable,” which requires that it be placed as the first sentence of a paragraph, or set 
off as a paragraph itself. 
 
One suggested method of giving the appropriate notice or disclaimer is to provide each 
member solicited an RPAC flier or brochure containing the necessary information.  In the 
case of "dues billing" solicitations, the information must be plainly printed on the dues 
statement.  (A clearly identified and visible footnote is sufficient).   The following is a 
notice that might be used on a dues billing statement which also includes a suggested 
contribution amount: 
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Contributions are not deductible for income tax purposes.  Contributions to 
RPAC are voluntary and are used for political purposes.  You may 
contribute more or less than the suggested amount. You may refuse to 
contribute without reprisal and the National Association of REALTORS® or 
any of its state associations or local boards will not favor or disfavor any 
member because of the amount contributed.  70% of each contribution is 
used by your state PAC to support state and local political candidates.  Until 
your state PAC reaches its RPAC goal 30% is sent to National RPAC to 
support federal candidates and is charged against your limits under 2 U.S.C. 
441a; after the state PAC reaches its RPAC goal it may elect to retain your 
entire contribution for use in supporting state and local candidates.” 

 
 
V.  PROHIBITED CONTRIBUTIONS 
 
Certain contributions to National RPAC are prohibited by the FECA or by National 
RPAC trustee policy.  These prohibited contributions are:  1) contributions from 
corporations; 2) contributions made in the name of another; 3) any part of a cash 
contribution exceeding $100; 4) all anonymous contributions, regardless of amount; 5) 
contributions from members providing goods or services under contract to the federal 
government; 6) contributions by minors under the age of 18; and 7) contributions from 
foreign nationals. 
 
A. CONTRIBUTIONS FROM CORPORATIONS 
 
Federal law prohibits corporate contributions to federal candidates and committees, 
including PACs.  Accordingly, National RPAC cannot solicit or accept any corporate 
contributions. 
 
Some state laws permit the use of corporate funds in making contributions to state and 
local candidates.  Others prohibit the use of corporate money in making contributions to 
state and local candidates but, like Federal law, permit use of corporate funds to pay for 
the administrative expenses of operating and soliciting contributions to a PAC.  Still other 
states ban the use of corporate money for both contributions as well as PAC overhead. 
 
Regardless of how your state law regulates corporate contributions, all personal dollars 
collected for RPAC are split between the state RPAC and National RPAC. 
 
Although National RPAC cannot share in the corporate dollars raised in a state where it is 
legal to do so for state election purposes, the NAR Political Advocacy Fund (PAF) 
accepts and utilizes corporate political contributions that are provided by state corporate 
PACs and other corporations.  These funds are loosely described as RPAC and spent in 
accordance with the direction of the RPAC Trustee, but the monies are in fact are 
received, held and administered as separately earmarked funds on NAR records. 
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EXAMPLES OF PROHIBITED CORPORATE CONTRIBUTIONS TO NATIONAL 
RPAC: 
A member is prohibited from writing a check to RPAC on his or her incorporated 
business account (e.g., "Smith Agency, Inc., REALTORS®").  An incorporated local 
board is prohibited from making a contribution to RPAC  (except to the PAF) from board 
treasury funds. 
 
B. CONTRIBUTIONS MADE IN THE NAME OF ANOTHER 
 
Federal law prohibits contributions to RPAC "in the name of another," that is, a 
contribution identifying another person as the contributor.  It is unlawful for anyone 
knowingly to use the name of another in submitting a contribution, to permit his or her 
name to be used in the making of such a contribution, or knowingly to accept 
contributions made by one person in the name of another. 
   
EXAMPLES OF PROHIBITED CONTRIBUTIONS MADE IN THE NAME OF 
ANOTHER: 
Salesperson Mary is prohibited from contributing $25 to RPAC and claiming it is 
actually from Salesperson Sam, who was hindering fulfillment of a firm's "100 percent 
participation" pledge by refusing to contribute to RPAC. 
 
Broker Bob is prohibited from contributing $100 to RPAC from his personal funds and 
claiming that amount represents $10 contributions from the ten salespersons in his office. 
 
C. CASH CONTRIBUTIONS 
 
Cash contributions may be accepted by RPAC, but only up to $100 from any one 
member.  Any part of a cash contribution over $100 must be returned to the contributor.  
Local boards:  Please convert cash contributions to a money order or cashier’s check 
prior to transmitting the funds to the state association.  Cash should not be sent in the 
mail. 
 
EXAMPLE OF A PROHIBITED CASH CONTRIBUTION OVER $100 
A $150 cash contribution for a RPAC breakfast is prohibited.  $100 of that contribution 
may be accepted, but the remaining $50 must be returned to the contributor. 
 
D. ANONYMOUS CASH CONTRIBUTIONS 
 
Although federal election law allows anonymous cash contributions in limited 
circumstances, RPAC policy prohibits anonymous cash contributions in the RPAC 
fundraising process.  Anonymous cash contributions received during an RPAC drive 
must be disposed of in any manner consistent with federal and state law.  Check with 
your state association, state RPAC, or local board staff or legal counsel to determine how 
to dispose of anonymous cash contributions. 
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EXAMPLE OF A PROHIBITED ANONYMOUS CASH CONTRIBUTION: 
An unidentified member may not leave any money in a collection plate or hat passed 
around a local board meeting to collect RPAC contributions.  In such situations 
contributors should be asked to identify themselves and the amount of their contributions. 
 
E. CONTRIBUTIONS FROM FEDERAL CONTRACTORS 
 
Individual members under contract to the federal government to provide goods and 
services, including the leasing or selling of land or other real property, or interests in real 
property, are prohibited from contributing to National RPAC during both the negotiation 
phase and the term of the contract. Individual employees of an incorporated real estate 
firm that is a federal contractor, however, as well as its officers and directors, may 
contribute to federal candidates or committees, including RPAC.  Likewise, a real estate 
firm acting as a partnership that is a party to a contract with the federal government may 
not make a contribution to RPAC out of partnership funds, but the partners may make 
contributions to RPAC from their own personal funds.  Finally, a member operating his 
or her real estate firm as a sole proprietor that has federal contracts is prohibited from 
making a contribution to RPAC from either personal or business funds.  That member's 
spouse or other immediate family member may, however, contribute to RPAC from 
family or personal funds. 
 
EXAMPLES OF PROHIBITED CONTRIBUTIONS FROM FEDERAL 
CONTRACTORS: 
Smith REALTORS®, a partnership with property leased to the Federal Bureau of Land 
Management, is prohibited from making a contribution to RPAC from partnership funds.  
John Smith, a partner in Smith REALTORS�, may make a contribution from his own 
personal funds. 
 
Bob Jones, REALTOR®, a sole proprietor with a listing contract to sell an old post office 
facility owned by the federal government, is prohibited from contributing to RPAC using 
either personal or business funds. 
 
F. CONTRIBUTIONS FROM FOREIGN NATIONALS 
 
Under federal law, no person can solicit, accept or receive a contribution from a foreign 
national in connection with any Federal, State or local election.  A foreign national is a 
person who is not a U.S. citizen or a national of the United States (as defined by INS 
rules) and who is not lawfully admitted for permanent residence.  Non-citizens who have 
been granted permanent residence status (“Green card holders”) are not foreign nationals 
and may contribute. 
 
EXAMPLES OF PROHIBITED CONTRIBUTIONS FROM FOREIGN NATIONALS: 
A Mexican citizen with large U.S. land holdings who does business with REALTORS® 
in this country is prohibited from making a contribution to RPAC. 
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A member of an international affiliate of the NATIONAL ASSOCIATION OF 
REALTORS® from Ottawa, Canada, attending a state association convention as guest 
speaker, is prohibited from bidding for and buying an item at a RPAC fundraising event. 
 
VI. CONTRIBUTION LIMITATIONS 
 
The Federal Election Campaign Act prohibits contributions in excess of $5,000 per 
calendar year by an individual to a multi-candidate federal PAC such as National RPAC. 
This limitation applies only to the 30 percent portion of each contribution transmitted to 
National RPAC for the support of federal candidates.  Thus, a member could actually 
contribute as much as $16,666 to the RPAC program annually, since only 30 percent of 
that amount - or $5,000 - would reach National RPAC for use in supporting candidates 
for federal office, while the other seventy percent of that amount contributed is retained 
by the state RPAC. Federal law also prohibits any one individual from giving more than 
$95,000 in total contributions for all federal election purposes in any two year “election 
cycle.”  This includes contributions to national party committees, federal candidates, 
and/or federal PACs.  A “sublimit” of $57,500 per two year cycle applies to the aggregate 
of all contributions to PACs and party committees. 
 
Contributions by a partnership to national party committees, federal candidates, and 
federal PACs are attributed to each partner in direct proportion to his or her share of the 
partnership profits or losses.  In the case of a real estate firm organized as a partnership, a 
portion of any federal contribution made from firm funds is also counted against each 
partner's $25,000 overall federal contribution limit.  Similarly, if the partnership has 
made a contribution to RPAC from partnership funds, each partner's portion will be 
counted against the annual $5,000 National RPAC contribution limit. 
 
VII. CONTRIBUTOR INFORMATION REQUIRED 
 
Federal law requires that certain information be gathered about RPAC contributors.  This 
information includes the name, mailing address, occupation and employer of each 
contributor, and the amount and date of the contribution.  In addition, the  NRDS 
membership identification number for each individual contributor is required by RPAC 
for its records, as well as the recognition year for the contribution.  RPAC solicitors 
should obtain this contributor information when they collect RPAC contributions.  The 
information a state association must reflect for each contributor in a  transmittal of funds 
to National RPAC is NRDS ID number, first & last name of the contributor, amount & 
date of contribution, and recognition year of the contribution.  Failure to do so will 
simply increase someone else's workload later on and add to the costs of RPAC 
fundraising.  Your state association, state RPAC, or board staff, or board RPAC 
Chairman may be able to provide RPAC reporting forms that make collecting and 
reporting this information easier. 
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VIII. LEGAL TIME LIMITS FOR TRANSMITTING AND DEPOSITING RPAC 
CONTRIBUTIONS 
 
The Federal Election Campaign Act sets forth specific time limits in which RPAC 
contributions must be both 1) transmitted to the treasurer of National RPAC or a 
designated "receiving agent", and 2) deposited in a "designated depository account" of 
National RPAC. 
 
A. TRANSMITTAL TIME LIMITS 
 
Under federal law, “any person” who receives on behalf of RPAC a contribution of 
more than $50 must, within 10 days, forward it to the treasurer of National RPAC 
or a designated receiving agent.  Contributions of $50 or less must be forwarded 
within 30 days of the date of receipt.  For this purpose, the state RPAC or state 
association is the designated receiving agent for National RPAC.  Thus, all contributions 
collected at the board level must be transmitted to the state PAC within the applicable 10 
or 30 day time limit from the date of receipt.  This means that boards, board RPACs, and 
individuals soliciting and collecting RPAC contributions on behalf of RPAC must 
promptly collect all contributions and transfer them to the state PAC within these time 
limits. 
 
What are the time limits for forwarding RPAC contributions to both state and/or 
NAR RPAC offices? 
 
Due to the multi-tiered structure of NAR, contributions made by members of the 
solicitable class may be forwarded through our structure in various ways.  The date the 
clock starts ‘ticking’ for purposes of the 10 or 30 day time limit, depends on the method a 
contributor chooses to deliver his/her contribution to National RPAC.  For purposes of 
this discussion, a number of examples are provided below to illustrate when the 10 or 30 
day time limit goes into effect. 
 
The key is the "date of receipt."   That is the date a person, such as a staff member of a 
local association receives the contribution directly from the contributor, or the date a 
member soliciting and receiving RPAC contributions, obtains possession of the 
contribution.  All contributions collected at the local association level must be transmitted 
to the state PAC within the applicable 10 or 30 day time limit from the date of receipt.  
This means that local associations, local association RPACs, and individuals soliciting 
and collecting RPAC contributions on behalf of RPAC must promptly collect all 
contributions and transfer them to the state PAC within these time limits.  
 
In cases where the date a person initially gives his/her contribution is unclear, you should 
assume the date of the check as the date of the contribution.   
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What if the local association is the first recipient of the RPAC contribution?  
The date of receipt that "starts the clock" is defined as:  

� The date an individual RPAC contributor hands over his/her contribution 
check or cash to an individual local association RPAC solicitor, or;  

� The date a contribution is directly received by a local association or local 
association RPAC from the contributor.  In the case of an individual 
mailing a check for payment of dues billing directly to the local 
association and the check includes a voluntary RPAC contribution, the 
date of receipt is the date the post office physically delivers the envelope 
to the local association office.  To establish the date of receipt in this 
situation, it is advisable for the local to date stamp the envelope or 
supporting documentation or otherwise record the date of delivery, and 
retain that documentation for future reference. 

� The time period ends when the contribution is received by the designated 
state association receiving agent.  

� If the contributor provides credit card information to the local association 
as the method of payment to make an RPAC contribution, the date the 
local charges the credit card is the date the clock starts ticking for the 10 
or 30 day time limit. 

� If the contributor submits an RPAC contribution via an online Ecommerce 
site where the proceeds will be deposited into a local association bank 
account, the date the charge is successfully accepted by the online site is 
the date the clock starts ticking.   

 
What if a Broker initially collects RPAC contributions on behalf of an agent?  
 
The Broker still needs to adhere to the time limits, since the FEC is likely to apply these 
time limits to the broker as “a person” who receives RPAC contributions from his or her 
agents.  A broker may collect dues from sales associates, including RPAC contributions 
(personal checks) included on the dues billing made by the sales associates, deposit the 
money collected in the broker’s account, and forward to the local association  these funds 
using a single check drawn by the broker on the firm’s (corporate) account.  
 
In doing so, however, it is essential that the broker keep clear records regarding the 
personal RPAC contributions received from the associates and include the documentation 
when forwarding the funds to the local association i.e. a copy of the agent's check.  
Because the FEC considers the transmittal time limits to begin when the associate gives 
an RPAC contribution to the broker, this is the date of receipt and the clock starts ticking 
for 10 or 30 day transmittal at this point.  Thus, the broker must forward the funds to the 
local association  as soon as possible to allow the local association  to, in turn, transmit 
them to the State Association within the 10 day time limit for contributions over $50 and 
within 30 days for contributions of $50 or less. 
 
The broker may not “hold” amounts collected from sales associates until having 
collected from all of them.  If the broker wants to hold the amounts paid to him for 
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association dues until dues payments are collected from all sales associates, the best 
practice is to ask sales associates to write separate checks for the RPAC contribution.  
 
Examples: 
 
A Broker asks his agents to give him their dues and RPAC check made payable to the 
local association, which he intends to forward to the local association.    
Wrong Way:  The broker receives a few RPAC checks (all less than $50) the first week, 
but waits until he collects from all his agents, which takes an additional four weeks.   
When all the last check from the last agent comes in, he forwards all the checks received 
to the local association. 
Right Way:  Every week the broker should forward to the local association the checks he 
has received, along with the accompanying documentation. 
 
A Broker asks his agents to write their dues and RPAC check made payable to him, 
which he intends to forward to the local association. 
Wrong Way:  The broker receives a few RPAC checks (all less than $50) the first week, 
but waits until he collects from all his agents, which takes an additional four weeks.   
When the last check from the last agent comes in, he deposits the checks in his account 
and writes one check and sends it to the local association.  
Right Way:  Every week the broker should deposit the checks he has received into his 
account and write and forward to the local association his check for the total of all 
contributions he has collected, along with the accompanying documentation. 
 
A REALTOR® attends an RPAC Auction the first weekend of the month and 
purchases an item with $75 cash. 
Wrong Way:  Since the amount contributed is $100 or less, cash is acceptable, but the 
local association fails to forward those funds until the end of the month along with the 
contributions of $50 or less. (Federal law allows cash contributions of $100 or less, but 
double-check your state laws as some states have lower cash limits.) 
Right Way:  Since the amount is over $50, the local association must send the 
contribution promptly so that the state association receives the contribution within 10 
days of the date the contributor made the contribution at the auction.  
 
B. DEPOSIT TIME LIMITS 
 
Federal law also requires that all RPAC contributions be deposited within 10 days of the 
time they are received by the designated agent of RPAC, which is the state RPAC or 
association.  The "state transmittal account" (see discussion of that account in Section 2, 
RPAC Procedures and Administration) is considered to be the "designated depository 
account" of National RPAC.  Thus, RPAC contributions must be deposited in that 
transmittal account within 10 days of receipt by the state PAC.   
 
From the State PAC transmittal account National RPAC's share of the funds deposited is 
forwarded to NAR headquarters in Chicago and the state's share transferred to the state 
RPAC account.  The state PAC must transmit to National RPAC those contributions in 
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the month they are received or the month immediately following.  The best practice is for 
the state PAC to select one or more dates on which it will, each month,  forward to 
National RPAC in Chicago the appropriate portion of all contributions.  This allows 
National RPAC to promptly report to the FEC all contributions made, as required by the 
Federal Election Campaign Act. 
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IX. FUNDRAISING SPECIAL EVENTS 
 
Some state associations, state PACs, local boards or their RPAC committees include in 
their fundraising activities special events such as raffles, auctions, and dinners or other 
like events.  Some also sell merchandise to benefit RPAC. The costs of conducting such 
fundraising events are generally considered an administrative expense that may be borne 
by the sponsor – the board or state association.  In some cases, however, where the event 
involves distribution of prizes, merchandise or entertainment, some of the costs may be 
subject to the "one-third rule." This rule is explained below, followed by a brief 
discussion of other issues relevant to various specific popular events. 
 
A. THE ONE-THIRD RULE 
 
1.  What is the "one-third rule" and when does it apply? 
 
The so-called "one-third" rule set forth in the Federal Election Commission Regulations 
applies to corporate sponsored fundraising events held to raise voluntary contributions to 
Federal political action committees where the event involves providing prizes, 
merchandise, or entertainment to contributors.  The rule applies to RPAC fundraising 
events sponsored by NAR or state or local associations because 30% of each RPAC 
contribution is forwarded to National RPAC to support Federal candidates.   
 
2.  What is the reason for the one-third rule? 
 
The one-third rule is intended to prevent a corporation from giving contributors prizes, 
merchandise or entertainment at events like raffles, dinner-dances, auctions and the like 
"in exchange" for voluntary individual political contributions.  Since an incorporated 
Board of REALTORS® may use corporate monies to pay the costs of conducting an 
RPAC fundraising event, such an "exchange" might appear to occur if the prizes or 
entertainment provided to contributors had approximately the same value as the total 
contributions made by those individuals in attendance.  Thus, the rule prevents the 
sponsor from providing to contributors prizes or entertainment in exchange for personal 
PAC contributions where the total amount contributed does not significantly exceed the 
value of the prizes or entertainment.  The rule accomplishes this by establishing a 
"threshold" relationship between costs incurred in connection with the event and total 
contributions made by those in attendance. 
 
3.  How does the one-third rule work? 
 
In order to prohibit "exchanges" of corporate money or merchandise for personal PAC 
contributions, the rule provides that  the value of the prizes, merchandise, or 
entertainment distributed (exclusive of food, beverage and facility expenses, but 
including professional entertainment expenses) to contributors at a fundraising event , 
like a raffle or an auction, may not exceed one-third of the total contributions made by 
contributors at the event.  Stated conversely, the event must result in total contributions 
not less than three times the costs of prizes and entertainment.  If that amount of 
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contributions is not achieved, the sponsor must be reimbursed by the PAC in an amount 
necessary to reduce the net "expenditure" (for merchandise and entertainment) to one-
third of the contributions collected. 
 
4.  Can you provide an example?   
 
Assume, for example, a Board spent $400 for items to be raffled off at a fundraising 
event and collected $1200 or more in contributions at the event.  No reimbursement 
would be necessary because one-third of the fundraising proceeds (one-third of $1200, or 
$400) is equal to the Board’s costs.  But if the Board collected only $900 in contributions, 
it would have to be reimbursed for the amount by which the expenses ($400) exceeded 
one-third of the contributions collected ($900 ÷ 3 = $300), or $100.  [This calculation is 
complicated by the fact that this formula only applies to the National RPAC portion of 
the contributions, and any reimbursement must be made by National RPAC.  In this 
example, National RPAC's portion of the total contributions is 30% of $900, or $270, and 
one-third of that amount is $90.  Similarly, National RPAC's allocable portion of the 
"expenditures" allocable to raising Federal PAC funds is 30% of $400, or $120.  Thus, 
this example would require reimbursement by National RPAC of $30, which is the 
difference between $120 and one-third of $270 ($90.00).] 
 
It is important to recognize two points in making these computations:  (1) Each prize 
need not satisfy the one-third standard individually as long as the costs of all items and 
contributions received for them do so collectively.  (2) In computing the Board’s costs of 
the prizes distributed via the event, items donated to the Board must be valued at their 
fair market value, since even though such items may have been acquired by the Board 
without cost they have a market value and thus constitute an asset of the Board with that 
fair market value. 
 
B. RAFFLES 
 
RPAC raffles usually involve the sale of tickets, of which one or more is drawn to 
determine the winner of merchandise or services.  Conducting an RPAC raffle raises 
several legal considerations. 
 
1.  Purchase of Raffle Ticket is a Contribution to RPAC 
 
Under FECA, the full price of a raffle ticket constitutes a contribution to RPAC.  
Therefore, you must obtain and report the necessary contributor information just as if the 
ticket purchaser had made a direct contribution to RPAC.  Persons outside the restricted 
class may not be solicited or permitted to purchase tickets.  
 
2.  Publicizing an RPAC Raffle constitutes a Solicitation 
 
Publicizing a raffle to raise RPAC funds constitutes a solicitation for contributions to 
RPAC.  As a result, such publicity must include the necessary information regarding the 
appropriate split of the contribution between National RPAC and state RPAC, and the 
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fact that the federal portion is charged against the contributor's limits under 2 U.S.C. 
441a. Such publicity must be distributed only to persons within the solicitable class. 
 
3.  Payment of Raffle Expenses 
 
Under federal law, the association is permitted to pay RPAC administrative costs and the 
costs of soliciting RPAC funds.  Therefore, a state association or local board (except in a 
few states where state law provides otherwise) may pay the costs of the items being 
raffled off, subject to the "one-third rule" discussed above. 
 
4.  Contributing Merchandise or Services to Raffles 
 
As mentioned, state associations and boards, except where prohibited by state law, may 
contribute merchandise or services for use in RPAC raffles, subject to compliance with 
the "one-third rule".  A common question is whether individuals may also donate 
merchandise or services to be used in RPAC fundraising events such as raffles.  Any 
bona fide member of the board (that is, a "member" within the restricted class, as 
discussed above) can contribute merchandise or services to an RPAC raffle. Those who 
do not qualify as solicitable members, as described above, may not donate goods or 
services to be raffled off or otherwise used to generate contributions to RPAC. 
 
5.  State and Local Laws May Restrict or Prohibit Raffles 
 
Fundraising events such as raffles are frequently subject to state or local laws or 
regulations applicable to "games of chance" or the like.  State association, state RPAC, or 
local board legal counsel should be consulted before planning an RPAC raffle. 
  
C. AUCTIONS 
 
Some RPAC fundraisers involve auctions of donated items or services to the highest 
bidder via either live or "silent" proceedings.  Conducting an RPAC auction also prompts 
several legal considerations. 
 
1.  Purchase of Auction Item is a Contribution to RPAC 
 
As with the purchase of raffle tickets, the purchase of an item at an RPAC auction is 
considered an RPAC contribution equal to the entire purchase price, even if a portion of 
that price is paid by the association conducting the auction to the artist or other consignor 
who provided the item.  Accordingly, persons outside the restricted class who are not 
permitted to be solicited to contribute to RPAC may not be invited to attend or allowed to 
purchase any auction items.  
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2.  Publicizing an RPAC Auction Constitutes a Solicitation 
 
Publicizing an RPAC auction constitutes a solicitation of contributions.  Therefore, such 
publicity must include the necessary information regarding the appropriate distribution of 
the contribution between National RPAC and the state RPAC, and the fact that the 
federal portion is charged against the contributor's limits under 2 U.S.C. 441a.  Moreover, 
as noted above, the distribution of publicity about the auction must be limited to persons 
within the restricted class. 
 
3.  Who Can Contribute Merchandise or Services 
 
As with raffles, items of value may be donated to the board for sale at an RPAC auction 
only by bona fide members. Such members include affiliate members (and even affiliate 
corporate members, though such corporate members may not make direct contributions to 
RPAC.)  Local businesses who are not members of the board or state association may not 
contribute cash, merchandise or services to be auctioned off to raise funds for RPAC.  
Also as in the case of raffles, the fair market value of donated items must be used in 
calculating expenses for purposes of the "one-third rule.”  State associations and local 
boards may also purchase and/or obtain from members within the restricted class donated 
items for an RPAC auction, subject to satisfaction of the "one-third rule" discussed 
previously.   The association may also purchase items for auction for other sources so 
long as the purchase price is the usual and normal charge for such items. 
 
4.  Handling Consigned Items 
 
In some auctions, items such as artwork are received for auction on a consigned basis at a 
floor price.  If the bidding exceeds the consigned price, the item is sold to the highest 
bidder, and the agreed upon consigned price paid to the artist or other consignor.  If the 
bidding does not reach the consigned price, the item is not sold but is returned to the 
consignor.  In either case, no contribution is made by the consignor.  The entire price paid 
by the purchaser is, as noted above, treated as a contribution, while the compensation 
paid to the artist is treated as an expense of conducting the event. 
 
 
5.  State and Local Laws May Restrict or Regulate the Conduct of Auctions 
 
Fundraising events such as auctions may also be subject to state and local election laws, 
as well as other applicable legal restrictions.  Some jurisdictions, for example, restrict 
auctions to sealed bids only, or require the hiring of a licensed auctioneer.  Other state or 
local laws relating to fundraising or other auction events may also apply, and legal 
counsel is advised before conducting an RPAC auction. 
 
 
 
 
 



 112 

D. DINNERS OR OTHER CATERED EVENTS 
 
Some RPAC fundraising drives include dinners or other events involving the serving of 
food to raise money for RPAC.  Several aspects of the FECA must be considered when 
holding an RPAC dinner or similar event. 
 
1.  Purchase of Dinner Ticket is a Contribution to RPAC 
 
As in the case of raffles, the entire purchase price of a ticket to a dinner or other RPAC 
fundraising event is considered a contribution to RPAC.  The usual rules for RPAC 
solicitations and contributions apply:  Persons outside the restricted class cannot be 
solicited or permitted to purchase tickets. 
 
2.  Utilizing the Services of Vendors 
 
It is permissible to purchase from a corporate vendor (e.g., an incorporated restaurant, 
caterer or other food service company) the food, facilities or services necessary to hold a 
food-related RPAC fundraising event.  The vendor corporation must, however, apply its 
"usual and normal charge" and be paid "within a commercially reasonable time" for the 
food, facilities, or services provided.  Thus, a state or local association or board or its 
RPAC committee conducting an RPAC fundraising dinner must pay the usual rental for 
the restaurant, hall or building where the dinner is held, and must pay the caterer at its 
normal rates for the food. Unless timely payment is made at the usual and normal charge, 
the corporate vendor providing food or facilities would violate the FECA by making an 
in-kind contribution to RPAC. 
 
3.  Paying the Costs of a Dinner 
 
Unlike raffles, auctions or other events involving entertainment or prizes, payment by a 
state association or board of the food and beverage expenses associated with an RPAC 
fundraising event is not subject to the "one-third rule."  If prizes, gifts or other items are 
distributed at the event, however, the expenses associated with those aspects of the event 
are subject to the "one-third rule" as described above. 
 
E. MERCHANDISE SALES 
 
Associations and boards and their RPAC committees may sell such items as T-shirts, 
posters, coffee mugs, caps, and the like, often bearing the RPAC logo, to raise RPAC 
funds.  Under FECA, the entire purchase price paid for items sold to benefit RPAC also 
constitutes a contribution to RPAC.  Since the purchase of such items constitutes an 
RPAC  contribution, only those in the restricted class may be solicited to contribute by 
making such purchases. 
 
An association or board, where not prohibited by state law, may bear the costs of 
acquiring merchandise for sale to benefit RPAC, subject to the "one-third rule."  
Merchandise offered for sale also may be donated by individuals who are within the 



 113 

restricted class as bona fide members of the board, but the fair market value of the items 
must be included in performing the "one-third rule" calculation even though the state 
association or board received such items at no charge. 
 
F. GOLF OUTINGS  

 
Another popular RPAC fundraising event is a golf outing or tournament.  Any event that 
attracts the attention of and participation by REALTOR® association members is, of 
course, a prime opportunity to raise funds for RPAC.  Unfortunately, the usually 
substantial expense associated with golf outing fundraisers, coupled with the limitations 
of the one-third rule, makes conducting them lawfully more complex than many other 
fundraising events.  The following describes these complexities and offers some 
suggestions to simplify compliance with the law. 
 
1.  Treatment of Ticket Sale Proceeds.  The Federal Election Campaign Act provides that 
the entire price of a ticket to attend a PAC fundraising event constitutes a contribution to 
the PAC.  This rule applies even though it is intended that only the net proceeds of the 
event, after expenses, are to be provided to the PAC.  Thus, where each participant in a 
golf outing held to raise funds for RPAC pays $100 to purchase a ticket, federal law 
requires that the entire $100 amount be treated and reported as a contribution to RPAC. 
 
Correspondingly, if it is intended that the expenses of the event be paid for with the 
proceeds from ticket sales, the payment of those expenses must be duly reported as 
expenditures by RPAC.  These expenses cannot be “netted out,” so that only the net 
amount is transferred to and reported as a contribution to RPAC.  Instead, the entire 
amount must be provided to RPAC.  The expenditures of the event must be covered by 
the sponsor (the state or local board), or where permitted paid  out of funds provided for 
that purpose by the State PAC. 
 
Of course, Federal law applies only to the portion of each RPAC contribution transmitted 
for use by National RPAC (generally 30%).  But the foregoing requirements nevertheless 
apply to the National RPAC portion:  Thirty percent of the admission price must be 
reported as a contribution to National RPAC, and the pro rata portion of that 30% share 
used for expenses must be paid by, and reported as an expenditure by, National RPAC.  
Use of the remaining 70% State PAC portion of the proceeds to defray the expenses 
invokes application of the “one-third rule,” described below. 
 
2.  One Third Rule Compliance.  The one-third rule is designed to prevent a corporation 
from "exchanging" corporate funds for individual PAC contributions by, for example, 
providing entertainment or other like benefits to attendees at a fundraising event, paid for 
at corporate expense, for the contributions of individual contributors. 
 
An example makes such an exchange, and the purpose of the "one-third rule" clearer.  
Assume an incorporated association held a golf outing fundraiser for which it charged a 
ticket price of $50.  Purchase of a ticket entitles each participant/contributor to play golf 
and use a golf cart.  Assume also that the fee normally charged by the golf course is $50, 
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and the fee for each player is to be paid by the association so that all proceeds from the 
sale of tickets would be provided to RPAC.  The result?  Each participant would 
essentially "break even," because each makes a contribution to RPAC of $50 for which 
each player receives "fair value" of a round of golf for which the usual price is $50.  The 
PAC receives $50 per participant, but the corporation pays out $50 per participant while 
receiving nothing in return.  In essence, the corporation, rather than the individuals 
attending the event, makes a contribution to the PAC of $50 per participant. 
 
The "one-third rule" recognizes that corporations that sponsor PACs may pay solicitation 
costs associated with PAC fundraising events, but provides a “safe harbor” as to the 
extent to which a corporation may pay the expenses of such a fundraising event without 
being deemed to be "exchanging" corporate funds (by bearing the expenses of the event) 
for the personal contributions paid by event attendees, as described above.  The rule 
provides that the corporation may pay the expenses of the event up to one-third of the 
total fundraising proceeds- i.e.; the ticket receipts.  In the example above, the event would 
be permissible if each participant had paid $150 to attend the golf outing, since the 
corporation paid $50 per participant to conduct the outing.  Any expenses of the event 
which exceeded that amount must be paid by the PAC. 
 
In this regard it is also important to note that the one-third rule computation must take 
into account all costs incurred in providing the prizes and entertainment (golf) at the 
event, even if some of those costs are paid directly or indirectly by sponsors.  Where, for 
example, an affiliate member of the association subsidizes a portion of the greens fees for 
the event, those expenses must nevertheless be into account by the association in doing 
the above one-third rule calculation. (Such sponsor contributions may, however, be 
disregarded if they are used to pay food and beverage expenses.) 
 
3.  Permissible Attendees.  Another important principle applicable to RPAC fundraising 
must also be carefully observed in conducting golf events.  Since such events are RPAC 
fundraisers, the usual restriction on who may be solicited applies.  Specifically, only 
association members and executives and administrative personnel, and their families, 
may be invited to attend, and the mere invitation to attend a fundraising event constitutes 
a solicitation.  In particular, individuals or companies involved in real estate related 
businesses that are not members of the association may not be invited nor asked to 
contribute to the expenses of the event. 
 
4.  Alternative Method of Covering Costs.  A simpler way of conducting a golf event and 
paying the costs thereof involves treating the golf activity and the RPAC fundraising 
aspect of the event independently.  This avoids application of the one-third rule to the 
costs of admission to the event, and the corresponding complications arising out of using 
the National RPAC contributions received as proceeds to offset the costs of the event.  
This method involves conducting the golf event without using or characterizing ticket 
purchases as contributions to RPAC, and correspondingly without providing any portion 
of ticket sale proceeds to RPAC.  At an appropriate time during the event, however, 
attendees at the event are solicited to make a voluntary contribution to RPAC, and the 
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entire amount of each contribution made in this fashion provided to RPAC in the usual 
way. 
 
RPAC fundraising at a golf outing done in this fashion is permissible and accounting for 
contributions and expenditures is substantially simplified.  The usual restrictions 
regarding individuals who may be solicited apply, of course.  If all attendees are to be 
openly solicited, then only association members or executive and administrative staff, 
and their families, may be invited.  If the solicitation activity is to be conducted 
“privately” and can be limited to only those who can lawfully be solicited, then the event 
may be opened and promoted to encourage and promote attendance by other interested 
individuals. 
 
 
X.  TOP TEN LEGAL QUESTIONS 
 

1.  May we do “above the line” dues billing” for RPAC contributions? 
 
Yes!  You may include a request for an RPAC contribution on the dues 
statement that is “above the line” – that is, a request for a specified amount 
included in the “total due” of the dues shown on the statement.  You must, 
however, include a proper “solicitation notice” (also called a “disclaimer”) 
explaining the voluntary political nature of the contribution requested, and 
members must be permitted to deduct the amount of the requested RPAC 
contribution from the amount paid if they choose not to make an RPAC 
contribution.  You may not “reverse dues bill” – that is, require payment of a 
total amount and offer to provide a refund to anyone who does not want to make 
an RPAC contribution.  Dues billing, including “above the line” dues billing, is 
subject to state law also, since a portion of the contributions made are provided 
to the State PAC.  Thus, you must also comply with any requirements of state 
law applicable to dues billing. 
 
The solicitation notice to be used is the following: 

 
"Contributions are not deductible for income tax purposes.  Contributions to 
RPAC are voluntary and are used for political purposes.  You may 
contribute more or less than the suggested amount. You may refuse to 
contribute without reprisal and the National Association of REALTORS® or 
any of its state associations or local boards will not favor or disfavor any 
member because of the amount contributed.  70% of each contribution is 
used by your state PAC to support state and local political candidates.  Until 
your state PAC reaches its RPAC goal 30% is sent to National RPAC to 
support federal candidates and is charged against your limits under 2 U.S.C. 
441a; after the state PAC reaches its RPAC goal it may elect to retain your 
entire contribution for use in supporting state and local candidates.” 
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The third sentence (“The amount indicated is merely a guideline and you may 
contribute more or less than the suggested amount.”) is not required if no specific 
suggested contribution amount is included. 
 
This notice must be on the dues statement, though it may appear on the reverse 
side if there is a clear reference to it (such as an asterisk) where the contribution is 
requested/suggested.  Similar language should also be included on any other 
written solicitation for RPAC contributions. 
 
Note also that while the above notice must appear on all written solicitations for 
RPAC, federal law requires that whenever a members is solicited to make an 
RPAC contribution he or she must be advised of the (i) political purpose of RPAC 
and (ii) that he or she “ may refuse to contribute without reprisal.” 

 
2.  What is the difference between “hard” and “soft” money? 

 
“Hard” money is that which is acceptable for purpose of making 
contributions to Federal candidates.  “Soft” money is that which cannot be 
used to make contributions of other forms of direct support (such as in-kind 
contributions) to Federal candidates. The distinction is generally between 
individual (hard) and corporate (soft) monies, but there are other forms of 
soft money as well.  For example, foreign nationals may not contribute to 
Federal candidates, and an individual who has contributed $25,000 to 
Federal candidates or committees in a calendar year is prohibited from 
making any further contributions to Federal candidates or committees, 
including Federal PACs.  Thus, a contribution by either would be “soft” 
money even though not made by a corporation. 
 
“Soft money” is generally prohibited for use in connection with federal 
elections, although some important uses of it still remain lawful.  It may be 
used in connection with solicitation of hard money contributions to RPAC, 
and may be used to communicate with members about specific candidates for 
election to federal office. 

 
3.  If contributions are deposited into the local Board’s corporate account, do they 
become tainted corporate monies that are unacceptable by RPAC?  Is the local Board 
required, or permitted, to use a separate account to transmit contributions collected to the 
State Association? 

 
Contributions received by a local Board and deposited into the local Board’s 
account do not thereby become corporate monies that RPAC may not accept 
so long as (a) they are transmitted to the State Association within the 
applicable time limits (see #3, above), and (b) “separate and specific” records 
are maintained that clearly indicate the RPAC contributions deposited into 
the local Board’s account, and subsequently transferred to RPAC. 
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The local Board may, but is not required, to use a separate “transmittal” 
account for purpose of receiving, depositing and then transferring RPAC 
contributions to the State Association.  It is recommended that such a 
separate account be used for this purpose because it makes the record 
keeping for RPAC contributions deposited into and transferred out of the 
local Board’s account (to the State PAC) considerably easier and more 
convenient, but the local Board may elect to use its regular operating account 
for this purpose so long as adequate records are maintained. 

 
4.  If a broker collects from his salespeople for local Board dues and some sales 
associates include an RPAC contribution in that payment, may the broker deposit that 
money in the firm’s account and transmit it to the local Board using a corporate firm 
check?  Can the broker hold that money until he has collected from all his salespeople? 

 
The broker may collect dues from sales associates, including dues billing 
RPAC contributions made by the sales associates, deposit the monies so 
collected in the broker’s account, and forward to the local Board such 
monies using a single check drawn by the broker on the firm’s (corporate) 
account.  In doing so, however, it is essential that the broker keep clear, 
unambiguous records regarding the RPAC contributions received from the 
associates.  It is likely that the FEC would consider the transmittal time 
limits to begin when the associate gives a check including an RPAC 
contribution to the broker.  For that reason those contributions need to be 
sent to the local Board sufficiently promptly to allow the local Board to, in 
turn, transmit them to the State Association within the time limits.  The 
broker also should not “hold” amounts collected from sales associates until 
having collected from all of them.  If the broker wants to hold the amounts 
paid to him for local Board dues until dues payments are collected from all 
sales associates, the best practice is to ask sales associates to write separate 
checks for the RPAC contribution portion and forward those checks to the 
local Board immediately upon receipt. 
 

5.   Are RPAC contributions tax deductible? 
 

No.  There is presently no Federal tax deduction or credit provided for 
political contributions, including contributions to RPAC.  Previously a 
Federal income tax deduction, and later a partial Federal income tax credit, 
was available, but both have been eliminated.  For that reason, unlike in the 
case of making charitable contributions, there is no financial benefit to a 
contributor making a contribution to RPAC in the form of appreciated 
property, such as shares of appreciated stock.  Contributors should check 
state law to determine if there are any state income tax benefits provided to 
those who make political contributions.  
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6.  Can affiliate members of a local Board contribute to RPAC?  
 

Yes, so long as they are bona fide members of the local Board and otherwise 
permitted to contribute to RPAC.  “Bona fide” means that such members 
hold membership in accordance with a legitimate category of membership, 
such as one prescribed in the local Board’s Bylaws.  The NAR Model Bylaws 
for local Boards provides, for example, that “Affiliate Members shall be real 
estate owners and other individuals or firms who, while not engaged in the 
real estate profession …, have interests requiring information concerning 
real estate, and are in sympathy with the objectives of the local Board.”  The 
usual contribution requirements apply to such affiliate contributions, and in 
particular, only individual affiliate members and not corporate affiliates may 
contribute to RPAC, since corporate contributions are not permitted. 

 
7.  From whom may the local Board solicit and accept donations or merchandise to be 
sold/auctioned or otherwise used to defray the costs of a local Board RPAC fundraising 
event? 

 
The only persons or entities that may contribute to or otherwise donate 
money or items to be used in an RPAC fundraising event are members 
(Realtors® or affiliates) of the local Board.  Thus, local car dealers, insurance 
agencies, banks, or printers that are not affiliate members of the local Board 
may not donate items to be auctioned or raffled off, nor may they provide 
money to be used to offset the costs of an RPAC fundraising event.  

 
8.  What must be done with contributions returned to a State PAC because they were not 
transmitted to RPAC in a timely manner? 

 
RPAC contributions not delivered to the State PAC and to RPAC in a timely 
fashion must be returned to the contributor.  Those contributions may not be 
simply diverted to and deposited into a corporate contribution account, such 
as the NAR Political Advocacy Fund or a state corporate political account 
operated by a state association where that is permitted by law.  The 
contribution must be refunded to the contributor or the contributor must be 
offered a refund and given the choice to receive that refund or expressly 
agree that the contribution may be used elsewhere, such as the corporate 
political account.  If the contributor so agrees, that consent should be 
documented. 
 

 
9.  Our Board wants to hold a fundraiser for our Congressman, who we really like and 
who already received a maximum contribution from RPAC. May we do that? 
 

No, the Board (a corporation, in most cases) may not plan and hold a typical 
“fundraiser” for a federal candidate.  But the Board may invite a federal 
candidate to address the members at a Board-sponsored event to which only 
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Board members and their families are invited and permitted to attend.  At 
that event representatives of the Board may, if desired, expressly encourage 
members in attendance to vote for the candidate or to contribute to or 
volunteer for the candidate’s campaign.  Contributions to the candidate may 
also be made at the event as long as (i) contributions are not required as a 
condition of admission to the event, and (ii) the Board and its employees, 
officers or other “official” representatives, are not involved in collecting any 
contributions made.  More specifically, only the candidate or members of the 
candidate’s campaign staff may “touch the money.” 

 
10.  We would like our firm to have 100% RPAC participation.  We are almost there, but 
a few agents are not yet RPAC believers.  Can other agents take up a collection to make a 
modest RPAC contribution “in the name of” those agents, so that we can achieve that 
100% participation distinction? 
 

No!  The Federal Election Campaign Act and Regulations explicitly prohibit 
contributions being made “in the name of” another individual.  The person 
indicated as the contributor to RPAC must be the person who actually 
donates the funds comprising that contribution. 

 
XI. CONCLUSION 
 
Compliance with federal law governing the election process is not difficult, but does have 
certain technicalities and complexities associated with it.  Adherence to these legal 
requirements can be accomplished.  Your fundraising efforts, activities and events can be 
conducted efficiently and successfully by gaining an understanding of the rules and 
requirements governing them. 
 
For answers to any additional legal questions about RPAC contact NAR's Associate 
General Counsel Ralph Holmen at rholmen@realtors.org or 312/329-8375. 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

mailto:rholmen@realtors.org
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NATIONAL RPAC FUNDRAISING TRUSTEE POLICIES 
 

(Bylaws, Fundraising) 
REALTORS® POLITICAL ACTION COMMITTEE 

NATIONAL ASSOCIATION OF REALTORS® 
 

BYLAWS AS APPROVED BY NAR BOARD OF DIRECTORS 
NOVEMBER, 1993, LAST UPDATED NOVEMBER 2012 

 
AND POLICIES LAST AMENDED BY THE NATIONAL RPAC TRUSTEES ON 

MAY 2011 
 
 
At the November 2012 Annual Convention, the Board of Directors approved dividing the 
RPAC Trustees into two separate committees (Fundraising and Disbursements) so each 
could focus on their particular area of expertise for RPAC to realize its maximum 
potential.  
 
 
 
 
 
ORIGINAL  RPAC COMMITTEE MISSION STATEMENT: 
Purpose: The REALTORS® Political Action Committee is organized and operated 
exclusively for the purpose of supporting the nomination or election of one or more 
individuals who are candidates for nomination or election to any federal elective office, 
and to collect and make expenditures of political contributions for the purpose of 
furthering the candidacy of such individuals for nomination or election to such office and 
otherwise supporting the legislative agenda of NAR, and to do any and all things 
necessary to accomplish such purposes, in accordance with the Federal Election 
Campaign Act of 1971, as amended. 
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I.  RPAC GOVERNANCE/BYLAWS – FUNDRAISING TRUSTEES 
 
National RPAC Statement of Organization and Procedures 
 
ARTICLE I 
Name and Definition 
 
The name of this committee is the REALTORS® Political Action Committee (or 
"RPAC") Federal Disbursements Trustees which is a committee of the NATIONAL 
ASSOCIATION OF REALTORS® (NAR). 
 
ARTICLE II 
Purpose: To enhance the political effectiveness of the NATIONAL ASSOCIATION OF 
REALTORS® by making direct contributions for the purpose of assisting real estate-
supported candidates win election to federal office; working collaboratively with state 
RPAC Trustees Committees to secure a request to mobilize REALTORS® in districts of 
RPAC-supported federal candidates; and urging the general public thru Independent 
Expenditures to support key federal legislators which is predicated upon first receiving a 
request to mobilize REALTORS® from respective state Trustees. 
 
ARTICLE III 
Board of RPAC Trustees 
 
Section 1.  Composition 
 
The Board of Trustees shall be composed of sixteen voting Trustees, appointed by the 
President of NAR, as follows: 
 
RPAC Chairman 
RPAC Vice Chairman 
Immediate Past RPAC Chairman 
13 Regional Trustees (1 per region) 
Disbursements Liaison, (non-voting member) 
Vice President to Government Affairs, (non-voting member) 
NAR Treasurer (also serves at RPAC Treasurer, non-voting member) 

 
Section 2.  Terms 
 
The length of terms of office for the RPAC Trustees shall be the following: 
RPAC Chairman: 1 year; 
RPAC Vice Chairman: 1 year; 
Immediate Past RPAC Chairman: 1 year; 
Regional Trustees, two year term, eligible for  reappointment to 2nd  consecutive two year 
term 
 
(See Appendix A for Qualifications and Duties) 
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Section 3.  Vacancies 
In the event any appointed Trustee shall die, become disabled, be removed, resign, or 
become otherwise unable or unwilling to serve for any reason whatsoever, the President, 
with the advice of the Trustees, shall appoint a successor to serve for the un-expired term 
of such Trustee. 
  
ARTICLE IV 
Officers of RPAC 
 
1.  Officers.  The officers of RPAC shall be the RPAC Chairman, RPAC Vice Chairman, 
Immediate Past Chairman, the Treasurer, the Leadership Liaison, and one or more 
Assistant Treasurers, who shall be staff members of the NATIONAL ASSOCIATION 
OF REALTORS® designated by the Executive Vice President.   
 
2.  Duties.  The Leadership Duties of the Chairman, Vice-Chairman and Treasurer are as 
follows: 
 
a. RPAC Chairman 
The Chairman shall preside at Trustee Committee meetings and perform all other duties 
usual and customary to that office. The Chairman shall be an ex-officio member of all 
RPAC subcommittees.  
 
b. RPAC Vice Chairman 
The Vice Chairman shall preside at meetings in the absence of the Chairman.  The Vice 
Chairman shall succeed to the office of Chairman the following year.  If the Chairman 
dies, resigns, or is otherwise unable or unwilling to serve, the Vice Chairman shall 
automatically serve as Chairman until the office is filled by the NAR President.  Upon 
filling of such office, the Vice Chairman shall again assume the Vice Chairmanship.  If 
the NAR President appoints the Vice Chairman to become Chairman, the NAR President 
shall also appoint a new Vice Chairman. 
 
c. Treasurer 
The Treasurer shall be the custodian of funds for the Committee.  He/She, with the 
assistance of the Assistant Treasurer, shall keep all funds of the Committee in accordance 
with the instructions of the Trustees, and shall keep full and accurate accounts, present 
financial statements, and prepare, sign and file all reports to the governmental authorities 
required by law or directed to be filed by the Trustees.  The Treasurer and Assistant 
Treasurer shall give bond in such sum as may be fixed by the Trustees, the premium on 
such bond to be paid by the Association. 
 
ARTICLE V 
Meetings and Operations 
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1. Meetings of the Trustees shall be called by the Chairman, with concurrence of the 
NAR President, at such time and place as he may specify in writing or at any meeting of 
the Trustees. 
 
2. Nine voting members of the Board of Trustees shall constitute a quorum.  A simple 
majority of those present is necessary for approval of actions by the Board of Trustees, 
unless otherwise specifically noted. 
 
3. The Treasurer of the Committee shall keep correct and complete books and records of 
account in accordance with applicable law and generally accepted accounting practices.  
The Committee’s books of account should be audited by NAR Finance staff at least once 
a year. 
 
4. The Fiscal Year of the Committee shall be from January 1 through December 31. 
However, the recognition year is from Nov.1 to Oct 31st (began in 2009). 
 
5. The Funds of the Committee shall be deposited to the credit of the Committee in such 
banks or other depositories as NAR may select.  All such funds including corporate funds 
in the Political Advocacy Fund shall be placed in segregated accounts and shall not be 
combined with any other funds of the Association. 
 
ARTICLE VI 
Amendments 
 
This Statement of Organization and Procedure may be amended by action of the NAR 
Board of Directors upon recommendation of the Board of Trustees. (August 24, 2001)  
 
APPENDIX A 
ROLES AND RESPONSIBILITIES OF TRUSTEES 
 
Section 1.  Qualifications 
 

x 1-year experience as a state RPAC trustee or RPAC Committee chair  
x An appreciation for the importance of RPAC, as indicated, for example, by 

being a multi-year RPAC contributor. 
x 2 years experience on an NAR political or legislative committee  
x Volunteer experience in a political campaign 

 
 
Section 2.  Authority and Duties 
 
The Board of Trustees shall have complete supervision and control over the affairs and 
funds of the Committee and shall establish and carry out all policies and activities of the 
Committee.  The Board shall from time to time adopt policies and procedures or amend 
existing policies and procedures, to govern RPAC’s fundraising efforts, the making of 
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contributions and other expenditures in furtherance of its purposes, and the duties and 
responsibilities of members of the Board of Trustees. 
 
1. RPAC Fundraising Trustees Chair 
 
The RPAC Chairman is responsible for overseeing the distribution of RPAC funds.  The 
Chairman should provide leadership and inspiration to sell the REALTORS® Political 
Action Committee to the NAR Board of Directors, Committee leadership, state and local 
associations of REALTORS® RPAC Chairmen and Fundraisers.  The Chairman should 
symbolize his or her leadership by making a major investment in RPAC.  In addition, the 
Chairman should encourage the Board of Directors, state and local RPAC Chairmen to 
make a major investment to RPAC.  The Chairman should be available to attend all 
RPAC events held in conjunction with NAR business meetings.   
 
2. RPAC Disbursements Trustees Vice Chair and Immediate Past Chair 
The Vice Chair and Immediate Past Chair are responsible for assisting the Chair in 
managing the Trustees as the Chair sees fit. 
 
3. Role of National RPAC Fundraisign Trustees (Regional) 
 

A. Fundraising Responsibilities 
 

1. Fundraising Conference:  The RPAC Trustees will be responsible for 
conducting a state and/or regional fundraising conference while 
utilizing the RPAC Partnership Program in states that are eligible. 
NAR previously conducted a National Fundraising Conference every 
year in January that was focused on REALTORS getting involved 
in RPAC fundraising.  In 2009 the conference was no longer 
conducted at the National level and instead offered to states and/or 
regions to conduct locally within their regions.  This program was 
structured through the RPAC Partnership Program and is designed for 
state associations increase their RPAC fundraising receipts and RPAC 
participation. State associations may qualify to receive a minimum of 
$5,000 and up to $16,000 to aid in hosting an educational fundraising 
conference. Grant amounts are based on membership at $.10 per 
member or a minimum of $5,000, whichever amount is greater. The 
RPAC Trustees will work with the states in their region along with  
 

2. RPAC Partnership Program:  The RPAC Trustees will be 
responsible for promotion of the RPAC Partnership Program and 
encourage using the grants, brochures, and ribbons in states that are 
eligible from their respective region. The RPAC Partnership Program 
has been in existence since 2007 to help state and local association 
raise money for RPAC.  The RPAC Fundraising Event Grants help 
local associations increase their RPAC fundraising receipts and RPAC 
participation. Participation in the program is subject to state 
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law. RPAC also has available 13 customized templates to be used for 
solicitation and donor education using the states logo, donor clubs and 
state and local issues.   
 

3. Major Donor Event:  Each RPAC trustee is responsible for hosting a 
Major Donor event in each state that is eligible in their region 
using NAR’s Event-Based Fundraising Program in conjunction with 
the Major Donor Council Member. NAR’s Major Donor Event-Based 
Fundraising Program is designed to help educate REALTORS on the 
importance of investing in RPAC and to recruit new RPAC Major 
Donors.  In collaboration with the state Major Donor Council Member, 
state and local association leadership and NAR staff the RPAC Trustee 
will work to identify REALTORS willing to support RPAC as Major 
Donors and hosts personalized events designed to explain the 
connection between legislative successes and RPAC contributions.   
 

4. RPAC Online Fundraising:  The RPAC Trustees will be responsible 
for working with the states in their respective regions to incorporate 
and develop an online fundraising plan. The RPAC Trustees will work 
with the eligible states within their respective region to get states 
onboard with the REALTOR PAC Management system and/or online 
fundraising PAC solicitations.  
 

5. President’s Circle Recruitment:  The RPAC Trustees will be 
responsible for recruiting REALTORS to the President’s Circle 
Program in coordination with the Major Donor Council Members from 
the states within their respective regions.  Communication between the 
Trustees, MDC, and staff will be conducted using a secure designated 
communication system.   

 
6. PC Credit to Local Boards:  The RPAC Trustees will be responsible 

for working with the states in their respective regions to encourage the 
state to give credit to the local boards for President’s Circle 
contributions. In order for the President’s Circle program to continue to 
grow, RPAC trustees need to encourage all state associations to enter 
into a President’s Circle Recognition Agreement.  The President’s Circle 
Recognition Agreement would be an agreement signed by state 
associations pledging to give “credit” to local boards for no less than 
70% of contributed President’s Circle contributions from members in 
that respective board.  Many local associations have given us feedback 
that they do not tout the President’s Circle program because they do not 
receive any benefit at the local level for President’s Circle contributions.  
RPAC Leadership feels that if states mirror the strategy national RPAC 
has adopted of giving credit for 70% of President’s Circle contributions, 
more local associations will embrace and market the President’s Circle 
program at the local level.   
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7. NAR 100% Participation Committee Challenge:  Each RPAC 

Trustee will be responsible for encouraging participation from each 
member of a to be assigned NAR Committee.  In 2009 a challenge was 
issues to the national committees at NAR to encourage 100% 
participation to RPAC amongst the members of the committees.  Each 
National Trustee will be assigned to be the RPAC contact for each 
committee.  Assignment may be based on if the Trustee is already 
serving on another committee or has a personal relationship with the 
chair or vice chair of the committee.  
 

8. State 100% Participation Committee Challenge:  The RPAC 
Trustees will be responsible for getting every state in their region to 
participate in the 100% state committee challenge.  In 2009 a 
challenge was issues to the national committees at NAR to encourage 
100% participation to RPAC amongst the members of the committees.  
This challenge was then issued to each state to encourage them to also 
promote the same challenge to the state level committees. The RPAC 
Trustees need to work with the states within their respective region to 
engage in this challenge.  

 
5. Role of RPAC AE Liaison 

a. Serve as RPAC AE Fundraising Chairman, encourage RPAC support 
 among AEs and recruit AE State RPAC Fundraising Chairs in every state. 
 b. Communicate regularly with AEs on RPAC-related matter of 
 importance by advocating RPAC decisions. 
 c. Assist in arranging RPAC Programs and activities and serve as RPAC 
 spokesperson at AEC and AEI programs and events. 
 d. Strategize, coordinate and implement with National RPAC fundraising 
 Chairman, Fundraising Team and RPAC staff on ways to further integrate 
 AE efforts into RPAC. 

 
6. Role of Affiliate Liaison 

 a. Encourage RPAC support among Affiliates. 
 b. Communicate regularly with Affiliates on RPAC related matter of 
 importance by advocating RPAC decisions. 
 c. Serve as RPAC spokesperson at national Affiliate, Society and Council 
 programs and events.  Implement further ways to integrate Affiliate efforts 
 into RPAC. 
 

7.  Role of Large Broker Representative 
 a. Encourage RPAC support among large brokers. 
 b. Communicate regularly with large brokers on RPAC related matter of 
 importance by advocating RPAC decisions. 
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2. National Political Fundraising Liaison 
 
Provisions: 
1. One year term appointed by the NAR President. 
2. It is at the NAR President’s discretion as to whether or not he/she wants to combine 

the Political Fundraising Chair and President’s Circle Chair positions in their year or 
have them remain as separate responsibilities. (Note: This provision was the result of 
a meeting of the 2007 and 2008 Government Affairs Leadership at the 2006 NAR 
Annual Convention.) 

3. The NAR President shall have discretion as to who the Political Fundraising Liaison 
reports to in their year: the VP & Liaison to Government Affairs, the RPAC Trustees 
Chair, or directly to the NAR President.  (Note: There is no existing written policy 
regarding to whom this position reports.  The de facto policy has been for the Political 
Fundraising Chair to report directly to the NAR President.) 

 
Appointments: 
The National Political Fundraising Liaison is a voting member of the RPAC Trustee 
Committee and an appointed non-voting member of the Executive Committee. 
 
Political Fundraising Liaison Responsibilities: 
The position of the Fundraising Liaison was created to increase awareness of RPAC in 
order to promote and solicit contributions for the REALTORS® Political Action 
Committee (RPAC).  The position is responsible for the promotion of RPAC fundraising 
with the following targeted groups: 

1) State and local associations of REALTORS�; 
2) Large Brokers; 
3) NAR Affiliate Institutes, Societies and Councils; 
4) Independent Real Estate Corporations; 
5) Real Estate Franchise Companies. 

 
Specific National Political Fundraising Liaison responsibilities include: 
x Set NAR RPAC Fundraising goals and strategic focus for the year. The National 

Fundraising Chair shall annually develop a fundraising plan that outlines measurable 
financial objectives; 

x Recruit dedicated and responsible members to serve on his/her team who will carry 
out their assigned tasks. Team members may include but shall not be limited to 
RPAC Trustees; 

x Provide oversight and promote growth in the RPAC Major Donor program (Golden, 
Crystal and Sterling Rs) by identifying and assisting in the recruitment and 
solicitation of new and prospective RPAC major donors; 

x Work with RPAC Trustees and other influential NAR leaders to increase RPAC 
receipts and participation; 

x Work with RPAC Leadership in approving Level One and Level Two grants for the 
RPAC Fundraising Partnership Program; 

x Set agenda and preside over annual RPAC Fundraising Conference in Washington, 
DC; 



 128 

x Present an RPAC update at the RPAC Trustee Committee, Executive Committee and 
NAR Board of Directors meetings (MYM and Annual); 

x Provide an RPAC update at monthly Leadership Team meetings at the request of the 
NAR President; 

x Emcee the RPAC Fundraising State Awards Program at the Midyear meeting; 
x Travel to speak to state and regional REALTOR® groups to promote RPAC. 

 
If the NAR President chooses not to appoint a President’s Circle Chair for his/her year, 
the following President’s Circle Chair responsibilities are assumed by the National 
Political Fundraising Chair: 
x Establish annual goals of President’s Circle program; 
x Identify and assist in recruiting/soliciting new and prospective President’s Circle 

members; 
x Work with RPAC Trustees and other influential NAR leaders to increase President’s 

Circle membership; 
x Present a President’s Circle update at the RPAC Trustee Committee;  
x Travel to speak to state and regional REALTOR® groups to promote the President’s 

Circle if the Fundraising Chair is unavailable (Travel is funded from Political 
Fundraising Chair’s travel budget).  
 

If the NAR President chooses to appoint a President’s Circle Chair, he/she shall have 
discretion as to who the President’s Circle Chair reports to in their year: the VP & 
Liaison to Government Affairs, the Political Fundraising Chair, or directly to the NAR 
President.  (Note: Existing written policy does not clarify who this position reports to.  
The de facto policy has been for the President’s Circle Chair to report directly to the 
NAR President, but any funding for travel is provided from the Political Fundraising 
Chair’s budget.) 
 
Fundraising Liaison Activity and Travel: 
The RPAC staff and Field staff identify fundraising targets each year for the Political 
Fundraising Chair.  Objectives include: dues billing targeting, increasing RPAC receipts 
and participation among the volunteers and educational training.  Requests also come 
from state or board staff that would like to have the National Political Fundraising Chair 
attend their meetings or their state Trustee meeting.  Once RPAC staff is notified of these 
requests, it is then forwarded to the Chair.  Additionally, the Chair can determine where 
he/she needs to travel in order to accomplish their goals and objectives within the annual 
fundraising budget.   
 
The Political Fundraising Chair has an annual budget of $455,000.  This budget includes 
all fundraising activities such as Golden R Receptions, recognition pins and plaques for 
major donors, printing of RPAC fundraising materials, and a $41,000 travel stipend for 
the Political Fundraising Chair.  The travel budget may also cover any travel done by the 
President’s Circle Chair. 
 
The National RPAC Fundraising Chairman must recruit dedicated and responsible 
members to serve on the Chairman’s Fundraising Team who will make the commitment 
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to carry out their assigned tasks.  Team members may include but shall not be limited to 
RPAC Trustees.  In coordination with their Fundraising Team, the National Fundraising 
Chairman shall annually develop a fundraising plan that outlines measurable financial 
objectives. The Chairman should make a major contribution to RPAC and encourage the 
members of the Team to do the same.  The Chairman should attend the National 
Association of REALTORS® Business meetings, oversee all RPAC Major Donor 
Recognition programs and participate in all RPAC fundraising events.  The Chairman 
should plan travel to targeted state associations and boards to work with and encourage 
RPAC participation.  The Chairman shall serve as a voting member of the RPAC 
Trustees Committee and a non-voting member of the NAR Executive Committee.  
 
II. RPAC FUNDRAISING 
 
A.  RPAC FUNDRAISING AND MARKETING PROGRAM 
 
PURPOSE:  To increase our RPAC fundraising receipts by providing fundraising 
strategies and coordination between the National, State and Local Associations.     
 
ACTIVITY:  To develop promotional and educational materials targeted to meet the 
specific needs of State and Local RPAC programs so that they may reach their 
fundraising goals. RPAC will also produce various fundraising reports to gauge 
participation among NAR leaders, local boards and state associations.  
 
Reports documenting individual’s contributions below the Major Donor level of $1,000 
should only be shown to the contributor’s home state association to verify accuracy 
before being shown to the RPAC Trustees. RPAC shall track the following groups RPAC 
participation: State and Local EOs, RPAC Trustees, NAR Executive Committee, NAR 
Committee and Forum Chairs and Vice Chairs, and the NAR Board of Directors. 
 
APPROVAL PROCESS: 
The National RPAC Trustees will approve expenditures to promote the marketing of 
RPAC for State and Board fundraising efforts utilizing NAR-dues funded revenue. RPAC 
hard dollar funds shall only be used for candidate contributions, Independent 
Expenditures, and FEC-required administrative expenses. (Amended 5/15/07) 
 
 
B.  RPAC SPLIT 
 
PURPOSE:  To provide the State and Board PACs with additional funds for use in state 
and/or local races.  The current split of RPAC funds between National and State is 30 
percent/70 percent.  That is, 30 cents of every “hard” dollar is sent to National RPAC 
until a state reaches goal to be used for federal candidate contributions and other political 
activities, and 70 cents of every RPAC dollar contributed before reaching goal remains in 
the state for use in state and/or local campaigns. After reaching goal, states are 
encouraged to continue to forward 30% or may choose to retain 100% of the contribution 
however the state must continue to forward Major Donor contributions. 
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ACTIVITY:   
• The National RPAC Trustees set a Fair Share Goal each year based on REALTOR® 
membership by state. Each election cycle, the RPAC Trustees shall review this goal by 
taking into account the latest economic trends and political developments.    
• States may keep all funds raised after meeting its National fundraising goal. 
• The National Fair Share Goal is $15.00. Based on the 70/30 split, this translates into 
$4.50 of the $15.00 contribution by each member being forwarded to National RPAC. 
• All operating expenses for National RPAC are covered by NAR dues dollars so that 
100% of RPAC contributions are used for direct candidate contributions, and other direct 
and indirect forms of candidate support. 
• States may create federal PACs for administrative purposes.  State federal PACs would 
continue to not make contributions to federal candidates or federal committees. A letter 
of intent to begin a federal PAC should be forwarded to National RPAC to alert them of 
the development. 
• All relationships between Federal, state and local RPACs shall be in accordance with 
the Cooperative Agreements, unless specifically updated through policy changes 
contained in this document.   
 
 
C.  LOCAL BOARD AND STATE FEDERAL PACS (passed 05/99) 
 
During the Midyear Meeting in Washington, D.C, the National RPAC Trustees and NAR 
Board of Directors passed the following advisory policy regarding local board political 
action Committees. 
 
"That NAR neither promotes, nor discourages the proliferation of local board political 
action committees (PACs).  However, all local PACs created should adhere to the 
following guidelines: 

 
1.  30% of all PAC funds raised should be transmitted to National RPAC, via the state 
receiving accounts; 
 
2.  Agreements between local PACs and state RPACs should be established and 
maintained regarding the split of funds for use among state and local candidates (see 
model agreement); and, 
 
3.  Firewalls between local PACs and state RPACs should be established whereby 
local PACs contribute only to local candidates and state RPACs contribute only to 
state candidates, except where the state and local board(s) agree otherwise." 
 

Rationale:  Throughout the association there are approximately thirty-nine state-
registered local board political action committees (as of May 1999) raising funds under 
the auspices of RPAC.  NAR had no policy or contractual relationship with these local 
board PACs.  However, NAR does have both a fiduciary and legal responsibility to 
comply with federal election law for the collection and transmission of these funds for 
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RPAC purposes.  Accordingly, the RPAC Trustees recommended and the NAR Board of 
Directors adopted the advisory policy above for the creation and maintenance of local 
board PACs. 
 
This policy was reiterated during the PAG on RPAC Fundraising in 2001 when the 
following policy was adopted regarding states establishing federal PACs: 
 
To maintain the current NAR policy which provides that states may create federal PACs 
for administrative purposes only.  State federal PACs would continue to not make 
contributions to federal candidates or federal committees. 
 

(State) RPAC-Local Board PAC Cooperative Agreement 
 
This agreement is made and entered into this __ day of ______, 2006, by and between the 
(State) REALTORS® Political Action Committee, a voluntary, unincorporated political 
action committee organized under the laws of the State of ___________ (hereinafter 
StatePAC), and the Political Action Committee formed by the _______________ 
Board/Association of REALTORS� (hereinafter BoardPAC), a voluntary unincorporated 
political action committee organized under the laws of the State of _________________. 
 

WITNESSETH: 
 
Whereas, the membership of both StatePAC and Board PAC consists of REALTORS®; 
and  
 
Whereas, the purposes of StatePAC and Board PAC are to promote the best interests of 
the real estate industry and the real estate purchasers and owners of the State of 
___________by the support of candidates for election to office in the executive and 
legislative branches of state and local government; and  
 
Whereas, StatePAC has entered into a cooperative agreement with the political action 
committee of the National Association of REALTORS� (RPAC) whose purpose is the 
support of candidates for election to federal offices; and  
 
Whereas, the substantial identity of membership and purposes of StatePAC and 
BoardPAC make desirable cooperation between them to the end of affecting their 
respective purposes.  
 
Now, therefore, in consideration of the foregoing and the following, the parties agree as 
follows:  
 
1. StatePAC and Board PAC shall undertake joint fundraising campaigns in conjunction 
with RPAC for the purpose of securing personal contributions, and to the extent 
permitted by law corporate contributions, from their members and others for use to 
support of candidates for elective office in state, local and federal government, and also 
for use in connection with other political programs.  
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2. Contributions received through such joint fundraising campaigns shall be submitted to 
the (State) Association of REALTORS� and StatePAC for screening, allocation, and 
clerical handling and deposited into a special transmittal account of the _________ 
(State) Association of REALTORS�.  
 
3. All contributions so deposited shall be distributed to RPAC (including the NAR 
Political Advocacy Fund), StatePAC and Board PAC in accordance with the allocation 
formula set forth in Schedule A to this Agreement. 
  
4. The allocation formula set forth in Schedule A may be modified with the consent of 
any party whose allocated share is reduced by such revised formula. 
  
5. StatePAC shall provide BoardPAC with the names, addresses, occupations and such 
other information as it may, from time to time, to time, request in writing from StatePAC 
in respect of contributions to the joint fundraising campaigns, and each shall make such 
reports and such filing as may be required to comply with the laws applicable to it.  
 
6. StatePAC and Board PAC agree that all solicitation materials used in the joint 
fundraising campaigns will inform each contributor of the applicable percentage of his or 
her contribution to be used for the support of Federal, state and local political candidates 
and elections, respectively.  StatePAC will prepare and provide solicitation materials for 
be used in connection with the joint fundraising campaigns conducted by BoardPAC. 
Additional materials may be prepared and used by BoardPAC, at its own expense, subject 
to compliance with all legal requirements for such materials.  
 
7. StatePAC and BoardPAC will further specifically advise all contributors of the portion 
of their contribution allocated RPAC that is charged against the applicable limits of 
contributions as provided in 2 USC Section 441a and the corresponding Federal Election 
Commission regulations.  
 
8. StatePAC and BoardPAC agree that they shall not solicit contributions under the joint 
fundraising campaign from persons who are not members of the National Association of 
REALTORS� except to the extent permitted by state or local law.  Contributions 
provided by non-members of the Board or State Association of REALTORS�, whether 
solicited or unsolicited, may be accepted but shall be treated as non-personal 
contributions for purposes of the allocation provided in paragraphs 3 and 4 hereof.  
 
9. StatePAC shall deposit contributions collected through the joint fundraising campaigns 
into the transmittal account within 10 days from the date the contributions are received.  
 
11. Neither StatePAC nor Board PAC shall make any contribution, direct or indirect, to 
any federal candidate or campaign.  
 
12. BoardPAC shall not make contributions to any candidate for state office (including 
state legislative offices) and StatePAC shall not make contributions to any candidate for 
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local office in any county, township, municipal or other local jurisdiction which includes 
any portion of the designated jurisdiction of the ___________ Board/Association of 
REALTORS�, except that either BoardPAC or StatePAC may make such contributions 
with the prior express permission of the other.  
 
13. That this agreement may be amended at any time by mutual consent of the parties, 
and it may be terminated by notice in writing given by registered mail by either party to 
the other, directed to its office address, at least 180 days prior to the date of termination.  
All contributions received prior to the effective date of termination shall be allocated in 
full, pursuant to this agreement, even if such allocation occurs after the termination date.  
 
This Agreement, consisting of 3 pages and Schedule A is agreed and accepted, effective 
the _____ date of ______, 2006: 
 

______________ (State) REALTORS Political Action Committee 
By: ____________________________  
StatePAC Chair  
 
 
__________________ (State) Association of REALTORS 

 
By: ___________________________  

    President 
 
 

______________ (Board) Political Action Committee 
By: ____________________________  
BoardPAC Chair  
 

 
__________________ Board/Association of REALTORS 

 
By: ___________________________  

   President 
 
 

Schedule A 
Allocation Formula 

 
RPAC/PAF   StatePAC 

 BoardPAC 
 

Personal contributions:  30%/0%   XX%  
 YY% 
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Non-personal contributions  0%/30%   AA%  
 BB% 
 
 
 
 
 
D.  PARTICIPATION 
 
PURPOSE: In order to most efficiently increase RPAC receipts, the goal of RPAC is to 
achieve at least 50% RPAC participation among REALTORS®. 
 
ACTIVITY:  States shall provide National RPAC the state’s number of all RPAC 
contributors on a monthly basis. 
 
APPROVAL PROCESS: They shall do so based on the following criteria: 
 

RPAC Policy for Determining RPAC Participation Percentage – Approved by 
National RPAC Trustees, May 11, 2004 

 
1. Background – How Number of REALTORS® are Counted 

 
x A state’s total number of REALTORS® is based on the membership 

size on October 31st of the previous year according to NRDS. It is 
comprised of Active REALTORS® and REALTOR® Associates, and 
they are assigned to a state based on which board they identify as their 
primary board. While the number of REALTORS® obviously changes 
throughout the year, for recognition purposes the number of 
REALTORS® shall stay fixed at the Oct. 31st figure.  

 
2.  Rationale – How Number of RPAC Contributors are Counted 

 
x The purpose of the monthly report to gauge participation percentage is 

to determine what percentage of our membership contributes to RPAC. 
Thus each REALTOR® should only be counted once, even if they 
make multiple contributions throughout the year. In other words, the 
goal is to count contributors, not the total number of contributions. 
Ultimately, RPAC receipts will only continue to grow by enlarging the 
number of REALTORS® who support RPAC. 

 
x However, it is also an RPAC priority to enlarge the sphere from which 

we collect RPAC receipts. Great emphasis has been placed over the 
last few years on “expanding the pie” by collecting corporate 
contributions from various corporate entities which are placed in the 



 135 

PAF and count equally as RPAC personal dollars when determining if 
a state has achieved their National Fair Share Goal. 

 
x Thus, since those entities count towards a state achieving National Fair 

Share Goal, they shall also count as one contributor each when a state 
attempts to achieve their National Participation Goal. Since these 
entities are not counted in the original NRDS count of Oct. 31st, a state 
in effect earns “Extra Credit” by counting the entity as one contributor.  

x In the case of REALTORS® who contribute on a dues statement for 
the following year, the RPAC contribution shall be applied to the 
following year as well as for participation measurement, the 
contributor should be counted in the January count of the following 
year. 

 
3.  Requirements – Who is Counted 

 
x This shall apply for all corporate contributions from affiliates, MLSs, 

and Locals Boards. Each one would be counted once if a contribution 
is made, even if they make repeat contributions throughout the year.  

 
x The same would be the case for a corporate contribution from a 

REALTOR® firm. The contribution would either be counted as one 
contribution from the firm or one contribution in the name of the 
Broker if that is how they chose to be recorded. If the broker 
personally contributed as well as made a separate contribution in the 
name of the firm, each would be counted once. 

 
x A personal contribution from an individual who is an affiliate member 

may also count as one contributor, provided they are issued a NRDS 
number. 

 
x A personal contribution from a local or state association staff member 

shall also count, again provided they are issued a NRDS number. 
 

x A family member of a REALTOR® who chooses to contribute shall 
also be counted as a contributor.  

 
E.  RPAC DUES BILLING 
 
PURPOSE:  To increase RPAC fundraising receipts and participation by encouraging 
boards to include RPAC solicitation on their dues statements.  
 
ACTIVITY:  To encourage all state and local associations to incorporate the use of 
voluntary RPAC contributions from dues billing in their fundraising programs and if 
possible, in their cooperative agreements with local boards.  Further, it is recommended 
that states and boards solicit brokers at an increased Fair Share Goal amount.  It is also 



 136 

recommended that the solicitation occur "above the line," meaning it should be included 
in the total amount due so long as it includes the proper legal language explaining that the 
RPAC solicitation is voluntary.  Trustees and NAR staff will work with state and local 
leadership and AE’s to promote, educate, and formulate strategies regarding dues billing. 
All RPAC funds received on Dues Statements should be recorded and credited for the 
same year as the dues are paying for, even if the RPAC contribution is received before 
the actual year begins. (For more details, see Section 2, IV. F. 3. “Electronic Transfer of 
Contributor Information”) 
 
 
F.  RPAC MAJOR DONOR RECOGNITION PROGRAMS 
 
1. Individual Recognition: 
 
•  All contributions for RPAC’s Major Donor Program must be contributed either to a 
state PAC or National RPAC, which then would be subject to the 70% (state) and 30% 
(national) split.   
•  A transmittal letter must accompany the transfer of funds to National  
RPAC for all Major Donors from State Association Executive verifying that each  
Major Donor paid the full amount required by the donor category to the state  
PAC.  This requirement is waived when states use electronic transfer to National 
RPAC since such transfers would automatically document the individual transmittal 
amounts of those funds. 
•  To be recognized by National RPAC as a major donor, contributions and supporting 
documentation must be forwarded to National RPAC even after a state reaches its 
National goal. 
• To implement and manage expenses associated with NAR’s Major Donor Programs 
with the goal of limiting direct expenses to no more than 1/3 of NAR’s 30% share of 
receipts. 
     
Levels of Recognition: 
 
Sterling R  
• $1,000 annually to either State PAC or National RPAC. 
• 70% of funds remain at State PAC to be used at their discretion and 30% or ($300) to be 
forwarded to National RPAC. 
• Number of years as a major Donor ($1,000 or more per year) on pin as well as year of 
contribution so new pin every year is provided to contributor. 
 
Crystal R  
• $2,500 to join, $1,500 annually to sustain. 
• A contributor that does not sustain in any one year must pay $1,500 if he chooses to 
rejoin the program for the “missed” year in addition to $1,500 for the current year.  
• 70% of funds remain at State PAC to be used at their discretion and 30% or ($750) to be 
forwarded to National RPAC. 
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• Number of years as a major Donor ($1,000 or more per year) on pin as well as year of 
contribution so new pin every year is provided to contributor. 
 
Golden R: 
• $5,000 to join, $2,000 annually to sustain except those Golden Rs who became 
members before 2002 who shall continue to sustain at the agreed upon level when they 
joined the program.      
• A contributor that does not sustain in any one year must pay $2,000 if he chooses to 
rejoin the program for the “missed” year in addition to $2,000 for the current year.  
• 70% of funds remain at State PAC to be used at their discretion and 30% to be 
forwarded to National RPAC. 
• Number of years as a major Donor ($1,000 or more per year) on pin as well as year of 
contribution so new pin every year is provided to contributor. 
• Benefits include a reception at national NAR meetings. 
 
Installment Payments for Major Investors: 
RPAC policy is to recognize a member as a Major Investor once NAR receives 30% of 
the funds of their major investor level with the understanding that the entire portion of the 
Major Donor investment will be completed by the year-end deadline. (Amended May 2011) 
 
Due to past misunderstanding, any Major Investor recognized and enrolled at their 
current donation and renewal levels through 2011 will continue to remain eligible for all 
current and future benefits of the NAR Major Donor programs.  Beginning in 2012, any 
new Major Investor must conform to all aspects of NAR’s Major Investor programs 
including contribution levels. (Amended May 2011) 
 
 
The RPAC Hall of Fame: 

1. Individuals only, no corporate members.  Individuals may use corporate funds to 
count toward their total. 

2. Members qualify when their RPAC contributions result in an aggregate lifetime 
total of at least $25,000. 

3. Contributions from the President’s Circle Program count toward entry. 
4. State EO to provide supporting verification of RPAC contributions. 
5. Recognition displayed at NAR National meetings, as well as at National 

Headquarters in Washington.   
 
 
 
2. Corporate Recognition: 
 
MLS/State and Local Associations and NAR Institutes, Societies and Councils:  

1. National RPAC retains 30% of all contributions and returns 70% to the 
respective state unless contributor requests otherwise. (Amended 5/15/07) 

2. President receives invitation to the MYM and Convention Golden R 
Receptions.  



 138 

3. President receives a lapel pin for each year’s contribution  
4. Affiliate receives award plaque for their first time contribution (Only a new 

pin is sent each year if board sustains membership. A plaque and pin is sent if 
the board chooses to pay the initial fee again, i.e. pays $5,000 again instead of 
$2,000 to renew their Golden R membership.) 

5. Recognition at the RPAC Booth and other appropriate venues. 
6. President who receives membership because of a corporate sponsorship y 

association or affiliate may not be able to then claim and sustain the Major 
Donor membership with personal funds. 
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NATIONAL RPAC FEDERAL DISBURSEMENTS TRUSTEE POLICIES 
 

(Bylaws, Disbursements) 
REALTORS® POLITICAL ACTION COMMITTEE 

NATIONAL ASSOCIATION OF REALTORS® 
 

BYLAWS AS APPROVED BY NAR BOARD OF DIRECTORS 
NOVEMBER, 1993, LAST UPDATED NOVEMBER 2012 

 
AND POLICIES LAST AMENDED BY THE NATIONAL RPAC TRUSTEES ON 

MAY 2011 
 
 
At the November 2012 Annual Convention, the Board of Directors approved dividing the 
RPAC Trustees into two separate committees (Fundraising and Disbursements) so each 
could focus on their particular area of expertise for RPAC to realize its maximum 
potential.  
 
 
 
 
 
ORIGINAL  RPAC COMMITTEE MISSION STATEMENT: 
Purpose: The REALTORS® Political Action Committee is organized and operated 
exclusively for the purpose of supporting the nomination or election of one or more 
individuals who are candidates for nomination or election to any federal elective office, 
and to collect and make expenditures of political contributions for the purpose of 
furthering the candidacy of such individuals for nomination or election to such office and 
otherwise supporting the legislative agenda of NAR, and to do any and all things 
necessary to accomplish such purposes, in accordance with the Federal Election 
Campaign Act of 1971, as amended. 
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III.  RPAC GOVERNANCE/BYLAWS – FEDERAL DISBURSEMENTS TRUSTEES 
 
National RPAC Statement of Organization and Procedures 
 
ARTICLE I 
Name and Definition 
 
The name of this committee is the REALTORS® Political Action Committee (or 
"RPAC") Federal Disbursements Trustees which is a committee of the NATIONAL 
ASSOCIATION OF REALTORS® (NAR). 
 
ARTICLE II 
Purpose: To enhance the political effectiveness of the NATIONAL ASSOCIATION OF 
REALTORS® by making direct contributions for the purpose of assisting real estate-
supported candidates win election to federal office; working collaboratively with state 
RPAC Trustees Committees to secure a request to mobilize REALTORS® in districts of 
RPAC-supported federal candidates; and urging the general public thru Independent 
Expenditures to support key federal legislators which is predicated upon first receiving a 
request to mobilize REALTORS® from respective state Trustees. 
 
ARTICLE III 
Board of RPAC Trustees 
 
Section 1.  Composition 
 
The Board of Trustees shall be composed of sixteen voting Trustees, appointed by the 
President of NAR, as follows: 
 
RPAC Chairman 
RPAC Vice Chairman 
Immediate Past RPAC Chairman 
13 Regional Trustees (1 per region) 
Disbursements Liaison, (non-voting member) 
Vice President to Government Affairs, (non-voting member) 
NAR Treasurer (also serves at RPAC Treasurer, non-voting member) 

 
Section 2.  Terms 
 
The length of terms of office for the RPAC Trustees shall be the following: 
RPAC Chairman: 1 year; 
RPAC Vice Chairman: 1 year; 
Immediate Past RPAC Chairman: 1 year; 
Regional Trustees, two year term, eligible for  reappointment to 2nd  consecutive two year 
term 
 
(See Appendix A for Qualifications and Duties) 
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Section 3.  Vacancies 
In the event any appointed Trustee shall die, become disabled, be removed, resign, or 
become otherwise unable or unwilling to serve for any reason whatsoever, the President, 
with the advice of the Trustees, shall appoint a successor to serve for the un-expired term 
of such Trustee. 
  
ARTICLE IV 
Officers of RPAC 
 
1.  Officers.  The officers of RPAC shall be the RPAC Chairman, RPAC Vice Chairman, 
Immediate Past Chairman, the Treasurer, the Leadership Liaison, and one or more 
Assistant Treasurers, who shall be staff members of the NATIONAL ASSOCIATION 
OF REALTORS® designated by the Executive Vice President.   
 
2.  Duties.  The Leadership Duties of the Chairman, Vice-Chairman and Treasurer are as 
follows: 
 
a. RPAC Chairman 
The Chairman shall preside at Trustee Committee meetings and perform all other duties 
usual and customary to that office. The Chairman shall be an ex-officio member of all 
RPAC subcommittees.  
 
b. RPAC Vice Chairman 
The Vice Chairman shall preside at meetings in the absence of the Chairman.  The Vice 
Chairman shall succeed to the office of Chairman the following year.  If the Chairman 
dies, resigns, or is otherwise unable or unwilling to serve, the Vice Chairman shall 
automatically serve as Chairman until the office is filled by the NAR President.  Upon 
filling of such office, the Vice Chairman shall again assume the Vice Chairmanship.  If 
the NAR President appoints the Vice Chairman to become Chairman, the NAR President 
shall also appoint a new Vice Chairman. 
 
c. Treasurer 
The Treasurer shall be the custodian of funds for the Committee.  He/She, with the 
assistance of the Assistant Treasurer, shall keep all funds of the Committee in accordance 
with the instructions of the Trustees, and shall keep full and accurate accounts, present 
financial statements, and prepare, sign and file all reports to the governmental authorities 
required by law or directed to be filed by the Trustees.  The Treasurer and Assistant 
Treasurer shall give bond in such sum as may be fixed by the Trustees, the premium on 
such bond to be paid by the Association. 
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ARTICLE V 
Meetings and Operations 
 
1. Meetings of the Trustees shall be called by the Chairman, with concurrence of the 
NAR President, at such time and place as he may specify in writing or at any meeting of 
the Trustees. 
 
2. Nine voting members of the Board of Trustees shall constitute a quorum.  A simple 
majority of those present is necessary for approval of actions by the Board of Trustees, 
unless otherwise specifically noted. 
 
3. The Treasurer of the Committee shall keep correct and complete books and records of 
account in accordance with applicable law and generally accepted accounting practices.  
The Committee’s books of account should be audited by NAR Finance staff at least once 
a year. 
 
4. The Fiscal Year of the Committee shall be from January 1 through December 31. 
However, the recognition year is from Nov.1 to Oct 31st (began in 2009). 
 
5. The Funds of the Committee shall be deposited to the credit of the Committee in such 
banks or other depositories as NAR may select.  All such funds including corporate funds 
in the Political Advocacy Fund shall be placed in segregated accounts and shall not be 
combined with any other funds of the Association. 
 
ARTICLE VI 
Amendments 
 
This Statement of Organization and Procedure may be amended by action of the NAR 
Board of Directors upon recommendation of the Board of Trustees. (August 24, 2001)  
 
APPENDIX A 
ROLES AND RESPONSIBILITIES OF TRUSTEES 
 
Section 1.  Qualifications 
 

x 1-year experience as a state RPAC trustee or RPAC Committee chair  
x An appreciation for the importance of RPAC, as indicated, for example, by 

being a multi-year RPAC contributor. 
x 2 years experience on an NAR political or legislative committee  
x Volunteer experience in a political campaign 

 
 
Section 2.  Authority and Duties 
 
The Board of Trustees shall have complete supervision and control over the affairs and 
funds of the Committee and shall establish and carry out all policies and activities of the 
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Committee.  The Board shall from time to time adopt policies and procedures or amend 
existing policies and procedures, to govern RPAC’s fundraising efforts, the making of 
contributions and other expenditures in furtherance of its purposes, and the duties and 
responsibilities of members of the Board of Trustees. 
 
1. RPAC Disbursements Trustees Chair 
 
The RPAC Chairman is responsible for overseeing the distribution of RPAC funds.  The 
Chairman should provide leadership and inspiration to sell the REALTORS® Political 
Action Committee to the NAR Board of Directors, Committee leadership, state and local 
associations of REALTORS® RPAC Chairmen and Fundraisers.  The Chairman should 
symbolize his or her leadership by making a major investment in RPAC.  In addition, the 
Chairman should encourage the Board of Directors, state and local RPAC Chairmen to 
make a major investment to RPAC.  The Chairman should be available to attend all 
RPAC events held in conjunction with NAR business meetings.   
 
2. RPAC Disbursements Trustees Vice Chair and Immediate Past Chair 
The Vice Chair and Immediate Past Chair are responsible for assisting the Chair in 
managing the Trustees as the Chair sees fit. 
 
3. Role of National RPAC Disbursements Trustees (Regional) 
 

A. Disbursement Responsibilities 
 

1. Securing Candidate Requests per RPAC Matrix: The original core 
responsibility of the Trustees is to decide who should be supported and 
at what financial level. A request must be submitted by the state 
Trustees. Over the last cycle, agreement has grown between NAR and 
state Trustees through more active management of the process.  This is 
not to diminish the fact that disagreements still occur and require 
Trustee involvement to secure the desired request. This is particularly 
true of open seats when it comes to basic RPAC direct contribution 
funding, where states have traditionally taken the lead as they do know 
the candidates better than NAR. However, sometimes this leads to 
subjective decision making. 

2. Presenting Candidate Requests: Once a state request has been 
received, it is the duty of the respective regional Trustees to move the 
state’s request. The Trustee must perform the dual role of being an 
advocate for their state while also being mindful of their obligation to 
meet NAR objectives using the RPAC disbursements as one tool. The 
Trustee should be aware of the rationale for the request and be 
prepared to speak to the committee to explain the rationale. 

3. Evaluating Request: After the motion is made and arguments are 
presented, the NAR RPAC Trustees evaluate the merits of the request 
and either Approve, Amend, Defer or Deny the request. The Trustees 
must be respectful of states’ rationales, but also willing to disagree 
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with the state’s request if it does not meet the overall objectives of a 
‘REALTOR® Party” disbursement strategy of supporting candidates 
who have been supportive of pro-real estate public policies regardless 
of their political party affiliation. 

4. Explaining Decisions: Of course no state Trustees is going to prefer 
to have their rationale not be approved as is by the national RPAC 
Trustees. It is imperative that RPAC deliberations are confidential and 
that no confidences are broken on such important and sensitive 
matters. However, it is equally important that the Trustees 
communicate back to state trustees why the National Trustees made 
the decisions that they did. While they may not agree with the 
decision, they must know that there was a rationale for the different 
conclusion.  

5. Opportunity Race Execution: Often Opportunity Races are 
conducted for incumbents with a tough re-election and it may be 
difficult to secure a REALTOR® Steering Committee as members 
wish not to be public with their support in a controversial race. 
However, a Steering Committee is crucial to signaling grassroots 
support for the effort, so it is essential trustees speak member to 
member if necessary to secure volunteers for the effort. 

6. Independent Expenditures: It is critical that when RPAC is 
conducting Independent Expenditures, trustees serve as spokesmen in 
the respective districts to explain why RPAC is undertaking the effort. 
However, the bigger issue is even securing those races in the first 
place in some cases, as some incumbents deserve higher levels of 
RPAC extended political support beyond a direct RPAC contribution. 
This past cycle there were three incumbents considered worthy of 
Independent Expenditure support by the Independent Expenditure 
Coordinating Group (IECG). However, the three respective state 
Trustee Committees refused to vote for the necessary Opportunity 
Race support in order to trigger final Independent Expenditure 
approval. 

7. Collection of President’s Circle Pledges: Once Trustees approve the 
candidate targets for a solicitation round and it is sent out to the 
President’s Circle membership, Trustees must work with Major 
Investor Council members and be prepared to assist them in following-
up with members to explain the rationale of the targets and secure a 
commitment from them to support one of the candidates. They should 
also be familiar with the collection process and instruct members 
accordingly. The RPAC Trustees will be responsible for getting PC 
Members to fulfill their pledge to the President’s Circle in conjunction 
with the Major Donor Council Members from the states within their 
respective regions.   
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8. In-District Advocacy: In light of the many challenging public policy 
issues facing housing in the year ahead, it is likely that NAR will 
utilize in-district advocacy even more often than previously in the 
upcoming election cycle. Also, with the Supreme Court striking down 
the electioneering component of the Bipartisan Campaign Finance 
Reform Act, NAR will be free to engage in issue advocacy even in the 
period just before an election to achieve maximum impact. However, 
just because we have the legal right does not mean we have the 
necessary political support. Nothing can undermine an NAR political 
effort more than not having our state and local association leadership 
in harmony by understanding and supporting an advocacy campaign 
affecting a Member of Congress in their state. Furthermore, it will be 
necessary to educate state Trustees on the difference between Issue 
Advocacy and Express Advocacy. While the former may (or may not) 
identify a particular candidate, it does not urge direct electoral support 
for that candidate and thus does not require any type of state trustee 
request to trigger the approval process. This is in contrast to Express 
Advocacy such as Opportunity Races and Independent Expenditures 
which directly call for the election (or defeat) of a particular candidate 
and do require some level of state involvement in the request process.  
Regardless of the legal and internal policy difference, most state 
Trustees do not grasp the distinction.   

9. PAAG Coordination: With the Public Advocacy Advisory Group 
taking advantage of the new election law allowing more flexibility for 
political advocacy, it will be necessary for Trustees to be keeping the 
RPAC leadership abreast of developments in their states that could be 
useful information for the RPAC leadership to report to their fellow 
PAAG members. Thus, it will be imperative that the National RPAC 
Trustees take much greater advantage of their travel allowance to visit 
their respective state Trustee Committees to educate them on our 
advocacy protocols. They should do so in coordination with their 
appropriate NAR Political Field Representative. Together they can 
explain the new effort in general, while also providing rationale for 
selected federal advocacy targets in that state.  
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II.  DISBURSEMENTS CRITERIA 
 
RPAC CONTRIBUTIONS 
 
A.  RPAC Trustees Conflicts of Interest Policy 
 

In order to avoid the potential for conflicts of interest between an RPAC Trustee’s 
duty to act in the best interests of NAR, it’s members and the real estate industry when 
voting to provide direct financial or other forms of support by RPAC to candidates for 
Federal office, the following principles shall apply: 
 

1. (a)  An RPAC Trustee shall disclose to the other Trustees any direct family or 
business relationship with a candidate for Federal office for whom RPAC is 
considering making direct financial or other support, and shall not vote on nor 
remain present during discussion or consideration of such support. 
 
(b)  For purposes of the foregoing, an RPAC Trustee has a direct family or 
business relationship with any candidate for Federal office who is  
(i)     the Trustee; 
(ii)    the Trustee’s spouse, parents, parents-in-law, or children or grandchildren or 
their spouses; 
(iii)  any partner of a partnership in which the Trustee is a partner, or shareholder 
or corporate officer of a corporation of which the Trustee is a shareholder or 
corporate officer, but either shall be deemed a shareholder only if he or she owns 
in excess of 1% of the stock of the corporation. 
 
Such disclosure shall occur at the earliest possible time after the Trustees begin 
consideration of support for such candidate. 
 

2. An RPAC Trustee shall disclose to the other Trustees  
(a)  any family relationship with a candidate for whom RPAC is considering 
making direct financial or other support other than the family relationship 
described in  paragraph 1(b) above;  
(b)  if he or she is a member of the campaign committee of such a candidate; 
 
Such disclosure shall occur at the earliest possible time after the Trustees begin 
consideration of support for such candidate.  The Trustee may participate in the 
discussion regarding the support for the candidate but must recuse him or herself 
from voting. 
 

Except as described in paragraphs 1 and 2 above, Trustees may participate in and vote, 
and are not required to make any disclosure of relationships with candidates, with respect 
to all other direct financial or other support for candidates for Federal office being 
considered. 
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B.  IN-STATE RECEPTIONS 
 
PURPOSE:  To strengthen our grassroots capabilities by enhancing the relationships 
between appointed Federal Political Coordinators and their respective U.S. 
Representative or Senator. The FPC must be part of the check delivery presentation for 
In-State and Special Recognition checks unless they are unable to attend. 
 
To strengthen that relationship as early in the election cycle as possible, In-State requests 
must be used in the first year of the two year election cycle for House members or in the 
first five years of the six year election cycle for Senators.  In-State funds are also no 
longer available once a state requests Special Recognition funding for the candidate. 
(Amended Feb. 2011) 
 
ACTIVITY:  The In-State Reception Program will provide REALTOR® access to 
incumbent Members of Congress and Senators. An In-State contribution does not imply 
any type of endorsement nor official support for the incumbent’s re-election which is 
only secured through Special Recognition funding. 
 
Incumbent House Members will be eligible for up to $1000 per two-year election cycle 
for In-State reception funds. All In-State requests should be for no less than $500. If the 
event costs less than $500, the FPC should invite other REALTORS to join them, seek a 
VIP ticket upgrade or seek credit for a complimentary invite to a future event. 
 
U.S. Senate candidates will be eligible to receive up to $2,000 of In-State reception funds 
to be used all at once or in increments anytime in the 6 year cycle up until the Primary.   
 
Once a challenger or open seat candidate receives special recognition funding, the 
incumbent in that seat may not receive In-State Reception funds.   
 
An incumbent may not receive In-State Reception funding after he has officially declared 
for another office.  An incumbent may receive Instate funding for his current office when 
he is considering running for another office as long as he has not yet officially declared 
for the new office. 
 
State associations and local boards that do not contribute hard dollars (which are 
preferred) or soft dollars to RPAC are not eligible to receive In-State Reception Funds, 
unless as approved by a simple majority vote of the National RPAC Trustees.  
 

FPC - RPAC Check Presentation Policy (updated 1/11/05 by RPAC Trustees) 
 
x It is the policy of the National RPAC Trustees that all checks should be delivered in 

person by the FPC (and contact team if possible) within 15 days of the FPC receiving 
the check.  If the check is not cashed within 60 days, the check will be voided and a 
replacement check will be delivered by the NAR Lobbyist.  

x In the case that the FPC cannot perform this task, they should immediately contact 
their state association so that another REALTOR® representative may deliver the 
check to the candidate. 
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x In no event shall a contribution check be delivered to a candidate later than the day 
prior to the election for which the contribution is designated.  

x While delivery of the check to the candidate is highly encouraged, if the candidate is 
unavailable and the election is quickly approaching, the RPAC check should be 
delivered to a key congressional or campaign staffer, making clear the need for an 
eventual meeting with the candidate in the future. A check should never be mailed to 
a candidate except in emergencies.  

 
FPC's Role in Check Presentation 

 
1) The FPC should file comments on the check presentation and those comments will be 

included in their annual review. 
2) FPCs need to be made more accountable to ensure that RPAC checks are delivered on 

time and tangible consequences need to be created for those FPCs that do not. 
3) A form should be completed that documents that a FPC delivered a RPAC check. 
4) For In-State receptions, a request should be submitted by the AE/GAD with 

comments solicited from the FPC. NAR Lobbyists are automatically copied on state 
requests and states are copied on DC Reception requests by NAR Lobbyists to 
improve communication and teamwork by the respective parties.  

 
 
APPROVAL PROCESS: 
TYPE OF IN-STATE REQUEST________________PROCESS____________________ 
Incumbents   • No formal approval by the National RPAC Trustees is 
    necessary for In-State reception requests within the $1,000  
    House and $2,000 Senate per cycle limit for incumbents. 
    • A completed electronic RPAC "Candidate Contribution  
    Request" for incumbent candidate receptions must be        
                                                 submitted to National RPAC staff at least two weeks prior        
                                                 to the date of the scheduled event. 
 

• The electronic RPAC "Candidate Contribution Request" 
form simply requires that the State RPAC Chairman has 
been notified of the request for In-State funds by the FPC 
via the GAD.  (Amended Feb. 2011) 

 
 
C.  D.C. RECEPTIONS 
 
PURPOSE:  To strengthen our ability to pass REALTOR® supported legislation on 
Capitol Hill by enhancing the relationships between the NAR legislative staff and 
Members of Congress.  The D.C. Reception Program provides valuable opportunities for 
the NAR Government Affairs staff to develop working relationships with federal elected 
officials.  The visibility and access NAR maintains by continuing this program is 
essential to conducting business in Washington, D.C. 
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ACTIVITY:  The D.C. Reception Program will provide the NAR legislative staff access 
to incumbent Members of Congress and Senators by allowing them to attend 
Washington, D.C. fundraising receptions. 
 
Incumbent House Members will be eligible to receive up to $2,000 per two-year election 
cycle of D.C. Reception funds, though the second $1,000 does not become available until 
the election year. (Amended Feb. 2011) 
 
U.S. Senate candidates will be eligible to receive up to $3,000 of DC Reception funds, of 
which $1,000 will be accessible each two years of the six-year term. Unused funds may 
be carried over to following years of the term.  DC Reception funds may only be used in 
the Primary unless the incumbent has already received Special Recognition funding. 
 
Once a challenger or open seat candidate receives special recognition funding, the 
incumbent in that seat may not receive DC Reception funds.   
 
An incumbent may not receive DC Reception funding after he has officially declared for 
another office.  An incumbent may receive DC funding for his current office when he is 
considering running for another office as long as he has not yet officially declared for the 
new office. 
 
All D.C. Reception funds which have not been used 60 days prior to the general election 
will be rolled into the Special Recognition Fund. 
 
All contributions for D.C. Receptions must be delivered in person by the NAR 
Legislative Representative or association’s leadership to a candidate or a candidate’s 
campaign staff within fifteen business days of receipt of the contribution by the 
Legislative Representative.  In no event shall a contribution check be delivered to a 
candidate later than the day prior to the election for which the contribution is designated.    
 
After 45 days if the RPAC check is still not cashed, the holder of the check is to be 
informed that they have two weeks to deliver the check or it will be voided and they 
would forfeit their opportunity to deliver that check.   In the case of NAR lobbyists who 
fail to deliver the RPAC check by the 60th day, the check will be re-cut and sent to the 
respective state for personal delivery by the FPC back in the state/congressional district. 
 
APPROVAL PROCESS: 
TYPE OF D.C. RECEPTION REQUEST_______________PROCESS_____________________ 
Incumbents   • No formal  approval by the National RPAC Trustees  
v House and Senate  is necessary for D.C. reception requests (within the des- 
    ignated limits) for incumbent Members.  
 

• State GAD and FPC are automatically copied on DC 
Reception requests by NAR Lobbyists to improve 
communication and teamwork by the respective parties. 
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D.  SPECIAL RECOGNITION FUND 
 
PURPOSE:  To provide higher levels of financial support for those Members of Congress 
who have been extraordinary supporters of the real estate industry and/or are involved in 
a very tough election campaign.  In addition, this fund will assist challenger and open 
seat candidates who traditionally have a difficult time raising money. 
 
ACTIVITY:  The Special Recognition Fund will provide higher levels of support for 
incumbent Members of Congress who are champions of NAR's legislative agenda and/or 
are in a very tough reelection campaign.  The fund will also be used for challengers, open 
seat candidates, and debt retirement for incumbents.  Strict guidelines (See Appendix B) 
will be used when making decisions regarding Special Recognition Fund distributions.  
 
The FPC must be part of the check delivery presentation for In-State and Special 
Recognition checks unless they are unable to attend. If logistically possible such as if the 
National RPAC Trustee is from their state, the FPC and/or state staff should consider also 
extending an invitation to the National RPAC Trustee to join them in the presentation of 
Special Recognition checks since it was approved by the National Trustees.  
 
It is the policy of NAR's RPAC Trustees that a candidate questionnaire must be 
completed for all open seat and challenger candidates for the House and Senate.  A 
candidate interview is highly encouraged to obtain the answers to the questionnaire 
in person. The candidate questionnaire should be used during the interview and must be 
faxed to RPAC following completion of an online request for RPAC funds for the request 
to be considered. 
 
All Special Recognition requests for challengers and open seat candidates must be 
accompanied by a candidate questionnaire or summary of a personal interview.  The 
National RPAC Trustees will not consider requests until the candidate has officially 
declared for the office he/she is seeking and has filed the appropriate paperwork with the 
FEC.  National RPAC encourages the state interviewing committee to share the candidate 
questionnaire with the candidate prior to the interview so the candidate may have an 
opportunity to be familiar with NAR issues.  The interviewing committee should obtain 
from NAR the official NAR answers to the questions, however the answers should not be 
shared with the candidate. A personal interview is encouraged, but is not necessary as 
long as the candidate completes the candidate questionnaire. Candidates are also 
encouraged to interview with NAR staff if they are in Washington, DC for other business 
as well. However, it is National Trustee policy that NAR staff shall not interview federal 
challenger candidates until the year of the election so as not to send any possible mixed 
signals to incumbents with whom NAR is working on legislation. 
 
Incumbents do not need to complete a questionnaire.  However, if state RPAC is 
considering opposing the incumbent, the incumbent must be offered an interview to 
defend his record.  If he/she chooses to accept, a completed incumbent questionnaire 
should be submitted with the request, whether the request is for the incumbent or the 
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challenger.  In Open Seat races, major candidates from both parties must be offered a 
questionnaire to complete before making a Primary or General Election request. All 
questionnaires collected should be submitted along with the request for whichever 
candidate the state recommends.  
 
Incumbent House Members who are running for the senate rather than for re-election to 
their House seat are not required to complete a questionnaire. When requesting debt 
relief, a candidate questionnaire is preferred but not required. If one was obtained during 
the election, it should be forwarded with the request, but the newly elected Member 
should not be asked to complete one.  
 
NAR will provide at no charge a poll to state RPAC Trustees (not to be shared with any 
candidate which would be an illegal in-kind contribution) to help them assess the political 
climate of competitive open seat races. The RPAC Trustees Leadership will use the non-
partisan Cook Political Report as a guide in determining whether a race merits a poll. The 
NAR Political Rep. will work with the state GAD to determine if state desires the poll 
and when would the poll need to be conducted in regard to timing of the election (either 
Primary or General) and of the state Trustees meeting to review the poll before making 
their request for the recommended candidate. (Approved 11/13/09) 
 
NAR staff shall not interview federal challenger candidates until the year of the election 
so as not to send any possible mixed signals to incumbents with whom NAR is working 
on legislation. Once an incumbent has received Special Recognition support, NAR Staff 
shall not meet with their challenger.  (Amended 5/15/07) 
 
Once Special Recognition funding is provided to a candidate, no other candidate for that 
seat may receive Special Recognition unless the initial candidate receiving funding loses 
in the Primary. If a state’s request for Special Recognition for a candidate is denied by 
the National Trustees, no other candidate may receive Special Recognition funding in the 
race unless the denied candidate loses the Primary.  
 
One exception to the policy of providing Special Recognition to only one candidate is the 
REALTOR® Appreciation Funding policy. In the case where a REALTOR® is running 
against the RPAC-endorsed candidate, a State Trustees Committee may (but is not 
required to) request a $1,000 contribution for the REALTOR® running for federal office 
in addition to requesting up to $5,000 funding for the RPAC-endorsed candidate. The 
REALTOR® candidate is required to complete a Candidate Questionnaire and should 
include years active as a REALTOR® and history of RPAC support. The National RPAC 
Trustees will then review the request and decide whether to provide the $1,000 funding. 
If approved, a letter to the challenger shall accompany the check to clarify that the 
contribution is only a token of appreciation for their political activism and that RPAC has 
endorsed the other candidate. (Amended 2/6/12) 
 
Candidates shall not receive Special Recognition funds for the General Election before 
the state’s Primary has occurred except in special circumstances.  Trustee policy is to not 
begin approving Special Recognition funding until the first Annual Convention Meeting 



 152 

in the election cycle for states with early Primaries. States should then submit requests for 
the Primary Election based on the election cycle calendar approved by the Trustees to 
ensure an orderly disbursement process. Early funding for a select number of 
“REALTOR® Champions” may occur at the discretion of the Trustees pending a request 
from the respective state trustees.  
 
Special Recognition Fund expenditures may include direct contributions or in-kind 
research (benchmark polls, focus groups, demographic studies). 
 
After a state RPAC committee initiates a federal candidate request for Special 
Recognition funds to the NAR RPAC Trustees, that request should remain confidential 
until the NAR RPAC Trustees have reviewed the request and made their decision. When 
the RPAC Trustees provide maximum funding to a candidate ($5,000 per election), the 
candidate may state that they have been endorsed by RPAC. Candidates receiving lesser 
amounts of Special Recognition funding would merely be supported by RPAC. Only 
once the NAR RPAC Trustees have bestowed maximum funding and thus endorsed the 
candidate may the state and local associations also endorse the same candidate. 
Candidates only receiving DC or Instate Reception funds should not be considered as 
having the support of RPAC until Special Recognition funding is bestowed by the NAR 
RPAC Trustees. 
 
It is NATIONAL ASSOCIATION OF REALTORS® policy that the intent of the 
language in the RPAC-State PAC Cooperative Agreements whereby state 
associations/PACs agree not to make direct or "indirect" contributions to federal 
candidates is that State associations and their associated PACs may not support federal 
candidates by making direct financial contributions, or by advocating or otherwise 
supporting the election of federal candidates in other lawful ways, such as independent 
expenditures, advocacy communications directed to members, or public communications 
that identify federal candidates.  If a state or local association or PAC wishes to 
supplement the efforts of National RPAC to assist a federal candidate, any proposed 
activities must first be approved by National RPAC. (Approved April 2006 by NAR 
Leadership Team) 
 
A subset of Special Recognition is a Debt Relief contribution. This is a contribution made 
after the election. It may total $5,000 per election, which includes any contribution made 
before the election. Candidate questionnaires are not required to submit a Debt Relief 
request. 
 
All contributions for Special Recognition must be delivered in person by the FPC and/or 
the state association’s leadership (including respective National and State RPAC 
Trustees) to a candidate or a candidate’s campaign staff within fifteen business days of 
receipt of the contribution by the State Association.  In no event shall a contribution 
check be delivered to a candidate later than the day prior to the election for which the 
contribution is designated. If the check is not cashed within 60 days of being issued, it 
will be cancelled and a new check will be reissued and delivered by the respective NAR 
Lobbyist. 
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For incumbent Members of Congress approved to receive an In-Kind fundraiser at 
NAR’s Washington DC office, since Special Recognition funds would be required to host 
the event, NAR will fund the Federal Political Coordinator to come to Washington DC to 
serve as a host of the event.   (Approved 11/13/09) 
 
All deliveries of contributions to federal candidates outside of D.C. will be performed 
only by state associations and local boards that contribute either hard dollars (which are 
preferred) or soft dollars to National RPAC. 
 
 
APPROVAL PROCESS: 
STATE ORIGINATED REQUESTS 
 
Formal approval by the National RPAC Trustees is necessary for Special Recognition 
Fund requests.  A 2/3 vote of approval by the Trustees present is required. 
 
All National Trustee deliberations and materials are confidential. However, the respective 
National Trustee should contact the state prior to the National Trustee Meeting to inform 
them that they have submitted a request that will be on the Discussion Agenda to solicit 
their rationale for the request. 
 
The following RPAC forms must be submitted to the National RPAC staff by the 
requests cut-off date for the next scheduled National RPAC Trustees meeting or 
conference call:           

x A completed RPAC "Candidate Contribution Request" online form. 
x A completed Candidate Questionnaire must also be submitted with all challenger 

and open seat requests for both the candidate being recommended as well as for 
the opponent. 

x The RPAC "Candidate Contribution Request" form must be approved by the State 
RPAC Chairman and approved by the State RPAC Trustees committee. 

 
RPAC Candidate Profile (approved 1/12/05, amended 11/13/09) 
 
NAR Staff must provide to state association staff a candidate profile of incumbents based 
on the REALTOR® Party Criteria (see Appendix B). State staff may then decide how 
best and in what format to share the information with their state Trustees per the custom 
in that state. The State is encouraged to invite their NAR Political Representative to 
attend the meeting to be able to provide any further information requested by the state 
Trustees on their delegation.   
 
RPAC Decision Notification 
A candidate should not be made aware of the state request until the National Trustees 
have made a final funding decision.  The State AE or GAD will be notified by NAR staff 
of the action taken by the National RPAC Trustees within 72 hours of the vote. 
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NATIONAL ORIGINATED REQUESTS 
 
• National RPAC encourages state and local RPAC Committees to make a 
recommendation in all Primary and General Elections in both incumbent and open seat 
races. RPAC does not support more than one candidate in a race so in the rare 
circumstances when the state RPAC Trustees are unable to generate a request, National 
RPAC will remain neutral in the race unless it chooses to generate a nationally originated 
request. 
 
• The National RPAC Trustees may originate a request for Special Recognition Funding 
for a U.S. House or Senate incumbent/open seat candidate if a state RPAC Trustee 
Committee has not made a request for funds within 60 days of the election. 
 
• NAR staff must complete an RPAC "Candidate Contribution Request" form and a 
summary of the candidate interview (if open seat), and submit them to the National 
RPAC Trustees by the requests cut-off date for the next scheduled meeting or conference 
call of the RPAC Trustees. 
 
• Formal approval by the National RPAC Trustees is necessary for Special Recognition 
Fund requests.  A 2/3 vote of approval by the Trustees present is required. 
 
• When requests are initiated by the National RPAC Trustees, the State RPAC Chairman 
will be asked for input prior to the vote of the RPAC Trustees. 
 
• The state EO or GAD will be notified of the action taken by the National RPAC 
Trustees within 72 hours of the vote. 
 

Appendix B: REALTOR® Party RPAC Disbursement Criteria 
 

It is the policy of RPAC to support incumbents who have been supportive of NAR.  
 
In order to gauge the deserved level of support, the following criteria will be used to 
build a candidate profile of incumbents to evaluate support for each election cycle’s 
funding. The criteria are: 
 

x Individual action taken to advance NAR legislation (Initiating Dear Colleague 
letters, supportive action during hearings, floor speeches, etc)  
 

x Special Recognition (Co-sponsorship of NAR legislation, co-signing of regulatory 
letters) 
 

x Congressional Leadership Position 
 

x Congressional Committee Assignments 
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x Congressional Voting Record for current and up to 3 previous Congresses 
 

x DC Engagement 
 

x Instate Accessibility  
 

x Race Competitiveness 

 
E.  POLITICAL PARTY CONTRIBUTIONS 
 
PURPOSE:  To increase our political visibility in United States House and Senate races. 
 
ACTIVITY:  To contribute $15,000 per year each to the National Republican Senatorial 
Committee, Democratic Senatorial Campaign Committee, National Republican 
Congressional Committee, Democratic Congressional Campaign Committee, Republican 
National Committee and Democratic National Committee.  
 
APPROVAL PROCESS:   
A simple majority vote of the National RPAC Trustees present is required to approve 
these contributions. 
 
 
F.  POLLING PROGRAM 
 
PURPOSE:  To either provide a poll as an in-kind contribution to a candidate or to 
conduct an a poll only for internal use to be shared with a state Trustees Committee to 
assist them in making a candidate funding recommendation.   
 
ACTIVITY:  To provide funding of either PAF funds for internal polling or RPAC funds 
for polling to be shared with candidates.  
 
APPROVAL PROCESS: 
NAR staff or a state Trustees committee may request funds for an internal poll. State 
Trustees must request providing a poll as an in-kind contribution to a candidate,. A 
simple majority vote of the National RPAC Trustees present is required to approve either 
of these type of polling expenditures.  
 
 
G.  LEADERSHIP PAC CONTRIBUTIONS 
 
PURPOSE:  To ensure that funds are available to assist targeted Members of Congress 
with raising money for their Leadership PACs.  They, in turn, will use the funds to 
support other incumbent and non-incumbent candidates for Congress, thereby expanding 
NAR’s and their influence in the federal electoral and legislative processes. 
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ACTIVITY:  To set aside a specific amount of funding at the beginning of each election 
cycle for unanticipated election cycle needs. The House Speaker, the House Majority 
Leader, the House Minority Leader, the Senate Majority Leader, The Senate Assistant 
Majority Leader and the Senate Minority Leader shall each automatically receive $5,000 
each year of the cycle. The remaining funds shall be used at the discretion of the trustees 
and staff in accordance with the approval process. 
 
APPROVAL PROCESS: 
The NAR Sr. Vice President and RPAC Program Representative may approve to expend 
up to $1,000 per calendar year per Leadership PAC.  The RPAC Chairman, NAR Sr. 
Vice President and RPAC Program Representative may approve to expend up to $2,500 
per calendar year per Leadership PAC. (Amended Feb. 2011) 
A two-thirds vote of the National RPAC Trustees present is required to approve funding 
beyond $2,500 and up to the $5,000 per calendar year limit. 
 
 
H.  DC IN-KIND FUNDRAISERS 
 
PURPOSE:  This program enables National RPAC to provide our valued federal 
candidates with additional dollars from individuals and PACs outside of the REALTOR 
association. 
 
ACTIVITY:  To generate financial support for federal candidates.  Fundraisers in 
Washington, D.C. will be organized by NAR’s RPAC staff and Legislative 
Representatives targeting other D.C. based PACs.  National RPAC will provide the 
organizational support for the Trustee approved fundraisers, thus generating an "in-kind 
contribution" to the campaign.   
 
In compliance with Federal Election Commission law, the in-kind contributions may not 
exceed the allowable limits of $5000 for a primary or $5000 for a general election 
campaign. 
 
APPROVAL PROCESS:  
The RPAC Trustees must approve. Targets are generally also President’s Circle 
recipients. 
 
I.  DC MEET & GREETS 
 
PURPOSE:  This program enables the REALTORS® Association to provide our valued 
federal candidates an opportunity to meet with NAR Lobbyists and other lobbyists from 
other lobbying groups to discuss public policy issues, but not campaign-related topics. 
 
ACTIVITY:  RPAC will fund up to $500 for NAR to host a Meet and Greet event for a 
Member of Congress. Since it is only a policy-based discussion, the cost does not count 
against the candidate’s contribution limit as there in in-kind contribution required by 
Federal Election Commission law.  
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APPROVAL PROCESS:  
The RPAC Trustees must approve the candidate for NAR to host the event.  
 
 
J.  IN-STATE MEET & GREETS 
 
PURPOSE:  This program enables the REALTORS® Association to provide our valued 
federal candidates an opportunity to meet with REALTORS® to discuss public policy 
issues, but not campaign-related topics. 
 
ACTIVITY:  RPAC will fund up to $500 for a state or local association to host a Meet 
and Greet event for a Member of Congress. Since it is only a policy-based discussion, the 
cost does not count against the candidate’s contribution limit as there in in-kind 
contribution required by Federal Election Commission law.  
 
APPROVAL PROCESS:  
The RPAC Trustees must approve the candidate for the association to receive funding. 
There is no formal approval process, but states interested should contact their NAR 
Political Field representative. 
 
K.  IN-STATE IN-KIND FUNDRAISERS 
 
PURPOSE:  This program enables the REALTORS® Association to provide our valued 
federal candidates with additional dollars from individuals and PACs outside of the 
REALTOR association. 
     
ACTIVITY:  To generate financial support for federal candidates.  Fundraisers in 
Washington, D.C. will be organized by NAR’s RPAC staff and Legislative 
Representatives targeting other D.C. based PACs.  National RPAC will provide the 
organizational support for the Trustee approved fundraisers, thus generating an "in-kind 
contribution" to the campaign.  State and local associations are generally discouraged 
from conducting In-Kind fundraisers due to the complicated reporting requirements 
specified by federal election law. Instead, they are encouraged to take advantage of the 
In-Home Political Events program. 
 
In compliance with Federal Election Commission law, the in-kind contributions may not 
exceed the allowable limits of $5000 for a primary or $5000 for a general election 
campaign. 
 
APPROVAL PROCESS:  
Due to the potential legal liabilities for National RPAC, instate In-Kind Fundraiser 
requests must be approved in advance by the National RPAC Trustees.  The state GAD or 
EO should contact NAR staff and then the GAD or EO will be subsequently notified by 
NAR staff if approval is granted.  
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L. IN-HOME POLITICAL EVENTS PROGRAM  
 
PURPOSE: Unlike the district-based Meet & Greet program which is a strictly public 
policy-only event, the In-Home Political Events program allows FPCs to add a political 
component to the event per the following guidelines. 
 
ACTIVITY: RPAC will fund via the Political Advocacy Fund the cost of hosting a 
“Political” Meet and Greet whereby an incumbent candidate may also fundraise from 
REALTORS® in attendance, though they are not required to contribute in order to 
attend.  
 
APPROVAL PROCESS:  
The RPAC Trustees must approve. Targets are generally also Level 1 Opportunity Race  
recipients. 
 

 
I. Background 
In January 2005, the RPAC Trustees approved funding to create an In-Home Political 
Event (IHPE) program, which would encourage Federal Political Coordinators (FPCs) to 
host REALTOR�  political events -- ideally in their home for their assigned Member. The 
objective was to help FPCs build relationships with their respective Member of Congress 
(MOC) and foster better and more frequent dialogues between MOCs and REALTORS�  
on the grassroots level. The program utilizes RPAC Political Advocacy Funds (PAF) to 
help underwrite costs up to $1,000 per event (i.e. for food and beverage).   
 
 
II. Program Goals and Objectives 
The program was created to enhance the relationship between REALTORS� and their 
federally elected officials by exchanging views on legislative topics as well as engaging 
REALTORS® in the candidate’s election campaign. The program has a grassroots focus 
with a two-part goal: 

x First, to provide a comfortable, informal setting in the FPC’s home to cement the 
FPC/Congressman’s relationship as well as for other attending REALTORS�  to 
meet their Member of Congress, ask questions, and discuss issues of importance 
to NAR members and the real estate profession in general; 

x Second, to encourage REALTORS� who are supportive of the Member of 
Congress to take an active role in Member’s re-election effort.  To that end, 
attending REALTORS�  may be asked to make a low to mid-level contribution 
($25 to $250) to the candidate’s campaign, or simply volunteer in a related 
capacity. 

 
The goal of the In-Home Political Event program is not to raise large sums of 
individual/personal REALTOR� funds for a targeted candidate.  That is the objective of 
NAR’s Presidents Circle.   Instead, the goal is to strengthen the FPC/Congressman’s 
relationship by achieving a large attendance of REALTORS® to underscore the political 
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clout of the FPC and their association to the Member of Congress and his/her campaign.  
(*Note - this should be made clear to the campaign in advance of confirming the event).  
 
 
III. Program Targets   
In Home Political Event congressional targets are selected based on the following factors: 

x The MOC’s importance to NAR’s legislative agenda, 
x The experience/ability of the MOC’s FPC to successfully host the event. 
x The record of legislative support of NAR issues by the MOC, or the need to 

educate the MOC on a critical REALTOR�  issue.  
 
The likelihood of success appears to be predicated on these factors: 

x The involvement of a motivated and organized FPC 
x The existence of legitimate grassroots REALTOR® support for the Member 

within the state/district 
x The active involvement of the NAR Field Staff (and occasionally the state/local 

association staff) that were instrumental in assisting and organizing the events.  
 

Staff also recommends a two-track approach to the program: 
x Election-year targets would be Members of Congress facing competitive elections 

who will also be receiving Opportunity Races. 
x Off-election year targets would focus on freshman/junior members who don’t 

necessarily have competitive races but who have been supportive of NAR and 
would appreciate the attention by NAR.  

 
 
IV. Program Criteria 
During the test phase of the program in 2005, targets were chosen based on FPC interest 
and ability to maximize chances of success. It is suggested that 2006 targets be asked to 
meet a stricter and more specific level of criteria to prevent confusion or blending of 
NAR political programs.  Criteria for selection of a MOC for an IHPE would include: 
Election year criteria 

x Support by the MOC for NAR legislative priorities 
x MOC faces a competitive race in either the congressional primary or general 

election.  
x Recommendation and approval of an Opportunity Race for the MOC in a 

congressional election year 
x Agreement by the FPC to host the event 
x Availability of NAR Field Staff to assist with event organization/execution 
 

Off Election year criteria 
x Freshman or junior MOC who was supported by RPAC in the past election 
x Initial record of support by the MOC for NAR legislative priorities 
x Holds a committee assignment of strategic importance to REALTOR�  interests 
x Agreement by the FPC to host the event 
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x Availability of NAR Field Staff to assist with event organization/execution 
 

V.  Legal Considerations 
In order for NAR to use dues (“soft dollars”) to fund the event, three stipulations must all 
be met: 

1) Only REALTORS® may attend the event; 
2) A suggested fee can be included on the invitation and may be solicited at the 

event by the FPC, but REALTORS® must be allowed to attend at no cost if they 
wish; 

3) No REALTOR® volunteer or association staff may handle collecting the funds; 
the candidate or his campaign staff must do so. The rule is you may solicit, but 
not facilitate. 

  
VI. Program Approval Process 

x Any FPC may submit their Member of Congress as a possible target to receive 
support via this program; 

x Field Staff reviews the target in regards to above criteria, especially electoral 
competitiveness and REALTOR® support of candidate; 

x Lobbyist reviews the target in regards to above criteria, especially support for 
NAR legislative priorities; 

x Political Program staff recommends targets to RPAC Trustees based on above 
discussion and input; 

x RPAC Trustees review requests and makes final determination; 
x FPC is notified, and if request is approved, Field Staff contact FPC to begin 

process of planning/executing event 
 
 
 
 
M.  FEDERAL OPPORTUNITY RACES: 
 
PURPOSE:  The Opportunity Race program channels REALTOR® grassroots support 
for federal candidates who are advocates of the real estate industry.  It may be as simple 
as educating REALTORS® about the candidate's voting record on real estate issues to 
ensure REALTOR® support of the candidate on election day; or as involved as 
organizing REALTORS® to help directly effect the outcome of the race through their 
volunteer efforts on behalf of that candidate's campaign.  
 
NOTE: All communication to REALTORS® comes from NAR. It is NAR policy as well 
as RPAC policy that NAR does not make NRDS membership lists available to candidates 
or political entities for any purpose.  
 
ACTIVITY:  NAR’s Opportunity Race Program is a grassroots-based program that 
encourages REALTORS® to become active in the campaigns of selected NAR-supported 
federal candidates. REALTORS® are contacted by NAR through direct mail, phone 
banks, email and other campaign activities and encouraged to support a particular 
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candidate for Congress in their state or district. Since federal election law allows only a 
maximum of $10,000 to be contributed to a candidate by RPAC, the Opportunity Race 
program allows NAR to go the extra step to help elect pro-REALTOR® candidates. 
 
The Opportunity Race program is funded through voluntary RPAC corporate 
contributions, commonly referred to as “soft dollars.”  Because all election 
communication used by NAR occurs only with its members, NAR is allowed to use these 
so-called “soft dollars” or “non-federal funds” and save our RPAC “hard dollars” or 
“federal funds” to be used only for direct contributions to candidates.  
 
NAR has a unique advantage over many other participants in the political process in that 
we have one million members to draw upon. The Opportunity Race program seeks to 
channel that resource into an effective political force that will make a difference in the 
election.   
 
This has the effect of also serving as a lobbying tool, in that Members of Congress will be 
far more receptive to NAR’s concerns if they know the REALTORS® in their districts 
our educated and motivated voters. The program also has the added value of showing 
REALTORS® their political contributions at work while educating them on the voting 
record of the candidates running to represent them in Congress. 
 
 
APPROVAL PROCESS: 
Formal approval by the National RPAC Trustees is necessary for Opportunity Race 
requests.  A 2/3 vote of approval by the Trustees present is required. 
 
Opportunity Race Levels 
There are three levels of support in the Opportunity Race program. Each level is 
generally defined by the amount of voter contact between NAR and its members in 
support of the chosen federal candidate.  
 
The level selected for each race depends on many factors but the two main qualifiers are: 
how good of a supporter is the candidate, and how viable of a chance does the selected 
candidate have of winning the race.   
 
Level 1 (1A or 1B) 
 
GOAL:  To positively affect the election outcome of NAR-supported candidates in highly 
competitive races for Congress, as well as to educate the REALTOR® membership on 
the issues facing Congress. 
 
ACTIVITY:  Consists of the following activities: 

x 4 pieces of Direct Mail (Postcards, brochures, personalized letters) 
x Could also include: 
x  paid Phone Banks using recorded message of Assn. President for information on 

GOTV, Voter Registration, and/or Early/Absentee voting, and a Fundraiser 



 162 

x NARActionCenter emails/”REALTORS® For” websites, and online videos 
x For Level 1A races, a NAR Field Rep. will work in the state/district to educate 

REALTORS® to become active in the targeted campaign. 
x Level 1B races entail the same direct costs as Level 1A, but there is no NAR Field 

Staff component. (See Request Process below for more details) 
x For a candidate to benefit from an Independent Expenditure or NAR Political 

Advocacy, the candidate must first be approved for a Level 1A or Level 1B 
Opportunity Race 

 
 
COMPONENTS:    

x Assemble Steering Committee 
x Gather a Media Kit (Picture of candidate, campaign address) 
x Collect best mailing list of REALTORS® (NRDS, state or local) 
x Decide which issues to use on mail pieces 
x Choose which mail templates to use 
x Organize volunteers for field activities (Level 1A only) 

 
QUALIFICATIONS: 

x Highly competitive race (Defined by “Lean” or “Toss-up” by Cook Report) 
x Has championed REALTOR® public policy priorities 
 

Level 2 
 
GOAL:  To positively affect the election outcome of NAR-supported candidates in 
competitive races for Congress, as well as to educate the REALTOR® membership on 
the issues facing Congress. 
 
ACTIVITY:  Consists of the following activity: 

x 2 pieces of Direct Mail (Postcards, brochures, personalized letters) 
 
COMPONENTS:    

x Assemble Steering Committee 
x Gather a Media Kit (Picture of candidate, campaign address) 
x Collect best mailing list of REALTORS® (NRDS, state or local) 
x Decide which issues to use on mail pieces 
x Choose which mail templates to use 

 
QUALIFICATIONS: 

x Competitive race (Defined by “Lean” or “Likely” by Cook Report) 
x Has consistently supported REALTOR® public policy priorities  
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Level 3 
GOAL:  To positively affect the legislative behavior of NAR-supported candidates in 
minimally competitive races for Congress, as well as to educate the REALTOR® 
membership on the issues facing Congress. 
 
ACTIVITY:   Consists of the following activity: 

x 1 piece of Direct Mail (GOTV Postcard) 
 
COMPONENTS:    

x Assemble Steering Committee 
x Gather a Media Kit (Picture of candidate, campaign address) 
x Collect best mailing list of REALTORS® (NRDS, state or local) 
x Decide which issues to use on mail pieces 
x Choose which mail template to use 

 
QUALIFICATIONS: 

x Minimally Competitive race (Defined by “Likely” or “Solid” by Cook Report) 
x Has supported at least one key REALTOR® public policy priority 

 
 Opportunity Race Requests Process 
State RPAC Trustees may request an Opportunity Race on behalf of a federal candidate 
by submitting an electronic candidate request. The Meeting schedule for the National 
RPAC Trustees is listed on the RPAC website along with the respective cut-off date that 
requests must be received by for each meeting. If the candidate is a challenger or Open 
seat candidate, a candidate questionnaire must also be submitted.  
 
Since the success of the program is dependent upon sufficient lead-time to manage the 
logistical challenges of this complex program, a premium will be placed on those 
requests that are received in a timely manner. The Cook Report rankings are a good 
barometer of what Opportunity Race level should be requested but of course exceptions 
may exist based on other factors. 
 
For Level 1 Requests, the state shall simply request Level 1 if they seek maximum 
support. The choice as to whether the race ultimately is designated as a Level 1A (with 
Field Staff component) or Level 1B (without Field Staff component) will later be 
determined by NAR Government Affairs Management based on a variety of factors. Such 
factors include:  

x Availability of NAR staff based on other commitments 
x Number and motivation level of REALTORS® in state/district 
x Geographic factors that determine concentration of REALTORS® in 

state/district. 
 
For senate candidates only, the comment field of a Level 1 request should include what 
resources the state plans to commit in conjunction with NAR to achieve victory if the 
race is chosen for 1A status. This is not necessary for Level 1 requests for House 
candidates. Since the Cooperative Agreements state that only NAR may fund federal 
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candidates, the state would commit resources to such activities as voter registration, 
sample ballots, and/or absentee ballot programs that benefit all candidates. 
 
Because a Level 1A race is such a significant commitment of NAR/RPAC resources 
and also relies on state resources for maximum benefit, Level 1 requests require a ¾ 
vote of the State Trustees if they are to be considered for Level 1A status. 
Furthermore, if NAR Government Affairs Management selects a senate race to be a 
Level 1A target, it requires that the State Board of Directors or State Leadership 
Team also approves of the State Trustees’ Level 1 request and is supportive of 
contributing state resources to the effort. 
 
When considering requesting an Opportunity Race, it is recommended contacting your 
NAR Political Representative to seek their input in the process, as they serve as the 
primary point person during the implementation of the Opportunity race. 
 
 
 
N.  INDEPENDENT EXPENDITURES 
 
Protocols for NAR/RPAC Federal Independent Expenditure Campaigns 

 
To ensure all NAR/RPAC-funded Independent Expenditures are sufficiently 
independent to be legal, the following protocols have been developed and will be 
followed. 

 
Implementation of Federal Independent Expenditure Campaigns 

 
1. All NAR/RPAC produced Independent Expenditures (IE) on behalf of a federal 

candidate will be in support of a candidate (as opposed to calling for the defeat of 
a candidate). 
 

2. Before an IE can be considered, the state must first have requested a Level 1 
Opportunity Race (the most intense level of member to member communications 
on behalf of a candidate).  
 

3. NAR lobbyists and political field staff help recommend Opportunity Races based 
on their knowledge of their assigned states. However, they are not involved in 
recommending or selecting candidates for federal IEs, and will also be required to 
execute an “Affidavit of No Contact or Coordination” or describe in writing the 
nature of any communication or interaction with any of the candidates on the IE 
Target List. 
 

4. No IE may be considered for a federal candidate who is running against an 
incumbent with a demonstrable record of support for NAR. 
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5. An IE should not be considered for a federal candidate unless the candidate is 
viewed by national political analysts as having a reasonable chance of winning the 
race. 
 

6. The recommended “target” federal candidates to be considered for an IE will first 
be selected by the Independent Expenditures Coordinating Group (IECG) and 
staff, and a public opinion poll conducted to assess the race.  The potential target 
list of federal candidates considered for an IE campaign by the IECG and staff is 
limited to those federal candidates approved for an Opportunity Race campaign.  
This requirement insures state and local REALTOR® support for a targeted 
federal candidate and minimizes potential conflict with candidates targeted for a 
state and/or local IE campaign in the same geographic area. 
 

7. The IECG and staff will reconvene once the polls are completed to review the 
results, as presented by the outside consultants, and decide who among this list of 
federal candidates should be targeted for an IE campaign. Each member of the 
IECG and staff involved in developing this “IE Target List” will be asked to sign 
an “Affidavit of No Contact or Coordination” confirming no interaction with any of the 
candidates on the IE Target List that would cause any expenditure to be non-independent. 
 

8. A formal proposed campaign plan for each candidate on the IE Target List will be 
developed by staff and consultants and submitted for consideration and approval 
by the IECG. Each IE campaign plan will include the message(s) to be delivered, 
specific voter groups to target the message(s) to, method(s) of message delivery 
(for example: television, direct mail, online ads), the timing of each campaign 
activity, and a campaign budget that lists all expenses associated with the IE. 
 

9. Each campaign plan for candidates on the IE Target List approved by the IECG 
will be submitted to the RPAC Trustees for final approval.  Prior to presentation 
of these campaign plans to the Trustees, the Trustees will be provided with names 
of the candidates on the IE Target List and asked to confirm that they are able to 
execute an “Affidavit of No Contact or Coordination” with respect to each candidate.  
Any Trustee that is unable to do so with respect to a given candidate will be excused 
from the presentation, discussion, and consideration and approval of the campaign 
plan for such candidate.  The RPAC Trustees may reject a recommendation by the 
IECG to conduct an IE by a two-thirds majority of all the RPAC Trustees. 
 

10. To insure independence of the expenditures no NAR staff other than those 
described in these protocols will be involved in implementing any Federal IEs or 
informed of the IE Target List, except that the NAR Community & Political 
Affairs staff who manage the state and local IE program will be notified of a 
federal IE campaign as soon as the NAR RPAC Trustees have approved the 
campaign plans for each candidate on the IE Target List.       
 

11. State and Local Association Leadership and staff will be notified at least 72 hours 
before the first IE communication begins as a courtesy to the REALTOR�  
Associations. Notification will be done via conference call with confidential 
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talking points provided afterward via email.   
 

12. One NAR Public Affairs spokesperson is designated to respond to all media or 
press inquiries related to the federal IE campaigns. That person is notified about 
an IE campaign and provided with a copy of the talking points for the campaign 
as soon as the IE notification conference call with the State and Local Association 
Leadership and staff has concluded. 

 
 
O.  Presidential Campaign Contributions 
 
On May 10, 1986, the following policy regarding Contributions to Presidential 
Candidates was adopted. The RPAC Trustees reaffirmed the policy on 5/10/05: 
 
“To encourage the continued expansion and growth of REALTOR® involvement in the 
political process, the RPAC Trustees, the REALTOR® Legislative Committee, and the 
Political Affairs Committee join in urging all members of the National Association of 
REALTORS® to participate fully in the Presidential campaign of their choice, on a 
personal and financial basis to insure that whomever the next President of the United 
States may be, REALTORS® will have played an active and vital role in his or her 
election. 
 
The RPAC Trustees of the NATIONAL ASSOCIATION OF REALTORS® are 
empowered to contribute to the Presidential campaign committee of a declared candidate 
for President wherein the RPAC Trustees, at their sole discretion, have determined that 
such candidate enjoy significant REALTOR® support. 

 
Significant REALTOR® Support Criteria 

 
1.  Each volunteer committee of REALTORS® for (Presidential Candidate) 

should be able to demonstrate contributions to the campaign from at least 100 
REALTORS® who are contributors to RPAC, from at least 10 states.  There 
should be a minimum of five REALTOR® from each state that are not 
duplicative of contributors listed by other similar REALTOR® involved 
Presidential campaigns. 

 
2. Each volunteer committee of REALTORS® for (Presidential Candidate) 

should be able to demonstrate at least five REALTORS® in at least ten states 
that hold volunteer positions of responsibility within the organizational 
framework of the campaign. 

 
 

If such support is attained, the RPAC Trustees will consider a contribution to that 
particular campaign up to the maximum allowed limit under the law ($5,000).” 
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V. THE PRESIDENT’S CIRCLE 
 

Program Overview 
 
In 2001, RPAC was the subject of a Presidential Advisory Group to begin preparing in 
anticipation of pending Campaign Finance Reform (CFR) legislation that ultimately 
became law and went into effect in 2003.  The Supreme Court has since upheld all major 
aspects of the law including the ban on national political party committees accepting soft 
dollar contributions.  Since the use of corporate or “soft” dollars in connection with 
federal elections is banned, personal or “hard” dollars has become even more important.  
Anticipating this development, NAR/RPAC felt the need to reassess our current 
fundraising and contribution strategies to reflect the changing rules of the game. 
 
Having to face this new political reality, NAR/RPAC leadership considered the idea of a 
National Direct Giver Program, which would be viewed as a key component of NAR’s 
overall political program for the future.  The program would not only strengthen RPAC 
and NAR’s Grassroots, but it would also create an additional communication tool to 
candidates and add more political options for NAR.  Even more importantly, this new 
program will keep the REALTORS� ahead of the political curve.   
 
Many political groups across the nation are looking into ways to take advantage of their 
collective strengths of their organizations, including instituting possible direct giver 
programs of their own.  We have the largest trade association PAC, and if we did not 
nurture some form of a direct giver program now, we may not be a true political “player” 
down the road.  NAR and RPAC Leadership felt this was our chance to reaffirm our 
status as national trade association with the most political clout in the Washington and 
decided to move forward with the President’s Circle Program. 
 
The program consists of an annual individual hard dollar pledge of $2,000 in order to 
join.   Members write checks to designated federal candidates or National Political Party 
Committees when called upon to do so.  Participants have flexibility among the NAR 
designated targets in choosing which federal candidates or National Political Party 
Committees they wish to support to fulfill their $2,000 pledge within the calendar year.  
Only RPAC Major Donors of the Sterling, Crystal, and Golden R level can participate in 
the Direct Giver program. 
 
NAR staff recommends a select list of program recipients that would include National 
Political Party Committees and federal candidates. The National RPAC Trustees approve 
or deny staff recommendations of proposed program recipients and these targets will be 
reported to the Leadership Team.  When the recipient is determined, the President’s 
Circle Chairman will work with NAR staff to ensure funds are distributed to the recipient 
in a timely matter.  Checks from President’s Circle members are sent directly to the 
Committee or Candidate’s Fundraiser. 
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Refunds or split backs are not given to states for contributions made to the program, 
however, states receive 70% credit towards their National Fair Share Goal for all receipts 
raised from their state for this program.  This is applied monthly. 
 
 

PRESIDENT’S CIRCLE BYLAWS 
(Amended April 2006) 

 
Program Purpose and Features:  
To establish a National REALTOR� Direct Giver Program with a guiding principle of 
establishing an elite group of contributors that will compliment the REALTORS� 

Political Action Committee. Program features include: 
 
A.  Program Name 
The name of the direct giver program is the President’s Circle.  The Leadership Team 
changed the name in April 2004 from the REALTOR� Party President’s Circle (RPPC).   
 
B.  Financial Goal 
The goal of the President’s Circle will be to increase membership and disbursements each 
year based on the previous year’s performance.  
 
C.  Eligibility 
Only RPAC Major Donors (Sterling, Crystal, and Golden R) program participants will be 
invited to participate in this elite NAR Direct Giver program. If not already a RPAC 
Major Donor, a REALTOR� would have to become one to participate in the President’s 
Circle.  
 
D.  Contribution Level 
An annual individual hard dollar pledge of $2,000 would be made to join the President’s 
Circle. NAR staff would direct program participants to write checks to designated federal 
candidates/National Political Party Committees when called upon.  President Circle 
participants would have flexibility among the designated targets in choosing which 
federal candidates and/or National Political Party Committees to support to fulfill their 
$2,000 pledge.  
 
E.  Benefits 
President’s Circle members would be eligible to receive: 

1) Legislative briefings and communications from Sr. VP of Government Affairs. 
2) Invitations to private receptions at national meetings. 

 
F.  Direct Giver Recipients and Program Governance 
The NAR staff would recommend a select list of program recipients that would include 
National Political Party Committees and federal candidates. RPAC Trustees would then 
approve or deny staff recommendations of proposed program recipients. Actions of the 
RPAC Trustees to be reported to the Leadership Team. 
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G.  Criteria for Direct Giver Recipients 
1. Federal Candidates. Selection dependent upon the candidate meeting some or all of the 
following: 

x has demonstrated outstanding commitment to the NAR legislative agenda 
x has a key position to affect the NAR legislative agenda 
x has a political need for the extra support 
x has state and local REALTOR� support  
x has received maximum RPAC support and/or an Opportunity Race in last election 

2. National Political Party Committee Events.  Selection dependent upon some or all of 
the following Party Leaders being present at event: 

x House and Senate Leadership 
x House and Senate Committee and Subcommittee Chairs and Ranking Members 
x Cabinet Secretaries 
x President or Vice President of the United Sates 

 
H.  State RPAC Recognition 
States receive 70% credit ($1,400 of the $2,000) to count towards achieving their Fair 
Share Goal.   
 
I.  Fundraising Apparatus 

The NAR President will annually appoint a President’s Circle Chairman. The Chairman 
will work with NAR staff to identify NAR leaders at the state and/or local level who will 
assist with RPPC fundraising. This assistance will include soliciting prospective donors.   
  
J.  Delivery of Funds 

1) On-line funds must be contributed only thru the official President’s Circle website 
www.RealtorActionCenter.com/PCInvest or by sending checks for the candidate 
to NAR staff to then forward to the respective campaign.  

 
K.  RPAC Hall of Fame Credit 
Contributions to the program are counted toward entry into RPAC’s Hall of Fame.  The 
“Hall of Fame” is an aggregate lifetime total of at least $25,000 to RPAC.     
 
L.  Modifications to the Program 
The RPAC Trustees shall approve program modifications. 

 
 
 

http://www.realtoractioncenter.com/PCInvest

