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Speaker 1 (00:00):
You are watching Drive With NAR, the REALTOR® to REALTOR® series, powered by REALTOR® Magazine. Tune in as real estate professionals talk twos of the trade and share stories of inspiration. Get ready to step up your business. I'm your host, Marki Lemons Ryhal. What's going on everyone? I'm your girl, Marki Lemons Ryhal, the host of Drive With NAR, the podcast of the National Association of REALTORS®. And I want to thank you for joining us here for this live recording of Drive With NAR. And today I'm joined on stage by three distinguished gentlemen who I am going to allow the opportunity to introduce themselves because they say that we're supposed to be very conversational. So, directly to my right is:
Speaker 2 (00:51):
Hey everybody, I'm Brendan Bailey. I am the CEO of the Denver Metro Association of REALTORS® and the Dean of AEI. Thank you for being here.
Speaker 3 (01:01):
Oh yes, very.
Speaker 2 (01:03):
Good answer. Good answer.
Speaker 3 (01:05):
I'm Jarrod Grasso. Kevin Sears, NAR President, Jarrod Grasso's stunt double.
Speaker 4 (01:16):
I am going to be nice, Kevin. All right. So I'm Jarrod Grasso. I'm Senior Vice President of Industry Relations. Been on the job for four weeks right now, so, happy to be here today.
Speaker 1 (01:26):
Well, thank you for joining us on this side. Earlier, Nykia mentioned her headline, and it stated, REALTORS® to See NAR as a Home Away From Home.” And when I think about a home away from home, it does seem like this is a home away from home, based on all the time that we spend together and are heavily vested in the industry from a local, state and national level. As we take a look at new changes, can we discuss these new listing options that are available for sellers?
Speaker 3 (02:05):
Of course we can. Should I take the first stab at it?
Speaker 1 (02:08):
Want you to take the first stab at all of these great options that are available for sellers.
Speaker 3 (02:14):
Yeah, I think the key takeaway, and I know the panel before lunch was talking a little bit about it, is that the clear cooperation policy, CCP, remained in place and intact. I think that's something that's very important. And what we did was we added an additional policy for listing types and the office exclusive was already there. It remains in place as an exempt listing. And now we have the multiple listing options for sellers, which would allow us seller, still maintained within 24 hours of any public marketing, the property needs to be in the MLS. But it would allow the seller to opt not to push the listing data out to the IDX feeds or the syndication to the aggregators, the portals. And this just gives what we expect to be a small subset of sellers, some additional options for privacy. And that's something that we heard the process, it was a long process, over eight months, started back last summer where we started having meetings with different stakeholders. And we met with MLS executives, we met with brokers agents, we met with AEs. Did I already say that? With your colleagues. We heard from multicultural groups, fair housing policy, technology, and our legal experts, as we dug into what the future of clear cooperation policy looks like. And this is just another option for sellers.
Speaker 1 (03:52):
And going back to earlier, I wrote this down, “We are treating NAR like a public company,” and what you stated is all key stakeholders were a part of that conversation to develop these new strategies for sellers. 
Speaker 3 (04:07):
That's it.
Speaker 1 (04:09):
Well, Brendan, how are you communicating this information through the local association?
Speaker 2 (04:15):
Yeah, so for us, we have a really good relationship with the MLSs in our area, REcolorado. They have a new CEO, Dana Bennett, who's been great. And for us, that's the main thing is to make sure that you have that open line of communication, whether you do wholly own your MLS or it is a regional MLS, that you continue that conversation to make sure that you are helping with not only the collateral that maybe that they're putting out that you can also put out to your members, but any type of training that also might need to be done. And that's where again, having that dialogue, getting with your brokers, seeing where their gaps are and what you can fill for their needs to help train their agents. As long as we're all working together, I think that's a positive thing.
Speaker 1 (04:55):
And Jarrod, what about taking a look from being a former state CEO to now the national level? How is that information being communicated down to that local AE?
Speaker 4 (05:07):
Now, and I want to commend my team, Rodney Gansho, Charlie Lee and Jon Waclawski. They've been doing everything they can to be out there in front of the issue, trying to push out information, update the FAQs as fast as possible. We know that everybody wants the information. They want a clear message and interpretation. So, my team has been working diligently throughout the course of the last week or so since we made the announcement to make sure that we could clarify everything for the members and also for our local and state AEs.
Speaker 3 (05:40):
And Marki, I'll just add, unfortunately I missed Nykia when she was on stage earlier. I was upstairs, I was actually filming—or doing filming for explanation of this new option for sellers. So, we'll have some digital content available as well through the video.
Speaker 1 (05:58):
And I think that options are great. I tell everyone that we need to concentrate on the solution, not on the problem. And I believe that we have all of the resources already now in order to be successful, whether that's a member and/or whether that is the association. Brendan, you did state about the listing options. Can we elaborate more on what this means for MLSs or anyone here who would like to chime in on that?
Speaker 2 (06:26):
I mean, for our MLSs out there, it's like, as far as I can gather, it's any other new tool that's coming through. And like you said, it's looking for the solution, not focusing on the problem. We're moving forward and it's an opportunity to use the resources from NAR to help provide exactly that: options for consumers.
Speaker 3 (06:48):
I'll jump in as well. My hope is that for those of you in the room that do run MLSs as part of your association, that you'll have conversations with brokers and agents, other stakeholders in your marketplace to determine what the appropriate amount of time is for this option. Your marketplace is going to dictate what the appropriate time is, and so please just gather that information and be thoughtful on that. That's one of the reasons that at NAR, we didn't prescribe a set time because we recognize that all markets are different. There might be some commonalities, but, you know, I know the market in Oshkosh is going to be different than the market in Tallahassee, and let them decide what the appropriate amount of time is. One other thing I'll say about the process and the new policy, I'm going to put my advocacy, my government affairs hat on, and I'm going to compare it to legislation that gets passed. And if the Republicans aren't happy with the legislation and the Democrats aren't happy with the legislation, then there's probably legislation that's good for the American people. I don't fully expect everybody to be thrilled and satisfied with this new option, but I think what it shows is that we're willing to do other things. We need to make sure that the policy adapts with what the needs of the consumer is. And so by giving the consumer just another option, I think that's going to be good in the long run.
Speaker 4 (08:15):
And Marki, before we go on, and I agree with exactly, Kevin nailed it. It's really about making sure that we have the—continue to have the conversations, right? So the MLS is having the conversations with their members, giving us the feedback back at NAR to see if there's anything that we can help to improve also. So it's a two-way street. We're not just pushing down information. We need to hear back from the locals and the multiple listing executives let us know how we can do things better and if there is ways that we can make things better
Speaker 3 (08:41):
And how we can evolve. And that's what it is. It's the evolution. And I think the market is going to dictate that.
Speaker 1 (08:47):
I remember the day that I became a REALTOR® member walking into the Chicago Association of REALTORS® after I'd attempted to a showing an appointment, and I knew nothing about the Chicago Association of REALTORS®, and they slide a bill across the table and it's substantially more than what I was prepared to pay. And they said, “Well, this is for your membership and the Chicago Association of REALTORS®, the Illinois Association of REALTORS®, the National Association of REALTORS®, your onetime MLS setup fee, and then your MLS dues.” And my response to them was, “Woo! I'm glad I only have to pay this one time.” Okay? I, as a member, did not understand the three-way agreement. How does this benefit the member, and what are they getting as a result of the three-way agreement?
Speaker 4 (09:44):
If I don't mind, I'll just jump in first. I'm going to put my former government affairs director hat on. When I walked into the New Jersey State House, I wasn't walking in with the 53,000,58,000 members that I represented. My legislature knew that I was walking in with not only those members, but the 1.4, 1.5 million members behind me and the resources that come along with that realtor membership. So, they understood that, you know, we're a force to be reckoned with in the sense that we have resources behind us because we are all working in lockstep together to achieve the American dream of homeownership or protecting the industry from bad regulations.
Speaker 1 (10:28):
Okay. Kevin?
Speaker 3 (10:30):
Yeah, being a member of my local association, the REALTOR® Association of Pioneer Valley and the Massachusetts Association of REALTORS® and NAR, and actually I need to, if I'm giving shouts out the Greater Hartford Association REALTORS® and Connecticut REALTORS®—I'm a member of them as well. And for me, when I think about the three-way agreement, there are a few things that I think about, and Jarrod talked about the advocacy, I'll touch on that a little bit, but it's speaking with a unified voice and how much more effective we can be on all different types of issues, not just advocacy when we speak in a unified voice. I've got a couple of examples for me that just have hit home about the three-way agreement and the protections that it allows, and the first was the settlement. As unpopular as the settlement may have been with your members, and I appreciate the opportunity to be able to have conversations with your members over the last year, the throughway agreement was solidified there because the National Association of REALTORS®, through the settlement, protected all local associations, all state associations from having to pay anything towards the settlement. That right there is just a prime example for me and association owned MLSs. The other one is the REALTOR® Party, and I think about the REALTOR® Party, and I was very fortunate to have served on the PAG that helped to develop it as we know it today. But you about the old adage of you can feed a person for a day by giving them a fish. You can feed them for a lifetime by teaching them a fish. And I look at the realtor party and what we've been able to do over the last decade and a half and teaching you all how to fish and provide the resources to you all, whether it's at the local state association in order to speak with one voice.
(12:18):
And I know that you all are frequent flyers with the REALTOR® Party. I'm just going to look at my phone so I get the statistics right. But in 2024, there were 28 states that utilize issues mobilization grants. Independent expenditure grants were used in 38 states, and these were both at the state and local level. RPAC fundraising grants were used in 45 states, advocacy everywhere, 26 states. And then think about the community outreach grants, the smaller grants, but have big impact. There were 614 community outreach grants. And then, finally, all 50 states in one territory received support for a variety of community development and fair housing advocacy education engagements. And so, you know, we've seen tremendous success, and I think that those types of numbers speak to the importance of the three-way agreement because of what we're able to do at the national association with the states and the locals.
Speaker 4 (13:17):
And that's an emphasis on the resources available to all three levels so that NAR, when we're crafting our budgeting, we're always making sure that we have extra resources available that the locals in the states can utilize to help amplify their voice.
Speaker 2 (13:33):
I think one last thing, you know, there's all the advocacy, there's all the resources, and that is paramount to the benefit of the three-way agreement. But one of the things I think is really important, and it's important that we talk to our members about this, and Kevin and Marki, I know you guys have taken full advantage of this, is because you're part of these three different levels, it unlocks the door to a network that is unsurpassed. You have the opportunity to engage with partners in your state that you may not have ever met before at the national level, at your local level, and it expands your horizons more than any other association. When we were meeting with Joan, our keynote this morning, that was one of the things that she was blown away by. She says, this is a revolutionary way of being an association. It exposes you to so much. So, it was a really kind of actually eye-opening and encouraging thing.
Speaker 1 (14:27):
Being exposed to so much, I think often about Dr. Lawrence Yun and the fact that today more households have a pet than they do a child, and that we've seen a steep, that's double—
Speaker 2 (14:38):
That’s double in Colorado.
Speaker 1 (14:39):
Double in Colorado?
Speaker 2 (14:40):
Double in Colorado.
Speaker 1 (14:41):
Double in Colorado. So 200%, right? But when I think about it, right? We're taking this information from the national level, and that I'm able to even sit on this stage is because of the 2006 profile of buyers and sellers, taking a look at the technology numbers and how people were now doing their searches from the internet, which told me that I did not need to place those newspaper ads anymore. But I'm taking that information from Dr. Lawrence Yun, and then I'm going to RPR as a federal political coordinator to pull first Congressional district state of Illinois information. But then we just had a titans-of-the-industry event where we had, you might call them a councilmen, we call them aldermen and women, but they were present at that event to talk on a local level. So to me, having that three-way agreement is an ecosystem. It's a three-ply system that allows us to take that national information and it's a overlay of our business. And if we implement those statistics into our business that we would not necessarily have at a local level, then that means that we can have more longevity. And that's why I willingly, I know I told you when I slid that check across, I was like, “I'm glad that's the only time I had to pay you,” that every single year. I'm grateful because I understand how it supports my business.
Speaker 4 (16:09):
But Marki, let's talk about that RPR benefit, right? I mean, you look at the data system that we have created for ourselves, for our members, and exclusively for our members, and what a tremendous benefit that is to the membership. And I encourage my local association executives and my state association executives push out more of that information from RPR. The members truly see value. I mean, you're hearing a member, Marki, talking about that. So, it's just a great value.
Speaker 3 (16:38):
I'm a member. I use RPR as well.
Speaker 4 (16:42):
You’re still a member?
Speaker 3 (16:43):
Yes. I am. Yes.
Speaker 1 (16:47):
For those who are listening, can you share more about the relationship that maybe they don't see between the local, state and National Association of REALTORS®? I mean, we have this ecosystem that works and they log into a system and they have access. But how are associations working together to ensure that we know about all of our member benefits?
Speaker 2 (17:15):
I mean, I guess— 

Speaker 4
I’ll let you go first.

Speaker 2
Yes, Kevin leans back. I mean, for me, I really think that, we've mentioned it before, it is about that communication and having that open line of discussion, and that's between the local associations and their state CEO and the National Association, and now, especially having the creative position that Jarrod's in and his team underneath of him, there's an even expanded line to the national. But I've worked in three different states now in North Carolina and Massachusetts and Colorado, and I've been lucky enough to have a wonderful relationship with Andrea in North Carolina and then Theresa in Massachusetts and Ty here. And I was never afraid to pick up the phone and have a conversation and figure out, “Hey, we're having this issue in our area. What do you need from us? Or what are you trying to get past that we can help you with or something with our members?” As long as you're having that conversation and you're willing to share with one another, I think that's where the value really comes in because you're, again, just like we do with our members and our brokers and things like that, you're trying to fill the gaps from each other. So it's a two-way street.
Speaker 1 (18:23):
One thing I do remember when I had to slide that check over—
Speaker 2 (18:27):
You're mentioning that.
Speaker 1 (18:29):
Well, because it was pivotal, right? One, I knew I needed to know more and that I didn't know anything, which is why I took the ABR class. But I did read that one sentence that stated I would uphold the REALTORS® Code of Ethics, right? Because I'm like, “Oh, I didn't know anything about the organization. At least I need to follow the rules and regulations.” Right? Professionalism. How do you see our members upholding professionalism in a time of consistent change? Kevin’s smiling.
Speaker 3 (19:07):
Yeah, you know, you talk about the code of ethics and professionalism and having the resources available, whether it's at the local or state association for the members, for the brokerages to take advantage of. It's up to all of us to reinforce professionalism and remind people about the importance of the Code of Ethics.
Speaker 1 (19:25):
What's your favorite article?
Speaker 3 (19:27):
Article 1. One.
Speaker 1 (19:28):
Why?
Speaker 3 (19:28):
It is just about who we are. We have to put our client's interest before our own. I mean, that's it. And yeah, thank you. And so, I'll just share with you, last year, yes, I am in year what 10 of being president of NAR. President years are like dog years. But I'll tell you that last year was probably the highest honor was being able to represent our 1.5 million REALTOR® members at a meeting with Department of Justice and the head at the time of the Department of Justice, the antitrust division, Jonathan Kanter, was there along with dozens of his attorneys. But we talked about the Code of Ethics, you know, and I just said, “You are about protecting the consumer; we are about protecting the consumer.” It is fundamental in who we are and what we do because without the consumer, we're not here. And so just being able to have that conversation with them and unfortunately, defend our 1.5 million members last year that wake up unemployed every single morning, but they choose to do that, and they choose to go out and represent clients, you know? We have a fiduciary to them. It's just reminding people about that. So that's my favorite one.
Speaker 4 (20:40):
And the Code of Ethics, I mean, is the foundation in which we've built ourselves on, right? Making sure that we are truly being professionals in our day-to-day business. So Marki, what was your favorite or is your favorite Code of Ethics?
Speaker 1 (20:51):
Well, my favorite one is Article 11, competency in looking at the new options that are available for sellers. Are you providing undivided loyalty, putting their needs and their wants before your own? And you have to be competent to understand your fiduciary responsibilities when there's a new change. So that's why it is competency. I'll probably ride with Kevin on Article 1, one, two, it's okay. But competency is important to me when someone's entrusting one of their most valuable assets with us. Brendan, can you talk about the stakes of upholding the code of ethics as an association leader?
Speaker 2 (21:45):
Yeah, I mean, for all the reasons that we just mentioned is why it's important to our members, and it is our job as association executives to uphold and represented. The question's kind of funny is the importance of it. It kind of is it, if you're not doing that, if you're not upholding and representing one of the intrinsic values of our association, then I don't know what you're doing. So it's always important for us to make sure that we are promoting it. We are reminding our members, it's not just something they have to do, but it's important that they do it because it's going to help them also with their business, right? It sets them apart. And I do think we do have a responsibility to make sure that we are putting the realtor voice out there to the public as well, to make sure that they understand that this is a different breed, right? REALTORS® do have to abide by a code of ethics. So for me, it's paramount. It's something that we do as association executives.
Speaker 1 (22:46):
Excellent. Did you want to elaborate on that, Jarrod?
Speaker 4 (22:49):
I mean, I guess from my former position as state CEO, I wanted to be there as a resource for my locals and making sure that I had the right staff that was there to help guide the locals through a Code of Ethic issues and to help give them the right information. And from a national association, now, I want to make sure that we continue that and give the right information. I was very fortunate to have that. She's sitting over here, Theresa Tilton on my team, who is an expert in the field on the code of ethics, and she was my go-to person to make sure that we had the resources available to the membership.
Speaker 1 (23:25):
Something we had talked about was some of the major wins that we believe that we had in 2024, especially coming out of the REALTOR® Legislative Meetings. What do you believe was one thing that we did an excellent job at in 2024?
Speaker 3 (23:43):
I commend Shannon, her team in Washington, D.C., for—they're just such a respected shop in D.C. It's almost like that old, the commercial, when E.F. Hutton talks, people listen. I mean, that's what it is. With Shannon, I think our biggest success came after the election, and I think some of you probably heard me earlier in the year talk about this. As soon as the election happened in November, Shannon was fully and gainfully employed by the National Association of REALTORS®, but she was on the phone constantly with people in the Trump administration for the transition. There's a transition team to the point where the week before the inauguration, Shannon spent six and a half hours with the White House Counsel, with Trump's White House Counsel. And by the time we had our advocacy week in January, Shannon's team had already met with all 76 new members of the House and Senate.
(24:38):
They had meetings with the different regulatory agencies that impact our industry, so, you know, right now we're focusing on President Trump. I think he still wants one big, beautiful bill. Who knows if it's going to be one bill or not. He wants to make the tax cuts and job acts. Some of the provisions from 2017 permanent. And what Shannon and her team are doing is they're just monitoring the conversations and making sure that the important parts that relate to housing and real property ownership remain in place. And they're also having some additional conversations about, let's talk about SALT—state and local taxes—capped at $10,000, whether you're single or filing jointly as a married couple. And in 2017, $10,000. Okay, that might've been okay. But the reality is with what's happened with inflation and everything that's gone on in the last few years, that's not good enough.
(25:35):
So we're also talking about indexing it possibly in the future as well as the standard deduction, 1031 like kind exchange. We're looking to make sure that sticks around for our commercial practitioners. And then finally, the capital gains exemption of 250,000, 500,000 for a single person married couple that was set in the mid-nineties. And I'm sure when they set that 99.99999% of the people would've been able to take advantage of that. That's not the case today. And so they're looking at how can we adjust that, maybe double that, and then again, can it be indexed for inflation going down the road? And I've spoken too long. We've run out of time. I'm sorry about
Speaker 1 (26:15):
That’s okay. Well, NAR is your home away from home through the three-way agreement. We are your three-ply ecosystem to get things done at a local, state and national level. Thank you for tuning in to Drive With NAR.
Speaker 4 (26:32):
Thank you. Thanks, Marki.
Speaker 1 (26:34):
Thank you.
Speaker 4 (26:35):
Thank you.
Speaker 1 (26:36):
Thank you for joining us at Drive With NAR, the realtor to realtor series. Tune in every month at magazine.realtor/drive or subscribe wherever you watch your podcasts. Find more tips to boost your business at magazine.realtor.
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