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Strengthening Success and Sustainability
through 2023 and Beyond

NAEBA 19/23 THE PROCESS:
In January 2019, the Na onal Associa on of Exclusive Buyer Agents Board of Directors
accompanied by the NAEBA Referral Service Inc., Board of Directors began work on this
ﬁve‐year strategic plan to strengthen NAEBA’s success and sustainability as it serves its
members through 2023 and beyond. Led by President Andi DeFelice, the Board represented a
broad cross sec on of leaders from across the country. The group par cipated in a summit
which covered the following items:


How NAEBA can thrive as a “purpose driven” organiza on.



How NAEBA can help members protect home buying consumers in increasingly compe ‐
ve and rapidly changing business and marketplace condi ons.



How NAEBA can enhance the impact of the Exclusive Buyer Agent in its mission.



How the business and membership model can be er meet the needs of members and the
Exclusive Buyer Agent profession now and through 2023.

Members of the NAEBA 19/23 Task Force:
Lora Cusumano

Rich Machado

Linda Surovick

Lux House Hunters‐Exclusive
Buyers Agents
Glen Cove, NY

Fidelis, The Buyer's Agent
Ashland, MA

Execu ve Director, NAEBA
Phoenix, AZ

Kenneth Reid

David Alvarez

Buyer's Broker of Arizona
Sun City West, AZ

Director of Marke ng
NAEBA & NRSI
Phoenix, AZ
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Andi DeFelice
Exclusive Buyer's Realty
Savannah, GA

Jennifer Fabiano
Exclusive Arizona Buyers Agents
Sco sdale, AZ

Rich Harty
The Harty Realty Group
Highland Park, IL

Victoria Henderson
Buyer's Edge Co., Inc.
Bethesda, MD

Richard Rosa
Buyers Brokers Only, LLC
Haverhill, MA

Tom Weme
Homebuyer Advisors LLC
Orange, MA

About NAEBA
The Na onal Associa on of Exclusive Buyer Agents (NAEBA) is a professional organiza on of real estate buy‐
er agents and buyer brokers who only represent home buyers. Members of NAEBA do not accept lis ngs for
sale or represent sellers at any me.
By providing exclusive ﬁduciary du es to home buyers, NAEBA members avoid the conﬂict of interests that
arise when the same ﬁrm a empts to represent both buyers and sellers.
NAEBA was formed in the mid‐1990s a er industry lobbyists redeﬁned how agency works. The crea on of
“dual agency” was a big win for tradi onal real estate brokerages, allowing the collec on of real estate com‐
missions from both the buying and selling side of the transac on, but it le home buyers at a serious disad‐
vantage.
NAEBA was created to ﬁll the void faced by home buyers and to provide a professional associa on that
would further the standards and ethics of ﬁduciary duty to buyer‐clients. Exclusive Buyer Agents are recom‐
mended by HUD, Kiplinger’s, Consumer Reports, the Consumer Federa on of America, NerdWallet and
many other en es and publica ons.
The need for Exclusive Buyer Agents con nues to grow. Today, there are ﬁve diﬀerent agency structures in
the U.S. that permit double‐dip commissions. None of these oﬀer any real advantage to home buyers. In‐
stead, they reduce the poten al liability involved in dual‐commission transac ons. These same agencies will
insist there is no conﬂict of interest, even while they beneﬁt from the customized legisla on.
We believe there is a be er way of doing business. The Na onal Associa on of Exclusive Buyer Agents is
comprised of members who voluntarily dedicate their careers to the exclusive representa on of home buy‐
ers. We believe that providing a ﬁduciary duty to the buyer is the best way to foster the American dream of
home ownership.
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We provide buyers with the informa on, resources, and guidance they need to make educated decisions,
empowering them for long‐term success in the real estate market. This adds stability to our real estate mar‐
kets, beneﬁ ng our communi es and the real estate industry alike.

Vision Statement:
The vision of the Na onal Associa on of Exclusive Buyer Agents is to be the
preeminent trade associa on which champions exclusive buyer agency, consumer
protec on, and is a leader in the real estate industry.

Mission Statement:
The mission of the Na onal Associa on of Exclusive Buyer Agents
is to promote true exclusive buyer agency through educa on and advocacy,
protec ng real estate consumers from unethical and damaging prac ces,
while adhering to the highest level of professional standards in the industry.

Introduction
For 24 years, NAEBA has been commi ed
to developing informed, educated and eth‐
ical exclusive buyer agents by oﬀering edu‐
ca on and services to advance their pro‐
fession. With members in almost every
state, NAEBA is the only Na onal profes‐
sional organiza on of real estate buyer
agents and buyer brokers who only repre‐
sent home buyers.
The uncompromised informa on, re‐
sources, and guidance provided by NAEBA
Members are needed now more than ever.
Americans are woefully under educated as
to the role of an Exclusive Buyer Agent in
the home buying process.
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NAEBA members are uniquely posi oned
to shape and aﬀect the future of the real
estate market by educa ng consumers and
delivering exclusive ﬁduciary du es to
home buyers. NAEBA is posi oned to raise
consumer awareness of exclusive buyer
agents in educa ng, advoca ng and secur‐
ing the American Dream of owning a
home.
The future success of the exclusive buyer
agent will lie in their ability to redeﬁne and
reassure the value they bring to the con‐
sumer as a trusted advisor, through 2023
and beyond.
With the increasing need for the industry
to assure consumers that realtors look
a er the best interest of their clients and
provide indispensable advice, there is no
be er me to choose to be an Exclusive
Buyer Agent and member of NAEBA.
‐Linda M. Surovick
NAEBA Execu ve Director

NAEBA Members are Required to Adhere to the Highest
Ethical Standards
Preamble
Exclusive Buyer Agency was founded upon the legal principles of the Common Law of Agency and Full Fiduciary Dues. As a whole, NAEBA’s ethical standards surpass legal
and industry standards. A NAEBA member acts in a trustworthy manner and always acts in his/her Buyer-Client’s
best interest. As a witness of our commitment to these
principles, to integrity and to professionalism, NAEBA has
established the following Code of Ethics:
Ar cle 1: Duty of Conﬁden ality
A NAEBA member shall keep informa on from a BuyerClient conﬁden al unless the Buyer-Client has given permission to disclose such informa on.
Ar cle 2: Duty of Accoun ng
A NAEBA member shall provide a true account of money or
property entrusted to them, received by them, or paid out
on behalf of the Buyer-Client whenever requested.
Ar cle 3: Duty of Reasonable Skill and Care
A NAEBA member shall act on behalf of a Buyer-Client with
due diligence, professionalism, and reasonable skill and
care.
Ar cle 4: Duty of Undivided Loyalty
A NAEBA member shall provide undivided loyalty to a Buyer-Client and not advance the interests of sellers, themselves, or their real estate company above the interests of
the Buyer-Client.
Ar cle 5: Duty of Obedience to Lawful Instruc on
A NAEBA member shall follow all reasonable, lawful instruc ons of their Buyer-Client in the Buyer-Client’s transac on.
Ar cle 6: Duty of Advocacy
A NAEBA member shall advocate for, with, and on behalf
of a Buyer-Client and their best interest at all mes.
Ar cle 7: Duty of Full Disclosure
A NAEBA member will provide full disclosure of all facts
known to him/her regarding a seller or a property that are
material to or would have an eﬀect on the transac on.

Strategic Plan Objectives
The strategic plan is a blueprint to
transform NAEBA with a new membership
and business model along with an aggressive
consumer outreach commitment that
empowers NAEBA to maintain its posi on
as a relevant, nimble, forward thinking
organiza on. Strategies will ensure that
NAEBA will be the pre‐eminent exclusive
buyer voice in the home buying industry.

The NAEBA 2019-2023 Strategic Plan identifies
FOUR goals and outcomes to be achieved
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over the next five years.

Strategy is the starting point for a
transformation that needs to occur and
how that company must change to win.
- Lynne Doughtie
U.S. Chairman and Chief Executive Officer of KPMG —
one of the world’s leading professional services firms.

GOAL A:
MEMBER EMPOWERMENT
Posi on NAEBA as the premiere exclusive buyer agency organiza on that
a racts talent and pres ge to the profession and advocates for consumers.
Outcomes:


Members conduct business in the highest ethical environment.



Programs include strategies that a ract and retain talent.



NAEBA is the gold standard for training and onboarding EBA’s that lead to sus‐
tainable and successful careers.



Members are knowledgeable and trained on how to reach diverse segments of
the popula on with the informa on needed to purchase a home.



Members have resources to promote ﬁnancial literacy to consumers as it re‐
lates to the home buying process.



Members have resources to be posi oned as consumer advocates in the home
buying process.

GOAL B:
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MEMBERSHIP MODEL
Posi on NAEBA with a membership model to embrace ers or sectors (to
include but not be limited to college graduates, transi oning tradi onal agents, exclusive
buyer agents and broker agency principles) to meet the needs of members and

the Exclusive Buyer Agent profession now and into 2023.
Outcomes:


A diverse popula on of EBA’s are recruited to the profession and engaged in
member services and beneﬁts.



Member services and beneﬁts are developed to uniquely serve the various
member sectors.



NAEBA has at least 2,000 dues‐paying members by 2023.

GOAL C:
CONSUMER OUTREACH
Posi on NAEBA as the premiere resource for public educa on on the
role of the Exclusive Buyer Agent.
Outcomes:


NAEBA & NRSI deliver a wide range of communica ons tac cs including
adver sing, consumer‐media outreach, educa onal programs to protect
home buying consumers in increasingly compe ve and rapidly changing
business and marketplace condi ons.



NAEBA & NRSI establish a cohesive brand easily recognizable by the
consumer across the country.

GOAL D:
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BUSINESS MODEL
AND TECHNOLOGY REGENERATION
Improve the NAEBA business model and technology pla orm to more
eﬀec vely and eﬃciently deliver member value, grow membership
across the country and be er serve the home buyer.
Outcomes:


NAEBA infrastructure supports nimble and strategic decision making and
ﬂexibility across all en es.



NAEBA & NRSI infrastructure supports member needs while delivering
member‐valued services and beneﬁts.



NAEBA business model embraces a ONE BRAND persona while remaining
compliant with all subsidiaries.

Annual Business Plan Follows the Strategic Plan
A strategic plan is a dynamic document—a blueprint of where NAEBA plans to go. The
strategic plan deﬁnes what will cons tute success and employs strategies and tac cs to
achieve the outcomes envisioned by each strategic goal. Time, circumstance and the en‐
vironment will likely require periodic adjustments to ensure that the plan is mee ng
member needs and posturing NAEBA for organiza onal success. This will require con n‐
uous review and evalua on by NAEBA board and staﬀ with rewrites and updates sub‐
mi ed accordingly in order to meet the changing business and market needs of the
members and the industry.
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NAEBA staﬀ will develop strategies, tac cs and annual success metrics to advance the
goals and deliver on the outcomes as deﬁned in the plan. An ANNUAL BUSINESS PLAN
will execute on the strategies and tac cs for a given year to achieve the goals and stated
outcomes. The ANNUAL BUSINESS PLAN involves resource alloca on as required to
keep NAEBA on pace for achieving the board‐approved goals and outcomes that will lead
to strengthening success and sustainability today and beyond.

Strengthening Success and Sustainability
through 2023 and Beyond

