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OVERVIEW
Coldwell Banker Vanguard Rewards is designed to assist CBV agents in procuring corporate accounts from contacts that they presently have or may develop in the future.  This is referred to as “The Program” or “Rewards”. The Program recognizes that becoming a “Preferred Realtor” for a business or an organization can add significantly to an agent’s business and that this business is frequently transferable if an agent wishes to sell their business to another agent.  

The Program is designed to provide agents who are interested in participating with corporate support through an initial training program, an ongoing marketing program, access to our Cartus relationship and the ability to use CBV materials and programs to obtain and service this business.

The Program is aimed at providing benefits to employees of the business or organization who are already in the market. 



BUSINESS RULES
Fees and Leads
1. Personal fees for services are set by the agent, Rewards customer benefits are set by CBV.  In keeping with CBV’s policy, fees or special offers outside of the program are not to be marketed or advertised.
2. All Rewards are to be paid at the standard rate.  Current rate chart attached.
3. Leads developed and serviced by the participating agent are paid at the agent’s ICA contract rate.  

Program Requirements  
4. The requirements for being active in Rewards are:
a. Complete the training
b. Pass a background check.  The form for the background check can be obtained on Connect U, Corporate Forms, Relocation forms.  When completed the form is submitted to the CGB Dept. which will keep track of all information.  Although the fee is subject to change the current fee is $87.50
c. Have a valid and current relationship with at least one entity or be actively marketing the program
d. Have at least one Rewards seminar per quarter per participating entity and report same by email to the Operations Manager to continue to maintain their “protection” for each corporation or organization they are working with.

Registration and Exclusive Relationships
5. All prospects obtained through the program shall immediately be placed into CBV’s eRelo program as a Rewards AGR.  This registration does not subject the agent to additional fees it is to protect the agent and the Corporation from paying additional referral fees to other parties.  If the Corporation agrees to pay a referral fee to a third party because the Corporation did not properly research its records Corporation shall be responsible for entire fee, if the Corporation agrees to pay a referral fee to a third party because agent did not register the customer agent shall pay the entire fee.  If a Rewards customer becomes a Cartus Affinity customer CBV will be required to remit a referral to Cartus and the agent must inform the customer that there can only be one incentive program, so the customer must select one program and withdraw from all others.
6. No agent shall have a right to any company’s executive relocation business to the exclusion of any other agent. 
7.  If an agent 
a. obtains a signed Rewards Agreement from a client company, 
b. submits it to the appropriate departments, 
c. holds at least one seminar per calendar quarter for each host organization, 
d. reports the seminar to the Operations VP by email and 
e. Maintains a relationship with that company or organization then that company or organization shall be deemed to be the “protected” territory of that agent.  
8. The Rewards Agreement is the Agreement that is presently in use for the Rewards relationships.  The Agreement is to be submitted to the Operations VP.



CORPORATE SUPPORT
CBV will support the agent’s efforts in numerous ways, including:
· Creation of a Rewards website specific to the corporation or organization
· Provide a Power Point presentation to use in seminars and access to a company projector, on a first come/first served basis, to use in a classroom setting
· Creation of Rewards marketing materials that the agent may purchase from Concierge Service to market Rewards including:
· Rewards folders, with presentation materials
· Rewards fliers for host corporation or organization to promote seminars
· Rewards sign-up sheets for seminars
· Materials for the agent to use in prospecting
· Providing eRelo software to register prospects and keep the agent aware of the need for follow up.
· Providing management assistance through the DMD.


THE SALES CYCLE
The Program presents a unique opportunity to generate new business for the agent.  The sales cycle is always the same, it is
· Lead generation
· Set the appointment
· Qualify the prospect
· Present the benefit
· Execute the contract
· Set a follow up routine to either generate business or try once again to execute the contract.



Host Organization Lead Generation
You will find leads from a myriad of sources.  Among them are:
· Past customers who work for an organization
· Relatives and friends who work for an organization
· Organizations that you do business with or participate with including
· Schools
· Hospitals
· Charitable organizations
· Religious or fraternal organizations
· Etc.
· Organizations that you drive by frequently
· Organizations that are in the news.

Set the appointment
Setting the appointment is usually not difficult.  If it is the lead is either very good or very poor.  If you are working a “warm” lead the easiest way to set the appointment is to ask your contact if you can come by their office for 15 minutes or if you can go to lunch together.

When setting the appointment or presenting the solution it is always important to remember the B/F sequence, which simply means to sell the benefit and then explain the feature that makes it work.  With these programs the benefit to the organization is:
· A happy employee who is more productive with less down time
· The security of knowing that their employees’ needs will be taken care of and that their employee will have an advocate.
The features that make this happen are:
· A qualified agent who understands the real estate business
· An agent who is committed to doing the best possible job for the employee
· A counselling session to ensure that all of the employee’s questions are answered
· Special offers from CBV, US Bank and Closing Bear that are only available to program participants.

Qualify the prospect
The person who you want to talk with is either a “C” level manager or the HR director, nobody else will be able to help you.  If your contact is not either of the above your challenge will be to enlist this person’s help to get on the correct person’s calendar.  

If you are working “cold” leads you must be prepared to follow up with the “gatekeeper” multiple times asking for only a few minutes of your prospect’s time.  Persistence and creativity will pay off in this area.



Present the Benefit
Sales situations are usually entered with the presentation of a question.  When you have an appointment with the decision maker the question should be couched in your own words but should have the same emphasis as this:
	“Mr. HR Director, would your organization have any interest in an employee benefit that is very tangible and does not cost the organization or the employee anything, is not insurance and takes minimal department time?”

When the person you are speaking with consents then you should make a brief presentation that build on benefits to the employee and the organization and then explains the program.

Benefits include
· Homeowners tend to be more settled than tenants and have less turnover
· Homeowners tend to be happier than tenants
· Home ownership helps build personal wealth and a sense of security
· Participation in the program helps the employees be more knowledgeable about purchasing or selling real estate
· Participation in the program provides employees with an agent who is particularly interested in the employee’s welfare
· Participation in the program provides financial benefits to the employee whether buying or selling

After presenting the benefits present the features
· Free quarterly seminars for employees to provide general information about purchasing or selling a home
· Free personal appointments for employees
· A company branded real estate website for employees
· A substantial reduction or rebate of the real estate commission
· A substantial reduction of loan origination costs
· A substantial reduction of title agency costs.

Then present the requirements for the company:
· Facilitate a quarterly seminar in company provided spaces
· Promote the seminar internally with materials provided by CBV.


Execute the contract
Rewards has a simple contract that the organization executes. 

Follow up
The issues to remember here are:
1. Follow up has to be consistent
2. Follow up has to seek to help
3. Follow up has to look for opportunity
4. Follow up has to be with multiple people in the same business or organization.  The more people you can “touch” in the department the better.
5. If you aren’t willing to make an investment you probably won’t get a return.  Purchase SWAG to provide to company personnel.  This can be bought through CBV at www.cafepress.com/cbvlife
6. If you are following up with multiple organizations, you have a far better chance of success than if you are only following up with one or two.  When you have your first success think in terms of generating your next four successes. 



PROCESS
The process for Rewards is very simple.  When an agreement has been executed the agent simply needs to work with the HR department to set a time and location for a seminar(s).  This can usually be in a company space such as the cafeteria or a training or conference room.  There are multiple times that the seminar can be scheduled but it is almost never during work hours, so it is before work commences, during the lunch hour or after business hours.

During the seminar the power point is used to go through the process, the sign-up sheet is used to obtain names and contact information and the folders are used to provide the attendees with written material with the agent’s name.

The objective of the seminar is to obtain leads so that the agent can go to the prospect’s house and go through the HomeBuyer Consultation or one of the listing presentations.  Having a personal appointment will determine whether the prospect is immediate or in the future and because a relationship is formed will help to tie the prospect to the agent.


CUSTOMER MANAGEMENT
 Customer Registration and Loyalty.  A Rewards customer only becomes the agent’s customer when the agent earns that customer’s loyalty.  Every organization will have customers who buy from other agents through other brokerages as well as CBV.  Nothing in this program suggests that any or all customers from an organization belong to the agent who works with that organization.  

Placing your customer as a Rewards AGR protects us from paying a referral fee to another broker.  Although other AGRs carry a 30% referral fee the Rewards AGR carries a 25% Rewards fee, most of which is paid to the customer.  Registration of a customer through eRelo does not protect us from a referral from Cartus Affinity.

Customer Counselling.  A customer can only receive an incentive from one organization.  During counselling the agent must determine which program a customer is going to enter and explain that there can only be benefits from one.

From the Rewards website.  The customer will come into the Rewards website as a lead for the agent who is registered as the Rewards agent for the host organization; follow up is the responsibility of the agent.  Registration with eRelo is the responsibility of the agent.

From the Rewards seminars.  Customers from seminars are to be entered into eRelo by the agent.  These customers will be entered into the e-Relo program by the agent. 
 
Call in Customers. A separate phone number (904) 637 0144 and rollover numbers have been assigned to Rewards and will be publicized on Rewards promotional materials and website.   Calls to this number will be sent to the agent who is in charge of the account. The agent is to place the customer into the e-Relo program. 

Disclosure, Customer.  The agent who enrolls the customer into the program is responsible for having the customer sign the Customer Disclosure and forwarding it to the Operations Manager.  The Disclosure emphasizes that the customer must work through Rewards in order to receive benefits and will provide a help number that will go to the Operations VP.

Disclosure, Transaction.  The agent who negotiates a PASA with the customer is responsible for having the “Incentive Disclosure Addendum” signed by all parties and made a part of the PASA.

Lender selection.  The only lender that we suggest or recommend is US Bank.  If a customer indicates that they wish to use another lender the agent must make the customer aware that he will lose the Origination Fee benefit that is provided by US Bank.  The CBV agent will use the US Bank loan officer assigned to their office to provide the mortgage assistance unless a different US Bank loan officer participated in the seminar or the customer requests a different US Bank loan officer.

Seminar attendance  
The agent is to schedule at least one presentation per quarter, for each host organization, using the provided marketing materials and working with the HR Department of the host corporation or organization.


CONTRACTS
Standard Rewards Agreement
This is the contract that is executed between CBV and the host corporation or organization.  When the contract is executed it is submitted to your DMD who will forward it to the Operations VP.  The Ops VP will forward it to the CEO, VP Agent Services and Company Generated Business Department. This is the basis for being able to order additional materials, including the website, and protecting your leads from referral fees from other sources.  Copy provided.

ICA Addendum
This is the Addendum to your ICA that stipulates your opportunities and obligations for business written through the Program.  This is signed by you and will be counter signed by either the CEO or your DMD and a copy returned to you.  Copy provided.

Rewards Disclosure
Customers entered into the Rewards program are to sign the Customer Disclosure, this document explains the opportunities and obligations of a Rewards customer.  Copy provided.

Incentive Disclosure
Because we are providing an incentive to the customer it is imperative that the Incentive Disclosure be attached to each PASA.  This is a pdf document and must be downloaded from Connect U.  Copy provided.
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COLDWELL BANKER
VANGUARD REALTY 

Rewards 
AGREEMENT


Whereas, Coldwell Banker Vanguard Realty (CBV) has developed a program titled “Rewards” that provides benefits to employees of a host organization (Host) and

Whereas, ______________________ wishes to be a Host, the parties agree as follows:

This Agreement is by and between CBV and Host for the express purpose of facilitating Rewards benefits for Host’s employees.

The Agreement may be terminated by either party at any time by providing notice to the other party.  Notice for CBV shall be delivered,
 
To CBV:

	Coldwell Banker Vanguard Realty
	1401 Kingsley Ave.
	Orange Park, FL 32073

To Host:
	_____________________________
	_____________________________
	_____________________________
	_____________________________


CBV agrees to provide benefits to Host’s employees who are interested in participating in a real estate transaction.  Said benefits include:
· Providing seminars to Host’s employees at a time and place dictated by Host
· Providing personal counselling for Host’s employees
· Providing a Host branded Rewards website for employee’s use.  Said website will include search capability and information for prospective purchasers and sellers
· Providing a discount or rebate of part of the commission earned by CBV, in accordance with the then current chart
· Waiver of the Origination Fee by US Bank. 
· Discounts on closing services offered through Closing Bear.

Host agrees to: 
· Facilitate a minimum of one seminar per quarter for Host’s employees to attend
· Promote said seminar internally through company intranet and/or other means of internal communication.


Coldwell Banker Vanguard Realty		Host: __________________________

By: _________________________		By:  ___________________________
							Position or Title
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       COLDWELL BANKER
VANGUARD REALTY  
Rewards ADDENDUM

THIS ADDENDUM made this _____day of ______________, 20__ by and between COLDWELL BANKER VANGUARD REALTY, hereinafter referred to as “Corporation” and ______________________________, hereinafter referred to as “Agent”:
                    
Whereas, Agent desires to be eligible for Corporation’s Rewards program, referred to as “The Program”.

Therefore, in consideration of the promises and mutual covenants and obligations contained in this Addendum, as well as other good and valuable consideration, the parties hereby agree as follows:

1. BACKGROUND CHECK:  Agent hereby agrees that investigation background inquiries are to be made including criminal, OFAC and other reports.  This information will, in whole or in part, be obtained from a third-party vendor.  These reports will include information as to felony and/or certain misdemeanor convictions and the presence of my name on OFAC lists.  Further, Agent understands that information will be requested from various federal, state and other agencies which maintain public and non-public records concerning past activities relating to such matters.  Agent agrees that Corporation may, in its sole discretion, determine that the results of such background checks will result in the termination of his status as part of the Rewards Program and agrees to co-operate with the background vendor chosen by Corporation from time to time and provide any documentation deemed necessary by Corporation in connection with such background checks.  Agent is responsible for the cost of said background check, however, if Agent has a current background check on file for CGB Corporation will use this background check and there will not be a cost to Agent.
2. CONFIDENTIALITY/NON-DISCLOSURE:  Agent acknowledges that all information and data concerning Client Corporations and Corporation’s programs (including without limitation, the identification of individuals as customers), is Confidential Information.  Agent agrees to, except as necessary to deliver the services set forth in the Addendum, receive and hold the Confidential Information in confidence and refrain from disclosing or discussing any portion of the Confidential Information with any third person or entity, use the same degree of care in protecting the Confidential Information as it uses to protect its own proprietary information and not use or disclose any of the Confidential Information for any purpose whatsoever, except for the sole  purpose of performing services as set forth in the Addendum; under no circumstances use a Customer’s information or data, including name and address for advertising testimonials.  
3. SEVERANCE OF RELATIONSHIP:  In the event Agent ceases to be an agent affiliated with Corporation, for any reason whatsoever, Agent agrees that he shall not use to his advantage, or to the advantage of any other party, any information gained from the Corporation concerning any client or customer acquisition programs procedures or marketing materials.  
4. FEES AND COMMISSIONS:  Agent confirms its obligation to pay fees for transactions completed through The Program.  Agent further agrees that in consideration of business generated through Rewards that he will pay the applicable Rewards fee. The Agent will pay a 25% referral fee for each transaction consummated through Rewards program.  An amount equal to approximately 15% of the entire commission, up to 3% of sales price, will be refunded to the customer, the balance will be retained by the CGB Department for their work in registering customers and overseeing the Program. Commissions in excess of 3% will be divided as per the agent’s commission division agreement, bonuses will be retained by the agent.
5. CUSTOMER REGISTRATION: All prospects obtained through the program shall immediately be registered in CBV’s eRelo program.  This registration does not subject the agent to additional fees it is to protect the agent and the Corporation from paying additional referral fees to other parties.  If the Corporation agrees to pay a referral fee to a third party because the Corporation did not properly research its records Corporation shall be responsible for entire fee; however, if the Corporation agrees to pay a referral fee to a third party because agent did not register the customer agent shall pay the entire fee.  Customer registrations are honored for 24 months, even if Agent leaves Corporation.
6. CONFLICTING DOCUMENTS:  In areas where this Addendum conflicts with the Independent Contractor Agreement between the Agent and the Corporation this Addendum shall take precedence.
7. TERM: This Addendum shall remain in force so long an Agent is a member of the Rewards Program.  Further, the provisions of Sections 3, 4 and 5 of this Addendum shall survive the termination of the ICA for a period of seven (7) years, or such shorter period as may be required by applicable law.
IN WITNESS WHEREOF, the parties hereto have executed this Addendum as of the day and year first above written.

________________________________________		_________
Agent							Date

Coldwell Banker Vanguard Realty

By: _____________________________________		_________
								Date
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Rewards
INCENTIVE DISCLOSURE ADDENDUM

This Addendum serves as notification to all parties involved in this transaction, including but not limited to the purchaser, the seller, participating real estate professionals, lenders and closing or title agents, that the buyer and/or seller may receive cash or other incentives from Coldwell Banker Vanguard Realty approximately 30 days after closing.

_______________________________		____________________________
Purchaser					Seller

_______________________________		___________________________
Purchaser					Seller

________________________________
Participating Realtor

________________________________
Coldwell Banker Vanguard Agent 
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Rewards DISCLOSURE 

Customer agrees that he is part of an employee discount program sponsored by his organization and facilitated through Coldwell Banker Vanguard Realty.  This program includes a cash back bonus for real estate transactions conducted by customer through a Coldwell Banker Vanguard Realty and, for purchasers, mortgage services through US Bank.  Additionally, purchasers may participate in discounts that are offered through Closing Bear.

In order to receive these benefits customer agrees that he must register with “Rewards”.  Customers can register for Rewards through the Coldwell Banker representative that works with their organization or through the organization’s Rewards website.  Personnel employed by Rewards will assist the customer in obtaining real estate, as well as mortgage and closing services with the above-named suppliers.  

Rewards provides a customer assistance service to answer questions or aid the customer with any difficulty during normal working hours by contacting The Rewards at:
	(904) 637 0144
	information@CBVrewards.com


_______________________________		____________________________
Customer					Customer

_______________________________		_______________
Coldwell Banker Vanguard Realty		Date
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	Price of Home
	Commission Fee Rebate
	Mortgage Origination
Forgiveness
	Title & 
Closing
Rewards
	Average Total

	$100,000.00
	$600.00
	$890.00
	$100.00
	$1,590.00

	$200,000.00
	$900.00
	$890.00
	$200.00
	$1,990.00

	$350,000.00
	$1,575.00
	$890.00
	$300.00
	$2,765.00

	$500,000.00
	$2,250.00
	$890.00
	$450.00
	$3,590.00

	$750,000.00
	$3,375.00
	$890.00
	$625.00
	$4,890.00
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