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On January®, 2009, the
Coe Founders of RE/MAX Inc
embarked on a journey whic
ained at changing the face ¢
Real Estatentlustry in India...
4 years old'journey that has
resulted inreetwork strength
102 officemcros4? citiemjourney that would not have b
possible without all the hard work and corshotmieynt
each one of the RE/MAX India Affiliates across the ct
RE/ MAX | ndia would 1|1 ke
families fdrelping ioonvertindpis dreaintoa reality!!
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Looking back at the year, there is only one line that
comes tomy mi n dWhat a year it has been!!d. From
expanding our presence to 45+ cities, gaining a
foothold in regions like Chhattisgarh, Odisha , Assam
& Rajasthan A, brainstorming with my Regional
Owners at the six monthly Regional Owners Review
Meets, sharing best practices with our top performing
Broker Owners at the Annual Broker Owners
Convention, conducting International Designation
courses in Delhi and other parts of the country to conducting Regional visits in our top
performing Regions and so on..The list is endless and it makes me want to ensure that 2013 is as
action packed as 2012.

| have a very strong belief that one gets out of life what one puts in it and the same theory

applies to business as well, with 2013 just beginning, | would like each one of us to build a

strong and clear plan of what all we would like to achieve this year . | will leave you with a

qguote from a book called Thi nk & Gr ow Rich that changed our Cha
the essence of the book is inoBEa@mytelinngHi y o wrs mis
Conceive, Youcan A hi eveo.

—
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With 2013 starting and RE/MAX completing 4 years of its exstence in India, | seea positive
change in the functioning of the Real Estate industry wherein | have seen Real Estate Agents
attend various training courses conducted by the RE/MAX Academy of
Real Estate andl have seen Agents use technology as an answeto their
Content Management & Customer Relationship Management problems.
Things are changing and the fact that the very industry which people
thought woul d continue to be unorganized is slowly changing brings a
smile to my face.

I would like to wish eac h one of you all the very best for the coming year
and | hope to see RE/MAX India as #1 not only in terms of our network
but also in terms of volume of business. Wish each one of you a splendid |; LN K
2013 and | hope all of you have availed the early bird registration rate for the 4t RE/MAX
Realty Rendezvous scheduled for April 2013 in GOA . We have captured some special moments
from 2012 in this newsletter; we hope you have fun reading it.

Nobody in the world sells more real estate than RE/MAXE# For petaiis sus: REMAX 1:53456



REMNBX

NEWS FROM THE RE/MAX INDIA HEADQUARTERS

www.remax.in

lg A perfect endin g to a perfect year

With what we would call as an
excellent finish to an action packed
year, RE/MAX India recently got
awarded as the o0Be
Consultancydé at th
SAARC & ASEAN Real Estate Awards
Ceremony held in Delhi.

This award was based oncommitment to customer satisfaction and for achieving
excellence on a pan India basis.

We would like to thank each one of you for all the effort and hard work that you have
put in that has resulted in this achievement.

l% A pro ud moment for the Chairman and all of us!!

In 2009, shortly after getting RE/MAX into India,
Sam got awar ded as t h
Entrepreneurdé of t he vye
adding another feather to his cap, he recently got
awar ded wi t hndihglEptrepreBaurt obtlhea
Year 20126 at t he C (
Entrepreneurship Awards ceremony held in Delhi.
An awards ceremony that recognizes some of Asia
and the Pacifi c6s 0deoprart
leaders, who define possibilities, drive in novations
and push boundaries for the betterment of lives. On
behalf of the entire RE/MAX India family, we wish
him all the very best for 2013!!

Nobody in the world sells more real estate than RE/MAX@# ror Detais sus: REMAX 153456
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l' RE/MAX India gains a foothold in the eastern part of the country !l

Making our regional presence stronger, RE/MAX India has appointed Regional
Franchisees in Assam & Odisha.

RE/MAX India congratulates Mr. Siva Dutta & Mr. Atul Kalita , Regional Owners of
Assam & Mr. Anshuman Rath , Regional Owner of Orissa for joining hands with us. We
wish them all the very best for their journey with RE/MAX.

S
le
In its endeavor to constantly upskill the Real Estate industry at large, RE/MAX
Academy of Real Estate ( RARE) conducted various traning sessions which aimed at
teaching Regional Franchise Owners how to Sell & Develop Franchisees, Franchise
Owners how to Recruit & Retain Top Quality Agents and Agents how to create Repeat
& Referral Business for themselves RARE wishes all its Trainees all the very best in
successful implementation of what all they have learnt.

RE/MAX Academy of Real Estate doing what it does best!!

Nobody in the world sells more real estate than RE/MAX&# ror Detaits sms: REMAX 1053456
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lg Showcasing the Franchising Opportunity available with RE/MAX!!

www.remax.in

RE/MAX India recently participated in the Franchise India Annual Exhibition at Pragati

Maidan, where the RE/MAX India stall was visited by m ore than more 5000 visitors. We wish
the Sales tam at RE/MAX India and all the S ales teams inthe Regions all the very best in
converting the leads received at the Expo to prospective Franchisees.
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lg RE/MAX Assam launches its operations successfully!!

www.remax.in

With an aim to provide complete support
the Sales & Development team from RE/MAX India comprising of Puneet Verma,
Deepak Bhardwaj & Ripunjay Singh spent a considerable amount of time in Assam to
help the region in itds official |l aunch
RE/MAX India team has resulted in them kick starting their operations by signing up
with their first Broker Office Fran chise. We wish the region all the very best and we
hope that the region soon becomes a force to reckon witH

SV T Pary \ = n I >
L 4 RE/MAX ASSANM LAUNGCRH

Nobody in the world sells more real estate than RE/MAX&# ror Detaits sms: REMAX 1053456
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NEWS FROM THE REGIONS!
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l: RE/MAX HYDERABAD & REST OF ANDHRA PRADESH

The team at Andhra Pradesh decided to end the year in style. Stating with
participating in Property Shows and conducting Refresher Trainings in November, the
region went on to hosting an Appreciat.i
than befored contest i n December ngaonedof thei
biggest New Year parties that the city of Hyderabad has seen. Keep up the great work
team; you leave no stone unturned to do RE/MAX India proud !

=

S
l, RE/MAX PUNJAB & CMP

The region which is slowly and steadily making its presence felt in the state of Punjab,
recently did a series of road shows in prominent places like Bathinda etc. With two new
Franchisees joining their growing team, RE/MAX Punjab is ready to create an edge for
themselves in the Real Estate industry in Punjab. Kudos to the region for its strong
commitment in making an effort to create a strong presence for RE/MAX in Punjab.

Nobody in the world sells more real estate than RE/MAX&# ror Detaits sms: REMAX 1053456
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lg RE/MAX BANGALORE

RE/MAX Bangalore introduced for the very first time a"Group buying" initiative through its
Broker Office Franchiseesat the Times Property expo on Declst, 2012The offices represented
three Builders at the expo and their stall saw a footfall of over 200 peoplewho expressed their
interest to visit the Bu i | daffices for further discussions. The showcaseof the collaborative
strength of the RE/MAX network within the region of Bangalore through this expo was truly
commendable and we would like to wish the region all the very best in doing such activities on
a consistent basis!!

SV
| £ RE/MAX MGM
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The region has had quite an action packed end to the year with visits to offices outside
Ahmedabad, launch of its RE/MAX Corporate Services Departments, announcements of
Quarterly awards for its Top Performing Broker Owners & Broker Associates, training ses sions
etc..the region is continuously working towards making Real Estate Brokerage a respectable
profession. We wish the region all the very best for 2013!!

Nobody in the world sells more real estate than RE/MAXE# ror petais sus: REMAX 1.53456
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EVENTS TO LOOK FORWARD TO!
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| £“) REGIONAL OWNERS TRAINING

DATE - February 18 ™ tothe Feb22 nd 2013
VENUE - RE/MAX LLC Headquarters, Denver

Please contact mgrewal@remax.in  for more information

s
l' BROKER/OWNER TRAINING (RE/MAX 101)

DATE - February 4 t tothe Feb8 th,6 2013
VENUE - RE/MA X LLC Headquarters, Denver

Please contact mgrewal@remax.in  for more information

l% FRANCHISE OWNERS MANAGEMENT TRAINING

DATE - March 11 * to March 16 t 2013
VENUE - RE/MAX India Headquarters, Gurgaon

Please contact mgrewal@remax.in  for more information

S
CONVENTIONS
L gCoNVeNToNS

RE/MAX R4, Feb. 25 -28, 2013 - The grand 40th anniversary celebration of
RE/MAX in Las Vegas!! Register online through Mainstreet.

RE/MAX Realty Rendezvous, April 26 -28, 2013 - The 4t RE/MAX Realty
Rendezvous of RE/MAX India is in GOA. So if you are looking forward to
LEARNING, NETWORKING & HAVING FUN then register NOW!!

Please contact mgrewal@remax.in  for more information

Nobody in the world sells more real estate than RE/MAXE# For petaiis sus: REMAX 1:53456
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AWARD CATEGORI
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ES FOR THE ONI GHT

SCHEDULED FOR THE 27 ™ OF APRIL, 2013 IN GOA!!
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AWARDS FOR BROKER ASSOCIATES

Club Awards & Career Awards

Club Awards

Category

Amount of Collected Commaission

Executive Club

Rs 500,000 to Rs 999,999

100% Club

Rs 1,000,000 to Rs 1,499,999

Platinum Club

Rs 1,500,000 to Rs 2,499,999

Diamond Club

Rs 2,500,000 to Rs 4,999,999

Chairman's Club

Rs 5,000,000

Career Awards

Category

Amount of Collected Commission

Hall of Fame

Collected Commission of Rs 1 Cr, 1 year of service in RE/MAX
is required.

Lifetime Achievement

Collected Commission of Rs 3 Cr, 3 years of service in
RE/MAX is required.

Circle of Legends

Collected Commission of Rs 5 Cr, 5 years of service in
RE/MAX is required.

Special Awards

Category

Parameters

National Broker Associate
(1st April 2012 to 31st
March 2013)

BA who has the highest Collected Commission reported for
the period between 1st April 2012 to 31st March 2013 with a
minimum Collected Commission of Rs 500,000. This would
be given to top 10 ranked National Broker Associates.

Emerging National Broker
Associate (1st April 2012 to
31st March 2013)

BA who has the highest Collected Commission reported for
the period between 1st April 2012 to 31st March 2013 with a
minimum Collected Commission reported of Rs

200,000 since joining (This category is only for Broker
Associates who are 1 year or less than 1 year old in the
RE/MAX network as on 31st March 2013). This would be
given to top 10 ranked Debutante National Broker
Associates.

“Above the Crowd”™ Broker
Associate (1st April 2012 to
31st March 2013)

BA, who does the most effective use of the RE/MAX
Technology, has 100% attendance in

meetings /convention /trainings, is in good standing with the
region, ig strong in self promotion and with a minimum
Collected Commission reported of Rs 100,000 for the period
between 1st April 2012 to 31st March 2013. (The award will
be based on the write up that we receive on the award
nomination form that we send you). This would be given to
top 50 ranked “Above the Crowd” Broker Associate.

Nobody in the world sells more real estate than RE/MAXE,
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AWARDS FOR BROKER OWNERS
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Based on Profitability

Veteran League — Broker Offices which have been in the system for more than one year

www.remax.in

Category

Parameters

National Broker Office (1st
April 2012 to 31st March
2013)

Broker Office which has the Highest Collected
Commission, Highest Net Agent Gain and Highest AD
Spend reported for the period between April 2012 to March
2013. This would be given to top 5 ranked National Broker
Offices.

National Broker Manager of
the Year (1st April 2012 to
31st March 2013)

Broker Manager {may include Broker Oumer too) who has the
Highest Collected Commission for the period between 1st
April 2012 to March 31st 2013. This would be given to top 5
ranked National Recruiters.

National Recruiter of the
Year (1st April 2012 to
31st March 2013)

Recruiter (may include Broker Owner or Broker Office
Manager too) who has the Highest Net Agent Gain for the
period between 1st April 2012 to March 31st 2013. This
would be given to top S5 ranked National Recruiters.

RE/ MAX network

Rookie League — Broker Offices which are one year or less than one year old in the

Category

Parameters

National Broker Office (1st
April 2012 to 31st March
2013)

Broker Office which has the Highest Collected
Commission, Highest Net Agent Gain and Highest AD
Spend reported for the period between April 2012 to March
2013. This would be given to top 5 ranked National Broker
Offices.

National Broker Manager of
the Year (1st April 2012 to
31st March 2013)

Broker Manager {(may include Broker Owmer too) who has the
Highest Collected Commission for the period between

1st April 2012 to March 31st 2013. This would be given to
top 5 ranked National Recruiters.

National Recruiter of the
Year (1st April 2012 to 31st
March 2013)

Recruiter (may include Broker Owner or Broker Office
Manager too) who has the Highest Net Agent Gain for the
period between 1st April 2012 to March 31st 2013. This
would be given to top 5 ranked National Recruiters.

Club Awards

Category

Amount of Collected Commaission

Executive Club

Rs 500,000 to Rs 999,999

100% Club

Rs 1,000,000 to Rs 1,499,999

Platinum Club

Rs 1,500,000 to Rs 2,499,999

Diamond Club

Rs 2,500,000 to Rs 4,999,999

Chairman’'s Club

Rs 5,000,000

Career Awards

Category

Amount of Collected Commission

Hall of Fame

Collected Commission of Rs 1 Cr, 1 year of service in RE/MAX
is required.

Lifetime Achievement

Collected Commission of Rs 3 Cr,
RE/MAX is required.

3 years of service in

Circle of Legends

Collected Commission of Rs 5 Cr,
RE/MAX is required

S years of service in
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