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The following article is based on interviews, surveys 
and meeting discussions organized by Maximizing 
Uses of Women’s Council’s Referral Roster, a national 
committee of the Women’s Council of REALTORS®. 

The Referral Roster 
Membership Directory, which is 
mailed annually in June, is cited 
repeatedly as a top benefit of 
belonging to Women’s Council. 
As Pauline Cappuccio, CIPS, 
of Winter Garden, FL, put it: 
“I sold advertising for 20 years 
and believe in it. One good sale 
would pay for all of my ads.” 

However, beyond the referrals that advertising 
generates for WCR members, these real estate 
professionals have also found that the Roster serves 
as a business and relationship development tool.

Generating	Business	through	
Advertising	
Advertising in the Roster gets your name, face 
and brand message in front of 18,000 top 
real estate professionals, who are twice as 
productive as the average NAR REALTOR®. Also, 
the online membership directory at www.wcr.
org complements the print edition in that it is 
searchable and includes the most up-to-date 
member contact information, which is updated 
online nightly. 

Many agents we talked to said they include 
the Women’s Council Roster in their listing 
presentations as a selling point, which illustrates 
to clients and customers that they belong to a 
powerful network of REALTORS®. 

“I’ve followed up with clients I’ve referred 
out to other members, and they are so happy 
with the agents I’ve put them in touch with,” 
said Kathy Landis, ABR, GRI, PMN, of Prudential 

Arizona Properties in Phoenix, 
AZ. “That ‘intangible’ thing 
about WCR spreads to our 
clients, and they know we 
really care about them.” 

All national members receive 
a free listing in the Roster as 
part of their membership. 
However, the advertisers 
we talked to said it pays to 
upgrade to an expanded 
listing or display ad. 

“I feel it’s very important 
for the agent to see your 
face,” said Paula Angelopoulos 
Urbinati, ABR, CRS, GRI, PMN, 
of Naples Realty Services, Inc., 
in Naples, FL. “Advertising 
allows you to put a name with 
a face, a face with a name. You also have the 
ability to have more of a bio.”

Beyond	Referrals
Beyond the referral business the Roster generates, 
members have also found that it serves as a 
business and relationship development tool. Using 
the Roster effectively builds a network of personal 
and business contacts. These contacts can be used: 
n	 To learn about educational opportunities in 

other areas.
n	 To contact business owners to compare 

business models as you start your own business.
n	 To reconnect with successful real estate 

professionals after conferences and 
conventions. 

n	 As a classified directory of expertise.
n	 To look for or advertise your specialty of 

expertise. 
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Statement of Ownership, 
Management and Circulation
S t a t e m e n t  o f  O w n e r s h i p , 
Management and Circulation, 
required by Title 39 United States 
Code 3685. Date of filing: October 
11, 2006. Title of publication: 
C o n n e c t i o n s  M a g a z i n e . 
Frequency of issue: bimonthly 
with combined issues in January/
February, March/April, Ma/June, 
July/August, September/October 
and November/December. Annual 
subscription price: $9 members; 
$25 nonmembers. Mailing address 
of office of publication: 430 N. 
Michigan Ave., Chicago IL 60611-
4093. Name and address of 
publisher: Gary Krysler, Women’s 
Council of REALTORS®, 430 N. 
Michigan Ave., Chicago IL 60611-
4093. Owner: Women’s Council of 
REALTORS®, a nonprofit association 
with no stockholders, 430 N. 
Michigan Ave., Chicago IL 60611-
4093. Circulation data shown is for 
the September/October 2006 issue. 
Average circulation for previous 12 
months is shown in parenthesis 
following the system data. Total 
number of copies printed (net 
press run): 19,242 (20,292). Paid 
circulation, mail subscriptions: 
18,163 (17,994). Sales through 
dealers and carriers, street vendors 
and counter sales: none. Free 
distribution, mail, carrier, other 
means (samples, complimentary 
and other free copies): 1,079 
(2,298). Copies not distributed, 
office use, left over, unaccounted, 
spoiled after printing: none. Return 
from news agents: none. Total: 
19,242 (20,292). I certify that the 
statements made by me above 
are correct and complete. Signed: 
Dianna Dearen, Editor.

Members reported the value of the Roster 
extended beyond referrals to personal favors and 
a support network. One agent said that, when 
her daughter was going away to college, she 
even contacted a WCR member in that city to 
keep an eye on her! 

Some have contacted WCR members in other 
regions for travel suggestions. Or, some WCR 
members have contacted agents they met at 
conventions to get together when they travel to 
their city for real estate classes or vacation. 

Susan BeVille, GRI, PMN, of RE/MAX Premier 
Realty in Ocala, FL, reported that she once assisted a 
family member with a probated estate that was out 
of town. BeVille turned to the 
WCR Roster to find a member 
in that area who could write a 
letter stating the value of the 
property. 

 

Getting	the	Most	
Out	of	the Roster
Following are some 
suggestions on how to get more value from the 
Referral Roster based on the results of the surveys 
that our committee conducted.

Professional	Designations. When 
contacting an agent in the Roster, the highest 
percentage of respondents said they referred 
to the member’s designations when selecting 
an agent. This is evidence that as a group of 
professionals, we value education and know that 
it means a better informed agent and a better 
outcome for our clients.  

Be sure to list all your specializations. First 
and foremost, do you have your PMN, which 
is WCR’s official designation? Are you a listing 
agent or buyer agent (ABR)? Do you specialize 
in residential properties (CRS/CRB) or tech savvy 
clients (e-Pro)? Get the word out.

Specific	Expertise. Our committee 
conducted two online surveys of past Roster 
advertisers — one of members who purchased 
display ads and one of members who purchased 
the smaller expanded listings. 

Of the more than 88 percent of display 
advertisers who said they had been contacted 
as a result of advertising, 95 percent said they 
were contacted with referral business. However, 
36 percent also reported being contacted by 

members who wanted to “tap into the specific 
expertise” of the advertiser. 

While this may not result in immediate dollar 
results, we all know the long-term benefit of 
being viewed as an “expert” in your field. 
Members can share expertise on anything and 
everything, from commercial real estate and 
reconstruction trends to boomers looking for 
vacation and investment properties. 

Be sure to outline your special areas of expertise in 
your ad. This will help others know what you have 
to offer their clients. As you build your ad, include 
any second (or third) languages you speak. Also, 
include details if you have real estate specialties such 
as industrial, commercial, land, new construction, 
green construction, vacation homes, investors, 
agricultural/ ranching and international.  

Listing	Tool. Bring the Roster to your listing 
presentation. It can be used to 
show that you have a network 
that is 18,000 strong across 
the U.S. and includes the most 
experienced, top-producing 
professionals in the industry.  

Shared	Resource. Joy 
Sparkman, PMN, of Sparkman 
Marshall Realty, Inc., in Sun 
City Center, FL, suggests sharing the Roster with 
non-members in your office. Your coworkers 
should also refer their clients to members 
because, “WCR members are leaders and are the 
best of the best,” she said. 

Bobbie Nelson, CRS, GRI, 
PMN, of Longacre Real 
Estate in Santa Cruz, CA, 
and Pat Ohmberger, CRS, 
GRI, PMN, of HOME Real 

Estate-Pine Lake in Lincoln, NE, are chair and vice-
chair respectively of the Maximizing Uses of Women’s 
Council’s Referral Roster National Committee. 

Joy Sparkman

Susan BeVille
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