MEMBER OVERVIEW

Over the past few months, VIREB senior staff hit the road with one clear goal: Engage
directly with members and managing brokers in their workplaces, hear their views on the
bylaw project, and discuss broader operational needs.

Rather than scheduling visits independently, we reached out to every brokerage by

phone and email and promoted the opportunity through online posts and our /n Touch
newsletter. Our aim was to empower brokerages to invite us to their offices, suggest times
that worked best, or host a session that fit their schedule. We also used social channels
and direct communications to encourage members to extend invitations.

PARTICIPATION AND REACH (BY THE NUMBERS)

¢« We visited more than 20 brokerages, from Campbell River to Duncan and Gabriola to
Port Alberni.

* We connected with over 300 members and managing brokers.

¢ Sessions ranged from small, candid roundtables to large, high-energy brokerage
meetings, with some exceeding 70 attendees.

This strong turnout clearly demonstrated members’ willingness and desire to engage
directly with VIREB.

WHAT THIS EFFORT LOOKED LIKE

To ensure brokers and REALTORS® had every opportunity to connect, we took the
following steps.

* Repeatedly invited brokerages to schedule visits through direct phone calls and emails
to managing brokers, as well as social media posts and general email communications
to the membership. We also encouraged members to ask their managing broker to
book a visit or contact us directly.

¢ Offered a range of dates and times available to accommodate brokerage schedules.

ADAVIREB



¢ Hosted shared sessions when multiple brokerages requested the same day, making the
process both efficient and collaborative.

» Offered a variety of session formats, including large group presentations, focused
roundtables, and candid Q&A discussions.

This wasn’t a handful of “drive-bys.” It was a sustained effort to show up, listen, and
engage meaningfully.

WHAT WE HEARD (HIGH-LEVEL THEMES)

1. Strong Appetite for Direct Engagement

Members consistently expressed appreciation for in-person dialogue, transparency, and
the opportunity to ask candid questions. The Road Tour reinforced that face-to-face
engagement builds trust faster than any memo or email.

2. Bylaw Review Matters to Members

The bylaw project sparked thoughtful discussion in every region. Members are looking for
clarity around:

¢ representation and governance;
e proxy voting practices; and
* how decisions are made and how their voices fit into that process.

There was clear interest in understanding why changes are being considered, not just
what is changing.

3. Technology Friction Is Real (and Specific)
Across regions and brands, members shared consistent feedback about:

* BrokerBay, Supra, Matrix, Touchbase, and my-eforce;

¢ lockbox registration, battery life, app syncing, messaging reliability, and user
permissions; and

¢ the need for simple “how-to” resources, quick reference guides, and clearer onboarding,
especially for new members and assistants.

Members were constructive and solution-oriented, offering practical ideas rather than
complaints alone.

4. Managing Brokers Want Targeted Communication
Managing brokers asked for:

e clear, centralized updates on regulatory matters (e.g., BCFSA, FINTRAC);
¢ strategic updates directly from the board; and
¢ better use of broker forums, agendas, and shared resources.



The message was clear: provide the information they need in a format that reflects and
respects their role.

5. Education and PDP Tracking Needs Attention
Members shared confusion around:

e tracking PDP hours, particularly for self-directed learning; and
e integration between external education providers, LMS platforms, and regulatory
requirements.

Members want confidence that their learning is accurately recorded and properly
recognized.

6. Operational Ideas Worth Exploring
Members shared practical, forward-thinking ideas, including:

¢ a VIREB store for signs, lockboxes, and supplies;

¢ enhanced statistics and charting tools;

¢ improved onboarding workflows for new members;

e clearer inclusion of assistants in communication loops; and

e greater consistency across boards where members hold multiple memberships.

Members were candid, specific, and constructive—not merely reactive.

WHY THIS MATTERS TO EVERYONE
This tour was more than a checkbox exercise. VIREB:

* invested time and resources in broad outreach;

¢ invited brokerages to help shape where and how visits took place;

¢ used social and direct communications to extend and repeat those invitations; and
¢ delivered responsive sessions based on member interest.

Opportunities to participate were widely communicated, and invitations were welcomed.

The Road Tour reinforced that members are engaged, thoughtful, and deeply invested in
the future of organized real estate on Vancouver Island. The feedback gathered is already
shaping:

¢ the bylaw review process;

¢ technology and training priorities;

¢ communication improvements; and

¢ member services and onboarding enhancements.

Most importantly, it reaffirmed the value of showing up, listening, and responding.



IN CLOSING

The Road Tour was not a one-off exercise. It marked a reset in how VIREB connects with
members. The conversations were candid, constructive, and future-focused. Members
spoke clearly, and VIREB listened.

And this work will continue.

On behalf of senior staff and the board, we thank every member and managing broker
who made time to engage, challenge, and contribute.



