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The Business Plan of the Oregon Chapter CRS establishes specific objectives and strategies for each fiscal year, in furtherance of the mission and goals established in the Oregon Chapter Strategic Plan. The annual budget is derived directly from the mandates established in the Business Plan. The Business Plan, together with the annual budget, should determine the services provided by the Oregon Chapter for the fiscal year.

To establish accountability, each Business Plan objective and strategy is assigned to a committee, leadership, or administration. The Chapter President, in conjunction with the Chapter Administrator, is primarily responsible for overall monitoring and management of the Business Plan, and shall provide the Board of Directors with progress reports quarterly. 

The Board of Directors shall evaluate the Business Plan annually, and the Strategic Plan, at minimum, every two years.

The 2009 Oregon Chapter CRS Strategic Plan establishes the following core purpose:

To attract, best serve, and retain CRS Chapter members.
All Chapter objectives, strategies, and services contained in the Business Plan should be consistent with, and in furtherance of, this core purpose.

The following 2008 Business Plan contains each objective and strategy as originally established in the 2008-2009 CRS Strategic Plan, and are broken into “assignments.” Those assigned these tasks are responsible for determining the tactics necessary to accomplish their assignments—but please note, that they are also responsible for conforming to the 2009 Chapter Budget.

A. Executive Committee Assignments

B. District Vice President Assignments

C. Committee/Task Force Assignments

D. Chapter Administrator Assignments

A. 2009 Executive Committee Assignments

Objective 1: To increase and retain membership in the Oregon Chapter CRS by 10 percent.

Strategies:
a. Promote the Chapter as the #1 Realtor®-based referral network.
b. Presentations by Chapter leadership at each Chapter-sponsored class.

c. Market the Chapter website through Chapter leadership (ask leadership to put a link to Chapter website in e-mail signatures).

Objective 2: The Vice President shall oversee the District Vice Presidents and Coordinators.

Strategies:
a. Assign each Executive Committee member 2-3 District Vice Presidents to mentor.

b. Recognition (whether monetary or publicity) from the Chapter to those Districts that hold successful classes.

c. Initial contact to a potential new District Coordinator to be followed up on by contact from an Executive Committee member.

Objective 3: Maintain a service provider agreement for a Chapter Administrator.


Strategies:
a. Include a clearly defined job description in the contract.




b. Provide the tools and systems necessary to get the job done.

c. Review the service contract annually.

Objective 4: Encourage member involvement at the national level.

Strategies:
a. Provide financial support to Chapter members involved at the national level.

b. Require a report from said members on the latest Council news.

B. District Vice President Assignments

Objective 1: To increase awareness of Chapter-sponsored classes through effective marketing.

Strategies:
a. Past District Vice Presidents to create a blueprint or map documenting the process used to promote the Chapter sponsored classes, so that the process may easily be followed by future District Vice Presidents.

b. Hold a networking event in conjunction with two-day classes.

c. Review the evaluation form recap of each class.

Objective 2: Serve in lieu of a Chapter Education Committee.

Strategies:
a. Annually, provide Chapter Administrator with requested classes, best time of year to hold a class, and suggested location.

b. Suggest classes that are relevant to smaller markets. 

Objective 3: To increase and retain membership in the Oregon Chapter CRS by 10 percent.

Strategies:
a. Encourage monthly District networking events.

b. Promote the Chapter as the #1 Realtor®-based referral network.

c. New CRS Candidates to receive a welcoming note from their District Vice President.

Objective 4: To provide more exposure to the existing CRS Realtor® on the value of the CRS designation.

Strategies:
a. Organize networking events to add value to the existing CRS designees.

b. Involve local/regional/national industry friendly companies to contribute sponsorships or door prize donations to networking events.

c. Request District budget funds for local events by providing a proposal and cost analysis with the request.

Objective 5: Recruit additional District Coordinators.

Strategies:
a. Brainstorm recruitment ideas, as well as the optimal number of District Coordinators per District, at the Chapter Leadership Retreat/Transition Meeting.

C. Committee/Task Force Assignments

Budget Committee

Objective 1: Maintain a  District budget.

Strategies:
a. Provide a budgeted amount (in addition to the Advertising budget) for special District events.

Ways and Means Committee

Objective 1: To increase awareness of Chapter-sponsored classes through effective marketing.

Strategies:
 a. Develop and retain sponsors and partnerships.

Technology Committee

Objective 1: To provide more exposure to the public on the value of the CRS designation.

Strategies:
a. Expand the website to help educate the public, the prospective CRS, and the existing member.

Public Relations Committee/Task Force

Objective 1: To provide more exposure to the future CRS Realtor® on the value of the CRS designation.

Strategies:
a. Evaluate and implement effective marketing program to GRI graduates.
b. Target managing brokers by educating them on the benefits of promoting the CRS designation within their company.

Objective 2: To provide more exposure to the public on the value of the CRS designation.


Strategies:
a. Educate the public on the value of using a CRS Realtor®.

D. Chapter Administrator Assignments
Objective 1: To conduct profitable, sold-out education classes.

Strategies:
a. Determine the number of attendees needed to make each class profitable.

b. Determine how much sponsors should be asked to contribute to offset costs.

c. Train District Vice Presidents how to run the courses.

Objective 2: To “get the word out” about classes, networking events, member benefits, website, general membership meetings, and other Chapter activities.

Strategies:
a. Increased communication with CRS State Chapters, especially Washington, California, and Idaho.

b. Increased communication and advertising with Oregon MLSs and Realtor® Boards.

c. Update the Chapter website.

d. Recognition (whether monetary or publicity) from the Chapter to those Districts that hold successful classes.

Objective 3: Establish clearer communication within the Chapter leadership.

Strategies:
a. Evaluate current communication challenges and implement solutions.

Objective 4: Take advantage of national resources.


Strategies:
a. Apply for grants and allowances.

b. Inform members of national resources.

Objective 5: Maintain close relationship with National Council and Regional Vice President.


Strategies:
a. Engage in periodic contact with Council staff.

b. Carbon copy all minutes and agendas to Council staff and Regional Vice President.
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