We’re not like the others.




Everyone wants to stand out. But the truth is, not all do. When RE/MAX was founded in ’73, they called us renegades.
We were on an unapologetic mission to help the nation’s top producers keep more of what they earn. The industry
has changed since then, but the core of our culture is still focused on helping remarkable agents get to the top - not

just get by.

We’re not like the others. And neither are you.

#REMAXTHROWBACK




What began as a fleeting symbol at the Albuquerque International Balloon Fiesta has
since emerged as a beacon of real estate brawn, representing the grit of 110,000
RE/MAX agents daily.

The talent of multiple design, strategy and research teams went into the evolved brand
identity you see here, which was tested with nearly 20,000 consumers over 18 months.

As we step into a new era, we pay homage to our roots - and fearlessly walk into the
future. Introducing the new RE/MAX brand family, engineered for today’s RE/MAX
agents, buyers and sellers.

#CHANGEISINTHEAIR
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MAKING THE NEXT CLASSIC

Developed with hundreds of man hours of concepting,
design work and consumer testing, the new RE/MAX
logo earmarks a thrilling time in the life of our network.
One of the best things about joining RE/MAX? We're
always on the move.




Arm yourself with the lively new brand look through the RE/MAX Approved
Supplier Program. Established nearly 40 years ago, the program was

assembled to put discounted, high-quality items into the hands of agents.

A lot goes into seizing offers that are out of the ordinary. Like masterful vendor
auditing, negotiation and relationship management. Which results in rare deals
that help you show your expertise, build trust and stay

top-of-mind.

Hit the ground running at shop.remax.net or email a rep at

approvedsupplier@remax.com to get the scoop.



Who would’ve thought that one balloon would spark an icon? We sure didn’t. (But we’re glad it did.) Today, the
RE/MAX brand is pervasive, reminding buyers and sellers that RE/MAX agents are different. Some would say

bold. And it empowers them to be thought of and chosen more often. So they can get more done.
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Actions speak louder than words. Which is why we decided early on that to lead the best of the best we’d have
to practice what we preached. Fighting hand over fist to help our agents win indomitable market share, global

presence and brand awareness. Everything we do, we do for the sake of our agents’ productivity. No ifs, ands or

buts about it.

H#REMAXHUSTLE
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Data is full-year or as of year-end 2016, as applicable. Except as noted, Coldwell Banker, Century 21, ERA, Sotheby’s and Better Homes and Gardens data is as
reported by Realogy Corporation on SEC 10-K, Annual Report for 2016; Keller Williams, Realty Executives and Berkshire Hathaway HomeServices data is from
company websites and industry.reports. 'Transaction sides per agent calculated by RE/MAX based on 2017 REAL Trends 500 data, citing 2016 transaction sides
for the 1,705 largest participating U.S. brokerages. Coldwell Banker includes NRT. Berkshire does not include HomeServices of America. *Keller Williams reports
all transaction sides and does not itemize U.S. residential transactions. *MMR Strategy Group study of unaided awareness among buyers, sellers, and those

planning to buy or sell; asked, when they think of real estate brands, which ones come to mind?
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Berkshire Hathaway HomeServices

\ 1 golawell Banker We've always taken the stance that iron sharpens

iron. So it’s no shock that when it comes to agent
Century 21 . quality, we attract the best. People join us because
we’re where the true-to-the-end pros end up. Check

out the numbers. Now you know why more buyers

and sellers would recommend RE/MAX than any

other real estate brand.*
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'Based on 2017 REAL Trends 500 data, citing 2016 transaction sides and sales volume for the 1,705 largest participating U.S.
brokerages. Averages calculated using brokerages that reported agent counts. Coldwell Banker includes NRT. Berkshire Hathaway
HomeServices does not include HomeServices of America.

*MMR Strategy Group study of U.S. buyers, sellers and those who plan to buy or sell, asked if there are any real estate brands they
would be likely to recommend to a friend or relative, and if so which ones.




Looking at the map, we had stars in our eyes. We knew as soon as the world caught on to our
model, the business opportunities would come rushing in. And they did. Today, the RE/MAX
network is in over 100 countries and territories, making international referrals a reality for all
RE/MAX agents. The world is your city. Don’t ever forget it.

H#REMAXROLLCALL
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Innovation is in our blood. From before the first .com to today’s digital universe, we’ve never stopped

hunting for new ways to help our agents get ahead. Think: mobile apps, iPad presentations and remax.com,

which draws massive traffic and serves as a springboard for fee-free leads. Going where no one has gone

before. It suits you.

H#WHYREMAX

—©O RE/MAX Design Center

With thousands of free, customizable
templates for flyers, postcards,
virtual tours, websites, presentations
and more, Design Center helps you
make your best first impression with
potential buyers and sellers.

The true beauty is in the simplicity
of it all. The system automatically
pulls information from the MLS to
auto-populate designs with property
details and images. Projects are
instantly branded with your photo
and contact info. Plus, all the
designs adhere to RE/MAX
trademark standards.

Your central access to the entire universe
of RE/MAX resources, MAX/Center was
developed in 2016 to replace Mainstreet.
Featuring a clean layout with apps that
correspond to various internal and external
sites, MAX/Center helps you find what
you’re looking for, save your favorite items,
and discover what’s new all in one place.
Easy, right?

RE/MAX Mobile App O—

With real-time listing updates and
one-click sharing, the RE/MAX Mobile

App is a modern property search tool for
consumers, plus a vital lead-generation tool
for agents. It can be quickly branded with
an agent’s photo, name and contact info, so
it’s ready to share with prospective clients.



The pressure was mounting. RE/MAX agents wanted more. So we built LeadStreet®, our in-house lead
exchange system that puts buyers and sellers in touch with agents. The system has generated 17 million

fee-free leads to date. (That’s 3,000 a day.) The way we see it, less isn’t more. And it never will be.

#DOMOREWITHMORE
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Refreshed in April 2016, the site
features map, sharing and search

tools that capture lead information
as visitors browse.

What Visitors Do On remax.com Tells Us What
Stage of the Home Buying Process They’re In
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Education at RE/MAX started in the ’90s with the first-of-its-kind RE/MAX Satellite Network. It broke some
serious ground. 20 years later, RE/MAX University® debuted. With the push of a button, agents can now stream
over 1,000 training videos and 70+ designations and certifications via phone, tablet or Google Chromecast. To

get ahead, you must stay ahead. That’s what we’ve learned.

#LEARNANDEARN
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TAKE MF OUT TO THE BALLGAME

(/;(( ve Invited

UESDAY JUNE 13

S CARDINALS VS. MILWAUKEE BREWERS
“H STADIUM > GAME TIME [ > 715 PM

ne ticket, two-hour,
d beer/bever,

TICKETS: $75 EACH

FEATURED SPEAKERS

TECH TRAINING
FUTURE DATES i

Fobmnry 26 - March 1, 2018

Ken Eddy MGM Grand Hotel & Casino . " Lt - - TUESDAY, MAY 16 | 9:00 AM - 3:30 PM
Reaitor, Author, Speaker, Coach 1 1 - t ' Richmand Assocation of Realtors
February 25 - February 28, 2019 - . - s : . Pt B VA 2321

PRESENTING: . 1 Casin . . . WEDNESDAY, MAY 17 | 9:00 AM - 3:30 PM
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percentage of Realtors i %, . o ]
control the lion's share of MGM Grand Hotel & Casino : THURSDAY, MAY 18 | 9:00 AM - 3:30 PM

* Refreshing insight into the
building blocks of success

= Clarity and direction with
what to focus on and what

to ignore RE/MAX Technology Overview
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It’s well known that more logs make a bigger fire. That’s how the idea of “group buying power” came into
play, giving rise to world-class promotions and earning RE/MAX agents a spot in consumers’ minds.
From TV to social media, advertising is part of the reason we’re the No. 1 name in real estate.*

#NOINTRONEEDED

Stadium Out-Of-Home

Mobile First

(Social)

Digital Retargeting ‘_
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A RE/MAX AGENT

CLOSES ADEAL "

EVERY :30 SECONDS

2017 TV Ad
Campaign ©

“Inside Out”
Bus Shelter Campaign

*MMR Strategy Group study of unaided awareness.
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engage and deliver value to Millennials, the largest group
of homebuyers and sellers since the Baby Boomers.
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The upper-tier market is formidable. But despite that, RE/MAX agents told us they were eager to
enter luxury. In 2002, RE/MAX Renowned Properties, now known as The RE/MAX Collection®, was
launched. Giving modern agents the service and marketing blueprints required to master high-net-worth

relationships. We weren’t invited to join the inner circle, but we broke in anyway. You can too.

#THEREMAXCOLLECTION




Fortune favors the bold. And when we saw how the commercial industry kept entrepreneurs under its
thumb, we knew it was time to act. So, in 1990, we started RE/MAX Commercial®. Today, Practitioners pick

their market segments and work the deals they want. The buck stops with them. And we wouldn’t have it

any other way.

#REMAXCOMMERCIAL

3,000+ o $11B o 25,000

RE/MAX Commercial Practitioners Commercial sales and Commercial
in all market segments lease volume' transactions closed

570+ o 100+ g 51

RE/MAX Commercial Countries and territories Countries with RE/MAX
offices and divisions with RE/MAX representation? Commercial representation

. Commercial sales and lease volume in 2016. 2 Networkwide, including residential.
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Miracle Network

@ Hospitals’

When it came to helping kids, we felt we had a responsibility. That’s why in 1992, we leveraged
the power of our network to fuel a vital nonprofit: Children’s Miracle Network Hospitals. The cause
started with a single telethon in 1983 and, with the backing of RE/MAX agents, now supports 170
hospitals throughout the U.S. and Canada. Helping 62 kids every minute.

100% of donations stay local. (It’s true.) Every single penny is used to help kids in your city. Many
agents give on behalf of their clients after each transaction. And bit by bit, it has totaled up to $157
million. Achieving our goals by helping others achieve theirs. That’s our mission.

H#REMAX4KIDS
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