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2012 President’s Message

“

Along with the Candidate
for Designation program,
the Board of Directors
also approved a professional
Review Designations
program in 2012.

”

Dear Appraisal Institute Colleague:
The Appraisal Institute continued to face
challenges and create opportunities to elevate
the professionalism of its members in 2012.
One of the primary ways was through the
Candidate for Designation program.
I’m proud to report that more than 4,400 individuals
enrolled to become Candidates for Designation
before the program took effect January 1, 2013,
and that number continues to increase. These
Candidates, and the Advisors who are guiding
them through the designation process, are leading
by example and are enhancing AI’s reputation as
the world’s premier professional association of real
estate appraisers.
Along with the Candidate for Designation
program, the Board of Directors also approved
a professional Review Designations program in
2012. The program was created in response
to the growing and critically important role that

appraisal review plays in risk management and
mitigation for many clients/users of appraisal
services. The program will likely begin in 2014.
On behalf of its Designated members, Candidates
for Designation, Practicing Affiliates and Affiliates,
the Appraisal Institute has continued to enhance
its advocacy efforts in Washington, D.C., and
state capitals around the country. AI has also
expanded its education and publication offerings
and has added new benefits to its individuals,
all in an effort to serve AI’s more than 23,000
professionals in almost 60 countries while
expanding its leadership in the valuation
profession.
For more than 80 years, the Appraisal Institute
and its predecessor organizations have taken
great pride in serving valuation professionals
and seeking to inspire the next generation
of appraisers. I hope you all feel a great deal
of pride being an integral part of this
great organization.
Best Regards,

Sara W. Stephens, MAI
2012 President
Appraisal Institute
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Core Values & Strategies
Appraisal Institute Strategic Plan
In 2011, the Appraisal Institute’s Board of Directors approved
the new Candidate for Designation program and a restructuring
of membership categories, which is consistent with the
transformation to the strategic vision approved by the Board
in 2010. With the introduction of the Candidate for Designation
program effective January 1, 2013, the Appraisal Institute will
be focusing on conferring MAI and SRA designations to Candidates
who commit to an established timeframe for receiving a designation
and who meet other requirements. The change also includes a
newly defined Practicing Affiliate category and eliminates the
Associate category.
The Candidate for Designation program was successfully rolled out
to then-Associate members during 2012, with 4,451 enrolling in
the program.
In November 2008, the Board had adopted a long-range strategic
plan, which describes a long-range vision (10 to 15 years) for the
Appraisal Institute.
In September 2010, the Board announced the new strategic vision
for the organization that will implement a sweeping transformation
to be completed by 2016. By adopting a new business model for the
first time since the creation of the current Appraisal Institute in 1991,
the organization will move from its present professional association
business model to a professional society business model.

The professional society model will provide the Appraisal Institute
with the following: the best opportunity for the long-term growth and
success of the profession by providing true differentiation in the
marketplace; a focus on Designated members and those who want
an AI designation; new ways of conferring and maintaining
designations for top-tier professionals; and the ability to overcome
many marketplace forces that challenge traditional professional
association models.
The new business model will seek to achieve these goals
for AI Designated members, Candidates, Practicing Affiliates
and Affiliates:
• programs for helping AI professionals achieve higher levels
of professional excellence and competency,
• innovations that increase the value of membership and
affiliation with AI,
• greater awareness of Appraisal Institute designations and
• increased demand for Appraisal Institute designations by
individuals seeking a career or professional competitive
advantage.
Strategic planning is a dynamic and ongoing process. The Appraisal
Institute’s Board of Directors has charged the Strategic Planning
Committee with the responsibility of updating the strategic plan
throughout the year and revising action plans as circumstances and
market conditions require.

Core Values
The Appraisal Institute is committed to the professional development and success of our Designated members, Candidates for Designation,
Practicing Affiliates and Affiliates through benefits, education, advocacy and innovative products and services. The core values governing
the Appraisal Institute’s continued growth and development include:

Leadership
Service
Innovation
Advancement
Advocacy
Accountability
Professional Responsibility

Promoting the integrity and excellence of our professionals in the real estate valuation industry.
Responding to our professionals’ needs in a timely, courteous, efficient and accurate manner.
Developing member benefits, education programs and information resources that set the standard for the industry.
Advancing the future growth of Appraisal Institute members in the real estate valuation profession through
training and new business opportunities and endorsements.
Representing the collective voice of real estate valuation professionals and positioning our Designated members
as the highest caliber professionals integral to the real estate valuation industry.
Continuously working toward, and on behalf of, the best interests of our Designated members, Candidates,
Practicing Affiliates, Affiliates and the profession.
Encouraging and supporting the highest level of ethical and professional behavior of our Designated members,
Candidates for Designation, Practicing Affiliates and Affiliates.
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Membership
Recruitment and Retention

1,664

Membership improved slightly over 2011. The Appraisal

New Members

Institute added 1,664 new members to the membership
rolls during the year, resulting in a 0.2 percent increase

23,015

in membership over year-end 2011. Total membership
as of December 31, 2012, was 23,015 including all

Total Membership

active Designated, Associate, Affiliate members, as well
as Retired and Retired-Life members. The Appraisal

515

Institute conferred the most new designations since
1994 with a total of 515 (88 SRA and 427 MAI) in 2012,

Designated

a 73 percent increase over 2011.

515 new designations conferred in 2012, a 73
percent increase over 2011. Of the total, AI
conferred 96 designations to international members.

New Admits 2007–2012
2007

2008

2009

2010

2011

2012

General Associate (Candidate)

1356

1996

1485

1164

1080

605

Residential Associate (Candidate)

1149

1367

1270

508

405

205

285

120

88

92

18

Undeclared Associate
Practicing Affiliate

671

Affiliate

392

205

201

199

147

165

Total New Admits

2897

3853

3076

1959

1724

1664

Designations Awarded 2007–2012
2007

2008

2009

2010

2011

2012

MAI

68

120

124

157

215

427

SRA

107

146

100

123

82

88

Total Designations Awarded

175

266

224

280

297

515
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Education
New
Seminars

“

Appraisal Institute was
able to award more than
150 MAI designations
in 2012 as a result of
the Capstone program.

”

Knowledge
Center

New AE
Series

2013
Offerings
Sold Out

Capstone
Premiered

Education plays a critical role in how the Appraisal
Institute provides real and meaningful value to its
individuals by helping them to achieve the highest
standards of excellence in the profession and meet
the challenges in a rapidly changing world.
In addition to new seminars in 2012, the Appraisal
Institute completed rollout of the new Advanced
Education series by premiering the final course in the
series, Quantitative Analysis. The new AE courses
incorporate a blended learning approach, which includes
an online component that is completed prior to students
meeting in the classroom. The Advanced Income
Capitalization, Advanced Market Analysis and Highest
& Best Use, and Advanced Concepts and Case Studies
and Quantitative Analysis courses make up the Advanced
Education series.
Also in 2012, the General Demonstration Report Alternative
Capstone Program premiered. Seven offerings

6

Over 150
New MAIs
Awarded

were held throughout the U.S. and all quickly sold out.
Though the Capstone is an extremely challenging
program that requires at least two months of dedication
and focus, the feedback has been very positive, and the
Appraisal Institute was able to award more than 150 MAI
designations in 2012 as a result of the Capstone
program. The majority of the 2013 offerings sold out
in advance in the summer of 2012 when the locations
and dates were announced.
Finally, in the fall of 2012, the Appraisal Institute
finalized the option for students to receive materials
via downloadable files through the AI Knowledge Center.
Beginning with seminars, students may choose whether
to receive their materials via downloadable files or
traditional hard copies. In 2013, the process of rolling
out this option for course materials will begin with the
Qualifying Education courses.

Member Services

“

In 2012, the AI Service Center
received an average of 560 calls
weekly, up from an average of
550 per week in 2011.

”

The Appraisal Institute continued to provide a plethora of
benefits to its individuals in 2012, including discounts on
AI education and publications, an ethics and counseling
hotline, insurance options, webinars, appraisal news
periodicals, networking opportunities, legislative
advocacy, marketing and public relations tools, the
Find an Appraiser directory, an online career center and
discounts with companies such as Site To Do Business,
FedEx, Real Estate Research Corp., Avis, ExactBid, Self
Storage Almanac, Narrative1, Office Max, IREM, JurisPro
Online, Framing Success, ReisReports, Hertz, Expert
Witness Profiler and National Collateral Database.
The Appraisal Institute enhanced benefits to its
individuals in 2012 with the launch of three new options.
AI partnered with Hewlett-Packard to offer discounts on a
wide range of HP business products, including printers,
desktops, tablets, servers, storage and networking.
In addition, AI developed a new travel partnership with
Club Quarters, which offers full-service hotels at 15
prime locations throughout the United States. AI also
negotiated a discounted subscription program with
The Mini-Storage Messenger, a monthly magazine
that focuses on self-storage topics.

The Y.T. and Louise Lee Lum Library continued to be
a prominent AI benefit with options to select from
thousands of articles, documents, industry research
reports and other resources. AI conducted two software
upgrades in 2012 that provide enhanced library search
capabilities. Online catalog searches exceeded 93,000,
and the Lum Library received more than 1,800 reference
requests. AI individuals used the information database
resource (known as EBSCO), which resulted in 38,000
searches and more than 5,200 downloads
In 2012, the AI Service Center received an average of
560 calls weekly, up from an average of 550 per week
in 2011. Overall, the Service Center handled more than
29,000 total calls in 2012.
Appraisal Institute Service Center representatives have
been fully trained to answer questions on a variety of
topics including website/log in, publications order
placement, advocacy updates, dues/fees,
AI benefits/business tools, Communities of Practice
and customer service.
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Publications

“

Revenues for 2012
totaled $789,543,
a 7.6 percent
increase over
sales in 2011.

”

19,680
15,990
Books sold
in 2011

The Appraisal Institute published five new books in 2012
— Convenience Stores and Retail Fuel Properties,
Applications in Litigation Valuation, Hotel Market
Analysis and Valuation, The Appraisal of Water Rights,
and Self-Storage Economics and Appraisal. The publication
of Hotel Market Analysis and Valuation was noteworthy
in that it included valuation software and was released
in both print form and as a PDF to facilitate international
sales. The Appraisal of Water Rights was the first
Appraisal Institute book on the subject of water rights,
and another new release, Applications in Litigation
Valuation, broke new ground by recounting the real-life
litigation experiences of 14 valuation experts.
AI also released five new e-books in 2012, and another
five were prepared for release in January 2013. All of
these digital publications were developed in PDF, e-pubs
and Kindle formats. Additional e-book releases are planned,
and new titles will be made available throughout 2013.
Review and development work for The Appraisal
of Real Estate, 14th edition, began in Spring 2012 and
revisions continued throughout the year. More than 50
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Books sold
in 2012
5 new e-books
released
in 2012

member-consultants contributed to the review and
revision process, and the new textbook is scheduled to
be released in 2013.
Other books scheduled for release in 2013 include
Practice Examination Questions for Real Estate Appraisers,
a new study guide being created in print and interactive
formats; The Student Handbook to The Appraisal of Real
Estate, 14th edition; Valuing Contaminated Properties,
Vol. II; and Identifying and Appraising Different Architectural
Styles. Books under contract and scheduled for release
in 2014 include Market Analysis for Real Estate, second
edition, and Green Valuation: Green Residential
Valuation Tools.
The Appraisal Institute sold approximately 19,680 books
in 2012, compared to 15,990 in 2011. Revenues for
2012 totaled $789,543, a 7.6 percent increase over
sales in 2011. The best-selling books in 2012 were
textbooks, books related to educational offerings and new
releases. Approximately 65 percent of book sales were to
Appraisal Institute members.

Professional Practice
Standards and ethics counseling continues to be a popular resource
for AI Designated members, Candidates for Designation, Practicing
Affiliates and Affiliates. There were 2,562 professional practice
inquiries fielded by phone and email in 2012. These inquiries
covered a broad range of topics, including:

including unreasonable requests.
• Whether a matter should be referred to the Appraisal Institute
for peer review.
• Appraising in a declining market.
• REO/foreclosure assignments.
• Having an interest.
• Lack of information.
• Unique properties.
• Properties with physical problems.
• Certification statements.
• Working with other appraisers.
• Significant assistance from appraisers or non-appraiser experts.
• Working with AMCs.

• What constitutes “appraisal” vs. consulting or some other type
of service.
• Comparable sales adjustment procedures.
• Can an appraiser do property tax appeal work? If so, how?
• Confidentiality concerns.
• Disclosing prior services (per USPAP requirements added in
2010 and 2012).
• How to provide sample reports to a prospective client.
• Appraisal review procedures.
• Reporting appraisals: What must be included in the report,
how to best describe certain issues, what report type is
appropriate in a given situation and oral reporting.
• Scope of work.
• Methodology — what is appropriate; application issues
(such as income capitalization and highest and best use).
• Use of, and best way to discuss, hypothetical conditions
and extraordinary assumptions.
• Potential conflicts of interest.
• Workfile issues.
• Matters pertaining to appraising for litigation.
• Reappraising the same property for a different client and related
issues, such as “readdressing” and “what constitutes a
new assignment”.
• Issues relating to dealing with clients and potential clients,

Even when an inquiry fell under one of these broad topics, each individual
inquiry tended to have a unique twist, requiring a tailored response.
The Appraisal Institute professional practice team opened 133
new peer review cases in 2012, continuing a seven-year trend
of decreasing professional practice referrals.
Of the cases that were closed in 2012, the outcomes included
educational guidance (47 cases), an educational alternative completed
(6 cases), notice of improper reference to membership or status
(25 cases), closed due to resignation/dues nonpayment/SPP/CE
(20 cases), and closed with no action (61 cases). Additionally, eight
nonpublished disciplinary actions and one publishable disciplinary
action were imposed.

Professional Practice Inquiries
Professional practice, standards and ethics questions from AI Designated members, Candidates for Designation,
Practicing Affiliates, Affiliates, users of appraisal services and the public:
2007-2009
2012

2011

2010

Average Per Year

Total for 3-Year Period

2,562

2,762

2,573

2,169 per year

6,507 total
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Professional Practice
Appraisal Institute Peer Review Statistics
2012, 2011, 2010 and 5 Previous Years

New Files Opened
2005-2009
2012

2011

2010

Average Per Year

Total for 5-Year Period

133

145

150

207 per year

1,033 total

Closed Files
2005-2009

Outcome			
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2012

2011

2010

Average Per Year

Total for
5-Year Period

Educational Guidance

47

68

51

82 per year

411 total

Educational Alternative Completed

6

5

3

4 per year

18 total

Notice of Improper References
to Membership or Status

25

27

15

21 per year

107 total

Nonpublished Disciplinary Actions

8

5

6

6 per year

30 total

Publishable Disciplinary Actions

1

2

4

3 per year

16 total

Resignation/Failure to Pay Dues/
SPP/CE/Other – Publishable Action

2

1

0

1 per year

6 total

Resignation/Failure to Pay Dues/
SPP/CE/Other – Nonpublished Action

18

15

20

21 per year

107 total

Closed with no action

61

50

47

40 per year

200 total

TOTAL

168

173

146

179 per year

895 total

Communications

“

Appraisal Institute increased
social media activity and
achieved record highs as
of December 31, 2012, for
Facebook “likes,” Twitter and
LinkedIn followers, blog
subscribers and YouTube
video views.

”

30.4

67.9

124

84.9

38.5

FACEBOOK

TWITTER

LINKEDIN

BLOG

YOUTUBE

%

%

2012 was a record year for AI media coverage, showing
increases in all four measured areas. The 2012 results
outpaced 2011 by an average of 52 percent in each of
the four measured categories and improved on 2010
by an average of 61 percent per category. Highlights
included:
• Media impressions (times a story was potentially read,
seen or heard) for 2012 totaled 2,450,717,203
(a 13 percent increase over 2011 and an all-time high).
• $2,685,891 publicity value for 2012, according to
vendor’s proprietary formula (a 176 percent increase
and an all-time high).
• Total of 3,145 stories in 2012 (a 16 percent increase
and an all-time high).
• Total number of media outlets was 1,375 in 2012
(a 2 percent increase and an all-time high).
The Appraisal Institute’s blog, “Opinions of Value,”
and its YouTube video campaign for the Candidate for
Designation program received Silver Awards from the
League of American Communications Professionals’
2012 Spotlight Awards. Valuation magazine and Appraiser
News Online received Awards for Publication Excellence
from Communications Concepts Inc. in the APEX Awards.
The Appraisal Journal won Honorable Mention in the 2012
Gold Circle Awards from the Center for Association
Leadership among peer-reviewed journals in its category.

%

%

%

AI increased social media activity and achieved record
highs as of December 31, 2012:
• 2,040 “likes” on Facebook (30.4 percent increase
from fourth quarter 2011).
• 1,607 followers on Twitter (up 67.9 percent).
• 1,224 followers on LinkedIn (up 124 percent).
• 265 blog subscribers (up 84.9 percent).
• 6,665 YouTube channel video views (38.5 percent
increase from third to fourth quarter 2012; channel
launched in April 2012).
Appraiser News Online (weekly e-newsletter) and
Residential Update (monthly e-newsletter) each increased
readership (i.e., number of subscribers who opened and
read stories) in every quarter of 2012.
During 2012, the Appraisal Institute also communicated
its messages directly to targeted audiences, typically
appraisers’ clients. The organization’s officers and other
leaders represented AI by attending more than 40 national
and international events. AI representatives spoke at
conferences hosted by a wide range of groups, including
the Mortgage Bankers Association, the Risk Management
Association and the National Association of Home Builders,
in addition to many others.
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Marketing
DIRECT MAIL
EMAIL CAMPAIGNS

“

Appraisal Institute participated
at more than 20 trade shows
and advertised in 15 banking,
law, accounting and real estate
publications.

SOCIAL MEDIA PROMOTION

”

ADVERTISMENTS
TELEMARKETING
OUTREACH

The Appraisal Institute’s marketing efforts in 2012 played
a crucial role in the organization’s ability to achieve its
goal of recruiting nearly 4,500 Associate members for
the Candidate for Designation program. In support of the
organization’s top priority, AI engaged in:
• email campaigns (an estimated 511,000-plus emails);
• direct mail;
• advertisements in online and print publications;
• social media promotion;
• telemarketing;
• webinars for chapter leaders and for Associate
members;
• creation of new AI website pages;
• online pop-ups upon log-in for Associate members; and
• outreach on conference calls and at meetings with
chapters and regions.
As part of its ongoing recruitment, retention, visibility and
branding campaigns, the Appraisal Institute participated
at more than 20 trade shows and advertised in 15
banking, law, accounting and real estate publications.
The Appraisal Institute’s marketing efforts also helped
achieve other important results:
• AI advertised its education in its own publications and
in other valuation profession outlets and sent emails to
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more than 40,000 targeted appraisers and others.
AI sent more than 3.7 million emails to promote AI’s
national educational offerings. These efforts helped
attract more than 4,000 participants for AI national
offerings.
• The Appraisal Institute sent nearly 940,000 emails
that advertised new books and special sales, helping
AI sell more than 4,000 books.
• AI sent more than 715,000 emails to promote
Appraisal Institute chapters’ educational offerings.
A total of 46 chapters used AI’s email service to
promote more than 80 different educational offerings.
• Sales of sponsorships and exhibits supported the AI
Annual Meeting. More than 26 companies that sell
appraisal products and services exhibited at the
Annual Meeting’s trade show. Marketing efforts also
drove attendance at the event.
The AI website attracted more than 485,000 visitors in
2012 for a total of nearly 1.4 million visits; more than
one-third were new visitors to the site. The Find an
Appraiser section of the AI website attracted 35 percent
of all visits, with 28 percent drawn to the Career Center
and 26 percent to AI’s educational offerings. Nearly half
of the more than 86,000 visitors who came to the AI
website through a mobile device were new visitors.

During the annual AI Leadership
Development and Advisory
Council event, more than 100
Appraisal Institute professionals
met with members of Congress
to discuss issues important to
the valuation profession.

”

$1
5,
16

“
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Government Relations

CONTRIBUTIONS
TO APPRAISAL INSTITUTE
POLITICAL ACTION
COMMITTEE
FEDERAL COMMENT
LETTERS

TIMES TESTIFYING
BEFORE CONGRESS

The Appraisal Institute continues to play a major role as
a voice for its individuals in Washington, D.C., and in
state capitals.
Appraisal Institute President Sara W. Stephens, MAI,
testified in 2012 before the House Financial Services
Committee’s Subcommittee on Insurance, Housing
and Community Opportunity, warning that a “new and
excessive” form of regulation is about to be enacted
without Congressional authorization and that such
a scheme could damage the valuation profession.
Stephens was referring to The Appraisal Foundation’s
creation of a new Appraisal Practices Board that is
delving into appraisal practice matters.
During the annual AI Leadership Development and
Advisory Council event, more than 100 Appraisal
Institute professionals met with members of Congress
to discuss issues important to the valuation profession.
Issues discussed included a House bill that would
have prohibited the use of foreclosure and distressed
sales as comparables, as well as a Senate bill that

22

2

would have waived appraisals for GSE refinances.
AI also hosted its first in a series of “Stakeholders’
Forums” in 2012. This one-day event discussed fair value
of real estate for financial reporting and brought together
accounting and auditing executives, government regulators,
real estate valuation professionals and others to discuss
important valuation issues.
The Appraisal Institute also was active in statehouses,
working in conjunction with local chapters on numerous
pieces of legislation impacting the profession. Since
2008, AI has played a role in the enactment of 36 state
laws to regulate and oversee the practices of appraisal
management companies. In 2012, AI was actively
engaged in related legislation in 15 states.
In addition, the Appraisal Institute was instrumental in
negotiating state legislation to expand the ability of real
estate sales professionals to perform broker price
opinions and comparative market analyses. In 2012,
AI was actively involved in related legislation in four states.
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Financials
2012 Revenue

PERCENT
OF
REVENUE

2012

Membership

54%

$10,442,814

Education

32%

6,083,372

Publications

5%

909,858

Member Services

5%

1,048,287

Meetings and Conferences 2%

308,038

Communications

1%

179,545

Investment Return

1%

106,292

Other

0%

77,593
$19,155,799

Membership
Revenue earned from membership dues and fees

Education
Revenue earned from educational offerings held in both classroom and online venues

Publications
Revenue earned from sale of textbooks, guidebooks and other formats

Member Services
Revenue earned from admissions processing fees and member benefit royalities

Meetings and Conferences
Revenue earned from the Appraisal Institute Annual Meeting and Leadership Development & Advisory Council conference

Communications
Subscription and advertising revenue to the Institute’s periodicals

Investment Return
Revenue earned from reserve fund investments

Other
Revenue earned from miscellaneous services
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Financials
2012 Expense
Education

27%

4,799,238

Publications

4%

789,060

Education

Member Services

10%

Publications

Communications

Member Services

International

$4,799,238 1,782,360

27%

Professional Resources

4%

Meetings and Conferences

10%

PERCENT
OF
EXPENSE

2012

10%

345,764

1,782,360 207,597
4%

Management & General

5%

798,715

29%

5,193,616

908,460

Meetings and ConferencesMembership
2%
International

2%

8%
1,366,632
1,821,088

Governance

Communications

1,821,088

1%

External Relations

Professional Resources

10%

5%
908,460
789,060

Education

1%

345,76454%

10,442,

32%

6,083,3

207,597

Publications

5%

909,858

External Relations

4% Services 798,7155%
Member

1,048,2

Governance

Meetings
8% and Conferences
1,366,6322%

308,038

Communications

1%

179,545

Investment Return

1%

106,292

Management & General

29%

Other

5,193,616

$18,012,5300%

77,593

Education
Costs incurred for development, delivery and promotion of educational offerings

Publications
Costs incurred for development and sale of publications

Member Services
Costs incurred to recruit, retain, promote and support Designated members and Candidates for Designation

Professional Resources
Costs incurred to administer the Ethics and Standards program and for administration of admissions programs

Communications
Costs incurred to publish AI’s periodicals and communicate to various audiences

Meeting and Conferences
Costs related to hosting the Appraisal Institute Annual Meeting and Leadership Development and Advisory Council conference

International
Costs related to maintain and expand AI’s presence and influence internationally

External Relations
Costs incurred to assist chapters, Designated members and Candidates for Designation with legislative, regulatory
and industry advocacy
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Financials
Consolidated Statements of Financial Position
December 31, 2012 and 2011

Assets

2012

2011

$5,170,693

$3,935,840

Restricted cash

1,000,000

1,000,000

Reserve fund investments

6,959,648

5,764,268

71,203

186,226

Inventory, net

117,435

148,426

Prepaid expenses

342,862

321,890

Fixed assets, net

2,315,592

2,453,056

486,512

427,905

$16,463,945

$14,237,611

$1,373,975

$1,462,165

4,022,781

3,704,052

Unearned registrations and subscriptions

800,649

754,274

Due to chapters

855,133

674,040

81,015

118,229

761,754

113,790

1,416,718

1,519,131

841,601

814,380

$10,153,626

$9,160,061

$6,282,257

$5,066,988

28,062

10,562

6,310,319

5,077,550

$16,463,945

$14,237,611

Cash

Accounts receivable, net

Other assets
Total assets

Liabilities and net assets
Accounts payable and accrued expenses
Deferred membership dues

Capital lease obligations
Deferred rent credit
Tenant improvement allowance
Other liabilities
Total liabilities

Net assets
Unrestricted
Temporarily restricted
Total net assets
Total liabilities and net assets
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Financials
Consolidated Statements of Activities
Years Ended December 31, 2012, and 2011

Changes in unrestricted net assets

2012

2011

Unrestricted revenues
Membership

$10,442,814

$10,063,923

6,083,372

5,976,055

Publications

909,858

859,965

Member resources

301,861

326,478

Professional resources

746,426

695,410

Meetings and conferences

308,038

308,595

Communications

179,545

224,129

Investment income, net

106,292

64,037

77,593

127,657

19,155,799

18,646,249

72,000

65,000

$19,227,799

$18,711,249

$4,799,238

$4,529,901

789,060

835,694

Member resources

1,782,360

1,521,795

Professional resources

1,821,088

1,885,812

Meetings and conferences

345,764

293,973

Communications

908,460

827,627

Government and external relations

798,715

789,983

International relations

207,597

261,622

1,366,632

1,321,920

General and administrative

3,878,143

3,782,233

General overhead

1,315,473

1,604,931

$18,012,530

$17,655,491

1,215,269

1,055,758

Contributions

$89,500

$65,000

Net assets released from restrictions

(72,000)

(65,000)

17,500

0

Increase in net assets

1,232,769

1,055,758

Net assets at beginning of year

5,077,550

4,021,792

$6,310,319

$5,077,550

Education

Other
Total revenues
Net assets released from restrictions
Total unrestricted revenues

Expenses
Programs
Education
Publications

Governance
General and administrative

Total expenses
Increase in unrestricted net assets

Changes in restricted net assets

Increase in temporarily restricted net assets

Net assets at end of year
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2012 Board of Directors
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National Staff
Chief Executive Officer
Frederick H. Grubbe, CAE, MBA
Chief Financial Officer
William T. Zimmermann
Communications & Marketing
Ken Chitester, APR
Education Resources
Sue Siradas
General Counsel & Professional Resources
Jeff Liskar
Governance
Darlene Grass
Government Relations & External Affairs
William Garber
Human Resources
Sheila Barnes
Meeting Services
Paula Cappelletti, CMP
Strategic Planning & Research
Bill Godden, MBA, PRC
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