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Email: SCOTT@RALSC.org 
Web Site: www.RALSC.org 

2019 
COMMITTEE REQUEST FORM

The total functioning of the Association is a result of the many volunteers who unselfishly give of 
their time to participate on committees. 

Join in the running of your Association by signing up for the committee of your choice. The 2019 
committees will begin working in January 2019. If you have no preference, but wish to serve where 
there is a need, please leave the committee name blank, state your desire to serve, sign your name 
and return request form. 

Committee structuring is a lengthy process, so please give us your preference as soon as 
possible. 

Every effort will be made to place you on the committee of your choice, but please bare in mind 
that Association Bylaws and policy may restrict and limit appointments of certain committees. 
Everyone who wishes to serve will be given an opportunity to do so. 

*A prerequisite: volunteer agrees to attend a training session once every other year.

**Must agree to serve and report the subcommittee actives to the main committee of Governmental Affairs.

Audit
Awards

Building Assets & Improvements 
Commercial 

Community Awareness
Education

Election Processing

Finance
Governmental Affairs

*Grievance
Policy

Property Management
**RPAC

Young Professionals Network (YPN)
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COMMITTEE FUNCTIONS AND RESPONSIBILITIES 

Audit: Responsible for interviewing and making recommendations to the CEO as to which Auditor to 
contract to perform the Annual Audit of the Association’s books every other year.

Awards:  Revising the Production Awards applications and forms as needed. Plans and organizes the 
Awards Banquet each year for the Million & Multi-Million Dollar & Lease Club Producers. 

Building Asset & Improvements: Responsible for obtaining bids for remodeling or changes to the facility. 
(examples: any building remodeling, including painting, roof, etc). Also taking inventory of the 
Association's equipment (computers, etc).

Commercial: The purpose of the Commercial Committee is to provide the committee’s members an 
opportunity to meet, discuss issues and matters that affect their business and ability to do business. 
It also provides a mechanism for input regarding the development of legislative initiatives that relate to the 
commercial real estate practitioners. This committee has a close working relationship with the 
Education & Governmental Affairs Committees. 

Community (REALTOR®) Awareness: Duty of the Committee is to promote the REALTORS® image 
throughout the community. The committee is funded to fulfill their mission. (i.e., advertising by the use of TV 
commercial, business and other means, etc.)

Education: Provides the staff liaison with the type of courses they believe the members would like to have 
offered by the Association.  Works with the liaison to select the dates, times and per member cost for each 
course. Committee members have first choice to monitor the courses on behalf of the Association (i.e., 
introduces the instructors, monitors students arriving and leaving the class room in accordance with the 
DBPR and/or Florida Realtors® requirements for C.E. Credit, and submits all the course documentation to 
the liaison at the end of each course and etc., if applicable.)

Election Processing: Responsible to verify the electronic votes received at the Association office for the 
Annual Election. Also responsible for verifying the votes received for bylaw changes. 

Finance:  The role of the finance committee is primarily to provide financial oversight for the 
organization. The committee performs the following duties: Budgeting and Financial Planning, Develop an 
annual operating budget with staff and Monitors adherence to the budget. 

Reporting: Develop useful and readable report formats with staff, sets forth goals & proposals, Work with 
staff to develop a list of desired reports noting the level of detail, frequency, deadlines and recipients of 
these reports, present the financial reports to the full board. 

Internal Controls and Accountability Policies: Create, approve and update (as necessary) policies that 
help ensure the assets of the organization are protected. 

Governmental Affairs: Monitors legislative matters at all levels of the government that affect the real 
estate industry. Keeps directors and membership informed. Oversees Great American Realtor® Day, and 
RPAC. 



Grievance:  The Grievance Committee’s function is to review the ethics complaints that is provided to 
them at a meeting called by the committee chair to consider the following:   

• is the complaint in proper form.
• are all necessary parties named in the complaint.
• was the complaint filed at the Association within 180 days after the facts could have been known or

from the date of closing in a request for Mediation/Arbitration
• Is the respondent named in the complaint a member of the Association, and was the respondent a

member of any Association at the time of the alleged offense?
• is the litigation or any government agency investigation or action pending related to the same

transaction.
• is the correct Articles of the Code of Ethics are charged

The Grievance Committee position is a three-year term. All Grievance Committee members 
automatically move to the Professional Standards Committee, after their three (3) year term on 
Grievance.  The Professional Standards Committee members are selected to serve as panel members 
on Code of Ethics and Arbitration Hearings. The Grievance Committee and Professional Standards 
Committee members must attend training every other year to continue to serve on the committees.  The 
committee only meets on an as needed basis.  

Policy:  Reviews Association’s Bylaws and Policy manual and makes recommendations for revisions to the 
Board of Directors. 

Property Management: The purpose of the Property Management Committee is to provide the property 
management members and opportunity to meet and discuss issues and matters that affect their business. 
The Committee also provides a mechanism for input to the Board regarding the development of programs, 
products and services as it relates to the property managers. This is also a vehicle to educate members 
about the value of working with property managers. 

RPAC: The committee’s purpose shall be to educate members on the purpose of the RPAC and 
why members should donate money to RPAC. They shall also inform the individuals what the money 
they donate could be used for. (A sub-committee of Governmental Affairs) 

Young Professional Network (YPN): The committee members promote activities, programs, services and 
products that assist the real estate members in preforming their daily duties, such as education and social 
events. The committee is made up of real estate professional members and has no age restrictions. 



RESPONSIBILITIES OF COMMITTEE MEMBERS 
A committee member plays an integral role in the Association. To help make your committee 
participation as enjoyable and effective as possible, here are answers to frequently asked questions 
about committees.

Who Is On This Committee? The Chairperson is appointed by the Association President; the Co- 
Chairperson is appointed by the Chairperson and approved by the Association President. In making these 
appointments, the President considers the individual’s experience, expertise, and degree of interest in the 
issues addressed by the committee. 

Do I Have To Attend Meetings? Without the resources of its members, your committee cannot 
function effectively. The success of its work depends upon your participation. Your attendance at the 
meeting assures continuity of information and actions. If an absence is unavoidable, your Chairperson 
should receive an explanation in advance of the meeting. There are never as many committee positions 
as there are members who want to be involved. In accordance with the Association Bylaws any 
committee member who fails to attend 3 regular meetings of the Committee, without excuse 
acceptable to the Chairperson of the Committee, shall be deemed to have resigned. 

What Are We Supposed To Do? Your Committee acts on ideas.  Actions come in the form of motions. 
Much of your time will be devoted to making, discussing and voting on motions. Except where otherwise 
specified, committee meetings will be governed by the current edition of the Association Bylaws. If the 
Bylaws don’t cover set actions, the committee will refer to the current edition of Roberts Rules of Order. 

What About Finances And Policies? Because these strategic matters are reserved by Association 
Bylaws to other deliberative bodies such as the Board of Directors, your committee may only make 
recommendations concerning these matters, which your Chairperson will forward to the appropriate body. 

How Do We Get Things Done? The business of your committee is customarily conducted from the 
order of items appearing on your meeting agenda. Items you wish to have added to the agenda should 
be brought to the attention of your Chairperson, preferably prior to the meeting. 

May I Speak My Mind? Your opinion is important. Speak up whenever you have a comment, 
suggestion, constructive criticism or different point of view. If your committee cannot share and 
explore your ideas, it cannot act to represent the full and best interests of the members of the Board. 

Request Assistance Early. Members of the Association staff are assigned to assist various committees. 
The staff prepares and distributes materials to committee members, coordinates the committee’s 
activities, implements its decisions and assists in other matters. During the Association’s periodic 
committee meetings, one staff member may be assigned to several committees. To facilitate staff 
assistance to all committees, your cooperation is needed. Please present requests for service well in 
advance of your meeting.  Make reservations for the Association Conference Room in advance with the 
Chief Executive Officer. 

Where Are Meetings Held? All committee meetings take place either in the Association Conference 
Room or online through Uber Conference, unless otherwise stated in the Association Bylaws. 
The Chief Executive Officer and the Committee Chairperson will advise the committee members of any 
rescheduling. 

Sign in Please — To assure a record of your attendance, please sign a committee attendance slip when 
attending the meetings in person.  Roll Call will take place for members attending meetings online, the 
members that answer present when their name is called will be recorded as present for the online 
meetings.   



2019 COMMITTEE REQUEST FORM 

Name: Office: 

Office Phone#: Cell Phone#: 

Email Address: 

Yes No 

My RALSC Committee Choices are as follows: 

1st Choice:

2nd Choice:

3rd Choice:

Are you willing to attend a training session for your committee?

I am interested in serving on the Stellar MLS Finance & other committees?

Please note: you will be required to have served on at least (1) one committee and to have held membership in the 

Association for a period of one (1) year prior to placing your application to run for an open seat on the Board.  

Comment or question: 

Submit your Committee Request Form to: 

REALTORS® Association of Lake & Sumter Counties, Inc. 
3001 S. R. 19, Tavares, Florida  32778 

 FAX# 352-343-7876 – or – Email scott@ralsc.org 

Yes No



Keys and Lockboxes 

BASIC INFO 

 A free App installed on your phone / device

 Useable only on one device (tablet, phone, etc)

 Compa ble with most cell phones (No Windows phones)

 Accesses all Supra BT LE Lockboxes (Lake & Sumter, plus 20

others; see other side of this page)

 Monthly Service

 No contract

COST 

 $50.00 one‐ me ac va on fee, plus tax

 $14.88 monthly charge, for Basic

 $50.00 + $178.56 [$14.88 x 12] =  $228.56 /1st year

 ($178.56 yearly therea er )

Lockboxes 



 Bluetooth (BT LE) lockboxes

 All Associa ons we cooperate with now use them, which currently

includes:

Lake & Sumter 

Orlando (includes Osceola, Seminole, E. Polk, Orange) 

Ocala/Marion 

Lakeland 

Daytona Beach 

Citrus 

W. Volusia

New Smyrna

Tampa (includes: West/Central Pasco, Hernando, Punta Gorda, Port

Charlo e, Englewood, Sarasota, Pinellas, Venice)

 Boxes must be purchased, not leased

 $120.00 plus tax

 Box in your name, etc.

 Can view ac vity, etc.



Website 
www.RALSC.org 

* Necessary forms, applica ons and links
* Info of all members * Club informa on
*Calendar with upcoming events & classes

* Etc

“Realtors Associa on of Lake & Sumter Coun es” 
&  

“RALSC Member Group” (Closed Group) 

@RALSC1  

Social Media: 
Find us— stay in touch! 

EMAILS 
* Blast emails on classes / invoices / events
(should receive emails from us weekly)

* Main communica on we have with you!
* Please do not unsubscribe/spam or you will receive NO

informa on from RALSC! 



Get Real Safe Agent Today!  

To get started, go to www.ralsc.org and look for this:  

at the bo om of the RALSC Home Page.  

Then just enter your email address. 

****************************************************



Leave fields BLANK that 
require no change unless 

they are REQUIRED fields. 

3001 S.R. 19 Tavares, FL  32778 
Phone:  (352) 343-3003   Fax:  (352) 343-7876; Website:  www.RALSC.org

INFORMATION UPDATE FORM 
(ALLOW 5-7 BUSINESS DAYS FOR CHANGES TO TAKE PLACE) 

AGENT ID  REQUIRED____________________________________________________ 

Name (to appear on listings) REQUIRED ___________________________________________________ 

Nickname _______________________________________________________________ 

Address  ________________________________________________________________ 

Cell Phone ________________________________________________________________ 

Agent (Direct) Contact  ________________________________________________________________ 

Home Fax Number ________________________________________________________________ 

E-mail Address (only ONE) ________________________________________________________________ 

Web Page http://www._______________________________________________________ 

***MLS USERS: Change your MLS signature block anytime you have data changes*** 

IMPORTANT:  A DBPR “RE-10” form is required for any office name, address, telephone, fax, or 
personal address changes.  The changes must be sent to DBPR and copy to RALSC before company 
changes can be made. You can obtain the RE-10 Form at the Association or the DBPR website. 

Current Company Name __________________________________________________________ 

Company Email: __________________________________________________________ 

Company Webpage:  http://www._______________________________________________________ 

Notes:  _______________________________________________________________________________________ 

SIGNATURE 
(REQUIRED):________________________________________________________________ 

I authorize RALSC and MFR to make all requested changes 

Office Use Only: LAMPS__________ MLS__________ SUPRA________ CC_________  
          VERIFIED_________ SCAN _______ 

http://www.ralsc.org/
http://www._______________________________________________________/


ANTITRUST COMPLIANCE

Antitrust
Compliance

Guide
for

REALTORS®



For a complete listing of the business solutions
offered from the NATIONAL ASSOCIATION OF
REALTORS®, visit us online at the REALTOR® Benefits
section of www.REALTOR.org.

To receive NAR product updates and specials, send
your e-mail address to: narprod@realtors.org.

To order additional copies of this brochure, phone
800.874.6500, or order online at
www.REALTOR.org/Store.
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INTRODUCTION
Today, REALTORS® are in a precarious
position. They serve their clients and
customers in an environment of mounting
legal complexity. Failure to understand and
anticipate these complexities can lead to
litigation of monumental proportions. This
is especially true in the area of antitrust.

Antitrust Sensitivity

The purpose of this handbook is not to
convert real estate brokers and salespeople
into antitrust lawyers or counselors. Rather,
this guide is intended to sensitize brokers
and salespeople to the antitrust “red flags”
that will inevitably arise in their day-to-day
business affairs, and in their participation
in their local board or association of
REALTORS®.

Antitrust sensitivity is an imperative for
real estate brokers in today’s marketplace.
Real estate and housing are a vital part of
the American economy, and therefore, a
concern of government at all levels. This
means that the real estate brokerage
business is under constant scrutiny, and
any anticompetitive conduct is likely to be
detected and prosecuted.

Real estate brokers vigorously compete to
secure an inventory of listings to offer for
sale. But at the same time, brokers
regularly cooperate with one another as
subagents, buyers’ agents or non-agent
“transaction brokers” or “facilitators,” to
identify a ready, willing, and able buyer.
This dual tradition of competition and
cooperation, which is unique to the real
estate profession, presents opportunities for
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antitrust suspicion, and occasionally
misconduct, almost on a daily basis. In
today’s business environment, antitrust
sensitivity is a prerequisite for survival.

The Value of Antitrust
Compliance Programs

As in medicine, the cause of a disease
must be determined before a cure can be
sought or preventative measures
undertaken. The same is true with legal
liability in general and antitrust liability in
particular. Brokers and salespeople who
can identify the sources of potential
antitrust vulnerability will be able to take
measures to ensure that their conduct
complies with the dictates of the antitrust
laws. This guide offers advice on both the
ways brokers and agents may run afoul of
the antitrust laws, as well as the structure
of an antitrust compliance program for real
estate firms and sales associates.

An antitrust compliance program is a
business necessity for several reasons.
Brokers must institute an office compliance
program because they will be held
responsible for conduct of their sales
associates. A brokerage firm cannot avoid
antitrust liability simply because it did not
authorize the price-fixing scheme
undertaken by its sales associates and sales
associates from another firm. Ignorance is
never an excuse for any violation of the
law. Therefore, continuous education and
training of sales associates is essential.

But more importantly, antitrust education
and compliance can lead to confidence
and freedom to vigorously pursue
legitimate business activity.
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Too often, brokers and sales people are
overly inhibited in their conduct by their
ignorance of what they can say and do
without limiting unreasonable risks of
antitrust or other legal liability.

Real estate brokers and salespeople must
also constantly remind themselves that the
outcome of courtroom trials, particularly
antitrust trials, does not necessarily depend
upon what actually happened at the time
an alleged violation occurred. The
outcome of a trial depends entirely upon
what the “trier of fact,” either a judge or a
jury, believed took place. As a result,
antitrust compliance programs are
concerned as much with avoiding conduct
that creates the appearance of a conspiracy
in restraint of trade as with conduct that
actually constitutes such a conspiracy.
Nowhere is the opportunity greater to
create appearances that real estate brokers
are conspiring to restrain competition than
in sales associates’ dealings with actual
and potential clients and customers.

RELATIONS WITH
CUSTOMERS AND
CLIENTS

Establishing the Company
Commission Rate

One of the most fundamental decisions
that any business must make is establishing
the price it will charge for its products or
services. Real estate brokerage firms are no
different. Each must establish the fee it will
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charge for professional services rendered to
clients. This is true whether the fee is a
commission charged to a seller for
successfully procuring a ready, willing,
and able buyer for the seller’s property;
the fee is charged to a buyer for
representing him as a buyer’s agent; or the
fee is applicable to the broker providing
some other real estate services.

The keys to avoid antitrust vulnerability
based upon the fees a broker establishes
for professional services rendered to a
client are as follows:

• Establish the fees unilaterally
without consultation or discussion
with persons affiliated with any
other competing firm.

• Ensure that when the company’s
brokers or salespeople discuss fees
with actual or potential clients they
use words that clearly convey to the
listener the fact that the company
does, in fact, price its services
independently.

When a firm establishes its commission
rate or fee structure, it must understand
that antitrust conspiracies may be and have
been found with little evidence that the
alleged conspirators actually consulted or
reached agreement with another before
making a competitive business decision,
such as establishing a fee structure. One
court held that it was enough for a
competitor to announce to one or more
competitors his intention to take a
particular action, where the competitors
then adopted the same course of action
within a short period of time. The
announcement was construed as an
invitation to conspire, and the subsequent
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action by the other competitors construed
as an acceptance of this invitation. The
inference of conspiracy was drawn even if
each of the other competitors had
independently decided to implement the
particular policy.

It is therefore imperative that brokers
never discuss or reveal their intentions
concerning fees or other competitive
business activities with or to competitors.
Such actions taint not only the subsequent
decisions made by the broker who raised
the subject but also the decisions of other
competitors to whom the discussions or
announcements were directed.

Not only must brokers avoid any
discussions that could imply that
commissions or commission splits are
the result of collusion or agreement, but
they should also take positive steps to
establish that they unilaterally determine
their commission rates and splits.

Each time a broker changes the firm’s
commission rate or commission split he
should document the business reasons for
that decision. This documentation could
take the form of a memo to the firm’s
sales manager and salespeople, that is
maintained in the firm’s files, explaining
the basis for the decision in terms of the
firm’s current costs and expenses and
prevailing economic conditions. The memo
should make apparent to the reader that
the decision was unilaterally made based
upon the particular economic
circumstances facing the firm. Distribution
of the memo should be restricted solely to
persons affiliated with the firm.

The firm’s sales associates must also take
care to present pricing policies to clients in
a manner which confirms that the fees or
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prices were independently established. This
means they should never respond to a
question about fees by referring to the
pricing policies of other competitors or to a
policy of the local board or association of
REALTORS® that supposedly prohibits or
discourages price competition. Sales
associates should never use statements
such as the following:

• “This is the rate every firm charges.”

• “I’d like to lower the commission,
but no one else in the MLS will
show your house unless the
commission is X%.”

• “Before you decide to list with
XYZ Realty you should know that
because they are ‘discount’ brokers,
members of the association won’t
show their listings.”

• “I’d like to (reduce the commission…
shorten the listing term…accept an
exclusive agency listing), but if I do
the MLS won’t accept the listing.”

Salespeople who make these statements
are antitrust accidents waiting to happen.
They are a danger to their broker, their
association of REALTORS®, and all other
competitors in the market. Additional
examples of “Dangerous Words and
Phrases” are illustrated in Appendix A.

Brokers and salespeople must learn to
explain and, if necessary, defend their
firm’s pricing policies and other
competitive business decisions in terms
that are consistent with competition, not
conspiracy. If the firm cannot or will not
reduce its commission upon a client’s
request, sales associates should point out
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the value of the services the client will
receive for the fee charged and how these
services are most likely to lead to a
transaction at a fair price in the shortest
period of time. Because time is money, a
fast and efficient transaction can often save
a client much more than a reduction in the
commission.

Establishing Other Listing Policies

The commission rate is not the only “price”
that can be unlawfully fixed by competing
real estate brokers. Conspiracies to fix the
length of a listing, the type of listing
accepted (exclusive right to sell, exclusive
agency, or open), or the formula upon
which compensation will be based (flat
fee, percentage of the sales price, or a
variable percentage depending upon the
sales price) also may be per se illegal.
In short, price-fixing includes an agreement
to fix any economic term of the listing
agreement.

Firms that have established company
policies on the length, type or variability
of compensation rates must train their
salespeople to explain these policies to
clients in the language of competition.
This means communicating to the client
how the firm’s policies will allow the client
to best achieve their real estate goals. If a
firm’s policies cannot be explained in these
terms, competitive forces will ultimately
compel the firm to modify its policies or,
alternatively, be driven out of business. The
purpose of the antitrust laws is to preserve
the efficient operation of these competitive
market forces.
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Under no circumstances should a client be
told that the firm’s terms must be accepted
because “this is what all brokers do” or
“no one else will cooperate unless you
accept the listing on these terms.” This
“language of conspiracy” suggests that the
firm’s policies are the result of concerted
action among competitors in the
marketplace. If a judge or jury later relies
on this language to infer a conspiracy, the
reasonableness of that inference is likely to
be affirmed on appeal, whether or not a
conspiracy actually existed.

RELATIONS WITH
COMPETITORS

Establishing the Company
Policy on Compensation
for Cooperating Brokers

A per se illegal price fixing conspiracy
may involve not only the prices a firm
charges customers or clients, but also the
prices it pays for goods and services.
The real estate brokerage business is
characterized by both competition and
cooperation among competitors.
Competition occurs to secure the listing.
Cooperation occurs when other firms are
invited, through an MLS or otherwise, to
assist in finding a ready, willing and able
purchaser or tenant. Listing brokers
traditionally initiate these cooperative
efforts of other brokers by offering the
successful cooperating broker a portion of
the commission received from the seller,
often called a commission “split.”
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Conspiracies among competitors to fix the
compensation paid for the cooperative
efforts of other brokers are also per se
illegal. For this reason, brokers must
determine their cooperative compensation
policies in the same unilateral and
independent manner that they establish the
commission or fees charged to clients.
Listing and cooperating brokers may,
of course, discuss or negotiate the
compensation they will pay to each other.
But these discussions should never include
representatives of a third office or extend
to address what each will offer to pay to
other offices.

By the same token, sales associates
should be specifically directed never to
suggest to potential clients that they should
not do business with another firm because
other brokers will not cooperate with that
firm. When comparing their split policies
with those of other firms, sales associates
should point out to potential clients that
the efforts of other firms are important to
the marketing effort, and cooperative
compensation is offered to other offices as
an incentive to sell the potential client’s
property.

Moreover, under no circumstances
should sales associates suggest that other
firms have agreed not to cooperate with
firms that offer less than a particular
commission split.

Varying Compensation Among
Cooperating Offices

From time to time, a broker may decide to
offer one or more potential cooperating
offices a different amount for their services
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than the broker offers to other cooperating
offices. This freedom to vary cooperative
compensation offers from office to office is
permitted by the antitrust laws, and is
consistent with the fundamental
proposition that cooperative compensation
offers are to be determined unilaterally by
each broker.

Nevertheless, varying compensation offers
among cooperating offices can lead to
allegations that the variations were the
product of a conspiracy to boycott or
“punish” another brokerage office,
especially if a lesser amount is being
offered.

The lesser cooperative compensation
offered is frequently motivated by a
reduction in the cooperative compensation
offered by other offices. In other words,
“I’ll give you what you give me”—also
known as a reciprocal split. On other
occasions, the decision to offer the lesser
compensation is motivated simply by an
objection to the potential cooperating
office’s general business practices, or by
alleged substandard performance by the
firm in other cooperative transactions
between the two companies.

Although a firm may independently
determine to offer a particular firm a
smaller commission split than is offered to
other firms, a potential problem arises
when other firms may make a similar
determination, even when all firms have in
fact acted unilaterally and independently.
When two or more firms elect to offer a
third firm the same lesser cooperative
compensation during the same period of
time, an inference is raised that the firms
are acting pursuant to a conspiracy, rather
than independently.
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If a claim of conspiracy is asserted, this
inference must be rebutted with
countervailing evidence that the decision
to offer lesser compensation was
individually and independently made. The
best evidence to rebut the inference of
conspiracy is evidence of a rational
business motivation and conscious
business decision that is consistent with
independent decision-making, such as the
additional costs incurred by the listing
office, when dealing with the cooperating
office at issue.

This need to rebut the inference of
conspiracy demonstrates the antitrust
danger inherent in a real estate firm’s
decision to vary its compensation offers
among cooperating offices. Any decision
to vary the firm’s compensation offers
should be carefully considered. This is
especially true if the firm is aware that
another firm has already lowered its
cooperative compensation offer to the
same firm. If the decision is nevertheless
made to lower the offer, the business
reasons for the decision should be
documented in a memo, circulated to the
firm’s sales associates, and maintained in
the firm’s files. The memo should make
clear that the decision was based upon
an independent assessment of the
circumstances facing the firm at the time.

Ethical Duties Affecting
Broker Cooperation

Cooperation among competitors is the
norm in the real estate business. For the
most part, this cooperation results in a
more competitive and more efficient real
estate industry. But cooperation among
competitors can also be the basis of actual
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or perceived antitrust violations, such as
price-fixing or group boycotts. The
REALTORS® Code of Ethics contains several
Articles and Standards of Practice that
promote pro-competitive cooperation
among real estate brokers. However, since
broker cooperation can also present an
opportunity for illegal collective conduct
among a group of brokers, special care
must be taken to ensure that the Articles of
the Code that deal with REALTORS®’
business relationships with other brokers
are clearly understood and applied strictly
according to their specific terms.

Article 3–Duty to Cooperate

Article 3 of the REALTORS® Code of Ethics
provides that:

REALTORS® shall cooperate with
other brokers except when
cooperation is not in the client’s
best interest. The obligation to
cooperate does not include the
obligation to share commissions,
fees or to otherwise compensate
another broker.

This Article confers upon all REALTORS®

an ethical obligation to engage the services
of other brokers in the marketing of the
client’s property. It is important to note that
the duty to invite cooperation includes
cooperation from other brokers, not only
other REALTORS®. Article 3 creates a
presumption that cooperation among
REALTORS®, and among REALTORS® and
other real estate brokers, is the norm.
Deviations from this practice are likewise
presumed to be the exception. If an Article
3 complaint is filed, the burden is on the
REALTOR® withholding cooperation to
explain his conduct by showing that
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cooperation under the circumstances was
not in the client’s best interests.

Article 16–Duty Not to Solicit the
Client of Another REALTOR®

Article 16 of the REALTORS® Code of
Ethics provides that:

REALTORS® shall not engage in
any practice or take any action
inconsistent with the agency or
other exclusive relationships
recognized by law that other
REALTORS® have with clients.

Article 16 principally forbids REALTORS®

from engaging in targeted solicitation of
persons the REALTOR® knows, or
reasonably should have known, to have an
exclusive relationship with another
REALTOR®. Significantly, Standards of
Practice 16-4 and 16-5 limit the broad
scope of that restriction on competitive
behavior, and permit a REALTOR® desiring
to solicit a specific potential client to
ask the REALTOR® with the exclusive
relationship to disclose when that
relationship will terminate. The
REALTOR® will then know when that
potential client is free to consider the
services of other brokers. If the REALTOR®

refuses to disclose the listing termination
date, the other REALTOR® is relieved
of any duty under Article 16 to refrain
from immediately soliciting that
REALTOR®’s client.

Standard of Practice 16-2 further states
that Article 16 does not forbid REALTORS®

from making general announcements of
the availability of their services using
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techniques such as direct mail, or other
forms of general media advertising,
even if some of the recipients of the
REALTOR®’s promotional material are
persons with preexisting exclusive listings
with other REALTORS®.

Since Article 16 prohibits a limited form of
activity that is ordinarily viewed as typical
competitive conduct, e.g., solicitation of
business, it is imperative that REALTORS®

understand that Article 16 only prohibits
solicitations that are specifically targeted at
persons the REALTOR® knows, or should
have known, to have preexisting
relationships with another REALTOR®.
Article 16 is also narrowly limited to
prevent claims that it’s purpose is to
prevent, rather than to protect and even
encourage, competitive behavior among
real estate brokers.

A solicitation campaign would be
considered targeted if it were aimed, for
example, only at sellers whose names
appeared in an MLS compilation or whose
homes had for sale signs on display. This
limited ban on otherwise legitimate
competitive conduct is considered justified
because REALTORS® are simultaneously
obligated under Article 3 to cooperate with
all other brokers on mutually agreeable
terms. The cooperation contemplated by
Article 3 is unlikely to occur if a potential
consequence of the cooperation is the
solicitation of the REALTOR®’s clientele by
other REALTORS®.

Nevertheless, Article 16’s ban on
solicitation is extremely limited, and efforts
to expand Article 16 beyond its intended
scope are almost certain to create
unreasonable risks of antitrust liability.
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Comparative Advertising

Courts have held that truthful, non-
deceptive advertising is beneficial to
consumers and, therefore, pro-competitive.
Conversely, any rule of a private trade
association that restricts the ability of
association members to advertise truthfully
is almost certain to risk violating the
antitrust laws. Therefore, it is essential that
Article 12 of the REALTORS® Code of
Ethics governing advertising by REALTORS®

be construed only to prohibit advertising
that can reasonably be found to be
deceptive or not presenting a true picture
to the public. In particular, Article 12
does not prohibit otherwise truthful
advertising that is thought to be distasteful,
unprofessional, overly aggressive, or
offensive.

Article 12 of the REALTORS® Code of
Ethics provides that:

REALTORS® shall be careful at all
times to present a true picture in
their advertising and representations
to the public. REALTORS® shall also
ensure that their professional status
(e.g., broker, appraiser, property
manager, etc.) or status as
REALTORS® is clearly identifiable
in any such advertising.

A common issue presented by Article 12
is whether it prohibits advertising that
compares one REALTOR®’s
accomplishments with those of another
REALTOR®, or so-called “comparative”
advertising. Some have argued that
advertising implying that the skills of one
REALTOR® are superior to those of another
REALTOR® is necessarily untrue under
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Article 12 at least as far as the REALTOR®

who suffered the unfavorable comparison
is concerned.

This interpretation of Article 12 is over-
broad. An association of REALTORS®

would likely violate the antitrust laws if it
applied Article 12 to prohibit comparative
advertising altogether.

Article 12, properly construed, only
prohibits advertising that is objectively
untrue or deceptive. Advertising is untrue
or deceptive if it contains factual assertions
that are untrue, or assertions that may be
true, but when taken in context lead a
reasonable consumer to reach factually
inaccurate conclusions.

A “factually inaccurate conclusion” plainly
does not include a conclusion that one
REALTOR® provides services that are
superior to those of another REALTOR®.
Claims of superiority are inherently
incapable of objective proof. Furthermore,
claims designed to induce a consumer
to believe that one product or service is
better than another is the primary objective
of all advertising.

In short, most restrictions on advertising
are highly suspect under the antitrust laws,
and such restrictions should apply only to
proscribe false or misleading advertising.
Truthful advertising, even if it offends some
competitors, is considered to be pro-
competitive and restrictions imposed upon
such advertising by trade associations will
violate the antitrust laws.
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RELATIONS WITH AN
ASSOCIATION OF
REALTORS®

Participation in Board Meetings

A broker who participates in the affairs of
an association of REALTORS® should be
alert to discussions at an association
meeting relating to commission levels,
pricing structures, or marketing practices
of other brokers. Brokers who find
themselves in the midst of such
discussions should immediately suggest
that the topic be changed and, if
unsuccessful, should promptly leave the
meeting. If minutes of the meeting are
being taken, they should insist that their
departure be noted for the record.

Use and Abuse of the
REALTORS® Code of Ethics

The United States Supreme Court has held
that industry self-regulation by a code of
ethics is a legitimate trade association
function so long as the code can be shown
to promote competition by improving
industry performance or efficiency. Codes
of ethics may not under any circumstances
be used to discourage or eliminate
competition by, for example, prohibiting or
restricting creative, innovative or
“alternative” business practices, no matter
how “undignified,” “aggressive” or
“nontraditional” such competitive practices
may appear to be.

The REALTORS® Code of Ethics is no
exception. The Code of Ethics, as
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interpreted and applied through the official
Standards of Practice and Case
Interpretations, has withstood analysis by
federal and state antitrust enforcement
agencies and competent private antitrust
attorneys. Various Articles also have
withstood legal challenges in several states.

The REALTORS® Code of Ethics can
nevertheless be misused and abused.
REALTORS® cannot insulate themselves
from antitrust charges by asserting that they
were only invoking the grievance or
arbitration facilities of a local association.
The REALTORS® Code of Ethics does not
regulate pricing, listing policies, or
otherwise truthful advertising practices
of REALTORS®. Thus, the Code is never
violated by REALTORS® who do the
following:

• Charge discount or flat fee
commissions.

• Engage in comparative but otherwise
truthful advertising.

• Act in the capacity of buyer’s
brokers, transaction brokers or
facilitators.

• Offer variable commissions
depending upon whether the
property is sold cooperatively
or in-house.

• Accept open or exclusive agency
listings.

• Employ general mass media
advertising campaigns that reach
persons whose properties are already
listed with other REALTORS®.

REALTORS® who pursue grievances seeking
to prohibit these types of practices, or who
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apply the Code to discipline REALTORS®

who employ them, are misusing the Code
of Ethics and exposing themselves and
their associations to antitrust liability.

Service on an Association’s
Professional Standards Committee

A REALTOR® who serves on a Professional
Standards Committee must constantly be
aware of the sensitivity of that position. It is
classic human nature for a person who is
the recipient of an adverse finding by a
grievance or arbitration panel to conclude
that the panel was not interested in the
merits of the case but rather was engaged
in an unlawful anticompetitive vendetta. A
Professional Standards Committee member
must therefore be exceedingly careful that
no aspect of a grievance or arbitration
proceeding gives even the appearance of
prejudice or unfairness.

Relations with Other Service
Providers and Organizations

An allegation of a group boycott is the
most common antitrust claim asserted
against real estate brokers. A group
boycott is per se illegal if the purpose of
the boycotters is to deny a business access
to goods or services necessary for it to
compete in the marketplace. Real estate
brokers can become the targets of boycott
allegations if two or more brokers agree
to refuse to cooperate with a third broker,
or to cooperate only on unfavorable terms
or conditions.

Another type of per se illegal group
boycott is one targeted at a supplier or
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purchaser, rather than a competitor, of the
alleged conspirators. Concerted refusals to
deal with suppliers or purchasers will be
treated as per se illegal whenever they
involve the purposeful elimination of
competition, regardless of the ultimate
motive or objective of the alleged
conspirators. As a result, real estate brokers
may not employ group boycotts as a
weapon against the providers of other
goods or services necessary or useful in the
practice of real estate brokerage.

Newspapers and
“Homes” Magazines

A specific example of a common
temptation for brokers to engage in a group
boycott occurs when brokers become
frustrated with the advertising rates or other
practices of a local newspaper. This
frustration can lead to a suggestion that
brokers collectively agree to reduce their
advertising, or refuse to advertise
altogether, unless and until the newspaper
lowers its advertising prices or changes
its policies. Such a suggestion, if
implemented, would constitute a per se
illegal group boycott.

A lawful alternative to a concerted refusal
to deal with a newspaper occurs when
brokers and/or associations of REALTORS®

instead create an alternative advertising
vehicle, such as a “homes magazine” or
guide. These are publications that contain
advertisements for individually listed
properties and, in some cases, firm
advertisements. Such publications are
distributed at no charge to the public at
restaurants, train stations, grocery stores,
airports, or other locations with a high
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volume of pedestrian traffic. The creation
of such publications, whether through a
local board of REALTORS® or through an
outside publisher, is pro-competitive
conduct that the antitrust laws encourage.
Rather than organizing a boycott of an
alleged monopolist, purchasers of the
allegedly monopolized product have
joined together to offer a competitive
alternative.

It is important to understand, however,
that a joint venture to create a “homes
magazine” cannot include an agreement
among the brokers in the venture, or the
board members, that they will only
advertise in the homes guide and not in the
local newspaper. Such an agreement is the
functional equivalent of an agreement to
boycott the newspaper and could be held
per se illegal. All those entitled to advertise
in the publication must retain their
freedom to advertise wherever else they
may find it beneficial to do so.

“Codes of Mutual Understanding”
with Other Industry Groups

In their day-to-day business affairs, real
estate brokers regularly deal with persons
in other sectors of the real estate industry,
or in real estate-related businesses such as
appraising, mortgage lending, the practice
of law, or insurance. Often an association
of REALTORS® will create formal
relationships with associations representing
these other businesses, such as a local
home builders or bar associations, to
discuss problems or issues of common
concern. These relationships, whether
formal or informal, sometimes include
attempts by the two industry groups to
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establish “codes of mutual understanding”
or other agreements setting forth generally
accepted business practices that the two
industries should observe when dealing
with one another.

While these agreements or codes may well
be an efficient way of reconciling
differences between the two industries,
they also present potentially serious
antitrust risks. This is especially true if the
codes address such matters as pricing or
compensation practices, advertising, or any
other matters that deal with competition
between or among persons in the two
industries. If such agreements are
negotiated, either formally through an
association of REALTORS® and its industry
counterpart, or informally between major
firms in the two industries, these
agreements should be reviewed by
competent antitrust counsel before they
are implemented.

OFFICE COMPLIANCE
PROGRAM

Salesperson Education

The ability of real estate brokers to ensure
that their firm will comply with the
antitrust laws is in direct proportion to their
ability and willingness to educate their
salespeople. This commitment to education
is imperative because, like it or not, a
broker will be held liable for the actions
and statements of salespeople who are
acting on the broker’s behalf. It is foolhardy
to accept this liability without any effort to
limit it.
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The first step a broker should take in
coming to grips with this responsibility and
liability under the antitrust laws is to be
sure the firm’s salespeople have at least a
working knowledge of how the antitrust
laws are applied in the real estate industry.
A broker should insist that each
salesperson attend an antitrust legal
education program at least once every two
years. This antitrust education program
could be offered by the board of
REALTORS® or conducted by the broker,
the firm’s sales manager, or legal counsel.
In addition, all new salespersons should be
required to attend a company orientation
program that includes a presentation on
antitrust compliance.

Antitrust Orientation
and Office Policy

Every real estate brokerage firm should
have a written office-wide antitrust
compliance policy that is applicable to
every employee and independent
contractor—brokers, salespeople, and
secretaries alike.

During the antitrust compliance portion of
the orientation, it should be announced
that the firm has a strict antitrust
compliance policy, and that deviations
from the policy will not be tolerated. Each
salesperson should be provided with a
written copy of this policy and asked to
sign an acknowledgement that he or she
has read and understood the policy and
agrees to abide by it. A sample office
policy is included as Appendix B.
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Reporting Sources
of Potential Liability

Salespeople must be instructed to report
to their broker or sales manager any
suggestions by salespeople from other firms
that could be interpreted as an invitation to
fix commissions or boycott a competitor.
Failure to do so should be grounds for
discipline. Once an incident has been
reported, a broker should immediately take
steps to disavow any participation by his
firm in such a scheme. If one of the firm’s
salespeople initiated the discussions, that
salesperson should be disciplined.

Document Retention
and Destruction

Every real estate firm should establish an
office-wide document retention and
destruction policy. Certain legal
documents, such as corporate articles of
incorporation, bylaws, and minutes, should
be permanently kept on file. Contracts with
suppliers and vendors should be kept for at
least four years after the contract has
expired. Financial records and transaction
files, particularly those having tax
implications, should also be kept for at
least four years.

Access to Legal Counsel

Every real estate firm should have access to
competent legal counsel. If the firm’s
corporate counsel does not have antitrust
expertise, the counsel should be asked to
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identify other counsel to be consulted
when antitrust issues arise. Antitrust legal
advice may be sought whenever the firm
intends to adjust its commission rates, fees
paid to cooperating firms, or whenever the
firm plans to implement a business strategy
that may adversely affect its competitors.

In addition, correspondence and records of
communications with the firm’s attorney
should be kept in a segregated file, and
should not be disseminated outside the
firm without prior consultation with the
attorney. Limited distribution of attorney-
related documents is necessary to preserve
the attorney-client privilege of
confidentiality.

Standard Form Contracts

If the firm uses standard form listing
contracts, those forms should not contain
any preprinted commission rates,
predetermined listing periods, automatic
renewal clauses, or predetermined
protection periods.

Responding to an Antitrust
Investigation or Complaint

Despite a REALTOR®’s efforts to ensure
that the firm’s salespeople are complying
with the antitrust laws, the firm may
nevertheless become the object of an
antitrust investigation or complaint. Most
actions initiated by government antitrust
enforcement agencies begin with an
investigation of the person or firm that
the agency suspects may have violated the
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law. Brokers should have an office policy
that requires salespersons to refer all
requests for information from a government
antitrust enforcement agency to the broker
or sales manager.

If a representative of an antitrust
enforcement agency inquires about the
business affairs of a REALTOR® or
REALTOR® firm, or if a formal subpoena or
a complaint is received, the matter should
be referred immediately to the firm’s
attorney. All subsequent correspondence
and communications with the government
agency or plaintiff should be through the
firm’s lawyer. The REALTOR® should also
immediately contact their association of
REALTORS®, state association, and the
General Counsel’s Office of the NATIONAL
ASSOCIATION OF REALTORS® so that
any assistance available from these
organizations can be provided as quickly
as possible.
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CONCLUSION
In their day-to-day business decisions
concerning the fees they charge clients or
the compensation they pay to cooperating
offices, real estate brokers must be
absolutely certain that their decisions are
the result of independent business
judgments about market conditions facing
the firm. Consultations with competitors
about these decisions can result in
otherwise reasonable actions being held to
be per se illegal, or even felonies.

An antitrust compliance program is
essential for every real estate brokerage
firm. The written program should be
straightforward and understandable by
the firm’s salespeople and should be kept
current as laws and their interpretations
change. Furthermore, the importance of
adherence to the policy by the firm’s
salespeople should be communicated from
the highest levels of the company.
Salespeople cannot be expected to take
seriously a policy that senior management
does not consider a priority.

Finally, antitrust compliance is not simply
a means to avoid treble damage liability
and costly and protracted litigation.
Universal antitrust compliance ensures
the ability of all competitors to succeed
to the extent their skill, industry and
foresight will permit. Once the firm’s
salespeople understand the “rules of the
road,” they are free to focus their energies
on the legitimate pursuit of additional
listings, sales, and income opportunities for
themselves and the firm.
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APPENDIX A

Dangerous Words and Phrases

The following are examples of words or
phrases occasionally used by salespeople
that would permit a judge or jury to infer
that real estate brokers are engaged in an
illegal conspiracy:

• “I’d like to lower the commission rate
but the board has a rule…”

• “This is the rate that everyone
charges.”

• “The MLS will not accept less than a
120-day listing.”

• “Before you list with XYZ Realty, you
should know that nobody works on
their listings.”

• “If John Doe was really professional
(or ethical), he would have joined the
board.”

• “The board requires all REALTOR®
firms to make their salespeople join.”

• “The best way to deal with John Doe
is to boycott him.”

• “If you valued your services as a
professional, you wouldn’t cut your
commission.”

• “No board member will accept a
listing for less than ninety days.”

• “Let him stay in his own market. This
is our territory.”

• “If he was really a professional, he
wouldn’t use part-timers.”
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APPENDIX B

Antitrust Compliance Policies of

(Name of Firm)

1. The commission rates of our firm are
based upon the cost of the services we
provide, the value of these services to
our clients, and competitive market
conditions. Our commission rates are
not determined by agreement with, or
recommendation or suggestion from,
any person not a party to a listing
agreement with our firm.

2. Salespersons affiliated with this firm
shall not participate in any discussion
with any person affiliated with, or
employed by, any other real estate firm
concerning the commission rates
charged by this firm, or any other real
estate firm in our community.

3. When soliciting a listing, or negotiating
a listing agreement, no salesperson
affiliated with this firm shall make any
reference to a “prevailing” commission
in the community, the “going rate,”
or any other words or phrases which
may suggest that commission rates
are uniform or standard in our
marketing area.
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4. The amount of cooperative
compensation, or commission split,
offered by this firm to cooperating
brokers is determined by the level of
service we can expect a cooperating
office to perform, and the amount of
compensation necessary to induce
cooperation under prevailing market
conditions. Commission splits are not
intended, and may not be used, to
induce or compel any other real estate
firm in our marketing area to raise or
lower the commission they charge to
their client.

5. When soliciting or negotiating a listing
agreement, no salesperson affiliated
with this office shall disparage the
business practices of any other real
estate firm, nor suggest that this office,
or any other office, will not cooperate
with any other real estate firm. Listing
presentations shall focus exclusively
upon the level of service and
professionalism provided by this office,
the results we have achieved for other
clients, and the value the client can
expect to receive for the fees we charge.
Potential clients should be invited, and
encouraged, to compare the value of
our services to those of any other real
estate firm in our marketing area.
Likewise, any salesperson who is invited
by a potential client to compare our
services with those of any other real
estate firm should do so by emphasizing
the nature and quality of the services we
provide.
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6. Whenever a salesperson is unsure about
the proper way to respond to the
concerns of an actual or potential client
or customer, or whenever a salesperson
has been present during an
unauthorized discussion of fees or
commissions, he should contact his
principal broker or sales manager
immediately. If necessary, the broker or
manager will consult our firm’s attorney.

I have read, understand, and agree to
abide by, the policies and procedures set
forth above.

_____________________________________
(Date)

_____________________________________
(Name of Salesperson)
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APPENDIX C

Antitrust Self-Test

True or False
(Circle One)

T F 1. Since real estate salespeople
are independent contractors,
a broker will not be held liable
if one of his salespeople agrees
with a salesperson from
another firm to fix real estate
commissions.

T F 2. If I am present at a meeting
where two of my competitors
agree to fix commissions, I can
avoid liability for their conduct
so long as I remain silent.

T F 3. Even though my salespeople
are independent contractors, I
may establish the commission
rate for my firm and require
them to charge that rate.

T F 4. I recently hired a salesperson
who has 20 years of
experience at another firm.
With such vast experience,
there should not be any need
for this person to participate in
an antitrust orientation
program.
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T F 5. The best way to persuade a
seller that he should not insist
on an open listing is to tell him
that the MLS will not accept
open listings.

T F 6. It is unethical for a REALTOR®

to charge a seller a higher
commission rate if the property
is sold through a cooperating
broker than if the property is
sold in-house.

T F 7. A seller who wants to
negotiate a reduced
commission rate should be told
that the rate we charge is the
same as all other firms in town.

T F 8. A REALTOR® who operates an
unprofessional flat fee business
model may be violating the
Code of Ethics.

T F 9. If one of my salespeople
participates in a price-fixing
discussion, my firm cannot be
held liable unless I have
personal knowledge of the
salesperson’s conduct.

T F 10. If I impose and enforce an
antitrust compliance program
within my firm, I will not be
sued for an antitrust violation.
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Test Answers

1. False.

A broker is responsible and liable for the
conduct of his salespeople, whether they
are independent contractors or employees.

2. False.

Silence in the midst of a price-fixing
discussion is no defense. Indeed, conduct
consistent with the illegal agreement can
be viewed as participation in the
agreement. The only way to avoid
association with an illegal conspiracy of
which you are aware is to openly and
affirmatively repudiate it.

3. True.

Even though his salespeople are
independent contractors, a broker may
still obligate them to abide by the firm’s
commission rate.

4. False.

Although the basic principles of antitrust
law remain unchanged from year to year,
case decisions may change important
nuances of the law. Moreover, the
extraordinary risks and penalties of
antitrust violations merit periodic
“refreshers” of antitrust sensitivity. It is
therefore recommended that all
salespeople and brokers attend antitrust
education programs at least once every
two years.
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5. False.

An MLS rule prohibiting the dissemination
of open listings should not be used as a
crutch with a seller who insists on an open
listing. Reference to the MLS rule could
suggest a REALTOR® conspiracy to refuse
to accept open listings from sellers. A
REALTOR® who wishes not to accept open
listings should point out how this type of
listing operates to the disadvantage of the
seller and broker alike.

6. False.

The Code of Ethics may not be used to
influence the rate or form of broker
compensation negotiated between a
REALTOR® and his client.

7. False.

Reference to the fees of other brokers is
a cop out for the weak salesperson.
The seller should be sold on your firm’s
ability to get results for the fees you
charge—or else you do not deserve
the listing.

8. False.

The professional standards enforcement
process of an association of REALTORS®

provides no cover for an antitrust violation.
The Code of Ethics should never be
applied to challenge particular business
models.
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9. False.

Just as ignorance of the law is no excuse,
a broker’s ignorance of his salesperson’s
conduct is no defense to an antitrust
charge. A brokerage firm will be held
liable for the conduct of its salespeople
whether or not the principal broker was
personally aware of that conduct.

10. False.

Unfortunately, even a strictly enforced
comprehensive antitrust compliance
program does not guarantee that a lawsuit
will never be filed against the firm or the
persons affiliated with it. An antitrust
compliance program will, however, help to
ensure that any suit that is filed may be
successfully defended.
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RESPA DO’S AND DON’TS FOR CO-MARKETING, SOCIAL MEDIA, 

& OTHER WEB-BASED MARKETING TOOLS 

Real estate brokers and agents are subject to the Real Estate Settlement Procedures Act (RESPA) when 

engaging in transactions involving federally related mortgage loans. RESPA generally prohibits any 

person from giving or receiving any “thing of value” in exchange for the referral of settlement service 

business. Liabilities for RESPA violations may be severe, ranging from significant fines to imprisonment. 

Below are some guidelines for real estate professionals when engaging in co-marketing activities via 

social media and other web-based marketing tools: 

DO 

 Do ensure that each co-marketing party pays its proper share of the advertisement.

o Each party’s share should be based on the proportionate split of the fair market value for any

and all services in connection with the advertisement (e.g., creation, design, distribution,

etc.); and

o Each party’s share should be equal to each advertised settlement service provider’s

prominence in the advertising.

 Do ensure that the agreed upon marketing is actually performed and that any payment made in

connection with such services is the fair market value for the services performed.

o Remember—just because a social media platform is “free” for users to join or post in, it does

not mean that all uses of the platform are offered at no cost or that there are no costs

associated with the development of the advertisement.

o Be aware of what may constitute a thing of value, and remember it does not require a

transfer of money. Any benefit or concession (a “quid pro quo”) may be a “thing of value.”

 Do include the word “Advertisement” in a prominent location on each party’s information included

on the co-marketing materials.

 Do document procedures to calculate co-marketing charges and/or create a standardized rate sheet

for the fair market value of such marketing.

 Do consider maintaining written agreements of the co-marketing arrangement to demonstrate

compliance with RESPA Section 8 as well as federal and state laws and regulations governing your co-

marketing efforts, including those regarding advertising, privacy, and licensing requirements, as

applicable.

 Do ensure that the advertisements are distributed to the general public, such as publicly-facing,

broadly-reaching websites, and cannot be viewed as “targeting” specific consumers.

 Do ongoing oversight of the co-marketing arrangement that may be required by either or both co-

marketing participants.
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DO NOT 

 DO NOT enter into the arrangement with a co-marketing party without getting the necessary 

corporate authorization for such arrangement for yourself or for your co-marketing party. 

 DO NOT directly or indirectly defray expenses that would otherwise be incurred by anyone in a 

position to refer settlement services or business to you, by use of a co-marketing arrangement. 

o Payments by settlement services providers to third party real estate listing aggregator sites 

that reduce your advertising costs can create a direct RESPA violation. 

 DO NOT exchange any “thing of value” with anyone for a referral, no matter how small the “thing of 

value” is. RESPA does NOT have an exception for minimal “kickback” amounts and even a small 

amount (i.e., $5 coffee giftcard) is considered a “thing of value” under the law. 

 DO NOT require or allow your co-marketing party to endorse you, exclusively or otherwise, or vice 

versa, e.g.: 

o Do not allow either co-marketing party to refer to the other as a “preferred” service provider, 

or a “partner,” or some other similar designation. 

o Beware of any perceived endorsements, such as “likes,” follows, re-postings, tagged pictures 

with one another, and other favorable commentary on referral sources’ pages, whether such 

activity is conducted from your personal or your business accounts. Remember that 

promotion of business activities generally should be conducted from business 

accounts/pages, not personal ones. 

 DO NOT enter into co-marketing arrangements before considering the implications of any other 

concurrent relationship with the co-marketing party (e.g., lead sales, desk rentals, etc.). 

 DO NOT direct any of the co-marketing efforts to specific consumers with whom either co-marketing 

party has a relationship or over whom either party has the ability to influence the selection of a 

settlement service provider (as compared to marketing of general distribution). 

 DO NOT evaluate or adjust the compensation paid under an arrangement based on “capture rate,” 

which is the percentage of referrals that convert to actual clients or customers. 

 DO NOT allow one party to act as a “gatekeeper” when dealing with a third-party marketing 

company. Both parties should have a separate agreement with third-party marketing firms. 

 DO NOT perform services for the other co-marketing party that are outside the terms of the 

agreement. For example, if a real estate agent and a lender are co-marketing, the lender should not 

“incubate” or cull leads on behalf of the real estate agent as that is outside the terms of the co-

marketing agreement and is not a compensable service. 

 DO NOT share the cost of leads generated through websites or arrangements. Each party must pay 

the fair market value of the leads they purchase. 

 

Disclaimer:  This document is provided for informational/instructional purposes only and does not 

constitute the giving of legal advice by NAR.  Consult with a RESPA attorney to make sure you understand 

and properly comply with any and all applicable laws. As a reminder, some state and local laws prohibit 

or otherwise restrict activities that may be permissible under RESPA. 
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Where the word Real t o Rs ® is used in this Code and Preamble, it shall be

deemed to include Real t o R-as s o c iat e®s .

While the Code of Ethics establishes obligations that may be higher than

those mandated by law, in any instance where the Code of Ethics and the

law conÁict, the obligations of the law must take precedence.

Preamble
Under all is the land. Upon its wise utilization and widely allocated ownership

depend the survival and growth of free institutions and of our civilization.

Real t o Rs ® should recognize that the interests of the nation and its citizens

require the highest and best use of the land and the widest distribution of
land ownership. They require the creation of adequate housing, the building

of functioning cities, the development of productive industries and farms,

and the preservation of a healthful environment.

Such interests impose obligations beyond those of ordinary commerce.
They impose grave social responsibility and a patriotic duty to which

Real t o Rs ® should dedicate themselves, and for which they should be

diligent in preparing themselves. Rea l t o Rs ®, therefore, are zealous to

maintain and improve the standards of their calling and share with their
fellow Real t o Rs ® a common responsibility for its integrity and honor.

In recognition and appreciation of their obligations to clients, customers,

the public, and each other, Real t o Rs ® continuously strive to become and

remain informed on issues affecting real estate and, as knowledgeable
professionals, they willingly share the fruit of their experience and study with

others. They identify and take steps, through enforcement of this Code of

Ethics and by assisting appropriate regulatory bodies, to eliminate practices

which may damage the public or which might discredit or bring dishonor to
the real estate profession. Real t o Rs ® having direct personal knowledge of

conduct that may violate the Code of Ethics involving misappropriation of

client or customer funds or property, willful discrimination, or fraud resulting

in substantial economic harm, bring such matters to the attention of the
appropriate Board or Association of Real t o Rs ®. (Amended 1/00)

Realizing that cooperation with other real estate professionals promotes the

best interests of those who utilize their services, Real t o Rs ® urge exclusive

representation of clients; do not attempt to gain any unfair advantage over
their competitors; and they refrain from making unsolicited comments about

other practitioners. In instances where their opinion is sought, or where

Real t o Rs ® believe that comment is necessary, their opinion is offered in an

objective, professional manner, uninÁuenced by any personal motivation or
potential advantage or gain.

The term Real t o R® has come to connote competency, fairness, and high

integrity resulting from adherence to a lofty ideal of moral conduct in

business relations. No inducement of proÀt and no instruction from clients
ever can justify departure from this ideal.

In the interpretation of this obligation, Real t o Rs ® can take no safer guide

than that which has been handed down through the centuries, embodied

in the Golden Rule, “Whatsoever ye would that others should do to you,
do ye even so to them.”

Accepting this standard as their own, Real t o Rs ® pledge to observe its spirit

in all of their activities whether conducted personally, through associates
or others, or via technological means, and to conduct their business in

accordance with the tenets set forth below. (Amended 1/07)

Duties to Clients and Customers

Article 1
When representing a buyer, seller, landlord, tenant, or other client as an
agent, Real t o Rs ® pledge themselves to protect and promote the interests

of their client. This obligation to the client is primary, but it does not relieve

Real t o Rs ® of their obligation to treat all parties honestly. When serving

a buyer, seller, landlord, tenant or other party in a non-agency capacity,
Real t o Rs ® remain obligated to treat all parties honestly. (Amended 1/01)

• Standard of Practice 1-1

Real t o Rs ®, when acting as principals in a real estate transaction, remain

obligated by the duties imposed by the Code of Ethics. (Amended 1/93)

• Standard of Practice 1-2

The duties imposed by the Code of Ethics encompass all real

estate-related activities and transactions whether conducted in person,

electronically, or through any other means.

The duties the Code of Ethics imposes are applicable whether Real t o Rs ®

are acting as agents or in legally recognized non-agency capacities

except that any duty imposed exclusively on agents by law or regulation
shall not be imposed by this Code of Ethics on Real t o Rs ® acting in

non-agency capacities.

As used in this Code of Ethics, “client” means the person(s) or entity(ies)

with whom a Real t o R® or a Real t o R®’s Àrm has an agency or legally
recognized non-agency relationship; “customer” means a party to a real

estate transaction who receives information, services, or beneÀts but has

no contractual relationship with the Real t o R® or the Real t o R®’s Àrm;

“prospect” means a purchaser, seller, tenant, or landlord who is not
subject to a representation relationship with the Real t o R® or Real t o R®’s

Àrm; “agent” means a real estate licensee (including brokers and sales

associates) acting in an agency relationship as deÀned by state law or

regulation; and “broker” means a real estate licensee (including brokers
and sales associates) acting as an agent or in a legally recognized

non-agency capacity. (Adopted 1/95, Amended 1/07)

• Standard of Practice 1-3

Real t o Rs ®, in attempting to secure a listing, shall not deliberately mislead
the owner as to market value.

• Standard of Practice 1-4

Real t o Rs ®, when seeking to become a buyer/tenant representative, shall

not mislead buyers or tenants as to savings or other beneÀts that might
be realized through use of the Real t o R®’s services. (Amended 1/93)

• Standard of Practice 1-5

Real t o Rs ® may represent the seller/landlord and buyer/tenant in the



same transaction only after full disclosure to and with informed consent

of both parties. (Adopted 1/93)

• Standard of Practice 1-6
Real t o Rs ® shall submit offers and counter-offers objectively and as quickly

as possible. (Adopted 1/93, Amended 1/95)

• Standard of Practice 1-7

When acting as listing brokers, Real t o Rs ® shall continue to submit to the
seller/landlord all offers and counter-offers until closing or execution of

a lease unless the seller/landlord has waived this obligation in writing.

Rea l t o Rs ® shall not be obligated to continue to market the property

after an offer has been accepted by the seller/landlord. Real t o Rs ® shall
recommend that sellers/landlords obtain the advice of legal counsel

prior to acceptance of a subsequent offer except where the acceptance

is contingent on the termination of the pre-existing purchase contract or

lease. (Amended 1/93)

• Standard of Practice 1-8

Real t o Rs ®, acting as agents or brokers of buyers/tenants, shall submit to

buyers/tenants all offers and counter-offers until acceptance but have no

obligation to continue to show properties to their clients after an offer has
been accepted unless otherwise agreed in writing. Real t o Rs ®, acting as

agents or brokers of buyers/tenants, shall recommend that buyers/tenants

obtain the advice of legal counsel if there is a question as to whether a

pre-existing contract has been terminated. (Adopted 1/93, Amended 1/99)

• Standard of Practice 1-9

The obligation of Rea l t o Rs ® to preserve conÀdential information (as

deÀned by state law) provided by their clients in the course of any agency

relationship or non-agency relationship recognized by law continues after
termination of agency relationships or any non-agency relationships

recognized by law. Real t o Rs ® shall not knowingly, during or following the

termination of professional relationships with their clients:

1) reveal conÀdential information of clients; or
2) use conÀdential information of clients to the disadvantage of clients; or

3) use conÀdential information of clients for the Real t o R®’s advantage

or the advantage of third parties unless:

a) clients consent after full disclosure; or
b) Real t o Rs ® are required by court order; or

c) it is the intention of a client to commit a crime and the information

is necessary to prevent the crime; or

d) it is necessary to defend a Real t o R® or the Real t o R®’s employees or
associates against an accusation of wrongful conduct.

Information concerning latent material defects is not considered conÀdential

information under this Code of Ethics. (Adopted 1/93, Amended 1/01)

• Standard of Practice 1-10

Real t o Rs ® shall, consistent with the terms and conditions of their real
estate licensure and their property management agreement, competently

manage the property of clients with due regard for the rights, safety and

health of tenants and others lawfully on the premises. (Adopted 1/95,

Amended 1/00)

• Standard of Practice 1-11

Real t o Rs ® who are employed to maintain or manage a client’s property
shall exercise due diligence and make reasonable efforts to protect it

against reasonably foreseeable contingencies and losses. (Adopted 1/95)

• Standard of Practice 1-12

When entering into listing contracts, Real t o Rs ® must advise sellers/

landlords of:
1) the Re al t o R®’s company policies regarding cooperation and the

amount(s) of any compensation that will be offered to subagents,

buyer/tenant agents, and/or brokers acting in legally recognized

non-agency capacities;

2) the fact that buyer/tenant agents or brokers, even if compensated by

listing brokers, or by sellers/landlords may represent the interests of

buyers/tenants; and
3) any potential for listing brokers to act as disclosed dual agents, e.g.,

buyer/tenant agents. (Adopted 1/93, Renumbered 1/98, Amended 1/03)

• Standard of Practice 1-13

When entering into buyer/tenant agreements, Rea l t o Rs ® must advise

potential clients of:
1) the Real t o R®’s company policies regarding cooperation;

2) the amount of compensation to be paid by the client;

3) the potential for additional or offsetting compensation from other

brokers, from the seller or landlord, or from other parties;
4) any potential for the buyer/tenant representative to act as a disclosed

dual agent, e.g., listing broker, subagent, landlord’s agent, etc.; and

5) the possibility that sellers or sellers’ representatives may not

treat the existence, terms, or conditions of offers as conÀdential
unless confidentiality is required by law, regulation, or by any

conÀdentiality agreement between the parties. (Adopted 1/93,

Renumbered 1/98, Amended 1/06)

• Standard of Practice 1-14

Fees for preparing appraisals or other valuations shall not be contingent

upon the amount of the appraisal or valuation. (Adopted 1/02)

• Standard of Practice 1-15
Real t o Rs ®, in response to inquiries from buyers or cooperating brokers

shall, with the sellers’ approval, disclose the existence of offers on the

property. Where disclosure is authorized, Real t o Rs ® shall also disclose,

if asked, whether offers were obtained by the listing licensee, another
licensee in the listing Àrm, or by a cooperating broker. (Adopted 1/03,

Amended 1/09)

• Standard of Practice 1-16

Real t o Rs ® shall not access or use, or permit or enable others to access or

use, listed or managed property on terms or conditions other than those
authorized by the owner or seller. (Adopted 1/12)

Article 2
Real t o Rs ® shall avoid exaggeration, misrepresentation, or concealment

of pertinent facts relating to the property or the transaction. Real t o Rs ®

shall not, however, be obligated to discover latent defects in the property,

to advise on matters outside the scope of their real estate license, or

to disclose facts which are conÀdential under the scope of agency or

non-agency relationships as deÀned by state law. (Amended 1/00)

• Standard of Practice 2-1

Real t o Rs ® shall only be obligated to discover and disclose adverse factors
reasonably apparent to someone with expertise in those areas required

by their real estate licensing authority. Article 2 does not impose upon

the Real t o R® the obligation of expertise in other professional or technical

disciplines. (Amended 1/96)

• Standard of Practice 2-2
(Renumbered as Standard of Practice 1-12 1/98)

• Standard of Practice 2-3

(Renumbered as Standard of Practice 1-13 1/98)

• Standard of Practice 2-4

Real t o Rs ® shall not be parties to the naming of a false consideration

in any document, unless it be the naming of an obviously nominal

consideration.

• Standard of Practice 2-5
Factors defined as “non-material” by law or regulation or which are

expressly referenced in law or regulation as not being subject to disclosure

are considered not “pertinent” for purposes of Article 2. (Adopted 1/93)



Article 3
Real t o Rs ® shall cooperate with other brokers except when cooperation is
not in the client’s best interest. The obligation to cooperate does not include

the obligation to share commissions, fees, or to otherwise compensate

another broker. (Amended 1/95)

• Standard of Practice 3-1
Real t o Rs ®, acting as exclusive agents or brokers of sellers/ landlords,

establish the terms and conditions of offers to cooperate. Unless

expressly indicated in offers to cooperate, cooperating brokers may not

assume that the offer of cooperation includes an offer of compensation.
Terms of compensation, if any, shall be ascertained by cooperating

brokers before beginning efforts to accept the offer of cooperation.

(Amended 1/99)

• Standard of Practice 3-2
Any change in compensation offered for cooperative services must be

communicated to the other Real t o R® prior to the time that Real t o R®

submits an offer to purchase/lease the property. After a Real t o R® has

submitted an offer to purchase or lease property, the listing broker may
not attempt to unilaterally modify the offered compensation with respect

to that cooperative transaction. (Amended 1/14)

• Standard of Practice 3-3

Standard of Practice 3-2 does not preclude the listing broker and
cooperating broker from entering into an agreement to change

cooperative compensation. (Adopted 1/94)

• Standard of Practice 3-4

Real t o Rs ®, acting as listing brokers, have an afÀrmative obligation to
disclose the existence of dual or variable rate commission arrangements

(i.e., listings where one amount of commission is payable if the listing

broker’s Àrm is the procuring cause of sale/lease and a different amount

of commission is payable if the sale/lease results through the efforts of
the seller/landlord or a cooperating broker). The listing broker shall, as

soon as practical, disclose the existence of such arrangements to potential

cooperating brokers and shall, in response to inquiries from cooperating

brokers, disclose the differential that would result in a cooperative
transaction or in a sale/lease that results through the efforts of the seller/

landlord. If the cooperating broker is a buyer/tenant representative, the

buyer/tenant representative must disclose such information to their client

before the client makes an offer to purchase or lease. (Amended 1/02)

• Standard of Practice 3-5

It is the obligation of subagents to promptly disclose all pertinent facts

to the principal’s agent prior to as well as after a purchase or lease

agreement is executed. (Amended 1/93)

• Standard of Practice 3-6

Real t o Rs ® shall disclose the existence of accepted offers, including

offers with unresolved contingencies, to any broker seeking cooperation.

(Adopted 5/86, Amended 1/04)

• Standard of Practice 3-7

When seeking information from another Real t o R® concerning property

under a management or listing agreement, Rea l t o Rs ® shall disclose

their Real t o R® status and whether their interest is personal or on behalf
of a client and, if on behalf of a client, their relationship with the client.

(Amended 1/11)

• Standard of Practice 3-8

Rea l t o Rs ® shall not misrepresent the availability of access to show or
inspect a listed property. (Amended 11/87)

• Standard of Practice 3-9

Re a l t o Rs ® shall not provide access to listed property on terms

other than those established by the owner or the listing broker.

(Adopted 1/10)

• Standard of Practice 3-10
The duty to cooperate established in Article 3 relates to the obligation to

share information on listed property, and to make property available to

other brokers for showing to prospective purchasers/tenants when it is

in the best interests of sellers/landlords. (Adopted 1/11)

Article 4
Real t o Rs ® shall not acquire an interest in or buy or present offers from

themselves, any member of their immediate families, their Àrms or any

member thereof, or any entities in which they have any ownership interest,
any real property without making their true position known to the owner or

the owner’s agent or broker. In selling property they own, or in which they

have any interest, Real t o Rs ® shall reveal their ownership or interest in

writing to the purchaser or the purchaser’s representative. (Amended 1/00)

• Standard of Practice 4-1

For the protection of all parties, the disclosures required by Article 4

shall be in writing and provided by Real t o Rs ® prior to the signing of any

contract. (Adopted 2/86)

Article 5
Real t o Rs ® shall not undertake to provide professional services concerning

a property or its value where they have a present or contemplated interest

unless such interest is speciÀcally disclosed to all affected parties.

Article 6
Re a l t o Rs ® shall not accept any commission, rebate, or profit

on expenditures made for their client, without the client’s knowledge and

consent.

When recommending real estate products or services (e.g., homeowner’s

insurance, warranty programs, mortgage Ànancing, title insurance,

etc.), Real t o Rs ® shall disclose to the client or customer to whom the

recommendation is made any Ànancial beneÀts or fees, other than real
estate referral fees, the Real t o R® or Real t o R®’s Àrm may receive as a

direct result of such recommendation. (Amended 1/99)

• Standard of Practice 6-1

Real t o Rs ® shall not recommend or suggest to a client or a customer the
use of services of another organization or business entity in which they

have a direct interest without disclosing such interest at the time of the

recommendation or suggestion. (Amended 5/88)

Article 7
In a transaction, Real t o Rs ® shall not accept compensation from more than

one party, even if permitted by law, without disclosure to all parties and the

informed consent of the Real t o R®’s client or clients. (Amended 1/93)

Article 8
Re al t o Rs ® shall keep in a special account in an appropriate Ànancial

institution, separated from their own funds, monies coming into their

possession in trust for other persons, such as escrows, trust funds, clients’

monies, and other like items.

Article 9
Real t o Rs ®, for the protection of all parties, shall assure whenever possible

that all agreements related to real estate transactions including, but not

limited to, listing and representation agreements, purchase contracts, and
leases are in writing in clear and understandable language expressing the

speciÀc terms, conditions, obligations and commitments of the parties. A

copy of each agreement shall be furnished to each party to such agreements

upon their signing or initialing. (Amended 1/04)



• Standard of Practice 9-1

For the protection of all parties, Real t o Rs ® shall use reasonable care

to ensure that documents pertaining to the purchase, sale, or lease of
real estate are kept current through the use of written extensions or

amendments. (Amended 1/93)

• Standard of Practice 9-2

When assisting or enabling a client or customer in establishing a
contractual relationship (e.g., listing and representation agreements,

purchase agreements, leases, etc.) electronically, Real t o Rs ® shall make

reasonable efforts to explain the nature and disclose the speciÀc terms

of the contractual relationship being established prior to it being agreed
to by a contracting party. (Adopted 1/07)

Duties to the Public

Article 10
Re a l t o Rs ® shall not deny equal professional services to any person

for reasons of race, color, religion, sex, handicap, familial status,

national origin, sexual orientation, or gender identity. Rea l t o Rs ® shall not

be parties to any plan or agreement to discriminate against a person or
persons on the basis of race, color, religion, sex, handicap, familial status,

national origin, sexual orientation, or gender identity. (Amended 1/14)

Re a l t o Rs ®, in their real estate employment practices, shall not

discriminate against any person or persons on the basis of race,
color, religion, sex, handicap, familial status, national origin, sexual

orientation, or gender identity. (Amended 1/14)

• Standard of Practice 10-1

When involved in the sale or lease of a residence, Re a l t o Rs ®

shall not volunteer information regarding the racial, religious

or ethnic composition of any neighborhood nor shall they engage in

any activity which may result in panic selling, however, Real t o Rs ® may

provide other demographic information. (Adopted 1/94, Amended 1/06)

• Standard of Practice 10-2

When not involved in the sale or lease of a residence, Rea l t o Rs ® may

provide demographic information related to a property, transaction or

professional assignment to a party if such demographic information
is (a) deemed by the Re a l t o R® to be needed to assist with or

complete, in a manner consistent with Article 10, a real estate

transaction or professional assignment and (b) is obtained or derived

from a recognized, reliable, independent, and impartial source. The
source of such information and any additions, deletions, modiÀcations,

interpretations, or other changes shall be disclosed in reasonable detail.

(Adopted 1/05, Renumbered 1/06)

• Standard of Practice 10-3
Real t o Rs ® shall not print, display or circulate any statement or adver-

tisement with respect to selling or renting of a property that indicates

any preference, limitations or discrimination based on race, color,

religion, sex, handicap, familial status, national origin, sexual orienta-
tion, or gender identity. (Adopted 1/94, Renumbered 1/05 and 1/06,

Amended 1/14)

• Standard of Practice 10-4

As used in Article 10 “real estate employment practices” relates to
employees and independent contractors providing real estate-related

services and the administrative and clerical staff directly supporting those

individuals. (Adopted 1/00, Renumbered 1/05 and 1/06)

Article 11
The services which Real t o Rs ® provide to their clients and customers

shall conform to the standards of practice and competence which are

reasonably expected in the speciÀc real estate disciplines in which

they engage; speciÀcally, residential real estate brokerage, real property

management, commercial and industrial real estate brokerage, land
brokerage, real estate appraisal, real estate counseling, real estate

syndication, real estate auction, and international real estate.

Real t o Rs ® shall not undertake to provide specialized professional services

concerning a type of property or service that is outside their Àeld of
competence unless they engage the assistance of one who is competent

on such types of property or service, or unless the facts are fully disclosed

to the client. Any persons engaged to provide such assistance shall be so

identiÀed to the client and their contribution to the assignment should be
set forth. (Amended 1/10)

• Standard of Practice 11-1

When Real t o Rs ® prepare opinions of real property value or price they must:

1) be knowledgeable about the type of property being valued,
2) have access to the information and resources necessary to formulate

an accurate opinion, and

3) be familiar with the area where the subject property is located

unless lack of any of these is disclosed to the party requesting the opinion
in advance.

When an opinion of value or price is prepared other than in pursuit of a

listing or to assist a potential purchaser in formulating a purchase offer, the
opinion shall include the following unless the party requesting the opinion

requires a speciÀc type of report or different data set:

1) identiÀcation of the subject property

2) date prepared
3) deÀned value or price

4) limiting conditions, including statements of purpose(s) and intended

user(s)

5) any present or contemplated interest, including the possibility of
representing the seller/landlord or buyers/tenants

6) basis for the opinion, including applicable market data

7) if the opinion is not an appraisal, a statement to that effect

8) disclosure of whether and when a physical inspection of the property’s
exterior was conducted

9) disclosure of whether and when a physical inspection of the property’s

interior was conducted

10) disclosure of whether the Real t o R® has any conÁicts of interest
(Amended 1/14)

• Standard of Practice 11-2

The obligations of the Code of Ethics in respect of real estate disciplines

other than appraisal shall be interpreted and applied in accordance with
the standards of competence and practice which clients and the public

reasonably require to protect their rights and interests considering the

complexity of the transaction, the availability of expert assistance, and,

where the Real t o R® is an agent or subagent, the obligations of a Àduciary.
(Adopted 1/95)

• Standard of Practice 11-3

When Real t o Rs ® provide consultive services to clients which involve

advice or counsel for a fee (not a commission), such advice shall be
rendered in an objective manner and the fee shall not be contingent on

the substance of the advice or counsel given. If brokerage or transaction

services are to be provided in addition to consultive services, a separate

compensation may be paid with prior agreement between the client and
Real t o R®. (Adopted 1/96)

• Standard of Practice 11-4

The competency required by Article 11 relates to services contracted for

between Real t o Rs ® and their clients or customers; the duties expressly



imposed by the Code of Ethics; and the duties imposed by law or

regulation. (Adopted 1/02)

Article 12
Real t o Rs ® shall be honest and truthful in their real estate communications

and shall present a true picture in their advertising, marketing, and other

representations. Real t o Rs ® shall ensure that their status as real estate

professionals is readily apparent in their advertising, marketing, and other
representations, and that the recipients of all real estate communications

are, or have been, notiÀed that those communications are from a real estate

professional. (Amended 1/08)

• Standard of Practice 12-1
Real t o Rs ® may use the term “free” and similar terms in their advertising

and in other representations provided that all terms governing availability

of the offered product or service are clearly disclosed at the same time.

(Amended 1/97)

• Standard of Practice 12-2

Real t o Rs ® may represent their services as “free” or without cost even if

they expect to receive compensation from a source other than their client

provided that the potential for the Real t o R® to obtain a beneÀt from a third
party is clearly disclosed at the same time. (Amended 1/97)

• Standard of Practice 12-3

The offering of premiums, prizes, merchandise discounts or other

inducements to list, sell, purchase, or lease is not, in itself, unethical
even if receipt of the beneÀt is contingent on listing, selling, purchasing,

or leasing through the Real t o R® making the offer. However, Real t o Rs ®

must exercise care and candor in any such advertising or other public

or private representations so that any party interested in receiving or
otherwise beneÀting from the Real t o R®’s offer will have clear, thorough,

advance understanding of all the terms and conditions of the offer. The

offering of any inducements to do business is subject to the limitations

and restrictions of state law and the ethical obligations established by
any applicable Standard of Practice. (Amended 1/95)

• Standard of Practice 12-4

Real t o Rs ® shall not offer for sale/lease or advertise property without

authority. When acting as listing brokers or as subagents, Real t o Rs ®

shall not quote a price different from that agreed upon with the seller/

landlord. (Amended 1/93)

• Standard of Practice 12-5

Rea l t o Rs ® shall not advertise nor permit any person employed by or
afÀliated with them to advertise real estate services or listed property

in any medium (e.g., electronically, print, radio, television, etc.) without

disclosing the name of that Rea l t o R®’s Àrm in a reasonable and readily

apparent manner either in the advertisement or in electronic advertising
via a link to a display with all required disclosures. (Adopted 11/86,

Amended 1/16)

• Standard of Practice 12-6

Rea l t o Rs ®, when advertising unlisted real property for sale/lease in
which they have an ownership interest, shall disclose their status as

both owners/landlords and as Re a l t o Rs ® or real estate licensees.

(Amended 1/93)

• Standard of Practice 12-7
Only Real t o Rs ® who participated in the transaction as the listing broker or

cooperating broker (selling broker) may claim to have “sold” the property.

Prior to closing, a cooperating broker may post a “sold” sign only with

the consent of the listing broker. (Amended 1/96)

• Standard of Practice 12-8

The obligation to present a true picture in representations to the public

includes information presented, provided, or displayed on Real t o Rs ®’
websites. Rea l t o Rs ® shall use reasonable efforts to ensure that

information on their websites is current. When it becomes apparent that

information on a Real t o R®’s website is no longer current or accurate,

Rea l t o Rs ® shall promptly take corrective action. (Adopted 1/07)

• Standard of Practice 12-9

Rea l t o R® Àrm websites shall disclose the Àrm’s name and state(s) of

licensure in a reasonable and readily apparent manner.

Websites of Real t o Rs ® and non-member licensees afÀliated with a
Real t o R® Àrm shall disclose the Àrm’s name and that Real t o R®’s or

non-member licensee’s state(s) of licensure in a reasonable and readily

apparent manner. (Adopted 1/07)

• Standard of Practice 12-10
Real t o Rs ®’ obligation to present a true picture in their advertising and

representations to the public includes Internet content, images, and the

URLs and domain names they use, and prohibits Real t o Rs ® from:

1) engaging in deceptive or unauthorized framing of real estate brokerage
websites;

2) manipulating (e.g., presenting content developed by others) listing

and other content in any way that produces a deceptive or misleading

result;
3) deceptively using metatags, keywords or other devices/methods to

direct, drive, or divert Internet trafÀc; or

4) presenting content developed by others without either attribution or

without permission; or
5) otherwise misleading consumers, including use of misleading images.

(Adopted 1/07, Amended 1/18)

• Standard of Practice 12-11

Real t o Rs ® intending to share or sell consumer information gathered via
the Internet shall disclose that possibility in a reasonable and readily

apparent manner. (Adopted 1/07)

• Standard of Practice 12-12

Real t o Rs ® shall not:
1) use URLs or domain names that present less than a true picture, or

2) register URLs or domain names which, if used, would present less

than a true picture. (Adopted 1/08)

• Standard of Practice 12-13
The obligation to present a true picture in advertising, marketing, and

representations allows Real t o Rs ® to use and display only professional

designations, certiÀcations, and other credentials to which they are

legitimately entitled. (Adopted 1/08)

Article 13
Real t o Rs ® shall not engage in activities that constitute the unauthorized

practice of law and shall recommend that legal counsel be obtained when

the interest of any party to the transaction requires it.

Article 14
If charged with unethical practice or asked to present evidence or to

cooperate in any other way, in any professional standards proceeding or

investigation, Real t o Rs ® shall place all pertinent facts before the proper
tribunals of the Member Board or afÀliated institute, society, or council in

which membership is held and shall take no action to disrupt or obstruct

such processes. (Amended 1/99)



• Standard of Practice 14-1

Re a l t o Rs ® shall not be subject to disciplinary proceedings in

more than one Board of Rea l t o Rs ® or afÀliated institute, society,
or council in which they hold membership with respect to alleged

violations of the Code of Ethics relating to the same transaction

or event. (Amended 1/95)

• Standard of Practice 14-2
Real t o Rs ® shall not make any unauthorized disclosure or dissemination

of the allegations, Àndings, or decision developed in connection with an

ethics hearing or appeal or in connection with an arbitration hearing or

procedural review. (Amended 1/92)

• Standard of Practice 14-3

Real t o Rs ® shall not obstruct the Board’s investigative or professional

standards proceedings by instituting or threatening to institute actions for

libel, slander, or defamation against any party to a professional standards
proceeding or their witnesses based on the Àling of an arbitration request,

an ethics complaint, or testimony given before any tribunal. (Adopted

11/87, Amended 1/99)

• Standard of Practice 14-4
Real t o Rs ® shall not intentionally impede the Board’s investigative or

disciplinary proceedings by Àling multiple ethics complaints based on

the same event or transaction. (Adopted 11/88)

Duties to Rea l t o Rs ®

Article 15
Re al t o Rs ® shall not knowingly or recklessly make false or misleading

statements about other real estate professionals, their businesses, or
their business practices. (Amended 1/12)

• Standard of Practice 15-1

Rea l t o Rs ® shall not knowingly or recklessly Àle false or unfounded

ethics complaints. (Adopted 1/00)

• Standard of Practice 15-2

The obligation to refrain from making false or misleading statements

about other real estate professionals, their businesses, and their

business practices includes the duty to not knowingly or recklessly
publish, repeat, retransmit, or republish false or misleading statements

made by others. This duty applies whether false or misleading

statements are repeated in person, in writing, by technological means

(e.g., the Internet), or by any other means. (Adopted 1/07, Amended
1/12)

• Standard of Practice 15-3

The obligation to refrain from making false or misleading statements

about other real estate professionals, their businesses, and their
business practices includes the duty to publish a clariÀcation about or

to remove statements made by others on electronic media the Real t o R®

controls once the Real t o R® knows the statement is false or misleading.

(Adopted 1/10, Amended 1/12)

Article 16
Real t o Rs ® shall not engage in any practice or take any action inconsistent

with exclusive representation or exclusive brokerage relationship agreements

that other Real t o Rs ® have with clients. (Amended 1/04)

• Standard of Practice 16-1

Article 16 is not intended to prohibit aggressive or innovative

business practices which are otherwise ethical and does not prohibit

disagreements with other Real t o Rs ® involving commission, fees,

compensation or other forms of payment or expenses. (Adopted 1/93,

Amended 1/95)

• Standard of Practice 16-2
Article 16 does not preclude Real t o Rs ® from making general announcements

to prospects describing their services and the terms of their availability even

though some recipients may have entered into agency agreements or

other exclusive relationships with another Real t o R®. A general telephone
canvass, general mailing or distribution addressed to all prospects in a given

geographical area or in a given profession, business, club, or organization,

or other classiÀcation or group is deemed “general” for purposes of this

standard. (Amended 1/04)

Article 16 is intended to recognize as unethical two basic types

of solicitations:

First, telephone or personal solicitations of property owners who have

been identiÀed by a real estate sign, multiple listing compilation, or
other information service as having exclusively listed their property

with another Real t o R® and

Second, mail or other forms of written solicitations of prospects

whose properties are exclusively listed with another Real t o R® when
such solicitations are not part of a general mailing but are directed

speciÀcally to property owners identiÀed through compilations of

current listings, “for sale” or “for rent” signs, or other sources of

information required by Article 3 and Multiple Listing Service rules to
be made available to other Rea l t o Rs ® under offers of subagency or

cooperation. (Amended 1/04)

• Standard of Practice 16-3

Article 16 does not preclude Real t o Rs ® from contacting the client of
another broker for the purpose of offering to provide, or entering into a

contract to provide, a different type of real estate service unrelated to

the type of service currently being provided (e.g., property management

as opposed to brokerage) or from offering the same type of service for
property not subject to other brokers’ exclusive agreements. However,

information received through a Multiple Listing Service or any other offer

of cooperation may not be used to target clients of other Real t o Rs ® to

whom such offers to provide services may be made. (Amended 1/04)

• Standard of Practice 16-4

Rea l t o Rs ® shall not solicit a listing which is currently listed exclusively

with another broker. However, if the listing broker, when asked by

the Rea l t o R®, refuses to disclose the expiration date and nature
of such listing, i.e., an exclusive right to sell, an exclusive agency,

open listing, or other form of contractual agreement between the

listing broker and the client, the Rea l t o R® may contact the owner to

secure such information and may discuss the terms upon which the
Rea l t o R® might take a future listing or, alternatively, may take a listing

to become effective upon expiration of any existing exclusive listing.

(Amended 1/94)

• Standard of Practice 16-5
Re a l t o Rs ® shall not solicit buyer/tenant agreements from buyers/

tenants who are subject to exclusive buyer/tenant agreements.

However, if asked by a Rea l t o R®, the broker refuses to disclose the

expiration date of the exclusive buyer/tenant agreement, the Real t o R®

may contact the buyer/tenant to secure such information and may

discuss the terms upon which the Re al t o R® might enter into a future

buyer/tenant agreement or, alternatively, may enter into a buyer/tenant

agreement to become effective upon the expiration of any existing
exclusive buyer/tenant agreement. (Adopted 1/94, Amended 1/98)



• Standard of Practice 16-6

When Real t o Rs ® are contacted by the client of another Real t o R® regarding

the creation of an exclusive relationship to provide the same type of service,
and Real t o Rs ® have not directly or indirectly initiated such discussions, they

may discuss the terms upon which they might enter into a future agreement

or, alternatively, may enter into an agreement which becomes effective upon

expiration of any existing exclusive agreement. (Amended 1/98)

• Standard of Practice 16-7

The fact that a prospect has retained a Re a l t o R® as an exclusive

representative or exclusive broker in one or more past transactions

does not preclude other Real t o Rs ® from seeking such prospect’s future
business. (Amended 1/04)

• Standard of Practice 16-8

The fact that an exclusive agreement has been entered into with a

Real t o R® shall not preclude or inhibit any other Rea l t o R® from entering
into a similar agreement after the expiration of the prior agreement.

(Amended 1/98)

• Standard of Practice 16-9

Real t o Rs ®, prior to entering into a representation agreement, have an
afÀrmative obligation to make reasonable efforts to determine whether

the prospect is subject to a current, valid exclusive agreement to provide

the same type of real estate service. (Amended 1/04)

• Standard of Practice 16-10
Real t o Rs ®, acting as buyer or tenant representatives or brokers, shall

disclose that relationship to the seller/landlord’s representative or broker

at Àrst contact and shall provide written conÀrmation of that disclosure

to the seller/landlord’s representative or broker not later than execution
of a purchase agreement or lease. (Amended 1/04)

• Standard of Practice 16-11

On unlisted property, Real t o Rs ® acting as buyer/tenant representatives

or brokers shall disclose that relationship to the seller/landlord at Àrst
contact for that buyer/tenant and shall provide written conÀrmation of such

disclosure to the seller/landlord not later than execution of any purchase

or lease agreement. (Amended 1/04)

Real t o Rs ® shall make any request for anticipated compensation from the
seller/landlord at Àrst contact. (Amended 1/98)

• Standard of Practice 16-12

Re al t o Rs ®, acting as representatives or brokers of sellers/landlords or

as subagents of listing brokers, shall disclose that relationship to buyers/
tenants as soon as practicable and shall provide written conÀrmation

of such disclosure to buyers/tenants not later than execution of any

purchase or lease agreement. (Amended 1/04)

• Standard of Practice 16-13
All dealings concerning property exclusively listed, or with buyer/tenants

who are subject to an exclusive agreement shall be carried on with the

client’s representative or broker, and not with the client, except with the

consent of the client’s representative or broker or except where such
dealings are initiated by the client.

Before providing substantive services (such as writing a purchase offer

or presenting a CMA) to prospects, Rea l t o Rs ® shall ask prospects

whether they are a party to any exclusive representation agreement.
Real t o Rs ® shall not knowingly provide substantive services concerning

a prospective transaction to prospects who are parties to exclusive

representation agreements, except with the consent of the prospects’

exclusive representatives or at the direction of prospects. (Adopted 1/93,
Amended 1/04)

• Standard of Practice 16-14

Real t o Rs ® are free to enter into contractual relationships or to negotiate

with sellers/landlords, buyers/tenants or others who are not subject to an
exclusive agreement but shall not knowingly obligate them to pay more

than one commission except with their informed consent. (Amended 1/98)

• Standard of Practice 16-15

In cooperative transactions Real t o Rs ® shall compensate cooperating
Real t o Rs ® (principal brokers) and shall not compensate nor offer

to compensate, directly or indirectly, any of the sales licensees employed

by or afÀliated with other Real t o Rs ® without the prior express knowledge

and consent of the cooperating broker.

• Standard of Practice 16-16

Real t o Rs ®, acting as subagents or buyer/tenant representatives or brokers,

shall not use the terms of an offer to purchase/lease to attempt to modify

the listing broker’s offer of compensation to subagents or buyer/tenant
representatives or brokers nor make the submission of an executed offer

to purchase/lease contingent on the listing broker’s agreement to modify

the offer of compensation. (Amended 1/04)

• Standard of Practice 16-17
Real t o Rs ®, acting as subagents or as buyer/tenant representatives or

brokers, shall not attempt to extend a listing broker’s offer of cooperation

and/or compensation to other brokers without the consent of the listing

broker. (Amended 1/04)

• Standard of Practice 16-18

Real t o Rs ® shall not use information obtained from listing brokers through

offers to cooperate made through multiple listing services or through other

offers of cooperation to refer listing brokers’ clients to other brokers or to
create buyer/tenant relationships with listing brokers’ clients, unless such

use is authorized by listing brokers. (Amended 1/02)

• Standard of Practice 16-19

Signs giving notice of property for sale, rent, lease, or exchange shall not
be placed on property without consent of the seller/landlord. (Amended

1/93)

• Standard of Practice 16-20

Rea l t o Rs ®, prior to or after their relationship with their current Àrm
is terminated, shall not induce clients of their current Àrm to cancel

exclusive contractual agreements between the client and that Àrm.

This does not preclude Real t o Rs ® (principals) from establishing

agreements with their associated licensees governing assignability
of exclusive agreements. (Adopted 1/98, Amended 1/10)

Article 17
In the event of contractual disputes or speciÀc non-contractual disputes

as deÀned in Standard of Practice 17-4 between Real t o Rs ® (principals)
associated with different Àrms, arising out of their relationship as Real t o Rs ®,

the Real t o Rs ® shall mediate the dispute if the Board requires its members to

mediate. If the dispute is not resolved through mediation, or if mediation is

not required, Real t o Rs ® shall submit the dispute to arbitration in accordance
with the policies of the Board rather than litigate the matter.

In the event clients of Real t o Rs ® wish to mediate or arbitrate contractual

disputes arising out of real estate transactions, Rea l t o Rs ® shall mediate

or arbitrate those disputes in accordance with the policies of the Board,
provided the clients agree to be bound by any resulting agreement or

award.

The obligation to participate in mediation and arbitration contemplated by

this Article includes the obligation of Rea l t o Rs ® (principals) to cause their
Àrms to mediate and arbitrate and be bound by any resulting agreement

or award. (Amended 1/12)



• Standard of Practice 17-1
The Àling of litigation and refusal to withdraw from it by Real t o Rs ® in an

arbitrable matter constitutes a refusal to arbitrate. (Adopted 2/86)

• Standard of Practice 17-2

Article 17 does not require Real t o Rs ® to mediate in those circumstances
when all parties to the dispute advise the Board in writing that they

choose not to mediate through the Board’s facilities. The fact that all

parties decline to participate in mediation does not relieve Real t o Rs ®

of the duty to arbitrate.

Article 17 does not require Real t o Rs ® to arbitrate in those circumstances

when all parties to the dispute advise the Board in writing that they choose

not to arbitrate before the Board. (Amended 1/12)

• Standard of Practice 17-3

Real t o Rs ®, when acting solely as principals in a real estate transaction, are

not obligated to arbitrate disputes with other Real t o Rs ® absent a speciÀc

written agreement to the contrary. (Adopted 1/96)

• Standard of Practice 17-4

SpeciÀc non-contractual disputes that are subject to arbitration pursuant

to Article 17 are:

1) Where a listing broker has compensated a cooperating broker
and another cooperating broker subsequently claims to be the

procuring cause of the sale or lease. In such cases the complainant

may name the Àrst cooperating broker as respondent and arbitration

may proceed without the listing broker being named as a respondent.
When arbitration occurs between two (or more) cooperating brokers

and where the listing broker is not a party, the amount in dispute and

the amount of any potential resulting award is limited to the amount

paid to the respondent by the listing broker and any amount credited
or paid to a party to the transaction at the direction of the respondent.

Alternatively, if the complaint is brought against the listing broker, the

listing broker may name the Àrst cooperating broker as a third-party

respondent. In either instance the decision of the hearing panel as
to procuring cause shall be conclusive with respect to all current or

subsequent claims of the parties for compensation arising out of the

underlying cooperative transaction. (Adopted 1/97, Amended 1/07)

2) Where a buyer or tenant representative is compensated by the seller
or landlord, and not by the listing broker, and the listing broker, as a

result, reduces the commission owed by the seller or landlord and,

subsequent to such actions, another cooperating broker claims to be

the procuring cause of sale or lease. In such cases the complainant
may name the Àrst cooperating broker as respondent and arbitration

may proceed without the listing broker being named as a respondent.

When arbitration occurs between two (or more) cooperating brokers

and where the listing broker is not a party, the amount in dispute and
the amount of any potential resulting award is limited to the amount paid

to the respondent by the seller or landlord and any amount credited

or paid to a party to the transaction at the direction of the respondent.

Alternatively, if the complaint is brought against the listing broker, the
listing broker may name the Àrst cooperating broker as a third-party

respondent. In either instance the decision of the hearing panel as

to procuring cause shall be conclusive with respect to all current or

subsequent claims of the parties for compensation arising out of the
underlying cooperative transaction. (Adopted 1/97, Amended 1/07)

3) Where a buyer or tenant representative is compensated by the buyer
or tenant and, as a result, the listing broker reduces the commission

owed by the seller or landlord and, subsequent to such actions,

another cooperating broker claims to be the procuring cause of sale or

lease. In such cases the complainant may name the Àrst cooperating
broker as respondent and arbitration may proceed without the listing

broker being named as a respondent. Alternatively, if the complaint

is brought against the listing broker, the listing broker may name

the Àrst cooperating broker as a third-party respondent. In either
instance the decision of the hearing panel as to procuring cause shall

be conclusive with respect to all current or subsequent claims of the

parties for compensation arising out of the underlying cooperative

transaction. (Adopted 1/97)

4) Where two or more listing brokers claim entitlement to compensation

pursuant to open listings with a seller or landlord who agrees to

participate in arbitration (or who requests arbitration) and who

agrees to be bound by the decision. In cases where one of the
listing brokers has been compensated by the seller or landlord, the

other listing broker, as complainant, may name the Àrst listing broker

as respondent and arbitration may proceed between the brokers.

(Adopted 1/97)

5) Where a buyer or tenant representative is compensated by the seller

or landlord, and not by the listing broker, and the listing broker, as a

result, reduces the commission owed by the seller or landlord and,

subsequent to such actions, claims to be the procuring cause of sale
or lease. In such cases arbitration shall be between the listing broker

and the buyer or tenant representative and the amount in dispute is

limited to the amount of the reduction of commission to which the listing

broker agreed. (Adopted 1/05)

• Standard of Practice 17-5

The obligation to arbitrate established in Article 17 includes disputes

between Real t o Rs ® (principals) in different states in instances where,

absent an established inter-association arbitration agreement, the
Rea l t o R® (principal) requesting arbitration agrees to submit to the

jurisdiction of, travel to, participate in, and be bound by any resulting

award rendered in arbitration conducted by the respondent(s) Real t o R®’s

association, in instances where the respondent(s) Real t o R®’s association
determines that an arbitrable issue exists. (Adopted 1/07)

Explanatory Notes
The reader should be aware of the following policies which have been
approved by the Board of Directors of the National Association:

In Àling a charge of an alleged violation of the Code of Ethics by a Real t o R®,
the charge must read as an alleged violation of one or more Articles of

the Code. Standards of Practice may be cited in support of the charge.

The Standards of Practice serve to clarify the ethical obligations imposed

by the various Articles and supplement, and do not substitute for, the Case

Interpretations in Interpretations of the Code of Ethics.

ModiÀcations to existing Standards of Practice and additional new
Standards of Practice are approved from time to time. Readers are

cautioned to ensure that the most recent publications are utilized.
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Property Management 
 

 

Presented By: Eileen Scates 

  



REALTORS® and Property Management 
 

Key points you should know before getting into Property Management: 
• It is NOT for the weak 
• Can NOT be done on the side or part-time (it’s not just about collecting rent) 
• VERY IMPORTANT – if your Broker does not allow or does not approve of you doing 

property management DON'T do it – you may risk E&O cancellation 
• Do not create your own lease.  There is a fill-in lease in FormSimplicity and 

Transaction Desk, but a true property manager wouldn’t recommend anything not 
drafted by an attorney that specializes in Property Management and Leasing 

 

What you wish you were knew about Property Management:  
• Get a good accountant and have systems in place 
• 1099's are required to be sent out annually to both vendors and landlords 
• Importance of the inspections – these are not marketing photos – these are in 

courthouse/dispute photos and reports 
• Security deposit claims – must be dealt with accordingly and timely  

o 15 days if no claim  
o 30 days if a claim (use certified mail) 

• Holding the security deposits must be in a separate Florida bank account with monthly 
reconciliations  

 

What to do when you don’t want to or can’t do Property Management: 
• Build a relationship with your local property managers 
• Refer tenants and owners  
• Work with a property manager that you like and trust to help you with your investors 
• Majority of property manager’s do not handle real estate or they will refer the 

owner/client back to you if they decide to buy or sell 
 

Do you have to be a real estate agent to be a property manager? 
YES. Key components of property management (renting and leasing) are considered a real 
estate activity under existing Florida real estate licensing laws. A property manager needs a 
broker license if he or she is paid by commission, and is handling rentals and leases for others. 
 

RALSC Property Management Committee 
The purpose of the Property Management Committee is to provide the property management 
members and opportunity to meet and discuss issues and matters that affect their business.  
The Committee also provides mechanics for input to the Board regarding the development of 
programs, products and services as it relates to the property managers.  This is also a vehicle to 
educate members about the value of working with property managers. 
 

If you’re interested in Property Management – We have a Property Management Committee 
that meets here 2nd Wednesday every other month 

 RALSC Property Management Committee 
 

NARPM (National Association of Residential Property Managers) 
NARPM to Property Management is like RALSC to Realtors® … it steps up your game and 
you’re surrounded by like-minded top level professionals.  NARPM also has business 
networking meetings, conferences, trade shows and education that pertains strictly to the 
property management field.  It has same requirements such as code of ethics and minimal 
training/educational courses. 

 NARPM Orlando/Central Florida Chapter 
 
Eileen Scates  Scates Realty & Investment Properties, Inc.   352-404-8960 



 

 

 

Commercial Real Estate 
 

 

Presented By: Danny Smith 



Commercial Orientation Outline 

By Danny Smith ALC, CCIM 

Danny Smith along with his wife Billie Faye Smith own and manage Smith & Smith 

Realty in Wildwood.  

As a Florida Native, Danny moved to Wildwood at the age of 12; when his Dad

became the Pastor of the First Baptist Church. 35 years later he is still an active

member of the Church, Chamber of Commerce and served as the 2013 President

for the Realtors Association of Lake and Sumter Counties.  

Danny’s background is in the land business as a vegetable farmer along with

managing a hay and seed operation.

Danny is now in the profession of Commercial Real Estate. He has earned the

Designations of an (ALC) Accredited Land Consultant and a (CCIM) Certified 

Commercial Investment Member. These are the highest level of certifications that 

can be achieved in the Land and Commercial Real Estate Business. 

The education from these along with his experience has given him the ability

to understand and translate the many moving parts of complicated 

transactions.  

Danny was named by REALTORS® Land Institute (RLI)  – “The 2012 Land Realtor of America” and by 
Central Florida Commercial Association of Realtors as “2013 #1 Top Producer for Land Sales”, “2014 

Deal of the Year” in 2015 Danny was awarded the “Commercial Realtor Achievement” Award by the 
Florida Realtors®.  Danny was also the Realtors Association of Lake & Sumter Counties 2017 
Realtor(R) of the Year.



OBJECTIVES 

To recognize and distinguish between a commercial transaction and a residential transaction 

1. To understand the basic premises of the license law which licenses the brokerage of

commercial real estate

Same statute applies to all licensees, however do not work outside of your expertise – be careful as you 

don’t know what you don’t know. 

An attorney is used to a greater degree in a commercial transaction and the importance of reliance on 

an attorney skilled in commercial real estate is critical.   

Also the critical nature of the reliability of information passed from seller to buyer, ie, leases, cash flows, 

true operating expenses, variable and fixed, need to be strongly emphasized in any commercial course.   

2. To understand the contents of commercial & land contracts & agreements- lease or purchase
Contract to closing times are completely different. Residential 6 weeks is long,

Due Diligence, the time needed for inspections and research; a Commercial Deal is 6 months

and a Commercial Land Deal is a year.

I. Commercial Real Estate Agreements 
i. Commercial exclusive  listing agreements

1. Exclusive
2. Non Exclusive
3. Open Listings (not all agents are Realtors)

ii. Preliminary Agreements
1. Letters of Intent to Purchase (LOI)
2. Confidentiality Agreements & Non Disclosures Agreements
3. Buyer Registration Agreement

iii. Commercial & Land Purchase Contract
1. Florida Realtors standard form preparation (if the form or contract  is

not in “formsimplicity” you need an Attorney to prepare it)
2. Addendums and Extensions
3. Understanding Legal Descriptions
4. Options, 1st Rights of Refusal, Take Downs, 1031

iv. Commercial Right to Lease and Lease  Agreements
1. You can do a fill in the blank Lease. That’s it.
2. You can’t legally write or amend a lease
3. Common requirements between buyer and seller

a. Sales Tax on the Rent
b. Rent Roll
c. Income statement
d. Square Footage usage; (how is it measured- price quote)
e. Tax payments, Insurance, CAM. (NNN)
f. Assignments & Sub lease



3. To understand and apply compensation contract concerns in daily practice
Unless it is in MLS with a promised co-brokerage fee you will need to get real clear who is paying you. 

i. MLS inclusion
1. MLS rules

ii. Commercial Exchanges
iii. Individual agreements and buyer registration forms
iv. Broker Lien Law

1. Requirements to implement
Lien on proceeds, not on title:  Section 475.703(5), Florida Statutes, states that a broker must disclose to 
the owner at or before the time the owner executes the brokerage agreement that this law creates lien 
rights for a commission earned by the broker. The statute also states "a broker may not enforce a lien 
under this part for a commission earned under a brokerage agreement for which the disclosure required 
by this subsection was not made." The second part of the commercial lien law gives a broker a lien upon 
the owner’s interest in commercial real estate for commission if the landlord is obligated to pay the 
commission pursuant to a "brokerage agreement" as defined by law. The lien belongs only to the broker 
and not to an employee or independent contractor of the broker. Furthermore, the lien for commission 
arising under the law cannot be assigned and may not be enforced by a person other than the 
broker. The commercial lien law does not apply to an agreement between a broker and a buyer for 
compensation of services. 

4. To understand the disclosure requirements in a commercial transaction

Concept of agency “Buyer Beware and Fiduciary Duty” vs “Full Disclosure” 

i. Agency
1. Listing Contracts; Brokerage Relationship. “who is the Broker”

Some will have check boxes for –single, transaction, transition,
nonrepresentation. Others will have it spelled out in a section in the
contract. The vacant land contract has one sentence that states acts as a
transaction broker unless a different relationship is established in
writing. Commercial listing agreement states that broker agrees to
represent the owner.

2. Sale & Purchase contracts; Commercial Contract it will ask Broker
Agency.

ii. Property Condition Disclosure requirements for a commercial transaction.
1. In F.S. §475.278, real estate brokers and salespersons duties include

“disclosing all known facts that materially affect the value of residential
real property and are not readily observable to the buyer.” However,
subsection (5)(a):  The problem is that there has been no bright line
between commercial and residential property provided by the courts
for guidance. (4 units or less, vacant land to be used for 4 units or less or
Ag land less than 10 acres.)

2. The Return of the Pink Panther or Johnson v. Davis, Redux.  Whildne S.
Parker, Florida Law Journal., June 2004, pg. 29

a. http://www.floridabar.org/divcom/jn/jnjournal01.nsf/Author/F
D08928265E274B485256EA100516605

http://www.floridabar.org/divcom/jn/jnjournal01.nsf/Author/FD08928265E274B485256EA100516605
http://www.floridabar.org/divcom/jn/jnjournal01.nsf/Author/FD08928265E274B485256EA100516605


iii. ADA compliance
1. http://www.ada.gov/regs2010/smallbusiness/smallbusprimer2010.htm

#compliance
2. http://www.realtor.org/field-guides/field-guide-to-complying-with-the-

americans-with-disabilities-act-ada
iv. Inspections

1. Environmental Audit to Hazardous Material Studies.
2. You need to know what Inspection to have done – Hire the right team

Commercial Information Exchange meets at RALSC @ 8:30 am on the 2nd Wednesday of each month 

 

 Don’t Fake it – Partner with a Pro and learn what you don’t know – ALC (RLI), CCIM, CPM (IREM), SIOR 

http://www.ada.gov/regs2010/smallbusiness/smallbusprimer2010.htm#compliance
http://www.ada.gov/regs2010/smallbusiness/smallbusprimer2010.htm#compliance
http://www.realtor.org/field-guides/field-guide-to-complying-with-the-americans-with-disabilities-act-ada
http://www.realtor.org/field-guides/field-guide-to-complying-with-the-americans-with-disabilities-act-ada


 

 

 

 

 

 

 

 

 



Invest in Yourself
To help you enhance your professional skills and stay ahead of the competition, the NATIONAL ASSOCIATION OF 
REALTORS® and its Institutes, Societies and Councils offer a wide array of educational resources.

Earn Official NAR Designations and Certifications
Become more valuable. Develop your skill sets and show prospects and clients that you have the specialized expertise to 
navigate the current marketplace. By earning any of the following official designations and certifications you can as much 
as double your income. Many designations and certifications are available in-classroom or online through REALTOR® 
University’s School of Professional Development and Continuing Education.

Add designations, increase your income. REALTORS® who earn professional designations have a distinct competitive edge as a 
result of their increased expertise and marketability. Based on 2013 NAR survey data, the median income of REALTORS® without 
a designation was $33,500 and the median income of those with at least one designation was $61,100: a difference of $27,600.

Build Your Skills
NAR Designations allow you to: add prestige to enhance your professional image • learn best practices • gain new 
expertise • acquire specialized knowledge • increase your value, marketability, proficiency and productivity

NATIONAL ASSOCIATION OF REALTORS® 

Education & Resources Guide

NAR Designations
Accredited Buyer’s Representative (REBAC)
The benchmark of excellence in buyer representation.  
This coveted designation provides the expertise you 
need for the edge in serving today’s home buyers.  
Access member-only benefits to stay on top of your 
buyer representation business.
800-648-6224 www.REBAC.net

Certified Residential Specialist
(Council of Residential Specialists)
Earning the prestigious CRS designation is just the 
beginning of a career-long, learning journey you 
will take as a member of an elite network of highly-
qualified, residential agents.
800-462-8841 www.CRS.com

Accredited Land Consultant  
(REALTORS® Land Institute)
The most trusted, knowledgeable and highest-
performing experts in all segments of land.
800-441-5263 www.RLILand.com

Counselor of Real Estate
(The Counselors of Real Estate)
The designation for only the most experienced and 
trusted advisors in real estate.
312-329-8427 www.CRE.org

Certified Commercial Investment Member
(CCIM Institute)
Commercial investment real estate experts 
demonstrating unparalleled financial analysis skills.
800-621-7027 www.CCIM.com

General Accredited Appraiser (NAR)
Signifies advanced education and experience in 
commercial, industrial and residential property valuation.
800-874-6500, ext. 8268 
www.REALTOR.org/appraisal

Certified International Property Specialist (NAR)
Ensures agents’ success in servicing international clients 
in their local community.
800-874-6500, ext. 8369 
www.REALTOR.org/global

Graduate, REALTOR® Institute (NAR)
The Cornerstone of REALTOR® Education. Gain 
in-depth knowledge on legal and regulatory issues, 
technology, sales process and professional standards. 
800-874-6500, ext. 8264 
www.REALTOR.org/GRI

Certified ProPerty Manager®
(Institute of Real Estate Management)
The premier real estate management credential for 
property and asset managers.
800-837-0706 www.IREM.org

NAR’s Green Designation (Green REsource Council)
This residential-focused program offers specific themes, 
ranging from sustainability, green building science and 
business applications.
800-498-9422 www.GreenREsourceCouncil.org

Certified Real Estate Brokerage Manager
(Council of Real Estate Brokerage Managers)
“THE SOURCE” for real estate business management 
and leadership solutions.
800-621-8738 www.CRB.com

Performance Management Network
(Women’s Council of REALTORS®)
The REALTOR® designation that combines today’s  
real-world skills with WCR’s powerful nationwide 
referral network.
800-245-8512 www.WCR.org

  Course leading to NAR designations and certifications available online at REALTOR® University 
School of Professional Development and Continuing Education. 
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REALTOR.org/Store Publications and Products — Another Great Way to Learn
NAR has more IN STORE to help you boost your business. At the REALTOR® Store, NAR is constantly adding new 
products, offering great discounts and watching the marketplace for the products you need to succeed in your business. 
Resources include programs and products like:

•  Customized print on-demand brochures •  Social media guides •  Home buying and selling guides
•  Market-driven tools and research •  Staging DVDs •  And more!

www.REALTOR.org/StoreResources 

Visit today and get a 10% discount on your order when you use code 10OFFR. Use the discount to purchase the  

NAR Certifications

At Home with Diversity®
An educational experience designed to present 
a picture of the changing face of the real estate 
industry.
800-874-6500, ext. 8393 
www.REALTOR.org/ahwd

Military Relocation Professional  
The MRP certification gives you the education to 
work with military and veteran service members 
to best suit their needs and take full advantage of 
military benefits and support.
888-648-8321
www.MilitaryRelocationPro.org

Broker Price Opinion Resource
With the changing real estate landscape and the 
increased use of broker price opinions (BPOs) by 
market participants, the BPOR certification provides 
REALTORS® with knowledge and skills to reduce risk, 
increase opportunities and create professional BPOs.
855-640-8863 www.bpor.org

Resort & Second-Home Property Specialist
NAR’s advanced education-based certification 
designed for resort and second-home professionals.
800-874-6500, ext. 8268
www.REALTOR.org/resort

e-PRO®
The e-PRO® certification teaches you the latest social 
media technologies to create an online presence vital 
to reaching today’s hyper-connected consumers.
877-397-3132 www.ePRONAR.com

Short Sales & Foreclosure Resource
The SFR® certification gives you a framework for 
understanding how to direct distressed sellers to 
finance, qualify sellers for short sales, negotiate with 
lenders, tap into buyer demand and safeguard your 
commission.
877-510-7855 www.realtorSFR.org

NAR Designations (continued)
Residential Accredited Appraiser (NAR)
Signifies advanced education and experience in analysis 
and valuation of residential property.
800-874-6500, ext. 8268 
www.REALTOR.org/appraisal

Seniors Real Estate Specialist® (SRES® Council)
Educates REALTORS® to profitably and ethically  
serve the real estate needs of the fastest-growing market 
in real estate, clients age 50+.
800-500-4564 www.seniorsrealestate.com

REALTOR® association Certified Executive (NAR)
Exclusive designation for AEs or any REALTOR® 
association staff with drive, experience and 
commitment to professional growth.
800-874-6500, ext. 8545 
www.REALTOR.org/RCE

Society of Industrial and Office REALTORS® (SIOR)
The most knowledgeable, experienced and successful 
industrial and office specialists.
202-449-8222 www.SIOR.com

NAR’s Online Education Destination Has Expanded! 
At REALTOR® University, we’ve created a lifetime of learning opportunities to keep 
you at the forefront of what’s next, and build your business. Whether you want to earn 
a NATIONAL ASSOCIATION OF REALTORS®’ Designation or Certification from 
the School of Professional Development and Continuing Education, or a Master of 
Real Estate degree, REALTOR® University can help take your career to the next level. 
Our online courses and programs cover a broad range of topics, so you can focus on 
what makes sense for your market, and your interests. 

  Course leading to NAR designations and certifications available online at REALTOR® University.
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The rules governing use of REALTOR®, REALTORS® and
REALTOR®-ASSOCIATE on the Internet are those
governing use of the REALTOR® marks elsewhere with
two exceptions. The marks still must be used to identify a
member, so in domain names, user names, group names
on social media sites, and e-mail addresses they must be
used with the member’s name (e.g., johndoerealtor.com
or realtorjohndoe.com) or with a member’s firm name
(e.g., xyzcompanyrealtors.com). The REALTOR® marks
may not be used with descriptive words or phrases,
including geographically descriptive terms (e.g.,
professionalrealtor.com or chicagorealtor.com). The
two exceptions both reflect the special circumstances
of the Internet and particularly domain names.

• The member’s name or firm name does not need
to be separated from the term REALTOR® with
punctuation since most punctuation can not be
used in domain names.

• The requirements to use capitalization and the
trademark symbol with the term REALTOR® are
relaxed since such formalities either can not be or
are not normally observed in domain names.

The REALTOR® logo is comprised of three components:
the block, the “R” within the block and the term
REALTOR®below the block. It has been designed to take
advantage of certain size and contrast relationships
among its components. Downloadable files of the official
logo are available online at:www.NAR.realtor/logos.

• Always display the logo in its correct form.The
proper dimensions of the logo are represented by
superimposing the logo on a grid:

• When the logo appears alone on a window decal,
etc., without other wording, allow margins:

• Allow blank space of at least one half the width of the
block “R” logo (no text may be nearer than this) when
using the logo on letterhead, signs, etc.:

• Use a logo that is large enough so that all the
parts – the block “R,” the term REALTOR®, and the
symbol “®” – can be seen and read clearly:

• Don’t outline or frame the logo or parts of the logo:

• Don’t redraw, change the size or letter type of portions
of the logo:

• Don’t combine with other symbols or words:

• When used on a dark background, be sure to
reverse all components of the logo. NOTE:The dark
background color should show through the “R”:

• The REALTOR® logo must never be distorted or
altered.

• Don’t eliminate any of the parts of the logo such
as the term REALTOR®:• Use a sharply-contrasting single color for the logo.

You may use REALTOR® Gold (Pantone 871)
for the “R” and REALTOR®Blue (Pantone 293) for the
block and term REALTOR®. These are the “official”
colors for the logo. When printing the logo in one
color, PMS 293 blue or black is strongly encouraged.

©2017 NATIONALASSOCIATION OF REALTORS® Item #126-181
All rights reserved. (05/17 OMG)

A Trademark
Pocket
Reference
for Members



• The terms REALTOR®, REALTORS® and REALTOR-
ASSOCIATE® and the Block “R” Logo are collective
membership marks.The terms do not describe the
jobs real estate licensees perform.

• Never use descriptive words (e.g., commercial, Illinois,
full-time professional, local) to modify the term
REALTOR®,REALTORS® or REALTOR-ASSOCIATE®

because such terms encourage an incorrect
contextual meaning for the terms.

• When you are asked what you do for a living,
describe your profession before you use the term
REALTOR® to indicate you are also a member
of a local board and committed to a strict Code
of Ethics.

For example, say,“I am a real estate broker and also
a REALTOR®.”

• Distinguish words that describe jobs or lines of
business such as “builder” or “insurance” from the
marks.

For example, use“INSURER,REAL ESTATEAGENT,
BUILDER” not “INSURER,REALTOR®,BUILDER.”

• Use the marks only when talking about your
membership in the local board, state association
or NAR.

Follow this rule: If the word “member” cannot
logically be substituted for the term REALTOR®,
then the term REALTOR® should not be used.
Instead, use a descriptive phrase like “real estate
agent.”

Trademarks are valuable tools.They help us
distinguish among products, services, and even
people.When we ask for a Pepsi® brand soft drink,
we won’t get a Coke®. Similarly, when the public asks
for a REALTOR® or sees the Block “R” Logo, we
want them to know that they are getting more than
a real estate licensee – they are getting a member of
the NATIONAL ASSOCIATION OF REALTORS®

(NAR).

Every time you tell the public you are a REALTOR®,
you tell them you subscribe to a strict Code of
Ethics, you are a member of the largest trade
association in the U.S., and you are informed
about issues that affect real estate business.The
REALTOR® marks and logo may only be used in a
way that highlights to the public the registered
status, significance, and special meaning of the
trademarks.

The rules for proper use of the REALTOR® marks
and logo apply to any and all media.Whether
the marks are used on signs or newspaper ads,
letterhead or flyers, websites or emails, the rules
remain the same. Members may only use the
REALTOR® marks and logo in connection with
their name and the real estate business to
identify themselves as members of NAR.

NAR’s Membership Marks Manual sets forth
the guidelines on proper use of the REALTOR®

marks and logo.The manual, which includes helpful
videos, is available at www.NAR.realtor/mmm.
This pamphlet summarizes the rules for proper
use. In order to preserve that immense value,
it’s important to always use the REALTOR® marks
and logo correctly to identify yourself as a member
of NAR.

INTRODUCTION
The Membership Limitation

WHO?

• Members are licensed to use the marks and logo
in connection with their real estate business.
“Real estate business” includes real estate
brokerage, property management, real estate
appraising, land development and building.

• Members are not authorized to use the marks and
logo in connection with any other activities. For
example, a member may not use the REALTOR®

marks or logo in connection with a real estate
school; advertising, marketing, or directory services;
the sale of office supplies; or the offering of real
estate franchise offices.

• The terms REALTOR®,REALTORS® and REALTOR-
ASSOCIATE® should appear in all capital letters and
the federal registration symbol “®” should be used
with each term whenever possible.

For example, John Jones,REALTOR®. When not
possible,REALTOR or Realtor®are permitted but
less preferred alternatives.

• Do not use the terms REALTOR® or REALTORS®
in your firm name, rather use them adjacent to
your firm name.

Correct: John Doe, Inc., REALTORS®;
Incorrect: John Doe REALTORS®, Inc.

• Use punctuation to separate your name and firm
name from the terms even when they appear on
separate lines:

For example, John Jones–
REALTOR®.

• Say REAL-tor as a two-syllable term with emphasis
on the first syllable “REAL”,not REAL-i-ter or
REAL-a-ter.

• Avoid possessives whenever possible and when
not, use REALTOR®’s (singular possessive) or
REALTORS®’ (plural possessive). For the term
REALTOR-ASSOCIATE®, it’s REALTOR-
ASSOCIATE®’s (singular possessive) or
REALTOR-ASSOCIATE®s’ (plural possessive).

• Don’t hyphenate (REAL-TOR); abbreviate (Rltr.);
expand (Realtorific); or combine the terms
REALTOR®, REALTORS® or REALTOR-
ASSOCIATE® with other terms (REALTOR®-
ASSISTANT).

Members are authorized to use the REALTOR® marks
and logo anywhere in the country, provided that the
marks are accompanied by the business name and
address, in connection with which membership is held.
You may not use the marks in reference to other offices
unless you belong to a member board in
connection with that other office location.

• Member boards must include either one
(REALTOR®) or two (REALTOR® and
REALTOR-ASSOCIATE®) classes of membership.

• REALTOR® members are authorized to use
the terms REALTOR® and REALTORS® and
the REALTOR® logo.

• REALTOR-ASSOCIATE® members are authorized
to use the term REALTOR-ASSOCIATE® and the
REALTOR® logo when their firm or broker is also
identified in the same materials.

• A non-member is never authorized to use the
REALTOR® marks or logo in connection with his
or her name. A member broker may, however,
authorize a non-member salesperson affiliated
with him or her to use business supplies, except
business cards, on which the marks or logo have
been used in reference to the member broker’s
name or firm.

• REALTOR®and REALTOR-ASSOCIATE®may
be used with your name or your firm’s name
to identify you as a member.

See reverse side for further information on “The Form of Use Limitation.”

The Real Estate
Business Limitation

WHAT?

The Geographic Limitation

WHERE?

The Context of Use Limitation

WHEN?

The Form of Use Limitation

HOW?
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Visit nar.realtor, NAR’s flagship website where you can keep 
up on all the programs, services, and news from NAR.

Visit the “My Account” section of nar.realtor to access your 
personalized NAR membership card, manage your newsletter 
subscriptions, and update your profile.

TABLE OF CONTENTS
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The National Association of REALTORS® is America’s largest trade 
association, representing 1.3 million real estate professionals, 
including members of its affiliated institutes, societies, and councils. 
NAR members are involved in all aspects of the residential and 
commercial real estate industries.

NAR Mission 
The core purpose of the National Association of REALTORS® is to help 
its members become more profitable and successful.

Whether you’re a new agent seeking support in all things real estate, 
an experienced broker searching for the answer to a client’s question, 
or somewhere in between, NAR has a wide array of resources for you.

NAR Vision
The National Association of REALTORS® strives to be the collective 
force influencing and shaping the real estate industry. It seeks to 
be the leading advocate of the right to own, use, and transfer real 
property; the acknowledged leader in developing standards for 
efficient, effective, and ethical real estate business practices; and 
valued by highly skilled real estate professionals and viewed by  
them as crucial to their success.

Through professional development, research, and the exchange of 
information with members, the public, and government, NAR also 
serves America’s property owners and supports preservation of the 
nation’s free enterprise system.

http://nar.realtor
http://nar.realtor
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Trademarks
Leverage the power of the  
REALTOR® brand to distinguish  
yourself with your clients and  
customers. By using the REALTOR® trademark 
properly, you ensure it remains one of the  
strongest brands in the world.
nar.realtor/trademark

Code of Ethics
Adhering to the REALTORS® Code of Ethics — the cornerstone of the REALTOR® 
organization — is a distinguishing characteristic of your membership. Read  
NAR’s Code of Ethics and Standards of Practice, and access related resources  
and training.
nar.realtor/COE

Professionalism
NAR has created a host of resources to help you ensure you’re conducting 
yourself professionally and with respect for property, the public, and your peers. 
Watch the short video or review the brochure.
nar.realtor/professionalism

Consumer Advertising 
Campaign
NAR’s award-winning Consumer 
Advertising Campaign defines 
and distinguishes the REALTOR® 
brand and the value you bring to 
consumers as a result of the REALTOR® 
Code of Ethics. This campaign 
helps consumers understand that 
REALTORS® are real estate experts in their local communities who fight for real 
estate dreams and property rights. Watch and share the current consumer ad 
campaign with your clients and social network.
ThatsWhoWeR.realtor

GET EMPOWERED
The REALTOR® brand represents ethics  
and expertise.

Commitment to Excellence
Commitment to Excellence (C2EX) is a cutting-edge, web-
based program that empowers you to evaluate, enhance, and 
showcase your high level of professionalism, and leads to an 
endorsement from NAR that you can promote to colleagues, 
clients, and prospects. This is not a course or designation, it’s  
a life-long journey of professional growth.

Start by taking the self-assessment that measures your proficiency in 10 areas 
of professionalism, known as the C2EX Competencies. Based on your results, 
the platform will generate customized learning paths and provide resources to 
enhance your skills. Set yourself apart in an increasingly competitive market and 
stand out among the competition with C2EX.
C2EX.realtor

Center for REALTOR® Financial Wellness

The Center for REALTOR® Financial Wellness helps 
you understand your financial planning options and 
prepare for the future, one step at a time. No matter 
where you are in your career or stage of financial 

planning, the Center has something for you — budgeting tools, retirement 
planning resources, information about investing in real estate, and more.  
Get started by evaluating your current financial profile with a quick and easy 
check-up. Then, receive personalized goals and practice financial decision-
making with an online simulation. 

Turn to the Center’s robust library to help answer dozens of common questions, 
such as how much commission you should save, how to calculate your business 
expenses, and how a second home can build wealth.
financialwellness.realtor

GET EMPOWERED
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http://nar.realtor
http://nar.realtor/trademark
http://nar.realtor/COE
http://nar.realtor/professionalism
http://ThatsWhoWeR.realtor
http://C2EX.realtor
http://financialwellness.realtor
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REALTOR® Party
On Capitol Hill and in state houses and city halls nationwide, the REALTOR® Party 
supports candidates and advances public policies that protect homeownership, 
promote a vibrant business environment, and build strong communities through 
resources, tools, technical assistance, and grants to help create, implement, and 
sustain successful advocacy outreach programs.
realtorparty.realtor

2018 Achievements

  NAR lobbied hard for the new 20 percent deduction on qualified business 
income for pass-through business entities and sole proprietors.

NAR ensured continued funding for the National Flood Insurance Program 
in 2018 and continued to push for long-term reauthorization and reform, 
including an increase in private insurance options.

NAR also advocated for policies that would ensure a steady flow of  
mortgage capital, improve member access to affordable health plans,  
and much more.

 At the state and local level, NAR supported policies addressing issues  
such as rent control, short-term rental restrictions, property taxes, first-time 
homebuyer legislation, housing affordability, and sales tax on services.

Just text the word REALTORS to 30644.  
When a national or state legislative call for  
action is launched, you’ll get a short text  
message containing information on how  
to take action. 

Sign up for 

REALTOR® 

Party Mobile 
Alerts!

GET SUPPORTED
NAR protects your ability to do business.

REALTORS® Political Action Committee (RPAC)
RPAC is your best investment in real estate. It’s a nonpartisan way to advocate  
on behalf of REALTORS® and real estate issues and have a voice in the future of 
our industry.
realtorparty.realtor/RPAC

I ACT
#REALTORParty

I INVEST
#REALTORParty

I VOTE
#REALTORParty

RPAC 50th Anniversary
For 50 years, RPAC has put REALTORS® at the table when 
real estate, finance, and tax policies are being discussed. 
Since 1969, REALTORS® have been leaders in advocating  
for their industry.
realtorparty.realtor/rpac50

Chris, 
 

Did not recieve a new image,  
so please drop in a captiol/advocacy stock photo

Homeownership Matters
Homeownership Matters is an education and advocacy campaign committed 
to protecting the dream of homeownership. This initiative inspires homeowners 
to advocate for real estate, tax, and property policies that will protect 
homeownership now — and for generations to come.
homeownershipmatters.realtor

GET SUPPORTED
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http://nar.realtor
http://realtorparty.realtor
http://realtorparty.realtor/RPAC
http://realtorparty.realtor/rpac50
http://homeownershipmatters.realtor
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Legal and Risk Management Resources
NAR strives to keep members abreast of emerging risk management issues. 
Legal Affairs makes many resources available to members including the Window 
to the Law video series focusing on legal areas of risk impacting real estate 
professionals; hundreds of searchable legal case summaries; the Legal Pulse, 
a quarterly report analyzing legal areas of risk to real estate professionals; and 
many other educational materials. 

NAR’s Legal Action Program provides financial assistance and amicus curiae 
support for litigation of significance to an association, including matters relevant 
to the practice of real estate, the operation of real estate associations, ownership 
and use of real estate, and private property rights.
nar.realtor/legal

REALTOR® Safety Program
The REALTOR® Safety Program originated from NAR’s commitment to keeping 
you safe on the job. The program provides extensive resources, including 
webinars, videos, articles, and checklists to help you establish safety protocols  
to use with every client, every time.
nar.realtor/safety

Library & Resources 
As a REALTOR®, the resources of the largest real estate library collection 
in the world are available for you to access anytime. The NAR Library & 
Archives supports your education and professional development through its 
comprehensive collection of books, e-books, and audiobooks to download to 
your mobile devices, articles, business letter templates, and much more. Plus, 
NAR’s team of librarians can help you get the statistics and answers you need 
through reference services and in-depth research requests.
nar.realtor/library

Member Support
Do you have questions about your membership 
in the REALTOR® organization? NAR’s Member 
Support will help you find the answer. Member 
Support is your single point of contact for 
everything NAR. Their experienced staff is 
available from 8 a.m. to 6 p.m. Central Time 
to assist you with your questions about NAR’s 
programs, initiatives, annual conferences, 
educational opportunities, member policies, the REALTOR Benefits® Program, 
NAR websites, and more. Call 1-800-874-6500, email ContactNAR@realtors.org,  
or webchat at nar.realtor/help.

REALTOR® Magazine
Stay up to date on real estate best practices, news,  
and trends through the award-winning REALTOR®  
Magazine. Members can choose print or digital delivery 
and can visit the magazine’s website for online-exclusive 
videos, quizzes, customer handouts, and more. 

As a member, you can also sign up for the popular daily news and monthly business 
tips newsletters — and choose which topics you want to receive in NAR’s all-member 
weekly report, the Member’s Edge.

Access the magazine and its daily news anytime, anywhere through the free 
REALTOR® Magazine app, available for iPhone or Android.
magazine.realtor

Global Opportunities
Find the information, resources, and connections you need to thrive in the growing 
field of international real estate. NAR helps to open global opportunities for 
REALTORS® in the U.S. and outside the U.S. by supporting local and state association 
Global Councils, and connecting REALTORS® to members of our bilateral partners 
around the world.
nar.realtor/global

Commercial Real Estate
NAR advocates for commercial issues to help you do business — and you can tap into 
an array of resources specific to your business including property data and analytic 
tools, research, technology, industry insights, and education through NAR’s affiliate 
organizations. Update your NRDS field of business to ensure you receive commercial-
specific communications including Commercial Connections, a NAR magazine.
nar.realtor/commercial

REALTOR® Sustainability Program
REALTORS® thrive in a culture of sustainability that promotes viability, resiliency, 
adaptability, and resource efficiency. Access tools supporting efficient and  
resilient homes and communities. Find resources on topics like solar energy,  
green valuation, and smart homes.
nar.realtor/sustainability

GET AHEAD
Expand your knowledge and explore  
new interests.

GET SUPPORTED
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Official REALTOR® Designations and Certifications

Graduate, REALTOR® Institute (GRI) Designation
Stand out to prospective homebuyers and sellers as a REALTOR® 
who has gained in-depth knowledge on technical subjects,  
as well as the fundamentals of real estate.
nar.realtor/GRI

Military Relocation Professional (MRP) Certification
When military personnel and their families relocate, the services 
of a real estate professional who under stands their needs and 
timetables makes the transfer easier, faster, and less stressful. 
NAR’s Military Relocation Professional certification program 
teaches you about working with current and former military 
service members to find the housing solutions that best suit their 
needs and take full advantage of military benefits and support.
MilitaryRelocationPro.org

Pricing Strategy Advisor (PSA) Certification
Enhance your skills in pricing properties, creating CMAs, working 
with appraisers and guiding clients through the anxieties and 
misperceptions they often have about home values with the 
Pricing Strategy Advisor certification.
PricingStrategyAdvisor.org

Residential Accredited Appraiser (RAA) Designation
This signifies your advanced education and experience analyzing 
and developing valuations of residential property. 
nar.realtor/appraisal

Resort & Second-Home Property Specialist (RSPS) Certification
Every market is a second-home market (think rental and 
investment properties), not just obvious resort areas.  
Investment and vacation home sales have surged, and a  
Resort & Second-Home Property Specialist is the best  
resource for this demographic.
nar.realtor/resort

Short Sales and Foreclosure Resource (SFR®) Certification

®

Designed for real estate professionals at all experience levels, 
this certification gives you a framework for understanding how 
to qualify sellers for short sales, develop a short sale package, 
negotiate with lenders, tap into buyer demand and safeguard 
your commission.
REALTORSFR.org

Seniors Real Estate Specialist® (SRES®) Designation

 

The wealthiest buyers and sellers in the country are over  
age 50. Understand their maturing motivations and build your 
business and resources as a Seniors Real Estate Specialist®.
SeniorsRealEstate.com

Official REALTOR® Designations and Certifications

Gain Specialized Knowledge with Designations and Certifications
In the current market, the time is now to add to your expertise to support 
prospective and current clients. Many designations and certifications are also 
available online for continuing education credit at the Center for REALTOR® 
Development at OnlineLearning.realtor.

Accredited Buyer’s Representative (ABR®) Designation
Earn a competitive edge with a unique understanding of 
homebuyers’ needs and how to best serve them, as well  
as specialized information on home buying topics and  
exclusive resources.
REBAC.net

At Home With Diversity (AHWD) Certification
The multicultural market is rapidly growing — and changing.  
Give yourself a competitive edge by learning how to work 
effectively with this clientele.
nar.realtor/AHWD

Certified International Property Specialist (CIPS) Designation
Foreign investment in U.S. real estate is taking place in all 50 U.S. 
states. The CIPS designation prepares you to assist in all aspects 
of international business, from attracting foreign investors to your 
local community to serving a multicultural buyer or helping local 
buyers invest abroad.
nar.realtor/global

NAR’s e-PRO® Certification
NAR’s e-PRO® certification program helps REALTORS® master  
the advanced digital marketing techniques of today. With  
the e-PRO® certification, REALTORS® increase their ability to  
reach customers, expand their capabilities, and build trust  
by safeguarding client information.
ePRONAR.com

General Accredited Appraiser (GAA) Designation
Signifies advanced education and experience in commercial, 
industrial and residential property valuation.
nar.realtor/appraisal

NAR’s Green Designation (GREEN)

This designation will allow you to guide your clients towards 
making informed choices about the resource efficiency and 
performance of the homes they live in, sell, and buy. Homeowners 
will gain the knowledge to make educated decisions about the 
value of green features in homes.
GreenREsourceCouncil.org

GET AHEADGET AHEAD
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The online REALTOR® Store offers hundreds of business-boosting products to 
help you succeed. View new publications, research reports, sale items, and more! 
Explore a diverse array of products and publications designed to meet the needs 
of all NAR members, from the new agent to the seasoned professional, then shop 
all REALTOR® Store products online!
nar.realtor/store

n a r . r e a l t o r / s t o r e
Shop the online REALTOR® Store by real estate topic:

  Transactions
  Property Issues
  Being a REALTOR®

  Sales and Marketing
  Legal

  Research
  Commercial and Investment  
Real Estate

  Brokerage Management
  Association Resources

Get involved, get rewarded! Become an MVP!
It’s now easier than ever to earn free and discounted products 
from the REALTOR® Store by participating in NAR’s Member 
Value Plus (MVP) Program. Subscribe to the MVP Newsletter 
and start earning FREE products today that are curated to 
benefit your business, all by taking one simple action.
nar.realtor/mvp

Member Value Plus

NAR Affiliate Designations and Certifications 

Accredited Commercial Manager (ACoM) 
(Institute of Real Estate Management)
Develop your specialized skills and learn 
new industry solutions and technologies as 
a commercial manager.
IREM.org

Accredited Land Consultant (ALC) 
(REALTORS® Land Institute)
The designation of the most accomplished, 
trusted and skilled professionals in the 
business of land.
RLILand.com

Accredited Management 
Organization® (AMO®) 
(Institute of Real Estate Management)
Recognizes excellence among real estate 
management firms.
IREM.org

Accredited Residential Manager® (ARM®)  
(Institute of Real Estate Management)
The most recognized credential for 
residential real estate managers.
IREM.org

Certified Commercial  
Investment Member (CCIM) 
(CCIM Institute)
Commercial investment real estate experts 
demonstrating unparalleled financial 
analysis skills.
CCIM.com

Certified Property Manager® (CPM®) 
(Institute of Real Estate Management)
The premier real estate management 
credential for property and asset managers.
IREM.org

Certified Real Estate Brokerage 
Manager (CRB)  
(Real Estate Business Institute)
The source for real estate business 
management and leadership solutions.
rebinstitute.com

Counselor of Real Estate (CRE®) 
(The Counselors of Real Estate®)
The designation for only the most 
experienced and trusted advisors in  
real estate.
CRE.org

Performance Management  
Network (PMN)  
(Women’s Council of REALTORS®)
The REALTOR® designation that combines 
today’s real-world skills with WCR’s powerful 
nationwide referral network.
WCR.org

Real Estate Negotiation Expert (RENE) 
(Real Estate Business Institute)
This certification is for real estate 
professionals who want to sharpen their 
skills and serve as advocates for their clients. 
rebinstitute.com

Certified Residential Specialist (CRS)  
(Residential Real Estate Council)
The premier designation for residential 
sales agents.
CRS.com

Seller Representative Specialist (SRS) 
(Real Estate Business Institute)
This designation is designed to recognize 
REALTORS® who professionally and ethically 
represent sellers.
rebinstitute.com

Society of Industrial and Office  
REALTORS® (SIOR®) 
The most knowledgeable, experienced  
and successful industrial and office real 
estate brokers.
SIOR.com

GET AHEADGET AHEAD

Check the online REALTOR® Store often — we’re continuously adding 
new products. Also, remember to check out the sale section for FREE 
and discounted products and special offers. 
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Legal Issues — Diversity and Fair Housing
Housing Point: The Fair Housing Act —  
Video Download 
Understand the ins and outs of fair housing 
laws and the severe penalties associated with 
violating these laws.

 Item #: E135-127
Members: $19.95
Non-Members: $29.95

Fair Housing Handbook — Fifth Edition 
The ultimate resource for fair housing 
information. Provides suggested fair  
housing office procedures, background  
on regulations, equal service report forms, 
NAR/HUD partnership information, and  
a self-assessment questionnaire.

 Item #: 166-1084
Members: $29.95
Non-Members: $36.75

 Item #: E166-1084
Members: FREE
Non-Members: $12.95

Fair Housing Sales and Rental:  
Pocket Guides 
The information covered includes fair housing 
laws, the responsibilities of real estate 
professionals, and checklists to ensure proper 
procedures.
Sold in packages of 5.

 Item #: 166-153 
 Item #: 166-81

Members: $20.95
Non-Members: $31.45

 Item #: E166-153 
 Item #: E166-81

Members: $6.95
Non-Members: $12.95

Legal Issues — Antitrust
Antitrust 101 for Real Estate Professionals —  
Download 
Understand the ins and outs of antitrust laws 
and the severe penalties associated with 
violating these laws. 

 Item #: E135-112
Members: $19.95
Non-Members: $29.95

Antitrust Pocket Guide for REALTORS® and 
for Association and Board Leadership 
These brochures offer information and 
examples on how antitrust impacts current 
real estate practices.
Sold in packages of 5.

 Item #: 126-1093  
 Item #: 126-1094

Members: $24.25
Non-Members: $34.95

 Item #: E126-1093 
 Item #: E126-1094

Members: $6.95
Non-Members: $12.95

Research
2018 NAR Profile of Home Buyers and  
Sellers — Download 
As the #1 research report used by REALTORS®, 
this profile highlights characteristics of home 
buyers and homes purchased, preferred 
methods employed during the search, 
financing, and more.

 Item #: E186-45-18
Members: $19.95
Non-Members: $149.95

2018 Member Profile — Download 
Who are REALTORS®? Economic, 
demographic, education, tenure, agency 
relationship, and compensation of REALTORS® 
are broken down. Designed to allow easy 
comparisons with previous studies.

 Item #: E186-12-18
Members: $14.95
Non-Members: $149.95

2018 NAR Home Buyer and Seller 
Generational Trends Report — Download 
Provides insights into differences and 
similarities across generations of home buyers 
and home sellers. 

 Item #: E186-95-18
Members: FREE
Non-Members: FREE

2017 NAR Profile of Home Staging —  
Download 
Find out how effective REALTORS® find home 
staging in this report.

 Item #: E186-85-17
Members: FREE
Non-Members: FREE

Being a REALTOR®

The “Little Book” Series 5 Pack 
■  The Little Orange Book: Sales and Marketing  

Rules to Live By for REALTORS®

■  The Little Purple Book: International Rules to  
Live By for REALTORS®

■  The Little Green Book: Green Rules to Live By  
for REALTORS®

■  The Little Red Book: Safety Rules to Live By  
for REALTORS®

■  The Little Blue Book: Rules to Live By for REALTORS®

Item #: 135-118
Members: $23.95
Non-Members: $33.95

 Item #: E135-118 
Members: $44.75
Non-Members: $99.95 

Getting It Sold — Your Resource for Staging, 
Curb Appeal and Selling Success 
Help consumers prepare their home for  
sale with proven methods on curb appeal, 
staging, showing, and updating a home for 
selling success.
Sold in packages of 100.

Item #: 135-70
Members: $29.95
Non-Members: $39.95

 Item #: E135-70
Members: $4.95
Non-Members: $12.95

It’s a Great Time to OWN 
Get your sales moving and get buyers off  
the fence.
Sold in packages of 100.

Item #: 135-87
Members: $29.95
Non-Members: $39.95

 Item #: E135-87
Members: $9.95
Non-Members: $14.95

It Pays to Work with a REALTOR® 
This brochure outlines key differences  
between a REALTOR® and a licensee, benefits 
that REALTORS® provide, and how REALTOR® 
designations benefit consumers.
Sold in packages of 100.

 Item #: 135-30
Members: $29.95
Non-Members: $47.25

 Item #: E135-30
Members: $6.95
Non-Members: $12.95
Also available in Spanish  
and Portuguese.

Brokerage Management
Real Estate  

Brokerage Essentials

Navigating Legal Risks and Managing a Successful Brokerage

Fourth Edition
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Real Estate Brokerage Essentials®: 
Navigating Legal Risks and Managing a 
Successful Brokerage — Fourth Edition 
Created by NAR’s Legal Team, this is your 
essential guide to running a successful 
brokerage. 

Item #: 126-359
Members: $32.95
Non-Members: $49.95

21 Things I Wish My Broker Had Told Me:  
Practical Advice for Real Estate Professionals
Written with humor and insight, this 
publication provides hands-on advice to help 
agents start or maintain their career.

Item #: 141-237
$19.45

Why Rent When You Can Buy? 
This brochure outlines the financial benefits of 
owning a home, including mortgage interest, 
property tax deductions, and mortgage 
principal accumulation.
Sold in packages of 100.

 Item #: 186-90
Members: $29.95
Non-Members: $50.00

 Item #: E186-90 
Members: $6.95
Non-Members: $29.95
Also available in Spanish.

Power Teams: The Complete Guide to  
Building and Managing a Winning Real  
Estate Agent Team
A step-by-step guide to forming an agent  
team and the best practices of teams that have 
already reached a notable level of success.

Item #: 141-300
$24.95

GET AHEADGET AHEAD
Buy “Little Books” together or separately,  as a physical product, or as a download!

 Published by NAR   Quantity pricing available   Available as a Digital Download  Published by NAR   Quantity pricing available   Available as a Digital Download

NEW!
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Sales and Marketing — Staging
123 Sold! (DVD)
This engaging and easy-to-follow DVD walks 
sellers through three simple steps to prepare 
their home for sale. Let them see how easy 
it is to transform their home from livable to 
sellable.

 Item #: 141-204 (DVD)
Members: $11.95
Non-Members: $16.95

Get Ready, Get Set, Get Sold (DVD)
This instructional video covers not only 
the preparation of the home, but also the 
presentation, including tips that make a  
buyer want to move in, not move on!

 Item #: 141-331 (DVD)
$15.00

Preparing Your Home To Sell (DVD)
This David Knox DVD will help increase the 
value and sales price of your listings. Show  
your clients the simple steps needed to sell 
their home.

 Item #: 141-178 (DVD)
Members: $39.00
Non-Members: $44.00

Staging to Sell: The Secret to Selling Homes 
in a Down Market
Everyone involved in the selling process must 
be better prepared. In order to sell homes  
at top dollar, houses must be prepared for 
sale. That’s where staging comes in.

Item #: 141-336
$19.95

The Consumer’s Guide to Real  
Estate Staging™
Armed with the facts and statistics in this 
guide, homeowners will never sell another 
home without utilizing home staging —  
the #1 proven method to market their most 
valuable asset.

Item #: 141-353
$24.95

Sales and Marketing — Technology
Power Real Estate Emails and Letters
Correspondence is an essential part of an 
agent or broker’s day-to-day business. This 
title offers professionals a variety of email and 
letter samples that can be adopted for any 
circumstance, saving time and resources.

Item #: 141-272
$32.85

7 Streams of Lead Generation Success —  
Webinar 
Find out how to utilize the seven streams that 
will lead you to successful lead generation 
strategies.

 Item #: E135-131
$29.95

2019 Technology Trends 
Learn about how emerging technologies 
will affect the real estate industry in the 
coming year. 

 Item #: E135-138
$29.95

THERE’S MORE ONLINE!

Sales and Marketing
Real Estate Advertising Made Easy
A complete marketing tool with a mix and 
match format to ad writing sets you apart 
from the competition. 

Item #: 141-121
$29.95

Secrets of Top Selling Agents:  
The Keys To Real Estate Success Revealed
Each chapter includes advice and tips from  
a different real estate superstar.

Item #: 141-419
$12.95

How To Become a Power Agent in Real Estate
Gives real estate agents both the powerful  
sales techniques and the practical 
management tips they need to double their 
income by closing more transactions.

Item #: 141-375
$24.95

The Conversion Code
Get the step-by-step system for capturing and 
converting online leads into closed sales at 
the highest rate possible.

Item #: 141-405
$25.00

Sales and Marketing — Social Media
Social Media for REALTORS® — VIP 4 Pack 
Completely updated, the VIP 4 Pack was 
created for REALTORS® by REALTORS®. 
Includes all four booklets. 
■  Social Media for REALTORS®: 101+ Dos  

and Don’ts 
■  Social Media for REALTORS®: Your Website
■  Social Media for REALTORS®: Digital Marketing
■  Social Media for REALTORS®: Facebook

Buy Social Media for REALTORS® products 
together or separately, as a physical product,  
or as a download!

Item #: 135-71
Members: $32.95
Non-Members: $42.95

 Item #: E135-71
Members: $26.95
Non-Members: $34.95

#GetSocialSmart 
This product takes you through the nuts and 
bolts of what it takes to create a smart and 
sustainable social media strategy that will 
help you build better relationships with your 
clients, and generate new leads to help you 
grow your business.

Item #: 141-409
$24.95

Socialnomics: How Social Media Transforms 
the Way We Live and Do Business
Find out the business implications of social 
media and tap its considerable power to 
increase sales, cut marketing costs, and 
communicate directly with consumers.

Item #: 141-363
$16.95

How to Reach Millennials Through Instagram 
and Snapchat Webinar — Download 
Learn best practices for maximizing two  
of the fastest growing platforms, Snapchat  
and Instagram.

 Item #: E135-122
$29.95

GET AHEADGET AHEAD

 Published by NAR   Quantity pricing available   Available as a Digital Download  Published by NAR   Quantity pricing available   Available as a Digital Download

Check the online REALTOR® Store often — we’re continuously adding 
new products. Also, remember to check out the sale section for FREE 
and discounted products and special offers.
nar.realtor/store
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REALTOR Benefits® Program
Designed with you in mind, NAR’s REALTOR Benefits® Program is your official 
member benefits resource, bringing you savings and special offers just for 
REALTORS®. Program partners are carefully selected, so you can be assured they 
understand the unique needs of real estate professionals and are committed to 
your success. In one year alone, over 800,000 REALTORS® saved $60 million and 
had over 26 million experiences through this program!
nar.realtor/RealtorBenefits

Grow Your Business • Gain a Competitive Edge • Save Time and Money

GET SAVINGS
Offers and savings designed  
for the professional and personal  
needs of REALTORS®.

GET SAVINGS

Program availability and eligibility requirements may vary by partner program. See partner websites for details, terms, and conditions. Program availability and eligibility requirements may vary by partner program. See partner websites for details, terms and conditions.

Inside the Marketplace
HEALTH

Navigation and assistance with ACA-compliant major 
medical plans available through public exchanges.

FLEXIBLE TERM
Health Insurance

Flexible-term medical insurance.

Guaranteed acceptance Limited Medical plan  
for everyday health care needs.

SM

MEMBERS
TeleHealth Health care via phone, tablet, web chat, or email.

SM Supplemental plan for out-of-pocket medical expenses 
due to accident.

Members
Medicare Supplemental Medicare insurance options for 65+.

A free discount prescription drug card.

DENTAL

100% in-network preventive care and benefits for over 
370 procedures.

VISION

Vision
Insurance

Exams, frames, lenses, and other eye health expenses.

PET INSURANCE

Pet health insurance for cats and dogs.

Brought to you by the  
NATIONAL ASSOCIATION OF REALTORS® 

A roster of health and supplemental insurance options  
with complimentary consultative services.

 RealtorsInsuranceMarketplace.com 
 1-877-267-3752

Personal Insurance

NAR’s official auto, home, and renters insurance provider.
NOTE: You must mention your NAR membership and client #004639  
to receive savings.

 nar.realtor/LibertyMutual
 1-800-809-9778
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Transaction Management

20% off electronic signature services and special 
plans from NAR’s exclusive eSignature provider.              

NAR Strategic
Investment
Company

  For individuals and offices up to five users,  
visit nar.realtor/DocuSign

  For offices of six or more users,  
please call 1-877-720-2040

NAR benefit delivered through zipLogix™ technology 
at no cost featuring zipTMS® robust transaction              

NAR Strategic
Investment
Company  

management system, unlimited zipVault® document storage, 
an exclusive NAR library of REALTOR® Forms & Templates and 
access to the industry-standard zipForm® Plus forms engine.

NOTE: State and local forms libraries may also be available;  
some fees, set by state and local associations/boards, may apply.

 nar.realtor/zipLogix 
 1-800-383-9805

Technology Services

NAR’s official Bluetooth® REALTOR® lockbox 
system and leading provider of property access              

NAR Strategic
Investment
Company  

management solutions.
 nar.realtor/SentriLock 

 1-866-736-2322
NOTE: Contact your broker, state or local association  
for additional assistance

NEW!

http://nar.realtor
http://nar.realtor/RealtorBenefits
http://RealtorsInsuranceMarketplace.com
http://nar.realtor/LibertyMutual
http://nar.realtor/DocuSign
http://nar.realtor/zipLogix
http://nar.realtor/SentriLock
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GET SAVINGSGET SAVINGS

Office Supplies and Services

Up to 26% off with NAR’s exclusive shipping provider, including 
express and ground.

 nar.realtor/FedEx 
 1-866-869-1171 
 PASSCODE LCRS8p01

Program availability and eligibility requirements may vary by partner program. See partner websites for details, terms and conditions. Program availability and eligibility requirements may vary by partner program. See partner websites for details, terms and conditions.

Travel and Automotive

$500 cash allowance on select vehicles, plus an exclusive 
maintenance contract from Mopar® Vehicle Protection, 
including oil changes, valued at up to $1,000.

 nar.realtor/FCA

Up to 25% off base rates on car rentals.
 nar.realtor/Avis 

 1-800-525-7551 
 AWD CODE #A009701

Up to 25% off base rates on car rentals.
 nar.realtor/Budget 

 1-800-826-3703 
 BCD CODE #Y490601

Up to 25% off base rates on car rentals.
 nar.realtor/Hertz 

 1-800-654-3131 
 CDP CODE #182806

Marketing Resources

Build your brand locally with a unique digital  
marketing benefit for REALTORS®. NAR members  
receive an exclusive 15% additional impressions on  
newly purchased and renewed online ad campaigns.

 nar.realtor/Adwerx
 1-888-622-5771 

Automate social media marketing for listings, content,  
and lead generation. Available for both the enterprise and  
individual agent.

 nar.realtor/BackAtYouMedia 
 1-888-307-4520 

10% to 20% off select print and copy services, including flyers, 
signs, binding, and more.

 nar.realtor/FedExOffice 
 1-866-869-1171 
 PASSCODE LCRS8p01

Professional real estate websites just for REALTORS®, with IDX 
integration capability. Plus, advanced features and solutions
at 20% off.

 nar.realtor/Placester

10% off your first order of REALTOR® logo-branded products, 
including pins, merchandise, and custom logo items.

 NarTeamStore.realtor 
 1-847-991-4010 
 COUPON CODE NARBenefits

NEW!

Electronics and Mobile Technology

2% to 40% off laptops, desktops, servers, and more.
 nar.realtor/Dell 

 1-800-757-8442 
 DELL MEMBER ID 8569483

Up to 35% off computers, tablets, smart devices, and more. 
 nar.realtor/Lenovo 

 1-800-426-7235, ext. 4827

Savings on wireless service and accessories.
 nar.realtor/Sprint 

  CORPORATE CODES  
ASNAR_ZMB (corporate-liable accounts) 
ASNAR_ZMB_ZZZ (individual-liable accounts)

Financial Services

Up to 50% off QuickBooks® Self-Employed, offering  
automatic mileage tracking, receipt capture, expense 
categorization, and more.

 nar.realtor/QBSE

Save up to $20 off TurboTax® federal products.
 nar.realtor/TurboTax
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Save 29% when you purchase QuickBooks® Self-Employed  
and TurboTax® Self-Employed together!TIP!
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http://nar.realtor/Lenovo
http://nar.realtor/Sprint
http://nar.realtor/QBSE
http://nar.realtor/TurboTax


20 212019 CATALOG OF MEMBER RESOURCES 1-800-874-6500 ■ nar.realtor

REALTOR® Content Resource
Keep your communications with clients  
valuable and relevant. The REALTOR®  
Content Resource (RCR) from NAR’s  
award-winning consumer-facing website,  
HouseLogic.com, provides you, at no  
additional cost, with engaging and expertly  
written articles on home buying, selling,  
and ownership. Post RCR content on your  
website, print and distribute to customers, or link to it via social media. Hundreds of 
articles are available on home improvement, maintenance, tax, and insurance topics. 
houselogic.com/members

Real Estate Today Radio Show
Real Estate Today, the official radio program and podcast of NAR, educates 
consumers and positions REALTORS® as the number one resource for real estate 
activities. Listen to the show on 215 radio stations across America. Plus, put the 
show’s FREE audio player on your website. And, you can access the podcast anytime, 
anywhere on Amazon Echo, Google Assistant, Apple’s Siri, or Spotify Podcasts.
radio.realtor

realtor.com® 
Realtor.com® is one of the most visited homes-for-sale sites, with more than 
60 million consumers visiting each month. All members have the opportunity 
to post their listings, with photos, for free.* At realtor.com® you can create a 
professional profile, collect reviews and recommendations, and keep your sellers 
updated on your listing activity.
realtor.com/engage

*To receive this benefit, you must be an MLS participant, and your MLS must be a  
realtor.com® data content provider.

GET NOTICED
Become an expert in your community  
with exclusive tools and resources.  
Your clients will thank you.

NAR Strategic
Investment
Company

   Indicates companies in which NAR has invested directly or through Second Century Ventures.  
This relationship allows the association to nurture the technological advancement and continued  
success of the real estate industry. 

Risk Management

$50 off select home warranties for your own home.
 nar.realtor/AmericanHomeShield 

 PRIORITY CODE NAR50

Premium credits with NAR’s preferred provider of errors and 
omissions insurance.

 nar.realtor/VOS 
 1-888-429-6638

GET SAVINGS
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Educational Tools

10% off select online designation and certification courses offered through the 
Center for REALTOR® Development. Visit nar.realtor/RealtorBenefits/Education  
for more information.

Accredited Buyer’s Representative Designation 
 COUPON CODE ABRNOW

NAR’s e-PRO® Certification 
 COUPON CODE EPRONOW

NAR’s Green Designation 
 COUPON CODE GREENNOW

Military Relocation Professional Certification 
 COUPON CODE MRPNOW

Pricing Strategy Advisor Certification 
 COUPON CODE PSANOW

Seniors Real Estate Specialist® Designation  
 COUPON CODE SRESNOW

For more information on these designations and certifications, please see pages 8 – 10.

http://nar.realtor
http://houselogic.com/members
http://radio.realtor
http://realtor.com/engage
http://nar.realtor/AmericanHomeShield
http://nar.realtor/VOS
http://nar.realtor/RealtorBenefits/Education
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Top-Level Domains
As a REALTOR®, you need your own  
professional web and email address where  
clients can find you, and a digital marketing  
strategy that increases visibility around your  
areas of expertise. Power your real estate  
business with .realtor™ and .realestate —  
two top-level domains designed to support  
you and everything you do. 

As a member of NAR, your first .realtor™  
web address is FREE for the first year! Get  
your .realtor™ web and email addresses  
today, then, get your .realestate domains  
to support everything you do.
get.realtor or get.realestate

Realtors Property Resource® (RPR®)
RPR is a powerful real estate tool, with in-depth neighborhood and property 
data, powerful analytics and client-friendly reports. Use it on the go and in the 
field with any iOS or Android device.
blog.narrpr.com

Research & Statistics
NAR’s Research Group is to produce timely, data-driven market analysis and 
authoritative business intelligence to serve members and inform consumers, 
policymakers, and the media in a professional and accessible manner. Access the 
latest research from NAR’s team of economists and researchers.
nar.realtor/research

GET NOTICED

REach® and Second Century Ventures
NAR is driving innovation in the industry by investing in companies that are 
transforming real estate. Over the years, NAR has made investments in leading 
technology companies through Second Century Ventures, NAR’s venture capital 
arm, or through the REach® Accelerator. NAR looks for companies in which  
to strategically invest and connect with members to help improve the way  
you do business. 

The REach® Accelerator seeks out the best emerging technology companies 
with business solutions geared toward helping REALTORS® around the globe. 
Apply for the REach® Insight panel to be among the first to receive access to 
technologies introduced by REach®.
narreach.com

Young Professionals Network (YPN)
The Young Professionals Network is a dynamic entry point for real estate 
professionals striving to become more successful in their careers and gain 
leadership experience. YPN membership has no cost — and no age limit. Join 
online to receive discounts on incredible networking opportunities, gain ideas 
for making a mark with your local or state YPN, and start to tap into the dynamic 
YPN community.
ypn.realtor

GET CONNECTED
NAR membership offers you numerous ways  
to connect with peers and thought leaders 
who are transforming real estate.
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2018 REALTORS® Conference & Expo YPN Networking Reception. Noah Hayes Photography.

http://nar.realtor
http://get.realtor
http://get.realestate
http://blog.narrpr.com
http://nar.realtor/research
http://narreach.com
http://ypn.realtor
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Annual Conferences and Meetings 
Take part in advancing the  
real estate industry at the  
2019 REALTORS® Legislative  
Meetings & Trade Expo,  
May 13 – 18 in Washington, D.C.  
And find education, networking,  
motivation and fun at the  
largest industry event of the  
year, the 2019 REALTORS®  
Conference & Expo, November  
8 – 11 in San Francisco.
LegislativeMeetings.realtor | Conference.realtor

Calendar of Events
Grow and create opportunities to extend your knowledge 
and expand your referral partner networks nationally 
and internationally by participating in events and 
programs like the REALTOR® Broker Summit, Innovation, 
Opportunity and Investment (iOi) Summit, Tech Edge 
Events, and your local, and state or regional conventions. 
Find a comprehensive list of REALTOR® organization 
events online.
nar.realtor/events

January

Member Directories
Find a member or state or local REALTOR® association.  
You can also find contacts for NAR’s staff groups, 
committees, partners, federal agencies, and real estate 
specialties including appraisers, commercial brokers, 
organizations, and affiliates.
nar.realtor/directories

GET CONNECTED

REALTOR® Party Outreach Grants
Grants, training, technical assistance, and resources to enable REALTORS® 
and REALTOR® associations to become leaders in their community in four key 
areas — diversity, housing opportunity, land use, and smart growth.
realtorparty.realtor/community-outreach

REALTORS® Relief Foundation
When major disaster strikes, the REALTORS® Relief Foundation 
has one goal: to help families who have endured unimaginable 
loss with their short-term housing needs. To date, tens of 
millions of dollars in aid have poured into communities hit by 
wildfires, tornadoes, floods, and hurricanes. And every tax-
deductible dollar you donate goes to disaster victims.
nar.realtor/relief

Good Neighbor Awards 
In 2019, NAR celebrates the 20th year of the Good Neighbor 
Awards, which recognizes REALTORS® who make an 
extraordinary impact through volunteer work. This milestone 
means 200 REALTORS® have received more than $1.3 million 
in grants for the nonprofits they lead. Watch when the 2019 

winners are honored during the REALTORS® Conference and Expo in San 
Francisco, where they will receive $10,000 in grants to benefit their charities.
nar.realtor/gna

Committee Involvement
Learn about the opportunities to be a leader of change through involvement 
in NAR committees. When you volunteer to serve on local, state, and national 
REALTOR® committees and workgroups, you will work alongside respected 
industry leaders to shape the future of the profession.
nar.realtor/committees

Leadership
Meet leaders of NAR and its affiliated institutes, societies, and councils.
leadership.realtor
 

GET INVOLVED
NAR members are actively engaged in 
making their communities and their industry 
great. NAR provides resources to help. 
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http://leadership.realtor


CONNECT WITH US!

@nardotrealtor

@nardotrealtor

@nardotrealtor

@National Association of REALTORS®

@narealtors

https://www.facebook.com/NARdotRealtor/
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each of the Articles of the Code of Ethics, and with a brief 
summary of the Standards of Practice and the o�  cial Case 
Interpretations. Reference is made in each instance to one 
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Preface

  The Code of Ethics of the NatioNal associatioN 
of RealtoRs® is universally recognized by lawyers 
and laymen alike as the measure of professionalism 
in real estate. It does not describe the lowest common 
denominator of permissible performance as do the 
licensing laws of several states. Rather, it describes 
the optimum performance the public has the right 
to expect and makes that performance the norm for 
RealtoRs®.
  But, as the real estate marketplace is a dynamic, 
demanding environment, so the Code is, has been, 
and will continue to be a demanding and dynamic 
document; a plan for professionalism in real estate 
capable of including and accommodating every 
change, challenge, and controversy which arises. 
  And, it is precisely because the Code must continue 
as a meaningful and relevant standard of professional 
performance that this Manual is especially dedicated 
to the men and women who have served on the 
Professional Standards Committee of the National 
Association with unstinting devotion, as well as the 
men and women who staff Member Policy which 
has staff responsibility to the Professional Standards 
Committee. It is their charge to give early warning of 
the changes, challenges, and controversies which the 
Code must confront; it is they who must identify the 
misapplications and misinterpretations of the Code 
which, if uncorrected or unnoticed, would discredit 
and ultimately destroy it. 
	 	 This	Manual	reflects	the	efforts	and	contributions	
of the entire staff of Member Policy on behalf of 
the Professional Standards Committee to meet the 
RealtoR®’s need for a ready reference synthesis of 
the Code. 
  It is in hope of satisfying this need, that this Manual 
is published.

William D. North
Executive Vice President 

December 1984
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Introduction

  Professionalism in Real Estate Practice is intended 
to provide RealtoRs® and RealtoR-associate®s with 
a concise explanation of the meaning and intent of 
each of the Articles of the Code of Ethics and with 
a brief summary of the Standards of Practice and the 
official	Case	Interpretations.	Reference	is	made	in	
each instance to one or more Standards of Practice or 
Case Interpretations. 
  It is anticipated that wide use of this Manual will 
ensure that Members will become increasingly aware 
of their ethical obligations, and the responsibility of 
each RealtoR® principal for the acts of all licensees 
affiliated	with	the	RealtoR®, whether Members or not. 
  In the back of this Manual is a form which may 
be used by RealtoR® principals to enable brokers, 
sales-people, and licensed or certified appraisers 
affiliated	with	them	to	certify	that	they	have	reviewed	
the contents of this Manual. 
  Always refer to the Standards of Practice and Case 
Interpretations for comprehensive ethical guidance.
  Questions concerning the meaning or application 
of the Code of Ethics should always be initially 
directed to your local Board. If your Board is 
unable to provide the requested information, your 
request should be sent to your State Association. If 
the information cannot be obtained from the State 
Association, then a request may be sent to Member 
Policy of the Board Policy and Programs Division, 
NatioNal associatioN of RealtoRs®, 430 North 
Michigan Avenue, Chicago, Illinois 60611-4087. 
Member Policy has staff responsibility concerning the 
Code of Ethics and its interpretations. It is essential 
that any inquiry be in writing, and include copies 
of all related correspondence with your Board and 
State Association. Correspondence to the National 
Association should be copied to the Board and State 
Association for informational purposes. 
  Please note that wherever the term RealtoR® is 
used in this publication, it refers to both RealtoRs® 
and RealtoR-associate®s.
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The Code of Ethics of the
NatioNal associatioN of RealtoRs®

An Assurance
of Public Service and Protection

  One of the fundamental objectives of the founders 
of the NatioNal associatioN of RealtoRs® was 
a Code of Ethics which would be, “. . . as the ten 
commandments to the real estate fraternity.” When 
the	first	Code	was	approved	in	1913	at	the	Annual	
Convention in Winnipeg, Canada, a delegate arose to 
say, “. . . many important things have occurred here 
today, but none so important as the action we have just 
taken.” 
  And thus the Code was born, and it has served since 
1913 as a “golden thread” binding RealtoRs® together 
in a common, continuing quest for professionalism 
through the ethical obligations premised upon 
moral integrity and competent service to clients and 
customers, and dedication to the public interest and 
welfare. The Code has been amended many times 
to	reflect	changes	in	the	real	estate	marketplace,	the	
needs of property owners, and the perceptions and 
values of society, but its demand for high standards 
of professional conduct protecting the interests of 
clients and customers, and safeguarding the rights 
of consumers of real estate services has not and will 
never change.
  The Code of Ethics was amended at the 1994 
Annual Convention to make the aspirational 
	objectives	of	the	former	first	six	Articles	an	integral	
part of the Preamble to ensure that the duties and 
obligations imposed by the Code, through its 
Articles, are objective, readily understood, and will 
be interpreted and applied consistently and uniformly 
nationwide. 
  The 17 Articles of the Code establish standards 
of conduct which the RealtoR® must satisfy. These 
Articles govern the RealtoR®’s conduct in everyday 
business dealings with clients, customers, and other 
RealtoRs®.	Failure	to	observe	these	standards	can	
result in disciplinary action. 
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Aspirational Objectives
 in the Preamble

to the Code of Ethics

• Becoming and remaining informed.
. . . . . . . . . . . . . . . . . . . . . . . . . . .
  The amount of information a RealtoR® may 
have can vary at different states of the RealtoR®’s 
professional life. The RealtoR® should strive to: 
(1) become informed as rapidly and thoroughly as 
feasible about laws, proposed legislation, government 
regulations, public policies, and current market 
conditions; and (2) seek reliable information on 
matters that depend, in whole or in part, upon 
information or knowledge the RealtoR® may provide 
to clients and customers. 
  RealtoRs®	will	find	it	difficult	to	advise	clients 
and customers properly if they do not know the 
requirements and limitations imposed by laws 
impacting upon a property or its owner. RealtoRs® 
must provide accurate information, but must refrain 
from the unauthorized practice of law. RealtoRs® 
should avoid engaging in activities where they lack 
sufficient	knowledge	or	when	the	activity	is	beyond	
the scope of their licensure. 
  An important corollary is to admit any lack of 
pertinent knowledge and recommend that information 
be sought from others who are adequately informed. 
Intelligence and integrity are measured in part by 
the awareness an individual has as to that which the 
individual does not know. 
  RealtoRs® cannot be fully informed on all matters 
at all times, but must always be honest and forthright 
and should constantly increase their knowledge and 
expertise consistent with the reasonable expectations 
of clients and customers. 
  Only informed RealtoRs® can contribute 
responsibly to public thinking. With so many issues 
affecting the practice of real estate and the rights of 
property owners, it is recommended that RealtoRs® 
be informed and contribute responsibly to debate and 
decision as best they can.
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•  Requests for opinions and unsolicited 
criticism.

. . . . . . . . . . . . . . . . . . . . . . . . . . .
  A RealtoR® is not precluded from responding 
to a request for an opinion as to other real estate 
professionals’ business practices in general, or a 
real estate transaction in particular. If the RealtoR® 
deems it appropriate to respond, the RealtoR® 
should provide the opinion with strict professional 
integrity and courtesy (i.e., provide objective, reliable 
information in a professional manner). This requires 
careful language and a thoughtful and analytical 
approach based on facts. RealtoRs® can always 
refrain from comment if they choose. 
  Nothing is gained and much may be lost by 
“sounding off ” in public. Uninvited criticism is 
counterproductive, impairs cooperative efforts, and 
diminishes the public’s appreciation for the valuable 
services provided by RealtoRs®. 
  Stress the value and merit of your own work rather 
than criticizing or making derogatory comments about 
the efforts of other RealtoRs®.

•  Active participation in enforcement of law, 
regulations, and the Code of Ethics.

. . . . . . . . . . . . . . . . . . . . . . . . . . .
  If the RealtoR® becomes aware of any practice 
damaging to the public or which may bring discredit 
upon the real estate profession, the Preamble 
encourages the RealtoR® to bring such actions to the 
attention of the State Real Estate Commission. 
  Such reports should not be prompted by 
personal whim, preference or spite, but should be 
a  manifestation of respect for the law and the Code 
of Ethics.
  Reports should never be made for the purpose 
of restraining a competitor who provides new or 
different services. Any challenge of a competitor’s 
practice must be based solely upon an unbiased and 
disinterested analysis of the practice or service itself 
and whether it damages the public or brings discredit 
upon the real estate profession. 
  RealtoRs® should be aware that they must arbitrate 
certain business disputes with other Members rather 
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than resorting to litigation. However, the obligation 
to arbitrate does not obviate the obligation to report 
any potential violations of the law to the governmental 
agency charged with regulating the practices of 
brokers and salespeople in the state.
  RealtoRs® having direct personal knowledge of 
conduct that may violate the Code of Ethics involving 
misappropriation of client or customer funds or 
property, willful discrimination, or fraud resulting 
in substantial economic harm, should bring such 
matters to the attention of the appropriate Board or 
Association of RealtoRs®.

• Exclusive representation of clients.
. . . . . . . . . . . . . . . . . . . . . . . . . . .
  RealtoRs® should urge the exclusive listing 
of property unless contrary to the best interest 
of the owner. This prevents dissension and 
mis under standing and assures better service to the 
owners and lessors. 
  The exclusive listing includes both exclusive right 
to	sell	and	exclusive	agency	agreements	which	benefit	
sellers and lessors since they establish a clear line of 
responsibility on the part of the seller or lessor and 
the listing broker. Listing brokers know they will 
not	be	paid	unless	they	meet	the	specific	terms	and	
conditions of the listing, but are assured of payment 
if they do perform. Sellers and lessors know they 
will incur an obligation to pay only one commission. 
Sellers and lessors are assured that property will be 
shown	only	to	bona-fide,	pre-qualified	prospective	
buyers or tenants. Such certainties, established by the 
exclusive listing agreement, minimize dissension and 
misunderstanding and sellers and lessors are assured 
of the best efforts of listing brokers and cooperating 
brokers.

• Sharing knowledge and experience.
. . . . . . . . . . . . . . . . . . . . . . . . . . .
  This concept encourages a high standard rarely 
established by business and professional groups. As 
a general rule, business competitors do not share 
the lessons of their experience with each other for 
the	benefit	of	the	public.	Rather,	such	experience	
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is zealously guarded lest it fall into the hands of 
competitors. But RealtoRs®, although intensely 
competitive with each other, at the same time 
cooperate with each other in the best interest of 
clients and customers. In cooperative transactions, it 
is desirable that the combined professional abilities 
and talents, as well as the shared commitment to 
high standards of conduct, prevail. This cooperation 
benefits	clients	and	customers.	
  Programs offered by Boards provide opportunities 
to share information on public policy, politics, and 
legislation affecting private ownership of real 
property and the practice of real estate; technology to 
improve service and maintain competency; methods 
of	financing	real	estate	transactions;	and	standards	of	
professional conduct. They also provide opportunities 
to share information on better methods of selling, 
buying, leasing, managing, counseling, appraising, 
developing, and syndicating. 
  RealtoRs® should share their knowledge and 
expertise with other RealtoRs®	for	the	benefit	of	their	
clients and customers.

• Avoidance of unfair advantage.
. . . . . . . . . . . . . . . . . . . . . . . . . . .
  If disagreements did not arise between Members, 
there would be little need for ethics or arbitration 
hearings. RealtoRs® should strive to minimize the 
likelihood of disagreements through professional 
practice, including adherence to the Code of Ethics, 
understanding and respect for the law, and general 
competence in all transactions undertaken. A 
RealtoR® cannot guarantee that disagreements will 
never arise, but should always seek to avoid even the 
appearance of impropriety. 
  Perhaps unfair advantage can be best avoided by 
caring, consideration, and communication. RealtoRs® 
who care for the interests of every individual involved 
in a real estate transaction are not apt to take any unfair 
advantage. RealtoRs® who consider all points of 
view are not likely to take unfair advantage. Good 
relationships and good results in real estate matters 
are commensurate with good communication between 
principals, agents, and cooperating brokers. 
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  The phrase “unfair advantage” is not intended 
to discourage aggressive competition. Rather, it 
is intended to discourage, among other things, 
misrepresentation of law or fact; misleading clients 
and customers with respect to the competence, 
honesty, or loyalty of other RealtoRs®; resorting 
to technicalities to justify questionable actions; and 
attempts to induce a breach of contract. It is not 
inappropriate to list or sell aggressively, or to work 
harder and longer than others. Ultimately, unfairness 
works to the disadvantage of clients and customers 
since it limits their power of choice; exposes them 
to possible litigation; and deprives them of the full 
benefits	of	an	open	and	cooperative	relationship.	
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Narrative Explanation of Each Article 
with Synthesis of Related Standards of 

Practice and Case Interpretations

Article 1
When representing a buyer, seller, landlord, tenant, or 
other client as an agent, RealtoRs® pledge themselves 
to protect and promote the interests of their client. 
This obligation to the client is primary, but it does not 
relieve RealtoRs® of their obligation to treat all parties 
honestly. When serving a buyer, seller, landlord, tenant 
or other party in a non-agency capacity, RealtoRs® 
remain obligated to treat all parties honestly. 
. . . . . . . . . . . . . . . . . . . . . . . . . . .
  Article 1 establishes a balanced obligation to clients 
and customers. The Code of Ethics and Arbitration 
Manual,	defines	“agent,”	“client,”	and	“customer”	as:	
  Agent: a real estate licensee acting in an agency 
relationship	as	defined	by	state	law	or	regulation;
  Client: the person(s) or entity(ies) with whom a 
RealtoR® or a RealtoR®’s	firm	has	an	agency	or	
legally recognized non-agency relationship; 
  Customer: a party to a real estate transaction who 
receives	information,	services,	or	benefits,	but	has	
no contractual relationship with the RealtoR® or the 
RealtoR®’s	firm.	
  By entering into a contractual agreement to act 
as agents, RealtoRs® are both legally and ethically 
obligated to the client to use their best efforts to 
accomplish the client’s objective, be it the sale, 
purchase, or lease of real property, or managing, 
counseling, syndicating, or other real estate related 
service. RealtoRs® must be completely faithful to 
the client they have committed to serve. At the same 
time, a RealtoR® must also be honest with all parties 
to the transaction. If a RealtoR® is the agent of a 
seller, the RealtoR® nonetheless must be honest with 
buyers and cooperating brokers. If the RealtoR® is 
the agent of a prospective purchaser, the RealtoR® 
must also be honest with sellers and their agents by 
making his/her relationship with the buyer clearly 
known to all. If a RealtoR® leases property as the 
agent of the owner or landlord, the RealtoR® must be 
honest with the lessee and any other brokers involved 
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in the transaction. Even when a RealtoR® is not acting 
as an agent, the RealtoR® remains obligated to treat 
all	parties	honestly.	This	has	particular	significance	
to RealtoRs® engaging in appraising, counseling, 
facilitating, and other activities when a principal-agent 
relationship is not involved.

__________________________
  Remember that you are obligated under the Code of 
Ethics even when acting as a principal in a real estate 
transaction. (Refer to Standard of Practice 1-1)
  Regardless of what capacity you are acting in 
(e.g., facilitator, transaction broker, etc. . . .), you 
are obligated by the duties established in the Code 
of Ethics. This is true regardless of whether real 
estate-related activities and transactions are conducted 
in person, electronically, or otherwise. (Refer to 
Standard of Practice 1-2) 
  Be forthright and honest when advising prospective 
sellers about the value of their property. (Refer to 
Standard of Practice 1-3)
  When seeking to become a buyer or tenant 
representative, do not mislead buyers or tenants as to 
savings	or	other	benefits	that	might	be	realized	by	using	
your services. (Refer to Standard of Practice 1-4)
  RealtoRs® may be dual agents but only after full 
disclosure to and with consent of both parties. (Refer 
to Standard of Practice 1-5)
  Transmit all offers and counter-offers objectively 
to the seller and landlord as quickly as possible for 
the owner’s decision regardless of who produced the 
offer. (Refer to Standards of Practice 1-6 and 1-7 and 
Case Interpretations #1-29 and #1-30) 
  Upon the written request of a cooperating broker 
who submits an offer to the listing broker, the 
listing broker shall provide a written affirmation 
to the cooperating broker stating that the offer has 
been submitted to the seller/landlord, or a written 
notification	that	the	seller/landlord	has	waived	the	
obligation to have the offer presented (Refer to 
Standard of Practice 1-7)
  RealtoRs® as agents or brokers of buyers and 
tenants are not obligated to continue to show 
properties to their clients after an offer has been 
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accepted unless agreed otherwise in writing. (Refer to 
Standard of Practice 1-8)
  Remember that your obligation to preserve 
confiden tial information provided by your client 
continues after the termination of your agency 
relationship or non-agency relationship recognized 
by law. Latent material defects are not considered 
confidential.	(Refer	to	Standard	of	Practice	1-9)
  As a property manager, you must competently 
manage the property with regard for the rights, safety, 
and health of those lawfully on the premises. (Refer to 
Standard of Practice 1-10)
  As a property manager, you must exercise due 
diligence and make reasonable efforts to protect the 
client’s property. (Refer to Standard of Practice 1-11)
  When entering into listing contracts, you must advise 
sellers and landlords of 1) your company policy 
regarding cooperation and the amount(s) of any 
compensation, 2) that buyer and tenant agents or brokers 
may represent the interests of the buyer or tenant even 
if compensated by you or the seller or landlord, and 3) 
any potential for you to act as a disclosed dual agent. 
(Refer to Standard of Practice 1-12)
  When entering into buyer/tenant agreements, you 
must advise potential clients of 1) your company 
policies regarding cooperation; 2) the amount of 
compensation to be paid by the client; 3) the potential 
for additional or offsetting compensation from other 
brokers, from the seller or landlord, or from other 
parties; 4) any potential for you to act as a disclosed 
dual agent, and 5) the possibility that sellers or 
sellers’ representatives may not treat the existence, 
terms,	or	conditions	of	offers	as	confidential	unless	
confidentiality	is	required	by	law,	regulation,	or	by	
any	confidentiality	agreement	between	the	parties.	
(Refer to Standard of Practice 1-13)
  When preparing appraisals or other valuations, 
do not make your fee contingent upon the amount 
of the approval or valuation. (Refer to Standard of 
Practice 1-14)
  As a listing broker, disclose, with the seller’s 
approval, the existence of offers on the property in 
response to inquiries from buyers or cooperating 
brokers. When authorized, disclose whether offers 
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were obtained by the listing licensee, another licensee 
in	the	listing	firm,	or	by	a	cooperating	broker.	(Refer	
to Standard of Practice 1-15 and Case Interpretation 
#1-28)
  As a listing broker, do not access or use or permit 
others to access or use, listed or managed property 
except as authorized by the owner or seller. (Refer to 
Standard of Practice 1-16)
  When acting as the seller’s agent, don’t suggest 
an offering price other than the listed price unless 
instructed by the seller to do so. (Refer to Case 
Interpretation #1-1) 
  Inform buyers of pertinent and relevant facts that 
may affect their decision to purchase. (Refer to Case 
Interpretation #1-2) 
  Avoid net listing agreements. They create an 
unavoidable	conflict	with	the	client’s	best	interests.	
(Refer to Case Interpretation #1-3) 
  As an agent, the best interests of your client 
must always come before any contemplated interest 
you	or	any	member	of	your	firm	may	have	in	the	
property. (Refer to Case Interpretations #1-4, #1-21, 
and #1-22) 
  If you are the listing broker or subagent, refrain 
from suggesting to a buyer that a property is 
overpriced without the seller’s authorization. (Refer to 
Case Interpretation #1-5) 
  Even when managing property, submit any offers 
to purchase received to the owner. (Refer to Case 
Interpretation #1-6) 
  Don’t leave property unsecured or available for 
unsupervised inspection, even if vacant, without the 
knowledge and consent of the seller. (Refer to Case 
Interpretation #1-7) 
  Promptly deposit checks received on behalf of 
clients or inform them of any reason for not doing so. 
(Refer to Case Interpretation #1-8)
  When attempting to list a property, determine 
whether the property is already listed with another 
broker. Before taking a second, concurrent listing, 
advise the client of the potential liability for multiple 
commissions. (Refer to Case Interpretation #1-9) 
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  Advise your client promptly if you become 
convinced the client’s property is overpriced. (Refer 
to Case Interpretation #1-10) 
  Remember that as an agent or subagent of the seller, 
you are required to submit all offers to the seller 
for the seller’s consideration even after an offer has 
already been accepted, unless prohibited by state law 
or unless the listing (Refer to Case Interpretations 
#1-12 and #1-13)
  As a subagent, never condition writing a purchase 
contract on the buyer’s execution of a “pre-listing” 
agreement. (Refer to Case Interpretation #1-14) 
  Use your expertise as a real estate professional to 
advise your clients as to the market value of their homes, 
even where they claim to know what their properties are 
worth. (Refer to Case Interpretation #1-15)
  Recommend that the client obtain an appraisal if 
you are unable to advise on the property’s market 
value, either because of your lack of experience or 
your limited knowledge of the area or of the type 
of property. (Refer to Case Interpretations #1-16 
and #1-22) 
  Never misuse a prospective client’s personal 
opinion of the property’s value to obtain a listing. 
Base your recommendation for an asking price on a 
thorough inspection of the property and a systematic 
review of comparable sales in the area. (Refer to Case 
Interpretation #1-17) 
  Recommend that legal advice be sought when in 
the client’s best interest. (Refer to Case Interpretation 
#1-18)
  Be aware of pending or enacted changes in the 
zoning ordinances that may affect the market value 
or use of property listed by you. (Refer to Case 
Interpretation #1-19) 
  RealtoRs® remain bound by the obligations 
of the Code of Ethics even when dealing among 
themselves as principals. (Refer to Case Interpretation 
#1-20) 
  As an agent, the best interests of your client must 
always come before any contemplated interest you or 
any	member	of	your	firm	may	have	in	the	property.	
(Refer to Case Interpretation #1-21)
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  Although a listing broker may offer to purchase 
property listed with him, a listing broker may not step 
out of his role as an agent and become a principal 
without the client’s knowledgeable consent. (Refer to 
Case Interpretation #1-22)
  Do not “guarantee savings” unless you can 
 demonstrate them in each and every instance. (Refer 
to Case Interpretation #1-23) 
  Do not deceive your client. (Refer to Case 
Interpretation #1-24)
  Remember that latent material defects are not 
	considered	confidential	under	the	Code.	(Refer	to	
Case Interpretation #1-25)
  Your clients’ interests always take precedence 
over your personal gain or advantage. Don’t put 
your interest in a brokerage commission ahead of 
your responsibilities to your client. (Refer to Case 
Interpretation #1-26)
  Decline any appraisal assignment where 
your employment or your fee is contingent upon 
the amount of the appraisal. (Refer to Case 
Interpretation #1-27)

Article 2
RealtoRs® shall avoid exaggeration, misrepre- 
sentation, or concealment of pertinent facts relating to 
the property or the transaction. RealtoRs® shall not, 
however, be obligated to discover latent defects in 
the property or to advise on matters outside the scope 
of their real estate license or disclose facts which are 
confidential	under	the	scope	of	agency	or	non-agency	
relationships	as	defined	by	state	law.	
. . . . . . . . . . . . . . . . . . . . . . . . . . .
  Article 2 guarantees faithful service to both clients 
and customers as consumers of real estate services.
  Article 2 protects the consumer by ensuring 
that the RealtoR® provides accurate, factual 
information without exaggeration; that the RealtoR® 
 communicates truthfully and does not misrepresent 
the facts; and that the RealtoR® does not remain silent 
concerning pertinent facts including adverse factors 
affecting the property. As a real estate professional, the 
RealtoR® is obligated to discover and disclose adverse 
factors apparent to someone with the RealtoR®’s level 
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of expertise, but is not required to discover and disclose 
latent (hidden) defects in property or to advise clients or 
customers on matters requiring specialized knowledge 
and training not required by the state licensing authority 
or in the RealtoR®’s area of expertise. The RealtoR® is 
not expected to possess knowledge or skills generally 
attributable to specialists in other fields such as 
architects, structural engineers, soils experts, etc. Nor 
is the RealtoR® obligated to disclose facts which are 
confidential	under	the	scope	of	agency	or	non-agency	
relationships	as	defined	by	state	law.	The	necessity	to	
safeguard	the	confidence	of	clients	must	be	respected	
unless there is some superseding ethical obligation or 
legal duty. 

__________________________
  Remember that you are obligated to discover 
and disclose adverse factors reasonably apparent to 
someone with expertise in the real estate profession, 
but that you are not required to provide expert advice 
on matters involving specialized knowledge or 
training outside the scope of your real estate license. 
In such cases, advise your clients and customers to use 
the services of appropriate experts. (Refer to Standard 
of Practice 2-1) 
  Avoid naming a false consideration in any 
 document unless it is an obviously nominal 
consideration. (Refer to Standard of Practice 2-4 and 
Case Interpretations #2-10 and #2-11) 
	 	 Factors	defined	or	expressly	referenced	in	law	or	
regulation as “non-material” or as not being subject to 
disclosure are not considered “pertinent” for purposes 
of Article 2. (Refer to Standard of Practice 2-5)
  Be truthful and accurate concerning property for 
which you are responsible. If any inaccuracy occurs, 
act promptly to remedy the matter to the best of your 
ability. (Refer to Case Interpretation #2-1) 
  Remember that you are responsible for the 
statements and actions of those licensed with you. 
(Refer to Case Interpretations #2-2 and #2-9) 
  When acting as the listing broker, faithfully 
represent to prospective purchasers information 
provided by the sellers, unless you have reason to 
suspect that the information is not accurate. (Refer to 
Case Interpretations #2-3 and #2-4) 
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  Be familiar with the requirements of law and 
regulations that may affect a purchaser’s use of 
property and suggest that the advice of experts 
be sought, if the situation warrants. (Refer to Case 
Interpretation #2-5) 
  Make no guarantees regarding the future value of 
property unless you are prepared to make good your 
guarantee. (Refer to Case Interpretation #2-6) 
  Remember that the public relies on your superior 
knowledge of the real estate market. Avoid “guesses” 
which may be misconstrued as facts by those relying 
on you. (Refer to Case Interpretation #2-7) 
	 	 Failure	to	accurately	disclose	pertinent	information	
cannot be excused by the use of a “disclaimer of 
accuracy.” (Refer to Case Interpretation #2-8) 
  RealtoRs® remain bound by the obligations of the 
Code of Ethics even when dealing among themselves 
as principals. (Refer to Case Interpretation #2-13) 
  Promptly communicate any change in the amount 
of cooperating broker compensation being offered 
prior to the time the cooperating broker has a signed 
offer to purchase in hand. (Refer to Case Interpretation 
#2-14) 
  The obligation to “avoid misrepresentation 
or concealment of pertinent facts” also requires 
RealtoRs® to provide tribunals of their Board with 
information on the activities of other RealtoRs® 
which may have violated Article 2. (Refer to Case 
Interpretation #2-15) 
  Avoid falsifying credit information. (Refer to Case 
Interpretation #2-16) 
  Inform buyers of pertinent and relevant facts that 
may affect their decision to purchase. (Refer to Case 
Interpretation #2-18)
  Be sure information in MLS compilations is truthful 
and accurate. (Refer to Case Interpretation #2-19)

Article 3 
RealtoRs® shall cooperate with other brokers except 
when cooperation is not in the client’s best interest. 
The obligation to cooperate does not include the 
obligation to share commissions, fees, or to otherwise 
compensate another broker.
. . . . . . . . . . . . . . . . . . . . . . . . . . .
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  Article 3 obligates RealtoRs® to cooperate 
with their competitors on mutually agreed upon 
terms when it is in the best interest of the client. 
This obligation promotes harmonious teamwork 
by competitors to the benefit of buyers/tenants 
and sellers/lessors. The real estate market is 
best served when individuals with a variety of 
skills and resources work together. Cooperation 
optimizes the benefits available to clients and 
customers, as well as agents and their subagents. 
Cooperation ensures sellers and lessors of the 
broadest possible market exposure. Through 
cooperation, brokers are able to enhance the 
market exposure of listed property and their ability 
to serve the needs of prospective purchasers  
and tenants.

__________________________
  Compensation in cooperative transactions should 
be agreed upon by the listing and cooperating 
brokers prior to the time the cooperating broker 
begins efforts to accept the offer of cooperation. 
(Refer to Standard of Practice 3-1) 
  Avoid inviting cooperation by a third broker 
without the consent of the listing broker. (Refer to 
Case Interpretations #3-11 and #3-12)
  Any change in the amount of compensation 
being offered must be communicated prior to the 
time the cooperating broker submits an offer to 
purchase or lease the property. After a RealtoR® 
has submitted an offer to purchase or lease property, 
the listing broker may not attempt to unilaterally 
modify the offered compensation with respect to 
that cooperative transaction. (Refer to Standard of 
Practice 3-2 and Case Interpretation #2-14) 
  Listing brokers and cooperating brokers may 
enter into an agreement to change the cooperative 
compensation after the cooperating broker produces 
an offer to purchase or lease the property if both 
RealtoRs® agree to the change. (Refer to Standard 
of Practice 3-3)
  As a listing broker, as soon as practical, disclose 
the existence of a dual or variable rate commission 
arrangement. As the buyer/tenant representative, 
disclose such information to your client before the 
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client makes an offer to purchase or lease. (Refer to 
Standard of Practice 3-4)
  Where a dual commission arrangement exists, 
the RealtoR®, as listing broker, must disclose the 
existence of the “special arrangement,” and must 
indicate, in response to an inquiry from a potential 
cooperating broker, the differential that would result 
in the total commission in a cooperative transaction 
or in a sale that results through the efforts of the 
seller. (Refer to Standard of Practice 3-4 and Case 
Interpretations #1-30, #3-8 and #3-9)
  As a subagent, immediately advise the listing 
broker of all pertinent facts you discover concerning 
a property or prospective purchaser either before or 
after a contract is executed. (Refer to Standard of 
Practice 3-5)
  Disclose the existence of accepted offers, including 
offers with unresolved contingencies, to brokers 
seeking to cooperate on your listing. (Refer to Standard 
of Practice 3-6 and Case Interpretation #3-10)
  Disclose your RealtoR® or licensed status 
when seeking information about a property from 
another RealtoR® concerning property under 
a management or listing agreement. (Refer to 
Standard of Practice 3-7)
  Avoid misrepresenting the availability of 
property	listed	with	your	firm.	(Refer	to	Standard	of	
Practice 3-8)
  Avoid providing access to listed property on terms 
other than those established by the owner or the listing 
broker. (Refer to Standard of Practice 3-9)
  Share information on property you have listed/
leased, and make property available to show when in 
the seller’s/lessor’s best interests. (Refer to Standard 
of Practice 3-10)
  Recognize the agency of listing brokers and 
make all arrangements to show property through 
them unless they grant you specific authority 
to deal directly with their clients. (Refer to Case 
Interpretation #3-1)
  Cooperate in the sale of listed property unless 
you have valid reason for believing that cooperation 
would not further the best interests of your client or 
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the client instructs you to withhold cooperation. Be 
prepared to justify your refusal to cooperate if you 
are charged with an arbitrary refusal to cooperate. 
(Refer to Case Interpretations #3-3 and #3-4)
  Realize that under certain circumstances a 
RealtoR® may legitimately withhold cooperation 
when it is not in the client’s best interest or when the 
RealtoR® is dealing as a principal. (Refer to Case 
Interpretations #3-4 and #3-5)
  Promptly communicate any change in the amount 
of cooperating broker compensation being offered 
prior to the time the cooperating broker has submitted 
an offer. (Refer to Case Interpretation #3-7)
  Recognize that listing brokers must disclose 
the existence of dual and variable commission 
arrangements and must, in response to questions 
from cooperating brokers, disclose the compensation 
differential resulting from a cooperative transaction 
versus one brought about through the listing broker’s 
efforts. (Refer to Case Interpretation #3-8)
  Recognize that “special” or “side” deals may be 
dual or variable commission arrangements that must 
be disclosed pursuant to Standard of Practice 3-4. 
(Refer to Case Interpretation #3-9)

Article 4
RealtoRs® shall not acquire an interest in or buy 
or present offers from themselves, any member 
of their immediate families, their firms or any 
member thereof, or any entities in which they have 
any ownership interest, any real property, without 
making their true position known to the owner or 
the owner’s agent or broker. In selling property they 
own, or in which they have any interest, RealtoRs® 
shall reveal their ownership or interest in writing to 
the purchaser or the purchaser’s representative.
. . . . . . . . . . . . . . . . . . . . . . . . . . .
  Article 4 prohibits the RealtoR® from buying, 
presenting offers, or selling property owned by the 
RealtoR®, or in which the RealtoR® has any interest, 
without making full disclosure of the ownership 
or interest to the buyer or seller or their agent or 
representative.
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  This prohibition applies not only to buying 
and selling by the RealtoR®, but also any member 
of the RealtoR®’s	immediate	family,	firm,	or	any	entity	
in which the RealtoR® has any ownership interest.
  “Immediate family” includes “in-laws” because, at 
least	in	some	instances,	the	transaction	may	benefit	
the RealtoR® in the future. A purchase or sale for 
the RealtoR®’s	firm	or	any	member	thereof	must	
be disclosed because it can be reasonably presumed 
that an individual will tend to favor the interests of 
business colleagues over the interests of strangers. 
Any entity in which the RealtoR® has any ownership 
interest is included to ensure that the buyer or seller 
or respective agents will be fully informed, in 
advance, of the RealtoR®’s position and interest in 
the transaction. 
  Article 4 protects the public by ensuring their full 
awareness of any direct or indirect personal interest 
of the RealtoR® in a real estate transaction involving 
property owned by the RealtoR® or property the 
RealtoR® is interested in acquiring. If the seller 
or buyer knows of the RealtoR®’s interest in a 
real estate transaction, in advance, they can make 
knowledgeable decisions, secure competent 
assistance, if necessary, and deal with the RealtoR® in 
an arm’s length transaction.

__________________________
  Written disclosure of any present or contemplated 
interest, direct or indirect, that you have in a property 
must be given to buyers and sellers or their respective 
agents before entering into any contracts involving the 
property. (Refer to Standard of Practice 4-1 and Case 
Interpretation #4-6) 
  Be sure your client (seller) understands your 
position when you intend to acquire any interest in 
listed property. (Refer to Case Interpretation #4-1) 
  Even when the need to disclose a remote “indirect” 
interest is questionable, full disclosure is preferable 
since it avoids possible appearance of impropriety. 
(Refer to Case Interpretation #4-2)
  Disclose in writing the fact that an offer is being 
presented on behalf of a family member, including 
in-laws. (Refer to Case Interpretation #4-3)
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  Be aware that RealtoRs® have responsibility for 
ensuring that individuals licensed with the RealtoR® 
disclose the fact that an offer is being presented 
on behalf of a family member. (Refer to Case 
Interpretation #4-4)
  As an agent, the best interests of your client must 
always come before any contemplated interest you 
may have in the property. (Refer to Case Interpretation 
#4-5)

Article 5
RealtoRs ® shall  not undertake to provide 
 professional services concerning a property or its 
value where they have a present or contemplated 
interest	unless	such	interest	is	specifically	disclosed	
to all affected parties.
. . . . . . . . . . . . . . . . . . . . . . . . . . .

  Article 5 protects the public by requiring RealtoRs® 
to disclose any present or contemplated interest they 
may have in a property for which they are undertaking 
to provide professional services. 
  These services include buying, selling, leasing, 
appraising, managing, counseling, and other real 
estate related services.
  Article 5 prevents RealtoRs® from using their 
professional knowledge to gain an unfair advantage in 
a real estate transaction.
  RealtoRs® should remain aware that even indirect 
interests may obscure their objectivity and jeopardize 
the quality of their service. Such indirect interests 
could include interest in adjoining property, or could 
relate to transactions involving relatives or business 
associates. RealtoRs® must be alert and utilize care 
in any real estate transaction that could be seen as 
benefiting	them	either	directly	or	indirectly.

________________________
  When appraising a property disclose any current or 
contemplated interest you may have in the property 
to your client before accepting the assignment. 
(Refer to Case Interpretation #5-1)
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Article 6
RealtoRs® shall not accept any commission, rebate, 
or	profit	on	expenditures	made	for	their	client,	without	
the client’s knowledge and consent.

When recommending real estate products or services 
(e.g., homeowner’s insurance, warranty programs, 
mortgage	financing,	title	insurance,	etc.),	RealtoRs® 
shall disclose to the client or customer to whom the 
recommendation	is	made	any	financial	benefits	or	
fees, other than real estate referral fees, the RealtoR® 
or RealtoR®’s	firm	may	receive	as	a	direct	result	of	
such recommendation.
. . . . . . . . . . . . . . . . . . . . . . . . . . .

  Article 6 protects clients and customers from 
conflicts	of	interest	by	the	RealtoR® by requiring 
advance disclosure of the RealtoR®’s connection or 
interest in any organization or business entity before 
the RealtoR® recommends such services or products.
  Many RealtoRs® have interests in service 
firms, including contracting, roofing, brickwork, 
plumbing, electrical, air conditioning, title 
insurance, home owner’s insurance, pest control, 
moving, etc. The RealtoR® is not precluded from 
offering such services, and it should be noted that 
such services may be among the best available. 
But, to recommend such services without first 
disclosing the RealtoR®’s interest, making it clear 
that the clients and customers are free to obtain 
these services elsewhere, can raise suspicion and 
create the appearance of impropriety.
  Article 6 also prevents the RealtoR® from 
benefiting	directly	or	indirectly	from	the	providers	
of such goods or services without the client’s prior 
knowledge and consent. Remember to disclose when 
you	or	your	firm	will	receive	any	fee	or	will	benefit	
directly from recommending a real estate service or 
product to a client or customer. 

__________________________
  Advise clients and customers about any direct 
or indirect interests you have in businesses or 
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organizations to which you refer them. (Refer to 
Standard of Practice 6-1) 
	 	 Don’t	profit	from	your	client’s	expenditures	without	
the client’s prior knowledge and consent. (Refer to 
Case Interpretation #6-1)
  Be sure your client is aware of any use of the 
client’s	property	which	may	result	in	a	benefit	or	profit	
to you. (Refer to Case Interpretation #6-2)
  Exercise caution when dealing in matters that may 
be inconsistent with your client’s interests. Try to 
avoid	potentially	conflicting	situations.	(Refer	to	Case	
Interpretation #6-3) 
  Don’t accept rebates or other considerations from 
those providing goods or services to your client 
without your client’s prior knowledge and consent. 
(Refer to Case Interpretation #6-4)
  When recommending real estate products and 
services,	disclose	affiliated	business	relationships	and	
any	potential	benefit	that	may	accrue	to	you.	(Refer	to	
Case Interpretations #6-5 and #6-6)

Article 7
In a transaction, RealtoRs® shall not accept 
compensation from more than one party, even if 
permitted by law, without disclosure to all parties and 
the informed consent of the RealtoR®’s client or clients.
. . . . . . . . . . . . . . . . . . . . . . . . . . .
  Article 7 imposes an ethical obligation that may go 
beyond the requirements of state law. A RealtoR® 
may never accept compensation from more than one 
party without the informed consent of all parties. Only 
through adequate prior disclosure can the parties be 
fully	aware	of	any	potential	conflicts	of	interest	that	
may affect their ability or willingness to rely on the 
objectivity of the RealtoR®’s advice and counsel.

__________________________
  Prior to representing both the buyer/tenant and 
the seller/landlord in the same transaction, you 
must disclose that fact to all parties and secure their 
agreement. (Refer to Case Interpretation #7-3)
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Article 8 
RealtoRs® shall keep in a special account in an 
appropriate	financial	institution,	separated	from	their	
own funds, monies coming into their possession in 
trust for other persons, such as escrows, trust funds, 
clients’ monies, and other like items.
. . . . . . . . . . . . . . . . . . . . . . . . . . .
  RealtoRs®,	as	fiduciaries,	are	in	positions	of	trust.	
They must keep monies coming into their possession 
in trust funds, separate from their own funds.
  Stated simply, RealtoRs® must not commingle 
their	firm’s	monies	or	their	personal	monies	with	
money accepted in trust for others. Such money must 
be placed in a separate account to safeguard against its 
unauthorized use. 

__________________________
  Never commingle funds entrusted to you with your 
personal funds. (Refer to Case Interpretation #8-1) 
  Be aware that the Board may institute a complaint 
with the real estate commission based upon facts 
brought to light at an ethics hearing. (Refer to Case 
Interpretation #8-2)

Article 9
RealtoRs®, for the protection of all parties, shall assure 
whenever possible that all agreements related to real 
estate transactions including, but not limited to, listing 
and representation agreements, purchase contracts, 
and leases are in writing in clear and understandable 
language	expressing	the	specific	terms,	conditions,	
obligations and commitments of the parties. A copy  
of each agreement shall be furnished to each party  
to such agreements upon their signing or initialing.
. . . . . . . . . . . . . . . . . . . . . . . . . . .
  To avoid any misunderstanding and to prevent 
future controversy, all contractual agreements 
should be in writing and should set forth, in detail, 
the understanding of each of the parties. This can 
substantially reduce questions relating to the terms of 
the	listing	agreements,	offers	to	purchase,	financing	
instruments, and other agreements and commitments.

__________________________
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  Remember to use timely written extensions or 
amendments to purchase and sale contracts. (Refer to 
Standard of Practice 9-1)
  Make reasonable efforts to explain to clients 
and customers the nature and specific terms of 
any contractual relationship being established 
electronically. (Refer to Standard of Practice 9-2)

Article 10 
RealtoRs® shall not deny equal professional services 
to any person for reasons of race, color, religion, 
sex, handicap, familial status, national origin, sexual 
orientation, or gender identity. RealtoRs® shall not 
be parties to any plan or agreement to discriminate 
against a person or persons on the basis of race, color, 
religion, sex, handicap, familial status, national origin, 
sexual orientation, or gender identity.

RealtoRs®, in their real estate employment practices, 
shall not discriminate against any person or persons 
on the basis of race, color, religion, sex, handicap, 
familial status, national origin, sexual orientation, or 
gender identity.
. . . . . . . . . . . . . . . . . . . . . . . . . . .
  The law prohibits discrimination in housing on 
the basis of race, color, religion, sex, handicap, 
familial status, or national origin. 
  Article 10 illustrates the RealtoR®’s commitment 
to fair housing. A charge alleging that a RealtoR® 

has violated a fair housing law may also form the 
basis of a charge alleging a violation of Article 10.
  The RealtoR® can have nothing to do with any 
plan or agreement to discriminate on the basis of 
race, color, religion, sex, handicap, familial status,  
national origin, sexual orientation, or gender 
identity with respect to any real estate transaction. 
  To ensure strict compliance with fair housing 
laws, Boards of RealtoRs® are authorized to require 
training in fair housing as a condition of continued 
membership and RealtoRs® are encouraged to 
establish ongoing equal opportunity educational 
training	programs	for	individuals	in	their	firms.
  Article 10 also calls on RealtoRs® to refrain from 
discrimination in selecting and retaining employees 
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and independent contractors who provide real 
estate-related services, and the administrative and 
clerical staff who support them.

_________________________
  When involved in the sale or lease of a residence, 
do not volunteer information on the racial, religious, 
or ethnic composition of any neighborhood and 
do not engage in any activity which may resulting 
panic selling; however, you may provide other 
demographic information. (Refer to Standard of 
Practice 10-1)
  When not involved in the sale or lease of a 
residence, you may provide demographic information 
related to a property, transaction, or professional 
assignment to a party if the demographic information 
is needed to assist with or complete, in a manner 
consistent with Article 10, a real estate transaction 
or professional assignment and is obtained or derived 
from a recognized, reliable, independent, and 
impartial source. Disclose in reasonable detail the 
source of the information and any additions, deletions, 
modifications,	interpretations,	or	other	changes.	(Refer	
to Standard of Practice 10-2)
  When selling or renting any property, do not convey 
any preference, limitations, or discrimination based on 
race, color, religion, sex, handicap, familial status, 
national origin, sexual orientation, or gender identity. 
(Refer to Standard of Practice 10-3)
  Offer equal professional services to every client 
and customer regardless of their race, color, religion, 
sex, handicap, familial status, national origin, sexual 
orientation, or gender identity. (Refer to Case 
Interpretations #10-1 and #10-3) 
	 	 Educate	those	affiliated	with	you	to	ensure	that	they	
provide equal professional service to all. (Refer to 
Case Interpretation #10-2) 
  Ensure that advertising campaigns and other 
marketing strategies cannot be construed as expressing 
a	preference	that	a	potential	buyer	be	of	a	specific	
racial or ethnic group. (Refer to Case Interpretations 
#10-4 and #10-5)
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Article 11
The services which RealtoRs® provide to their 
clients and customers shall conform to the standards 
of practice and competence which are reasonably 
expected in the specific real estate disciplines 
in which they engage; specifically, residential 
real estate brokerage, real property management, 
commercial and industrial real estate brokerage, 
land brokerage, real estate appraisal, real estate 
counseling, real estate syndication, real estate 
auction, and international real estate.

RealtoRs® shall not undertake to provide specialized 
professional services concerning a type of property or 
service	that	is	outside	their	field	of	competence	unless	
they engage the assistance of one who is competent on 
such types of property or service, or unless the facts 
are fully disclosed to the client. Any person engaged 
to	provide	such	assistance	shall	be	so	identified	to	the	
client and their contribution to the assignment should 
be set forth.
. . . . . . . . . . . . . . . . . . . . . . . . . . .
  Article 11 is explicit in setting forth RealtoRs®’ 
responsibilities to refrain from attempting to provide 
service for which they are inadequately prepared.
	 	 For	example,	if	a	RealtoR® as a residential broker 
with no commercial experience was asked to market 
a complex business property, the RealtoR® would be 
obligated to disclose to the client that the RealtoR® 
did not possess the experience and expertise to 
provide the requested service. In certain instances, 
a prospective client may value the general abilities 
and integrity of a particular RealtoR® and may 
insist on engaging that RealtoR®’s services despite 
the RealtoR®’s lack of experience and competency 
needed to undertake the assignment. In such a case, 
the RealtoR® may undertake the assignment if, having 
fully disclosed his lack of experience, the RealtoR® 
obtains assistance from someone competent in the 
field.	The	RealtoR® must fully inform the client as to 
whose assistance was utilized and the degree to which 
that person contributed to the assignment.

__________________________
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  When preparing an opinion of property value or 
price be knowledgeable about the type of property 
being valued, have access to necessary information 
and resources to formulate an accurate opinion, 
and be familiar with the area where the property is 
located (unless you disclose to the party requesting 
the opinion in advance of providing your opinion 
your lack of knowledge about the type of property, 
area it is located in, or information and resources 
necessary to formulate an accurate opinion). When 
an opinion of value or price is prepared other 
than in pursuit of a listing or to assist a purchaser 
in formulating an offer, make sure you identify 
the property; include the date prepared; include 
the defined value or price; provide limiting 
conditions, including statements of purpose(s) 
and intended user(s); disclose any present or 
contemplated interest, including the possibility 
of representing the seller/landlord or buyers/
tenants; provide the basis for the opinion, including 
applicable market data; provide, if the opinion is 
not an appraisal, a statement to that effect; disclose 
whether and when a physical inspection of the 
property’s interior and exterior was conducted; and 
disclose whether you have any conflicts of interest. 
The only exception to this general rule is when 
a client or customer requests a different type of 
report or data set. (Refer to Standard of Practice 
11-1)
  In real estate disciplines other than appraisal, 
RealtoRs® are expected to comply with the standards 
of competence and practice which clients and the 
public reasonably require to protect their rights and 
interests. (Refer to Standard of Practice 11-2)
  If you are providing consultive services to 
clients which involves advice or counsel for a fee 
(not a commission) be sure to provide any advice 
given in an objective manner and do not make the 
fee contingent on the substance of the information 
provided. A separate compensation may be paid with 
prior agreement between you and your client if you 
are providing brokerage or transaction services in 
addition to consultive services. (Refer to Standard of 
Practice 11-3) 
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  Remember that the competency expected of you 
relates to services contracted for between you and 
your customer/client, the duties addressed by the 
Code of Ethics, and the duties imposed by law and 
regulation. (Refer to Standard of Practice 11-4) 
  Disclose your lack of experience to the client before 
accepting any appraisal assignment outside your area 
of competency. (Refer to Case Interpretations #11-1 
and #11-4)
  Identify in appraisal reports the names of any 
individuals	or	firms	that	provide	assistance	enabling	
you to prepare the report unless the information 
is general in nature. (Refer to Case Interpretations  
#11-2 and #11-3) 
  Don’t accept an appraisal assignment for which 
you	are	not	qualified	unless	you	disclose	your	lack	
of experience to the client and obtain qualified 
assistance. 
  Consider all pertinent factors when making an 
appraisal. 
	 	 Remember	that	you	must	avoid	conflicts	of	interest	
(e.g., listing and appraising the same property in a 
transaction) which might prevent you from acting 
as a disinterested third party rendering an unbiased 
appraisal, review, or consulting service. (Refer to 
Case Interpretation #11-10)
  The fact that you have previously appraised real 
property does not preclude you from subsequently 
listing it if requested to do so by the seller. (Refer to 
Case Interpretation #11-11)

Article 12
RealtoRs® shall be honest and truthful in their 
real estate communications and shall present a 
true picture in their advertising, marketing, and 
other representations. RealtoRs® shall ensure that 
their status as real estate professionals is readily 
apparent in their advertising, marketing, and other 
representations, and that the recipients of all real 
estate	communications	are,	or	have	been,	notified	
that those communications are from a real estate 
professional.
. . . . . . . . . . . . . . . . . . . . . . . . . . .
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  In marketing properties, RealtoRs ® use 
advertising to inform the public about listings and 
to induce interest in them. RealtoRs® are obligated 
to present a “true picture” in their advertising and 
in all representations to the public. A “true picture” 
is truthful, accurate advertising, and nothing less. 
Descriptions	that	go	beyond	“puffing”	may	mislead	
the public. Statistics indicating a RealtoR®’s sales 
volume	and	comparisons	with	other	firms	can	be	
impressive, but if they are inaccurate, untrue, or 
misleading, their use injures the public and violates 
Article 12.
  RealtoRs® must always disclose their status as 
real estate professionals in their advertisements. 
This may be accomplished by including the 
terms “RealtoR®,” “RealtoRs®,” or “RealtoR-
associate®,” or by disclosing their status as a 
licensed broker, appraiser, property manager, or 
other real estate professional.
  In advertising listed property, RealtoRs® must 
also	disclose	the	name	of	their	firm	so	that	the	public	
will be aware that they are dealing with the property 
owner’s	agent.	Further,	the	RealtoR® must ensure 
that	all	brokers	and	salespeople	affiliated	with	the	
firm	include	the	firm’s	name	in	their	advertisements	
of listed properties. 
  When advertising unlisted property in which 
the RealtoR® has any ownership interest, the 
advertise ment must disclose the interest and the 
existence of Board membership or real estate 
licensure. 
  Services and products should be described as “free” 
or “free of charge” only when all terms governing 
availability are clearly disclosed at the same time as 
when the “free” product or service is offered. (Refer 
to Standard of Practice 12-1 and Case Interpretations 
#12-7 and #12-10) 
  You may represent your services as “free” 
or without cost even if you expect to receive 
compensation from a source other than your client 
provided	that	the	potential	for	you	to	obtain	a	benefit	
from a third party is clearly disclosed at the same time. 
(Refer to Standard of Practice 12-2) 
  If you offer incentives to list, sell, purchase, or lease 
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property, be sure the terms and conditions of your 
offer are clear and readily understandable. (Refer to 
Standard of Practice 12-3)
  Obtain the client’s permission to advertise the 
client’s property. Never advertise listed property at a 
price other than that agreed to by the client. (Refer to 
Standard of Practice 12-4)
  All advertisements of real estate services or listed 
property	must	include	the	name	of	your	firm.	(Refer	
to Standard of Practice 12-5) 
  When acting as a principal in the sale or lease 
of your own property, disclose your status as a 
RealtoR® or as a licensee so that prospective 
purchasers or tenants will be aware of your special 
knowledge and expertise. (Refer to Standard of 
Practice 12-6 and Case Interpretation #12-8)
  Only listing brokers or cooperating (selling) 
brokers have the right to advertise that they “sold” the 
property. Either the listing broker or the cooperating 
broker may claim to have “sold” the property upon 
acceptance of a purchase offer by the seller. However, 
prior to closing, a cooperating broker may only 
post a “sold” sign with the consent of the listing 
broker. (Refer to Standard of Practice 12-7 and Case 
Interpretations #12-11, #12-12, and #12-13)
  Your obligation to present a true picture includes 
information presented on your website. (Refer to 
Standard of Practice12-8)
  Websites of RealtoRs®, their firms, and all 
licensees	affiliated	with	the	firm	must	include	the	
firm’s	name	and	state	of	licensure	and	the	licensee’s	
state of licensure in a reasonable and readily apparent 
manner. (Refer to Standard of Practice12-9)
  The duty to present a true picture in advertising and 
representations to the public includes Internet content, 
images, and URLs and domain names. (Refer to Standard 
of Practice 12-10 and Case Interpretation #12-20)
  If you intend to sell or share consumer information 
gathered via the Internet, disclose that possibility in 
a reasonable and readily apparent manner. (Refer to 
Standard of Practice12-11)
  Do not use URLs/domain names that present 
anything other than a true picture, or register URLs/ 
domain names which, if used, would present less than 
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a true picture. (Refer to Standard of Practice 12-12 
and Case Interpretation #12-20)
  It is not unethical to have previously registered a 
URL name which is the same as or similar to a name 
of	a	subsequently-established	firm.	(Refer	to	Standard	
of Practice 12-12 and Case Interpretation #12-21)
  However, do not register URLs or domain names 
that	are	the	same	as	or	similar	to	competitors’	firms’	
names and do not use intentionally misspelled domain 
names	based	on	names	of	competitors’	firms.	(Refer	
to Standard of Practice12-12 and Case Interpretations 
#12-22 and #12-23)
  It is not a violation of the Code of Ethics to 
register a domain name based on a sales associate’s 
name, with his or her consent, provided the URL 
presents a true picture. If the sales associate later 
leaves	the	firm,	the	former	firm	should	not	continue	
to use, and should not renew the domain name. 
(Refer to Standard of Practice 12-12 and Case 
Interpretation #12-24)
  Use and display only the professional 
designations,	certifications,	and	other	credentials	
you are legitimately entitled to use. (Refer to 
Standard of Practice 12-13)
  Remember	that	“For	Sale”	signs	are	a	form	of	
advertising subject to the requirements of Article 12. 
(Refer to Case Interpretation #12-1)
  Avoid exaggeration and dishonesty in your 
advertisements. Strive to present a “true picture.” 
(Refer to Case Interpretations #12-2, #12-3, and #12-4)
  Advertising claims should not be based upon 
uncertain or unpredictable factors over which 
you have little or no control. (Refer to Case 
Interpretation #12-4) 
  While a “sold” sign may be placed on a property 
when an offer to purchase has been accepted, it should 
be removed if the transaction falls through. (Refer to 
Case Interpretation #12-5) 
  Don’t mislead the public into believing they can 
save money by purchasing from you if that is not the 
case. (Refer to Case Interpretation #12-6) 
  Avoid false advertising. (Refer to Case 
Interpretation #12-9) 

36



  Remember to observe Article 12’s “true picture” 
mandate when advertising property as being 
“offered exclusively.” (Refer to Case Interpretation 
#12-14)
  “Linking” to other Internet websites, even if 
those sites include listings of other real estate 
professionals, does not constitute advertising of 
the type contemplated by Article 12. (Refer to Case 
Interpretation #12-15)
  You cannot copy information from the Internet 
websites of other real estate professionals and 
publish it on your website without the listing 
broker’s permission even if the information on 
your website identifies the listing broker. (Refer to 
Case Interpretation #12-16)
  Article 12’s “true picture” assurance bars the use 
of misleading Internet domain names, including use 
of	the	names	of	competitors	or	their	firms.	(Refer	to	
Case Interpretation #12-17)
  Promptly remove information about expired listings 
from your website. (Refer to Case Interpretation 
#12-18)
  If you affiliate with a new firm, remember to 
observe Article 12’s “true picture” when making 
representations about cumulative sold information. 
(Refer to Case Interpretations #12-25 and #12-26)

Article 13
RealtoRs® shall not engage in activities that constitute 
the unauthorized practice of law and shall recommend 
that legal counsel be obtained when the interest of any 
party to the transaction requires it.
. . . . . . . . . . . . . . . . . . . . . . . . . . .
  The RealtoR® is prohibited by the law and by the 
Code from engaging in the unauthorized practice of 
law. The RealtoR®	has	an	affirmative	obligation	to	
recommend the use of legal counsel to clients and 
customers when their interests require it.
  If the RealtoR® is also an attorney, Article 13 
would not preclude the offering of legal services in 
a manner consistent with the standards of the Bar 
Association. However, RealtoRs® must be mindful 
of their agency relationship and the duties owed to 
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clients	and	to	customers,	and	must	avoid	all	conflicts	
of interest.
  Article 13 encourages respect for the law and 
protects clients and customers from well intended 
but potentially misguided “legal advice” from those 
unqualified	to	provide	it.

____________________________
  Refrain from any activities that could be construed 
as the unauthorized practice of law. (Refer to Case 
Interpretation #13-1)
  Even when standard form contracts are utilized, 
questions concerning the meaning or effect of any 
provision should be addressed to competent legal 
counsel. (Refer to Case Interpretation #13-2)
  Advise clients and customers to seek legal 
review of any contractual agreement where, in 
your judgment, the client or customer needs legal 
guidance. (Refer to Case Interpretation #13-3) 
  Avoid expressions of opinion which may be 
misconstrued	as	a	definitive	legal	opinion.	(Refer	to	
Case Interpretation #13-3) 

Article 14
If charged with unethical practice or asked to present 
evidence or to cooperate in any other way, in any 
professional standards proceeding or investigation, 
the RealtoR® shall place all pertinent facts before 
the	proper	tribunal	of	the	Member	Board	or	affiliated	
institute, society or council in which membership is 
held and shall take no action to disrupt or obstruct 
such processes.
. . . . . . . . . . . . . . . . . . . . . . . . . . .
  The Code of Ethics is meaningful because it is 
respected and enforced. Article 14 establishes an 
absolute obligation to cooperate with the Board 
when charged with unethical practice, or when asked 
to present evidence in any professional standards 
proceeding or investigation. In either event the 
RealtoR® must place all pertinent facts before a proper 
tribunal. 
  RealtoRs® are required to take an active part in 
Code enforcement. If this were not so, the Code 
would	lose	its	relevance	and	influence	in	promoting	
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and enforcing high standards of professional 
conduct.
  Boards must provide due process in professional 
standards proceedings, as well as in enforcement of 
the Board’s bylaws, and other rules and regulations. 
Due process requires as much factual support as can be 
reasonably ascertained to substantiate violations of the 
Code or arbitration awards or failure to abide by other 
membership obligations. With fairness established in 
the Board’s procedures, and with the facts in hand, 
the Board can respect and protect the rights of all its 
members while strictly enforcing the Code.
  If, in connection with a professional standards 
proceeding or an investigation, a RealtoR® is requested 
by the Board to answer a charge or to appear as a 
witness, the RealtoR® must do so, and must take no 
action to disrupt or obstruct such processes.

____________________________
  A RealtoR® may not be subject to disciplinary 
proceedings	before	more	than	one	Board,	or	affiliated	
institute, society, or council in which the RealtoR® 
holds membership, for alleged violations of the Code 
of Ethics relating to the same transaction. (Refer to 
Standard of Practice 14-1)*
  Avoid unnecessary discussions of the details of 
any hearing, appeal, or review. (Refer to Standard of 
Practice 14-2) 
  A RealtoR® may not attempt to frustrate the 
Board’s disciplinary or investigative processes by 
filing	or	threatening	to	file	suits	against	parties	to	
the proceeding or their witnesses alleging slander, 
libel,	or	defamation	based	on	the	filing	of	an	ethics	
complaint or an arbitration request. (Refer to Standard 
of Practice 14-3)
  RealtoRs® should not attempt to obstruct or 
disrupt the investigative or disciplinary proceedings 
of a Board by filing multiple ethics complaints 
based on the same transaction. (Refer to Standard of 
Practice 14-4) 
  Cooperate with those charged with enforcing the 
Code by providing requested information to any duly 
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authorized tribunal in accordance with the Board’s 
procedures. 
  Respond fully and accurately to questions from 
professional standards panel members. (Refer to Case 
Interpretation #14-2) 
  Remember that you may be required to respond to 
charges of unethical conduct, regardless of who is the 
complainant. (Refer to Case Interpretation #14-3) 

Article 15
RealtoRs® shall not knowingly or recklessly make 
false or misleading statements about other real estate 
professionals, their businesses, or their business 
practices.
. . . . . . . . . . . . . . . . . . . . . . . . . . .
  Article	15	logically	flows	from	the	RealtoR®’s duty 
established in Article 12 “to present a  true picture 
in ... representations.” This includes comparisons 
with competitors, and comments or opinions offered 
about other real estate professionals. 
  Article 15 is not intended to limit or inhibit the 
free flow of commercial information that is often 
of value to potential users of the many and varied 
services that RealtoRs® provide. Article 15 requires 
that RealtoRs® make good faith efforts to ensure that 
statements and representations they make, including 
those made in their advertising, are truthful and 
accurate.
  RealtoRs® should consider that while truthfulness 
is the ultimate measuring stick of Article 15, little 
is gained, and often much is lost, through negative, 
non-constructive criticism which can impair the 
cooperative efforts that make the service provided by 
RealtoRs® so valuable to the public. 

__________________________
  Do not knowingly or recklessly file false or 
unfounded ethics complaints. (Refer to Standard of 
Practice 15-1)
  Do not knowingly or recklessly publish, repeat, 
transmit, or republish false or misleading statements 
made by others in person, in writing, by technological 
means, or by any other means. (Refer to Standard of 
Practice 15-2)
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  Clarify or remove false or misleading statements 
made by third parties on electronic media you control 
once you know the statement is false or misleading. 
(Refer to Standard of Practice 15-3)
  Good faith representations which are unknowingly 
inaccurate that are based on generally reliable 
information do not violate Article 15. (Refer to Case 
Interpretation #15-1) 
  Do not rely on normally reliable sources of 
information when information is obviously inaccurate. 
(Refer to Case Interpretation #15-1)
  Do not misrepresent competitor’s business practices 
(Refer to Case Interpretations #15-2)

Article 16
RealtoRs® shall not engage in any practice or take 
any action inconsistent with exclusive representation 
or exclusive brokerage relationship agreements that 
other RealtoRs® have with clients.
. . . . . . . . . . . . . . . . . . . . . . . . . . .
  Competition among brokers to provide appraising, 
brokerage, managing, leasing, syndicating, or 
counseling services is extremely intense until the 
prospective client enters into a binding agreement 
for such services. When an exclusive relationship is 
created, the competition shifts to the search for buyers 
or	to	otherwise	fulfill	the	agreement.	At	this	point	
Article 16 comes into play. 
  Once clients have selected a particular broker to 
serve their interests, the competition that prevailed 
earlier ceases and cooperation takes its place. 
Cooperation between RealtoRs® is the normal 
professional practice that is contemplated when 
it is in the best interest of the client. Generally, 
cooperation	exists	in	great	measure,	since	it	benefits	
the clients and customers in virtually every case. 
RealtoRs® must carefully avoid taking any action 
inconsistent with the exclusive relationship between 
the seller and the listing broker and avoid any action 
that could be construed to induce a breach of the 
contractual agreement made with the client. The 
client has made a decision and is entitled to the 
benefit	of	his	or	her	bargain.	This	includes	relief	for	
the duration of the relationship from direct overtures 
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of other RealtoRs® seeking to interest the seller 
or lessor in the services they provide. This limited 
protection from direct solicitation does not preclude 
general advertising efforts by other RealtoRs®, 
but does prohibit efforts to induce the breach of 
an existing contract so that another RealtoR® can 
substitute himself in the place of the current listing 
broker. 
  In the case of an exclusive listing, to respect the 
exclusivity of the listing broker’s relationship, other 
RealtoRs® must be able to determine with certainty 
that an exclusive listing exists. If the listing broker 
refuses to disclose the nature (type) and duration of 
a listing, Article 16 recognizes the RealtoR®’s right 
to contact the seller or lessor directly to obtain this 
essential information. Under these circumstances, 
the RealtoR® may also discuss the terms of a future 
listing on the property or may enter into a listing to 
become effective upon the expiration of the current 
listing. 
  Article 16 also acknowledges the right of property 
owners whose properties are listed exclusively to 
contact other RealtoRs®	if	they	are	not	satisfied	with	
the listing broker’s performance. A RealtoR® is free 
to discuss the terms of a future listing on the property 
and may enter into a listing to become effective upon 
the expiration of the current listing if the discussion 
and contact were initiated by the property owners.
  Actions inconsistent with the exclusive relationship 
of the listing broker can occur when a RealtoR® 

provides unauthorized information to a prospective 
purchaser or tenant. It can occur when a cooperating 
broker fails to obtain permission to show the property 
from the listing broker, but contacts the owner 
directly. It can occur when a cooperating broker takes 
an offer directly to the client without the knowledge 
and consent of the listing broker. It can occur when 
a cooperating broker uses the showing of a property 
as an opportunity to make unsolicited, derogatory 
remarks about the listing broker that are untrue. 
  RealtoRs® are obligated to respect the exclusive 
representation or exclusive brokerage relationship 
agreements of other RealtoRs® and to work through 
them as long as the exclusive relationship remains 
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in effect. Professionalism, integrity, and courtesy 
require it and buyers/tenants and sellers/lessors 
benefit	from	it.

__________________________
  Aggressive, innovative marketing practices are not 
inherently unethical, but any business practice must 
comply with the other requirements imposed by the 
Code. (Refer to Standard of Practice 16-1)
  Recognize that Article 16 does not prohibit general 
advertising, including telephone canvassing, mailings, 
or distributions to all property owners in a given area 
or to all members of a class, organization, or group, 
even though one or more of the recipients may 
currently be party to an exclusive listing agreement. 
(Refer to Standard of Practice 16-2 and Case 
Interpretations #16-3 and #16-9) 
  A RealtoR® is not prohibited from offering to 
provide unrelated services to the client of another 
RealtoR® or from offering the same type of service 
for property not subject to other brokers’ exclusive 
agreements. (Refer to Standard of Practice 16-3) 
  When another RealtoR® requests information 
from you concerning one of your listings, you are 
encouraged to disclose the type of listing you have 
and its expiration date so that the other RealtoR® can 
avoid an inadvertent interference in your relationship 
with your client. If, for any reason, you choose not 
to share that information, you should be aware that 
your refusal will entitle the other RealtoR® to obtain 
it directly from your client and to discuss the terms 
of a future listing with the client or to take a listing to 
become effective upon the expiration of any current 
listing. (Refer to Standard of Practice 16-4 and Case 
Interpretations #16-7 and #16-10)
  When another RealtoR® requests information from 
you concerning one of your buyers/tenants who is 
subject to an exclusive buyer/tenant agreement, you 
are encouraged to disclose the type of agreement 
you have and its expiration date so that the other 
RealtoR® can avoid an inadvertent interference in 
your relationship with your client. If you choose not 
to share that information, you should be aware that 
your refusal will entitle the other RealtoR® to directly 
obtain the information from your client and discuss 
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the terms of any future buyer/tenant agreement to 
become effective upon expiration of any existing 
exclusive buyer/tenant agreement. (Refer to Standard 
of Practice 16-5)
  Recognize that if the discussion is initiated by the 
property owner, a RealtoR® may discuss taking a 
future listing on a property currently listed exclusively 
with another RealtoR® and may take a listing to 
become effective upon the expiration of the current 
listing. (Refer to Standard of Practice 16-6)
  Be aware that a prospect’s prior selection and 
use of a RealtoR® in previous transactions cannot 
prevent other RealtoRs® from trying to obtain that 
individual’s future business. (Refer to Standard of 
Practice 16-7) 
  Understand that once a listing has expired, 
other RealtoRs® are free to solicit the listing. 
(Refer to Standard of Practice 16-8 and Case 
Interpretation #16-5)
  Before accepting a listing, use your best efforts  
to make sure the property is not already currently 
listed on an exclusive basis with another broker. 
(Refer to Standard of Practice 16-9)
  If you are acting as the buyer or tenant representative 
or broker, you must disclose that fact to the listing 
broker	the	first	time	you	contact	the	listing	broker,	such	
as when making an appointment to show the property. 
(Refer to Standard of Practice 16-10)
	 	 Advise	the	seller	or	landlord	at	your	first	contact	if	
you are acting as a buyer’s or tenant’s representative  
or broker and the property is unlisted. (Refer to 
Standard Practice 16-11)
	 	 At	the	first	practical	opportunity,	disclose	to	buyers/
tenants that you are acting on behalf of the seller/
landlord or subagent of the listing broker. (Refer to 
Standard of Practice 16-12) 
  When you are aware that a principal has retained 
an exclusive representative or broker, deal through 
that representative or broker, and not directly with 
the principal except when the representative or 
broker has authorized direct contact unless the client 
has initiated dealings with you. Ask prospects if they 
are party to an exclusive representation agreement 
before providing substantive services. (Refer to 
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Standard of Practice 16-13 and Case Interpretations 
#16-13 and #16-14) 
  Before you exclusively list or lease a property 
which is not currently listed or leased with another 
broker on an exclusive basis, you have an obligation 
to advise the client of the potential liability for 
multiple commissions. (Refer to Standard of Practice 
16-14) 
  Be aware of your obligation to compensate the 
cooperating broker (principal) in a cooperative 
transaction	rather	than	any	sales	licensees	affiliated	
with the cooperating broker without the prior express 
knowledge and consent of the cooperating broker. 
(Refer to Standard of Practice 16-15)
  Do not use the terms of an offer to purchase or 
lease, or the threat of withholding an executed offer 
to purchase or lease, to attempt to obtain additional 
compensation from the listing broker. (Refer to 
Standard of Practice 16-16) 
  Obtain permission from the listing broker before 
giving information on the broker’s listings to another 
broker. (Refer to Standard of Practice 16-17)
  Obtain the listing broker’s consent before using 
information about the listing broker’s listing 
to create a referral prospect or a buyer prospect. (Refer 
to Standard of Practice 16-18 and Case Interpretation 
#16-8)
  Obtain the client’s consent before placing signs for 
sale, rent, or lease on property. (Refer to Standard of 
Practice 16-19)
  Prior to or after your relationship with your 
current	firm	is	terminated,	do	not	induce	clients	of	
that	firm	to	cancel	exclusive	contractual	agreements	
between	the	client	and	that	firm.	(Refer	to	Standard	of	
Practice 16-20)
  While unintentional contact with another 
RealtoR®’s client is not unethical, subsequent contacts 
prior to the expiration of the other RealtoR®’s listing 
can be unethical. (Refer to Case Interpretation #16-2)
  Be aware that general advertisements by other 
RealtoRs® do not violate the exclusive relationship 
of the listing broker when not directed towards the 
owner of the particular property listed. (Refer to Case 
Interpretation #16-9)
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  Determine the amount of compensation being 
offered before commencing your efforts as 
a cooperating broker. Do not try to modify the amount 
offered by making the compensation an integral term 
of an offer to purchase. (Refer to Case Interpretation 
#16-15)
  When acting as the agent or broker of a buyer, do 
not suggest or recommend that the buyer use the terms 
of a purchase offer to attempt to modify the terms and 
conditions of the listing broker’s contract with the 
seller. (Refer to Case Interpretation #16-16)
  As the buyer’s agent or broker, you can suggest 
or recommended that your client ask the seller to 
pay some or all of your commission. (Refer to Case 
Interpretation #16-17)
  As a subagent, do not negotiate directly with the 
listing broker’s client unless you have been authorized 
to do so by the listing broker. (Refer to Case 
Interpretation #16-18)
  Continued contact with a potential seller-client 
who then enters into an exclusive listing with another 
RealtoR® is generally prohibited. (Refer to Standard 
of Practice 16-13 and Case Interpretations #16-19, 
#16-20, and #16-21).

Article 17
In the event of contractual disputes or specific 
noncontractual disputes as defined in Standard 
of Practice 17-4 between RealtoRs® (principals) 
associated	with	different	firms,	arising	out	of	their	
relationship as RealtoRs®, the RealtoRs® shall 
mediate the dispute if the Board requires its members 
to mediate. If  the dispute is not resolved through 
mediation, or if mediation is not required, RealtoRs®  
shall submit the dispute to arbitration in accordance 
with the policies of the Board rather than litigate the 
matter.

In the event clients of RealtoRs® wish to mediate or 
arbitrate contractual disputes arising out of real estate 
 transactions, RealtoRs® shall mediate or arbitrate 
those disputes in accordance with the policies of the 
Board, provided the clients agree to be bound by any 
resulting agreement or award.
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The obligation to participate in mediation and 
arbitration contemplated by this Article includes the 
obligation of RealtoRs® (principals) to cause their 
firms	to	mediate	and	arbitrate	and	be	bound	by	any	
resulting agreement or award. 
. . . . . . . . . . . . . . . . . . . . . . . . . . .
  Generally, arbitration is used to settle disputes 
between RealtoR® principals of two different real 
estate	firms	concerning	entitlement	to	a	commission	
or to cooperating brokers’ compensation. Entitlement 
is determined on the basis of determining the 
“procuring cause.” In most instances, the decision 
awards the disputed amount to one party or the 
other. In certain cases, and if not precluded by state 
law, the disputed amount may be divided between 
the parties if the arbitrators determine that both 
parties contributed, without interruption, to the 
successful transaction. 
  Article 17 also requires a RealtoR® to arbitrate 
disputes with clients, if the client requests the 
arbitration and agrees to be bound by the decision.
  The Code of Ethics and Arbitration Manual advises 
Boards and State Associations to determine whether 
(1) state law authorizes prior agreements to arbitrate 
future disputes in advance of a dispute or only after the 
dispute occurs or (2) if state law does not recognize 
binding arbitration at all. In the latter case, Boards can 
only offer arbitration and cannot require RealtoRs® 
and RealtoR-associate®s to participate in it. 
  The Code of Ethics and Arbitration Manual also 
specifies	three	circumstances	under	which	RealtoRs® 
must submit to arbitration. 
  (1) Arbitration of a dispute between RealtoR® 
principals	of	different	firms.	
  (2) Arbitration between RealtoRs® (other than 
principals) or RealtoR-associate®s in different 
firms,	provided	the	RealtoR® principals join in the 
arbitration. 
  (3) Arbitration between RealtoR® principals and 
their clients when the client or RealtoR® invokes 
the arbitration and the client agrees to be bound by 
the decision. 
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  The Manual also specifies three circumstances 
under which the RealtoR®’s participation in 
arbitration is voluntary:
  (1) Arbitration between RealtoR® principals and 
RealtoRs® and RealtoR-associate®s (nonprincipals) 
who	are	or	were	affiliated	with	the	same	firm,	provided	
each party voluntarily agrees to the arbitration in 
writing. This applies to disputes arising when the 
parties	are,	or	were,	affiliated	with	the	same	firm,	
irrespective of the time the request is made for such 
arbitration. 
  (2) Arbitration between a RealtoR® principal with 
a nonmember broker, provided each party agrees in 
writing to be bound by the decision. However, it is 
the member’s choice whether the member will submit 
to arbitration with a nonmember broker who is not an 
MLS Participant. A nonmember broker who is not an 
MLS Participant may invoke the arbitration facilities 
of a Board of RealtoRs®. However, RealtoRs® 
(principals) are not required to agree to or participate 
in arbitration.
  (3) Arbitration between a RealtoR® principal and 
a customer if a written contractual relationship has 
been created by the RealtoR® principal between a 
customer and a client, and provided all parties to the 
dispute (i.e., the customer and the RealtoR®) agree 
in writing to arbitrate the dispute. 
  RealtoRs® and RealtoR-associate®s who 
 participate in the Board’s MLS or otherwise access 
MLS information through any Board in which they 
do not hold membership have the same rights and 
responsibilities as any Board member relative to the 
Code of Ethics. 
  For	more	detailed	information	on	arbitration	
procedures, refer to the Code of Ethics and 
Arbitration Manual.

_____________________________
  Remember that Article 17 requires RealtoRs® 
to	arbitrate	their	disputes.	If	you	file	suit	against	a	
RealtoR® when a properly arbitrable matter exists 
and refuse to withdraw the suit and participate in 
arbitration when requested, you may be subject to 
disciplinary action. (Refer to Standard of Practice 
17-1 and Case Interpretation #17-1) 
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  Parties to an otherwise arbitrable matter may 
agree not to use the Board’s arbitration or mediation 
facility without becoming subject to a charge of 
violating Article 17 provided they advise the Board 
in writing of their decision. Also, RealtoRs® cannot 
be required to mediate if all parties choose to 
arbitrate or litigate a dispute (Refer to Standard of 
Practice 17-2) 
  Under certain circumstances, RealtoRs® are 
obligated to participate in interboard arbitration or 
in arbitration conducted by the State Association. 
(Refer to Case Interpretations #17-2 and #17-10) 
  Once a matter has been arbitrated by a Board 
of RealtoRs®, neither party may initiate a second 
arbitration before a different Board based on the 
same issue. (Refer to Case Interpretation #17-3) 
  Have a clear understanding of your rights and 
obligations, related to arbitration, as established by 
Article 17 and your Board’s procedures. (Refer to 
Case Interpretations #17-4, #17-5, #17-6, and #17-11) 
    RealtoRs® are free to bring alleged violations 
of law or regulations to the attention of appropriate 
enforcement bodies without fear of retaliation. 
(Refer to Case Interpretation #17-7)
  RealtoRs® cannot disclaim their personal 
obligations under Article 17 by asserting that 
the transaction was consummated through their 
corporation. (Refer to Case Interpretation #17-8) 
  RealtoRs®, when acting solely as principals 
in a real estate transaction, are not obligated to 
arbitrate disputes with other RealtoRs® absent a 
specific	written	agreement	to	the	contrary.	(Refer	to	
Standard of Practice 17-3 and Case Interpretations 
#17-12 and #17-13) 
  There	are	five	specific	non-contractual	disputes	
that are subject to arbitration pursuant to Article 17. 
(Refer to Standard of Practice 17-4)
  Remember you are bound to arbitrate even if the 
complainant is out of state if the complainant agrees 
to travel to your Board and submit to arbitration 
conducted by your Board. (Refer to Standard of 
Practice 17-5)
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Appendix A

Code of Ethics and
Standards of Practice

of the
NatioNal associatioN of RealtoRs®

Effective January 1, 2019

Where the word RealtoRs® is used in this Code and Preamble, 
it shall be deemed to include RealtoR-associate®s.

While the Code of Ethics establishes obligations that may be 
higher than those mandated by law, in any instance where 
the	Code	of	Ethics	and	the	law	conflict,	the	obligations	of	
the law must take precedence.

Preamble
Under all is the land. Upon its wise utilization and widely 
allocated ownership depend the survival and growth of 
free institutions and of our civilization. RealtoRs® should 
recognize that the interests of the nation and its citizens 
require the highest and best use of the land and the widest 
distribution of land ownership. They require the creation 
of adequate housing, the building of functioning cities, the 
development of productive industries and farms, and the 
preservation of a healthful environment.

Such interests impose obligations beyond those of ordinary 
commerce. They impose grave social responsibility and 
a patriotic duty to which RealtoRs® should dedicate 
themselves, and for which they should be diligent in 
preparing themselves. RealtoRs®, therefore, are zealous 
to maintain and improve the standards of their calling and 
share with their fellow RealtoRs® a common responsibility 
for its integrity and honor.

In recognition and appreciation of their obligations to 
clients, customers, the public, and each other, RealtoRs® 
continuously strive to become and remain informed on issues 
affecting real estate and, as knowledgeable professionals, 
they willingly share the fruit of their experience and 
study with others. They identify and take steps, through 
enforcement of this Code of Ethics and by assisting 
appropriate regulatory bodies, to eliminate practices which 
may damage the public or which might discredit or bring 
dishonor to the real estate profession. RealtoRs® having 
direct personal knowledge of conduct that may violate the 
Code of Ethics involving misappropriation of client or 
customer funds or property, willful discrimination, or fraud 
resulting in substantial economic harm, bring such matters 
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to the attention of the appropriate Board or Association of 
RealtoRs®. (Amended 1/00)

Realizing that cooperation with other real estate 
professionals promotes the best interests of those who utilize 
their services, RealtoRs® urge exclusive representation of 
clients; do not attempt to gain any unfair advantage over 
their competitors; and they refrain from making unsolicited 
comments about other practitioners. In instances where 
their opinion is sought, or where RealtoRs® believe 
that comment is necessary, their opinion is offered in an 
objective, professional manner, uninfluenced by any 
personal motivation or potential advantage or gain.

The term RealtoR® has come to connote competency, 
fairness, and high integrity resulting from adherence to 
a lofty ideal of moral conduct in business relations. No 
inducement	of	profit	and	no	instruction	from	clients	ever	can	
justify departure from this ideal.

In the interpretation of this obligation, RealtoRs® can 
take no safer guide than that which has been handed down 
through the centuries, embodied in the Golden Rule, 
“Whatsoever ye would that others should do to you, do ye 
even so to them.”

Accepting this standard as their own, RealtoRs® pledge 
to observe its spirit in all of their activities whether 
conducted personally, through associates or others, or 
via technological means, and to conduct their business in 
accordance with the tenets set forth below. (Amended 1/07)

Duties to Clients and Customers

Article 1
When representing a buyer, seller, landlord, tenant, or other 
client as an agent, RealtoRs® pledge themselves to protect 
and promote the interests of their client. This obligation to 
the client is primary, but it does not relieve RealtoRs® of 
their obligation to treat all parties honestly. When serving a 
buyer, seller, landlord, tenant or other party in a non-agency 
capacity, RealtoRs® remain obligated to treat all parties 
honestly. (Amended 1/01)

•  Standard of Practice 1-1
    RealtoRs®, when acting as principals in a real estate 

transaction, remain obligated by the duties imposed by the 
Code of Ethics. (Amended 1/93)

•  Standard of Practice 1-2
    The duties imposed by the Code of Ethics encompass 

all real estate-related activities and transactions whether 
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conducted in person, electronically, or through any other 
means.

    The duties the Code of Ethics imposes are applicable 
whether RealtoRs® are acting as agents or in legally 
recognized non-agency capacities except that any duty 
imposed exclusively on agents by law or regulation shall 
not be imposed by this Code of Ethics on RealtoRs® 
acting in non-agency capacities. 

    As used in this Code of Ethics, “client” means the person(s) 
or entity(ies) with whom a RealtoR® or a RealtoR®’s 
firm	has an agency or legally recognized non-agency 
relationship; “customer” means a party to a real estate 
transaction	who	receives	information,	services,	or	benefits	
but has no contractual relationship with the RealtoR® or 
the RealtoR®’s	firm;	“prospect”	means	a	purchaser,	seller,	
tenant, or landlord who is not subject to a representation 
relationship with the RealtoR® or RealtoR®’s	firm;	“agent”	
means a real estate licensee (including brokers and sales 
associates)	acting	in	an	agency	relationship	as	defined	by	
state law or regulation; and “broker” means a real estate 
licensee (including brokers and sales associates) acting as 
an agent or in a legally recognized non-agency capacity. 
(Adopted 1/95, Amended 1/07)

•   Standard of Practice 1-3
    RealtoRs®, in attempting to secure a listing, shall not 

deliberately mislead the owner as to market value.

•  Standard of Practice 1-4
    RealtoRs®, when seeking to become a buyer/tenant 

representative, shall not mislead buyers or tenants as to 
savings	or	other	benefits	that	might	be	realized	through	use	
of the RealtoR®’s services. (Amended 1/93)

•  Standard of Practice 1-5
    RealtoRs® may represent the seller/landlord and buyer/

tenant in the same transaction only after full disclosure to 
and with informed consent of both parties. (Adopted 1/93)

•  Standard of Practice 1-6
    RealtoRs® shall submit offers and counter-offers 

objectively and as quickly as possible. (Adopted 1/93, 
Amended 1/95)

•  Standard of Practice 1-7
    When acting as listing brokers, RealtoRs® shall 

continue to submit to the seller/landlord all offers and 
counter-offers until closing or execution of a lease unless 
the seller/landlord has waived this obligation in writing. 
Upon the written request of a cooperating broker who 
submits an offer to the listing broker, the listing broker 
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shall	provide	a	written	affirmation	to	the	cooperating	
broker stating that the offer has been submitted to the 
seller/landlord,	or	a	written	notification	that	the	seller/
landlord has waived the obligation to have the offer 
presented. RealtoRs® shall not be obligated to continue 
to market the property after an offer has been accepted 
by the seller/landlord. RealtoRs® shall recommend 
that sellers/ landlords obtain the advice of legal counsel 
prior to acceptance of a subsequent offer except where 
the acceptance is contingent on the termination of the 
pre-existing purchase contract or lease. (Amended 1/19)

•  Standard of Practice 1-8
    RealtoRs®, acting as agents or brokers of buyers/tenants, 

shall submit to buyers/tenants all offers and counter-offers 
until acceptance but have no obligation to continue to 
show properties to their clients after an offer has been 
accepted unless otherwise agreed in writing. RealtoRs®, 

acting as agents or brokers of buyers/tenants, shall 
recommend that buyers/tenants obtain the advice of legal 
counsel if there is a question as to whether a pre-existing 
contract has been terminated. (Adopted 1/93, Amended 
1/99)

•  Standard of Practice 1-9
    The obligation of RealtoRs®	to	preserve	confidential	
information	(as	defined	by	state	law)	provided	by	their	
clients in the course of any agency relationship or 
non-agency relationship recognized by law continues after 
termination of agency relationships or any non-agency 
relationships recognized by law. RealtoRs® shall 
not knowingly, during or following the termination of 
professional relationships with their clients:

			1)	 	reveal	confidential	information	of	clients;	or
   2)  use confidential information of clients to the 

disadvantage of clients; or
   3)  use confidential information of clients for the 

RealtoR®’s advantage or the advantage of third parties 
unless:

         a)  clients consent after full disclosure; or
         b)  RealtoRs® are required by court order; or
         c)  it is the intention of a client to commit a crime 

and the information is necessary to prevent the 
crime; or

         d)  it is necessary to defend a RealtoR® or the 
RealtoR®’s employees or associates against an 
accusation of wrongful conduct.

    Information concerning latent material defects is not 
considered	confidential	information	under	this	Code	of	
Ethics. (Adopted 1/93, Amended 1/01)
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•  Standard of Practice 1-10
    RealtoRs® shall, consistent with the terms and 

conditions of their real estate licensure and their property 
management agreement, competently manage the property 
of clients with due regard for the rights, safety and health 
of tenants and others lawfully on the premises. (Adopted 
1/95, Amended 1/00)

•  Standard of Practice 1-11
    RealtoRs® who are employed to maintain or manage  

a client’s property shall exercise due diligence and 
make reasonable efforts to protect it against reasonably 
foreseeable contingencies and losses. (Adopted 1/95)

•  Standard of Practice 1-12
    When entering into listing contracts, RealtoRs® must 

advise sellers/landlords of:
   1)  the RealtoR®’s company policies regarding 

cooperation and the amount(s) of any compensation 
that will be offered to subagents, buyer/tenant agents, 
and/or brokers acting in legally recognized non-agency 
capacities;

   2)  the fact that buyer/tenant agents or brokers, even if 
compensated by listing brokers, or by sellers/landlords 
may represent the interests of buyers/ tenants; and

   3)  any potential for listing brokers to act as disclosed 
dual agents, e.g., buyer/tenant agents. (Adopted 1/93, 
Renumbered 1/98, Amended 1/03)

•  Standard of Practice 1-13
    When entering into buyer/tenant agreements, RealtoRs® 

must advise potential clients of:
   1)  the RealtoR®’s company policies regarding 

cooperation;
   2)  the amount of compensation to be paid by the 

client;
   3)  the potential for additional or offsetting compensation 

from other brokers, from the seller or landlord, or from 
other parties;

   4)  any potential for the buyer/tenant representative 
to act as a disclosed dual agent, e.g., listing broker, 
subagent, landlord’s agent, etc.; and

   5)  the possibility that sellers or sellers’ representatives  
may not treat the existence, terms, or conditions of 
offers	as	confidential	unless	confidentiality	is	required	
by	law,	regulation,	or	by	any	confidentiality	agreement	
between the parties. (Adopted 1/93, Renumbered 1/98, 
Amended 1/06)
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•  Standard of Practice 1-14
				Fees	for	preparing	appraisals	or	other	valuations	shall	

not be contingent upon the amount of the appraisal or 
valuation. (Adopted 1/02)

•  Standard of Practice 1-15
    RealtoRs®, in response to inquiries from buyers or 

cooperating brokers shall, with the sellers’ approval, 
disclose the existence of offers on the property. Where 
disclosure is authorized, RealtoRs® shall also disclose, if 
asked, whether offers were obtained by the listing licensee, 
another	licensee	in	the	listing	firm,	or	by	a	cooperating	
broker. (Adopted 1/03, Amended 1/09)

•  Standard of Practice 1-16
    RealtoRs® shall not access or use, or permit or enable 

others to access or use, listed or managed property on 
terms or conditions other than those authorized by the 
owner or seller. (Adopted 1/12)

Article 2
RealtoRs® shall avoid exaggeration, misrepresentation, 
or concealment of pertinent facts relating to the property 
or the transaction. RealtoRs® shall not, however, be obligated 
to discover latent defects in the property, to advise on matters 
outside the scope of their real estate license, or to disclose 
facts	which	are	confidential	under	the	scope	of	agency	or	
non-agency	relationships	as	defined	by	state	law.	(Amended 
1/00)

•  Standard of Practice 2-1
    RealtoRs® shall only be obligated to discover and 

disclose adverse factors reasonably apparent to someone 
with expertise in those areas required by their real estate 
licensing authority. Article 2 does not impose upon the 
RealtoR® the obligation of expertise in other professional 
or technical disciplines. (Amended 1/96)

•  Standard of Practice 2-2
    (Renumbered as Standard of Practice 1-12 1/98)

 •  Standard of Practice 2-3
    (Renumbered as Standard of Practice 1-13 1/98)

•  Standard of Practice 2-4
    RealtoRs® shall not be parties to the naming of a false 

consideration in any document, unless it be the naming of 
an obviously nominal consideration.

•  Standard of Practice 2-5
				Factors	defined	as	“non-material”	by	law	or	regulation	or	

which are expressly referenced in law or regulation as not 

56



being subject to disclosure are considered not “pertinent” 
for purposes of Article 2. (Adopted 1/93)

Article 3
RealtoRs® shall cooperate with other brokers except when 
cooperation is not in the client’s best interest. The obligation 
to cooperate does not include the obligation to share 
commissions, fees, or to otherwise compensate another 
broker. (Amended 1/95)

•  Standard of Practice 3-1
    RealtoRs®, acting as exclusive agents or brokers of 

sellers/landlords, establish the terms and conditions of 
offers to cooperate. Unless expressly indicated in offers 
to cooperate, cooperating brokers may not assume that the 
offer of cooperation includes an offer of compensation. 
Terms of compensation, if any, shall be ascertained by 
cooperating brokers before beginning efforts to accept the 
offer of cooperation. (Amended 1/99)

•  Standard of Practice 3-2
     Any change in compensation offered for cooperative 

services must be communicated to the other RealtoR® 
prior to the time that RealtoR® submits an offer to 
purchase/lease the property. After a RealtoR® has 
submitted an offer to purchase or lease property, the listing 
broker may not attempt to unilaterally modify the offered 
compensation with respect to that cooperative transaction. 
(Amended 1/14)

•  Standard of Practice 3-3
    Standard of Practice 3-2 does not preclude the listing 

broker and cooperating broker from entering into an 
agreement to change cooperative compensation. (Adopted 
1/94)

•  Standard of Practice 3-4
    RealtoRs®,	acting	as	listing	brokers,	have	an	affirmative	

obligation to disclose the existence of dual or variable 
rate commission arrangements (i.e., listings where one 
amount of commission is payable if the listing broker’s 
firm	is	the	procuring	cause	of	sale/lease	and	a	different	
amount of commission is payable if the sale/lease results 
through the efforts of the seller/landlord or a cooperating 
broker). The listing broker shall, as soon as practical, 
disclose the existence of such arrangements to potential 
cooperating brokers and shall, in response to inquiries from 
cooperating brokers, disclose the differential that would 
result in a cooperative transaction or in a sale/lease that 
results through the efforts of the seller/landlord. If the 
cooperating broker is a buyer/tenant representative, the 
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buyer/tenant representative must disclose such information 
to their client before the client makes an offer to purchase 
or lease. (Amended 1/02)

•  Standard of Practice 3-5
    It is the obligation of subagents to promptly disclose all 

pertinent facts to the principal’s agent prior to as well as 
after a purchase or lease agreement is executed. (Amended 
1/93)

•  Standard of Practice 3-6
    RealtoRs® shall disclose the existence of accepted offers, 

including offers with unresolved contingencies, to any 
broker seeking cooperation. (Adopted 5/86, Amended 
1/04)

•  Standard of Practice 3-7
    When seeking information from another RealtoR® 

concerning property under a management or listing 
agreement, RealtoRs® shall disclose their RealtoR® status 
and whether their interest is personal or on behalf of a 
client and, if on behalf of a client, their relationship with 
the client. (Amended 1/11)

•  Standard of Practice 3-8
    RealtoRs® shall not misrepresent the availability of access 

to show or inspect a listed property. (Amended 11/87)

•  Standard of Practice 3-9
    RealtoRs® shall not provide access to listed property on 

terms other than those established by the owner or the 
listing broker. (Adopted 1/10)

•  Standard of Practice 3-10
    The duty to cooperate established in Article 3 relates to 

the obligation to share information on listed property, and 
to make property available to other brokers for showing 
to prospective purchasers/tenants when it is in the best 
interests of sellers/landlords. (Adopted 1/11)

Article 4
RealtoRs® shall not acquire an interest in or buy or present 
offers from themselves, any member of their immediate 
families,	their	firms	or	any	member	thereof,	or	any	entities	
in which they have any ownership interest, any real 
property without making their true position known to the 
owner or the owner’s agent or broker. In selling property 
they own, or in which they have any interest, RealtoRs® 
shall reveal their ownership or interest in writing to the 
purchaser or the purchaser’s representative. (Amended 
1/00)
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•  Standard of Practice 4-1
				For	the	protection	of	all	parties,	the	disclosures	required	by	

Article 4 shall be in writing and provided by RealtoRs® 

prior to the signing of any contract. (Adopted 2/86)

Article 5
RealtoRs® shall not undertake to provide professional 
services concerning a property or its value where they have 
a present or contemplated interest unless such interest is 
specifically	disclosed	to	all	affected	parties.

Article 6
RealtoRs® shall not accept any commission, rebate, or 
profit	on	expenditures	made	for	their	client,	without	the	
client’s knowledge and consent.

When recommending real estate products or services (e.g., 
homeowner’s insurance, warranty programs, mortgage 
financing,	title	insurance,	etc.),	RealtoRs® shall disclose 
to the client or customer to whom the recommendation 
is	made	any	financial	benefits	or	fees,	other	than	real	
estate referral fees, the RealtoR® or RealtoR®’s	firm	
may receive as a direct result of such recommendation. 
(Amended 1/99)

•  Standard of Practice 6-1
    RealtoRs® shall not recommend or suggest to a client or 

a customer the use of services of another organization or 
business entity in which they have a direct interest without 
disclosing such interest at the time of the recommendation 
or suggestion. (Amended 5/88)

Article 7
In a transaction, RealtoRs® shall not accept compensation 
from more than one party, even if permitted by law, without 
disclosure to all parties and the informed consent of the 
RealtoR®’s client or clients. (Amended 1/93)

Article 8
RealtoRs® shall keep in a special account in an appropriate 
financial	institution,	separated	from	their	own	funds,	monies	
coming into their possession in trust for other persons, such 
as escrows, trust funds, clients’ monies, and other like items.

Article 9
RealtoRs®, for the protection of all parties, shall assure 
whenever possible that all agreements related to real 
estate transactions including, but not limited to, listing 
and representation agreements, purchase contracts, and 
leases are in writing in clear and understandable language 
expressing	the	specific	terms,	conditions,	obligations	and	
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commitments of the parties. A copy of each agreement shall 
be furnished to each party to such agreements upon their 
signing or initialing. (Amended 1/04)

•  Standard of Practice 9-1
   	For	the	protection	of	all	parties,	RealtoRs® shall use 

reasonable care to ensure that documents pertaining to 
the purchase, sale, or lease of real estate are kept current 
through the use of written extensions or amendments. 
(Amended 1/93)

•  Standard of Practice 9-2
    When assisting or enabling a client or customer in 

establishing a contractual relationship (e.g., listing 
and representation agreements, purchase agreements, 
leases, etc.) electronically, RealtoRs® shall make 
reasonable efforts to explain the nature and disclose 
the	specific	terms	of	the	contractual	relationship	being	
established prior to it being agreed to by a contracting 
party.  (Adopted 1/07)

Duties to the Public

Article 10
RealtoRs® shall not deny equal professional services to any 
person for reasons of race, color, religion, sex, handicap, 
familial status, national origin, sexual orientation, or gender 
identity. RealtoRs® shall not be parties to any plan or 
agreement to discriminate against a person or persons on 
the basis of race, color, religion, sex, handicap, familial 
status, national origin, sexual orientation, or gender identity. 
(Amended 1/14)

RealtoRs®, in their real estate employment practices, 
shall not discriminate against any person or persons on the 
basis of race, color, religion, sex, handicap, familial status,  
national origin, sexual orientation, or gender identity. 
(Amended 1/14)

•  Standard of Practice 10-1
    When involved in the sale or lease of a residence, 

RealtoRs® shall not volunteer information regarding the 
racial, religious or ethnic composition of any neighborhood 
nor shall they engage in any activity which may result in 
panic selling, however, RealtoRs® may provide other 
demographic information. (Adopted 1/94, Amended 1/06)

•  Standard of Practice 10-2
    When not involved in the sale or lease of a residence, 

RealtoRs® may provide demographic information related 
to a property, transaction or professional assignment to a 
party if such demographic information is (a) deemed by 
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the RealtoR® to be needed to assist with or complete, in a 
manner consistent with Article 10, a real estate transaction 
or professional assignment and (b) is obtained or derived 
from a recognized, reliable, independent, and impartial 
source.  The source of such information and any additions, 
deletions,	modifications,	interpretations,	or	other	changes	
shall be disclosed in reasonable detail. (Adopted 1/05, 
Renumbered 1/06)

•  Standard of Practice 10-3
    RealtoRs® shall not print, display or circulate any 

statement or advertisement with respect to selling 
or renting of a property that indicates any preference, 
limitations or discrimination based on race, color, 
religion, sex, handicap, familial status, national origin, 
sexual orientation, or gender identity. (Adopted 1/94, 
Renumbered 1/05 and 1/06, Amended 1/14)

•  Standard of Practice 10-4
    As used in Article 10 “real estate employment 

practices” relates to employees and independent 
contractors providing real estate-related services and the 
administrative and clerical staff directly supporting those 
individuals. (Adopted 1/00, Renumbered 1/05 and 1/06)

Article 11
The services which RealtoRs® provide to their clients 
and customers shall conform to the standards of practice 
and competence which are reasonably expected in the 
specific	real	estate	disciplines	in	which	they	engage;	
specifically, residential real estate brokerage, real 
property management, commercial and industrial real 
estate brokerage, land brokerage, real estate appraisal, 
real estate counseling, real estate syndication, real estate 
auction, and international real estate.

RealtoRs® shall not undertake to provide specialized 
professional services concerning a type of property or 
service	that	is	outside	their	field	of	competence	unless	
they engage the assistance of one who is competent on 
such types of property or service, or unless the facts are 
fully disclosed to the client. Any persons engaged to 
provide	such	assistance	shall	be	so	identified	to	the	client	
and their contribution to the assignment should be set 
forth. (Amended 1/10)

•  Standard of Practice 11-1
    When RealtoRs® prepare opinions of real property value 

or price they must: 
   1)  be knowledgeable about the type of property being 

valued,
   2)  have access to the information and resources necessary 

to formulate an accurate opinion; and
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   3)  be familiar with the area where the subject property is 
located

    unless lack of any of these is disclosed to the party 
requesting the opinion in advance. 

    When an opinion of value or price is prepared other than 
in pursuit of a listing or to assist a potential purchaser in 
formulating a purchase offer, the opinion shall include the 
following unless the party requesting the opinion requires 
a	specific	type	of	report	or	different	data	set:

   1)  identification	of	the	subject	property
   2)  date prepared
   3)  defined	value	or	price
   4)  limiting conditions, including statements of purpose(s) 

and intended user(s)
   5)  any present or contemplated interest, including the 

possibility of representing the seller/landlord or buyers/
tenants

   6)  basis for the opinion, including applicable market data
   7)  if the opinion is not an appraisal, a statement to that 

effect
   8)  disclosure of whether and when a physical inspection 

of the property’s exterior was conducted
   9)  disclosure of whether and when a physical inspection 

of the property’s interior was conducted
 10)  disclosure of whether the RealtoR®	has	any	conflicts	

of interest (Amended 1/14)

•  Standard of Practice 11-2
    The obligations of the Code of Ethics in respect of 

real estate disciplines other than appraisal shall be 
interpreted and applied in accordance with the standards 
of competence and practice which clients and the 
public reasonably require to protect their rights and 
interests considering the complexity of the transaction, 
the availability of expert assistance, and, where the 
RealtoR® is an agent or subagent, the obligations of a 
fiduciary.	(Adopted 1/95)

•  Standard of Practice 11-3
    When RealtoRs® provide consultive services to 

clients which involve advice or counsel for a fee (not 
a commission), such advice shall be rendered in an 
 objective manner and the fee shall not be contingent on 
the substance of the advice or counsel given. If brokerage 
or transaction services are to be provided in addition to 
consultive services, a separate compensation may be paid 
with prior agreement between the client and RealtoR®. 
(Adopted 1/96)
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•  Standard of Practice 11-4
    The competency required by Article 11 relates to services 

contracted for between RealtoRs® and their clients or 
customers; the duties expressly imposed by the Code 
of Ethics; and the duties imposed by law or regulation. 
(Adopted 1/02)

Article 12
RealtoRs® shall be honest and truthful in their real 
estate communications and shall present a true picture in 
their advertising, marketing, and other representations. 
RealtoRs® shall ensure that their status as real estate 
professionals is readily apparent in their advertising, 
marketing, and other representations, and that the recipients 
of all real estate communications are, or have been, 
notified	that	those	communications	are	from	a	real	estate	
professional. (Amended 1/08)

•  Standard of Practice 12-1
    RealtoRs® may use the term “free” and similar terms in 

their advertising and in other representations provided that 
all terms governing availability of the offered product or 
service are clearly disclosed at the same time. (Amended 
1/97)

•  Standard of Practice 12-2
    RealtoRs® may represent their services as “free” or 

without cost even if they expect to receive compensation 
from a source other than their client provided that the 
potential for the RealtoR®	to	obtain	a	benefit	from	a	third	
party is clearly disclosed at the same time. (Amended 1/97)

•  Standard of Practice 12-3
    The offering of premiums, prizes, merchandise 

discounts or other inducements to list, sell, purchase, 
or lease is not, in itself, unethical even if receipt of the 
benefit	is	contingent	on	listing,	selling,	purchasing,	
or leasing through the RealtoR® making the offer. 
However, RealtoRs® must exercise care and candor 
in any such advertising or other public or private 
representations so that any party interested in receiving 
or	otherwise	benefiting	from	the	RealtoR®’s offer will 
have clear, thorough, advance understanding of all the 
terms and conditions of the offer. The offering of any 
inducements to do business is subject to the limitations 
and restrictions of state law and the ethical obligations 
established by any applicable Standard of Practice. 
(Amended 1/95)

•  Standard of Practice 12-4
    RealtoRs® shall not offer for sale/lease or advertise 

property without authority. When acting as listing brokers 
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or as subagents, RealtoRs® shall not quote a price 
different from that agreed upon with the seller/landlord. 
(Amended 1/93)

•  Standard of Practice 12-5
    RealtoRs® shall not advertise nor permit any person 

employed by or affiliated with them to advertise real 
estate services or listed property in any medium (e.g., 
electronically, print, radio, television, etc.) without 
disclosing the name of that RealtoR®’s firm in a 
reasonable and readily apparent manner either in the 
advertisement or in electronic advertising via a link to 
a display with all required disclosures. (Adopted 11/86, 
Amended 1/16)

•  Standard of Practice 12-6
    RealtoRs®, when advertising unlisted real property for 

sale/lease in which they have an ownership interest, shall 
disclose their status as both owners/landlords and as 
RealtoRs® or real estate licensees. (Amended 1/93)

•  Standard of Practice 12-7
    Only RealtoRs® who participated in the transaction as 

the listing broker or cooperating broker (selling broker) 
may claim to have “sold” the property. Prior to closing, a 
cooperating broker may post a “sold” sign only with the 
consent of the listing broker. (Amended 1/96)

•  Standard of Practice 12-8
    The obligation to present a true picture in representations 

to the public includes information presented, provided, 
or displayed on RealtoRs®’ websites. RealtoRs® shall 
use reasonable efforts to ensure that information on 
their websites is current. When it becomes apparent 
that information on a RealtoR®’s website is no longer 
current or accurate, RealtoRs®  shall promptly take 
corrective action. (Adopted 1/07)

•  Standard of Practice 12-9
    RealtoR®	firm	websites	shall	disclose	the	firm’s	name	

and state(s) of licensure in a reasonable and readily 
apparent manner.

    Websites of RealtoRs® and non-member licensees 
affiliated	with	a	RealtoR®	firm	shall	disclose	the	firm’s	
name and that RealtoR®’s or non-member licensee’s 
state(s) of licensure in a reasonable and readily apparent 
manner. (Adopted 1/07) 

•  Standard of Practice 12-10
    RealtoRs®’ obligation to present a true picture in their 

advertising and representations to the public includes 
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Internet content, images, and the URLs and domain 
names they use, and prohibits RealtoRs® from:

    1)  engaging in deceptive or unauthorized framing of real 
estate brokerage websites;

   2)  manipulating (e.g., presenting content developed 
by others) listing and other content in any way that 
produces a deceptive or misleading result;

   3)  deceptively using metatags, keywords or other 
devices/methods to direct, drive, or divert Internet 
traffic;	or

  4)  presenting content developed by others without either 
attribution or without permission; or

  5)  otherwise misleading consumers, including use of 
misleading images. (Adopted 1/07, Amended 1/18)

•  Standard of Practice 12-11
    RealtoRs® intending to share or sell consumer 

information gathered via the Internet shall disclose that 
possibility in a reasonable and readily apparent manner. 
(Adopted 1/07)

•  Standard of Practice 12-12
     RealtoRs® shall not:
    1)  use URLs or domain names that present less than a 

true picture, or
    2)  register URLs or domain names which, if used, would 

present less than a true picture. (Adopted 1/08)

• Standard of Practice 12-13
    The obligation to present a true picture in advertising, 

marketing, and representations allows RealtoRs® to use 
and	display	only	professional	designations,	certifications,	
and other credentials to which they are legitimately 
entitled. (Adopted 1/08)

Article 13
RealtoRs® shall not engage in activities that constitute the 
unauthorized practice of law and shall recommend that legal 
counsel be obtained when the interest of any party to the 
transaction requires it.

Article 14
If charged with unethical practice or asked to present 
evidence or to cooperate in any other way, in any 
professional standards proceeding or investigation, 
RealtoRs® shall place all pertinent facts before the proper 
tribunals	of	the	Member	Board	or	affiliated	institute,	society,	
or council in which membership is held and shall take no 
action to disrupt or obstruct such processes. (Amended 1/99)
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•  Standard of Practice 14-1
    RealtoRs® shall not be subject to disciplinary 

proceedings in more than one Board of RealtoRs® or 
affiliated	institute,	society,	or	council	in	which	they	hold	
membership with respect to alleged violations of the 
Code of Ethics relating to the same transaction or event. 
(Amended 1/95)

•  Standard of Practice 14-2
    RealtoRs® shall not make any unauthorized disclosure 
or	dissemination	of	the	allegations,	findings,	or	decision	
developed in connection with an ethics hearing or appeal 
or in connection with an arbitration hearing or procedural 
review. (Amended 1/92)

•  Standard of Practice 14-3
    RealtoRs® shall not obstruct the Board’s investigative 

or professional standards proceedings by instituting or 
threatening to institute actions for libel, slander, or 
defamation against any party to a professional standards 
proceeding	or	their	witnesses	based	on	the	filing	of	an	
arbitration request, an ethics complaint, or testimony given 
before any tribunal. (Adopted 11/87, Amended 1/99)

•  Standard of Practice 14-4
    RealtoRs® shall not intentionally impede the Board’s 
investigative	or	disciplinary	proceedings	by	filing	multiple	
ethics complaints based on the same event or transaction. 
(Adopted 11/88)

Duties to RealtoRs®

Article 15
RealtoRs® shall not knowingly or recklessly make false or 
misleading statements about other real estate professionals, 
their businesses, or their business practices. (Amended 1/12)

•  Standard of Practice 15-1
    RealtoRs®	shall	not	knowingly	or	recklessly	file	false	or	

unfounded ethics complaints. (Adopted 1/00)

•  Standard of Practice 15-2
    The obligation to refrain from making false or misleading 

statements about other real estate professionals, their 
businesses, and their business practices includes the 
duty to not knowingly or recklessly publish, repeat, 
retransmit, or republish false or misleading statements 
made by others. This duty applies whether false or 
misleading statements are repeated in person, in writing, 
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by technological means (e.g., the Internet), or by any 
other means. (Adopted 1/07, Amended 1/12)

•  Standard of Practice 15-3
    The obligation to refrain from making false or misleading 

statements about other real estate professionals, their 
businesses, and their business practices includes the duty 
to	publish	a	clarification	about	or	to	remove	statements	
made by others on electronic media the RealtoR® controls 
once the RealtoR® knows the statement is false or 
misleading. (Adopted 1/10, Amended 1/12)

Article 16
RealtoRs® shall not engage in any practice or take 
any action inconsistent with exclusive representation or 
exclusive brokerage relationship agreements that other 
RealtoRs® have with clients. (Amended 1/04)

•  Standard of Practice 16-1
    Article 16 is not intended to prohibit aggressive or 

innovative business practices which are otherwise ethical 
and does not prohibit disagreements with other RealtoRs® 
involving commission, fees, compensation or other forms 
of payment or expenses. (Adopted 1/93, Amended 1/95)

•  Standard of Practice 16-2
    Article 16 does not preclude RealtoRs® from making 

general announcements to prospects describing their 
services and the terms of their availability even 
though some recipients may have entered into agency 
agreements or other exclusive relationships with another 
RealtoR®. A general telephone canvass, general mailing 
or distribution addressed to all prospects in a given 
geographical area or in a given profession, business, 
club,	or	organization,	or	other	classification	or	group	
is deemed “general” for purposes of this standard. 
(Amended 1/04)

    Article 16 is intended to recognize as unethical two basic 
types of solicitations:

				First,	telephone	or	personal	solicitations	of	property	
owners	who	have	been	identified	by	a	real	estate	sign,	
multiple listing compilation, or other information 
service as having exclusively listed their property with 
another RealtoR® and

    Second, mail or other forms of written solicitations 
of prospects whose properties are exclusively listed 
with another RealtoR® when such solicitations are not 
part	of	a	general	mailing	but	are	directed	specifically	
to property owners identified through compilations 
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of current listings, “for sale” or “for rent” signs, or 
other sources of information required by Article 3 and 
Multiple Listing Service rules to be made available 
to other RealtoRs® under offers of subagency or 
cooperation. (Amended 1/04)

•  Standard of Practice 16-3
    Article 16 does not preclude RealtoRs® from contacting 

the client of another broker for the purpose of offering to 
provide, or entering into a contract to provide, a different 
type of real estate service unrelated to the type of service 
currently being provided (e.g., property management as 
opposed to brokerage) or from offering the same type 
of service for property not subject to other brokers’ 
exclusive agreements. However, information received 
through a Multiple Listing Service or any other offer of 
cooperation may not be used to target clients of other 
RealtoRs® to whom such offers to provide services may 
be made. (Amended 1/04)

•  Standard of Practice 16-4
    RealtoRs® shall not solicit a listing which is currently 

listed exclusively with another broker. However, if the 
listing broker, when asked by the RealtoR®, refuses to 
disclose the expiration date and nature of such listing, 
i.e., an exclusive right to sell, an exclusive agency, 
open listing, or other form of contractual agreement 
between the listing broker and the client, the RealtoR® 
may contact the owner to secure such information and 
may discuss the terms upon which the RealtoR® might 
take a future listing or, alternatively, may take a listing 
to become effective upon expiration of any existing 
exclusive listing. (Amended 1/94)

•  Standard of Practice 16-5
    RealtoRs® shall not solicit buyer/tenant agreements from 

buyers/tenants who are subject to exclusive buyer/tenant 
agreements. However, if asked by a RealtoR®, the broker 
refuses to disclose the expiration date of the exclusive 
buyer/tenant agreement, the RealtoR® may contact 
the buyer/tenant to secure such information and may 
discuss the terms upon which the RealtoR® might enter  
into a future buyer/tenant agreement or, alternatively, 
may enter into a buyer/tenant agreement to become 
effective upon the expiration of any existing exclusive 
buyer/tenant agreement. (Adopted 1/94, Amended 1/98)

•  Standard of Practice 16-6
    When RealtoRs® are contacted by the client of another 

RealtoR® regarding the creation of an exclusive relationship 
to provide the same type of service, and RealtoRs® have 
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not directly or indirectly initiated such discussions, they 
may discuss the terms upon which they might enter into 
a future agreement or, alternatively, may enter into an 
agreement which becomes effective upon expiration of 
any existing exclusive agreement. (Amended 1/98)

•  Standard of Practice 16-7
    The fact that a prospect has retained a RealtoR® as 

an exclusive representative or exclusive broker in 
one or more past transactions does not preclude other 
RealtoRs® from seeking such prospect’s future business. 
(Amended 1/04)

•  Standard of Practice 16-8
    The fact that an exclusive agreement has been entered into 

with a RealtoR® shall not preclude or inhibit any other 
RealtoR® from entering into a similar agreement after the 
expiration of the prior agreement. (Amended 1/98)

•  Standard of Practice 16-9
    RealtoRs®, prior to entering into a representation 

agreement, have an affirmative obligation to make 
reasonable efforts to determine whether the prospect is 
subject to a current, valid exclusive agreement to provide 
the same type of real estate service. (Amended 1/04)

•  Standard of Practice 16-10
    RealtoRs®, acting as buyer or tenant representatives 

or brokers, shall disclose that relationship to the seller/ 
landlord’s	representative	or	broker	at	first	contact	and	
shall	provide	written	confirmation	of	that	disclosure	
to the seller/landlord’s representative or broker not 
later than execution of a purchase agreement or lease.  
(Amended 1/04)

•  Standard of Practice 16-11
    On unlisted property, RealtoRs® acting as buyer/tenant 

representatives or brokers shall disclose that relationship 
to	the	seller/landlord	at	first	contact	for	that	buyer/tenant	
and	shall	provide	written	confirmation	of	such	disclosure	
to the seller/landlord not later than execution of any 
purchase or lease agreement. (Amended 1/04)

    RealtoRs® shall make any request for anticipated 
compensation	from	the	seller/landlord	at	first	contact.	
(Amended 1/98)

•  Standard of Practice 16-12
    RealtoRs®, acting as representatives or brokers of sellers/ 

landlords or as subagents of listing brokers, shall disclose 
that relationship to buyers/tenants as soon as practicable 
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and	shall	provide	written	confirmation	of	such	disclosure	
to buyers/tenants not later than execution of any purchase 
or lease agreement. (Amended 1/04)

•  Standard of Practice 16-13
    All dealings concerning property exclusively listed, or with 

buyer/tenants who are subject to an exclusive agreement 
shall be carried on with the client’s representative or 
broker, and not with the client, except with the consent of 
the client’s representative or broker or except where such 
dealings are initiated by the client.

    Before providing substantive services (such as writing 
a purchase offer or presenting a CMA) to prospects, 
RealtoRs® shall ask prospects whether they are a party 
to any exclusive representation agreement. RealtoRs® 
shall not knowingly provide substantive services 
concerning a prospective transaction to prospects who 
are parties to exclusive representation agreements, 
except with the consent of the prospects’ exclusive 
representatives or at the direction of prospects. (Adopted 
1/93, Amended 1/04)

•  Standard of Practice 16-14
    RealtoRs® are free to enter into contractual relationships 

or to negotiate with sellers/landlords, buyers/tenants or 
others who are not subject to an exclusive agreement 
but shall not knowingly obligate them to pay more than 
one commission except with their informed consent. 
(Amended 1/98)

•  Standard of Practice 16-15
    In cooperative transactions RealtoRs® shall compensate 

cooperating RealtoRs® (principal brokers) and shall 
not compensate nor offer to compensate, directly or 
indirectly, any of the sales licensees employed by or 
affiliated	with	other	RealtoRs® without the prior express 
knowledge and consent of the cooperating broker. 

•  Standard of Practice 16-16
    RealtoRs®, acting as subagents or buyer/tenant 

representatives or brokers, shall not use the terms of 
an offer to purchase/lease to attempt to modify the 
listing broker’s offer of compensation to subagents or 
buyer/tenant representatives or brokers nor make the 
submission of an executed offer to purchase/lease 
contingent on the listing broker’s agreement to modify 
the offer of compensation. (Amended 1/04)

•  Standard of Practice 16-17
    RealtoRs®, acting as subagents or as buyer/tenant 

representatives or brokers, shall not attempt to 
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extend a listing broker’s offer of cooperation and/or 
compensation to other brokers without the consent of 
the listing broker. (Amended 1/04)

•  Standard of Practice 16-18
    RealtoRs® shall not use information obtained from 

listing brokers through offers to cooperate made through 
multiple listing services or through other offers of 
cooperation to refer listing brokers’ clients to other 
brokers or to create buyer/tenant relationships with 
listing brokers’ clients, unless such use is authorized by 
listing brokers. (Amended 1/02)

•  Standard of Practice 16-19
    Signs giving notice of property for sale, rent, lease, 

or exchange shall not be placed on property without 
consent of the seller/landlord. (Amended 1/93)

•  Standard of Practice 16-20
    RealtoRs®, prior to or after their relationship with 
their	current	firm	is	terminated,	shall	not	induce	clients	
of	their	current	firm	to	cancel	exclusive	contractual	
agreements	between	the	client	and	that	firm.	This	does	
not preclude RealtoRs® (principals) from establishing 
agreements with their associated licensees governing 
assignability of exclusive agreements. (Adopted 1/98, 
Amended 1/10)

Article 17
In the event of contractual disputes or specific 
non-contractual disputes as defined in Standard of 
Practice 17-4 between RealtoRs® (principals) associated 
with	different	firms,	arising	out	of	their	relationship	as	
RealtoRs®, the RealtoRs® shall mediate the dispute if 
the Board requires its members to mediate. If the dispute 
is not resolved through mediation, or if mediation is not 
required, RealtoRs® shall submit the dispute to arbitration 
in accordance with the policies of the Board rather than 
litigate the matter.

In the event clients of RealtoRs® wish to mediate or 
arbitrate  contractual disputes arising out of real estate 
transactions, RealtoRs® shall mediate or arbitrate those 
disputes in accordance with the policies of the Board, 
provided the clients agree to be bound by any resulting 
agreement or award.

The obligation to participate in mediation and arbitration 
contemplated by this Article includes the obligation of 
RealtoRs®	(principals)	to	cause	their	firms	to	mediate	and	
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arbitrate and be bound by any resulting agreement or award. 
(Amended 1/12)

•  Standard of Practice 17-1
				The	filing	of	litigation	and	refusal	to	withdraw	from	it	by	

RealtoRs® in an arbitrable matter constitutes a refusal to 
arbitrate. (Adopted 2/86)

•  Standard of Practice 17-2
    Article 17 does not require RealtoRs® to mediate in those 

circumstances when all parties to the dispute advise the 
Board in writing that they choose not to mediate through 
the Board’s facilities. The fact that all parties decline to 
participate in mediation does not relieve RealtoRs® of the 
duty to arbitrate. 

Article 17 does not require RealtoRs® to arbitrate in those 
circumstances when all parties to the dispute advise the 
Board in writing that they choose not to arbitrate before 
the Board. (Amended 1/12)

•  Standard of Practice 17-3
    RealtoRs®, when acting solely as principals in a real estate 

transaction, are not obligated to arbitrate disputes with 
other RealtoRs®	absent	a	specific	written	agreement	to	the	
contrary. (Adopted 1/96)

•  Standard of Practice 17-4
    Specific non-contractual disputes that are subject to 

arbitration pursuant to Article 17 are:

   1)  Where a listing broker has compensated a cooperating 
broker and another cooperating broker subsequently 
claims to be the procuring cause of the sale or lease. 
In such cases the complainant may name the first 
cooperating broker as respondent and arbitration may 
proceed without the listing broker being named as a 
respondent. When arbitration occurs between two (or 
more) cooperating brokers and where the listing broker 
is not a party, the amount in dispute and the amount of 
any potential resulting award is limited to the amount 
paid to the respondent by the listing broker and any 
amount credited or paid to a party to the transaction 
at the direction of the respondent. Alternatively, if the 
complaint is brought against the listing broker, the 
listing	broker	may	name	the	first	cooperating	broker	as	
a third-party respondent. In either instance the decision 
of the hearing panel as to procuring cause shall be 
conclusive with respect to all current or subsequent 
claims of the parties for compensation arising out of 
the underlying cooperative transaction. (Adopted 1/97, 
Amended 1/07)
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   2)  Where a buyer or tenant representative is compensated 
by the seller or landlord, and not by the listing 
broker, and the listing broker, as a result, reduces 
the commission owed by the seller or landlord and, 
subsequent to such actions, another cooperating 
broker claims to be the procuring cause of sale or 
lease. In such cases the complainant may name the 
first	cooperating	broker	as	respondent	and	arbitration	
may proceed without the listing broker being named 
as a respondent. When arbitration occurs between two 
(or more) cooperating brokers and where the listing 
broker is not a party, the amount in dispute and the 
amount of any potential resulting award is limited 
to the amount paid to the respondent by the seller or 
landlord and any amount credited or paid to a party 
to the transaction at the direction of the respondent. 
Alternatively, if the complaint is brought against the 
listing	broker,	the	listing	broker	may	name	the	first	
cooperating broker as a third-party respondent. In 
either instance the decision of the hearing panel as 
to procuring cause shall be conclusive with respect 
to all current or subsequent claims of the parties 
for compensation arising out of the underlying 
cooperative transaction. (Adopted 1/97, Amended 
1/07)

   3)  Where a buyer or tenant representative is 
compensated by the buyer or tenant and, as a result, 
the listing broker reduces the commission owed 
by the seller or landlord and, subsequent to such 
actions, another cooperating broker claims to be the 
procuring cause of sale or lease. In such cases the 
complainant may name the first cooperating broker 
as respondent and arbitration may proceed without 
the listing broker being named as a respondent. 
Alternatively, if the complaint is brought against the 
listing broker, the listing broker may name the first 
cooperating broker as a third-party respondent. In 
either instance the decision of the hearing panel as 
to procuring cause shall be conclusive with respect 
to all current or subsequent claims of the parties 
for compensation arising out of the underlying 
cooperative transaction. (Adopted 1/97)

   4)  Where two or more listing brokers claim entitlement 
to compensation pursuant to open listings with 
a seller or landlord who agrees to participate in 
arbitration (or who requests arbitration) and who 
agrees to be bound by the decision. In cases where 
one of the listing brokers has been compensated by 
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the seller or landlord, the other listing broker, as 
complainant, may name the first listing broker as 
respondent and arbitration may proceed between 
the brokers. (Adopted 1/97)

   5)  Where a buyer or tenant representative is com- 
pensated by the seller or landlord, and not by the 
listing broker, and the listing broker, as a result, 
reduces the commission owed by the seller or 
landlord and, subsequent to such actions, claims to 
be the procuring cause of sale or lease. In such cases 
arbitration shall be between the listing broker and 
the buyer or tenant representative and the amount 
in dispute is limited to the amount of the reduction 
of commission to which the listing broker agreed. 
(Adopted 1/05)

•  Standard of Practice 17-5
    The obligation to arbitrate established in Article 17 

includes disputes between RealtoRs® (principals) in 
different states in instances where, absent an established 
inter-association arbitration agreement, the RealtoR® 
(principal) requesting arbitration agrees to submit 
to the jurisdiction of, travel to, participate in, and be 
bound by any resulting award rendered in arbitration 
conducted by the respondent(s) RealtoR®’s association, 
in instances where the respondent(s) RealtoR®’s 
association determines that an arbitrable issue exists. 
(Adopted 1/07)

Explanatory Notes

The reader should be aware of the following policies 
which have been approved by the Board of Directors of the 
National Association:

In	filing	a	charge	of	an	alleged	violation	of	the	Code	of	
Ethics by a RealtoR®, the charge must read as an alleged 
violation of one or more Articles of the Code. Standards of 
Practice may be cited in support of the charge.

The Standards of Practice serve to clarify the ethical 
obligations imposed by the various Articles and supplement, 
and do not substitute for, the Case Interpretations in 
Interpretations of the Code of Ethics.

Modifications to existing Standards of Practice and 
additional new Standards of Practice are approved from time 
to time. Readers are cautioned to ensure that the most recent 
publications are utilized.
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Appendix B

Sanctioning Guidelines

The Code of Ethics is designed to establish a public 
and professional consensus against which the practice 
and conduct of RealtoRs® and RealtoR- associate®s 
may be judged. RealtoRs® and RealtoR-associate®s 
in joining a Board signify their intention to abide 
by the Code and thereby enhance the public and 
professional image of themselves and all other 
RealtoRs®. Adherence to the Code is the first great 
bond between RealtoRs® and RealtoR-associate®s 
throughout the country, and is an obligation 
voluntarily accepted by them to ensure high standards 
of professional conduct to serve the interests of their 
clients and customers (from the Introduction to the 
Code of Ethics and Arbitration Manual, NatioNal 
associatioN of RealtoRs®, 2019 edition).

Local Boards of RealtoRs®, supported by the state and 
National Associations, have the awesome responsibility 
of fostering awareness, understanding, and appreciation 
for the duties and obligations the Code imposes on those 
who accept it as their guide to professionalism. A corollary 
duty of Boards is to receive and resolve complaints alleging 
potentially unethical conduct by RealtoRs®.

The RealtoR® organization is firmly committed to 
comprehensive education of RealtoRs® and the public about 
the Code and the protections it affords, and also to vigorous, 
fair, and uniform enforcement when complaints are brought 
against members. The Code of Ethics and Arbitration 
Manual (Manual) details policies and procedures governing 
enforcement efforts. 

Code enforcement achieves a number of goals. Where 
RealtoRs® are wrongly or mistakenly charged with 
unethical conduct, the hearing process provides personal and 
professional vindication. Where violations are determined, 
the hearing process educates members about their 
professional obligations and serves as a meaningful deterrent 
to future violations. The Introduction goes on to point out 
that the ethics hearing process “. . . is educational in that it 
raises the consciousness of members to the meaning and 
significance	of	the	Code”	and	that	“many	ethics	violations	
occur inadvertently or through ignorance, and the hearing 
procedure serves as an effective educational tool.”

Allegations of unethical conduct are often understandably 
viewed by respondents as threats to their professional 
and personal reputations. This can result not only in 
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the mounting of vigorous defenses but also, at times, to 
threats of legal challenge should a violation be determined 
and discipline imposed. Given that membership confers 
valuable rights, Boards need to strictly adhere to their 
established procedures when considering potential ethics 
violations. This caution ensures that the rights of the parties 
will be observed and that legal exposure of Boards will be 
minimized. 

At the same time, well-founded caution should not be 
confused with reservation, reluctance, or hesitancy. The 
Code’s duties become aspirations at best, and potentially 
meaningless, if not enforced, and enforced with vigor and 
determination. 

Fundamental	to	fair	and	consistent	Code	enforcement	
is reasonable and judicious use of discipline, as both an 
educational device and as punishment. The Manual 
authorizes a wide variety of sanctions that may be imposed 
for ethics violations and for violations of other membership 
duties. These range from simple letters of warning to 
expulsion from RealtoR® membership. Between these 
extremes are mandatory attendance at remedial educational 
sessions,	fines,	probation,	and	suspension.	These	sanctions,	
and the circumstances under which they may be imposed, 
are discussed in detail in the Manual.

The	National	Association	does	not	recommend	specific	
discipline for certain offenses, or for violations of particular 
Articles of the Code. This is in deference to the wisdom 
and autonomy of Hearing Panels privy to the details of 
complaints coming before them; in recognition of the fact 
that no two complaints are identical; and in view of the fact 
that the details of each hearing, including the experience of 
respondents, their history of prior violations, and mitigating 
or extenuating circumstances, may all come into play in 
determining an appropriate penalty. At the same time, there 
are key points to be considered with respect to discipline.

•  Discipline that can be imposed is strictly limited to those 
forms authorized in the Manual.

•  Discipline should be commensurate with the offense. 
Unintentional or inadvertent violations should result 
in penalties designed to educate respondents as to the 
conduct expected of them as RealtoRs®. Conversely, if a 
RealtoR® intentionally violates the Code, for example to 
realize an economic gain, a more severe sanction would 
be appropriate. Only authorized forms of discipline may 
be utilized. 

•  Discipline should be progressive. The disciplinary 
emphasis on violations by new members or by 
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longstanding members with no history of unethical 
conduct should be primarily educational. Repeated or 
subsequent violations should be addressed with more 
serious	forms	of	discipline	including	substantial	fines,	
suspension, and termination of membership. (See the 
section of this Appendix entitled “Progressive Discipline” 
for a more detailed discussion of progressive discipline).

•  A “gray area” can exist with respect to “first time 
violations” that are clearly not the result of ignorance 
or	mistake	but	rather	demonstrate	flagrant	disregard	for	
the Code’s obligations. While the educational aspect of 
Code enforcement cannot be disregarded, the fact that the 
Code exists to protect the public must also be seriously 
considered in determining commensurate discipline.

•  Mitigating or extenuating circumstances should be 
considered in determining appropriate discipline. The 
fact that a respondent recognized or acknowledged 
inappropriate or unethical conduct, or took steps to 
remediate or minimize harm or injury that may have 
resulted from the respondent’s conduct, should be 
considered in determining appropriate discipline. 

•  Respondents’ records of earlier violations (or, conversely, 
the fact that they have not violated the Code in the past) 
can be considered in determining appropriate discipline. 
Hearing Panels cannot consider past violations in 
deciding whether the conduct currently complained of 
violated the Code.

Crafting appropriate, meaningful discipline can challenge 
panels that have concluded that the Code has been violated. 
This discussion is offered as guidance, rather than as 
a hard and fast template, to assist panels in meeting their 
key role in ensuring the Code’s viability and vitality 
through vigorous and evenhanded enforcement. Suggested 
guidelines that can be modified locally so long as the 
discipline proposed is consistent with the permissible forms 
authorized in the National Association’s Code of Ethics 
and Arbitration Manual, can be found in the section of this 
Appendix entitled “Disciplinary Guidelines.”

Progressive Discipline

Discipline imposed for violations of the Code of Ethics 
or for violations of other membership duties should 
be progressive, that is discipline should increase 
incrementally for subsequent violations. The disciplinary 
emphasis where first time violations occur should be 
primarily educational. Repeated or subsequent violations 
should result in more serious forms of discipline being 
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utilized, including substantial fines, suspension, and 
termination of membership. At the same time, a gray area 
can	exist	where	a	first	time	violation	is	not	attributable	
to ignorance or oversight but rather to blatant disregard 
for the Code and its obligations. While the educational 
emphasis of Code enforcement cannot be disregarded, 
the fact that the Code exists to protect the public must 
be carefully considered in determining appropriate 
discipline. Two contrasting examples are provided to 
illustrate these points.

Example 1: RealtoR® A, who had recently earned her 
real estate license, was found to have violated Article 12 
for advertising a listed property without disclosing her 
status as either a RealtoR® or as a real estate licensee. At 
the hearing, RealtoR® A acknowledged her oversight and 
it was clear to the Hearing Panel that the violation was 
inadvertent and unintentional. The panel concluded that a 
letter of reprimand and attendance at a three (3) hour Code 
of Ethics update session was appropriate.

Two months later, RealtoR® A was charged with a nearly 
identical violation. After concluding that she had, in fact, 
violated Article 12, the Hearing Panel was given access 
to RealtoR® A’s files to see whether RealtoR® A had 
previously violated the Code so that appropriate discipline 
could be recommended. It was the conclusion of the 
Hearing Panel that a second violation of the same Article, 
occurring	just	months	after	the	first	violation,	warranted	
more serious discipline. RealtoR®	A	was	fined	$500	and	
required to attend a full day ethics education program. 

Three months later, RealtoR® A was again found to have 
violated Article 12. The Hearing Panel was then given 
access to RealtoR®	A’s	file	and,	upon	learning	of	the	two	
(2) prior violations in less than a year, recommended a 
$5,000	fine.

Example 2: RealtoR® B, who had recently received his 
real estate license, was found to have violated Article 
4 for failing to disclose to his seller-client that the 
purchaser that RealtoR® B had procured was, in fact, 
RealtoR® B’s wife. In determining appropriate discipline, 
the Hearing Panel considered RealtoR® B’s limited 
experience in the real estate business and the fact that 
this	was	the	first	time	that	RealtoR® B had been found in 
violation of the Code. The Hearing Panel also considered 
that RealtoR® B’s failure to disclose had not been 
inadvertent or unintentional and that RealtoR® B had 
knowingly concealed from his client a key fact that might 
have	influenced	the	client’s	decision	to	accept	the	offer	
from RealtoR® B’s wife. Based on the seriousness of the 
violation and RealtoR® B’s conscious disregard for his 
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disclosure obligation, the Hearing Panel recommended a 
$5,000	fine	and	retaking	the	ethics	orientation	required	
for new members.

Disciplinary Guidelines

Code enforcement achieves a number of important goals. 
Where RealtoRs® have been wrongly or mistakenly charged 
with unethical conduct, the hearing process provides 
personal and professional vindication. Where violations are 
determined, the hearing process and resulting discipline 
educates members about their professional obligations and 
serves as a meaningful deterrent to future violations. 

Determining that a violation of one or more Articles has 
occurred is only a part of a Hearing Panel’s job. Equally 
important is crafting discipline commensurate with the 
offense. Panels will want to consider that many violations 
occur due to lack of familiarity with the Code and its 
obligations, inexperience, oversight, or as unintentional 
mistakes. In such cases, the primary purpose of discipline 
should be educational to ensure that similar violations 
do not occur in the future. In other cases, violations can 
occur because of knowing disregard for the Code and its 
duties. In such cases, greater emphasis will be placed on 
the punitive nature of discipline. 

Factors	Hearing	Panels	should	consider	in	determining	
appropriate discipline include, but are not necessarily 
limited to:

(1)  The nature of the violation.

(2)  Harm caused by the violation. Was the violation a minor 
mistake causing little or no harm or, alternatively, was 
a client, customer, member of the public, or another 
RealtoR® harmed?

(3)  Was the violation inadvertent or unintentional or, 
conversely, was it the result of knowing disregard for the 
Code’s obligations?

(4)  How much real estate experience did the violator have? 
Did he, or should he, have known better?

(5)  Has the violator been found in violation of the Code 
previously? How often? How recently? Is the current 
violation related or similar to earlier violations?

(6)  Are there mitigating or extenuating circumstances 
that should be considered in determining appropriate 
discipline?
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(7)  Did the violator acknowledge the violation? Did the 
violator express remorse or contrition?

(8)  Are there other factors that ought to be considered?

With these questions in mind, panels can be guided by (but 
are not bound by) the following guidelines which may be 
modified	locally	at	the	discretion	of	each	local	Board.

First violation example #1 (or	first	violation	within	three 
[3] years):
•  violation considered relatively minor, or 
•  little or no harm or injury caused to others, or
•  violation resulted from ignorance or misunderstanding
   Possible discipline:
   •  letter of warning
			•	 	fine	of	$500	or	less
   •  attendance at relevant education session
   •  any combination of the above

First violation example #2 (or	first	violation	within	three 
[3] years):
•  violation considered relatively serious, or
•  some harm or injury caused to others, or
•  violation resulted from disregard for the Code’s 

obligations
   Possible discipline:
   •  letter of reprimand
			•	 	fine	of	$2,000	or	less
   •  attendance at relevant education session(s)
   •  any combination of the above

First violation example #3	 (or	first	violation	within	three 
[3] years):
•  violation considered very serious, or
•  substantial harm or injury caused to others, or
•  violation resulted from knowing disregard of the Code’s 

obligations
   Possible discipline:
   •  letter of reprimand
			•	 	fine	of	$10,000	or	less
   •  attendance at relevant education session(s)
   •  suspension for ninety (90) days or less
   •  any combination of the above
(Revised 11/14)

Repeat violations example #1 (within three [3] years):
•  current violation considered relatively minor, or
•  little or no harm or injury caused to others, or
•  violation resulted from ignorance or misunderstanding
   Possible discipline:
   •  attendance at relevant education session(s) or course
			•	 	fine	of	$2,000	or	less
(Revised 11/14)
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Repeat violations example #2 (within three [3] years):
•  current violation considered relatively serious, or
•  some harm or injury caused to others, or
•  violation resulted from disregard for the Code’s 

obligations
   Possible discipline:
   •  attendance at relevant education session(s) or course
			•	 	fine	of	$10,000	or	less
   •  suspension for three (3) months or less
   •  any combination of the above (Revised 11/14)

Repeat violations example #3 (within three [3] years):
•  violations considered very serious, or 
•  substantial harm or injury caused to others, or
•  violation resulted from knowing disregard for the Code’s 

obligations
   Possible discipline:
   •  attendance at relevant education session(s) or course
			•	 	fine	of	$15,000	or	less
   •  suspension for six (6) months or less
   •  any combination of the above (Revised 11/13)

In addition to imposing discipline, the Hearing Panel can also 
recommend to the Board of Directors that the disciplined 
member be put on probation. Probation is not a form of 
discipline. When a member is put on probation the discipline 
recommended by the Hearing Panel is held in abeyance 
for a stipulated period of time not longer than one (1) year. 
Any	subsequent	finding	of	a	violation	of	the	Code	of	Ethics	
during the probationary period may, at the discretion of the 
Board of Directors, result in the imposition of the suspended 
discipline.	Absent	any	subsequent	findings	of	a	violation	
during the probationary period, both the probationary status 
and	the	suspended	discipline	are	considered	fulfilled,	and	
the	member’s	record	will	reflect	the	fulfillment.	The	fact	
that one or more forms of discipline are held in abeyance 
during the probationary period does not bar the imposition of 
other forms of discipline which will not be held in abeyance. 
(Revised 5/14)

More serious forms of discipline (including possible 
termination of MLS privileges, suspension from membership 
for up to one [1] year, or termination of membership) may be 
appropriate in cases of very serious violations or in cases of 
repeated violations. (Revised 11/13)

Important Note: These are not sentencing rules or 
requirements, but rather simply suggestions to guide Hearing 
Panels in determining appropriate discipline based both on 
the current violation and the violator’s previous record of 
ethical conduct. 
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Appendix C
Professionalism in Real Estate Practice 

Certification Form
I hereby certify that I have read and understand the contents of Professionalism in Real Estate Practice, published by the NatioNal 
associatioN of RealtoRs®, including the Code of Ethics and Standards of Practice in Appendix A.

I acknowledge my personal responsibility to abide by the ethical obligations imposed by the Code of Ethics as a RealtoR® 
or RealtoR-associate® member of the board. If, for any reason, I choose not to hold membership in the board, I nonetheless 
acknowledge that the RealtoR® principal with whom I am affiliated remains responsible for my conduct.

Regardless of my membership status (or lack thereof) I agree to review any questions that I may have with regard to appropriate 
conduct with the RealtoR® with whom I am affiliated so that I can avoid any conduct inconsistent with the obligations established 
by the Code of Ethics. I further understand that even if I hold membership on my own account, the RealtoR® with whom I am 
associated is also responsible for my actions.

I have read, understand, and agree to abide by the obligations set forth in Professionalism in Real Estate Practice as from time-to-
time amended. 

Name (Type/Print)

Signature

Dated



Appendix D

Pathways to Professionalism
These professional courtesies are intended to be used by RealtoRs® on a voluntary basis, and cannot form the basis for a  
professional standards complaint.

Respect for the Public
 1. Follow the “Golden Rule”—Do unto others as you would have them do unto you.
 2. Respond promptly to inquiries and requests for information.
 3. Schedule appointments and showings as far in advance as possible.
 4. Call if you are delayed or must cancel an appointment or showing.
 5. If a prospective buyer decides not to view an occupied home, promptly explain the situation to the listing broker or the 

occupant.
 6. Communicate with all parties in a timely fashion.
 7. When entering a property, ensure that unexpected situations, such as pets, are handled appropriately.
 8. Leave your business card if not prohibited by local rules.
 9. Never criticize property in the presence of the occupant.
 10. Inform occupants that you are leaving after showings.
 11. When showing an occupied home, always ring the doorbell or knock—and announce yourself loudly—before entering. 

Knock and announce yourself loudly before entering any closed room.
 12. Present a professional appearance at all times; dress appropriately and drive a clean car.
 13. If occupants are home during showings, ask their permission before using the telephone or bathroom.
 14. Encourage the clients of other brokers to direct questions to their agent or representative.
 15. Communicate clearly; don’t use jargon or slang that may not be readily understood.
 16. Be aware of and respect cultural differences.
 17. Show courtesy and respect to everyone.
 18. Be aware of—and meet—all deadlines.
 19. Promise only what you can deliver—and keep your promises.
 20. Identify your RealtoR® and your professional status in contacts with the public.
 21. Do not tell people what you think—tell them what you know.

Respect for Property
 1. Be responsible for everyone you allow to enter listed property.
 2. Never allow buyers to enter listed property unaccompanied.
 3. When showing property, keep all members of the group together.
 4. Never allow unaccompanied access to property without permission.
 5. Enter property only with permission even if you have a lockbox key or combination.
 6. When the occupant is absent, leave the property as you found it (lights, heating, cooling, drapes, etc.). If you think 

something is amiss (e.g., vandalism) contact the listing broker immediately.  
 7. Be considerate of the seller’s property. Do not allow anyone to eat, drink, smoke, dispose of trash, use bathing or sleeping 

facilities, or bring pets. Leave the house as you found it unless instructed otherwise.
 8. Use sidewalks; if weather is bad, take off shoes and boots inside property.
 9. Respect sellers’ instructions about photographing or videographing their properties’ interiors or exteriors.

Respect for Peers
 1. Identify your RealtoR® and professional status in all contacts with other RealtoRs®.
 2. Respond to other agents’ calls, faxes, and e-mails promptly and courteously.
 3. Be aware that large electronic files with attachments or lengthy faxes may be a burden on recipients.
 4. Notify the listing broker if there appears to be inaccurate information on the listing.
 5. Share important information about a property, including the presence of pets, security systems, and whether sellers will be 

present during the showing.
 6. Show courtesy, trust, and respect to other real estate professionals.
 7. Avoid the inappropriate use of endearments or other denigrating language.
 8. Do not prospect at other RealtoRs®’ open houses or similar events.
 9. Return keys promptly.
 10. Carefully replace keys in the lockbox after showings.
 11. To be successful in the business, mutual respect is essential.
 12. Real estate is a reputation business. What you do today may affect your reputation—and business—for years to come.
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