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Agent Code

Sorry to Shane Peterson for 
missing his Agent Code in last 
month’s newsletter! Call the 
Association Office if you find 
yours in this month’s issue and 
you will win a free dinner at 
the next General Membership 
Meeting!

If In Doubt Please Call Us!

Once you secure a listing, do you 
have questions on what to do to 
enter in MLS?  Please call Ryan 
at 608-785-7838 for help. We will 
walk you through what you need 
to do to comply with the rules 
and regulations of MLS. This will 
eliminate unnecessary fines.  We 
are here for you and would be 
most happy to help!

Advocacy starts with your voice. Success starts with your voice. And you can 

make your voice heard on February 9, 2022. Let’s shape the future together this 

February in Madison at the 2022 REALTOR® & Government Day (RGD).

RGD is your chance to advocate for your business, your industry and your 

clients. REALTORS® from all across the state come together in unity to shape the 

future of Wisconsin real estate and maintain a thriving industry. You’ll have the 

unique opportunity to meet in person with your state lawmakers to advocate 

for issues that impact the real estate industry, homeownership and property 

rights in Wisconsin. Your voice will be heard, and a better Wisconsin real estate 

market will follow.

Tentative event schedule

12:30 - 1:00 p.m.  Registration

1:00 - 1:15 p.m.  Welcome and overview

1:15 - 1:45 p.m.  Address by Gov. Evers 

 (invited)

1:45 - 2:45 p.m.  Issue briefing

2:45 - 3:00 p.m.  Move to the Capitol

3:00 - 4:30 p.m.  Capitol visits

4:30 - 5:30 p.m.  Reception back at the 

 Madison Concourse

Event location 
The Madison Concourse 

Hotel and Governor’s Club

1 W. Dayton St.

Madison, WI 53703

Event fee
Registration is free, but 

your efforts are truly 

priceless.

Smart Goals for 2022
When looking at making your 2022 goals, here is the criteria to consider:  

• Specific — What will be accomplished?  What actions will you take?

• Measurable — What data will measure the goal? (How much?  How well?)

• Achievable — Is the goal doable?  Do you have the necessary skills and 

resources?

• Relevant — How does the goal align with broader goals?  Why is the result 

important?

• Time-Bound — What is the time frame for accomplishing the goal?

Happy goal setting!
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A Positive Attitude Can Make 2022 Spectacular
By Char Glocke, Association Executive

Happy 2022!  As the Holiday Season comes to an end, reality 
sets in and we have a new fresh year ahead of us. We make 
new goals. We experience accomplishments and failures!   
It is all about our positive attitude to make 2022 a spectacular 
year!

The 2022 Code of Ethics is now available. A copy is attached 
to this edition of the newsletter and it can also be found on 
our website at www.larawebsite.com. Take time to review.

As the second year of the biennium unfolds, I am in the 
process of scheduling WI CE — all 18 hours. I am also in the process of scheduling 
the required MN CE for agents and brokers. I am not sure if it will be virtual or in 
person, but we will be offering all the hours. Watch your email and next month’s 
newsletter for further details.

Our Association is geared up and ready to go. Please thank our Leadership when you 
see them for all the volunteer hours they invest in the Association. Thank you to all 
that give their time.

Congratulations to Mike Pietrek and his Committee. We surpassed our RPAC goal 
collecting $32,485 which is 162.43% of our goal, and 37.89% of our members made 
the investment in RPAC. Hurray!  What an accomplishment! 

Stay safe and warm. Have a good month!

Are You Watching Where You Are Placing Your Signs?
As I ride around the surrounding municipalities, there is a misuse 
of signs being placed on boulevards (public right of way). This is 
not only against municipalities sign ordinances, but it also looks 
trashy and unattractive. 

There is no need for directional signs as everyone has GPS on 
their phones. Also, don’t forget that only one sign is allowed per 
street frontage. When the municipalities in this area were revising 
their sign ordinances, we fought for our members to be able to 
continue to put signage on properties. We also made a commitment to police our 
members and make sure that there would not be signage abuse. 

Please obey the sign ordinances. We want to protect our right to place for sale signs 
in the yards of our properties that are for sale. Any questions, please call Char at 
608-785-7744.
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Congratulations to All REALTOR® Members!

December 31 at midnight was NAR’s deadline for the 
mandatory Code of Ethics Training to be completed.   
All REALTORS®, except for two members, completed their 
COE Training and fulfilled their membership obligation.  
These members were suspended until they complete 
the course. Thanks so much for making it a priority and 
completing this mandatory requirement. Congrats again!

New 2022 Code of Ethics available

A copy of the 2022 NAR Code of Ethics is included as a part 
of this newsletter.  Please check it out. Also, you can access 
a copy of the Code of Ethics at this link:  www.larawebsite.

com.

What is My Direct Giver Account Balance?
Are you a Direct Giver and would like to know how much is 
left in your Direct Giver Account? If so, please call Char at 
the Association Office and she can provide this information 
to you.  

Golf Outing Date Scheduled
The Golf Outing is scheduled for Monday, July 18 at Cedar 
Creek.  The committee will be meeting in March to start the 
planning.  Mark your calendars and plan on having a fun 
filled sunny day!

MN and WI Continuing Education Being Planned
I am in the process of working with speakers to plan the 
offering of the MN required CE Class and in addition all 18 
hours of WI CE that are also approved for MN CE hours.   
Not sure whether it will be in person or virtual, but we will 
be offering all the above hours.  Watch for an email and 
then more details in next month’s newsletter.

RPAC Breakfast Scheduled

The RPAC Breakfast is scheduled for January 27 for 
everyone that has invested $100 or more in RPAC.  
Invitations have been emailed.

Our amazing speaker for the event will be Mark Eppli, 
Ph.D., Director of the James A. Graaskamp Center for Real 
Estate at the University of Wisconsin – Madison. Mark 
is widely published in commercial real estate finance, 
development and valuation, his research has been 
published in dozens of top-respected real estate journals. 
Save the date for this opportunity to enjoy Dr. Eppli.

Virtual Orientation Scheduled

A virtual Orientation is scheduled for Wednesday, January 
26, 2021, from 9:00 a.m. to 2:00 p.m. on the Zoom platform.  
The test will also be done virtually after the Orientation is 
completed.

Remember, all Applicants are mandated to attend a New 
Member Orientation.  You are required to attend one of the 
first two orientations offered after the submission of your 
application.  If two orientations are missed, a $100 fine will 
be charged to you for each subsequent miss.

In addition, all applicants are mandated to complete the 
New Member Code of Ethics-Online course prior to the 
Zoom orientation.  Please make sure that you have taken 
the course and submitted the certificate to Kristal.

Watch for an email with the virtual Orientation invitation.

How Well Do You Know the Code of Ethics?

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.

Thank You!
For renewing your REALTOR®/Affiliate Membership and being a valued 
member of the La Crosse Area REALTORS® Association.

http://www.larawebsite.com. 
http://www.larawebsite.com. 
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Congratulations, Chuck Olson
Coldwell Banker River Valley, REALTORS®

Chuck Olson has received the RPAC Hall of Fame 
Award from NAR.  The award is given to Chuck for 
extraordinary commitment to and investment in 
the REALTORS® Political Action Committee (RPAC).  
Thank you and congratulations, Chuck! 

Member News

REALTOR® Membership to Inactive

• Deanne Mraz from Edina Realty to Inactive

• Maria Peterson from Access Commercial 
Real Estate to Inactive

• Tyler Rachwal from Castle Realty, LLC to 
Inactive

• Thomas Hemstock from Hemstock 
Appraisal Service to Inactive

• Jody Fluekiger from Keller Williams 
Premier Realty to Inactive

• Beth Vold from Shane Peterson Realty to 
Inactive

• Harry Helfrich from Midwest Professional 
Appraisal to Inactive

• Mitchell Lown from NEXTGEN LLC, 
REALTORS® to Inactive

Affiliate Membership to Inactive

• Lonnie Burkhardt from Affordable Termite 
and Pest Control to Inactive

• James Gull from Knight Barry Title to 
Inactive

Company Name Change

• Access Commercial Real Estate to ACRE 
Properties

On the Move

L58219

Legal Updates Available at WRA.org

At www.wra.org you can search legal updates for 
the topic of your choice. This publication is emailed 
to all members on a monthly basis. Important 
information is covered in these updates. It’s a great 
resource and benefit of membership for you.

NAR Professional Courtesy Reminder

A few reminders:  Respect for the Public, Property and Peers: 

• Leave your business card

• 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.

• 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.

• Use sidewalks; if weather is bad, take off shoes and boots inside 
the property.

• Carefully replace keys in the lockbox after showings.  Please make 
sure the doors are locked.

Unfortunately, I have had calls that the above is not being followed.  
Please make sure that you show respect for the Public, Property and 
your Peers.  
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You can’t predict Wisconsin weather...or title issues.
There might not be much you can do about the forecast, but there 

IS something you can do to protect your homebuyer’s property rights. 

Make sure your homebuyer is prepared for

whatever may come with owner’s title insurance. 

It’s the only way to protect their property rights and ensure a
smooth closing. Call Town n’ Country Title today to get started!

La Crosse

300 2nd Street N
608.519.5082

Holmen  

525 McHugh Rd, #1

608.399.1711

Appleton | Arcadia | Green Bay | Holmen | Janesville | Kenosha | La Crosse | Wauwatosa | Winona

PRESIDENT IS 

SPOKESPERSON  

FOR THE ORGANIZATION

It is important in creating the best public 
impression of the Association that any 
statements regarding the activities of the 
Association or its public positions come 
from an official source in the Association. 
This allows for coordination and clarity in 
the Association’s message. 

Our policy is to have the Association 
President, or someone specifically 
designated by the President in particular 
situations, as the only spokesperson 
for the Association. Our Presidents 
have spokesperson training and an 
understanding of the entire Association 
and how its parts fit together. 

If you are contacted by anyone, including 
the media, for any report on the Association 
or its activities, refer them to the 
Association office and arrangements will be 
made to respond.

Tips for Courteous Behavior

• Treat other agents as if they were your clients

• Return phone calls promptly

• Be on time for appointments

• Pay attention when talking face to face

• Don’t make a promise you can’t keep

• Thank an agent for showing your listing

• Help new agents in your company

• Deliver bad news in a tactful way

• Update your voice mail recording so callers 
know your availability.          

We Surpassed Our RPAC Goal!
We collected $32,485 RPAC Investments in 2021.   

Our goal was $20,000.  Congratulations everyone that 

made this investment. We did it!



6

Vol. 43 No. 4  •  January 2022 River City Realtor®

Member News

Happy New Year

Happiness depends upon your outlook on life.

Attitude is just as important as ability.

Passion….find yours this year!

Positive thoughts make everything easier.

You are unique, with special gifts, use them.

New beginnings with a new year.

Enthusiasm a true secret of success.

Wishes may they turn into goals.

Years go by too quickly, enjoy them.

Energy may you have lots of it.

Appreciation of life, don’t take it for granted.

Relax….take the time to relax in the coming year.

- Cathering Publisher

Dear Past:  Thank you for all of life lessons.”  

Dear Future: I’m READY NOW!” - Anonymous“
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FIRST AMERICAN TITLE  2850 Midwest Drive, Suite 103, Onalaska, WI 54650

PHONE  608.784.8888  |  www.firstam.com/title/wi

The title company you choose today 

will shape your clients last impression tomorrow.

Choose EXPERIENCE. 

Choose PROFESSIONAL. 

Choose FIRST AMERICAN TITLE!
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Property Type Volume Median Sold Price

Residential 33,558,962  230,000

Condo 2,382,900  260,000

All  35,941,862   235,000

7La Crosse County Sold & Active Listings – December 2021

 SOLD/ACTIVE RESIDENTIAL LISTINGS CURRENT ACTIVE LISTINGS

 0-2 3 4+ TWO CONDO TOTAL SINGLE CONDO

PRICE-CLASS/TYPE BDRMS BDRMS BDRMS FAMILY CO-OP UNITS FAMILY CO-OP

 29,999.99 and under 0 1 0 0  0  1 1 0

 30,000 -  39,999.99 0 0 0 0 0 0 0 0

 40,000 -  49,999.99 0 0 0 0 0 0 0 0

 50,000 -  59,999.99 0 0 0 0 0 0 0 0

 60,000 -  69,999.99 1 0 0 0 0 1 0 0

 70,000 -  79,999.99 3 0 0 0 0 3 0 0

 80,000 -  89,999.99 0 1 0 0 0 1 0 1

 90,000 -  99,999.99 0 0 0 0 0 0 0 0

 100,000 - 119,999.99 2 0 0 0 0 2 0 0

 120,000 - 139,999.99 0 4 0 0 0 4 2 0

 140,000 - 159,999.99 2 5 1 0 0 8 2 1

 160,000 - 179,999.99 4 6 6 0 0 16 3 1

 180,000 - 199,999.99 2 5 3 0 0 10 2 0

 200,000 - 249,999.99 1 19 3 0 3 26 5 4

 250,000 - 299,999.99 2 5 5 3 2 17 6 3

 300,000 - 399,999.99 1 15 11 0 2 29 26 3

 400,000 - 499,999.99 0 3 9 0 0 12 3 1

 500,000 and over 0 2 3 0 1 6 16 2

TOTALS 18 66 41 3 8 136 66 16

AVERAGE 164,636 245,085 331,913 270,500 297,862 264,278 404,779 296,000

 MEDIAN 165,000 220,000 319,900 260,000 260,000 235,000 345,000 265,000

Information is supplied by seller and other third parties and has not been verified.  

Copyright © 2019 by Multiple Listing Service, Inc. See FBS copyright notice.

Unit Sales by Time on Market

 DAYS RES CONDO

 1 - 30 107 5 

 31 - 60 10 0

 61 - 90 5 1

 91 - 120 4 1

 121 or over 2 1

TOTAL SALES 128 8

 TYPE RES CONDO

Adj Rate Mtg 12 1

Assumable 0 0

Cash  13 2

Conventional  92 5

FHA  5 0

Land Contract 1 0

Other  1 0

 TYPE RES CONDO

Owner Fin 0 0

Private  0 0

USDA   0 0

VA  4 0

WHEDA  0 0

TOTAL SALES 128 8

Unit Sales by Financing Type
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Call Today for Mortgage Information

Todd Cejka
Branch Manager NMLS #251574

Cell: 608-386-3532 
Todd.Cejka@SupremeLending.com
ToddCejka.SupremeLending.com
929 Riders Club Road  | Onalaska WI 54650

• Same day Pre-Qualifications!

• Close on Time. 

• Local Loan Officers that know the market. 

• Zero to low down-payment loans. 

• FHA, VA, USDA Rural & Conventional.

EQUAL HOUSING
OPPORTUNITY

ADVERTISEMENT. Offer not contingent on use of specific settlement service provider. EVERETT FINANCIAL, INC. D/B/A SUPREME LENDING NMLS 

ID #2129 (www.nmlsconsumeraccess.org) 14801 Quorum Dr., #300, Dallas, TX 75254. 877-350-5225. Copyright © 2020. Not an offer or agreement. 

Information, rates, & programs are subject to change without prior notice. Not available in all states. Subject to credit & property approval. Not affiliated 

with any government agency. 

Jeff Thompson
Loan Officer NMLS #256028

Cell: 608-397-4356
Jeffrey.Thompson@SupremeLending.com 
http://jeffreythompson.supremelendinglo.com/ 
929 Riders Club Road  | Onalaska WI 54650

LOOKING FOR A LENDER
THAT CAN DELIVER?

Vegas CE Back by Popular Demand!

February 28-March 2, 2022

New York-New York Hotel & Casino 

CE ... cha-ching! Vegas CE is back by popular demand in 2022 so 

you can complete your 2021-22 CE in the entertainment capital of 

the world. With CE classes during the day, your Vegas nights are 

free for shopping, dining, nightlife, live entertainment and more.

Why attend?

 • Escape the Wisconsin winter for warm temps, sunshine   

  and fun.

 • Complete all your required CE for the biennium in 

  one trip.

 • Write off the vacation as a business expense. 

  (Consult your accountant for details.)

Register:  https://www.wra.org/DestinationCERegistration/

“There are only two days in the 

year that nothing can be done. 

One is called Yesterday, 

and the other is called Tomorrow. 

TODAY is the right day to Love, 

Believe, Do and mostly Live.”

- Dalai Lama

“

“Never underestimate the 

power you have to take your 

life in a new direction.” 

“Every moment is a  

fresh beginning.” 

“Life’s not about expecting, 

hoping and wishing, it’s about 

doing, being and becoming.” 

“I like the dreams of the  

future better than the  

history of the past.”

Register:  https://www.wra.org/DestinationCERegistration/
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Dates to Remember
 S M T W T F S

       1 

 2 3 4 5 6 7 8 

 9 10 11 12 13 14  15 

 16 17 18 19 20 21 22 

 23 24 25 26 27 28 29 

 30 31

 S M T W T F S

   1 2 3 4 5 

 6 7 8 9 10 11 12 

 13 14  15 16 17 18 19 

 20 21 22 23 24 25 26 

 27 28

January February

 5 Open House Deadline 3 p.m.

 North Tour

12 Open House Deadline 3 p.m.

 South Tour

19 Open House Deadline 3 p.m.

 North Tour

26 Open House Sabbatical

 South Tour

26 New Member Orientation 9-2

 2 Open House Deadline 3 p.m.

 North Tour

 9  Open House Deadline 3 p.m.

 South Tour

16 Open House Deadline 3 p.m.

 North Tour

23 Open House Sabbatical

 South Tour

Birthdays - January
1 Karla Frank
1 Beverly Schultz
2 John Sheppard
3 William James
4 Andrew Bakalars
4 Jessica Himmer
6 Cody Spears
6 Samuel Cable
7 Chelsy Miller
7 Kyle Hall
8 Debra Barker
9 Cortland Wood
9 Stephanie 
 O’Driscoll
10 Dave Snyder
10 William Vaughn-  
 Favre

10 Greg Hakomaki
10 James Westpfahl
10 Kristi Rude
11 Christopher   
 Paulino
12 Jesse DeSantell
12 Michelle Grimm
13 Teresa Mellor
13 Rich Grams
13 Corry Van Aelstyn
14 Dawn Johnson
14 Steve Althoff
17 Anthony Nehring
19 Melissa Oates
19 Joshua Genz
19 Michael Law
19 Quintin Schaitel

21 Kory Scholze
21 Vera Yager
22 Russell Dresdow
22 Casey Moen
23 Julie Neitzel
24 Thomas   
 Thompson
25 Booker Bredlau
26 Alyssa Schaefer
27 Sheila Springborn
27 Tina Althoff
28 Matt Rude
29 Susan Clark
29 Isaak Owen
29 Melissa Reese
29 Ashley Lacenski
31 Carla Stanton

Birthdays - February
2 Ray Wrobel
2 Garrick Olerud
2 David Warner
3 Brian Pejka
3 Kelsey Hess
3 Mitchell Kirk
4 T.J. Walker
4 Kassidy Taggart
4 Jon Schuster
6 Wendy Pertzsch
7 Kathy Appleman
7 Carmen Fortun
8 Michaela Smith
9 Lindsey Blatz
9 Nichole Mathison
9 Anastasia Gentry
10 Cristina Kovacs

12 Susan Brooks
12 Amy Hatlevig
12 Jill Raven
13 Ben Bockenhauer
14 Jenna Mills
14 Tanya Benson
17 Pam Eilertson
17 Jaimie Anderson
17 Angela Greene
17 Michael 
 Gritzmacher
17 Amber Metcalf
17 Mikaela Haugley
18 Alex Loesel
18 Tegan McClain-
 Wise
18 Dan Veglahn

19 Melissa Sample
20 Cathy Fox
20 Haley Spears
21 Cathryn Howland
21 Leroy Holm
23 Beth Pendleton
25 Scott Bahnub
25 Megan Stenulson
25 Katie Walters
27 Dennis O’Malley
27 Tara Jaeger-Olson
28 Pete Peterson
28 Dalton Lee
28 Cory Jacobson
28 Jordan Kerska

Open House Directory: The Open House Directory must have at least 6 ads or it will be cancelled that week.

KNIGHT BARRY AGENT ONE

REMOTE ONLINE NOTARIZATION

CERTIFID

1031/STARKER EXCHANGE

FREE EDUCATIONAL OPPORTUNITIES

KNIGHT BARRY TITLE UNITED LLC  .  500 2ND ST., STE. 102, LACROSSE, WI 54601  .  (608) 791-2000  .  WWW.KNIGHTBARRY.COM 

ZOCCAM

TITLE PRO 247

CERTIFID

We want to keep you safe from 

fraud. It’s happening everywhere. 

Are you prepared? At Knight Barry 

Title, we are. We have strict 

protocols in place, like CertifID, to 

help prevent wire fraud and would 

like to make sure you do, too!

ALTA HOMEOWNERS POLICY

WHAT’S IN

KNIGHT BARRY TITLE’S

TOOLBOX?

WHAT’S IN

KNIGHT BARRY TITLE’S

TOOLBOX?
Tools to help you grow YOUR business

 - many of which are free!
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Fair Housing Corner BUILDING A 
NATION OF NEIGHBORS

Key Points

• Parents are naturally interested in how their children will adjust to a new home and neighborhood, and usually there is no 
legal risk in responding to this question.

• This question may be an attempt by a homebuyer to indirectly ask you the face, religion, or nationality of the neighborhood’s 
residents

• This may be a question or trap set by a tester.

Areas of Liability

If you respond to this question with information on the racial, religious, or ethnic backgrounds of 
the neighborhood residents, you could be open to charges of discrimination.

Actions to Take

•  Respond only to the question asked.

• Never volunteer information concerning race, color, religion, sex, handicap, familial status, or 
nationality of the residents in the neighborhood.

“Are my kids going to have other kids to play with?”

merchantsbank.com

We share your clients’ 

home dreams.

Finding a home that’s unique for your clients - 

that’s important. We’re here to help them find 

a financing option that makes sense. 

Let’s build community together. Call today.

Dawn Garms
Onalaska Office
(608) 779-8222

Tina Mueller
Onalaska Office
(608) 779-8294

B.J. Hamilton
La Crescent Office
(507) 895-9708

Subject to approval.

Member FDIC

Tour Information

Load Your Own Tours and Open Houses

Agents now can load their own tours and open houses 

in Flex. If you have any questions, please call Ryan at 

608-785-7838.

MLS Tour Boundaries
The current dividing line between 

the North and the South Tour is I-90.

Exceptions:

•  Holiday Heights and Mayfair Addition 
 are North Tour

•  Burns, Bangor, Hamilton, and Monroe County 

 are North Tour

•  Washington and Barre are South Tour

•  French Island is South Tour 

•  Dakota and Dresbach are North Tour

•  La Crescent and Hokah are South Tour

North/South 
Dividing Line 

is I-90
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Need Information?

Check out the Association Web Site at www.larawebsite.com for an update on Association activities, membership information, 
professional standards forms, online MLS Profile Sheets, Open House online form and so much more.

Member News

MEET OUR CALL CENTER
Jacob Martin NMLS# 523832  
VP Residential Lending 

Eric Kirking NMLS# 1243663  
Mortgage Loan Originator

Loans are subject to credit approval.

statebankfinancial.bank

Never deal with an automated call center again.  
Eric and Jacob are a call, text or visit away.

Great rate. Great experience.

Call Jacob at 608-791-4268 or Eric at 608-791-4231.

WRA Winter Convention - Feb 1-3, 2022, Green Bay 
The winter convention is back, and the appraisal conference is back ... all together! This February, two of the WRA’s 
exciting conferences come together in Green Bay for three days of professional development, networking, and fun. With 
one day of appraisal CE, one day of designation courses and one day of workshops, you’ll find something perfect for you 
at the new event. Join us for all three or just attend one day if it’s right for you. Register now:  https://www.wra.org/

uploadedFiles/Content/Education/Events/WintConvention/Winter%20Conference%20Agenda%202022.pdf.  

New Fannie Requirements for Condominiums
On October 13, Fannie Mae announced temporary changes to its underwriting policies that govern the purchase of 
mortgages backing condominiums. The changes were in response to the tragedy in Surfside, Florida where half of the 
Champlain Towers Condominium collapsed killing 98 people and injuring many more. Engineering reviews revealed 
that the properties’ structure had degraded over time and was in need of repairs, while the association had insufficient 
reserves for the needed repairs.

The crux of the announcement is that Fannie Mae will not purchase mortgages on condominiums that have, “significant 
deferred maintenance or in projects that have received a directive from a regulatory authority or inspection agency to 
make repairs due to unsafe conditions”.  Lenders will need to verify and provide, “satisfactory engineering or inspection 
report, certificate of occupancy, or other substantially similar documentation that shows the repairs have been 
completed in a manner that resolves the building’s safety, soundness, structural integrity, or habitability concerns”.

Furthermore, any due or recently paid special assessment will be reviewed and Fannie Mae is suspending the ability of 
associations to use a special reserve study in place of its 10% minimum reserve requirements. Communities may request 
a waiver, so long as they are not a new project.
The result of the change will make it more difficult to sell properties in projects where the association has not updated 
financials, reviews or reserving.

As seller’s agent, compiling these documents as part of the sales process would be a value add in this market and help 
signal and smoother sale to buyers’ agents.

www.larawebsite.com
https://www.wra.org/uploadedFiles/Content/Education/Events/WintConvention/Winter%20Conference%20Agenda%202022.pdf  
https://www.wra.org/uploadedFiles/Content/Education/Events/WintConvention/Winter%20Conference%20Agenda%202022.pdf  
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Professional Pointers
The National Association of REALTORS® (NAR) Pathways to Professionalism emphasize the importance of courtesy and etiquette.

One aspect is 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. Do the same 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 
professional status in contacts with 
the public.

21.  Do not tell people what you think – 
tell them what you know.



CODE OF ETHICS AND  

STANDARDS OF PRACTICE  

OF THE NATIONAL ASSOCIATION OF REALTORS®

Effective January 1, 2022 

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 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 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 shall provide, as soon as practical, 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 1/20)

•	 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. Upon the written request of the listing broker 
who submits a counter-offer to the buyer’s/tenant’s broker, the 
buyer’s/tenant’s broker shall provide, as soon as practical, a 
written affirmation to the listing broker stating that the counter-
offer has been submitted to the buyers/tenants, or a written 
notification that the buyers/tenants have waived the obligation to 
have the counter-offer presented. 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 1/22)

•	 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)

•	 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)

•	 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 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 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)

•	 Standard of Practice 3-11

REALTORS® may not refuse to cooperate on the basis of a broker’s 
race, color, religion, sex, handicap, familial status, national origin, 
sexual orientation, or gender identity. (Adopted 1/20)

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)

•	 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 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 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)

•	 Standard of Practice 10-5

REALTORS® must not use harassing speech, hate speech, epithets, 
or slurs based on race, color, religion, sex, handicap, familial status, 
national origin, sexual orientation, or gender identity.  (Adopted 
and effective November 13, 2020)

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

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)

•	 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® must not represent that their brokerage services to a 
client or customer are free or available at no cost to their clients, 
unless the REALTOR® will receive no financial compensation from 
any source for those services. (Amended 1/22)

•	 Standard of Practice 12-2

(Deleted 1/20)

•	 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 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 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)



•	 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, 
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 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 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 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 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 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:
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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)

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 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 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 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.


