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This Land is Our Land 
Addressing the issue of professionalism.  
BY JAMES D. YORK (REALTOR®) AND BILL MORRIS (ATTORNEY AT LAW),  
LEGAL RESOURCE COMMITTEE MEMBERS

As we look forward to a new year in 
real estate, the Legal Resource 
Committee has asked us to address 

REALTOR® professionalism. We can think 
of no better starting point than this remind-
er from the preamble to the National As-
sociation of REALTORS®’ Code of Ethics 
and Standards of Practice: “Under all is the 
land. Upon its wise utilization and widely al-
located ownership depend the survival and 
growth of free institutions and of our civili-
zation. 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 owner-
ship. Such interests impose obligations be-
yond those of ordinary commerce. They 
impose grave social responsibility and a pa-
triotic duty to which REALTORS® should 
dedicate themselves.”

In order to truly exemplify these high 
standards of competence, fairness and mor-

al integrity that we all learned in the code 
of ethics class we took as part of our train-
ing, we should consider how we interact 
with each other, even before promoting our 
outward-looking client face. The flourish-
ing—even the survival—of our profession 
as a whole demands this, and of course such 
collaboration and cooperation will have the 
net effect of boosting client satisfaction, and 
therefore business as well. 

How can we support each other on a prac-

tical level? Let’s look again at the code of 
ethics. First, it tells us that we must become 
and continuously stay well-informed on real 
estate news and issues—and share any rele-
vant knowledge with our co-REALTORS®. 
Secondly, we need to truly cooperate with 
each other, within the best interests of our 
clients. This means that we consistently 
avoid misrepresenting or criticizing each 
other to clients—or to potential clients, 
which includes everyone, really. In addi-
tion, any (admittedly very human) impulse 
to exaggerate, slant or conceal relevant in-
formation from other REALTORS® must 
be stringently avoided, despite any antici-
pated negative outcome for ourselves. Also 
important is being consistently forthcoming 
and honest with our co-workers about any 
personal or family interests we may have in 
a transaction. 

Let’s share some basic human kindness 
and consideration as well—and not allow 
technology advances like voice mail, email 
and texting to sabotage or supersede real per-
son-to-person communication. Answer your 
phone whenever you can, even if you know 
it’s not a call likely to earn you money—and 
when you can’t, return calls promptly. Our 
livelihood depends on teamwork, and if the 
code of ethics is to be believed, so does our 
nation’s well-being in the big picture. In a 
very real sense, we are joined together in the 
business of allocating land, the real Ameri-
can resource.

Our livelihood depends on teamwork, 
and if the code of ethics is to be 

believed, so does our nation’s well-
being in the big picture.
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Extending these ideas to dealings with our 
clients makes the little things matter. People 
will notice, and remember, when you go the 
extra mile for and with them, even if a cur-
rent deal doesn’t go anywhere. Too often in 
this world, face-to-face interactions are in-
terrupted by the tyranny of the urgent cell 
phone. Don’t abandon people you are with 
to take frequent or lengthy phone calls—be 
truly with them. And since that phone call 
could well be from another REALTOR®,
client or potential client, it’s just good prac-
tice to have backup coverage available when 
you’re not. If you don’t know the answer to a 
question, say so, then find out, and get back 
to them with the answer as soon as possi-
ble—far better than having to correct a mis-
statement later.

MEET YOUR DEADLINES. 
KEEP YOUR PROMISES. 

Each of us needs to develop our own style 
and specifics for customer service. What will 
your benchmarks be? Maybe you let clients 
know in writing, up front, how often you 
will contact them regarding deal progress 
and offers. Perhaps you will conduct a cer-
tain number of open houses, or promptly 
create a virtual tour of their property to be 
posted on your website. Or consider offer-
ing trademark follow-up services or nice-
ties—one REALTOR® we know sends Girl 
Scout cookies to her past year’s clients every 
spring when they become available; another 
includes a coupon from a local bakery with 
her annual holiday card. People do notice; 
people remember.

As the market improves, so will all our 
lives—so let’s all strive from today onward 
to improve our personal and business prac-
tice standards amongst each other and our 
clients, as we continue to uphold the sacred 
trust of meting out the (always temporary) 
ownership of our land.

JOHN PRETE
OWNER/OPERATOR

THE ONLY INSPECTION COMPANY 
IN SOUTHWEST FLORIDA THAT HAS 
A ONE YEAR LIMITED GUARANTEE.

• Comprehensive, full-color reports with pictures 
delivered the same day.

• Mold/Air Quality Analysis, Radon Testing, Wind 
Mitigation.

• 4 pt Inspections

• All Florida State Licensed Inspectors.

• Fully Insured, General Liability – E&O Insurance.

• Ask about Our Pre-Listing Inspection Program.

(239) 430-8220 
www.HouseMaster.com




