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MEET JOE: 

 
Joe Fitzpatrick graduated from The University of Nevada, Las Vegas in 1985 and began his 
career with Coldwell Banker in Margate, Florida, listing and selling real estate. Joe went on to 
manage the North Miami office and opened Century 21 Fitzpatrick Realty with family.  The firm 
became the top-ranked Century 21 company in Broward County, Florida. 
  
In 1991, Joe returned to Las Vegas where he began teaching and authoring real estate 
courses. He also continued on as Vice-President of Century 21 MoneyWorld, which was 
consistently ranked among the top 10 Century 21 firms in the world where he led the education division among 
other duties. 
  
Joe has authored and published over 30 real estate licensing textbooks and courses available on Amazon.com 
and which have been approved for utilization in several states.  He made a few stops along the way including 
being the Education Director at LVR.  You may recognize his voice from other online sites.  Living through 
sellers' markets and buyer's markets, Joe has experienced interest rate fluctuations of 17.5% and 2%.  He 
knows what it takes to stay successful in the business no matter what the market conditions may be. 
  
In 2021, Joe opened Fitzpatrick Real Estate School and continues to practice real estate in addition to his 
other responsibilities.  We trust you will find Mr. Fitzpatrick’s courses to be informative, interesting, and 
entertaining too. 

 
• CE Agreement 

The student participant must:  
• not miss more than 10 minutes of a 3-hour course; 15 minutes for internet connection 

issues. 
• direct their attention to the instruction being provided and refrain from engaging in 

activities unrelated to the instruction and distracting. 
• always have their cameras on and pointed to the student while the class is in session, 

excluding breaks. 
• in Zoom, display the name under which they registered. 
• must always have audio muted except when speaking to the group. 
• participate and respond when asked to by the instructor. 
• conduct themselves as they would in an in-person classroom setting. 
• be appropriately dressed for a classroom setting. 
• refrain from engaging in any activity that would be distracting to the instructor or fellow 

attendees such as using electronic/computer devices unrelated to the instruction, cell 
phone use, having conversations with other people, walking around, driving/riding in a 
vehicle, cooking, cleaning, etc. 

• complete the course evaluation immediately upon the conclusion of the course. 
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COURSE OVERVIEW:  Participants will be provided with Case Studies that require the application of 
ethics and morals.  Participants will apply the NAR® Code of Ethics to these real-life cases to 
strengthen their understanding of the Code.  
 
 
I. Overview of the NAR® Code of Ethics 

1. Duties to Clients and Customers: Articles 1-9 
2. Duties to the Public: Articles 10-14 
3. Duties to REALTORS®: Articles 15-17 
4. Articles and Standards of Practice 
5. When the Code of Ethics and the law conflict, the obligations of the law must take precedence. 
6. “REALTORS” are brokers; “REALTOR-ASSOCIATES” are salespersons and broker-

salespersons 
 
 
II. Duties to Clients and Customers   

Article 1:  Protect the best interests of the client. 
Article 2:  No misrepresentation, exaggeration, or hiding facts about the property at hand. 
Article 3:  Realtors should cooperate with each other unless it's not in the best interest of 

the client. 
Article 4-5:  Disclose any personal interest in a property. 
Article 6-8:  No recommending services for a kickback or collecting money under the table. 

Keep client funds separate from your own. 
Article 9:  All documents pertaining to the transaction should be presented to the 

buyer/seller in understandable terms. 
 
Duties to the Public 
Article 10:  No denying services on the basis of discrimination. 
Article 11:  Provide clients with competent services only within a Realtor's professional 

scope. 
Article 12:  No false or misleading advertising. 
Article 13:  Don't break the law. 
Article 14:  Cooperate with the Realtor board's investigative proceedings if charged with a 

violation. 
 
Duties to Realtors 
Article 15:  No false or misleading statements about other Realtors. 
Article 16:  Don't solicit clients that have already signed an exclusive listing agreement with 

another Realtor. 
Article 17:  Contractual disputes will be mediated or arbitrated by the Realtor Board. 
 
VIDEO:   “How Violations of the Code of Ethics Can Get You in Hot Water” 

https://www.youtube.com/watch?v=aqL3cq7WIdw  (4 min) 
 

  

https://www.youtube.com/watch?v=aqL3cq7WIdw
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III. Case Studies – These case studies were made available by NAR® to its members. 
 

1. Case: The Bus Stop 
As the agent of Client Alice, Realtor® Bob offered her house for sale, advertising it as being located 
near a bus stop. Client Charlie, a buyer client of Bob, explained that his daily schedule made it 
necessary for him to have a house near a bus stop.  Bob showed Alice’s property to Charlie, who liked 
it, and wrote an offer which was accepted.  Escrow was opened. Bob then disclosed he was a dual 
agent. 
 
Two days after opening escrow, Bob read a notice that the bus line running near the property was 
being discontinued. He informed Buyer Charlie of this, who then responded that he was no longer 
interested in the property since the availability of bus transportation was essential. Bob informed the 
seller and recommended that the earnest money deposit be returned. Seller Alice reluctantly complied, 
but after closing, complained to the Board of Realtors® that Bob had not faithfully protected and 
promoted her interests. She argued that after opening escrow, Bob should not have made a disclosure 
that killed the sale since the point actually was not of major importance. The new bus route, she 
showed, would put a stop within six blocks of the property.  
 
In a hearing before a Hearing Panel of the Board’s Professional Standards Committee, Agent Bob 
explained that in advertising the property, the fact that a bus stop was less than a block from the 
property had been prominently featured. He also made the point that the buyer had emphasized that 
his physical disability necessitated a home near a bus stop. So, in his judgment, the change in bus 
routing materially changed the characteristics of the property in the eyes of the prospective buyer. He 
felt under his obligation to give honest treatment to all parties in the transaction, he should make the 
disclosure. In his opinion, he was not violating his obligation to his seller client. 
 

Summarize 
 
What articles?  
 
What standards of practice? 

 
 

2. Case:  The backup offer 
 

Realtor® Alex listed Seller Sam’s house and entered the listing in the MLS. Within a matter of days, 
Alex procured a full price offer from Buyer Betty. The offer specified that her offer was contingent on her 
current home. Seller Sam, anxious to sell, accepted the offer but instructed Alex to continue marketing 
the property, hoping an offer that has no contingency would be made.  
 
A week later, Realtor® Quincy, contacted Alex to arrange a showing of the house for his buyer.  Alex 
said nothing about the previously-accepted offer. Realtor® Alex contacted his seller to advise him of the 
showing. Quincy showed the property and wrote an offer at full price. Quincy sent the offer to Alex who 
then discussed it with the seller. 
 
At the seller’s instruction, Buyer Betty was informed of the second offer who then waived the 
contingency. Alex then informed Quincy that the seller and Buyer Betty intended to close and that the 
property was not available for Quincy’s buyer.  Realtor® Quincy, believing that Alex’s failure to disclose 
the existence of the original accepted offer at the time he contacted him was in violation of the Code of 
Ethics and filed an ethics complaint with the association of Realtors®. 
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At the hearing called to consider the complaint, Realtor® Alex defended his actions noting that while 
Betty’s offer had been accepted, it had been contingent on the sale of her home. It was possible that 
when Betty was notified of the second offer, she could have elected to withdraw from the contract. Alex 
further argued that continuing to market the property indicating  the property was under contract, 
promoted his client’s best interests by continuing to attract potential buyers. 
 
Summary 
 
What articles?  
 
What standards of practice? 
 

      
IV. VIDEO:  Pathway to Professional Conduct 

https://www.youtube.com/watch?v=hzGjDLhjynA  (10 min) 
 
 
Pathways to Professionalism 
 

While the Code of Ethics and Standards of Practice of the National Association establishes 
objective, enforceable ethical standards governing the professional conduct of REALTORS®, it 
does not address issues of courtesy or etiquette. 
 
Based on input from many sources, the Professional Conduct Working Group of the Professional 
Standards Committee developed the following list of professional courtesies for use by 
REALTORS® on a voluntary basis. This list is not all-inclusive, and may be supplemented by local 
custom and practice. 
 

A. Respect for the Public 
 

1. Follow the Golden Rule: “Do unto other 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. 

https://www.youtube.com/watch?v=hzGjDLhjynA
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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. 

 
B. 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. 
 
C. 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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V. NAR® Mandatory Code of Ethics Training 

• REALTORS® are required to complete ethics training of not less than 2 hours, 30 minutes of 
instructional time.  

• The training must meet specific learning objectives and criteria established by the National 
Association of REALTORS®.   

• We are currently in Session 8, 1/1/25-12/31/27 
• The course may be taken online or in the classroom from an approved sponsor.   
• fitzpatrickschool.com is approved for LVR members only. 
• Everybody must have completed this by December 31, 2027. 
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BONUS CASE (Time Permitting) 

3. Case: Equal Professional Services by the REALTOR® 

A minority couple called on REALTOR® Annette and expressed interest in purchasing a home in 
the $390,000 to $435,000 price range with at least three bedrooms, a large lot, and located in the 
Cedar Ridge subdivision. Being familiar with Cedar Ridge, Annette explained that houses in Cedar 
Ridge generally sold in the price range from $540,000 to $660,000. The couple thereafter indicated 
that they would then like to see “what was available” within their budget. After further discussion 
with the couple concerning their financial circumstances and the maximum price range they could 
afford, the lender concluded that the couple could not afford more than $412,500 as an absolute 
maximum. Annette then showed homes which met their financial ability. The couple expressed no 
interest in any of the properties shown. A few days later, the minority couple filed charges with the 
Professional Standards Administrator of the Association charging Annette with a violation of the 
Code Ethics, alleging that she had violated the Code by an alleged act of racial steering. 

At the hearing, the complainants elaborated upon their charge of steering, telling the panel that 
they had specifically expressed an interest in purchasing a home in the Cedar Ridge area, but 
were not shown any homes in Cedar Ridge. Annette responded by producing e-mail records 
documenting the housing preference of the couple as they described, including price range. She 
demonstrated that she had shown them a number of listings that met the requirements as 
expressed by them, although admittedly none of the properties shown were located in Cedar 
Ridge. She had advised the couple that there were no listings available in Cedar Ridge falling 
within their budget. Further, she produced listing and sales information concerning numerous 
homes in Cedar Ridge which confirmed an average sales price of $540,000 to $660,000. Annette 
told the Hearing Panel that she had offered equal professional service to the minority couple by 
showing them properties which met their criteria. She pointed out to the Hearing Panel if there 
were listings in Cedar Ridge in the $390,000 to $435,000 price range with at least three bedrooms 
and a large lot, she would have shown them. But, there are no such listings available now, nor 
have there been at any time since the original development of the Cedar Ridge area five years 
ago. “I could not show them what did not and does not exist.” 

Summary 
What articles? 
What standards of practice? 
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QUIZ 
 
1. When the Code of Ethics and the law conflict: 
 

a. the Code of Ethics must take precedence. 
b. the law must take precedence. 
b. neither the law or the Code of Ethics takes precedence. 
d. the licensee must use his or her own conscience. 

 
2. A REALTOR® must make his true position known when acquiring an interest in or presenting 

an offer from: 
 
  a. himself. 

b. any member of his immediate family. 
c. any entity in which he has an ownership interest. 
d. All of the above 

 
3. REALTORS® are required to complete mandatory Code of Ethics training approved by NAR® 

at least every: 
 
 a. one year. 
 b. two years. 
 c. three years. 
 d. four years. 
 
4. Which of the following is NOT a protected class in housing in Nevada? 

 
a. Age 
b. Ancestry 
c. Sexual Orientation 
d. Gender Identity 

 
5. The act of directing potential purchasers into neighborhoods where the agent thinks they 

belong is called: 
 
a. blockbusting. 
b. redlining. 
c. panic selling. 
d. steering. 

 
6. Good salesmanship, expressing the agent’s opinion, which is not misleading or false, is called: 
 

a. baiting. 
b. puffing. 
c. closing. 
d. twisting. 
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7. With each subsequent renewal of license, ___ hours of ethics coursework is required. 
 
a. 3 
b. 6 
c. 9 
d. There is no requirement. 

8. Regarding a buyer’s brokerage agreement between the Buyers and the Broker, which of the 
following need not be included in the written agreement? 

a. the amount of compensation to be paid by the Buyers 
b. the potential for additional or offsetting compensation from the Sellers 
c. any potential for the buyer’s agent to act as a dual agent 
d. means by which properties will be selected 

 
9. The best definition of a material fact is: 

 
 a. anything that negatively affects the value or desirability of the property. 
 b. a functional defect with the improvements. 
 c. any undesirable element on or located near the subject property. 
 d. any condition of the property that makes it inhabitable in its current state. 
 
10. Which of the following would NOT be considered a contingency? 
 

a. qualification for financing 
b. appraisal equal to or greater than the sale price 
c. Seller to pay for and deliver the resale package to the Buyer 
d. acceptable inspection report 


	Joe Fitzpatrick graduated from The University of Nevada, Las Vegas in 1985 and began his career with Coldwell Banker in Margate, Florida, listing and selling real estate. Joe went on to manage the North Miami office and opened Century 21 Fitzpatrick R...
	II. Duties to Clients and Customers
	Duties to the Public
	Duties to Realtors
	III. Case Studies – These case studies were made available by NAR® to its members.
	1. Case: The Bus Stop
	As the agent of Client Alice, Realtor® Bob offered her house for sale, advertising it as being located near a bus stop. Client Charlie, a buyer client of Bob, explained that his daily schedule made it necessary for him to have a house near a bus stop....
	Two days after opening escrow, Bob read a notice that the bus line running near the property was being discontinued. He informed Buyer Charlie of this, who then responded that he was no longer interested in the property since the availability of bus t...
	In a hearing before a Hearing Panel of the Board’s Professional Standards Committee, Agent Bob explained that in advertising the property, the fact that a bus stop was less than a block from the property had been prominently featured. He also made the...
	A. Respect for the Public
	B. Respect for Property
	C. Respect for Peers
	V. NAR® Mandatory Code of Ethics Training


	BONUS CASE (Time Permitting)
	3. Case: Equal Professional Services by the REALTOR®

