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Orientation 
 

Course Description: All real estate licensees who want to renew an active license in 
Washington are required to take a three-hour core continuing education course on current 
issues in Washington real estate. This course covers the following residential real estate topics: 

• Important real estate legislative and legal updates; 
• Agency duties; 
• REO sales, forms, and procedures; 
• Advertising and social media guidelines; 
• Fair housing issues; 
• Multiple offers best practices; 
• Property management; 
• Guidelines for unlicensed assistants; 
• Professional conduct; 
• Pocket listings; and 
• Personal safety. 

 

To enhance comprehension, review questions will be asked throughout the course. 
 

A final exam will be taken after the course is completed to check for mastery of the material. If 
you do not pass the final exam, you can review the course material and retake the exam at no 
additional cost. 

 
If assistance is needed with this course you can contact PDH Academy at 888-564-9098 or at  
support@pdhacademy.com. 

 

After completing the course and final exam, we ask that you take our course survey to help us 
continue to provide high-quality continuing education. 

mailto:%20support@pdhacademy.com


Module 1: Important Real Estate Legislative and Legal Updates 
 

1. What language was updated in the Washington Code to reflect the Licensing Law revisions 
that occurred in 2010? 

 
In 2010, Washington revised its code to become a broker-only state and also introduced the 
term “firms” into the code. 

 
Here are the significant changes in 18.86 RCW: 

• "Broker" means broker, managing broker, and designated broker, collectively, as 
defined in chapter 18.85 RCW, unless the context requires the terms to be considered 
separately. 

o 18.85 RCW defines “Broker" as a natural person acting on behalf of a real estate 
firm to perform real estate brokerage services under the supervision of a 
designated broker or managing broker. 

• "Real estate firm" or "firm" have the same meaning as defined in chapter 18.85 RCW. 
o 18.85 RCW defines "Real estate firm" or "firm" as a sole proprietorship, 

partnership, limited liability partnership, corporation, limited liability company, 
or other legally recognized business entity conducting real estate brokerage 
services in this state and licensed by the department as a real estate firm. 

To summarize: 
• A salesperson became a broker; 
• An associate broker became a managing broker; 
• Firms were created. 

 
As a result of these changes, other necessary changes were made to the following codes as 
well: 

 

Agency relationship: 
 

(1) A broker who performs real estate brokerage services for a buyer is a buyer's agent 
unless the: 

(a) Broker's firm has appointed the broker to represent the seller pursuant to a written 
agency agreement between the firm and the seller, in which case the broker is a seller's 
agent; 

(b) Broker has entered into a subagency agreement with the seller's agent's firm, in which 
case the broker is a seller's agent; 

(c) Broker's firm has appointed the broker to represent the seller pursuant to a written 
agency agreement between the firm and the seller, and the broker's firm has appointed 
the broker to represent the buyer pursuant to a written agency agreement between the 
firm and the buyer, in which case the broker is a dual agent; 

http://app.leg.wa.gov/RCW/default.aspx?cite=18.85
http://app.leg.wa.gov/RCW/default.aspx?cite=18.85


(d) Broker is the seller or one of the sellers; or 
(e) Parties agree otherwise in writing after the broker has complied with 

RCW 18.86.030(1)(f). 
 
The Law of Real Estate Agency Pamphlet 

 
As a result of the changes to the Washington code, additional changes had to be made to The 
Law of Real Estate Agency pamphlet. 

 
RCW 18.86.120 Pamphlet on the law of real estate agency—Content—Definition. 

 
(1) The pamphlet required under RCW 18.86.030(1)(f) shall consist of the entire text of RCW 
18.86.10 through 18.86.030 and 18.86.040 through 18.86.110 with a separate cover page. The 
pamphlet shall be 8 1/2 by 11 inches in size, the text shall be in print no smaller than 10-point 
type, the cover page shall be in print no smaller than 12-point type, and the title of the cover 
page "The Law of Real Estate Agency" shall be in print no smaller than 18-point type. The cover 
page shall be in the following form: 

The Law of Real Estate Agency 
This pamphlet describes your legal rights in dealing with a real estate firm or broker. 

Please read it carefully before signing any documents. 
 
The following is only a brief summary of the attached law: 

• Sec. 1. Definitions. Defines the specific terms used in the law. 
• Sec. 2. Relationships between Brokers and the Public. Prescribes that a broker who 

works with a buyer or tenant represents that buyer or tenant—unless the broker is the 
listing agent, a seller's subagent, a dual agent, the seller personally or the parties agree 
otherwise. Also prescribes that in a transaction involving two different brokers licensed 
to the same real estate firm, the firm's designated broker and any managing broker 
responsible for the supervision of both brokers, are dual agents and each broker solely 
represents his or her client—unless the parties agree in writing that both brokers are 
dual agents. 

• Sec. 3. Duties of a Broker Generally. Prescribes the duties that are owed by all brokers, 
regardless of who the broker represents. Requires disclosure of the broker's agency 
relationship in a specific transaction. 

• Sec. 4. Duties of a Seller's Agent. Prescribes the additional duties of a broker 
representing the seller or landlord only. 

• Sec. 5. Duties of a Buyer's Agent. Prescribes the additional duties of a broker 
representing the buyer or tenant only. 

http://app.leg.wa.gov/RCW/default.aspx?cite=18.86.030


• Sec. 6. Duties of a Dual Agent. Prescribes the additional duties of a broker representing 
both parties in the same transaction, and requires the written consent of both parties to 
the broker acting as a dual agent. 

• Sec. 7. Duration of Agency Relationship. Describes when an agency relationship begins 
and ends. Provides that the duties of accounting and confidentiality continue after the 
termination of an agency relationship. 

• Sec. 8. Compensation. Allows real estate firms to share compensation with cooperating 
real estate firms. States that payment of compensation does not necessarily establish an 
agency relationship. Allows brokers to receive compensation from more than one party 
in a transaction with the parties' consent. 

• Sec. 9. Vicarious Liability. Eliminates the liability of a party for the conduct of the party's 
agent or subagent, unless the principal participated in or benefited from the conduct or 
the agent or subagent is insolvent. Also limits the liability of a broker for the conduct of 
a subagent. 

• Sec. 10. Imputed Knowledge and Notice. Eliminates the common law rule that notice to 
or knowledge of an agent constitutes notice to or knowledge of the principal. 

• Sec. 11. Interpretation. This law establishes statutory duties which replace common law 
fiduciary duties owed by an agent to a principal. 

• Sec. 12. Short Sale. Prescribes an additional duty of a firm representing the seller of 
owner-occupied real property in a short sale. 

(2)(a) The pamphlet required under RCW 18.86.030(1)(f) must also include the following 
disclosure: When the seller of owner-occupied residential real property enters into a listing 
agreement with a real estate firm where the proceeds from the sale may be insufficient to 
cover the costs at closing, it is the responsibility of the real estate firm to disclose to the seller 
in writing that the decision by any beneficiary or mortgagee, or its assignees, to release its 
interest in the real property, for less than the amount the borrower owes, does not 
automatically relieve the seller of the obligation to pay any debt or costs remaining at closing, 
including fees such as the real estate firm's commission. 
(b) For the purposes of this subsection, "owner-occupied real property" means real property 
consisting solely of a single-family residence, a residential condominium unit, or a residential 
cooperative unit that is the principal residence of the borrower. 



2. What sources of information can you refer customers to for learning about landslide 
hazards and other geologic perils? 

 
According to Senate Bill 5088, consumers need to be aware of volcanic, seismic, landslide, and 
tsunami hazards in the state of Washington. 

 
Licensees and consumers can get more information regarding these geological perils from the 
Washington State Department of Natural Resources: 

 
Volcanoes: 
Read information concerning who is at risk and what types of hazards volcanoes can pose, as 
well as viewing volcano hazard maps. 
http://www.dnr.wa.gov/programs-and-services/geology/geologic-hazards/volcanoes-and-  
lahars#volcanic-hazards.6 

 
Earthquakes and Faults: 
View a map showing areas of seismic risk, read about those risks as well as how earthquakes 
cause damage. 
http://www.dnr.wa.gov/programs-and-services/geology/geologic-hazards/earthquakes-and-  
faults 

 

Tsunamis: 
Learn about who is at risk of tsunamis, as well as warning signs and how evacuation takes place.  
http://www.dnr.wa.gov/programs-and-services/geology/geologic-hazards/tsunamis#warning-  
signs-and-evacuation.1 

 

Landslides: 
Read about landslide hazards in Washington, and view forecast maps amongst other helpful 
information. 
http://www.dnr.wa.gov/programs-and-services/geology/geologic-hazards/landslides 

 
Information specific to landslides is also available in two fact sheets that can be provided to 
consumers and can be viewed at the following links: 

 
http://wa-dnr.s3.amazonaws.com/publications/ger_fs_landslide_hazards.pdf 

 

http://wa-dnr.s3.amazonaws.com/publications/ger_fs_landslide_processes.pdf 
 

Additional resources that are available and may be useful for consumers: 

• City/County Emergency, Health, and Planning Departments 

http://www.dnr.wa.gov/programs-and-services/geology/geologic-hazards/volcanoes-and-lahars#volcanic-hazards.6
http://www.dnr.wa.gov/programs-and-services/geology/geologic-hazards/volcanoes-and-lahars#volcanic-hazards.6
http://www.dnr.wa.gov/programs-and-services/geology/geologic-hazards/volcanoes-and-lahars#volcanic-hazards.6
http://www.dnr.wa.gov/programs-and-services/geology/geologic-hazards/earthquakes-and-faults
http://www.dnr.wa.gov/programs-and-services/geology/geologic-hazards/earthquakes-and-faults
http://www.dnr.wa.gov/programs-and-services/geology/geologic-hazards/earthquakes-and-faults
http://www.dnr.wa.gov/programs-and-services/geology/geologic-hazards/tsunamis#warning-signs-and-evacuation.1
http://www.dnr.wa.gov/programs-and-services/geology/geologic-hazards/tsunamis#warning-signs-and-evacuation.1
http://www.dnr.wa.gov/programs-and-services/geology/geologic-hazards/tsunamis#warning-signs-and-evacuation.1
http://www.dnr.wa.gov/programs-and-services/geology/geologic-hazards/landslides
http://wa-dnr.s3.amazonaws.com/publications/ger_fs_landslide_hazards.pdf
http://wa-dnr.s3.amazonaws.com/publications/ger_fs_landslide_processes.pdf


o Emergency Management 
o Municipal or County Emergency Planning 

• Washington Division of Geology and Earth Resources 
o Fact Sheet: What are landslides? 
o Fact Sheet: Landslide hazards 
o Geologic Information Portal 
o Shallow Landslide Hazard Forecast Map 
o Washington State Forest Practices Board Manual Evaluating Unstable Slopes 

• Washington State Department of Transportation 
o Road closures due to landslides 

• Federal Emergency Management Agency (FEMA) 
o Landslides 

• U.S. Geological Survey (USGS) 
o Landslide Hazards Program 

• Landslide Insurance 
o Washington State Landslide Insurance Page 

• Washington State Department of Licensing 
o Licensed Geologists 

• Washington State Department of Ecology 
o Puget Sound Landslides 

 
 
 

3. What is the CFPB’S new rule affecting the Truth in Lending Act and the Real Estate 
Settlement Procedures Act? 

 
The Consumer Financial Protection Bureau (CFPB) 

The Dodd-Frank Wall Street Reform and Consumer Protection Act of 2010 (Dodd-Frank Act) 
established the CFPB. 

Core Functions 

Congress established the CFPB to protect consumers by carrying out federal consumer financial 
laws. The CFPB gives consumers the information they need to understand the terms of their 
agreements with financial companies and to make regulations and guidance as clear and 
streamlined as possible. 

 

The US Federal Government saw the need for additional protection and oversight after the 
financial crisis during the 2000’s. To quote from the CFPB website, “In July 2010, Congress 
passed and President Obama signed the Dodd-Frank Wall Street Reform and Consumer 
Protection Act. The Act created the Consumer Financial Protection Bureau (CFPB). The CFPB 



consolidates most Federal consumer financial protection authority in one place. The consumer 
bureau is focused on one goal: watching out for American consumers in the market for 
consumer financial products and services.” 

 
You can read more here: Source: http://www.consumerfinance.gov/the-  
bureau/creatingthebureau/ 

 
The CFPB has a number of duties including: 

• Writing rules, supervising companies, and enforcing federal consumer financial 
protection laws; 

• Restricting unfair, deceptive, or abusive acts or practices; 
• Taking consumer complaints; 
• Promoting financial education; 
• Researching consumer behavior; 
• Monitoring financial markets for new risks to consumers; and 
• Enforcing laws that outlaw discrimination and other unfair treatment in consumer 

finance. 

Because the CFPB believed that consumers weren’t clear about the mortgage process or the 
forms they were signing, they created a “Know Before You Owe” campaign to simplify and 
standardize mortgage loan documents. Section 1032(f) of the Dodd-Frank Act required the 
CFPB to propose a rule to combine RESPA (Real Estate Settlement Procedures Act) and TILA 
(Truth in Lending Act). The new TILA-RESPA Integrated Disclosure Rule is commonly known as 
TRID. This major initiative was issued in November, 2013, and implemented in 2015. The goals 
of the new rule, commonly called “know before you owe,” are to: 

• Make it easier to use mortgage disclosure forms, 
• Improve consumer understanding, 
• Aid comparison shopping, and 
• Prevent surprises at closing for the borrower. 

There are 2 websites which explain TRID in detail and offer sample forms. 

The consumer based site is: 

www.consumerfinance.gov/know-before-you-owe 

The site for real estate professionals is: 

www.consumerfinance.gov/know-before-you-owe/real-estate-professionals 

http://www.consumerfinance.gov/the-bureau/creatingthebureau/
http://www.consumerfinance.gov/the-bureau/creatingthebureau/
http://www.consumerfinance.gov/the-bureau/creatingthebureau/
http://www.consumerfinance.gov/know-before-you-owe
http://www.consumerfinance.gov/know-before-you-owe/real-estate-professionals


Loan Estimate and Closing Disclosure Forms 

Essentially, the two key forms lenders now use in the mortgage process are the LE or Loan 
Estimate form, and the CD or Closing Disclosure form. These replaced the Truth In Lending and 
Good Faith Estimate documents and the HUD 1 Settlement Statement document that had been 
used for many years. A real benefit of the LE is that it covers the projected payments and 
closing costs in a clear, concise way so that buyers will be informed, and hopefully not have any 
surprises at their closing. 

The Loan Estimate form is provided to a consumer within three business days after submission 
of a loan application. The CFPB considers a business day for the LE to be a day in which 
creditors’ offices are open to the public. The LE form replaces both the truth in lending form  
and the good faith estimate. It summarizes key loan terms and estimates loan and closing costs. 
The LE also encourages consumers to shop for comparison providers. 

The Closing Disclosure must be provided to the consumer three business days before 
consummation (previously called closing). In this instance, the CFPB defines business day as all 
calendar days except Sundays and federal holidays before consummation. The CD replaces the 
final truth-in-lending and the HUD statements. It provides a detailed accounting of transactions. 

You can view samples of the the Loan Estimate and Closing Disclosure forms here: 

http://www.consumerfinance.gov/policy-compliance/guidance/implementation-guidance/tila-  
respa-disclosure-rule// 

 
 
CFPB Rules 

 
The CFPB final rule also clarifies the definition of loan application, requiring the application to 
include: 

• Borrower’s Social Security number, 
• Borrower’s name, 
• Property address, 
• Income, 
• Mortgage loan amount, and 
• Estimated value of the property. 

Lenders are now required to offer the consumer a list of Settlement Services Providers with at 
least one provider for each service. This must be provided in the same time frame as the LE, 
and the form for providing this is provided and required for use by the CFPB. 

Variations in the fees disclosed on the LE and the CD will trigger re-disclosure, and the required 
number of days cannot be shortened. 

http://www.consumerfinance.gov/policy-compliance/guidance/implementation-guidance/tila-respa-disclosure-rule/
http://www.consumerfinance.gov/policy-compliance/guidance/implementation-guidance/tila-respa-disclosure-rule/
http://www.consumerfinance.gov/policy-compliance/guidance/implementation-guidance/tila-respa-disclosure-rule/


Preparation of the Closing Disclosure 

The lender, title company, or a combination of the two will provide the CD for the buyer. A 
separate CD will be provided for the seller by the title company. 

License Holder Issues 

It is likely that the time from contract to closing, when a mortgage is involved, will take longer 
than 30 days. Walk-throughs by the buyer may occur earlier and more often. The CD will have 
to be obtained from the borrower, not the lender or title company. Simultaneous closings will 
be challenging. Closings may take longer (the CD is five pages), and fees may increase. Civil 
money penalties for violations of this rule are: $5000; $25,000 or $1 million per day. 

License holders are subject to RESPA, and fines may be levied for violations of RESPA. License 
holders should seek competent legal counsel if they are considering an affiliated business 
arrangement, marketing agreement or any other arrangement that resembles a kickback from a 
service provider. 

Numerous amendments to the 2013 Integrated Mortgage Disclosure Rule under the Real Estate 
Settlement Procedures Act (Regulation Z) and the Truth in Lending Act (Regulation Z) and the 
2013 Loan Originator Rule under the Truth in Lending Act (Regulation Z) have been made. 

These changes have altered the historic time frames in contracts in Washington as well as 
communication processes between mortgage companies, title companies and license holders. 

 
 

4. Can an escrow/closing agents who are not licensed to practice real estate present 
transaction forms to buyers and sellers for signatures or initials? 

 
If an escrow or closing agent is not licensed to practice real estate, he or she cannot present 
transaction forms to buyers and sellers for signatures and/or initials. 

 
An individual who is licensed to practice real estate must present transaction forms to buyers 
and sellers for signatures and/or initials. 

 
 

Escrow Agent Duties: 
 

"Providing escrow services" means conducting transactions, except the acts of a qualified 
intermediary in facilitating an exchange under section 1031 of the Internal Revenue Code, 
wherein any person or persons, for the purpose of effecting and closing the sale, purchase, 
exchange, transfer, encumbrance, or lease of real or personal property to another person or 
persons, delivers any written instrument, money, evidence of title to real or personal property, 
or other thing of value to a third person to be held by such third person until the happening of a 



specified event or the performance of a prescribed condition or conditions, when it is then to 
be delivered by such third person, in compliance with instructions under which he or she is to 
act, to a grantee, grantor, promisee, promisor, obligee, obligor, lessee, lessor, bailee, bailor, or 
any agent or employee thereof. 

 
 

5. What does House Bill 1309 say about the sale of floating homes or floating on-water 
residences by brokers? 

 
House Bill 1309: 

 
The department may exempt from compliance with the vessel dealer requirements of this 
chapter, any person who is engaged in the business of selling in this state at wholesale or retail, 
human- powered  watercraft  that  is: 
(a) Under  sixteen  feet  in  length; 
(b) Unable to be powered by propulsion machinery or wind propulsion as designedby the 
manufacturer; and 
(c) Not designed for use on commonly-used navigable waters… 

 
A broker licensed under chapter 18.85 RCW may sell, without being licensed as a vessel 
dealer, floating on-water residences, as defined in RCW 90.58.270. 

 

 
6. What sources of information for learning about changes to the National Flood Insurance 
Program (NFIP) can be provided to consumers? 

 
Changes to the National Flood Insurance Program can be viewed on the Federal Emergency 
Management Agency’s (FEMA) website: 

 
https://www.fema.gov/changes-national-flood-insurance-program 

 

The site states: 
 

“FEMA is moving now to remove barriers to improve the overall customer experience delivery  
of the program. Today, FEMA proposes to amend its regulations with a few administrative 
adjustments to the National Flood Insurance Program (NFIP) Write Your Own (WYO) Program to 
make the NFIP more agile and responsive to meet policyholder needs” 

https://www.fema.gov/changes-national-flood-insurance-program


7. How can you refer customers to flood insurance agents for flood insurance coverage and 
not be the source of rate information? 

 
FloodSmart.gov is a great resource for customers who are looking for flood insurance coverage. 

 
Rather than be the source of rate information, licensees can provide customers with 
information from FloodSmart.gov, and get them pointed in the right direction. 

 
FloodSmart offers resources such as: 

• Agent Site 
• Agent Locator 
• Community Rating System 
• Community Resources 
• File Your Claim 
• Frequently Asked Questions 
• Flood Facts 
• Media Resources 
• Toolkits 
• Email Updates 

 
You can view the site here: 

https://www.floodsmart.gov/floodsmart/pages/residential_coverage/rc_overview.jsp 

http://www.floodsmart.gov/floodsmart/pages/residential_coverage/rc_overview.jsp


Module 1 Review Questions 
 

The following 13 questions are for review purposes only. 

These questions will NOT be graded. 

 
1. “Broker” means which of the following? 

(a) Broker 

(b) Managing Broker 

(c) Designated Broker 

(d) All of the above collectively 
 
 

2. 18.85 RCW defines “Real estate firm” as . 

(a) A natural person acting on behalf of a real estate firm to perform real estate brokerage 
services under the supervision of a designated broker or managing broker. 

(b) A broker who represents the seller pursuant to a written agency agreement between the 
firm and the seller. 

(c) A sole proprietorship, partnership, limited liability partnership, corporation, limited liability 
company, or other legally recognized business entity conducting real estate brokerage services  
in this state and licensed by the department as a real estate firm. 

(d) A broker, managing broker, and designated broker, collectively. 
 
 

3. True or false? In 2010 Washington Agency Law changed to introduce the term “Salesperson”. 

(a) True  

(b) False 

 

4. True or false? Consumers in Washington do not need to be concerned with the hazards of 
tsunamis. 

(a) True  

(b) False 



5. The goals of the TILA-RESPA Integrated Disclosure Rules include which of the following? 

(a) Prevent surprises at closing for the borrower 

(b) Improve consumer understanding 

(c) Make it easier to use mortgage disclosure forms  

(d) All of the above 

 

6. The Loan Estimate form is provided to a consumer within business days after 
submission of a loan application. 

(a) One 

(b) ) Two 

(c) Three 

(d) Four 
 
 

7. The Closing Disclosure provides which of the following? 

(a) A detailed accounting of transactions 

(b) ) Encouragement for consumers to shop for comparison providers 

(c) A Summary of key loan terms 

(d) An estimate of loan and closing costs 
 
 

8. Who can present transaction forms to buyers and sellers for signatures and/or initials? 

(a) Closing agents who are not licensed to practice real estate  

(b) Individuals who are licensed to practice real estate 

(c) Escrow agents who are not licensed to practice real estate 

(d) Any of the above 



9. True or false? A licensed broker may not sell floating on-water residences without being 
licensed as a vessel dealer. 

(a) True  

(b) False 

 

10. True or false? It is recommended that brokers be the direct source of information regarding 
flood insurance rates and policies rather than referring consumers to Flood Insurance Agents. 

(a) True  

(b) False 

 

11. Which of the following are geological hazards consumers should be aware of in 
Washington? 

(a) Volcanoes 

(b) ) Earthquakes 

(c) Landslides 

(d) All of the above 
 
 

12. Which of the following is a great resource for consumers who are looking for flood 
insurance coverage? 

(a) FloodSamrt.gov 

(b) ConsumerFinance.gov 

(c) DepartmentofNaturalResources.gov 

(d) All of the above 



13. The Closing Disclosure must be provided to the consumer business days before 
consummation (previously called closing). 

(a) One 

(b) ) Five  

(c) Three 

(d) Seven 
 
 
Review Question Answers: 

1. D 2. C 3. B 4. B 5. D 6. C 7. A 8. B 9. B 10. B 11. D 12.  A  13. C 



Module 2: Agency Duties 
 

1. How can you create a dual agency relationship? 
 

(8) "Dual agent" means a broker who has entered into a written agency relationship with both 
the buyer and seller in the same transaction. 

To create a dual agency relationship where a licensee represents both the buyer and the seller, 
the licensee must do take the following steps: 

• Have a signed Agency Agreement with the seller (This is typically addressed in a 
licensee’s MLS listing agreement); and 

• Have a signed Buyer Agency Agreement with the buyer. 
 

Without a signed Buyer Agency Agreement the licensee solely represents the seller even if the 
licensee had been working with the buyer as well. Furthermore, without a Buyer’s Agency 
Agreement when the licensee sells their own listing to this buyer the licensee will solely 
represent the seller according to the Agency Law that was put into effect in July of 2013. 

 
Let’s review the duties of a dual agent as well as what is required of an agency relationship:  

Dual Agent Duties. 

(2) Unless additional duties are agreed to in writing signed by a dual agent, the duties of a 
dual agent are limited to those set forth in RCW 18.86.030 and the following, which may not be 
waived except as expressly set forth in (e) and (f) of this subsection: 

(a) To take no action that is adverse or detrimental to either party's interest in a 
transaction; 

(b) ) To timely disclose to both parties any conflicts of interest; 
(c) ) To advise both parties to seek expert advice on matters relating to the transaction 

that are beyond the dual agent's expertise; 
(d) Not to disclose any confidential information from or about either party, except under 

subpoena or court order, even after termination of the agency relationship; 
(e) Unless otherwise agreed to in writing after the dual agent has complied with 

RCW 18.86.030(1)(f), to make a good faith and continuous effort to find a buyer for the 
property; except that a dual agent is not obligated to seek additional offers to purchase the 
property while the property is subject to an existing contract for sale; and 

(f) Unless otherwise agreed to in writing after the dual agent has complied with 
RCW 18.86.030(1)(f), to make a good faith and continuous effort to find a property for the 
buyer; except that a dual agent is not obligated to: (i) Seek additional properties to purchase 
while the buyer is a party to an existing contract to purchase; or (ii) show properties as to which 
there is no written agreement to pay compensation to the dual agent. 

http://app.leg.wa.gov/RCW/default.aspx?cite=18.86.030
http://app.leg.wa.gov/RCW/default.aspx?cite=18.86.030
http://app.leg.wa.gov/RCW/default.aspx?cite=18.86.030


2. Are brokers required to perform both agency and fiduciary duties? 
 

Fiduciary Duties: 
 

Fiduciary duties are the highest duties owed to a principal by a licensee known to the law. 
 

Some examples of fiduciaries include trustees, executors, and guardians. Fiduciary duties 
include loyalty, confidentiality, disclosure, obedience, reasonable care and diligence, and 
accounting. 

 
Washington Agency Law: 

 

Washington Agency Law was written to establish that brokers owe their clients agency duties, 
but do not owe their clients fiduciary duties. The removal of fiduciary duties from Agency Law 
was done because a real estate broker can be involved in a transaction as a buyer’s agent, a 
seller’s agent, or a dual agent. 

 
 

3. What is the position of the Washington Courts as to seller disclosure versus caveat emptor? 
Why is it is more important than ever for buyers to be advised to conduct thorough 
inspections prior to purchasing? 

 
The Washington Supreme Court’s position has been in flux between seller disclosure and caveat 
emptor. This can be seen in the case of Douglas v. Visser (2013) as well as others. A summary 
and opinion of the case 

 
Douglas v. Visser: 

 
In Douglas v. Visser, 173 Wn. App. 823, 829, 295 P.3d 800, 803 (2013), a real estate broker 
purchased a house to fix up and rent. But it soon became apparent that the house needed 
more work than could be justified, and the broker put the house up for sale. As it turned out, 
the house has serious systemic rot. The broker went to great effort to conceal the rot from the 
purchasers. The buyer's inspector noted only two small areas of rot and essentially told the 
buyers not to worry about it. The buyers asked no questions about the rot and closed. After 
closing, they learned that the house had so much rot that it had to be destroyed and rebuilt 
from scratch. 

 
The buyers sued the seller for fraud and fraudulent concealment, and they won handily in a 
bench trial. The broker-seller appealed in the face of indisputable evidence of fraud. The court 
of appeals published a decision brimming with outrage at the broker, but reversing the trial 
court's decision. As angry as the court was by the broker's conduct, it still was bound to follow 
and apply the law. 



The law is clear that a buyer who is on notice of a defect has a duty to inquire. The Douglas 
court refused to overlook the law or to make its own finding that inquiry would have been 
fruitless. Left with no other principled choice, it ruled for the fraudulent seller and even 
awarded him attorney fees. 

 
The Douglas case illustrates how a buyer should be more careful than ever to conduct thorough 
inspections and inquiries before purchasing. 

 
 

4. What does the Agency Law say is the duty for brokers with regards to disclosure? 
 

Duty to disclose material facts: 

Washington Agency Law states that brokers have a duty to disclose material facts actually 
known by broker; brokers do not have a duty to investigate; brokers do not have to verify 
statements believed to be reasonably reliable. 

(2) Unless otherwise agreed, a broker owes no duty to conduct an independent inspection of 
the property or to conduct an independent investigation of either party's financial condition, 
and owes no duty to independently verify the accuracy or completeness of any statement made 
by either party or by any source reasonably believed by the broker to be reliable. 

Duty to disclose agency: 

(g) ) To disclose in writing to all parties to whom the broker renders real estate brokerage 
services, before the party signs an offer in a real estate transaction handled by the broker, 
whether the broker represents the buyer, the seller, both parties, or neither party. The 
disclosure shall be set forth in a separate paragraph entitled "Agency Disclosure" in the 
agreement between the buyer and seller or in a separate writing entitled "Agency Disclosure." 

 
 

5. How can you properly make referrals to third party vendors? 
 

When a broker makes a referral to a third party vendor, the referral must be pursuant to both 
RCW18.86 (Real estate brokerage relationships) and RCW 18.235.130 (Unprofessional Conduct) 
to minimize risk while at the same time providing competent referrals. 

 
Brokers should recognize the importance of making referrals when a subject matter exceeds 
the scope of his or her broker's license. It is okay for a broker to not have all the answers. 

 
While making a referral to a third party vendor when a subject matter exceeds the scope of the 
broker’s knowledge can be the best option, it can also be risky. When making a referral to a 



third party, the broker needs to be certain that the referral does not fall into unprofessional 
conduct. Brokers should know who they are referring their client to before making the referral. 

 

Unprofessional conduct—Acts or conditions that constitute it: 

The following conduct, acts, or conditions constitute unprofessional conduct for any license 
holder or applicant under the jurisdiction of this chapter: 

(1) ) The commission of any act involving moral turpitude, dishonesty, or corruption relating 
to the practice of the person's profession or operation of the person's business, whether the 
act constitutes a crime or not. 

(2) Misrepresentation or concealment of a material fact in obtaining or renewing a license or in 
reinstatement thereof; 

(3) ) Advertising that is false, deceptive, or misleading; 

(4) Incompetence, negligence, or malpractice that results in harm or damage to another or that 
creates an unreasonable risk of harm or damage to another… 

(9) Aiding or abetting an unlicensed person to practice or operate a business or profession 
when a license is required; 

(10) Practice or operation of a business or profession beyond the scope of practice or operation 
as defined by law or rule; 

(11) Misrepresentation in any aspect of the conduct of the business or profession; 

(12) ) Failure to adequately supervise or oversee auxiliary staff, whether employees 
or contractors, to the extent that consumers may be harmed or damaged; 

(13) Conviction of any gross misdemeanor or felony relating to the practice of the person's 
profession or operation of the person's business… 

When making a referral to a 3rd party vendor, it is important to keep these unprofessional 
conduct regulations in mind. Do not make referrals to individuals who are not licensed, or are 
not experts in their field. 

 
Example: 

 

Paul is a broker with BESTBROKERSEVER Inc. Paul’s client Danielle recently bought a property 
with the intent of fixing it up and using it as a rental property. Having no knowledge of the 
contractor business, Danielle asked Paul if he could refer her to any contractors he might know. 
Paul tells Danielle that his talented brother Jay does some contracting work on the side, and 
does a great job even though he’s not a licensed contractor with the Department of Labor & 
Industries. Danielle thanks Paul and decides to give Jay a call. 



 

Paul could be charged with unprofessional conduct for helping his brother run an unlicensed 
contracting business. 

 
 

6. What constitutes proof of signatory authority for clients? 
 

If a broker encounters a situation which requires a real estate document to be signed by 
someone other than the principal, the broker will need to have proof of signatory authority for 
the individual signing the paperwork. This proof of signatory authority will come in the form of 
a legal document asserting that the individual can in fact sign for the principal. 

 
The need for proof of signatory authority will be needed when working with: 

 
• Guardians, 
• Power of attorney, 
• Personal representatives, 
• Corporations, 
• LLC’s, and 
• Trustees 

 
The individual will need to furnish the proof of signatory authority. This could be provided by 
the court of jurisdiction or in the form of a notarized document. 

 
Here are some examples of acceptable proof of signatory authority: 

 
• Letter of Guardianship 
• Power of Attorney Document 
• Letter of Testamentary 
• Letter of Administration 
• Trust Agreement 

 
Letters of guardianship. 

A guardian or limited guardian may not act on behalf of the incapacitated person without valid 
letters of guardianship. Upon appointment and fulfilling all legal requirements to serve, as set 
forth in the court's order, the clerk shall issue letters of guardianship to a guardian or limited 
guardian appointed by the court. 

Liability for reliance on power of attorney document. 

If the attorney-in-fact presents the power of attorney to a third person and requests the person 
to accept the attorney-in-fact's authority to act for the principal, and also presents to the 



person an acknowledged affidavit or declaration signed under penalty of perjury, signed and 
dated contemporaneously with presenting the power of attorney, and the person accepting the 
power of attorney has examined the power of attorney and confirmed the identity of the 
attorney-in-fact, then the person's reliance on the power of attorney is presumed to be without 
negligence and in good faith in reasonable reliance, which presumption may be rebutted by 
clear and convincing evidence that the person accepting the power of attorney knew or should 
have known that one or more of the material statements in the affidavit is untrue. It shall not  
be found that an organization knew or should have known of circumstances that would revoke 
or terminate the power of attorney or limit or modify the authority of the attorney-in-fact, 
unless the individual accepting the power of attorney on behalf of the organization knew or 
should have known of the circumstances. 



Module 2 Review Questions 
 

The following 11 questions are for review purposes only. 

These questions will NOT be graded. 

 
1. In order to create a dual agency relationship, which of the following must be done? 

(a) Have a signed Agency Agreement with the seller 

(b) Have a signed Buyer Agency Agreement with the buyer 

(c) Either A or B  

(d) Both A and B 

 

2. A dual agent has a duty to disclose conflicts of interest to . 

(a) The sellers only 

(b) ) The buyers 

only (c) Both 

parties 

(d) The managing broker only 
 
 

3. True or false? A real estate licensee in Washington owes their client both agency and 
fiduciary duties. 

(a) True  

(b) False 

 

4. True or false? A real estate broker has a duty to exercise reasonable skill and care. 

(a) True 

(b) ) False 



5. Which of the following fiduciary duties does a broker owe their client? 

(a) Obedience 

(b) Accounting 

(c) Loyalty 

(d) None of the above 
 

6. When a broker discloses to all parties to whom the broker renders real estate brokerage 
services to, the disclosure shall be set forth in which of the following ways? 

(a) A separate paragraph entitled "Agency Disclosure" in the agreement between the buyer and 
seller 

(b) In a separate writing entitled "Agency Disclosure"  

(c) Either a or b 

(d) A broker is not required to provide this disclosure 
 
 
7. According to the Washington Supreme Court, a buyer has a duty to do which of the 
following? 

(a) Conduct thorough inspections of the property 

(b) Make thorough inquiries about the property 

(c) Rely solely upon the disclosures of the seller  

(d) Both a and b 

 

8. True or false? Making an uninformed referral that results in harm or damage to another 
could result in the suspension, revocation, or restriction of a broker’s license. 

(a) True 

(b) False 



9. Which of the following are acceptable proof of signatory authority? 

(a) Letter or Guardianship 

(b) Power of Attorney Document 

(c) Letter of Administration 

(d) All of the above 

 

10. True or false? Dual agents have a duty to act in the best interest of the seller, even if they 
must take action that is adverse or detrimental to buyer’s interest in the transaction. 

(a) True  

(b) False 

 

11. Joe Broker’s client is in need of a plumber before putting their house on the market. Joe 
refers his client to his father, and claims that his father is a plumber even though his father is 
not licensed as such. Which of the following could apply to Joe’s actions? 

(a) Committing an act of dishonesty or corruption 

(b) Misrepresentation or concealment of fact 

(b) Malpractice that creates an unreasonable risk of harm or damage to another  

(d) All of the above 

 

Review Question Answers: 

1. D     2. C    3. B    4. A     5. D     6. C   7. D    8. A    9. D    10. B    11. D 



Module 3: REO Sales, Forms, and Procedures 
 

1. What are the risks and limitations when completing forms that are not standardized for 
licensees? 

 
When working with forms such as those mandated by REO sellers, short sale negotiators and 
others, there are certain risks and limitations that licensees should be aware of. 

 
The Cultom v. Heritage House case of 1985 sheds light on what the Washington Supreme Court 
deems as authorized or unauthorized activity with regard to a licensee’s practice in the areas of 
short sale, REO, and foreclosure situations. 

 
The Washington Supreme Court noted in the Cultom v. Heritage House case that “it was in the 
public interest to permit real estate professionals to complete standardized forms. It cited 
several rationales, including: 

(1) Limiting costs to buyers and sellers; 
(2) Public convenience; 
(3) Allowing licensed real estate professionals to participate in an activity in which they 

have special training and expertise; and 
(4) The interest of such professionals in drafting form earnest money agreements which are 

incidental and necessary to their main business. 
 

The Court put several restrictions on the completion of forms by real estate professionals. The 
court held that a real estate broker or salesperson is permitted to complete simple, printed 
standardized real estate forms that are approved by an attorney, provided the forms are used 
only on simple real estate transactions that arise in the usual course of the broker's business. 
Further, the completion of such forms must be done at no charge… 

 
The Court also noted that the standard of care necessary for completing such forms and their 
addenda was that of a practicing attorney… The court stated that “an attorney is liable for all 
losses caused by his or her failure to follow the explicit instructions of the client.” It also noted 
that “when a broker undertakes to practice law and prepares a contract at variance with the 
client's instructions, he or she is liable for negligence.” 

 
Read an entire summary of the Cultom v. Heritage House case here: 

 
http://www.realtor.org/legal-case-summaries/cultom-v-heritage-house-realtors-washington- 
supreme-court-finds-broker-not-engaged-in-unauthorized 

http://www.realtor.org/legal-case-summaries/cultom-v-heritage-house-realtors-washington-supreme-court-finds-broker-not-engaged-in-unauthorized
http://www.realtor.org/legal-case-summaries/cultom-v-heritage-house-realtors-washington-supreme-court-finds-broker-not-engaged-in-unauthorized


2. What difficulties do REO sales present? 
 

REO sales continue to present some difficulties simply because some REO sellers do not 
seem to believe they have to comply with Washington State real estate law. As a 
consequence, REO sales are often handled orally with buyers left in a vulnerable position 
for weeks. 

 
Read “Foreclosure sales: Potential bargains can carry big risks” here: 

 
https://www.washingtonpost.com/realestate/foreclosure-sales-potential-bargains-can-  
carry-big-risks/2013/02/21/403d09e6-7a1b-11e2-9a75-dab0201670da_story.html 

 
 

3. What type of documentation is necessary for REO sales? 
 

It is important that licensees document all requests made to the REO seller for Seller’s 
Disclosures, Legal, and other locally required forms or addenda that may not be provided 
by the REO seller. 

 
Licensees should explain to the buyer their options with regards to locally required forms 
or addenda (i.e. Legal Description, Seller Disclosures, Law of Agency), 

 
Licensees should explain that the buyer may seek legal advice when locally required forms 
or addenda are not provided by the REO seller. 

https://www.washingtonpost.com/realestate/foreclosure-sales-potential-bargains-can-carry-big-risks/2013/02/21/403d09e6-7a1b-11e2-9a75-dab0201670da_story.html
https://www.washingtonpost.com/realestate/foreclosure-sales-potential-bargains-can-carry-big-risks/2013/02/21/403d09e6-7a1b-11e2-9a75-dab0201670da_story.html
https://www.washingtonpost.com/realestate/foreclosure-sales-potential-bargains-can-carry-big-risks/2013/02/21/403d09e6-7a1b-11e2-9a75-dab0201670da_story.html


Module 3 REO Sales, Forms, and Procedures Review Questions 

The following 5 questions are for review purposes only. 

These questions will NOT be graded. 

 

1. Which of the following are restrictions the Washington Supreme Court put on the completion 
of forms by real estate professionals? 

(a) The forms must be approved by an attorney 

(b) ) The forms must only be used on simple real estate transactions that arise in the 
usual course of the broker’s business 

(c) ) The completion of such forms must be done at no 

charge (d) All of the above 

 

2. If an REO seller does not provide the locally required forms or addenda what action could the 
buyer responsibly take? 

(a) Proceed with the purchase 

(b) ) Enter into a verbal 

agreement (c) Seek legal advice 

(d) Report the sellers to HUD 
 
 
3. True or false? REO sales need to comply with Washington State real estate law even if the 
sellers are not Washington residents. 

(a) True 

(b) False 
 
 
4. True or false? Licensees should take extra care to document all requests to the REO seller for 
locally required forms and addenda. 

(a) True 

(b) False 



5. Which of the following is a reason cited by the Washington Supreme Court for allowing real 
estate professionals to complete standardized forms? 

(a) To remove the liability from the attorneys involved in developing the forms 

(b) ) To prevent any acts of negligence on the part of the broker 

(c) To allow licensed real estate professionals to participate in an activity in which they have  
special training and expertise 

(d) ) All of the above 
 
 

Review Question Answers: 

1. D 2. C 3. A 4. A 5. C 



Module 4: Advertising and Social Media Guidelines 
 

1. What is “One Click Away”? 
 

Full disclosure should be prominently displayed and easily understood and be no more than 
one click away from the viewable page. Each real estate firm should have and maintain a 
written policy regarding their licensee’s use of social media. 

 
 

2. What are the Licensing Law requirements for all advertising with an emphasis on Social 
Media? 

 
Licensed entities can use the internet in multiple ways to contact consumers about real estate 
services and to advertise properties or their services. More ways to use the internet are likely to 
be invented. "Licensee" and "Licensed Firm" disclosure will help to ensure that online 
consumers know when they are dealing with a licensed entity, who they are, and where their 
primary business office is located. 

 
"Licensed Firm Disclosure" should contain the following information: 

• The firm's name or assumed name(s) as licensed or registered with Washington State 
Department of Licensing. 

"Licensee Disclosure" should contain the following information: 
• The licensee's name as shown on their license as issued by the Washington State 

Department of Licensing, Real Estate Program. 
• The registered firm name or assumed name of the firm in which the licensee is affiliated 

as registered with Washington State Department of Licensing, Real Estate Program. 
 

"Full Disclosure" refers to both “licensed firm disclosure" and "licensee disclosure".  

Guidelines for on-line disclosure 

All Internet related advertising that consumers can view or experience, as a separate unit, (for 
example, email messages or Web pages) should require full disclosure. The burden of proof of 
such full disclosures falls on the licensee, the firm, and designated broker (licensed entities) 
when addressing a consumer complaint. This disclosure does not apply once an agency 
relationship has been established with a buyer or seller. Examples of online communications 
are listed below: 

 
• The Web 

Whenever a licensed entity owns a website or controls its content, every viewable page should 
include full disclosure. (A "viewable page" is one that may or may not scroll beyond the borders 
of the screen and includes the use of framed pages.) If you give permission for a 3rd party to 



advertise your listings maintain regular and thorough oversight to ensure the information is 
correct. Adhere to copyright laws. 

 
• Email, Newsgroups, Discussion Lists, Bulletin Boards 

Such formats should include a full disclosure at the beginning or end of each message. This 
would not apply to communications between a licensee and a member of the public provided 
that the member of the public has sent a communication to the licensee and the licensee's 
initial communication contained the disclosure information required above. 

 
• Instant Messages 

Full disclosure is not necessary in this format if the licensed entity provided the written full 
disclosure via another format or medium (e.g., e-mail or letter) prior to providing, or offering to 
provide licensable services. 

 
• Chat 

Full disclosure prior to providing or offering to provide licensable services during the chat 
session or in text visible on the same webpage that contains the chat session. 

 
• Social Media 

Full disclosure should be prominently displayed and easily understood and be no more than 
one click away from the viewable page. Each real estate firm should have and maintain a 
written policy regarding their licensee’s use of social media. 

 
• Multimedia Advertising (e.g. Web based, executable e-mail attachments, etc.) 

Full disclosure should be visible as part of the advertising message. 
 

• Banner Ads 
Should link to a webpage that has full disclosure that is a single click away from the viewable 
page, unless the banner ad has such full disclosure. 

 
Procuring Prospects "On-line" 

 

The Internet poses additional potential problem areas that may require caution on the part of 
licensees when procuring prospects. 

 
A. Licensees who maintain individual Web sites should ensure that when listings have 

expired, the listings are removed from Web sites in a timely manner. A possible solution 
to this problem might be to design a web site program to automatically remove a listing 
at expiration. 

B. Similarly, sites maintained by the multiple listing services of which the licensee is a 
member should be updated in a timely manner. 



C. Licensees, who submit information to third party sites, should provide written 
communication of any change of listing status to the publisher in a timely manner. 

D. Do not give the impression that you are licensed, or are providing services, in 
jurisdictions where you are not licensed. 

E. Licensed entities should not advertise other licensed entities' listings without the 
written permission and if given, should not alter the online display or any informational 
part of the listing without written permission of the Designated Broker or listing broker. 

F. Metatags are descriptive words hidden in a Web site's HTML code that search engines 
use to index the Web site. Most sites use common words such as real estate, 
Washington, city names, homes, houses, etc. Those uses are fine. But some Web site 
owners have also inserted their competitor's names into the metatags, so that when a 
potential customer searches for their site, the competitor's site will also come up as a 
match. This should not be done. Courts have ruled that this constitutes trademark 
infringement. 

G. All licensees shall periodically review the advertising and marketing information on their 
web site and update as necessary to assure that the information is current and not 
misleading. 

 
Disclaimers 

 

These guidelines are subject to change at any time and as practice on the Internet evolves 
additional guidelines may be added. 

 
Licensees should be aware that all statutes and rules respecting advertising apply equally to the 
Internet. This would include web sites, e-mail, and any other potential "on-line" identification, 
representation, promotion, or solicitation to the public that is related to licensed real estate 
activity. 

 
Licensees advertising on the Internet should seek legal advice regarding compliance with local, 
state and national regulations. Compliance with Washington State guidelines does not ensure 
compliance with other jurisdiction guidelines, laws or regulations. 



Module 4 Advertising and Social Media Guidelines Review Questions 

The following 10 questions are for review purposes only. 

These questions will NOT be graded. 

 

1. Full disclosure should be no more than click(s) away from the viewable page. 

(a) 1 

(b) 2 

(c) 3 

(d) 4 
 
 

2. When advertising, "Licensed Firm Disclosure" should contain what information? 

(a) The licensee’s name as shown on his or her license as issued by the Washington State 
Department of Licensing, Real Estate Program 

(b) ) The email address of the firm 

(c) The firm’s name or assumed name(s) as licensed or registered with Washington State 
Department of Licensing 

(d) ) The physical address of the firm 
 
 

3. Whenever a licensed entity owns a website or controls its content, which pages should 
include full disclosure? 

(a) The homepage 

(b) Every viewable page 

(c) Pages that are “one click away” 

(d) Pages that contain listings 
 
 

4. True or false? Licensed entities may not ever advertise other licensed entities’ listings, 

(a) True  

(b) False 



5. Inserting a metatag that includes a competitor’s name into a web site’s HTML has been ruled 
by the Courts to be which of the following? 

(a) Legal and fair advertising practice 

(b) Misrepresentation 

(c) Trademark infringement 

(d) Deception 
 
 
6. True or false? All statutes and rules respecting advertising apply equally to the Internet. 

(a) True 

(b) False 
 
 
7. True or false? Compliance with Washington State advertising guidelines always ensures 
compliance with other jurisdiction guidelines, laws or regulations. 

(a) True  

(b) False 

 

8. When advertising, "Licensee Disclosure" should contain what information? 

(a) The licensee’s name as shown on his or her license as issued by the Washington State 
Department of Licensing, Real Estate Program 

(b) ) The email address of the licensee 

(c) The registered firm name or assumed name of the firm in which the licensee is affiliated as 
registered with Washington State Department of Licensing, Real Estate Program 

(d) Both A and C 



9. All internet related advertising that consumers can view or experience should require full 
disclosure. The disclosure does not apply once a(n) has been established. 

(a) Initial contact 

(b) ) Formal 

communication (c) Agency 

relationship 

(d) Burden of proof 
 
 
10. Why is it important for licensees to review the advertising and marketing information on 
their website? 

(a) To make updates as necessary 

(b) Assure that information is current 

(c) Assure that information is not misleading  

(d) All of the above 

 

Review Question Answers: 

1. A 2. C 3. B 4. B 5. C 6. A 7. B 8. D 9. C 10. D 



Module 5: Fair Housing Issues 

1. Who must abide by Fair Housing laws? 

Under Federal, State, and Local laws, the following people cannot discriminate, show a 
preference or limitation toward a buyer or tenant based on a protected class: 

• A real estate broker, 
• A property manager, 
• A landlord, or 
• A seller. 

 

2. What are the Federal and Washington State protected classes? 

Federal Protected Classes: 

According to U.S. Department of Housing and Urban Development, the Fair Housing Act no one 
may take any of the following actions based on race, color, national origin, religion, sex, familial 
status or disability: 

● Refuse to rent or sell housing 
● Refuse to negotiate for housing 
● Make housing unavailable 
● Deny a dwelling 
● Set different terms, conditions or privileges for sale or rental of a dwelling 
● Provide different housing services or facilities 
● Falsely deny that housing is available for inspection, sale, or rental 
● For profit, persuade owners to sell or rent (blockbusting) or 
● Deny anyone access to a membership in a facility or service (such as a multiple listing 

service) related to the sale or rental of housing. 
 

Washington Protected Classes: 

• Sex, 
• Marital status, 
• Sexual orientation, 
• Race, 
• Creed, 
• Color, 
• National origin, 
• Families with children status, 
• Honorably discharged veteran or military status, 



• The presence of any sensory, mental, or physical disability, or 
• The use of a trained dog guide or service animal by a person with a disability. 

 
 

(1) Due to an individual’s status as a protected class (as listed above), it is an unfair practice for 
any person, whether acting for himself, herself, or another, to: 

(a) To refuse to engage in a real estate transaction with a person; 

(b) ) To discriminate against a person in the terms, conditions, or privileges of a real 
estate transaction or in the furnishing of facilities or services in connection therewith; 

(c) ) To refuse to receive or to fail to transmit a bona fide offer to engage in a real 
estate transaction from a person; 

(d) ) To refuse to negotiate for a real estate transaction with a person; 

(e) ) To represent to a person that real property is not available for inspection, sale, rental, or 
lease when in fact it is so available, or to fail to bring a property listing to his or her attention, or 
to refuse to permit the person to inspect real property; 

(f) ) To discriminate in the sale or rental, or to otherwise make unavailable or deny a dwelling, 
to any person; or to a person residing in or intending to reside in that dwelling after it is sold, 
rented, or made available; or to any person associated with the person buying or renting; 

(g) ) To make, print, circulate, post, or mail, or cause to be so made or published a statement, 
advertisement, or sign, or to use a form of application for a real estate transaction, or to make a 
record or inquiry in connection with a prospective real estate transaction, which indicates, 
directly or indirectly, an intent to make a limitation, specification, or discrimination with respect 
thereto; 

(h) ) To offer, solicit, accept, use, or retain a listing of real property with the understanding that 
a person may be discriminated against in a real estate transaction or in the furnishing of 
facilities or services in connection therewith; 

(i) To expel a person from occupancy of real property; 

(j) To discriminate in the course of negotiating, executing, or financing a real estate transaction 
whether by mortgage, deed of trust, contract, or other instrument imposing a lien or other 
security in real property, or in negotiating or executing any item or service related thereto 
including issuance of title insurance, mortgage insurance, loan guarantee, or other aspect of the 
transaction. Nothing in this section shall limit the effect of RCW 49.60.176 relating to unfair 
practices in credit transactions; or 

(k) ) To attempt to do any of the unfair practices defined in this section. 



(2) ) For the purposes of this chapter discrimination based on the presence of any sensory, 
mental, or physical disability or the use of a trained dog guide or service animal by a person 
who is blind, deaf, or physically disabled includes: 

(a) A refusal to permit, at the expense of the person with a disability, reasonable modifications 
of existing premises occupied or to be occupied by such person if such modifications may be 
necessary to afford such person full enjoyment of the dwelling, except that, in the case of a 
rental, the landlord may, where it is reasonable to do so, condition permission for a 
modification on the renter agreeing to restore the interior of the dwelling to the condition that 
existed before the modification, reasonable wear and tear excepted; 

(b) ) To refuse to make reasonable accommodation in rules, policies, practices, or services 
when such accommodations may be necessary to afford a person with the presence of any 
sensory, mental, or physical disability and/or the use of a trained dog guide or service animal 
by a person who is blind, deaf, or physically disabled equal opportunity to use and enjoy a 
dwelling; or 

(c) ) To fail to design and construct covered multifamily dwellings and premises in conformance 
with the federal fair housing amendments act of 1988 (42 U.S.C. Sec. 3601 et seq.) and all other 
applicable laws or regulations pertaining to access by persons with any sensory, mental, or 
physical disability or use of a trained dog guide or service animal. Whenever the requirements 
of applicable laws or regulations differ, the requirements which require greater accessibility for 
persons with any sensory, mental, or physical disability shall govern. 

 
 

3. What is the danger in introductory letters? 

An introductory letter from a buyer or a broker to the seller that includes references to 
“protected classes” potentially places the brokers and seller at risk for violating federal, state, 
and local Fair Housing and Discrimination laws. 

Agents should discourage introductory letters, especially if there is any indication of the buyer’s 
race, color, religion, sex, national origin, ancestry, familial status, or disability. Fair housing 
issues then arise. 

 
Can a listing agent refuse to pass along an introductory letter? Yes, if they think it would be a 
violation of Fair Housing law. 



4. What disciplinary action could be taken by the Washington State Department of Licensing 
if Fair Housing Laws are violated under Washington State License Law? 

RCW 18.235.110: 

(1) Upon finding unprofessional conduct, the disciplinary authority may issue an order providing 
for one or any combination of the following: 

(a) Revocation of the license for an interval of time; 

(b) ) Suspension of the license for a fixed or indefinite term; 

(c) Restriction or limitation of the practice; 

(d) ) Satisfactory completion of a specific program of remedial education or treatment; 

(e) Monitoring of the practice in a manner directed by the disciplinary authority; 

(f) Censure or reprimand; 

(g) Compliance with conditions of probation for a designated period of time; 

(h) Payment of a fine for each violation found by the disciplinary authority, not to exceed five 
thousand dollars per violation. The disciplinary authority must consider aggravating or 
mitigating circumstances in assessing any fine. Funds received must be deposited in the related 
program account; 

(i) Denial of an initial or renewal license application for an interval of time; or 

(j) Other corrective action. 



Module 5 Fair Housing Issues Review Questions 

The following 10 questions are for review purposes only. 

These questions will NOT be graded. 

 

1. Who must abide by Fair Housing laws? 

(a) A real estate broker 

(b) A property manager 

(b) A seller 

(d) All of the above 
 
 
2. True or false? Washington has additional protected classes under its Fair Housing laws 
compared to the Federal protected classes. 
 
(a) True 
 
(b) False 

 
 
3. A Hispanic man answers a newspaper ad for an apartment but is told that it is already rented. 
His friend, who is white, then calls the same landlord and arranges to see the unit. This is an 
example of: 

(a) Discrimination based on gender 

(b) Discrimination based on familial status 

(c) Discrimination based on race 

(d) Discrimination based on sexual orientation 



4. A lender meets a gay couple and tells them that they can’t qualify for an FHA mortgage. 
Which of the following situations indicate this could be a housing discrimination case? 

(a) The lender also meets with a heterosexual couple with the same income and credit scores 
and rejects their application also 

(b) ) The lending company has a strict equal credit opportunity policy in place with 
enforcement protocols 

(c) The lender also meets with a heterosexual couple with the same income and credit scores 
and approves their application 

(d) None of the above since gay couples are not a protected class 
 
 

5. Which of the following is not a federally protected class? 

(a) Race 

(b) Religion 

(c) National Origin 

(d) Veteran 

 

6. Which of the following practices is allowed under the Fair Housing Act? 

(a) Refusing to sell housing on the basis of color 

(b) Make housing unavailable to persons with poor credit 

(c) Deny a dwelling because of national origin 

(d) ) Set different conditions based on gender 
 
 

7. John and Sally, a Korean couple, asks a real estate agent to see homes in Pine Knolls. The 
agent says that Oakwood Estates is much better because it has a large Korean community. This 
is an example of: 

(a) Discrimination based on national origin 

(b) Discrimination based on marital status 

(c) Discrimination based on gender 

(d) Discrimination based on familial status 



8. Which of the following practices should real estate agents adopt when potential buyers call 
about their listing to avoid any fair housing issues? 

(a) Give out different answers on the status of the property depending on whether the buyer 
has children or not 

(b) Give the same answer on the status of the property to all prospective buyers 

(c) Immediately ask the buyer if they would like him or her to represent them in the transaction 

(d) ) Tell the buyer to get pre-approved first. 
 
 

9. True or false? Brokers should encourage their buyers to write introductory letters. 

(a) True  

(b) False 

 
10. Which of the following is not an example of a federally protected class? 

(a) Women 

(b) Elderly 

(c) African- Americans 

(d) Jewish persons 
 
 
 
 
 

Review Question Answers: 

1. D 2. A 3. C 4. C 5. D 6. B 7. A 8. B 9. B 10. B 



Module 6: Multiple Offers Best Practices 
 
1. How can buyers and sellers prepare and evaluate offers based on a buyer’s ability to close 
on terms acceptable to seller? 

 
The National Association of REALTORS® has a consumer-focused brochure A Buyers’ and Sellers’ 
Guide to Multiple Offer Negotiations to help guide consumers through the potential 
consequences of multiple offer situations. 

 
The brochure can be viewed below and at the following link: http://www.realtor.org/field-  
guides/field-guide-to-multiple-offers 

 
Information for Buyers 

 

In some situations sellers will have several competing purchase offers to 
consider. Sellers have several ways to deal with multiple offers. Sellers can accept 
the “best” offer; they can inform all potential purchasers that other offers         
are “on the table”; they can “counter” one offer while putting the other offers to 
the side awaiting a decision on the counter-offer; or they can “counter” one  
offer and reject the others. 
While the listing broker can offer suggestions and advice, decisions about how 
offers will be presented – and dealt with – are made by the seller - not by the 
listing broker. 
There are advantages and disadvantages to the various negotiating strategies 
you can employ in multiple offer negotiations. A low initial offer may result in 
buying the property you desire for less than the listed price – or it may result in 
another buyer’s higher offer being accepted. On the other hand, a full price 
offer may result in paying more than the seller might have required. In some 
cases there can be several full price offers competing for the seller’s attention – 
and acceptance. 
Your buyer-representative will explain the pros and cons of these (and possibly 
other) negotiating strategies. The decisions, however, are yours to make. 
Purchase offers generally aren’t confidential. In some cases sellers may make 
other buyers aware that your offer is in hand, or even disclose details about your 
offer to another buyer in hope of convincing that buyer to make a “better” offer. 
In some cases sellers will instruct their listing broker to disclose an offer to other 
buyers on their behalf. 
Listing brokers are required to follow lawful, ethical instructions from their 
clients in the same way that buyer-representatives must follow lawful, ethical 
instructions from their buyer-clients. While some REALTORS® may be reluctant 
to disclose terms of offers, even at the direction of their seller-clients, the Code 

http://www.realtor.org/field-guides/field-guide-to-multiple-offers
http://www.realtor.org/field-guides/field-guide-to-multiple-offers
http://www.realtor.org/field-guides/field-guide-to-multiple-offers


of Ethics does not prohibit such disclosure. In some cases state law or real estate 
regulations may limit the ability of brokers to disclose the existence or terms of 
offers to third parties. 
You may want to discuss with your buyer-representative the possibility of 
making your offer confidential, or of establishing a confidentiality agreement 
between yourself and the seller prior to commencing negotiations. 
Realize that as a represented buyer, your broker likely has other buyer-clients, 
some of whom may be interested in the same properties as you are. Ask your 
broker how offers and counter-offers will be presented and negotiated if more 
than one of her buyer-clients are trying to buy the same property. 
Appreciate that your buyer-representative’s advice is based on past experience 
and is no guarantee as to how any particular seller will act (or react) in a specific 
situation. 

 
Information for Sellers 

 

It’s possible you may be faced with multiple competing offers to purchase your 
property. Your listing broker can explain various negotiating strategies for you to 
consider. For example, you can accept the “best” offer; you can inform all 
potential purchasers that other offers are “on the table” and invite them to  
make their “best” offer; you can “counter” one offer while putting the other 
offers to the side awaiting a decision on your counter-offer; or you can “counter” 
one offer and reject the others. 
If you have questions about the possibility of multiple offers and the way they 
can be dealt with, ask your listing broker to explain your options and 
alternatives. 
Realize that each of these approaches has advantages and disadvantages. 
Patience may result in an even better offer being received; inviting buyers to 
make their “best” offers may produce an offer (or offers) better than those “on 
the table” – or may discourage buyers who feel they’ve already made a fair offer 
resulting in them breaking off negotiations to pursue other properties. Your 
listing broker will explain the pros and cons of these strategies (and possibly 
other) negotiating strategies. The decisions, however, are yours to make. 
Appreciate that your listing broker’s advice is based on past experience and is no 
guarantee about how any particular buyer will act (or react) in a specific 
situation. 



Information for Buyers and Sellers 
 

Perhaps no situation facing buyers or sellers is more potentially frustrating or 
fraught with potential for misunderstanding and for missed opportunity than 
presenting and negotiating multiple, competing offers to purchase the same 
property. Consider the following issues and dynamics: 

• Sellers want to get the highest price and best terms for their property. 
• Buyers want to buy at the lowest price and on the most favorable terms. 
• Listing brokers – acting on behalf of sellers – represent sellers’ interests. 
• Buyer representatives represent the interests of their buyer-clients. 

Will a seller disclosing information about one buyer’s offer make a second buyer 
more likely to make a full price offer? Or will that second buyer pursue a 
different property? 
Will telling several buyers that each is being given a chance to make their “best 
offer” result in spirited competition for the seller’s property? Or will it result in 
the buyers looking elsewhere? 
What’s fair? What’s honest? Why isn’t there a single, simple way to deal with 
multiple competing offers? 
Knowledgeable buyers and sellers realize there are rarely simple answers to 
complex situations. But some fundamental principles can make negotiating 
multiple offers a little simpler. 
Realize the listing broker represents the seller – and the seller’s interests, and 
the buyer-representative represents the buyer – and the buyer’s interests. Real 
estate professionals are subject to state real estate regulation and, if they are 
REALTORS®, to the Code of Ethics of the National Association of REALTORS®. 
The Code of Ethics obligates REALTORS® to be honest with all parties; to present 
offers and counter-offers quickly and objectively; and to cooperate with other 
brokers. Cooperation involves sharing of relevant information. 
Frequently frustration and misunderstanding results from cooperating brokers 
being unaware of the status of offers they have presented on behalf of their 
buyer-clients. Listing brokers should make reasonable efforts to keep buyer- 
representatives up-to-date on the status of offers. Similarly, buyer- 
representatives should keep listing brokers informed about the status of 
counter-offers their seller-clients have made. 
Finally, buyers and sellers need to appreciate that in multiple offer situations 
only one offer will result in a sale, and the other buyers will often be 
disappointed their offers were not accepted. While little can be done to assuage 
that disappointment, fair and honest treatment throughout the offer and 
negotiation process, coupled with prompt, ongoing and open communication, 
can enhance the chances that all buyers – successful or not – will feel they were 
treated fairly and honestly. 



You can read more about a licensee’s ethical duties when presenting multiple offers here:  

http://www.realtor.org/2004CEAM.nsf/0/b87ba8badbcacc8d862569dd00728778 

 
2. How can a licensee use Escalation Clauses/Addendums when preparing or presenting 
multiple offers? 

 
When using an escalation clause or addendum it is vital to keep the following things in mind: 

 
According to the Northwest MLS, when using an Escalation Clause or Addendum, the licensee 
should: 

 
“Exercise extreme diligence. No matter who you represent, use of this form is risky and 
requires the utmost care and diligence in order to protect your client… 
Because of the risks inherent in the use of escalation provisions, you and your clients are 
strongly encouraged to seek the advice of your designated broker/branch manager or 
legal counsel when drafting or responding to an offer containing this Addendum…. 
Advice to selling brokers: When you include an escalation addendum in the offer, 
remember that it is binding on no one because you have not yet reached mutual 
acceptance. It does not become binding until the offer containing it is fully executed, the 
competing offer is provided, and mutual acceptance has occurred. Until that time, Seller 
is free to negotiate with your client and any other competing buyers, may disclose the 
terms of your client’s offer to others, may make a counter-offer (often at the maximum 
price established by the escalation agreement), or may reject all of the offers without 
escalation provisions… 
Advice to listing brokers: The presence of an escalation provision is also a challenge for 
Seller and Listing Broker. Escalation provisions create negotiation pitfalls for Seller and 
the desire to maximize the sale price can alienate some buyers (sometimes resulting in 
the revocation of offers). Listing Broker must remember that he/she has an obligation to 
ensure that the price paid by Buyer with whom Seller reaches mutual acceptance is 
correctly calculated and is properly gauged against the competing offers, especially if  
the competing offers also contain escalation provisions…. 
Calculation of purchase price. Often, lenders and the Closing Agent require the final 
purchase price to be stated in the Agreement. They do not want to have any liability for 
an incorrect calculation of the purchase price, particularly where competing offers and 
escalation provisions are involved. Therefore, the form contains a section that will help 
Buyer and Seller to calculate the final purchase price. The calculation section, however is 
not part of the Agreement. Therefore, it does not have to be completed or accurate in 

http://www.realtor.org/2004CEAM.nsf/0/b87ba8badbcacc8d862569dd00728778


order to have mutual acceptance. In fact, if the calculation is at odds with Paragraphs 1 
through 3 of the Addendum, the terms in Paragraphs 1 through 3 control.” 

 
The escalation addendum can be viewed below: 



 

 



3. How can the seller counter offers and accept offers in “first and backup” positions? 

 
When working with multiple offers, it is important to remember that a seller can counter any 
offer. Additionally, when working with multiple offers the broker should know which forms to 
use. For example, a seller might want to pursue a Back Up Contract in which case he/she needs 
to be aware that the Back Up contract is contingent on the first contract being terminated. 

 
Sellers and brokers need to be aware of and guard against potentially selling a property more 
than once- Do not accept multiple offer in “first position”! 

 
 

4. What steps need to be taken prior to writing an offer or activating a listing? 
 

Brokers should always explain to buyers and sellers prior to writing an offer or activating a 
listing the best practices in multiple offer situations. 

 
Brokers can refer to the brochure in section 1, as well as other resources regarding these best 
practices. 

 
You can view the brochure below: 

 
http://www.realtor.org/field-guides/field-guide-to-multiple-offers 

http://www.realtor.org/field-guides/field-guide-to-multiple-offers


Module 6 Multiple Offers Best Practices Review Questions 

The following 7 questions are for review purposes only. 

These questions will NOT be graded. 

 

1. What are some of the options sellers have when presented with several competing purchase 
offers? 

(a) Accept the “best” offer 

(b) ) “Counter” one offer while putting the other offers to the side 

(c) Inform all potential purchasers that other offers are “on the table” 

(d) All of the above 

 

2. True or false? Purchase offers must always be kept confidential from competing buyers. 

(a) True  

(b) False 

 

3. Who ultimately makes decisions regarding how multiple offers will be dealt with? 

(a) The buyer 

(b) ) The designated 

broker (c) The seller 

(d) The broker 
 
 

4. Can a buyer keep their purchase offer confidential? 

(a) Possibly, the buyer could establish a confidentiality agreement between them and the seller  
prior to commencing negotiations 

(b) Yes, all purchase offers must be kept confidential according to state law 

(c) No, all purchase offers must be disclosed to interested third parties according to state law 

(d) None of the above 



5. Which of the following is recommended as best practice when using an escalation clause? 

(a) Exercise extreme diligence 

(b) ) Seek the advice of the designated broker 

(c) ) Seek the advice of legal counsel when drafting or responding to an offer contain 
an escalation clause 

(d) All of the above 
 
 
6. Who is responsible for ensuring that the price paid by the buyer in a multiple offers situation 
is correctly calculated and properly gauged against competing offers? 

(a) The buyer’s broker  

(b) The listing broker 

(c) The seller 

(d) ) The attorney 
 
 
7. A Back Up Contract is contingent with which of the following? 

(a) Mutual acceptance 

(b) Multiple offers being accepted in “first position” 

(c) The first contract being terminated 

(d) All of the above 
 
 
 
 
Review Question Answers: 

1. D 2. B 3. C 4. A 5. D 6. B 7. C 



Module 7: Property Management 
 

1. Can a real estate licensee perform property management? 
 

A real estate licensee cannot perform property management without approval from their 
designated broker. The designated broker is responsible for ALL activities associated with 
property management. 

 
 

2. Is property management a real estate activity? 
 

Property management is a real estate activity. The designated broker has responsibility for 
property management activities done by his or her licensees. This responsibility extends to 
include properties owned by the licensee. 

 
Reminder to licensees: 

 

Your designated broker may be held responsible for your actions when you are renting your 
own property. 

 
WAC 308-124D-215 

 
Management agreements and disclosures. 

 
(1) ) All properties managed by the firm must be supported by a written management 
agreement signed by the owner and designated broker and retained. The management 
agreement must state at a minimum: 
(a) The firm's compensation; 
(b) ) The type (i.e., apartments, industrial) and number of individual units in the project or 
square footage (if other than residential); 
(c) Whether or not the firm is authorized to collect funds and disburse funds and for what 
purposes; 
(d) Authorization, if any, to hold security deposits and the manner in which security deposits 
may be disbursed; and 
(e) ) The frequency of furnishing summary statements to the owner. 
(2) ) All properties rented or leased by the firm must be supported by a written rental or 
lease agreement. 
(3) ) Each owner of property managed by the firm must be provided a summary statement as 
provided in the property management agreement for each property managed showing: (The 
designated broker is to retain a true copy of this statement.) 
(a) Balance carried forward from previous summary statement. 
(b) ) Total rent receipts. 



(c) Owner contributions. 
(d) Other itemized receipts. 
(e) Itemization of all expenses paid. 
(f) ) Ending balance. 
(g) Number of units rented or square footage if other than residential. 
(4) ) The firm may provide other services to owners of properties managed provided full 
disclosure to the owner is provided in writing of the broker's relationship with any and all 
persons providing such services, prior disclosure of fees charged, and permission is granted by 
the owner. 
(5) ) Any amendment or modification to the property management agreement must be made 
in written form and signed by the owner and the designated broker and retained. 



Module 7 Property Management Review Questions 

1. If a property is owned by a licensee, and the licensee is performing property management 
activities for that property, who is ultimately responsible for those activities? 

(a) The licensee’s firm 

(b) The licensee’s designated broker 

(c) The licensee 

(d) ) The licensee’s landlord 
 
 

2. If a firm will manage properties for the owner, there must be a management 
agreement. 

(a) Written 

(b) Verbal 

(c) Temporary 

(d) Digital 
 
 

3. Which of the following must be stated in the management agreement between the firm and 
the property owner? 

(a) Whether or not the firm is authorized to collect funds and disburse funds and for what 
purposes 

(b) ) The frequency of furnishing summary statements to the owner 

(c) The type (i.e., apartments, industrial) and number of individual units in the project or square 
footage (if other than residential) 

(d) All of the above 
 
 

4. True or false? A written management agreement between the property owner and the firm 
must state the firm’s compensation. 

(a) True 

(b) False 



5. Which of the following does not need to be included in the summary statement provided to 
each owner of property managed by the firm? 

(a) Total rent receipts 

(b) Itemization of all expenses paid 

(c) Firm contributions 

(d) Balance carried forward from previous summary statement 
 
 
Review Question Answers: 

1. B 2. A 3. D 4. A 5. C 



Module 8: Assistants- Unlicensed Guidelines 
 

1. What are the requirements for licensure? 
"Licensee" means a person holding a license as a real estate firm, managing broker, or broker. 

 

(1) ) The minimum requirements for an individual to receive a broker's license are that 
the individual: 
(a) Is eighteen years of age or older; 
(b) Has a high school diploma or its equivalent; 
(c) ) Except as provided in RCW 18.85.141, has furnished proof, as the director may require, 
that the applicant has successfully completed ninety hours of instruction in real estate. 
Instruction must include courses as prescribed by the director including fundamentals and 
practices. Each course must be completed within two years before applying for the broker's 
license examination and be approved by the director. The applicant must pass a course 
examination, approved by the director for each course used to satisfy the broker's license 
requirement; and 
(d) Has passed the broker's license examination…. 
(3) The broker is licensed to one firm at a time and is supervised by a designated or managing 
broker. 

 
 
 

2. How can a broker use a licensed and/or unlicensed assistant? 
 

Unlicensed assistants who work under the direct instruction and supervision of a licensed 
broker or managing broker may perform the following tasks and duties: 

 
Unlicensed assistants may… 

 
• Provide information about the characteristics of a real estate listing or the terms of a 

transaction, as written and approved by a real estate licensee. 
• Pick up or deliver documents and keys (basically act as a courier). 
• Follow up on loan commitments and pick up or deliver loan documents after a contract 

has been negotiated. 
• Write and place advertising. 
• Gather market analysis information. 
• Perform normal clerical duties such as typing, scheduling appointments, etc. 
• Transport people to properties and surrounding areas of interest. While performing this 

duty, they may only provide answers that are on preprinted material prepared by a real 
estate licensee. 

• Obtain any public information from government offices, utility companies, title 
companies, etc. 



• Make keys, install boxes, and place signs on the property. 
• Greet people at an open house, distribute preprinted media material, and help provide 

security. 
• Submit forms and changes to a multiple listing association. 
• Check on the progress of loans, credit reports, etc. 
• Receive rent payments and compute commission checks. 
• Record and deposit earnest money and security deposits. 
• Order or perform repair or maintenance. 
• Conduct telemarketing or phone canvassing to schedule appointments to seek clients, 

provided: 
• Compensation isn’t conditioned upon receipt of compensation by the licensee or firm. 
• They don’t provide any other brokerage services. 

Unlicensed assistants may NOT… 

• Show properties, answer questions, or interpret information about the property, price, 
or condition. 

• Interpret information about listings, titles, financing, contracts, closing, or other 
information relating to a transaction. 

• Fill in legal forms or negotiate price or terms. 
• Hold or disburse trust funds. 
• Perform any act with the intent to circumvent, or which results in the circumvention of, 

real estate licensing laws. 
 

Property management assistants 
 

Unlicensed assistants who provide property management brokerage services for the owner, 
designated broker, or managing broker may perform the following tasks and duties: 

 
Unlicensed assistants may… 

 
• Deliver lease applications, leases, or any amendments. 
• Receive lease applications, leases, amendments, security deposits, rental payments, or 

any related payment for delivery to, and made payable to, the owner or real estate firm. 
• Show rental units. 
• Execute leases or rental agreements, rental payments, or any related payment for 

delivery to, and made payable to, the owner or real estate firm. 
• Act as a scrivener, completing blanks on preprinted and preapproved rental agreements 

with the exact language provided by the property owner, designated broker, or 
managing broker. The unlicensed assistant may exercise no discretion over the language 
used to complete the blanks on a rental agreement, but may only write words dictated 
by the property owner, designated broker, or managing broker. 



• Provide information about rental units, leases, lease applications, security deposits, and 
rental amounts to prospective tenants. 

• Assist in property management functions by carrying out administrative, clerical, 
financial, or maintenance tasks. 

 
Unlicensed assistants may NOT… 

 
• Advertise that they are engaged in the property management business. 
• Hold trust funds. 



Module 8 Assistants- Unlicensed Guidelines Review Questions 

The following 7 questions are for review purposes only. 

These questions will NOT be graded. 

 

1. How many firms may a broker be licensed to at one time? 

(a) 1 

(b) 2 

(c) ) There is no limit 

(d) Brokers are not licensed to firms 
 
 

2. Which of the following is NOT a task an unlicensed assistant can perform? 

(a) Write and place advertising 

(b) Gather market analysis information 

(c) Fill in legal forms or negotiate price or terms 

(d) Perform normal clerical duties such as typing, scheduling appointments, etc. 
 
 

3. Which of the following is a task that could be performed by an unlicensed assistant? 

(a) Hold or disburse trust funds 

(b) ) Show properties, answer questions, or interpret information about the property, price, 
or condition 

(c) Receive rent payments and compute commission checks 

(d) Interpret information about listings, titles, financing, contracts, closing, or other information 
relating to a transaction 



4. True or false? It is not allowable for an unlicensed property management assistant to execute 
leases or rental agreements, rental payments, or any related payment for delivery to, and made 
payable to, the owner or real estate firm. 

(a) True  

(b) False 

 

5. True or false? An unlicensed property management assistant may show rental units. 

(a) True 

(b) ) False 
 
 
6. Which of the following activities is not allowed to be performed by an unlicensed property 
management assistant? 

(a) Deliver lease applications, leases, or any amendments 

(b) Provide information about rental units, leases, lease applications, security deposits, and 
rental amounts to prospective tenants 

(c) Receive lease applications, leases, amendments, security deposits, rental payments, or any 
related payment for delivery to, and made payable to, the owner or real estate firm 

(d) Advertise that they are engaged in the property management business 
 
 

7. True or false? It is allowable for an unlicensed property management assistant to hold trust 
funds. 

(a) True  

(b) False 

 

Review Question Answers: 

1. A    2. C    3. C    4. B    5. A    6. D    7. B 



Module 9: Professional Conduct, Pocket Listings, Personal Safety 
 

1. Why is professional cooperation between real estate licensees in the best interests of 
licensees and consumers? 

 
Licensees can and should work together. There should be professional respect and competence 
on all sides. Licensees should be able to ask each other about listings, the status of offers, etc. 
Licensees should be proactive. Do not assume that other licensees have all of the same 
information that you have. 

 
Agents who do not work together could be in violation of the code of ethics and probably in 
violation of license law as well. 

 
The Preamble and Article 3 of the REALTORS® Code of Ethics elaborates on the importance of 
licensees working together: 

 
Preamble 

“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.” 

 
 

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. 

 
• 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. 

 
• 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. 
• 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. 

 
• 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. 

 
• 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. 

 
• Standard of Practice 3-6 
Realtors® shall disclose the existence of accepted offers, including offers with unresolved 
contingencies, to any broker seeking cooperation. 

 
• 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. 

 
• Standard of Practice 3-8 
Realtors® shall not misrepresent the availability of access to show or inspect a listed property. 

 
• 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. 

 
• 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. 

 
 

2. How do pocket listings create liability for licensees? 

 
Pocket listings are not in the best interests of licensees, firms, and consumers due to a lack of 
market exposure, Fair Housing violations, etc. 

 
The Washington Association of REALTORS® author Annie Fitzsimmons explains that Pocket 
Listings are not in the best interest of consumers or licensees as they take away from the 
competitive market: 

 
“Ultimately, our industry and the success of buyers and sellers in the marketplace depends 
upon a cooperative and healthy communication of information from sellers to potential buyers 
competing for the opportunity to purchase seller’s property. If the MLS is discarded by listing 
brokers, then the competitive free market system will fail. This may appear to be a lot of drama 
over a small trend but the trend is not actually so small and the potential risks are great.” 

 
You can read the full article here: 
https://www.warealtor.org/resources/REmagazine/blog_post/remagazine-  
online/2014/05/16/pocket-listings 

 

The Real Daily author Matt Cohen also elaborates on further dangers of Pocket Listings: 

 
“If a consumer makes a claim against the broker, the insurance company carrying the liability 
insurance may “take the position that intentionally leaving a property off of the MLS is not 
covered, i.e., no REALTOR® should be that careless.” 

Such listings may actually “deny certain people access to the purchase of property. If only 
certain buyers are allowed to bid on the property, then the REALTOR® runs the risk of being 
party to a discriminating act, even if unintentional.” 

A broker or agent may also “be subject to antitrust laws that are in place to promote 
competition.”” 

You can read the full article here: 

https://therealdaily.com/editorials/dangers-pre-mls-pocket-listings-listing-clubs-mls-listings/ 

https://www.warealtor.org/resources/REmagazine/blog_post/remagazine-online/2014/05/16/pocket-listings
https://www.warealtor.org/resources/REmagazine/blog_post/remagazine-online/2014/05/16/pocket-listings
https://www.warealtor.org/resources/REmagazine/blog_post/remagazine-online/2014/05/16/pocket-listings
https://therealdaily.com/editorials/dangers-pre-mls-pocket-listings-listing-clubs-mls-listings/


3. What is the importance of practicing Broker Personal Safety procedures? 
 

The nature of the real estate business invites criminals to come after us. Many agents, even 
today, will willingly meet strangers at a house, to either show it or list it. Real estate agents 
have access and keys to properties full of valuables, including prescription drugs. Additionally, 
real estate agents collect and keep confidential information, including, but not limited to: 
addresses, email addresses, cell phone numbers, tax returns, social security numbers, bank 
account numbers, etc. Real estate, unlike other businesses, is not all done at one location. If a 
crook wants to rob a bank, they have to find one; they have to worry about guards, alarm 
systems, and cameras. If a crook wants to rob a real estate agent, they can pick the time and 
place, and avoid guards, alarms, cameras, and other people interfering. By picking the location, 
they can set the agent up for rape, assault, kidnapping, or murder. 

 
All of these things mean that “business as usual” in real estate cannot be “business as usual” 
anymore. Brokers- take care to protect yourself, your agents, and if you are the designated 
broker take care to protect your clients and customers, and everyone’s personal information. 

 
As an overview, here is an excerpt from a list from the National Association of REALTORS® that 
offers 56 tips for safety. The full list can also be found at: 

 
http://www.realtor.org/topics/realtor-safety/56-safety-tips-for-realtors 

 
56 Safety Tips for REALTORS® 

 
Tip #1: Keep it light 
Show properties before dark. If you are going to be working after hours, advise your associate 
or first-line supervisor of your schedule. If you must show a property after dark, turn on all 
lights as you go through, and don't lower any shades or draw curtains or blinds. 

 
Tip #2: Checking-in 
When you have a new client, ask him/her to stop by your office and complete a Prospect 
Identification Form (Find a copy online at www.REALTOR.org/Safety). Also, photocopy their 
driver’s license and retain this information at your office. Be certain to properly discard this 
personal information when you no longer need it. 

 
Tip #3: Don’t be too public 
Limit the amount of personal information you share. Consider advertising without using your 
photograph, home phone number and/or home address in the newspaper or on business cards. 
Don’t use your full name with middle name or initial. Use your office address—or list no address 
at all. Giving out too much of the wrong information can make you a target. 

http://www.realtor.org/topics/realtor-safety/56-safety-tips-for-realtors
http://www.realtor.org/Safety)


Tip #4: Touch base 
Always let someone know where you are going and when you will be back; leave the name and 
phone number of the client you are meeting and schedule a time for your office to call you to 
check in. 

 
Tip #5: Open house safety 
Open house: it ain’t over till it’s over. Don’t assume that everyone has left the premises at the 
end of an open house. Check all of the rooms and the backyard prior to locking the doors. Be 
prepared to defend yourself, if necessary. 

 
Tip #6: Stranger danger 
Tell your clients not to show their home by themselves. Alert them that not all agents, buyers 
and sellers are who they say they are. Predators come in all shapes and sizes. We tell our 
children not to talk to strangers. Tell your sellers not to talk to other agents or buyers, and to 
refer all inquiries to you. 

 
Tip #7: Sturdy doors are key to home safety 
Make sure that all your home’s doors to the outside are metal or solid, 1 ¾" hardwood, and 
have good, sturdy locks. 

 
Tip #8: Block identity theft 
Contact the fraud department of any of the three consumer reporting companies— Equifax®, 
ExperianSM and Trans Union®—to place a fraud alert on your credit report. The fraud alert 
automatically lets credit card companies and other creditors know they must contact you 
before opening any new accounts or making any changes to your existing accounts. 

 
Tip #9: Keep track of colleagues 
Have a check-out employee board at your office, listing your name, destination, customer 
name, date and expected return time. 

 
Tip #10: Wear your REALTOR® ID 
Always wear visible company identification such as a badge. It is also best to drive a vehicle 
clearly marked with your company name. These will be invaluable for identification if you need 
to get assistance. 



Module 9 Professional Conduct, Pocket Listings, Personal Safety Review Questions 

1. According to the preamble of the REALTORS® Code of Ethics: “…cooperation with other real 
estate professionals promotes the best interests of ...” 

(a) Those who utilize their services 

(b) Their fellow real estate professionals 

(c) Their designated brokers 

(d) The general public 
 
 
2. Which Article of the REALTORS® Code of Ethics can a licensee refer to for guidance on 
cooperation with other licensees? 

(a) Article 12 

(b) Article 9 

(c) Article 3 

(d) Article 6 
 
 
3. True or false? According to Article 3 of the REALTORS® Code of Ethics, the obligation to 
cooperate does not include the obligation to share commissions, fees, or to otherwise 
compensate another broker. 

(a) True 

(b) False 
 
 
4. True or false? Pocket listings can be risky due to the possibility of violating Fair Housing laws, 
even if unintentional. 

(a) True 

(b) False 



5. Which of the following are reasons real estate agents are at a higher risk for crime? 

(a) Agents will meet strangers at a house 

(b) Agents have access to keys and properties full of valuables 

(c) Agents keep confidential information such as social security numbers  

(d) All of the above 

 

6. True or false? It is recommended that when you have a new client, ask him/her to stop by 
your office and complete a Prospect Identification Form. 

(a) True 

(b) False 
 
 
 
 

Review Question Answers: 

1. A 2. C 3. A 4. A 5. D 6. A 



Current Issues in Washington Residential Real Estate 2016-2017 
 
Summary: Having completed this three-hour core continuing education course on current 
issues in Washington real estate, students should now be familiar with the content covered in 
the 9 modules as outlined below: 

• Important real estate legislative and legal updates; 
• Agency duties; 
• REO sales, forms, and procedures; 
• Advertising and social media guidelines; 
• Fair housing issues; 
• Multiple offers best practices; 
• Property management; 
• Guidelines for unlicensed assistants; 
• Professional conduct; 
• Pocket listings; and 
• Personal safety. 



Current Issues in Washington Residential Real Estate 2016-2017 

Final Exam 

1. 18.85 RCW defines “Broker” as . 

(a) A natural person acting on behalf of a real estate firm to perform real estate brokerage 
services under the supervision of a designated broker or managing broker. 

(b) A business entity conducting real estate brokerage services in this state and licensed by the 
department as a real estate firm. 

(c) A seller’s agent or a buyer’s agent. 

(d) A sole proprietorship, partnership, limited liability partnership, corporation, limited liability 
company, or other legally recognized business entity. 

 
 
2. Which of the following businesses conducting real estate brokerage services in Washington 
and licensed by the department could be considered a real estate firm? 

(a) A sole proprietorship 

(b) A limited liability company 

(c) A partnership 

(d) All of the above 

 

3. In a transaction in which different brokers affiliated with the same firm represent different 
parties, the firm's designated broker and any managing broker responsible for the supervision 
of both brokers, is a dual agent, and must _. 

(a) Obtain the written consent of both parties. 

(b) Obtain the verbal consent of both parties. 

(c) Either A or B 

(d) Transfer one party to another firm. 



4. The CFPB believed that consumers weren’t clear about the mortgage process or the forms 
they were signing, so they created a “Know Before You Owe” campaign to do which of the 
following? 

(a) Research consumer behavior 

(b) Simplify and standardize mortgage loan documents 

(c) Monitor the financial market 

(d) ) Enforce laws the prevent discrimination and unfair treatment to consumers 
 
 
5. Which of the following does the Loan Estimate Form do? 

(a) Encourages consumers to shop for comparison providers 

(b) ) Summarizes key loan terms 

(c) ) Estimates loan and closing 

costs (d) All of the above 

 

6. True or false? An escrow agent who is not licensed to practice real estate can present 
transaction forms to buyers and sellers for signatures and/or initials. 

(a) True  

(b) False 

 

7. A broker may act as a dual agent only with . 

(a) The written consent of both parties to the transaction which must include a statement of the 
terms of compensation. 

(b) ) The verbal consent of both parties to the transaction which must include a statement of 
the terms of compensation. 

(c) The written consent of the sellers which must include a statement of the terms of 
compensation. 

(d) ) The written consent of the buyers which must include a statement of the terms 
of compensation. 



8. Real estate licensees in Washington owe their clients which of the following duties? 

(a) Agency 

(b) ) Fiduciary 

(c) Ethical 

(d) ) All of the above 
 
 

9. Which of the following is a duty a broker owes to all parties whom the broker renders real 
estate brokerage services to? 

(a) To conduct an independent inspection of the property 

(b) ) To conduct an independent investigation of either party's financial condition 

(c) To disclose all existing material facts known by the broker and not apparent or readily 
ascertainable to a party 

(d) ) To independently verify the accuracy or completeness of any statement made by 
either party reasonably believed by the broker to be reliable 

 
 

10. True or false? A broker has a duty to provide a pamphlet on the law of real estate agency to 
all parties to whom the broker renders real estate brokerage services. 

(a) True 

(b) False 
 
 

11. True or false? A buyer should rely on the disclosures of the seller, and does not need to 
conduct thorough inspections or inquiries before purchasing a property. 

(a) True  

(b) False 

 

12. True or false? When a broker undertakes to practice law and prepares a contract at variance 
with the client's instructions, he or she is never liable for negligence. 

(a) True  

(b) False 



13. The Washington Supreme Court noted in the Cultom v. Heritage House case that “it was in 
the public interest to permit real estate professionals to complete standardized forms. It cited 
several rationales, including all of the following EXCEPT: 

(a) Public convenience 

(b) Limiting costs to buyers and sellers  

(c) High cost of attorney fees 

(d) Allowing licensed real estate professionals to participate in an activity in which they have 
special training and expertise 

 
 

14. True or false? Full disclosure is required with every text message regardless if full disclosure 
was provided via another format. 

(a) True  

(b) False 

 

15. When advertising, "Licensee Disclosure" should contain what information? 

(a) The licensee’s name as shown on his or her license as issued by the Washington State 
Department of Licensing, Real Estate Program 

(b) ) The email address of the licensee 

(c) The registered firm name or assumed name of the firm in which the licensee is affiliated as 
registered with Washington State Department of Licensing, Real Estate Program 

(d) Both A and C 
 
 

16. True or false? Sellers do not need to abide by fair housing laws as they are not licensed to 
practice real estate. 

(a) True  

(b) False 



17. Which of the following are protected classes according to Washington Fair Housing laws? 

(a) Sexual orientation 

(b) Honorably discharged veteran or military status 

(c) Creed 

(d) All of the above 
 
 
18. Which of the following situations is not a case of discrimination based on familial status? 

(a) A real estate agent refuses to show an upscale to condo to a family because they have 
children 

(b) A lender denies a loan application because he found out the applicant is 3 months pregnant 

(c) A landlord requires two months security deposit for a unit with children instead of only one 
month security deposit for a unit without children 

(d) A real estate agent only shows single family homes to a couple with 2 kids because the  
family specifically requested the agent to show them homes in a particular neighborhood 

 
 
19. A real estate agent shows a first floor unit to a single man, but tells a single woman that it is 
already under contract. This is an example of: 

(a) Discrimination based on gender 

(b) Discrimination based on familial status 

(c) Discrimination based on race 

(d) Discrimination based on sexual orientation 
 
 
20. Which of the following is not an option sellers have when presented with several competing 
purchase offers? 

(a) To “counter” one offer while putting the other offers to the side 

(b) ) To inform all potential purchasers that other offers are “on the 

table” (c) To accept multiple offers in first position 

(d) To accept the “best” offer 



21. True or false? The REALTORS® Code of Ethics clearly states that listing brokers should not 
disclose terms of offers to third parties. 

(a) True  

(b) False 

 

22. Which of the following actions can help to prevent frustration and misunderstanding in a 
multiple offers situation? 

(a) Listing brokers making reasonable efforts to keep buyer-representatives up-to-date on the 
status of offers 

(b) Buyer-representatives keeping listing brokers informed about the status of counter-offers 
their seller-clients have made 

(c) ) Fair and honest treatment of all parties throughout the offer and negotiation 

process (d) All of the above 

 

23. True or false? An escalation addendum in the initial offer is binding because it serves as 
mutual acceptance from both parties. 

(a) True  

(b) False 

 

24. Who is ultimately responsible for any and all activities associated with property 
management? 

(a) The licensee 

(b) ) The landlord 

(c) The designated broker 

(d) ) The firm 



25. True or false? All properties rented or leased by a firm must be supported by a written 
rental or lease agreement. 

(a) True 

(b) False 
 
 
26. What level of education must be achieved in order to receive a broker’s license? 

(a) 2-yr. technical degree 

(b) Bachelor’s degree 

(c) High school diploma or equivalent 

(d) No education requirement has been established 
 
 
27. Which of the following activities is not allowable for unlicensed assistants to perform? 

(a) Show properties, answer questions, or interpret information about the property, price, or 
condition 

(b) Order or perform repair or maintenance 

(c) Submit forms and changes to a multiple listing association 

(d) All of the above 
 
 
28. Which of the following actions do REALTORS® take to promote cooperation according to the 
preamble of the REALTORS® Code of Ethics? 

(a) They urge exclusive representation of clients 

(b) ) They do not attempt to gain any unfair advantage over their competitors 

(c) They refrain from making unsolicited comments about other practitioners  

(d) All of the above 



29. True or false? Pocket listings are not in the best interest of licensees, firms, and consumers 
because they over-expose a property to the market. 

(a) True  

(b) False 

 

30. Which of the following is not recommended for broker safety? 

(a) Limit the amount of personal information shared with the public 

(b) After an open house do not go back into the house to check the rooms and backyard 

(c) Always let someone know where you are going and when you will be back 

(d) Place a fraud alert on your credit report 
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