PROFESSIONAL COURTESY

Professional
Courtesies to Boost
Your Reputation

With the growing
popularity of do-it-
yourself home sales,
one thing REALTORS®
cannot afford is
a negative public
image. Following
these common-
sense pathways to
professionalism
will go a long way
towards improving
your standing
among peers and the
public, which could
mean the difference
between success
and failure for your
business.
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