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Being a Windermere agent is much more than 
a job. It’s a true calling. Our agents value the 
freedom, independence, and high earning 
potential of a career with Windermere. They 
find joy in helping others and exceeding their 
clients’ expectations. 

Windermere empowers agents through top-
notch training, leading-edge marketing, and the 
best productivity tools. Our agents achieve a 
high level of personalized service, productivity, 
and success, while maintaining more balance in 
their lives.

At Windermere, we recognize the world is 
changing rapidly, so we drive ourselves to 
deliver meaningful innovation and dynamic 
marketing that help our agents stand apart 
from the competition. And it’s no surprise 
that they’re some of the most productive 
agents in the country when you pair their 
professionalism with our full suite of integrated 
tools and services. 

We provide our agents the resources they 
need to master their craft, invest in their future, 
and make their communities a better place to 
live. If you would like to learn more about how 
Windermere can support you, let’s connect! 

Welcome to 
Windermere
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Elevating and humanizing� 
real estate, every day.

We are a company that is rooted in service. We support and inspire 
our network of entrepreneurs with the tools and resources they need 
to take their businesses to the next level. We are deeply committed to 
our communities and foster a culture of collaboration and teamwork.

Relationship  +  Community  +  Collaboration  +  Creativity  +  Professionalism

VIDEO: We Are Windermere
vimeo.com/862088206 
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There’s a secret formula that makes 
Windermere different, and it all starts 
with our people. This video gives you 

insight into our unique culture and 
approach, and what our difference 

means for you.

We are driven by a people-first 
mentality that fuels our relationships 
with our clients and with each other.

For over 50 years, Windermere has put 
integrity and professionalism at the heart of 
our business. This, along with our commitment 
to building thriving communities, is what has 
helped Windermere grow into one of the 
largest and most respected real estate brands 
in the country, with more than 300 offices and 
6,500 agents throughout the Western U.S. and 
Mexico.

RELATIONSHIPS, NOT TRANSACTIONS.

VIDEO: The Human Algorithm
vimeo.com/467427915

VIDEO: Windermere Culture
youtube.com/watch?v=-BdVcYmvaiY

windermere.com

EXCLUSIVELY

WINDERMERE REAL ESTATE COMPANY

Anita
Agent

555-555-3030

VIEW
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https://vimeo.com/862088206
https://vimeo.com/862088206
https://www.youtube.com/watch?v=-BdVcYmvaiY
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6,500+
ASSOCIATES

300+
OFFICES

9
STATES

$58M+
TO CHARITY

STRENGTH IN NUMBERS

SACRAMENTO

OLYMPIA

SEATTLE

BOISE
SUN VALLEY

PARK CITY

IDAHO

WASHINGTON MONTANA

HELENA

COLORADO

NEVADA

UTAH

OREGON

CALIFORNIA

DENVER

SALT LAKE CITY

LAS VEGAS

PALM SPRINGS

PORTLAND

SAN DIEGO

SALEM

CABO SAN LUCAS

ARIZONA

SCOTTSDALE
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A Family Business
Windermere is, above all, a family company built on relationships. 
Founder John Jacobi paved the way for our second-generation 
leadership team of Geoff Wood, Jill Jacobi Wood, and OB Jacobi, 
who lead the company as CEO and Co-Presidents, respectively. 
Throughout our network, we have family members working together 
as partners and agents, as well as several second-generation owners.  
Passing down our love for what we do is what sets us apart.

Windermere is a proud member of Leading Real Estate 
Companies of the World®, a network of independent real 
estate firms with an uncommon commitment to service 
and integrity. Its network spans over 70 countries and 550 
companies, giving our listings the highest level of global 
exposure, and connecting our clients to top real estate 
professionals worldwide. NOT AVAILABLE IN ALL AREAS.

Windermere’s membership in the Luxury Portfolio network 
gives our clients access to targeted marketing, global 
exposure, and connection to top brokerages around 
the world. Luxury Portfolio markets more than 50,000 
properties annually and sells more $1M+ U.S. homes than 
any other network. NOT AVAILABLE IN ALL AREAS.
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COMMITMENT TO COMMUNITY

MISSION: The Windermere Foundation is dedicated to supporting low-income and homeless 
families in our communities. What started in 1989 as a grassroots foundation serving families in 
need in Washington State, has grown to encompass ten states and has raised over $58 million 
for organizations that provide shelter, food, children’s programs, emergency assistance, and other 
services to those who need our help most.

See the impact of this giving in our communities.

1 %
PARTICIPATION

A portion of every Windermere agent’s commission is donated to the 
Windermere Foundation. Having 100% participation gives us a common purpose 

and sends a powerful message about our commitment to the communities we serve.

FIND OUT MORE

VIDEO: Windermere Foundation 2024
youtube.com/watch?v=GwYYGxRYC_s

2024

COMMUNITY 
IMPACT REPORT

BUILDING BETTER COMMUNITIES

COMMUNITY SERVICE DAY

Every year since 1984, Windermere has closed its offices for one 
day to help make a positive difference in our local communities.

WINDERMERE CUP

Held annually, Windermere Cup celebrates community and 
sport by inviting the top crews in the world to compete against 
the University of Washington rowing program.

At Windermere, we believe that everyone deserves a home, 
and we are committed to doing our part to drive change and 
make access to home ownership equitable.

FIND OUT MORE

FIND OUT MOREWATCH VIDEO 

FIND OUT MORE
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VIEW OUR COMMUNITY IMPACT REPORT

OUR COMMITMENT TO

O
V

ERV
IEW

O
V

ERV
IEW

https://www.windermere.com/foundation
https://www.youtube.com/watch?v=GwYYGxRYC_s
https://www.youtube.com/watch?v=GwYYGxRYC_s
https://www.youtube.com/watch?v=GwYYGxRYC_s
https://www.windermere.com/about/community-service-day
https://windermerecup.withwre.com/
https://youtu.be/75XWH3lJet4?si=gwA7TxU30_c9K-mn 
https://www.windermere.com/dei
https://issuu.com/windermererealestate/docs/foundation_community_impact_report_2024_digital?fr=xKAE9_zU1NQ
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Windermere has combined our marketing, technology and 
education tools into one comprehensive package, powered 
by industry-leading partners and backed by a full array of 
training and support resources. All of our tools are customized 
and integrated to help you increase your efficiency and grow 
your business. We call it the Windermere Suite, but you’ll call it 
indispensable.

11

Setting the Standard
WINDERMERE STANDARDS OF PRACTICE

THE WINDERMERE SUITE

MISSION: The Windermere Standards of Practice embody 
our commitment to the highest standard of service to our 
clients while providing a framework for our professional 
agents. Standards of Practice are not laws, rules, or mandates. 
Rather, they are guidelines and expectations for making good 
decisions. They are about personal responsibility, respect, trust, 
and clarity; and that’s what makes them wise and timeless. 
They have been a guiding light for Windermere since our 
earliest days as a company. They make us us.
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WATCH VIDEO 

LEARN MORE IN THE FOLLOWING PAGES OR VISIT
WindermereSuite.com

windermere.com 11

STANDARDS
of PRACTICE

WINDERMERE REAL ESTATE

❱ CODE OF CONDUCT

❱ ARTICULATING YOUR VALUE

❱ EXPERTISE

❱ PRESENTATION

❱ MULTIPLE OFFERS

❱ DUAL AGENCY

❱ ETIQUETTE BASICS

❱ FAIR HOUSING

❱ FINAL WALK-THROUGH

WINDERMERE GUIDELINES

1 Client and business relationships are the 
foundation of our business and success.
A Client interests always come before  

self-interest.

B Understand and observe all duties, obligations 
and limitations in your business relationships.

C Keep in touch regularly and expeditiously. 

D Educate your client about agency law and how 
our business works. Get agreements  
in writing when required and/or possible. In the 
absence of a written agency agreement, the 
client’s choice of agent will be respected. The 
client should have the freedom to choose.

E Ask direct questions about possible 
relationships with another agent. It is in 
everyone’s interest to actively encourage and 
support client loyalty to an agent.

F Respect legitimate requests by clients for 
termination of a working relationship, whether 
or not a written agreement exists. Termination 
should be in writing.

2 Agent relationships are the foundation of a 
successful transaction. Respect your colleagues.
A Honesty is owed to all parties, and timely 

delivery of information is important, especially 
written/contractual paperwork. Observe the 
duties, obligations and limitations of the client in 
your interaction with other agents.

B Respect all contractual relationships—
listing, purchase and sale, and buyer agent 
agreements—and do not interfere with them 
directly or indirectly. Follow MLS rules and 
NAR Code of Ethics (articles 15 & 16).

C Whenever possible make presentations 
face-to-face with other agents and/or their 
clients. Review Windermere Guidelines  
for Presentation.

3 Communicate when mistakes and 
misunderstandings occur. 
A Recognize that there are different communication 

styles and that all experiences have more than 
one viewpoint. Talk to the other agent involved as 
soon as possible, pinpoint the facts and issues, 
and work toward a viable solution. If you make a 
mistake, try to rectify it.

continued  >

Code of Conduct
Standards of Practice

MISSION: The Windermere Standards of Practice embody our commitment to the highest 
standard of service to our clients while providing a framework for our professional agents. 
Standards of Practice are not laws, rules, or mandate. Rather, they are guidelines and 
expectations for making good decisions. They are about personal responsibility, respect, 
trust, and clarity and that’s what makes them wise and timeless. They have been a guiding 
light for Windermere since our earliest days as a company. They make us, us.
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STANDARDS
of PRACTICE

Core Value Proposition
The Windermere Difference
WINDERMERE AGENTS ARE:
	❱ Market experts with deep neighborhood 

knowledge
	❱ Skilled negotiators and ethical professionals
	❱ Backed by one of the most respected brands  

in real estate
	❱ Equipped with tools, training, and support to  

deliver excellence
Talking Point: “I bring local expertise, trusted 
relationships, and proven strategies to help  
you achieve your real estate goals confidently  
and successfully.” 

The Windermere Foundation
Purpose Beyond the Sale
	❱ A portion of every Windermere transaction  

supports local nonprofits
	❱ Over $57 Million raised since 1989
	❱ Focus on helping low-income and homeless  

families in our communities
Talking point: “With every home I help buy or sell, 
I’m also giving back to our community. Together, we 
make a difference that goes beyond real estate.”

Instant Visibility Everywhere
Putting Buyer and Seller Interests First 
	❱ Committed to fair and transparent listing practices 
	❱ Listings are promptly entered into the MLS to reach 

the largest pool of buyers  
	❱ We strive for equal access and maximum exposure 

for every listing 
Talking Point: “We champion open access to listings 
because transparency empowers smarter decisions, 
maximizes your home’s exposure, and ensures real 
estate stays fair and accessible.” 

Windermere Tools
Enhancing the Client Experience
SAMPLE TOOLS:
	❱ Windermere Suite: Cloze, MyWindermere, 

MoxiPresent, MAXA, Trendgraphix, Windermere 
Search App

	❱ Marketing Programs: Premier, W Collection, 
Equestrian Living

	❱ Windermere Ready: Home prep resources, 
improvements with no upfront costs for sellers

	❱ Monthly Market Updates: Market Pulse,  
Numbers to Know

Talking Point: “I use Windermere’s exclusive tools 
to ensure your home is marketed with precision and 
your buying experience is smart, streamlined and 
successful.”

As a Windermere agent, you are more than a facilitator of real estate transactions. You 
are a trusted advisor, strategic marketer, community advocate and global connector. The 
guidelines below are designed to help you clearly articulate the unique value you bring to 
every client interaction, rooted in Windermere’s professional standards and resources.

WINDERMERE GUIDELINES

continued  >

Articulating Your Value
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The client’s objectives and level of knowledge 
and experience are key to determining if the agent 
can serve their best interests. Below are the most 
common types of transactions in which agents 
need to ask themselves whether they have the 
expertise to ensure a succesful outcome.

1  Geography
Clients may request us to work outside of our 
normal geographical areas. Since local knowledge 
can be so critical to a successful transaction, agents 
need to assess these requests carefully.

2  Distressed properties including but not 
 limited to short sales and REOs
Regulations and complexities of dealing with such 
properties change constantly. An agent’s ability 
to best represent our clients can be challenging 
without proper knowledge and understanding of 
the process.

3  Leasing
Landlord/tenant laws are complex and detailed, 
making it difficult to guide some landlords or 
tenants. Windermere Property Management can be 
a good resource where available.

4  Commercial
Contracts, negotiations, and protocol may be very 
different than traditional residential transactions.

5  Land
Land transactions involve varied and complex 
issues that extend beyond the typical residential 
transaction.

6  Investment
Successful investment transactions may 
require examining many additional variables. 
Understanding the client’s objectives and 
knowledge is critical to determine if the agent can 
best serve them.

Real Estate is a complicated process that requires expertise to serve our clients’ best 
interests. Agents need to assess their clients’ objectives and ask themselves what the 
best solution is to achieve those objectives. Agents must recognize that some types of 
transactions are unique and require specialized skill sets not commonly possessed by most 
agents. Potential solutions include referring clients to other agents or collaborating with 
another agent. These “Expertise” guidelines are intended to guide agents in situations such 
as those described below.

Expertise

WINDERMERE GUIDELINES

continued  >
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1  General guidelines for working with client:

A Understand the important issues and concerns 
of the client and create realistic expectations by 
educating them in the process.

B Understand the duties to the client under Law of 
Agency and respect client confidentiality issues.

C As the advocate for the client, seller or buyer, 
encourage face-to-face presentation whenever 
possible. Most communication is non-verbal 
and body language can reveal important 
information that does not show itself in the words 
of a contract. This also provides an opportunity 
to furnish important supporting details and 
priorities of the parties. Negotiations can take 
place in a shorter amount of time when there 
is an opportunity to ask questions during the 
presentation process.

D If a face-to-face presentation to clients is not 
possible (out-of-the-area clients, builders, banks, 
etc.) prepare a written statement to accompany 
the documents being negotiated.

E Consider a pre-listing inspection as a good 
offense for the seller in certain situations (estate 
sales, rental property, deferred maintenance). 
This may set the stage for realistic offers from 
the buyer and not force the seller to negotiate an 
inspection with short timelines.

F Prepare for the presentation. Think about the 
terms and conditions from the client’s point of 
view, as well as the other party’s point of view, 
and the benefits to each.

G Presentation to the client and the other agent 
takes place throughout the sale process. Inform 
and remind the client of their obligations and 
deadlines as outlined in the Purchase and 
Sale Agreement. Follow up on substantive 
conversations by using a phone log for 
risk reduction and/or email for clarification/
confirmation.

H Consider the benefits of face-to-face 
presentation for the client in negotiating 
the inspection. Get bids for any work 
being negotiated.

I Document the file, with notes and information, 
to reduce misunderstandings and risk.

Windermere agents are expected to hold themselves to a high standard of professionalism in 
all that they do. The following guidelines are intended to clarify and improve the presentation 
process, both with clients and the agent representing the other party.

Presentation

continued  >

WINDERMERE GUIDELINES
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LISTING AGENTS:
The listing agent bears the primary responsibility for 
managing a multiple offer situation.

Comply with all state and local laws, including those 
related to presentation of offers. Be aware of all local 
MLS rules that may apply to your transaction. (Refer also 
to Guidelines for Presentation.)

Present all offers to the Sellers. It is best practice to 
go over all offers with the Sellers to ensure that they 
are aware of each offer and its pros and cons. Consider 
meeting in person whenever possible, but understand 
this is not a requirement and should not be pushed if 
contrary to the needs or wishes of agent and/or Sellers.    

1  Listing agent to seller relationship:

A  Counsel sellers about possible scenarios that 
come up in multiple offers situations.

B Discuss a game plan ahead of time with 
your seller.

C Establish the date and time when potential offers 
will be reviewed. Avoid presentations earlier than 
the initially stated date.

D Make a plan for dealing with escalators and caps. 
(Refer to Multiple Offer Comparison Sheet)

E Discuss how an offer from the buyer's agent 
is to be managed.

F Make every effort to stick to the plan, but 
remember that your duty is to act in the seller’s 
best interest at all times.

2  Listing agent to buyer agent relationship:

A If there are set parameters for receiving and 
reviewing offers (i.e., when, where, etc.), include 
them in the agent remarks.

B Inform all agents of the plan. Provide the same 
information regarding the Purchase & Sale 
Agreement review process to all interested parties.

C Communicate to agents if the review process 
changes (e.g., time or day).

D The buyer's agent should direct selling agents to 
confirm offer status prior to submitting their offer, if 
that is important to them and their buyer.

E While some listing agents disclose details of an 
offer to another party, doing so often generates ill 
will and is strongly discouraged. All options should 
be discussed with the seller prior to disclosing any 
details. Always inform selling agents of the status 
of unaccepted offers as soon as possible.

Multiple offers are a challenge to both agents and their clients. The best way to prevent the 
problems often associated with multiple offers is for all agents involved to understand their 
responsibilities for managing the situation and to have them communicate with all parties in an 
ethical and timely fashion.

continued  >

WINDERMERE GUIDELINES

Multiple Offers*
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1  Determine the level of risk SELLER BUYER

 Consider the following factors that may increase risk:
 You have a family relationship with ¨	 ¨
 Friendship/social relationship with ¨	 ¨
 Presently doing other business with ¨	 ¨
 Previously done business with ¨	 ¨
 You hope to do other business with ¨	 ¨
 You hope to profit or gain from a party or the transaction, ¨	 ¨	

other than just earning a commission

 You are aware of a party’s confidential information concerning:
 Financial situation ¨	 ¨
 Goals and objectives concerning real estate ¨	 ¨
 Negotiating position on price and terms ¨	 ¨
 Negotiating style ¨	 ¨
 Other information that a party might want to be confidential ¨	 ¨
 You speak a party’s primary, non-English language ¨	 ¨

 Party has less-than-average capacity in any respect:  ¨	 ¨
For example: not alert, easily confused, faulty memory, low literacy, vision or hearing 
impaired, low mental capacity, easily swayed, distracted by stress such as death in family 

 Party has lower-than-average sophistication in property/legal matters ¨	 ¨
 Party tends to misunderstand or misinterpret what you say ¨	 ¨
 Party has refused your urging to seek legal advice ¨	 ¨
 Party is more likely than usual to file lawsuits ¨	 ¨
 Situation or transaction is unusually complex or requires more  ¨	 ¨	
 than the usual broker guidance of either party

Dual agency can be risky. If you want to be a dual agent, it is recommended that you consider 
the items listed below before forming a dual agency relationship. If you are the seller or buyer 
(or landlord or tenant), or have an ownership interest in the seller or buyer, legally you cannot 
be a dual agent. 

continued  >

AWARENESS CHECKLIST

Dual Agency
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AGENT-TO-AGENT ETIQUETTE
	❱ Do not negotiate with the other agent in front of 

their client.

	❱ Do not bad mouth the competition.

	❱ Be thankful, be gracious, and send thank you notes 
after a successful closing.

	❱ Tour your coworkers’ listings to support and 
develop relationships with those agents.

	❱ Never forward the other agent’s email directly 
to your clients. Copy and paste only what they 
need to know!

	❱ If it can wait… wait! Do the bulk of your business 
during business hours.

	❱ Read the agent remarks before calling the listing 
agent, and follow their instructions.

	❱ Be opportunistic, but be respectful of other agents’ 
relationships with their clients.

	❱ Be honest always! Do not hide or delay bad news.

	❱ Be mindful that we are all representative of one 
another. Check your ego at hello! Representing a 
client well does not mean taking on an adversarial 
position. You are not doing your client any favors 
when you do this. Work towards a win-win.

	❱ Do not contact another agent’s client directly by 
email or phone call.

	❱ Respect other agents’ listings. If you are calling 
expired listings, double check first to make sure 
that the property was not relisted (not doing so is an 
MLS violation).

	❱ Over-communicate and be responsive to all parties 
at all times.

AGENT-TO-CLIENT ETIQUETTE
	❱ Respect client confidentiality. Even when in person, 

don’t put your clients in an uncomfortable position 
of talking about their finances within earshot of 
other people.

	❱ Over-prepare/educate your clients and set 
expectations ahead of time.

	❱ Over-communicate and be responsive to all parties 
at all times.

A good real estate agent knows how to keep their cool and stay calm so their clients remain 
calm. But what do you do when the other agent loses their cool or steps out of line? Following 
are some real estate etiquette basics that can help you handle any situation. 

Etiquette Basics

WINDERMERE GUIDELINES

continued  >
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GOALS AND OBJECTIVES
It is a real estate agent’s responsibility to provide clients 
with the information they need to locate a home with 
the characteristics, location, and price they want, or 
to find a buyer that can satisfy their needs as a seller. 
It is also up to agents to provide them with enough 
information about current market conditions so they 
can make smart decisions about what they’re willing 
to pay or receive for a specific property, and to ensure 
that all legal requirements are met. 

Home buyers and sellers may ask questions that 
they feel are important but could raise Fair Housing 
issues. Examples include asking about the kinds of 
people who live in a neighborhood, whether unmarried 
couples make good buyers, whether the area is child-
friendly, and if there is a lot of local crime. All of these 
questions seek subjective judgments rather than 
objective information, which is outside the scope of an 
agent’s role. Though this information may be important 
to buyers and sellers, the agent should inform them 
of the laws that restrict their rights to make decisions 
based on such inquiries. 

THE LAW
Federal law prohibits discrimination in a real estate 
transaction based on race, color, religion, disability, 
familial status, gender, gender identity, sexual 
orientation, and/or national origin. In addition to federal 
prohibitions, state laws may prohibit discrimination on 
other bases, such veteran/military status, age, ancestry, 
source of income, immigrant status, and others. 

NAVIGATING THE TRANSACTION
Buyers: Most standard purchase forms used 
throughout our network allow buyers to include a 
contingency for a “Neighborhood Review” period, 
which gives them time to make their own private 
decision about whether a neighborhood is right for 
them. Agents should make buyers aware of what 
options exist in their area for this kind of contingency 
and encourage them to research neighborhoods of 
interest online and at libraries for census data, local 
schools, police records, and other information to 
determine which areas best meet their needs. 

Sellers: Sellers should be aware of the laws that prohibit 
choosing a buyer based on legally protected class 
status. Generally speaking, if they receive a bona fide 
offer on a property, the seller cannot refuse to sell to or 
negotiate with the buyer based on the aforementioned 
prohibited criteria. Sellers may not falsely represent that 
the home is no longer for sale, nor can they advertise 
the home with an indication of preference or limitation 
on what type of people may purchase it. 

Agents: Real estate agents are also prohibited from 
these practices, and from “steering” buyers to specific 
neighborhoods based on the aforementioned criteria. 
Any agent who performs prohibited discriminatory 
practices on behalf of their clients subjects both 
themselves and those clients to liability, which could 
lead to a claim of discrimination and possible legal 
actions.

Fair Housing
What clients need to know about

WINDERMERE GUIDELINES

At Windermere, being “all in” applies to every client. It means treating all people equally as 
we work with them toward their housing goals. It’s our commitment to the principles of Fair 
Housing practices for all and having zero tolerance for violations of those principles.
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Core Value Proposition
The Windermere Difference
WINDERMERE AGENTS ARE:
	❱ Market experts with deep neighborhood 

knowledge
	❱ Skilled negotiators and ethical professionals
	❱ Backed by one of the most respected brands  

in real estate
	❱ Equipped with tools, training, and support to  

deliver excellence
Talking Point: “I bring local expertise, trusted 
relationships, and proven strategies to help  
you achieve your real estate goals confidently  
and successfully.” 

The Windermere Foundation
Purpose Beyond the Sale
	❱ A portion of every Windermere transaction  

supports local nonprofits
	❱ Over $57 Million raised since 1989
	❱ Focus on helping low-income and homeless  

families in our communities
Talking point: “With every home I help buy or sell, 
I’m also giving back to our community. Together, we 
make a difference that goes beyond real estate.”

Commitment to Clear Cooperation
Putting Client and Consumer Interests First
	❱ Compliance with MLS Rule 8.0 ensures fair  

and transparent listing practices
	❱ Listing entered into the MLS within one business  

day of public marketing
	❱ Equal access and maxiumum exposure for  

every listing
Talking Point: “By adhering to Clear Cooperation 
rules, I protect your interests, ensure fairness, and 
maximize your listing’s visibility.”  

Windermere Tools
Enhancing the Client Experience
SAMPLE TOOLS:
	❱ Windermere Suite: Cloze, MyWindermere, 

MoxiPresent, MAXA, Trendgraphix, Windermere 
Search App

	❱ Marketing Programs: Premier, W Collection, 
Equestrian Living

	❱ Windermere Ready: Home prep resources, 
improvements with no upfront costs for sellers

	❱ Monthly Market Updates: Market Pulse,  
Numbers to Know

Talking Point: “I use Windermere’s exclusive tools 
to ensure your home is marketed with precision and 
your buying experience is smart, streamlined and 
successful.”

As a Windermere agent, you are more than a facilitator of real estate transactions. You 
are a trusted advisor, strategic marketer, community advocate and global connector. The 
guidelines below are designed to help you clearly articulate the unique value you bring to 
every client interaction, rooted in Windermere’s professional standards and resources.

WINDERMERE GUIDELINES

continued  >

Articulating Your Value
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Customized Tools to Support 
and Grow Your Business 

Real estate technology never stops evolving, so Windermere’s 
Technology team continually reviews new products and works 
with our providers to create the best tools tailored to the needs of 
our agents and clients. Then we back those tools with training and 
support to maximize their value and impact on your business. 

13

MISSION:

Create tools to help you strengthen client relationships, 
streamlining communications and providing the 
information, tools and exposure to help you succeed. 

Supp  rtal
WINDERMERE

The Windermere Search App helps you manage the home 
search process from the palm of your hand. You can connect 
with clients on listings, see which homes they’ve viewed, and 
send property alerts that match buyers’ criteria.   LEARN MORE

Every listing details page on Windermere.com and Windermere’s 
Agent and Office Websites contains neighborhood insights from 
Local Logic, an industry-leading location intelligence company, to 
help potential buyers make the most informed decisions to meet 
their needs.

Windermere’s agent websites help you grow your brand, sphere, 
and business with professional templates that allow for your own 
unique personalization and branding. They include enhanced 
listing detail pages and lead generation and contact forms that 
connect you with potential buyers and sellers.

Windermere’s proprietary tech support platform provides 
answers to frequently asked questions about our tech tools, 
gives real-time alerts when issues arise, and connects agents 
and staff with support professionals to answer questions 
promptly.  LEARN MORE

Customize and differentiate your seller listings including 
expanded marketing remarks, unlimited photos, and embedded 
video for display on Windermere.com and your Agent website.

ENHANCED 

Listing Details

WINDERMERE

AGENT WEBSITES

WINDERMERE RE AL ESTATE12
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https://www.windermerehelp.com/
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CLOZE
Cloze is a smart CRM and AI assistant that 
can help you manage every aspect of 
your business in one platform. It offers an 
intelligent approach to email campaigns, 
including AI to write, edit and translate email 
copy into multiple languages, as well as 
message automation that feels authentic, 
and drip campaigns that adapt to clients’ 
behavior. Integrated with the MLS, MAXA, and 
MoxiPresent, Cloze has a library of branded 
campaigns, templates, and content blocks that 
can be dropped into any email template, as 
well as tools  for tracking engagement.

WINDERMERE MAXA 
DESIGN CENTER
You can create beautifully branded marketing 
materials for listing and personal promotion 
with Windermere’s MAXA Design Center. 
Turnkey templates and a built-in stock library 
(photos, videos, animations), AI writing and 
translation tools, social media publishing, and 
integrations with the MLS, Windermere Roster, 
and Xpressdocs, make it faster and easier 
than ever to produce high-quality, customized 
marketing.

MOXIPRESENT
More than a CMA, MoxiPresent is an 
interactive presentation tool preloaded with 
Windermere’s library of branded presentation 
sheets. It lets you build customized CMAs 
and buyer tours in minutes, as well as create 
and send presentations from any device that 
include dynamic mapping features, interactive 
graphs and charts, and a sharable PDF leave-
behind. Agents who use Present win and 
sell more listings, increase sales volume and 
impress clients.

HOMEDIARY
You can provide safe and effective virtual 
access to listings, without ever having to set 
foot inside a home, thanks to our partnership 
with HomeDiary. Choose from a full suite of 
options including photography, virtual tours, 
and 2D and 3D floor plans.

TESTIMONIAL TREE
Testimonial Tree makes it easy for you to 
manage your online reputation and share 
authentic stories from clients on your website 
and beyond. Testimonials can generate more 
leads through better client engagement and 
increased website traffic.

TRENDGRAPHIX
Delivering comprehensive insights to enhance 
market expertise, TrendGraphix unlocks MLS 
data you can analyze and use to develop 
pricing strategies and help clients make 
better-informed decisions.

15
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Partnering with the 
Industry’s Best

Windermere partners with the industry’s top tech providers to 
provide an integrated suite of tools for all your business needs.

windermere.com 15

Windermere’s Technology and Marketing teams work collaboratively to develop marketing 
solutions that are easy to use and integrated across multiple platforms, maximizing your 
time and efficiency. They also work with our Professional Development team to create 
training and support resources you can access anytime via Windermere University.
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Strategic Marketing 
for Agents and Listings 

WINDERMERE RE AL ESTATE16

FAST. EASY. 
AFFORDABLE.

Windermere offers a best-in-class array of 
digital and print marketing tools and templates 
to suit any need and budget. Powered by 
industry-leading providers like MAXA, Cloze, 
Xpressdocs, and Adwerx, our dynamic tools 
will help you and your listings get noticed.

CLIENT PRESENTATIONS

LISTING MARKETING

LEAD GENERATION

AGENT PROMOTION

SOCIAL MEDIA IMAGES

AUTOMATED MARKETING

DIGITAL ADVERTISING

BRANDED APPAREL

DIRECT MAIL

DRIP CAMPAIGNS

EMAIL SIGNATURES

SPECIALTY MARKETING

PERSONAL WEBSITES

BUSINESS CARDS

OPEN HOUSE RESOURCES

LUXURY MARKETING

MONTHLY NEWSLETTERS

BRANDED GIFTS

LETTERHEAD & STATIONERY

TESTIMONIAL PROMOTION

MONTHLY MARKET STATS

MYWINDERMERE AVM

CLIENT RETENTION & FLOW

ANNUAL PROPERTY REVIEW

PERSONALIZED NOTECARDS

ECONOMIC REPORTS

EQUESTRIAN MARKETING 

PHOTOGRAPHY & 
FLOORPLANS
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Setting the Standard
WINDERMERE AGENT EXPECTATIONS

❱❱ Always put the clients’ interests first.

❱❱ Be up-to-date on the latest real estate laws

and local issues.

❱❱ Do not discriminate against any party

based on race, religion, sex or other legally

protected classes.

❱❱ Treat you and everyone involved in your

transaction with the greatest respect.

❱❱ Follow all MLS rules as well as the

NAR code of ethics.

❱❱ Keep you informed promptly and regularly.

In short, our Standards of Practice ensure that 

Windermere agents hold themselves to an even 

higher level of competence and accountability. 

We hope this translates into a more satisfying real 

estate experience and peace-of-mind for our clients, 

knowing that doing right by them is our highest 

priority. If you would like a copy of our Standards of 

Practice, I would be happy to provide one to you.

Something you may not know is that 

Windermere takes its standard of service  

to its clients very seriously.  As members  

of the National Association of REALTORS®, 

we agree to abide by a strict code of  

ethics that is based in professionalism  

and consumer protection.

To further reinforce our commitment to 

our clients, Windermere has built upon the 

REALTOR® code of ethics by establishing 

what we call our Windermere Standards 

of Practice outlining how we believe our 

clients deserve to be treated. 
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IT’S ABOUT RELATIONSHIPS. 

In 1972, John Jacobi set out to change the real estate 

industry by putting relationships before sales quotas,  

with an emphasis on service to our clients and our 

community. Over 45 years later, this mission has helped 

grow Windermere into one of the largest independent 

real estate companies in the nation, with more than  

300 offices and 6,000 agents throughout the Western 

U.S. and Mexico.

While the real estate industry has changed substantially 

over the years, our core values of relationships, 

community, collaboration, and professionalism have 

remained central to how we do business, and will 

continue to do so for years to come. 
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EXCEPTIONAL SERVICE

UNSURPASSED INTEGRITY

A STRICT CODE OF ETHICS

LOCALLY OWNED AND 

OPERATED OFFICES

NEIGHBORHOOD KNOWLEDGE

MARKET EXPERTISE

PREMIUM TOOLS AND 

SERVICES

GIVING BACK TO OUR 

COMMUNITIES

Why Windermere?
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THE WINDERMERE FOUNDATION

	❱ We donate a portion of our commission  

from every transaction to benefit the 

Windermere Foundation.

	❱ Since 1989, the Foundation has collected 

and contributed over $50 million.

	❱ Assistance is provided to non-profit 

agencies dedicated to helping homeless 

and low-income families in our community.

COMMUNITY SERVICE DAY

	❱ Since 1984, Windermere agents have 

dedicated an annual day of work to those  

in need. 

	❱ These hands-on projects benefit a wide 

variety of community-based organizations. 

	❱ Projects have included maintenance  

at a senior center, construction of  

a children’s playground and sorting  

duties at a food bank.

	❱ I am pleased to be a part of such  

an important mission. It’s just the  

right thing to do.

Windermere understands the importance of giving back to our community. 

Enriching the neighborhoods in which we live and work is an integral part of 

how we do business. 

Commitment to Community
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2-sided flyer with eight total photos

To essit aut eugiametum exero corem et alisi enis nim ilis nonse ea corem veleniam vel 
ut iustrud tat. Duis esequis aut et acilit, corper in eraessi. Onsed el dignis eumsandre te 
faccumsan henim veraestionum dolortisl eugiat venis augiat ver.
Ad essita cum quodit aped eaqui doluptae pa vollaut aut ut audae volo odic tem andem 
dolore plictus evelestio. Ut volo tectiunt a consed exerumq uiberum quae. Itae pliqui si 
ditatius accument.

IMMACULATE LAWN

GREAT NEIGHBORHOOD  

UPDATED KITCHEN

NEW DRIVEWAY

LOREM IPSUM

DOLOR SIT AMET

SUBHEADING RE DEM VERUM AUT EXERRUM QUIATA ERUNT QUIS DOLENDA NDUCIUR

OPTIONAL PHOTO CAPTIONOPTIONAL PHOTO CAPTION

OPTIONAL PHOTO CAPTION OPTIONAL PHOTO CAPTION

3239 NW Esplanade
NORTH BEACH / BALLARD

WINDERMERE REAL ESTATE$3,525,000 MLS# 1234567890

SOCIAL MEDIA PLAYBOOK

Our guide to all things social media, the Social Media Playbook 
has everything you need to stay connected with your sphere 
through your social channels.
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AUTOMATED MARKETING

From property marketing to lead generation, client retention, and more, 
Windermere’s automated programs make marketing fast and easy.

AUTOMATED 
GIFTING PROGRAM

An effective tool for automated client retention, Lolo 
offers simple, personalized email and gift solutions 
to help you nurture your book of business.

AUTOMATED 
EMAIL CAMPAIGNS

You can effortlessly nurture your contacts 
throughout the sales cycle with turnkey, branded 
email campaigns you manage from your Cloze CRM. 

AUTOMATED 
MARKETING PACKAGES

Our MAXA marketing center automatically 
generates packages of turnkey marketing 
materials for personal and property marketing 
anytime a trigger event occurs. Whether you 
have a new, sold, or updated listing, or a new 
testimonial, MAXA makes marketing fast and easy.

AUTO-FLOW POSTCARDS
Stay connected monthly or on any months 
you choose with auto-flow postcards from 
Xpressdocs. Each features seasonal homeowner 
tips, themes, or recipes, as well as your photo, 
contact info and personalized greeting. Set your 
schedule and they will send automatically, with 
payments processed each month so it’s easy to 
budget for this cost-effective campaign.

Market  Market  PULSEPULSE
YOUR LOCAL REAL ESTATE REPORT

WINDERMERE REAL ESTATE

HOME UPDATE 
MONTHLY NEWSLETTER

Home Update helps you stay connected to current 
and potential clients by providing them with 
guidance on home decor, maintenance projects, 
and fun activities to do around the house.

MARKET PULSE
Share valuable insights with your clients so they can 
better understand the market in their zip code and 
metro area. A mixture of data and graphs, the report 
shows active and pending listing insights and sales 
details, with context from the last 12 months.

AUTOMATED LISTING ADS
Adwerx is key to scaling your advertising efforts. 
Their easy-to-use ad solutions help you reach new 
audiences and nurture existing relationships.

AUTOMATED 
POSTCARD PROGRAM

For clients, it’s the little things that make a 
difference. Boomerang keeps you top of mind 
through automated branding with a personal 
touch and valuable offers.

windermere.com 1918 WINDERMERE REAL ESTATE
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SUPPORTING YOUR SPECIALTY

An array of programs and resources tailored to different property types and agent specialties allow 
you to target your audience and leverage our turnkey marketing templates to grow your business.

Showcase your luxury listings with sophisticated 
marketing solutions designed to maximize visibility 
and attract discerning buyers. From elegant 
branding to strategic exposure, Premier Properties 
elevates your presence in the high-end market.

If you specialize in the luxury market, becoming 
a Luxury Advisor gives you access to tools 
and resources to elevate your personal brand, 
enhance the impact of your marketing, and foster 
connections with other Advisors at exclusive 
educational and networking events.

Windermere Commercial agents represent 
business and investors alike in their commercial 
real estate pursuits, including retail and office 
spaces, industrial buildings, multi-family 
communities, and beyond.

Deliver an unparalleled presentation for your ultra-
luxury listings with bespoke marketing tools and 
exclusive exposure opportunities. W Collection 
is crafted to position your properties among the 
world’s most prestigious homes.

If you have expertise in the equestrian market, 
being an Equestrian Advisor will give you access 
to tools and resources that highlight your skills 
and get you noticed, as well as opportunities 
to build meaningful relationships with other 
equestrian specialists.

Highlight the unique lifestyle and features of 
equestrian and equestrian-potential properties 
with specialized marketing resources. Equestrian 
Living connects your listings to the right audience, 
focusing on the space and amenities unique to 
equine properties.

Equestrian Advisor

SHOWCASE YOUR WINDERMERE PRIDE 

Windermere offers a diverse array of branded merchandise, ideal for 
both personal use and client gifts. Show off your Windermere pride or 
express your appreciation with stylish, high-quality items that reinforce the 
professionalism of the Windermere brand.

WINDERMERE REAL ESTATE

WINDERMERE’S HOME SOUNDTRACKS

Windermere’s Spotify channel allows you to connect with current and potential clients through 
curated playlists for every aspect of life at home and beyond. Here are just a few. 

CLICK TO LISTEN
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Our Training. 
Your Growth.

Our Professional Development team helps our agents get up to 
speed and stay on top of their game through each phase of their real 
estate career. With a collection of learning tools and a strong support 
network, Windermere ProDev helps you reach your full potential and 
maintain better balance in your life.

Windermere places a 
priority on professional 
development for our agents 
and strives to help meet 
your goals at every phase of 
your real estate career. Our 
instructors, coaches, and 
support team work tirelessly 
to provide around-the-clock 
educational content and 
classes, tailored to your 
unique needs and schedule.

EMPOWERED GROWTH

At Windermere, we believe that education 
is the cornerstone of growth. Our learning 
tools are focused on more than just sales and 
clock hours. We teach you the skills to build 
relationships and systems that will nurture 
your business long-term, and we make them 
available at your convenience to save you 
valuable time.  

ONLINE EDUCATION

This online Learning Management 
System puts you in the driver’s seat of 
your professional development. Get a 
constant stream of personalized, curated 
learning content you can view whenever 
and wherever it’s convenient for you.  

AGENT JOURNEY

	❱ Onboarding

	❱ Pro-Start

	❱ 28 Day Challenge

	❱ Windermere Way

COACHING 

	❱ Individual Coaching

	❱ Weekly Group Accountability Calls

	❱ Business Planning

	❱ Coaching Podcasts

	❱ Growth-focused Events

LATEST TRENDS 

	❱ Stay Industry Relevant 

	❱ Skill Building Classes for 
Windermere Suite

	❱ Gain a Competitive Edge

	❱ Enhance Digital Literacy

CE SHOP

	❱ State Approved Courses

	❱ Learn on Your Own Schedule

	❱ Direct Access through 
Windermere University (SSO)

	❱ Courses included Windermere Suite 
(non certifications and elective and 
continuing education classes only)

WINDERMERE RE AL ESTATE22

VIDEO: Growth is a Journey
youtu.be/ETCbGYfbVOY
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DEVELOPING 
NEW AGENTS

	❱ Build a solid foundation 
with proven systems

	❱ Develop essential skills that 
universities don’t teach

	❱ Create sustainable business 
practices from day one

	❱ Avoid costly rookie mistakes

	❱ Accelerate your learning 
curve dramatically

MID-CAREER 
PROFESSIONALS

	❱ Break through 
production plateaus

	❱ Refine your business model 
for greater efficiency

	❱ Develop advanced client 
acquisition strategies

	❱ Improve work-life balance 
while increasing income

	❱ Transform from agent to 
business owner

SEASONED 
VETERANS

	❱ Reinvigorate your passion 
for real estate

	❱ Implement cutting-edge 
technologies and approaches

	❱ Build a legacy and plan  
or succession

	❱ Maximize your market 
position and influence

	❱ Create passive income streams 
within your expertise

Helping our agents build a successful 
business based on long-term relationships 
is at the core of everything we do. Case 
in point: Windermere hosts weekly group 
coaching sessions to support our agents 
through regular accountability and dynamic 
best-practices for their business. These 
sessions are included in the Windermere 
Suite of tools, and agents can also add on 
personalized one-on-one coaching to 
address specific challenges.

ABOUT OUR COACHING TEAM

Windermere’s coaches aren’t just teaching theories—they’re 
successful real estate professionals who actively practice the 
same strategies they recommend. This practical approach 
means every session delivers actionable techniques agents 
can implement immediately to increase their listings, boost 
sales, and balance their personal life.

With a combined 34 years of experience navigating every 
type of real estate market imaginable, our coaching team 
provides unparalleled business development expertise. 
They’ve weathered market highs, lows, and everything in 
between, so they can offer practical knowledge to help real 
estate agents thrive in any conditions.

BEYOND BUSINESS: 
OUR HOLISTIC APPROACH

At Windermere Coaching, we 
understand that exceptional real estate 
careers require more than just business 
tactics. Our coaching integrates:

Business Enhancement: Systems, 
strategies, and skills that drive 
measurable results

Personal Development: Mindset training 
that breaks through self-imposed 
limitations

Life Balance: Practical applications that 
enhance both professional success and 
personal fulfillment

COACHING FOR EVERY CAREER STAGE

PODCASTS FROM OUR COACHING TEAM

Transform your real estate 
career and reclaim your life 
with “Windermere Ask A 
Coach.” Industry veterans 
reveal the systems, mindsets, 
and strategies that create 
exceptional results with less 
stress. Each episode delivers 
immediately applicable tactics 
from top-producing agents 
who’ve mastered the art of 
working smarter, not harder.

The Windermere Coaching 
Minute podcast empowers 
real estate professionals with 
actionable insights in just 25 
minutes. From negotiation 
tactics to personal branding, 
each episode delivers 
practical wisdom that can be 
implemented immediately to 
elevate your life and business 
so you can thrive even 
during challenging market 
conditions.

Push past your self-imposed limitations, unlock potential you didn’t know you had, and achieve the breakthrough results that have been just beyond your reach.
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Support for Success

Windermere Services Company exists to serve the Windermere 
network of agents and offices, providing the resources and support 
you need to successfully run your business.

WINDERMERE RE AL ESTATE26

BETTER BENEFITS

Through our partnerships with Nationwide and Stride, Windermere is able to make retirement 
planning and health insurance available to 1099 agents.

NURTURING YOUR NETWORK 

One thing that really sets Windermere apart from other companies is the collaborative culture 
we foster among our agents and offices. Our Events team is dedicated to providing high-quality 
events that facilitate learning and engaging with one another for personal and professional growth.

WINDERMERE 
AGENT HEALTH PLAN
We offer comprehensive and affordable 
health insurance for our agents and their 
families, with helpful advisors who create 
a personalized plan for you, fast and easy 
enrollment, and ongoing support to meet 
your changing needs. 

WINDERMERE 
RETIREMENT PLAN
Building wealth and planning for 
retirement is something everyone 
should be thinking about. Windermere 
offers a retirement plan across our 
entire network.

OWNERS RETREAT
Held annually in different 
destinations throughout the 
country, Owners Retreat is a chance 
for Windermere franchise owners 
to come together to network, learn 
from each other, and engage with 
industry professionals.

MANAGERS EXCHANGE
Managers Exchange is an 
opportunity for managers to get 
together for a focused, collaborative 
multi-day session full of education 
specific to managers’ needs. 

WINDERMERE SYMPOSIUM
This multi-day event is a network-
wide rendezvous for learning and 
growth. Elevate your business 
and expand your professional 
sphere while traveling within the 
Windermere network.

WINDERMERE HUB
The HUB is Windermere’s internal communications 
platform, available online and via a mobile app, where you 
can stay informed about the latest tools, events, network 
and industry news, and educational opportunities. Viewers 
can also comment, ask questions, and tag one another 
directly from each post.

LAUNCH PAD
Our Launch Pad intranet site is intuitively organized 
for quick access to top tools, HUB posts, individual 
calendars, and all Windermere network tools, 
documents, and services.

VIDEO: Support for Success
youtube.com/watch?v=56UM1ukfyQY

https://www.youtube.com/watch?v=56UM1ukfyQY
https://www.youtube.com/watch?v=56UM1ukfyQY
https://www.youtube.com/watch?v=56UM1ukfyQY
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CONNECTING CLIENTS

There are multiple ways in which Windermere connects clients and agents to increase sales. 
Wherever clients are in our network, these programs help them begin their buying or selling 
journey with a Windermere agent.

BOLSTERING YOUR BUSINESS

Windermere offers a variety of revenue-generating opportunities designed to enhance your 
business and provide additional income.
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Windermere is the exclusive brokerage 
partner for Seabrook, a beach town on the 
Washington coast dedicated to the concept of 
new urbanism design, which offers investment 
and second-home opportunities for clients.

Esterre has created an innovative model for 
second home ownership in Washington State that 
offers co-ownership opportunities for high-end 
properties in sought-after vacation destinations.

WINDERMERE.COM 
CONTACT 

AGENT FORMS
When buyers and sellers 
view pages and listings 
on Windermere.com, they 
will encounter multiple 
opportunities to find or 
connect with an agent 
for help. 

WINDERMERE 
RELOCATION

Windermere Relocation 
brings together a 
full-service relocation 
company with a full-
service real estate 
company to provide 
superior service to our 
relocating clients.

WINDERMERE 
REFERRALS

One out of every five 
clients has real estate 
needs outside of their 
agent’s market expertise. 
Windermere referrals 
helps connect these 
clients to trusted agents 
worldwide, providing the 
highest level of service 
and an expedited 20% 
fee to the referring agent.

WINDERMERE 
CLIENT 

CONNECTIONS
Our Client Connections 
program specializes 
in generating more 
business opportunities 
by identifying quality 
leads and moving them 
through the funnel.

Windermere agents can provide clients with a selling 
advantage and peace of mind when buying a home 
through our Windermere Home Warranty program. 

NOT AVAILABLE IN ALL AREAS

PROVIDING MORE VALUE TO CLIENTS 

Windermere works with several trusted providers of real-estate related services that are committed 
to providing you and your clients with product excellence and top tier service, delivered with a high 
level of integrity that aligns with Windermere’s core values.

Moreland offers a range of customized insurance to give 
clients peace of mind that their most important assets 
are secure, as well as coverage for agents.

Committed to helping individuals and families achieve 
generational wealth through home ownership, 
Generations provides a forward-thinking approach to 
delivering customized, dependable mortgage solutions. 

Windermere has strong relationships with multiple 
title and escrow companies throughout our footprint. 
These associations ensure that our agents and their 
clients receive exceptional support and service during 
every transaction.

Windermere’s exclusive bridge loan program eases the 
pressure clients often feel of having to sell before they 
buy by allowing them to use the equity from their current 
home to make a non-contingent offer on a new one.

AVAILABLE IN WASHINGTON AND OREGON

The Windermere Ready program helps to cover 
your clients’ repair and upgrade costs to maximize 
the value of their homes and make them more 
competitive on the market. 
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TITLE & ESCROW 
ASSOCIATIONS

These companies and programs have a business relationship with Windermere Services Company (“WSC”) and reflect our 
high standards of service, but you are not required to use them. If you choose to do so, WSC or its affiliates may receive a 
financial or other benefit, which is limited to a return on ownership interest. WSC will not receive a referral fee.
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