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Agent Operations Guide
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Purpose
This document explains when and how to use the Easy Realty Showing Agreement.
It is designed to keep you compliant with MLS rules while avoiding unnecessary contracts with your clients.

Step 1: Know Whether You Need It
If you are NOT in an MLS
You do not need a showing agreement to show property.
However, you must still follow Florida law regarding brokerage disclosure if you give advice.
If you ARE in an MLS
You must have a written agreement in place before showing property.
This is an MLS rule, not a law.

Step 2: Understand What the MLS Requires
Before showing property, the MLS requires:
• A written agreement
• Defined compensation
• A clear and objective amount or calculation
• A statement that commissions are negotiable
• A cap on compensation
This Showing Agreement satisfies all of these requirements.

Step 3: Why We Use This Instead of a Full Buyer Agreement
Most brokerages use exclusive buyer agreements that lock the client into a long-term contract, create automatic commission obligations, and add friction before trust is built.
At Easy Realty, we keep it simple.
This agreement is non-exclusive, short-term, easy to understand, and easy to sign.
It keeps you compliant without locking in the client.

Step 4: When to Use This Agreement
Use this agreement when:
• You are an MLS member
• You are about to show property
• The client is early in the process
• You want a low-friction experience
Typical flow:
1. Schedule showing
2. Send agreement by text or email
3. Get signature
4. Show the property

Step 5: When You ALSO Need a Brokerage Disclosure
This is separate from the showing agreement.
If you are giving advice, you must provide a Brokerage Relationship Disclosure.
Non-ministerial duties include:
• Pricing advice
• Offer strategy
• Negotiation guidance
• Contract recommendations
Simple rule:
If you are just opening the door, no disclosure is needed yet.
The moment you give advice, disclosure is required.



Step 6: What This Agreement Does NOT Do
This agreement does not lock the buyer into working with you, create a long-term obligation, guarantee you will be paid, or replace a brokerage disclosure.
This is intentional.

Step 7: How to Explain It to a Buyer
Say this:
“This is just a quick agreement I need before showing you the property. It explains how I get paid, but you’re not committing to anything long term.”
Step 8: Real-World Expectations
This agreement keeps you compliant, keeps things simple, and lets you earn the relationship.
It does not protect against the buyer going direct or prevent them from using another agent.

Easy Realty Philosophy
We do not lead with contracts.
We comply with rules when required.
We earn the client through service.

Bottom Line
MLS agent use this
Non-MLS agent you don’t need this
Giving advice you need disclosure


Showing Agreement
Non-Exclusive Showing Agreement

1. Parties
Buyer(s): ______________________________________

Broker: Easy Realty

Sales Associate: _________________________________

Date: ______________________
2. Property
This agreement applies to the following property:
Address: ______________________________________
or any property shown by Broker on the same calendar day.
3. Purpose
Buyer has requested that Broker arrange and or conduct a showing of the property.
This agreement is required prior to touring property and is limited solely to that purpose.
4. Relationship
Broker is acting as a transaction broker unless otherwise agreed in writing.
This agreement is non exclusive.
Buyer is free to work with other real estate agents or brokers.
5. Compensation
Broker’s compensation for services related to the showing of the property shall be:
3 percent of the purchase price.
Broker will seek to obtain this compensation from the seller, listing broker, or other available sources as part of the transaction.
This may include requesting compensation from the seller, negotiating compensation into the purchase price, or requesting a seller concession.
Buyer is not obligated to pay Broker compensation unless otherwise agreed in a separate written agreement.
Broker shall not receive compensation from any source in excess of the amount stated in this agreement.
6. Important Disclosure
Broker fees and commissions are not set by law and are fully negotiable.
7. Term
This agreement begins upon signing and terminates at the end of the showing or the same calendar day, unless otherwise agreed in writing.
8. Acknowledgement
Buyer acknowledges:
• This agreement is required prior to touring property
• Compensation has been clearly disclosed
• This agreement is limited to the showing
• No long term obligation is created

9. Signatures

Buyer: _______________________________ Date: __________


Buyer: _______________________________ Date: __________


Easy Realty Agent: _______________________ Date: __________
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