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Other questions to ask: 

•  How many homes did you sell last year as a seller’s agent?

• Of the homes you sold last year, what was the average number of days from the original list price  
 to the accepted offer?

•  What kind of market share do you and your company have?

• What is your experience selling homes in my area?

•  Do you have a personal assistant to help you manage your workload? 

•  Do you have your own personal real estate website for marketing homes, and if so, does it display  
 in competitive real estate searches such as citywide and statewide real estate and homes?

•  Do you have a real estate blog, and if so, is it ranked highly by Google? Do you use your blog as a 
 marketing tool to drive traffic to your listings?

•  Do you use social media networking sites to reach a wider network of Realtors and potential clients?

•  Do you use video and virtual tours to market your homes?

• When a buyer calls on my home, will you be the person he or she speaks with?

•  How readily accessible are you? Can I reach you after hours and on weekends?

•  Once the offer is accepted, will you attend all of the inspections for my home?

•  How will you verify that the buyer is qualified to purchase my home?

 



 

1)    How long have you been in the business?
 The standard joke is there’s nothing wrong with a new agent that a little experience won’t fix. But that’s 

not to say that freshly licensed agents aren’t valuable. Much depends on whether they have access to 
competent mentors and the level of their training. Newer agents tend to have more time to concentrate 
on you. Some agents with 20 years of experience repeat their first year over and over. Other 20-year 
agents learn something new every year.

2)    What is your average list-price-to-sales-price ratio?
 Knowing the agent’s average ratio speaks volumes. Excluding sizzling seller’s markets, an experienced 

buyer’s agent should employ the knowledge to negotiate a sale price that is lower than the list price. A 
competent listing agent should maintain a proven track record for negotiating sale prices that are very 
close to list prices. Therefore, listing agents should have higher ratios closer to 100% of homes listed 
and sold, meaning they should get the true market value for each home they have listed. 

3)    What is your best marketing plan or strategy for my needs? 
 As a buyer, you should ask the agent: 

 • How will you search for my new home? 
 • How many homes will I likely see before I find a home I want to buy? 
 • Will I be competing against other buyers? 
 • How do you handle multiple offers? 
 • Do you present offers yourself? 

 As a seller, you should ask the agent: 
 • Specifically, how will you sell my home? 
 • Why or why not is a direct mail campaign appropriate? 
 • Where and how often do you advertise? 
 • Will you show me a sample flyer? 
 • How do you market online?

4)    Will you provide references?
 Everybody has references. Even new agents have references from previous employers.  

• Ask to see references. 
• Ask if any of the individuals providing references are related to the agent. 
• Ask if you can call the references with additional questions.

5)    What are the top three characteristics that separate you from the competition?
 A seasoned agent won’t hesitate to answer this question and will be ready to explain why she or he is 

qualified for the job. Everyone has their own standards, but most consumers say they are looking for 
agents who are: 

• Honest and trustworthy 
• Assertive 
• Excellent negotiators 
• Available by phone or email 
• Good communicators 
• Able to maintain a good sense of humor under trying circumstances

6)  May I review documents beforehand that I will be asked to sign?
 A real estate agent should make forms available to you for review before you are required to sign them. 

If possible, ask for these documents upfront.

 As a buyer, ask for copies of the following: 
• Buyer’s Broker Agreement (is it exclusive or non-exclusive?) 
• Agency Disclosures 
• Purchase Agreement 
• Buyer Disclosures

 As a seller, ask to see: 
• Agency Disclosure 
• Listing Agreement 
• Seller Disclosures

7) How will you help me find other professionals?
 Let the real estate agent explain to you who they work with and why they chose these professionals. 

Your agent should be able to supply you with a written list of referral vendors such as mortgage lenders, 
home inspectors and title companies. Ask for an explanation if you see the term “affiliated” because it 
could mean that the agent and mortgage lender are receiving compensation from one or all of vendors, 
and you could be paying a premium for the service.

8)  How much do you charge?
 All real estate fees are negotiable. Typically, real estate agents charge from 1% - 4% to represent one 

side of a transaction: a seller or a buyer. In Washington, it is typical that the seller pays the buyer’s 
agent’s commission. 

9)  What are the terms of this agreement?
 If you sign a listing or buying agreement with an agent and later find that you are unhappy with the 

arrangement, will the agent let you cancel? Will the agent stand behind their service to you? What is 
their company’s policy about canceled agreements? Has anyone ever canceled an agreement before?

10) Where else can I look to verify your performance and success?
 Before interviewing an agent, check their reviews on the Internet. Look at their website and read 

their blog if they have one. If they do not have an Internet presence, you want to keep looking. It is 
recommended to work with an agent online listings and information. This helps to verify referrals, 
legitimacy and experience. 


