How 1o interview
a real estate agent

There are a lot of real estate agents to choose from these days—from
your friend who just took their two week licensing course to the people
on the billboards, it's incredibly tough to find the perfect fit for your needs
and the best qualified for the job. The solution? Interviewing agents. Yes,
even your friend!

This guide helps you through the process of interviewing agents.
Sometimes, you don’t know what you don’t know. But after asking an agent
these questions, you'll have a much better idea of whether they’re right for
the job.

We believe agents are technically interviewing for a job with you, the soon
to be homeowner. So be sure to vet them before hiring them—because if
they don’t know your expectations, they can’t meet your expectations.
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What differentiates you from other Realtors?

They should be able to tell the unique benefits of working with
them. How will they save you money? What tools do they have in
their belt to sell your home faster?

Do you have a buyer process that you follow to ensure
I have a smooth, predictable experience?

Ask to see the agent’s buyer process. It should be a step-by-step
checklist from day 1to closing day.

This is important because you want to make sure the agent isn’t
just winging it and trying to keep up with all the details of the
transaction from memory. Because that's exactly how critical
paperwork deadlines get missed, which can lose you the house
you wanted.

What is your process for helping me decide whether a

house is right for me?

You don’t want to be sold by an agent. High pressure tactics aren’t
just frustrating. They also lead you to a decision that wasn’t the
best for you.

A great agent will spend the time to educate you so you can make
your best decision with confidence. Really great agents may even
have a specific process they follow to compile the most important
information to make a decision of whether or not to move forward
on purchasing the home.
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Ask about
their people.

How many current clients do you have?
It is important they have enough clients they are working with to
know the current market. But, if they have too many clients they

may not have enough time to give you their full attention. It is
recommended they are working with 10-24 clients at a time.

How do you balance all those clients?

If they have a decent sized client base and do not have a team
supporting them, watch out. The agent may lack the time to give
you the level of attention you need.

Are they
supported?

Do you have a team who supports you?

Many times agents won't hire a team because they want to save
as much money as possible and not pay for the support necessary
to give their clients the highest level of service. Your experience
suffers as a result.

What are their roles?

Most agents are very social and personable, which means they
could have a weakness for the details. It is best if they have a
transaction coordinator to handle the details, paperwork,
scheduling, and managing the buyer process. This is crucial
because otherwise they risk missing important deadlines—which
happens much more often than you think and can lead to deals

falling through.

If you don’t have a team supporting you, what
happens when you are working with other clients, go
on vacation, get sick, etc. and | need to move forward
in buying a home?

This is obviously a hard question for them to answer. But if you're

going to entrust this important decision to your agent, they need to
have a backup plan to make sure you don’t lose the perfect house.
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Do you use any technology to make my

Le a r n a b O Ut transaction easier or more efficient?

At the very least they should be using a transaction
management software, which has capabilities to

their process.

How do you ensure that | see every
available house on the market, and I'm also

communication, updates on the market,
and new listings that enter the market?

It is recommended that you have a scheduled weekly
status call with your agent. This call should give you
insight on any changes to active listings that are your
competition, any new listings that have entered the
market, and the strategy for the upcoming week.

When | want to see a house, how long do |
have to wait for you to let me in the home?

When the market is hot and homes are selling fast,
you need access to homes immediately to be able
to make decisions. The last thing you want is to wait
for an agent’s schedule to open up when a hot new
house just came on the market. Anyone can unlock a
door. You just need access.

This problem can be easily solved if your agent has
a team. Problem is, most agents work alone. Beware
of an agent who makes a habit of saying, “Sorry, the
seller can’t show the home.” It may be more of an
issue of your agent not being available.

Do you charge up-front fees?

Most agents don’t. So beware if you interview an
agent that claims it’s the norm.
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You should be set up on an auto-notification email or
through an application. These notifications should be
directly from the MLS and they should be either daily
or instantly—your preference depending how serious
you are about buying.

[t is not a good idea to use websites or applications
that are from a 3rd party provider like Zillow, Trulia,
Redfin, or even the agent's company website or
app—because they’re second-hand and often days
or weeks behind. You want a direct link to the MLS
so the information is accurate, real-time, and hits your
inbox the moment it comes available.

How do you go about finding
off-the-market opportunities?

There are big advantages to finding a home that has
yetto be listed. You are more likely to get a better deal
and be able to make an offer without the pressure of
other competing offers.

There are a number of ways to identify potential off-
the-market opportunities such as: direct mail, calling
old withdrawn and expired listings, pulling sales from
years back and reaching out to the buyers agent to
see if their clients would have interest in selling, and
lastly “coming soon” listings from the realtors network.
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What is their
experience?

Are you a full time Real Estate Agent?

It is important to use an agent who is fully committed
to be an expert at their profession. The more time they
spend doing this, the better they’re going to be. This
is a big financial decision, and you don’t want to hire
an agent who prioritizes their day job over being your
agent.

How long have you been in real estate?

You want an agent with at least 3 years of experience—
the more experience, the better. Otherwise they're less
likely to know the local market, understand nuances of
negotiations strategies, be able to effectively evaluate
a home’s value, or know how to measure and respond
to the demand in a buyer and sellers market. About
90% of all agents quit by the end of their 3rd year.

How many houses did you help
people buy last year?

Ask for the agent to show you their sales report. This
sales report will give you a list of past clients who you
can use to randomly select as references. Don't let the
agent hand pick their favorite clients.

What makes you a great negotiator?

Most agents have never taken a negotiation class.
Unfortunately it's not a prerequisite training to be able
to represent clients. Beware of the agent that tries
to be overly strong and says they will “fight for you.”
More deals get done out of cooperation and win-win
dealings than through contention and trying to beat
the other side.

Do you have any sort of customer guarantee
for if things don’t go well?

If the agent doesn’t perform how they said they would
perform, or if their behavior is not how you would want
to be represented, then you will be protected as long
as you've agreed to a “cancel at anytime” policy. The
agent should not hold you to a buyer’s representation
agreement if they have failed to do their job. This
should be the standard for all agents, but it's not.
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Now that you know,
interview us!

Let us guide you on your buying journey. We have the best
real estate professionals whose number one job is to be your
personal advocate throughout the entire buying process.

Contact us today. We'll show you how
stress-free the home buying can be!
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