
A Seller’s Guide

How to 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. 

Remember, agents are interviewing for a job with you. Even if they’re your 
friends, going through these questions with them will help ensure you remain 
friends after the transaction. Because if they don’t know your expectations, 
they can’t meet your expectations.
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Get to
know them.

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? Make them prove themselves.

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

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

How do you price a home?
You should be able to tell immediately if an agent is lazy if they start 
to price your home by exclusively using a “price per square foot” 
approach. That’s like pricing a car’s value by the pound. 

Every property is unique and your home should be valued based 
on its uniqueness, in addition to its size and location. It’s not a good 
strategy to only use sold comps in pricing your home. That’s like 
driving down the road while looking through the rear-view mirror. 
You need to consider the current active listings and price your 
home to be competitive with other active listings.

Do you provide a written marketing strategy? How will 
that strategy get traffic to my home?

(From day one there should be a game plan, preferably in writing. 
That game plan should be clear about how the agent will promote 
your property to qualified buyers.)



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 not skilled marketers. It is important they have 
a specialist supporting the marketing of your house. Next, 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 seller 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 to the efforts on the sale of my home when 
you are working with other clients, go on vacation, get 
sick, etc.?

This is obviously a hard question for them to answer. But if  
you’re going to entrust this important decision to them, they’d 
better have a plan. 
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Learn about  
their process.
Do you have service / pricing options so I 
can pick the best plan for me?

Here’s why this is so important: When you have a 
choice, you have the power to make the best decision 
for you. 

Fee for service companies (like Scout Realty) give 
customers control to decide what service plan best 
fits their home and needs.

How do you help me save money when 
selling my home?

Certain agents will be able to save you more money 
than others. Some will simply say, “Sorry, you have 
to pay 6% of your home’s value, my company won’t 
allow it, and there’s no getting around it.” But that’s 
not true. A great answer from an agent would be: 
“We don’t charge outrageous commissions. Instead, 
we charge a simple flat fee for service no matter the 
value of your home. The more valuable your home is, 
the more money you will save.

Do you charge up-front fees?
Most agents don’t. So beware if you interview an 
agent that claims it’s the norm.

What is your listing strategy to sell 
my home?

There are many different strategies that work. The 
important thing is that they have a strategy. You don’t 
want an agent that just wants the listing to have a 
sign in the yard to attract unrepresented buyers for 
themselves. YES—believe it or not this happens.

What can I expect in terms of regular 
communication, updates on the market, and 
updates on the sale of my home?

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

Will you have professional photos taken?
This is a MUST. No exceptions.

Do you attend the appraisal?
This is a MUST. You need your agent to represent 
you at the appraisal, to advocate on your behalf, and 
justify the contract price.

Do you use any technology to make my 
transaction easier or more efficient?

At the very least they should be using a transaction 
management software, which has capabilities to 
digitally sign documents.
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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 being 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 generally 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. 

What makes you a great negotiator? 
Most agents have never taken a negotiation class. 
Unfortunately it’s not a prerequisite 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.

How many houses did you sell last year? Can 
you send me a breakdown of the address, 
price, sales, days on market, and date sold?

If they have been in the business for over 1 year, they 
need to be selling a minimum of 12 homes, preferably 
24-36 homes per year. The agent needs to be selling
enough homes to be up to date on the changes in the
market. If they aren’t selling enough homes, then they
aren’t getting enough transactions to be proficient as a
real estate agent. Tip: if you want to call for references,
then ask for names and numbers here.

What is the cheapest home you sold last year?
From the agent’s previous year’s sales report, look 
at the cheapest house the agent sold last year. If the 
cheapest house the agent sold last year was $200,000 
they probably received 3% commission, which would 
be $6,000. If your house is worth $400,000 (and 
therefore commission to them would be $12,000)  then 
ask the agent to explain what you get in return for the 
extra fees. Your other option is to hire a company that 
offers a fair flat fee for service no matter the value of 
your home.

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. If they 
have failed to do their job, the agent should not hold 
you to a listing agreement. This should be the standard 
for all agents, but it’s not.
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Ask final  
questions.
If my listing attracts an unrepresented buyer who 
wants to buy my house, will you represent them on the 
purchase?

If their answer is yes, then ask “do you not think that would be a 
conflict of interest?” You need to make sure that the agent keeps 
your priorities at the forefront of the transaction. There is risk for the 
agent no longer keeping your best interests in mind when an agent 
begins to represent both parties. 

What communication and followup systems do you 
have in place to stay in touch and sell my house to all 
interested parties after the initial point of contact?

Just because someone toured the house and didn’t make an offer 
doesn’t mean the work is done. Your agent shouldn’t give up—they 
should have a follow up system in place with prospective buyers. 
Keep in mind, the listing agent most likely was not at the showing to 
SELL the house. The agent’s opportunity to SELL the house comes 
in the followup after the house gets shown, as well as during open 
houses. They need to be able to get to the core reasons the buyer 
has failed to make an offer—and, if possible, give clarity or remove 
their objections. Also, they need to have a system to communicate 
price reductions to past visitors. 

Do you have a call center to schedule showings?
Your agent needs to use a call center to set up showings. If they are 
the single point of contact to schedule showings, then they may be 
with other clients or in a meeting when showing requests come in. 
Also, call centers do a great job of getting feedback and compiling 
data. Feedback and data are essential to making the necessary 
adjustment to your listing.

What services differentiate your brokerage from other 
companies? What will your brokerage do that directly 
impacts the sale of my house?

The agent should not just rely on their own ability but also on the 
strength of their company’s services. Find out what the company 
will do for you that will directly improve the sales prospects of  
your home.
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Now that you know, 
interview us!
We’re ready for all your questions.

Let us guide you on your selling journey. We have the best 

real estate professionals whose number one job is to be your 

personal advocate throughout the entire selling process.

Contact us today. We’ll show you how 

stress-free the home selling can be!

615.868.9000 | office@scoutrealty.com


