Question 6.  What kind of traffic

do these websites generate?

What good is it to list your home online if
nobody can find it? Websites that do not
generate traffic are useless to your
marketing scheme. Make sure your agent is
using websites with high search engine
rankings and steady traffic.

Question 7. Do you write a blog?

Blogs are a great way to drive traffic to a
website. If an agent can create a loyal
following of readers, they will serve as an
immediate pool of potential buyers and word
of mouth marketers for your home.

Question 8.  What'’s your strategy

with social media?

By using social media sites like Twitter and
Facebook, your agent builds an instantly
accessible group of potential buyers. Social
networking is a big part of many people’s
lives. Most use these sites daily to connect
with friends, family, and business partners.
This network of friends has the potential to
spread interest in your listing faster than
any other medium. If even one friend passes
the listing information on to his network of
friends, your home’s exposure automatically
doubles.

If an agency has recently sold homes in your
neighborhood, their specialized knowledge
will help in pricing and marketing your
home competitively.

Question 10. Do I have the

freedom to cancel my listing if 1
am dissatisfied with your
services?

Most listing agreements are written to
protect agents, but offer you very little
security. If your agent is secure in the value
of his services, he should be willing to
amend the language of his contract, giving
you freedom to cancel the listing early
should he fail to fulfill his commitments by a
certain date.
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10 Questions to Ask When Choosing an Agent

hen selling your home, partnering

with the right listing agent is

paramount to your success. But
finding the right agent isn’t always easy. Many
agents market themselves as “the best,” yet lack
the experience and proven sales to back up their
claims.

Real estate sales, like most industries, falls under
the 80/20 rule. Typically, 20 percent (or less) of
the agents sell 80 percent (or more) of the
homes. By interviewing agents using the
following criteria, you’ll uncover members of the
20 percent group, and be on your way to a quick
and profitable sale.

Question 1.  What sets you apart
from other agents? Why should I
list my home with you?

Does an agent employ unique seller
programs that make the process easier

on you? Does he offer innovative

marketing strategies that other agents
do not? If an agent cannot differentiate
himself from the competition, how can
you believe he’ll be able to set your
home apart?

Question 2.  How many homes

have you sold?

This question goes a long way in
establishing experience. Studies show
that an agent’s level of experience is
directly related to the number of homes
he/she has sold. It’s experience that will
guide him in choosing the right sales
price, marketing your home effectively,
and navigating the sales process to a
smooth closing.

Ask him for a report showing houses he
has listed in the last year, their original
asking price, time on market, and the
final sales price.

Question 3.  How do you plan

to market my home?

A competitive marketing strategy is
essential in the sale of your home. An
agent should employ a variety of
methods to attract the greatest number
of buyers to your home. Relying solely
on print media is no longer an effective

marketing approach as studies reveal
that nearly 90 percent of buyers begin
their home search online. That said, an
agent would be remiss to ignore
traditional advertising and flyer
distribution. An ideal balance would be
70 percent internet marketing and 30
percent print media, flyers and mail
campaigns.

Question 4. Do you have your

own website?

With most buyers turning to the internet
to launch their house hunt, an agent’s
website is increasingly important. Not
only should an agent have one, but it
should receive strong and consistent
traffic. In 2007, most agents reported a
meager 4 inquiries through their
website, accounting for only 3 percent of
their business.

Question 5.  What websites will

you post my home on?

Limiting online exposure is detrimental
to your success. Agents should reach
beyond their own website and list your
home on a variety of high performing
real estate sites. By casting a broad net,
they’ll bring more potential buyers your
way.
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