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QUESTIONS TO ASK YOUR

REALTOR
In the event that you speak with another Agent before we meet again, 

here are a few interview questions to ask them.

 
	 1.	How	many	homes	does	your	office/team	sell	a	day?

	 2.	Do	you	have	a	staff	and	team?

	 3.	How	will	you	specifically	determine	the	price	for	my	property?

	 4.	Please	explain	how	you	legally	represent	me.	Single	Agency	or	Transaction	Brokerage?	
	 Can	you	explain	the	difference	to	me?
  
	 5.	What	happens	if	you	receive	multiple	offers?	How	do	you	handle	this?

	 6.	What	happens	if	you	get	multiple	offers	and	you	have	a	Buyer	also,	
	 who	do	you	represent	and	how?

	 7.	How	do	you	Pre-Qualify	Buyers	from	other	Agents?

	 8.	What	is	your	theory	on	escrow	deposits?	How	much	and	when?

	 9.	How	long	do	you	think	is	suitable	to	give	a	buyer	for	a	financial/loan	approval	period?

	 10.	Do	you		have	an	in-house	attorney	if	needed?

	 11.	Other	than	MLS	and	the	syndicated	feeds	that	come	from	the	MLS,	what	
	 specifically	do	you	do	to	attract	Buyers	for	my	home?
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?
QUESTIONS TO ASK YOUR

REALTOR
In the event that you speak with another Agent before we meet again, 

here are a few interview questions to ask them.
 
1. How many homes does your office/team sell a day?
10-30	homes	a	day.	Look	at	the	Hot	Sheet	in	your	Inbox.	
Remember,	the	seller	is	hiring	“US”	CENTURY	21	Beggins	Enterprises.

2. Do you have a staff and team?
Administrative	staff,	inputting	team,	marketing	team,	transaction	coordinators,	accounting	department,	coaching	
staff,	relocation,	etc...

3. How will you specifically determine the price for my property?
Other	Agents	will	push	a	button	on	the	MLS,	called	Cloud	CMA,	and	it	spits	out	a	30	page	report.	I	personally	review	
properties	that	match	our	criteria	and	look	closely	at	the	top	five	competitors,	five	most	recently	sold,	and	five	most	
recent	properties	rejected	by	the	market.

4. Please explain how you legally represent me. Single Agency or Transaction Brokerage? Can you explain the 
difference to me?
Transaction Broker: Provides	limited	representation,	limited	confidentiality.	When	customers	accept	the	Broker’s	
role	as	a	Transaction	Broker,	they	give	up	the	right	to	the	Broker’s	undivided	loyalty.	The	Broker	may	not	represent	
one	party	to	the	detriment	of	the	other.	
Single Agency: Establishes	a	fiduciary	relationship	which	legally	allows	the	Seller	as	principal	to	place	trust	and	
confidence	in	the	Broker	as	his	or	her	Agent.	Fiduciary	duties	owed	to	the	Seller	include	confidentiality,	obedience,	
loyalty	and	full	disclosure.	
 • Confidentiality: ANY	information	the	Agent	learns	about	the	Seller	cannot	be	revealed,	
	 EVEN	AFTER	the	relationship	ends.	
   • Obedience: Agent	must	obey	ALL	legal	instructions	of	the	Seller
 • Loyalty:	Agent	is	REQUIRED	to	act	in	the	best	interest	of	the	Seller	and	may	not	place	the	interests	of	
	 ANYONE	else	above	those	of	the	Seller.	The	Agent	MUST	attempt	to	obtain	the	HIGHEST	price	possible.	
 • Full Disclosure: Agent	is	REQUIRED	to	report	any	fact	or	event	rumor	that	may	affect	the	Seller’s	decisions.	

5. What happens if you receive multiple offers? How do you handle this?
	 •	I	go	into	“investigation	mode”	to	figure	out	who	is	the	strongest.	I	call	the	Lenders	that	offered	the	pre-
	 		qualification	letters	to	determine	how	qualified	each	Buyer	is.	
	 •	I	do	the	Net	figures	to	see	which	one	makes	the	most	sense.
	 •	I	call	the	other	Agent	and	see	if	I	can	nudge	them	up	a	little	bit	to	get	the	highest	and	best	offers	and	
	 present	them.	
**	Remember,	a	Transaction	Broker	cannot	work	to	the	detriment	of	any	party,	therefore	they	cannot	discuss	price/

offers.	Thus,	you	(Seller)	should	not	hire	someone	to	represent	you	as	a	Transaction	Broker**
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6. What happens if you get multiple offers and you have a Buyer also, who do you represent and how?
This	is	the	only	time	we	would	do	what’s	called	a	Transition	to	Transaction	Broker.

7. How do you Pre-Qualify Buyers from other Agents?
I	call	the	Buyer’s	Lender	directly	and	ask	how	strong	is	the	Approval.
	 •	What	kind	of	conversations	have	you	had	with	them?
	 •	Have	you	pulled	their	credit?
	 •	Have	you	seen	their	pay	stubs? 
	 •	Have	you	seen	their	tax	returns?
	 •	What	kind	of	program	are	you	putting	them	into?	FHA?	VA?	Conventional?
	 •	How	much	money	are	they	putting	down?
If	the	loan	officer	says,	“Well,	I	spoke	with	them	over	the	phone	for	five	minutes.	He	sounded	pretty	good”	Then	
they	don’t	have	a	lot	of	credibility	as	a	Buyer.	Thus,	if	the	loan	officer	cannot	answer	these	questions,	the	Buyer	is	
weak.	Why	would	I	ask	my	Seller	to	take	their	asset	off	the	market?	I’m	not	going	to	advise	my	Seller	to	accept	that	
weak	offer.	I	will	not	let	an	offer	come	through	without	vetting	it.	We	stand	up	for	our	Seller	at	the	highest	level	of	
representation.	

8. What is your theory on escrow deposits? How much and when?
We	want	to	see	the	Buyer	has	“skin	in	the	game”.	I	want	to	know	if	the	Buyer	REALLY	wants	your	house.	I	want	10%.	A	
$500	escrow	is	worthless.	Especially	when	I’ve	already	spoken	to	the	Buyer’s	Lender	and	they	are	in	a	20%	down	loan	
program	and	they	say	they	have	it...show	me!	If	you	don’t	want	to	show	me,	I	don’t	feel	comfortable	asking	my	Seller	
to	take	their	asset	off	the	market.	So,	I’ll	take	your	FIVE	GRAND	now,	and	after	the	10	day	inspection	period,	on	Day	11,	
give	me	the	rest	of	the	10%.	If	you’re	not	going	to	do	that,	I’m	not	going	to	recommend	my	Seller	take	your	offer.	

9. How long do you think is suitable to give a buyer for a financial/loan approval period?
30	days	is	standard	in	our	contract,	BUT	if	I	have	already	talked	to	the	Buyer’s	loan	officer	and	the	Buyer	is	solid,	I	
will	make	the	loan	approval	time-frame	10	days.	Loan	approval	should	be	able	to	be	done	in	10	days.	Not	necessarily	
“clear	to	close”	in	10	days,	but	I’m	going	to	remove	the	financing	contingency	in	10	days.	We	would	say	something	to	
the	Buyer	like,	“If	you	don’t	feel	strong	enough	to	have	a	conversation	with	your	Lender	to	feel	comfortable	that	you	
can	afford	to	buy	my	Seller’s	home,	I’m	not	going	to	wait	30	days.	I	am	not	removing	the	appraisal	contingency.	I	know	
it	still	has	to	appraise,	but	I	am	removing	your	ability	to	walk	away,	other	than	the	appraisal.	**of	course	this	works	in	
a	strong	market	where	you	have	low	inventory,	you	can	be	tough.	If	there	were	10	other	houses	like	this,	then	I’m	just	
glad	you	picked	mine.**

10. Do you  have an in-house attorney if needed?
We do

11. Other than MLS and the syndicated feeds that come from the MLS, what specifically do you do to attract Buyers 
for my home?
In	addition,	we	do	Social	Ad	Engine,	Ad	Fenix,	our	YouTube	channels,	great	photography,	geo-targeted	ads,	an	open	
house	and	push	it	live	on	social	media,	I	personally	knock	on	doors	in	the	neighborhood	to	let	them	know,	we	can	
target	the	I-75	corridor	we	can	target	Toronto,	etc...


