
10 questions to ask a real estate broker

1 - What makes you different from others? Why should I list my property with you? 

The real estate market is tougher than it was a decade ago. What marketing programs has the broker developed to ensure that your home stands out from other similar 

homes? What does this agent offer that others do not, to help you sell your home as quickly as possible, with the least amount of hassle and the most money?

2 - How is your firm’s track record and reputation perceived in the marketplace?

Everywhere you look, it seems that brokers pride themselves on being at the front of the pack in everything they do, including the number of homes they have sold. Like most 

homeowners, you’ve probably become deaf to all this information. «After all,» you may think, «what does it matter to me if one broker has sold more homes than another. 

The only thing that matters to me is whether my house will sell for the best price.»

It is precisely because you want to see your home sold quickly and at the best price that you should ask the brokers you interview how many homes they have sold. You’ll 

agree that success in real estate means selling properties. If one broker sells many homes and another sells fewer, ask yourself, «What makes these two brokers different?» 

3 - What are you considering as a marketing strategy for my home? 

Compared to other representatives, how much does the broker invest in advertising the listed properties? In what media does the broker purchase advertising (newspapers, 

Internet, virtual tours, hotlines, etc.)? Is the broker able to compare the effectiveness of the various media?

4 - What properties has your company sold in my area?

Brokers should provide you with a comprehensive list of their sales and comparable sales in your area.

5 - Do you control your advertising or does your brokerage firm? 

If advertising is beyond the control of the broker (if the broker does not have a monopoly on its own advertising), it follows that your property will be in competition with not 

only that broker’s other listings, but those of all other brokers in the brokerage.

6 - On average, during a sale, what is the difference between the asking price and the price received? 

This information is available from your local real estate board. Is this broker’s performance higher or lower than the average of the Board? The result will serve as a 

barometer to predict the order of magnitude of the price you will get for your property. 

7 - On average, how long does it take to sell one of your listings? 

This information is also available from the Real Estate Board. Does the broker sell faster or slower than the average member of the Board? The answer to this question will 

tell you how long it takes to sell your home.

It’s important to choose wisely the broker who will handle what is likely the most important financial

investment of your life.
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8 - How many buyers are on your list? 

Obviously, the more buyers your broker is in contact with, the better your chances of having your home sell quickly. In addition, the higher the number of buyers, the 

higher the price, because the broker can set up an auction environment where several buyers are bidding on your home simultaneously. Ask the broker to describe their 

procedure for attracting buyers.

9 - Can you provide me with a list of clients to contact?

Ask to see this list and do a random check of some of these people. 

10 - Do you have a performance guarantee? 

Most real estate brokers want a long-term contract in order to recoup their investment of time and money in selling your home. This is normal, but does the broker offer you 

a guarantee?  What happens if the plan is not carried out as promised? Ask your broker for a copy of this plan.

It’s important to choose wisely the broker who will handle what is likely the most important financial

investment of your life.

This report is courtesy of the Bardagi Team. For more information please contact us.
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