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Questions to Ask Before Hiring a Real Estate Professional 

When Selling Your Home: 
 
1. Are you (or your office) a member of the Multiple Listing Service (MLS) 

that covers the area in which my home is located? 
2. Can you also help me find a home to buy? 
3. Can you provide me with past client testimonials or contact 

information? 
4. Do you have a real estate blog? 
5. What is your average days on market? 
6. What is your average list to sales price ratio? 
7. Do you recommend I ask for a pre-approval before buyers come to 

look at my home? 
8. Do you have other trustworthy professionals that you can recommend 

to me? 
9. How often can I expect us to be in touch? 
10. What are your working hours? 
11. How can I be more competitive in the market? 
12. How long have you been in real estate? 
13. How many clients have you worked with this year? 
14. What tools do you have for sellers? 
15. What areas do you primarily work? 
16. Will you be showing my home or will your assistant? 
17. How do you negotiate deals? 
18. Do you attend the home inspection? 
19. Do you handle the inspection negotiations? 
20. Do you attend the walk through? 
21. Do you attend the closing? 
22. How do you feel about dual agency? 
23. What qualities differentiate you from other Real Estate Professionals? 
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Why Might You Want to Ask These Questions: 
 

1. Are you (or your office) a member of the Multiple Listing Service (MLS) 
that covers the area in which my home is located? 

a. An MLS is the database of homes that we professionals use to 
market and find homes for our clients and get more information. 
An MLS is up-to-date and accurate and contains much more 
information than sites like Zillow, Realtor.com, Redfin, etc…  Each 
MLS is typically grouped by region. For example, HGAR MLS is 
the primary MLS in the Bronx and Westchester areas, but it has 
relatively few homes listed in Queens, Long Island, and Brooklyn 
compared to the LIBOR MLS (and vice versa). If you are looking 
to sell your home, it is helpful if your agent is a member of the 
primary MLS in your neighborhood to increase the chances of your 
home being sent to buyers and their agents that are most interested 
in your area.  

 
2. Can you also help me find a home to buy? 

a. A lot of times people looking to sell, need to buy their new home 
as well. If you need to coordinate your two transactions 
simultaneously, it is often easier to have a real estate professional 
who can represent you when you are both buying and selling. 
Sometimes, a person may be an expert in the area you are selling, 
but not work the area or areas in which you are looking to buy your 
home. They may also only be an MLS member in the area in which 
you are selling rather than buying (or vice versa).  

 
3. Can you provide me with past client testimonials or contact 

information? 
a. A good indicator of how someone will work with you is how they 

have worked with others in the past. Although clients who have had 
good experiences with us may not always leave a review, many 
clients do or they are open to a brief phone chat. This information 
can help you really filter out potential professionals to hire.  
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4. Do you have a real estate blog? 
a. You can review someone’s blog to determine, in part, their level of 

business activity (we typically promote the business we have) and 
how much expertise they demonstrate and share with the 
community.  

 
5. What is your average days on market? 

a. This is a good way to determine how long a real estate professional 
takes to put a home into contract. It should not be used as an end 
all be all measure, but it is helpful in determining how quickly 
someone may be able to secure a ready, willing, and able and have 
them go into contract on your home. This might be a priority when 
you are looking to sell quickly.   

 
6. What is your average list to sales price ratio? 

a. This can help determine if a real estate professional can read the 
market well and determine the best price to list your home at. You 
may want to be mindful of people that have list prices that are 
substantially higher than their final sales prices consistently. That 
may indicate someone is improperly judging the market and/or 
using a high price to secure a listing (since the seller is excited about 
the prospect of earning more money). Typically, overpriced homes 
spend more time on the market before selling than properly priced 
ones as well as receiving less offers that often have undesirable 
terms. 

 
7. Do you recommend I ask for a pre-approval before buyers come to 

look at my home? 
a. If you are working to sell your home, you want to give access to as 

many buyers as possible as soon as you enter the market. Given 
how competitive the market overall and certain homes can be in 
particular, a good real estate professional knows that you need many 
showings in order to gain several competitive offers. Many times, 
you will want to extend the opportunity to buyers without a current 
pre-approval to view your home in order to get them excited about 
it and motivated to be pre-approved. If your showing schedule is 
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very limited, you may want to give people without a current pre-
approval the opportunity to view your home during an open house 
hosted by your real estate professional. Although this can be a point 
of a contention, a good professional should advise you honestly 
regarding what you need to be successful.  

 
8. Do you have other trustworthy professionals that you can recommend 

to me? 
a. Selling a home is a massive project and it requires many moving 

parts working together in unison. You are free to hire whomever 
you like to work with you; however, it is good to know if an agent 
has a network of professionals that can help you throughout the 
process, including attorneys, contractors, home stagers, 
photographers, inspectors, lenders, etc… 

 
9. How often can I expect us to be in touch? 

a. Communication is key. You and your agent should set a clear 
communication schedule. It is necessary for both when you 
scheduling showings for your home and once you are in a 
transaction.  

 
10. What are your working hours? 

a. This both ties into communication and into your availability. For 
communication, your agent may have a specific start and end time 
for their working day and days off. This is good to know in the 
beginning so you can understand why they may not have gotten 
back to you right away regarding a certain matter. In terms of 
availability, if you are only available on weekends and the agent is 
off weekends, that is probably not a good fit. 

 
11. How can I be more competitive in the market? 

a. From home staging to pricing to showing availability, there are 
plenty of items that you real estate professional can review with 
you to help make your home more competitive in the marketplace. 
They should be able to explain the different options available to 
you and how best to implement them. 
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12. How long have you been in real estate? 

a. This is a good way to know someone’s level of experience. You may 
also want to ask about their experience regarding a market that your 
home may fall into, such as short sales, luxury homes, renovated 
homes, etc… 

 
13. How many clients have you worked with this year? 

a. This is a good way to help determine someone’s level of activity.  
 
14. What tools do you have for sellers? 

a. This goes back again to what type of value we can add to you during 
the process. A real estate professional should be able to clearly 
articulate what tools they have to assist you throughout a 
transaction. 

 
15. What areas do you primarily work? 

a. You want someone who is familiar with the neighborhood in which 
you are selling your home. Different areas can be very unique, so 
you want someone who is aware of the quirks during the home 
selling process that may arise in your community.  

 
16. Will you be showing my home or will your assistant? 

a. Given how many opinions buyers often express and questions they 
have while viewing homes, many people prefer that their real estate 
professional be present at showings to receive feedback and answer 
questions. You should know what to expect in the beginning to 
make sure it matches what you are looking for during your home 
selling process.  

 
17. How do you negotiate deals? 

a. Negotiation on your behalf is a key part of our jobs. This is a more 
of an open-ended question, but it can give you a sense of what items 
we will negotiate ourselves for you and what information we use to 
help make the best case possible for you.  

 



Justin R. Simmons 
Licensed NYS and CT Real Estate Salesperson 

917-254-2103 
jrshomesdkc@gmail.com 

DKC Realty Group 
1738 Wallace Avenue, Bronx, NY 10462 

Office: 718-676-1371 

18. Do you attend the home inspection? 
a. Inspectors assess the home to see if there are any systems of the 

house that require repair or replacement in the near future. They 
also point out health and safety issues. Typically, people want to 
discuss items that come up with their real estate professional while 
at the inspection and then review the inspection report with them 
afterward. Being at the inspection, makes it easier for us to 
intelligently discuss the items from the inspection and negotiate on 
your behalf. We can also see if there are potential financing issues 
that may arise due to certain issues in the homes and game plan 
ahead for them before you are locked into a contract. 

 
19. Do you handle the inspection negotiations? 

a. Sellers often have their agent handle negotiations with the buyer’s 
agent and then have the agreed upon fixes added to the contract as 
a rider by the attorney. Typically, sellers and their agents prefer it 
this way since they like to have the inspection items all negotiated 
before the contracts are ordered. Ordering a contract is often an 
expense to you as a seller. You often do not want to risk ordering 
contracts and then not being able to move forward with actual 
getting it signed based off the inspection. Some agents may defer to 
an attorney to handle inspection negotiations, but your attorney 
typically negotiates the items after you order a contract. 

 
20. Do you attend the walk through? 

a. At the final walkthrough, buyers want to make sure that no new 
issues have arisen in the home since the inspection. They also want 
to verify that any repairs you agreed to make were done and done 
correctly. Your real estate professional should attend the 
walkthrough with a list of agreed upon repairs as well as the terms 
of the sale (e.g., An empty, broom-swept home) to make sure 
everything is proceeding as it should. If issues come up, your agent 
and your attorney can then negotiate with the buyer’s side regarding 
these issues.  
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21. Do you attend the closing? 
a. Matters that need to be resolved can still come up at the closing; it 

is beneficial to have all your representation there when they do. 
Also, you just accomplished a major goal, so it’s nice to have the 
people there that helped you along the way.  

 
22. How do you feel about dual agency? 

a. During your meeting, you should be presented with an NYS agency 
disclosure form that details the types of relationships you can create 
with a real estate professional and what rights and obligations flow 
from each type of relationship. Dual agency occurs when a real 
estate brokerage (not necessarily the same person, but always the 
same company) represents both the seller and the buyer in a 
transaction. The seller and buyer have to agree to this in writing. It 
is important to know how your agent may handle such an 
interaction, what rights and obligations they will have to each client 
in a dual agency situation, and when they plan to inform of you a 
potential dual agency situation.  

 
23. What qualities differentiate you from other Real Estate Professionals? 

a. We should be able to clearly articulate our value to you. This also 
speaks to our ability to make persuasive points, which we do need 
to make frequently when negotiating on your behalf.  

 
 


