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Buying or selling a home is usually the largest, most compli-
cated financial transaction any of us will ever make, so se-

lecting the right real estate professional to assist you is critical.
Not all real estate agents are the same and in a very competitive
industry with so many choices available to consumers. How do
you find the best agent for you?

A good place to start is by interviewing a number of real es-
tate professionals, much as you would interview potential em-
ployees for a job opening, before making your final decision. By
opening up a good dialogue, you can begin to determine what
specific services the agent will provide for their fees, their profes-
sional knowledge and expertise and whether there is a good rap-
port between the two of you.

There are a number of variables in selecting the right agent
to sell your home. The resources and stability of the company, a
sales associate’s experience and market knowledge, his or her
success rate and professionalism will all have a significant impact
on the decision-making process. 

There are several critical elements in selling your home; re-
ceiving the highest price with acceptable terms and managing
your legal risk. You want to determine that your real estate agent
has strategies for these in place when representing you.

The following are some questions I’d recommend you ask
any real estate professional before hiring them to sell your home.

What exactly will you do to expose my house to the most
buyers? With the choice between a full-service brokerage and a
limited-service one, consumers need to understand there is a dif-
ference. The old saying goes, you get what you pay for. Ask the
sales associate for a specific marketing plan which should include
an action plan calendar, direct mail program, open houses, broker
networking, local media and internet exposure. The majority of

buyers in Lamorinda in today’s market come from out of the area.
What will the agent do to reach those buyers and what will they
expect you to do?  Beware of agents who think it is a good idea
to keep your listing “in-house”.  Remember, generally the more
people who see your home the higher the price you will receive

How exactly will the agent help you prepare your home for
sale?  It is very important to do some preparation before putting
your home on the market for buyers to see. A good agent will
take you through the process; they can recommend reliable and
reputable resources for repairs, inspections and staging.  Taking
the time to repair those deferred maintenance items, freshen up
your home and showcase it to its best advantage can bring you a
higher price in less time. 

How does the agent and their company assist in minimizing
the Sellers’ risk when selling their home?  We all know that Cal-
ifornia is a consumer protection state. This is an important but
frequently overlooked question. Sellers need to be sure when they
close the sale of their home that they are in compliance with all
local, state and federal requirements. An experienced, well in-
formed agent should be confident in answering this question.
They should have your protection “top of mind”.  It is important
to ask your agent what steps they plan to take to make sure you
are in compliance. A good agent will take the time to go through
the many disclosures and statutory obligations that government
agencies require. A note of caution, every year these requirements
change so be sure that the company you choose has a good legal
department with up to date information. 

What systems do you use to determine price? Pricing is the
critical element in any real estate sale. A good agent will use many
different criteria for pricing including comparable sales in the sur-
rounding geographical area, square footage, and amenities of the
home. Ask for sound recent data. 

Finally remember this person and their firm will be repre-
senting you and your home to buyers and  agents.  Is this agent
professional in their appearance and confident in his/her manner?
Is he/she an effective and articulate communicator?  What is the
quality of their marketing tools and web presence? Ask for and
follow up with the agent’s reference.  Trust your gut, you must
feel comfortable with this person because you are entrusting them
with one of your most precious assets …your home.

Essential Questions Every Home Seller Should Ask
Before Selecting a Real Estate Agent
Valerie Cook-Watkins
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professional remodeling & custom homes serving Moraga since 1966

925 country club drive t 925.376.3486 f 925.376.3503 www.canyonconstruction.com

C A N Y O N  C O N S T R U C T I O N

WINDOW WASHING  & 
RAINGUTTER CLEANING SERVICE

VOTED 
BEST IN LAMORINDA

(925)210-7400

• 15 Years Experience
• Insured

• Free Estimates
• Prompt Service
• Honest, Ouality Work

• Senior Discount
• Joseph Ryan / Owner

Get Clean.

Total Clean 376-1004

http://www.mvcremodeling.com
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Only 6 years old. 2198sf. Model perfect, Great
location, great schools. Kitchen has granite
counter tops, maple cabinets. Master bath with
tub/sep. shower. 4 BD, 2.5 BA plus office area.
All BD's/Office wired.

535 Gabriel Ct.
Walnut Creek

Offered at $899,900

Call : (925) 283-7000

PENDING IN 6 DAYS. IMPECCABLY MAINTAINED
4BD, 3BA HOME ON .78 ACRES W/VIEWS OF HILLS
& MORAGA C.C.! POOL, LEVEL LAWNS, NEWER
ROOF, CENT A/C & HEAT.  FAMILY ROOM ADJACENT
TO KITCHEN. 4TH BD W/FULL BATH USED AS OFFICE.

451 Fernwood Drive
Moraga

Offered at $1,999,000

Call : (925) 283-7000

Over 3 ACRES among lush, majestic oak trees and
Monterey pines on a private road. Panoramic views
of Mt. Diablo.  A Spanish “hacienda” with two cus-
tom, view homes. Horse property potential and
more.  For more information call 925-283-7000.

1480 Shulgin Road
Lafayette – Coming Soon

Offered at $3,000,000

Call : (925) 283-7000

Coming Soon! Mediterranean style craftsman
home in the desirable Glenview District. Over
2,500sf, 3bd, 3ba, gorgeous hardwood floors,
plus huge downstairs 2 office/den, 2car tan-
dem garage,. Open Father’s Day, 2-5pm.

1701 E. 38th Street
Oakland (Glenview District)

Offered at $839,500

Call : (925) 283-7000
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