Listing Agent Due Diligence

It is imperative that you conduct due diligence on any real estate agent you are considering
hiring. You simply must have an objective way to determine if the person you are getting ready
to employ is honest, ethical, and competent. You cannot depend on referrals or reviews, and you
certainly should not just take an agent's word for it. Fortunately, when agents engage in real
estate transactions they leave clues. This report will show you how to use those clues to tell you
everything you need to know about them.
This quick, easy, step-by-step procedure shows you how to conduct due diligence on a real estate
agent you are considering hiring to sell your home. This procedure must be used BEFORE you
settle on an agent and sign a contract.
Where do you begin? Just have the agent answer the 7 questions below. You can request they
answer these questions in person, by phone or by email.
.
1. What is your full name?
2. What is your DRE license number? (also called a BRE license number in some states)
3. What is your company's name?
4. What is your company's city?
5. How many years have you been an agent?
6. How many homes have you sold in the last 12 months?
7. What are the addresses of the last 3 homes you sold?
Agents will happily volunteer this information to you. (If they refuse, run like hell.) That is all there
is to it. It is what you do with this information that is key.
By requesting this information, you have actually done two things: you have obtained objective
information you can use to evaluate their past performance AND you have also set a trap.
The one thing you really want to do is to see if a real estate agent will lie to you. Why would they
lie? To make you think they are something they are not. For me, a real estate agent that lies will
never get a chance to work for me, nor should they get a chance to work for you. So, let's begin.
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Step 1:
The first thing you will do when they answer the questions is to do a background check on the agent
using their DRE number. Their DRE number (which stands for Department of Real Estate), is a
unique number every active agent must have in order to practice real estate in your state. You will
want to go your state's DRE website. You can easily find this by searching (e.g., "Texas + DRE").
When you get to the DRE website, there will be a Consumer section that lets you verify a license. Go
to that page, enter the DRE number and search. Here is what comes back in the State of California:

Is their license active?

How long have they practiced?

Where is their office?

Have they been disciplined?

Here you can see all kinds of useful information. For instance...
•
•
•
•

Is their license active? You want to work with an active agent.
How long have they been doing real estate? Compare this to the answer they gave you in
question 5 above. Some agents may lie to make you think they have been doing it longer than
they have.
Where is their office? Is it where they said it was from question 4 above? Some agents may
lie to make you think they are "local" agents, when in fact they are from far away.
Do they have any disciplinary actions registered against them? This could happen if there
was a complaint filed against them from a previous client.
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Step 2:
The second thing you will do is go to the website Redfin. Today, Redfin is, hands down, the best
website for doing objective research, especially on agents. To get the information you want, you will
have to register at Redfin, but do not worry, it is free and only takes a minute.
After you log onto Redfin, simply enter the address, of one of the properties that the agent submitted
in question 7 above, into the search box a click Enter. When the information for that property
appears, scroll down a little way until you come to the section that says "Listing provided courtesy
of."

Is this the agent?

Did the agent really sell that home, or did some other agent? Make sure they really sold the homes
they claimed they did.
Now, scroll down a little more to the section that says "Property History Records."
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Does the date make sense?

What does the
transaction look like?

The first question you want to ask yourself in this section is, does the closing date make sense? In
question 6 above, you asked the agent how many homes they sold in the last 12 months.
Suppose they responded with the number 12. If that is the case, and they sold 12 homes in the last 12
months, you would expect to see one home sold, on average, every month or so. If this is their most
recent home sold, you would expect the closing date to be with in the last month or two. If the
closing date is from 9 months ago or 12 months ago, then you know there is no way they sold 12
homes in the last 12 months. Once again you would have caught them in a lie trying to convince you
they were more productive than they actually were.
Next you want to look at the overall transaction. Was it a quick sale for more than the asking price,
or did it take months and months with many price reductions? As you can see from above, starting at
the bottom, the home was first listed for $749,990 on Aug 24, 2013. Then, after 6 price reductions
and almost 7 months, the home finally sold on Mar 7, 2014. You have to ask yourself, is this the kind
of real estate agent you want representing you? One that takes 7 months and $50,000 in price
reductions to sell your home? (NOTE: this is not a transaction of the agent shown above.)
Finally, scroll back up to the top. Click through the photos of the home and read the home's
description. Are the photos enticing and beautiful? Do they make you want to see the home? How is
the description? Does it make you want to see the home? This is the kind of presentation you can
expect when you hire this agent. If it gets you excited about the home, they maybe a good agent. If
not, maybe you want to look elsewhere. Repeat step 2 for all three addresses.
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Step 3:
For all the agents who have made it through the first two steps, the last step is to ask them a series of
interview questions. You can find a list of 30 listing agent interview questions at
ReaListing.com/resources.

Should you ask all of the questions? Probably not. Ultimately you should only ask those
questions you feel are necessary to make you feel good about your choice of agent. Five to six
questions should be sufficient, but if you feel the need to ask more, by all means do so. The
choice of real estate agent is a multi-thousand dollar decision and you should not feel as though
you are offending the agent by asking a list of questions. Any agent that is insulted or put off by
answering questions about their services should certainly not get the opportunity to list your
home. After all, it is a job interview.
There you have it. A simple, three-step approach to conducting due diligence on a real estate agent.
Do not be afraid to ask these question before choosing a listing agent. You will be glad you did.
Here is to intelligent home selling.
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