
 
 

What sellers want from their Listing agent 
From a National Association of Realtors Survey 

 
People find their selling agent three ways: 

• By Referral (Probably over 60%)  
• Through chance meetings (Probably 20%) 
• Via internet (Google, Zillow, Realtor, Trulia) (Probably 20%)  

 
People choose their selling agents for four primary reasons 

• Reputation 
1. Good reputation with strong client testimonials. 
2. Highly honest and ethical 
3. Other agents enjoy working with us. 
4. Good sales track record. 
5. Friends and neighbors liked them and their work. 

• Experience 
1. Show confidence.  Seem to know what they are doing. 
2. Can clearly describe how they will market and sell your home. 
3. Has a good knowledge of the real estate process. 
4. Active work on finding buyers every day. 
5. Have sold homes like yours? 
6. Have sold homes in your neighborhood. 
7. Have current listings. 
8. What experience do you have with REO’s and Short Sales 

• Knowledge 
1. Local Market  
2. Neighborhoods 
3. Current pricing trends and market growth. 
4. How to price your house to sell quickly at its highest potential fair market value. 
5. The administrative process and how to keep clients clear of law suites 
6. Effective real estate marketing market and find a buyer 
7. Good timely communications with regular feedback 

• Likeability 
1. Is the agent likeable? 
2. Do you feel good about working with them? 
3. Do you feel you can trust them? 

 
What sellers say want their agent to do for them: 

1. Help pricing their home competitively 
2. Help selling the home in a specific timeframe 
3. Help finding a buyer for their home 
4. Help marketing their home 
5. Recommend ways to fix up their home so it will sell for top dollar 
6. Help with negotiation 
!" Help with paperwork, inspections and#$%&&'%(%)&"#


