Last week, I wrote about what Many, I suspect are friends and fam-
ily — every agent’s #1 competitor.
In some cases, the seller had al-

skills and knowledge you should
expect your real estate agent to pos-
sess. This week, with the

shift to a buyer’s market, I REAL ESTATE
want to write about the
importance of selecting the
right listing agent.

You will want to know
their level of experience,
competence and success in
selling homes similar to
your own, hopefully within
your city or neighborhood.

Like you, I monitor the
real estate activity where I
live. The best way to do
that is to ask an MLS member like
my broker associates or me to set up
a “neighborhood alert,” whereby
you receive an automated email
from the MLS whenever a home in
your area is either coming soon,
newly active, price reduced, newly
under contract, newly sold, or even
newly withdrawn or expired without
selling. If you’ll send an email to
info@GoldenRealEstate.com, I will
make sure the most appropriate bro-
ker associate (or me) responds to set
up an alert like that for you.

In my own neighborhood, I'm
always astonished how many homes
are listed by agents I’ve never heard
of. As I write, there are 36 active or
coming soon listings within 2 miles
of my home, represented by 33 dif-
ferent agents from 27 different bro-
kerages. No agent has more than
two listings. And despite practicing
real estate here for 22 years, I only
recognize the names of 10 of them.

This is typical of every city.
Where did the sellers find all those
different agents to list their homes?
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Kim Taylor’s New Listing in Cedaredge

What an ideal location for your new home!
This oasis at 24051 Parkwood Lane sits on

2.29 acres at the end of the road, adjacent to |

farmland, with great views of the San Juan
Mountains and the Grand Mesa — and it is just
minutes from downtown Cedaredge. The 2,352-
sq.-ft. home with 3 bedrooms, 3 baths, an addi-
tional den/office, attached 2-car garage and
beautiful wrap-around deck is just the begin-
ning! Outbuildings include a 60’x24’ metal

equipment and RV storage building, a 20°x10° workshop with 120 and 240 volt
electric, a 16’x10’ storage shed, a 24°x17’ tractor barn, a chicken coop, and a
fenced backyard for your pets. This home was strategically designed to take
advantage of passive solar with floor to ceiling windows across the south wall
of the living/dining area. A truly amazing place! Come take a look for yourself.
If you are new to Cedaredge, it is a very welcoming community with lots to do.
Check out Pioneer Town, the Grand Mesa Arts & Events Center and the Grand
Mesa itself, just 10-20 minutes up the road for outdoor recreation at its best. The
Gunnison River is just 15 minutes down the road for fishing and boating. All in
all, it’s a great place to live! You can find more details and lots of pictures at
www.CedaredgeHome.info, then call Kim Taylor at 303-304-6678 to request

a private showing.

your brochure box well stocked.
Every homeowner, it seems, gets
letters or finds a note taped to their
door from a broker claiming to have
a buyer for their home. That tactic
may earn him or her an interview,
but I’d bet dollars to donuts that the

that buyer found another home, but
I’'m sure I can find you another buy-
er if you list with me. Sign here.”

Let’s say, however, that you want
to interview listing agents and make
a rational hiring decision. Good
idea! Let me suggest some questions
you might want to ask, some of
which might not be obvious.

First,
choose the agents to interview. |
suggest basing your search on their
location and experience in your
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With the Market Shifting in Buyers’ Favor, Selecting the Right Listing Agent Is Key

may not be the best choice based on
that first criterion, but, with my ac-
cess to the MLS, I can identify the
best candidates for you to interview.

You can also do this on your own
by visiting www.Nestfully.com, the
consumer-facing website of Den-
ver’s MLS, where you can search
for active listings in your area. Click
on one or more of them to see how
well the listing agent described the
home on the MLS. Did they list all
the rooms, not just bedrooms and
bathrooms, and did they provide
dimensions and descriptions of each,
or just enter the mandatory fields?

Always keep in mind that the
best indicator of how a listing agent
will serve you is how they have
served previous sellers.

Looking at those listings will
answer the most important questions
which you’d ask in person, but you
won’t have to take their word — the
truth is there in front of you. You’ll
learn, for example, whether they did
point-and-shoot pictures or had a
professional  photograph-er shoot
magazine quality photographs, and
whether they created a narrated vid-
eo tour or just a slide show with
music.

Having chosen who to interview
that way, ask these questions
of those you invite into your
home for an interview:

What commission percent-
age do you charge? Keep in

ready gone under contract
for their replacement home
elsewhere and was con-
vinced by the listing agent of
that home to list their current
home. If that agent is on the
other side of the metro area,
that is not the best decision,
because that agent will be
unfamiliar with your neigh-
borhood, lives far away, and
is unable to show the home
on short notice, answer ques-
tions from buyers, or keep

then says, “Unfortunately,

however, you need to
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Settlement prohibiting shared listing
commissions.

See whether the agent volunteers
that they reduce their commission
when the seller doesn’t have to pay
the offered compensation to a buy-
er’s agent. That’s standard with my
broker associates and me. If you
have to ask for that provision, con-
sider it a red flag. They hoped you
wouldn’t ask.

Ask the agent whether he or she
will discount their commission if
you hire them to represent you in the
purchase of your replacement home.
That, too, is standard with my bro-
ker associates and me.

Hopefully the brokers you inter-
view will have researched the mar-
ket and will make a well-supported
recommendation of listing price.
Beware of agents who inflate their
suggested listing price so you will
list with them.

When setting the appointment,
ask the agent to bring a spreadsheet
of their sold listings with dates, days
on market, listing price and sold
price. They can produce that spread-
sheet quickly on the MLS. (If they
don’t know how, that’s a big red
flag!) Here’s an example (mine):
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reworked so that the seller

offers whatever buyer agent
compensation he or she
wants, and that amount, if paid, is
deducted from the listing commis-
sion — same net effect, just re-
worked to comply with the NAR
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The above graphic is just to show
you what it looks like. If you want
to read it, it is bigger at http://
RealEstateToday.substack.com.
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