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KNOW WHAT YOU WANT
Before you even start your search, define your
priorities of what you might want from a real estate
agent. How will they might market your home? How
will they communicate? If you are looking for an
agent to sell your home, will you be happy with an
agent who will take cell phone photos of your home
or would you want your agent to hire a professional
photographer to photograph your home, shoot
aerial photography, video, etc? Are you someone
who likes to text instantaneously or are you happier
jumping on a phone call or leaving a voicemail?
After you consider some of these topics, consider
the agent’s personality and imagine working with
this person for a period of time. Within Thurston
County there is a significant deficit in homes
coming to market. There are way more buyers in
this county than there are houses on the market.
So for a homebuyer, this means your agent is
going to be your warrior to help you get your offer
accepted, even when 5+ other offers are on the table.
Consider their personality, think about being in
communication with them 2+ times a week for 6+
months. Are you going to enjoy working with them?
These are questions to consider before you start
pulling together a list of agents to interview.
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BUILD A SHORT LIST OF AGENTS TO INTERVIEW
There are 1200+ agents currently in Thurston
County. You could spend months just searching for
the right one, so let’s expedite this process and start
here:

1

Ask friends, family, colleagues, and neighbors if
they have an agent that they would recommend.
We can tell you as real estate agents, that we prefer
to work with clients who are referrals of past or
present clients! Real estate agents don’t get paid
until they either sell your home or they help you
close on the home you are purchasing. Because of
this, there is a lot of work that an agent will do for
you before they get paid. They want to be able to
trust you, just as much as you want to be able to
trust them.

2
3

Look for local, reputable agents who have respect
in the market they work within. All Greene Realty
agents meet this criteria. They have all been trained
in every aspect of the business and are all members
of the REALTOR® association, adhering to a strict
code of ethics.
Vet out prospective agents via the internet. Reviews,
agent websites, and social media are what you
should be looking at.
You can read an agent’s reviews on Zillow, Redfin,
GreeneRealty.com, Google, Yelp, and their Facebook
business page just to name a few. You don’t have to
go to all of these review websites, but it will always
be a good idea to diversify your search and go to at
least three if you are seriously considering an agent.
An agent’s personal website or their agent page
on GreeneRealty.com is going to tell you a few
things. First of all, it will tell you how active they
have been as an agent in the last few years. You
will see their portfolio of properties they have sold,
or helped their clients purchase recently. Is this
something they do as a part time business, selling
less than 5 homes a year, or is this their full time
job? Second, you will get to see how they present
themselves and the properties they sell. Do you like
the quality of photography that they have executed
for past listings of theirs? Have they written any
blogs? Filmed any real estate related videos? Be on
the lookout for how an agent has publicly displayed
their knowledge about their practice as trusting
them will become easier for you knowing they know

what they are talking about.
Nowadays, social media is the quickest way for you
to get a feel for someone’s personality before you
ever reach out to them. Do they appear as someone
you would like to conduct business with? Do their
values align with your values? Are they involved
in their community? An agent who knows his/her
market better from working/playing/serving with
the people within that area is going to be a good
person to have on your team. Facebook, Instagram,
LinkedIn, and Youtube are the best platforms to
check first. FYI, on a Greene Realty agent’s page
on GreeneRealty.com, they have linked all of their
social media accounts so you can find them more
easily. Any one of our agents would be thrilled if
you were to DM them about going and getting some
coffee while talking casually about your hopes and
dreams for your future home!
This may seem like a lot of steps and a tedious
task, but you will be surprised by how quickly
you can get a feel for a person within just a couple
minutes of browsing their digital footprint. We can’t
recommend this process enough.
Set up Interviews! It is very common for buyers and
sellers to interview a few agents before they make
their decision. Do what feels right for you. A good
agent will probably suggest for you to interview
more than one agent. How easy was it for you to set
up you first meeting with an agent? This is going to
be a good indicator for how the progression of your
professional relationship will transpire. Feel free to
be direct with your questioning. If it was hard to set
up a meeting with an agent because their schedule
was so jam packed, that could be a good and bad
sign simultaneously. It is up for your interpretation.
It would be a good sign because it means that they
are in demand and are most likely doing something
right. It could be a bad sign if you believe they are
too busy that they will not be able to perform which
could result in a lack of service. Lean back on those
reviews you read and referrals you received from
family and friends in your decision making process.
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OTHER CONSIDER ATIONS
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Your agent is a
trusted advisor, a
warrior for your
hopes and dreams,
and an prolific
educator in helping
you achieve your
goals.
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Whether you work with Greene Realty or another
brokerage, pay close attention to the level of customer
service you receive at their office.
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When you step through the doors at Greene Realty
you will be met by our friendly receptionist who
will offer you water, tea or coffee while you wait for
your agent to come get you. While you are sipping
on your beverage of choice, you will lounge in our
large couches and cozy chairs while you soak in the
Northwest lodge themed flair around you. We always
have home and garden magazines spread out on the
coffee tables, and the tv turned to HGTV for your
entertainment.

V

When meeting with an agent, be prepared to go to
the agent’s meeting place of choice, usually meaning
their brokerage office. This is standard practice. Don’t
take this as a sign that the agent is uninterested by
not wanting to meet in your home, in fact they may
be trying to show you the professionalism of the office
they work within and paint the picture more clearly of
the type of office/people they have aligned themselves
with.
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ASKING QUESTIONS AT THE INTERVIEW
Once you have lined up a few agent interviews, work
out the questions you will be asking. We have provided
you with questions to ask in the upcoming pages of this
guide. But here a few points you can consider before you
even begin your conversation:
−

Did they arrive on time?

−

Is their appearance appropriate?

−

Are you greeted in a professional & friendly manner?

−

Do you “get a good vibe” from this agent?

−

Would you want this person representing you
publicly and professionally?

Once you begin your conversation:
−

Is additional, useful information given to you
without even asking for it?

−

Does the agent sound confident and knowledgable?

−

Does the agent consider what you have asked, before
answering?

−

Are you treated with interest and respect?

−

Are your questions answered or are they dodged?
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How long have you been working in the
area?
An agent with 20 years experience as a real estate agent,
but has only worked in your community for a short while
is not always the right choice. Sometimes a new agent who
has lived and worked there for their entire life is preferable.
Your agent will be able to answer questions from potential
buyers with local knowledge. They can speak from a place
of experience and enthusiasm about local amenities and
opportunities. Never underestimate the importance of local
knowledge. For this reason, you might also want to ask:
−

Do You Live in the area?

−

How long have you lived here?

What do you like about this community?
This is a great question because it puts an agent on their toes. If they can answer with enthusiasm and pride,
they will also be able to sell the lifestyle that will come with owning this home to a potential buyer. Additionally,
if the agent starts to expand on all of the clubs & communities they are involved in, this might take away from
potential time they should be slotting out for you in their calendar. There are times in a transaction when you
need to make an offer and make an offer fast to get it submitted in time for an offer review date. Is your agent
going to be able to change their schedule around to win you your dream home?
Sequential questions you can ask to expand on this idea:
−

Are you involved in any community activities?

−

What do you like to do in your free time?

−

Where are your favorite parks/restaurants/lakes to visit here?

What or who exposed you to real estate?
You want to get them talking. Not for the purpose of a direct answer to that question, but to continue to see if
they are going to be a good personality match for you.
Additional questions you can ask:
−

Who would you consider your mentors coming up in real estate?

−

Who has your back when things go awry in a transaction?
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Are you a part of an agent team or have you been a part of an agent team
in the past?
An agent who has a team behind them can spend time with their clients without interruptions. Potential buyers
will always have their calls answered promptly. But messages can go astray in teams. Communications can
become disrupted when they have to go through an extra level of staff.
Consider this: You may like your real estate agent but discover you spend a lot of time on the telephone with
his/her team members. You may sign up with an agent only to never see them again. Instead, you are handed
off to another team member, who you may not get along with. Then you discover none of whom have direct
responsibility or authority over your sale. This is why it is so important to clarify who you will actually be
working with.
−

Will you be my primary contact?

−

Tell me about the other people on your team.

What kinds of real estate training and designations have you received as
an agent?
Agents have the ability to go out and seek additional training if they so wish to, furthering their knowledge
in the field. Agents who pay for, study for and take examinations for these additional qualifications displays
dedication and interest to their profession. See the following list of certifications and designations that you might
see attached to an agent’s title:

−

ACR – Accredited Seller Representative

−

ABR – Accredited Buyer Representative

−

ACRE – Accredited Consultant in Real Estate

−

CRB – Certified Real Estate Broker Manager

−

CRE – Counselor of Real Estate

−

CRS – Certified Residential Specialist

−

GRI – Graduate, Realtor® Institute

−

E-PRO – Certified Internet Professional

−

MRP – Military Relocation Professional

−

SRES – Senior Real Estate Specialist

−

SRS – Seller Representative Specialist

Are you a Realtor®?
A Realtor® is a real estate agent who is a member of The National Association Of Realtors, a membership that
requires members to commit to a code of ethics that requires training every two years. Only members of the N.A.R.
can use the word “Realtor®” in their marketing. All agents at Greene Realty are Realtors®.
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How do you like to communicate?
This is an incredibly important question. A good agent should always
be able to adapt to your communication preferences. If you prefer
to be able to casually shoot over questions via text, make sure your
agent will be happy to communicate in that regard. If Facetime is your
thing, mention it. However, nothing will beat an old fashioned phone
call. It’s direct, you will solve each others questions much quicker, you
will hear in the tone of their voice an idea or feeling they are trying to
express, and you can still be in your Snuggie and sound professional.
−

How timely can we expect a response to our questions? (Phone
calls, texts, emails)

Do you have enough time to properly represent me as a buyer/seller?

How many listings do you have at the moment?
This will give you an idea of how busy your agent is. However, at the time of creating this guide, early 2021,
there is a large inventory deficit in Thurston County. Meaning there aren’t many homes for sale. So if your agent
doesn’t have many listings, it is something all Thurston County agents are currently experiencing and shouldn’t
be observed as a drawback from choosing this agent.

What percentage of your time can we realistically expect?

Do you have a network of lenders and inspectors who you usually do
business with?
Looking for an agent with an extensive professional network means they can give you quality
referrals. In Thurston County, most real estate industry professionals who have been around for
a few years, know a handful of people they trust and know do a good job on time, allowing for a
smoother transaction and minimizing headaches. In the end, it should always be your choice as a
buyer/seller of what loan officer or home inspector you want to use. Be sure to ask if there are any
elements of an agent’s service which are reliant on using their network of professional referrals.

Your Guide to Choosing a Real Estate Agent

09

Seller Question: How will you market my home?
A great agent will have this on lockdown. They should be able to speak in depth about the sales strategy they
would like to apply to your home. They should be able to expand on all aspects of the sale from presenting and
shooting photos, to uploading it to the MLS, to their view on the effectiveness of open houses.
Every home is unique. At Greene Realty we treat every home with the same principal as our tagline “As Unique
As The Northwest”. Our in-house marketing department makes us uniquely capable to produce marketing
packages that are unique to every home.
Your agent should be able to tell you how, where and when they will list your property, how and when they will
share the listing with other agents who have active buyers, and how long they will carry on with this strategy
before adapting. This is important for those of you who have a property that might not sell quickly for reasons
that are not always clear. But a good agent will be able to warn you up front about concerns they have about your
property that may affect your time on market.
−

How soon could you have my home on the market?

−

Do you take your own photographs?

−

Who pays for services such as staging, videography, landscaping for presentation purposes, marketing
materials, etc.?

−

Are there a lot of buyers for houses like mine right now?

−

Between which hours are you available for viewings?

−

Will I have to work hard to sell my property?
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Seller Question: What is your commission rate?
Commission rates are always set by the sellers and their agent in a transaction. Buyers & buying agents have
no control over the commission percentage in a transaction, they just receive half of whatever commission
percentage the seller set.
Don’t be afraid to talk about how your agent gets paid. Ask them:
−

How are you paid?

−

Who pays for the buyers agent fee?

−

Why are some brokers/agents charging less than others?

−

Are you charging me any fees on top of your commission split?

−

What do I get in return for the fee I pay?

At Greene Realty, we stand true to the service we say we are going to provide. Our in-house marketing
department makes us uniquely capable to advise your agent on how your listing gets presented in a way
that caters to your home’s price, features & amenities, location and much more, all getting considered when
building a marketing package. We only work with the best professional photographers and videographers in
Thurston County so you can feel confident knowing your home is going to rise above the tree line on the market,
outshining other comparable properties. Our agents are widely known throughout the county as being some of
the most highly trained and respectable to work with.

Buyer Question: Do you use a Buyer-Agency
Agreement?
Buyer-Agency agreements are contracts between buyers and their
respective agent that promote exclusivity between clients and their
agent. You should be expecting these. Once signed, buyers are held
to using that agent for writing up all offers and contracts regarding
purchasing their next property. Don’t feel like you are being trapped
into a corner by these! These contracts allow an agent to trust you
when doing all of this upfront work with you before you get an
offer accepted on a home. Agents are going to take you on home
tours, get you set up on market notifications of homes that fit your
search criteria, advise and consult you, all before they ever receive
a dime. Seasoned, successful agents use buyer-agency agreements
quite often. These contracts enable you to receive superior service
from a committed agent. You will gain the benefit of exclusivity, and
singular focus of a quality agent.

Agents should be asking you questions too!
A good agent will do their job in seeing if you are going to be a good fit for them as well. If they are asking
intentional, specific, relevant questions, that should show you just how interested and knowledgeable they really
are. This will also show their character. A good agent will take the time to get to know your thought, feelings,
hesitations and desires.

Time to choose!
You now have all of the criteria you need to judge,
compare and interview agents. Don’t forget to listen
to your gut! Comparing agents on paper is one thing,
but at the end of the day, everyone likes to work with
people they enjoy working with. So choose one you can
see yourself working with on an off for a significant
period of time.
Be sure to check out greenerealty.com/agents to see
our highly trained and respected portfolio of Thurston
County agents before you make your final decision!

hello@greenerealty.com
360.528.4160
www.greenerealty.com
@greenerealty
1722 Harrison Avenue Northwest,
Olympia, Washington 98502
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