
How to Find the Right Listing Agent: A 
Step-by-Step Guide 

Introduction 
Selling your home is one of the biggest financial decisions you’ll make, and the right listing 
agent can make or break the experience. To ensure a smooth and profitable sale, it’s crucial to 
partner with an agent who is not only competent but also driven, resourceful, and laser-focused 
on your goals. You’re really looking for someone who exhibits confidence, competence and care 
throughout the process. Here’s exactly what to look for, why it matters, and how to identify a 
professional who will work in your best interests. 

 

1. Take Your Time—Don’t Rush the Process 
Finding the right agent isn’t something to be rushed. Take the time to research and interview 
multiple candidates and compare their qualifications, approach, and track record. They may or 
may not come to you wearing a suit, and that could be okay if they are the right fit with the 
qualifications you are looking for. This decision will set the tone for your entire selling 
experience. 

Why it’s Important: You are in the driver’s seat. You’re working to hire an expert—a true 
professional in their field—to partner with you. They will be your guide throughout the process, 
helping you avoid mistakes and pitfalls while advising you on what to do (and what not to do) to 
capture the highest price in the marketplace. Often, an agent’s role includes helping refine your 
goals for the sale and setting realistic expectations based on market realities. In this way, you’re 
not just hiring a service provider; you’re hiring a teammate. 

 

2. Find an "On Fire" Agent 
Look for someone who is highly motivated, passionate, proactive, and experienced. Experience 
matters. They should be excited about selling your home and confident in their ability to deliver 
results. 

Why it’s important: Selling your home isn’t just a task—it’s a mission. You want an agent who’s 
energized, proactive, and fully invested in making your sale a success. A lackluster or 
disengaged agent is a red flag. 

 



 

ON FIRE Acronym 

●​ O: Organized – Selling a home is complex, and you need someone who’s prepared, 
resourceful, and proactive. 

●​ N: Networked – They know the broker community, neighborhoods, lenders, 
contractors—anyone you might need to help you through the process from start to finish. 

●​ F: Focused – They are centered on you and your goals, offering consultative advice and 
patient education. 

●​ I: Investor-Savvy – They know how to market your property to investors, families, or as 
vacation rentals. 

●​ R: Responsive – They answer calls, provide clarity, and always have a plan in place. 
●​ E: Experienced – They possess the knowledge to guide you through the right choices 

and decisions. 

 

3. Consultative, Client-Centric, and Focused on Your 
Goals 
A great listing agent should approach the process with a consultative mindset, putting your 
goals and priorities front and center. Selling your home is about your needs, not the agent’s. 
Their advice, strategies, and actions should all align with helping you achieve your desired 
outcomes. Remember, more time on the market doesn't equal more exposure. So often times 
"not being in a hurry" is a recipe for failing to capture the highest possible price. Your agent 
should consult you on market times and expectations based on the relevant data. 

Why it’s important: A consultative approach ensures that the agent is not only focused on 
selling your home but also on achieving outcomes that align with your unique goals and 
timeline. This personalized guidance can help you feel informed, empowered, and confident 
throughout the selling process every step of the way. 

What to Look For: 

●​ A System and Process: A great agent should have a system and process that gets 
great results time and again. It should be a basic framework that walks you through 
every step of the process from A to Z. 

●​ Ask Questions: An agent should want to understand your priorities, whether they are 
timing, price, or something else entirely. 

●​ Avoid "Yes" People: The agent should provide honest feedback and highlight potential 
challenges, not just tell you what you want to hear. (See Broker Traps Below). 

●​ Provide Clarity: Look for confidence in their process, not hesitancy or guesswork. A 
clear plan shows their expertise. 



 

●​ Educate You: The best agents come from a posture of education, ensuring you 
understand the process, market conditions, and recommended actions. 

●​ Action Plans: A great agent creates actionable, agreed-upon steps based on your goals 
and real market data. 

Value-Adding Expertise: 

●​ Property Preparation: Your agent should have a keen eye for which repairs, updates, 
or staging efforts will provide the most return on investment, if any, based on market 
data. They should explain which changes will help sell the home faster or for a higher 
price or work to meet lender requirements, ensuring a broader pool of potential buyers. 

●​ Tailored Approach: They should customize their strategy based on the unique features 
of your property and your desired outcomes. 

 

4. Marketing Excellence 
Professional, high-quality marketing is essential to stand out in today’s competitive real estate 
market. 

Why it’s important:  It's always about price, presentation, and marketing. You must have all 3, 
or your home will languish on the market. 

Must-Have Marketing Tools: 

●​ Professional Photography: Avoid agents who use low-quality photos or don’t hire a 
pro. Professional photography is non-negotiable. If your agent is going to take the 
pictures themselves with their iPhone, fire them immediately.  

●​ Marketing Mastery: The agent should know how to showcase your home to attract the 
right buyers.  They should be able to network and get feedback from the most 
comprehensive group of top agents in the area and country. 

●​ Enhanced Visuals: Do they use aerial photos? Twilight images? Or 3D virtual tours? 
(e.g., Matterport, Zillow 360) Does your agent think they are essential or extra? Why or 
why not? 

●​ Staging: If comparable properties are staged, yours should be too. Clarify who covers 
the cost. 

Open Houses: Pros and Cons 

Pros: 

●​ Perceived visibility and exposure attracting a large number of potential buyers quickly. 



 

Cons: 

●​ Unqualified Visitors: Often attract "lookie-loo" neighbors or curious individuals who 
aren’t serious buyers. 

●​ Security Risks: It’s challenging to monitor everyone, increasing the potential for theft or 
damage. 

●​ Privacy Concerns: Strangers have free access to explore your home. 
●​ Limited Effectiveness: Statistically, open houses rarely lead to direct sales, offering a 

minimal return on investment for the time and effort involved. 
●​ Liability: Hosting an open house involves significant liability, even when handled 

correctly. When a listing agent allows another agent—who doesn’t legally represent 
you—to host an open house, it introduces additional legal exposure and unforeseen 
problems. Open houses come with risks ranging from property damage and safety 
concerns to theft. It’s essential to discuss with your agent how open houses will be 
conducted, if at all. 

Your agent should guide you on whether open houses are right for your situation. 

 

5. Data-Driven Strategies and Setting Realistic 
Expectations 
Why it’s important: Pricing is the cornerstone of your marketing strategy, and market data is 
the foundation of successful pricing. A great agent helps you understand the numbers, interpret 
the trends, and set realistic goals based on the current market. 

Pricing Strategies: 

●​ Avoid Overpricing: Listing too high can lead to extended time on the market and price 
reductions, often resulting in a lower final sale price. 

●​ Fair Pricing: Often results in faster sales and higher final offers. 
●​ Low Pricing: May spark bidding wars in hot markets. 

Planning, Communication, and Setting Expectations 

An agent should help you establish a clear, actionable plan. This plan should align your goals 
with relevant market data and provide realistic pricing strategies based on current data and 
trends. A collaborative approach ensures you feel informed and involved every step of the way. 

Key Data Points: 

●​ Comparable Sales: Detailed comparisons of homes with similar features, including 
kitchens, bathrooms, layout, and land size. 



 

●​ Market Trends: Insights into average days on market, price reductions, seasonality, and 
buyer activity. 

●​ Neighborhood Dynamics: Specific trends in your area, such as new construction 
homes, Vacation home sales, and buyer demand for those specific property types. 

Beware of Misleading Data 

Zillow’s Zestimate: While Automated Valuation Models (AVMs) like Zillow’s Zestimate are 
popular, they are wildly inaccurate and distort home values. For example: 

●​ In 2016, Spencer Rascoff, Zillow’s co-founder, sold his own home for 40% less than its 
Zestimate. 

●​ Zillow’s home-buying program lost $422 million in Q3 2021 due to overreliance on 
algorithms. 

●​ For off-market homes, Zestimate’s median error rate is 7.52%, with worse accuracy in 
rural areas and slightly better results in cookie-cutter neighborhoods. 

Choosing the Right Agent Matters 

An excellent agent doesn’t rely on AVMs. Instead, they use: 

●​ Visual Evidence: Photos and details of comparable homes–like the countertops, 
updates to kitchen and bathrooms– explaining all the similarities and differences.  

●​ Collaborative Conversations: They discuss data with you, helping you understand how 
it shapes pricing strategies. 

●​ Transparent Communication: They break down numbers, align strategies with your 
goals, and address concerns collaboratively. 

Ultimately, data-driven decision-making isn’t just about the numbers—it’s about how the agent 
interprets and presents those numbers to help you achieve your goals. A great agent uses data 
to guide you toward informed, confident decisions, ensuring a pricing strategy that meets your 
needs while maximizing market potential. 

 

6. The Interview Process 
Don’t skip the interview process. Prepare a list of questions to evaluate each agent’s 
qualifications, approach, and compatibility with your goals. 

Why it’s important:  You are interviewing them as much as they are interviewing you.  

What to Evaluate: 



 

●​ Do they have a system and process they use time and again to get their clients great 
results? 

●​ What is their track record with similar properties? 
●​ How do they plan to market your home?  
●​ What is their communication style and availability? 
●​ Can you get references from past clients? 

Test Their Approach: 

●​ Do a walkthrough of the home with them to see how they operate. 
○​ Do they take copious notes? 
○​ Do they take reference photos for later? 
○​ Do they ask relevant questions? 
○​ Do they have any concerns? 
○​ How did they share those concerns with you? 

●​ Gauge their system for preparing homes, determining pricing, and marketing. 
●​ Assess their communication and personality. Selling can be stressful—choose someone 

calm, trustworthy, and approachable. 

 
 

7. Compensation 

"If you think hiring a professional is expensive, wait until you hire 
an amateur.” – Red Adair. 

The fact is, saving a buck might cost you tens of thousands of dollars. Hiring a great agent 
means finding someone with a proven track record—organized, thoughtful, and focused on your 
goals. Agents aren’t just marketers or sales facilitators; they’re risk managers, and trusted 
advisors helping you avoid legal mistakes and pitfalls. Your agent should be operating with the 
same reasonable skill and care as an attorney while acting as your fiduciary. This means they 
are legally obligated to prioritize your best interests—protecting your confidentiality, negotiating 
fiercely on your behalf, and providing undivided loyalty throughout the process. 

 

Why Agents Earn Compensation 

Cutting corners with an inexperienced or discounted agent can have serious financial and legal 
consequences. Many agents haven’t even read the documents they ask their clients to sign. 
That’s a risk you can’t afford. Hiring the right agent means hiring someone who can anticipate 



 

and mitigate the negligence of others while navigating potential legal landmines. One 
overlooked detail can unleash a lawsuit—and lawsuits don’t discriminate. 

Consider these common pitfalls: 

●​ Information Errors: Mistakes in square footage, permits, or property details can lead to 
costly disputes. Accuracy is essential, and even innocent errors can result in lawsuits. A 
skilled agent ensures you avoid these pitfalls. 

●​ Misrepresentation Risks: False or misleading information about a property, whether 
intentional or accidental, can lead to significant legal consequences, especially if it 
influences a buyer’s decision. 

●​ Disclosure Errors: Material defects like structural issues or title problems must be 
disclosed. A single omission or unchecked box can expose you to expensive lawsuits. 
Experienced agents ensure compliance with all disclosure requirements. 

●​ Contract Mistakes: Typos, omissions, missed deadlines, or errors can derail a deal or 
make contracts unenforceable. Professional agents ensure precision and timely 
execution. 

●​ Confidentiality Breaches: Your financial and personal information must remain secure. 
A seasoned agent protects your privacy, avoiding costly breaches of trust. 

●​ Negligence: Inadequate attention to detail or failure to uphold professional standards 
can lead to liability. A knowledgeable agent anticipates and mitigates these risks. 

●​ Bodily Injury Risks: Hosting showings or open houses can expose you to liability if 
someone is injured on your property. Professional agents assess and minimize hazards 
to protect everyone involved. 

The list could go on for pages and pages... 

 

Legal Implications 

The most important reason to hire a professional isn’t to put a sign in the ground and list the 
home online: it’s to protect you. Every time a broker drafts a contract between two third parties, 
they are effectively engaging in the practice of law. This brings tremendous liability, which 
brokers manage on your behalf. 

Sellers need to understand that a poorly drafted contract or an error in disclosure isn’t just a 
minor inconvenience—it’s a potential legal and financial disaster. These risks only grow when 
selling conditions are more complicated, such as divorce, foreclosure, estate sales, short sales, 
bankruptcy, or probate. 

When you hire a seasoned professional, you’re not just paying for their time and marketing 
expertise—you’re investing in their ability to safeguard you from financial and legal pitfalls. This 
is why hiring the right agent is one of the most critical decisions you’ll make as a seller. 



 

 

Final Thoughts 

Selling a home is a partnership, and the best agents excel in planning, communication, and 
setting clear expectations. They use data-driven insights, transparent communication, and a 
client-first approach to guide you confidently through every step of the process. 

If you’re considering selling, take the time to find the right agent. My team and I hold ourselves 
to the highest standards, helping clients sell their homes for top dollar while minimizing risk and 
making the process as smooth—and fun—as possible. If you’d like to see how we can work 
together, reach out. I’d be happy to show you how we protect your interests and maximize your 
results. 

 

Let’s Create a Plan That Works for You: 

Let’s chat about how to turn today’s market challenges into your financial advantage. 
Whether you're upgrading, buying for the first time, or selling, we’ll make sure you’re 
making the smartest move possible. 

Best, 

Justin H Gazabat​
Broker | PNW, Seattle, Ballard, East Side​
www.JustinGazabat.com​
206-424-9497 

PS: If anyone in your social or work circles considering a move, just send Me an intro text or 
email with their best contact info, make sure everyone is CC’d and I’ll take care of the rest! I 
promise to take great care of them, serve them well, make you look good, plus help them get 
great results. 

 
 

http://www.justingazabat.com/

	Introduction 
	1. Take Your Time—Don’t Rush the Process 
	2. Find an "On Fire" Agent 
	ON FIRE Acronym 

	3. Consultative, Client-Centric, and Focused on Your Goals 
	What to Look For: 
	Value-Adding Expertise: 

	4. Marketing Excellence 
	Must-Have Marketing Tools: 
	Open Houses: Pros and Cons 
	Pros: 
	Cons: 


	5. Data-Driven Strategies and Setting Realistic Expectations 
	Pricing Strategies: 
	Planning, Communication, and Setting Expectations 
	Key Data Points: 
	Beware of Misleading Data 
	Choosing the Right Agent Matters 

	6. The Interview Process 
	What to Evaluate: 
	Test Their Approach: 

	7. Compensation 
	"If you think hiring a professional is expensive, wait until you hire an amateur.” – Red Adair. 
	Why Agents Earn Compensation 
	Legal Implications 
	Final Thoughts 


