Why Most Sellers Get Hiring Their
Real Estate Agent Wrong

Ready to sell your Fort Worth home? The agent you choose could mean the difference
of tens of thousands of dollars in your pocket. This guide will show you why
interviewing multiple agents is the smartest move you can make for your financial
future.

& by Kiel Lindsey




The Most Important Hire in Your Financial Life

The sale of your home may be the largest financial transaction you'll
ever make. Yet most sellers spend more time researching where they
will go eat tonight than hiring the right real estate agent.

Your agent isn't just a messenger—they're a:

e Strategic pricing expert
e Skilled negotiator

e Targeted marketer

Choosing the right agent could mean tens of thousands of dollars in
difference, especially in today's shifting Fort Worth market.



Why Most Fort Worth Sellers Rely on Familiarity

66% of homeowners find their agent through a referral or someone
they've worked with before.

It feels emotionally safe—especially when selling such a personal
asset. But that kind of trust is borrowed from a friend. It's not earned by
results.

With the Fort Worth market shifting, home values uncertain and buyer
demands changing, comfort shouldn't be the main reason for such a
high-stakes decision.
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Yard Signs

E You've seen them throughout your Fort Worth neighborhood, building
familiarity with certain agents.

Mailers
Those market updates and "Just Sold" postcards that arrive in your

mailbox create recognition.

Local Buzz
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You hear names mentioned at community events or from neighbors who

have sold recently.

But recognition doesn't equal readiness. Just because an agent is visible in Fort
Worth doesn't mean they're the best fit for your specific home, price point, or goals.




The 'One and Done' Problem

A startling 81% of Fort Worth sellers hire the first agent they speak
with. Most buyers do the same.

They feel satisfied—but never get the chance to see what a better-
prepared or more skilled agent could've offered:

e Comprehensive price analysis

e Better marketing exposure
e Stronger negotiation outcomes

e Smoother transaction process

No comparison means no benchmark. And no benchmark means
unknown opportunity cost that could impact your next home purchase.



The Satisfaction Fallacy

() Have you ever thought that you got a great deal on something until you talk to a friend and find out if you had looked a little harder or longer there
were better deals out there?

Most Fort Worth sellers say they're happy with their agent. But what they don't know is whether
someone else could have:

% Sold faster in a competitive market (O Negotiated better terms

The stats show that the faster you can Saving thousands on repairs and
sell, the higher the price you'll get. concessions

(® Communicated more clearly <) Managed the transaction with less
Weekly phone calls, while listed, daily stress
listing alerts, instant feedback on How smooth the transaction goes is
showings, weekly online listing directly related to the agent's experience
performance are just examples level.

You can't measure what you never saw. High satisfaction doesn't always mean high
performance.




The Real Risks of Skipping Interviews

Hiring the wrong agent often looks fine on the surface—until the money's already gone.
Here are four hidden risks Fort Worth sellers face when not comparing multiple agents:

Overpriced Home

Leaving equity on the table due to overpricing and your home becoming a 'stale’
listiing. This will drag the process out and result in a lower sales price.

Excessive Concessions

Overpaying on repairs or buyer incentives due to weak negotiation

False Expectations

Getting "sold" on an unrealistic price that leads to frustrating price reductions

Relationship Trap

Hiring a friend or family member you can't fire when things go sideways




Why Experts Recommend Interviewing 3+ Agents
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Interviewing multiple Fort Worth agents doesn't just help you feel
confident—it creates leverage.

Top agents bring their best ideas, their strongest numbers, and often
better terms when they know you're interviewing others.

This isn't about being difficult. It's about treating this like the business
decision it is—potentially worth tens of thousands more in your pocket
based on current Fort Worth market trends.

The most successful Fort Worth sellers approach this as they would

any major financial decision: with careful comparison and due
diligence.



Competition Creates Clarity

The interview process helps Fort Worth sellers:
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Compare pricing strategies Evaluate marketing plans Assess negotiation skills Compare communication
See different approaches to Understand where agents will See how they approach repairs, Experience firsthand how
valuing your home based on actually invest to showcase your buyer requests, and protecting responsive and transparent
comparable Fort Worth properties  home to qualified buyers your bottom line different agents will be throughout
your sale

You won't just hear promises—you'll see the difference between Fort Worth agents.



What to Evaluate Across Fort Worth Agents

When comparing agents, focus on the areas that directly impact your bottom line:

GP Local Knowledge: Specific expertise in the local market trends, what buyers are looking for
and how to position your house to generate the most buyer interest.

Pricing Strategy: Data-driven approach, with exhaustive research to value your property
based on recent Fort Worth sales and your current competition

=] Marketing Plan: Comprehensive strategy to reach the right buyers for your specific home. A
goal without a plan is just a wish.

180 Negotiation Skill: Track record of protecting seller equity during offers and inspections.
Make them prove it with data.

A true Fort Worth real estate pro will shine when you put these side by side.
% Communication: Clear plan for updates and availability throughout your transaction. Their expertise in local trends, from the Rivercrest luxury market to the fast-

. . . . .
Available 24/7 is not a plan, it's a recipe for disaster. moving Fairmount historic district, will be evident.

Fee Structure/Value: Commission structure, listing length, and cancellation options. Are you
locked in with a mediocre agent? Hiring an agentisn't cheap, what are you paying for?

@ Be sure to use the included question workbook that you received when downloading this guide!



Use a Scorecard, Not a Gut Feeling

After your interviews, use the included Agent Evaluation Matrix to:

I Assignimportance to the l=  Score each agent across those
criteria that matter most to categories
you

%E Calculate a weighted scoreto  &]3 Choose the agent based on
see who actually ranks data and evidence, not just
highest your gut feeling.

It's a clear, objective way to avoid "gut-feeling” regret.

© The evaluation matrix is a google sheet that was included with your
download of this guide. Contact me if you missed it.




Ready to Find Your Ideal Fort Worth Listing Agent?

Even if you think you've found the right agent, give them the chance to
prove it through comparison. When your largest asset is on the line,
familiarity isn't enough.

I'm ready to be one of the agents you interview. As a Fort Worth
specialist, | welcome the opportunity to show you my:

e Detailed knowledge of the local market

e Proven marketing strategy for Fort Worth homes

e Track record of successful negotiations

e Clear communication plan and availability

Contact me today to schedule your no-obligation interview and see the
difference a dedicated Fort Worth expert can make in your home sale.

Schedule Your Interview

@ Contact me:

e m:(469) 586-6110
e e: kiel@yourpropertygeek.com

e W: www.yourpropertygeek.com



https://calendly.com/yourpropertygeek/intro-call
https://www.yourpropertygeek.com/

