REAL ESTATE

What to look for in choosing the right realty agent

A year age in this column [
related Realtor Dane Williams'
crileria for a successiul realty
agent,

MNow [I've asked her what
should praspective buyers or sell-
ers of a home look for in choos-
ing @ real esiate representative.
and how should they go about
geltting the right one,

Williams 15 an associate bro-
ker with Weichert Realtors in
Montgomery County’s Spring
House. She's noted for her enthu-
sinsm and effectiveness in her

dealings.
Her productivity has earned
citations from the indusiry,

Letters from her ¢lients attest to
the thoughtfulness, professional-
it and success she brings to her
work.

Drawing on her 18 years’
experience in the business of res-
idential real estae, she didn't
hesitate in answering my ques-
tion for the benefit of buyers and
aellers

“Among the first things o
Iook for are a Realtor's creden-
tials,” Williams said.
“Designations of accreditation
are important because they indi-
cate the Realtor is serious about
hig or her profession and wants to
be on the cutting edge of the real
estate industry.”

Some designations she cited
by way of example are Associale
Broker, CRS (Certified
Residential Specialist), and ABR
(Accredited Buyer’s
Representative).

A creditable resume and let-

ters of recommendation from mailed o a prospective bayer. A
home for sale can be quickly

cliznts are other positives that
should to be taken inlo
necownt, she said.

Williams emphasized
the importance of a
Realwor making effective
use of the lutest technol-
ogy in geing and con-
vaying informaticn,
. UAlthough real estate
i3 referred to as a 'people
business,'” she  said,
“today’s top Realtors
must be comfortable
with  technology  and
have basic computer
skills. Buyers and sellers
are  consuliing the
Internet.

“Multiple Listing
information can be promptly o-
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posted on the Internet al
realtor.com. And many
buyers and sellers find
it convenienl o com-

municate  with  their
Realtors  through e-
mil.”

Professionalism, 2
strong work ethic and
enthusiasm are essen-
tials for a good Realier,
according to Williams.
She said they could be
detected in the Realtor's
persenal  appearance,
presentation and man-
mer,

“Talking with the
Reualtor, for example,
reveal that the agent

enjoys his work, 15 excited about
selling your property or finding
you a home.

A realty agent should be
proaciive and have 4 high engrgy
level.”

Something else to consider,
she said, is an agent's “'reputation
in the real estale communily™ as a
“team player that's willing 10
cooperate and work with other
agenis” so as io help you in see-
ing properties and in securing o
sales agresment.

Williams said the zeller of a
home should expect from the
Realtor "*a written marketing plan
that specifies the type of advertis-
ing, Internel exposure, Communi-
cations and feedback.™

She said the homebuyer
should ask the Realtor for “a

written plan outlining the proce-
dure that will be followed in find-
ing that “perfect’ propeny.”

As for locating the righe
Fealtor, Williams likened it to
“finding a doctor, lawyer or den-
tist: Ask friends, relatives and
coworkers.”

She  added: “Check the
Internet for Realter Web sites.
For wnstance, realtor.com is the
site for the Mational Association
of Realtors.

“Anend open houses in your
area, especially if you're interest-
ed in selling your property.

“And, of course, interview
Benltors — three 5 the number
usually recommended.”

For more information, call
Diane Williams a1 215-855-5656.



