Why Prequalifying
Sellers Matters
(and What to Ask)

Just like buyers, not all sellers are created equal
Prequalifying sellers is essential to ensure they’re serious,
motivated, and that their property aligns with your
business goals and bandwidth.

To help you have smoother conversations and filter out
tire-kickers, here’s a comprehensive and categorized list
of key questions to prequalify sellers effectively:

Motivation & Reason for Selling

Understanding the "why" behind a seller's move helps you
gauge urgency and tailor your approach.

e What’s prompting you to sell your home? gab? |

¢ Are you relocating, downsizing, upsizing, or moving out IR !
of the area?

e How soon are you hoping to sell?

e What’s your ideal timeline for closing?

Property Details

Get a clear picture of the home before scheduling a
walkthrough or committing time and resources.

e Can you share some details about the home?
(bedrooms, bathrooms, square footage, lot size,
condition, etc.)

¢ How long have you owned the property?

e Are there any known issues or repairs needed?

e |Is the home currently owner-occupied, tenant-
occupied, or vacant?

e Have you completed any major renovations or
improvements?

Price & Expectations

Setting realistic expectations from the beginning can
prevent tough conversations later.

¢ Do you have a price in mind?

¢ How did you come up with that number?

e Have you had the home appraised or spoken with
other agents?

e Are you open to pricing guidance based on market
data?







