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QUESTIONS EVERY SELLER SHOULD ASK THEIR REAL ESTATE BROKER 
(And the answers you should receive) 

 
COMPANY STRUCTURE 
 

1. How long has your company been in business in the Riverside area?  
Since 1985. Real estate companies typically experience high agent turnover 
rates and high failure rates.  It’s important your company has the stability to 
weather any economic storm and be here for you whenever you may need 
them…now and in the future. 
 

2. Is your immediate manager the owner of the company as well?  Yes.  At 
Westcoe, our owner is our primary manager.  Real estate transactions can 
get very frantic. Client needs must be met immediately, and many times, 
lawsuits can be prevented by a quick response to your particular situation.  
Does the onsite management have the power and authority to solve the 
problem and provide a solution now?...or does it need to move through multi-
levels of management and voice/e-mails, taking valuable time that can make 
matters worse?  Westcoe agents do not have to get decisions from a 
cumbersome corporate structure located offsite in another city or county. 
 

3. If there is more than one branch to your company, is your headquarters 
located in the Riverside area, or another city/county?  Westcoe has only 
one location, in the City of Riverside.  The Riverside area real estate market 
is very unique.  A local company with a  local presence adapts more quickly 
and easily to a constantly changing environment.  What works in Orange 
County or Los Angeles County does not necessarily work in the Riverside 
area, and your company should be aware of that. 
 

4. Does your company share it’s name with others (franchise), or are you the only 
business entity with your name?  Westcoe Realtors, Inc. is a singular company, 
owned and operated in Riverside.  The proliferation of franchise names is very 
confusing to potential buyers.   Since the inception of Westcoe Realtors in 1985, in our 
local Board of Realtors, there have been over 50 Century 21 companies, 25 Coldwell 
Banker companies, approximately 15 separate Remax companies, 15+ Tarbells, 
approximately 10 Prudentials, and at least 8 Realty Executives companies…and all of 
theses franchises have had at least one office close during this time…some have had 
multiple closings.  All these offices have different locations and owners/managers, and 
this can be very confusing to potential buyers. 
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OFFICE PROCEDURES 
 

1. Has your broker ever been disciplined by the Bureau of Real Estate, or ever 
had their license suspended or revoked?  Westcoe Realtors, Inc. has never 
been the subject of BRE investigation or action.  This goes to the heart of your 
company’s ethics, supervision, and management practices…things which should 
be of paramount importance to a seller. 
 

2. Are your phones ever answered by an automated attendant during business 
hours?  At Westcoe, our phones are always answered by real people, not 
machines.  Your broker should be about service, not streamlined operations.  
Automated attendants are the bane of customer service, and are universally 
disliked by the general public.  In selling your home, you need to attract potential 
buyers, not alienate them. 
 

3. How often does your office meet as a group?  With the exception of holidays, 
Westcoe meets every 1-2 weeks as a formal group.  Our regular meetings are 
critical for two reasons. First, management can quickly voice any legal issues, 
changes, or trends that could adversely affect our clients.  Secondly, our meetings 
are a vital forum for the agents to promote properties just listed for sale, discuss 
new loan sources, market trends, etc., and to try and match agents working with 
new buyers to properties Westcoe has for sale.  If an office meets only once per 
month or once per quarter, then they are not able to react as quickly as a seller 
should expect. 
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ADVERTISING POLICIES AND PROCEDURES 
 
1. When your company or you run your ads, is the phone number offered for 

the buyer to call ever answered by automated attendant, voice mail, or voice 
pager?  No…During Westcoe’s hours of operation, our phones are always 
answered by a live person.  This is huge in the customer service arena.  Buyers 
call on ads, and they will not wait for an automated attendant, or for an agent to 
be paged, or to leave a message for some future call-back.  Buyers want answers 
now, and will simply call another company if they cannot get them.  Again, it’s 
about service to our sellers and buyers, not administrative convenience or cost. 
 

2. Do you have an agent available at all times to answer a phone call from a 
prospective buyer, or are calls routed to the agent whose property is being 
advertised?  Yes.  At Westcoe, during our hours of operation, there is always 
an agent designated to be at the office, available for whatever needs or 
questions a buyer may have about any property listed by our company.  
Some companies route potential buyer calls to the listing agent…which is fine, 
except no one, no matter who they are, is available every business hour of every 
day.  We realize the benefit of pagers, cell phones, and voice mail, but a potential 
buyer should never have to wait for a return phone call.  In our experience, they 
simply won’t.  Good service on a seller’s behalf requires that potential buyers be 
helped immediately, at their convenience…and not be kept waiting until an agent 
can be found. 
 

3. Who pays for your property advertising…the company, or the agent?  At 
Westcoe, the company pays for the majority of the advertising, not the 
individual agent.  In tracking real estate ads since 1985, it is our experience that 
when the advertising is left to the individual agent, the advertising is sporadic and 
minimal. Our company views the cost and time to prepare advertising as a 
seller’s right, not an option.  Consistent advertising is in your best interest…make 
sure your realty company understands that. 


