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7 Mistakes to Avoid in Hiring a Peninsula Realtor 
A guide to protect you from making a mistake that could lose you thousands of 

dollars and maybe your dream home 

 

By John Heckenberg 
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Dear Peninsula Property Owner/Seller, 

 

Choosing a Realtor in the Peninsula isn’t easy, why? 

Because you are bombarded with misleading advertising, confusing claims and simply bad information 
from super low priced online solutions to prices all over the map. 

 

How do you determine who is the most qualified Realtor? 

You start by reading this consumer awareness guide. 

 

In this fact filled booklet you’ll discover:  

 7 Mistakes to avoid when hiring a Realtor 
 3 Questions to ask any Realtor before you consider working with them 
 How to tell the difference between a great Realtor and a poor one 
 What the difference is between big brokerages and small independent ones 

 

I wrote this guide to help you better understand how to make this decision. 

Now, with this information you can make an informed, intelligent decision. 

 

-John //  www.heckenbergrealty.com 

 

 

 

 

 

 

 

 

http://www.heckenbergrealty.com/
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1) Choosing a Realtor Based on Cost Alone 

A commission may feel like a lot of money, when you’re looking for instance, at a million dollars. 5% is 
$50,000, so each Realtor’s share is going to be $25,000. So, it feels like you are losing at least $25,000. 

But, you are absolutely not losing $25,000, if you hire the right person. Because of the marketing, the 
staging, the know-how, and the expertise that goes into a real estate transaction. If you hire the right 
person, they should be able to exceed that $25,000 with leaps and bounds.  

But, if you hire the wrong person, in some cases, they’re going to cost you more than 25, it could be 
$25/$50,000. It could be at least a $75,000 swing and I’ve seen bigger then that when people botch a 
simple real estate deal that everyone thinks they can do or knows how it works. 

Another way to think of this is by saying: “well, if I hire a good person and I do pay them the right 
amount of money, what am I going to get from it?” so, what’s the true value of something. If I higher a 
great tax person and he says: “Hey, I’m going to charge you $3,000” I’m going to go: “wow, I could go to 
H&R Block and get $300”. But, if I hired that person for $3,000 and he saves me $10,000. I just made 
$7,000 and I didn’t have to pay H&R Block $300. If you hire a good agent, that’s what they’re going to do 
for you. 
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2) Choosing a Poor or Average Realtor  

To hire the right person, it’s just like anything, you start by taking a step back and getting a good referral 
from somebody so that you know you are getting somebody good.  

Get 3 people, who have at least 30 sales under their belts, people who have been to the finish line, been 
to the closing table. (if they don’t have 30 sales and it’s a family friend, make sure they have a mentor 
that’s going to be working with them through that transaction so that you’re getting two agents and 
someone who does have the experiences.) 

Take those 3 people and interview them. In those interviews you want to ask 3 key questions: 

1. “How long have you done this for?” (The Peninsula market is dangerous, you want experience) 

2. “Do you buy/sell real estate for yourself?” (For example: I’ve bought/sold over 30 properties) 

3. [if you’re selling a home] “How much is my home worth?” (A Good Realtor won’t use a calculator or 
computer program; a Good Realtor will have to ask you a lot of questions before he could answer that) 

Then you’ve got a decision to make! 
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3) Keeping Your Financial Situation Private 

It’s crucially important you have a good Realtor, because you NEED TO TELL HIM/HER your personal 
situation, your finances. 

A Good Realtor will keep this confidential, but it’s enormously important. Here’s an example why: 

I once had a Client say: “well, I just can’t afford this right now” because, she was only able to buy up to a 
certain amount, but she wasn’t telling me what was really going on. So, after a little prying, I was able to 
get her to tell me what was actually going on with her finances. Immediately after getting that 
information, I was able to get her to another lender that had a better debt to income ratio that moved 
her purchase price up by $200,000. Then she was able to buy a property. Now that property is even 
worth $400,000 higher then what she payed for it. But, if she hadn’t shared her financial situation with 
me, she would have been priced out of the market and had to move.  

(Side note: I could make that happen because I have a group of lenders I work with who each have their 
own specialty) 

Bottom line: your Realtor needs to know what’s going on and you’ve got to trust that they’re going to be 
able to guide you into the right situation. 
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4) Hiring an Agent Because He/She is Persuasive 

Sometimes it feels like Realtors are just car salesmen: “here’s the car today, I know you want to buy, 
let’s get in the car, let’s cut a deal, let’s make it happen.” That comes from the Big Brokerage mentality.  

But a good realtor won’t feel like that. In fact, they may be even poor at selling themselves. Like in my 
case: I’m not even in sales, I hate sales, to be honest. But, what a good Realtor is in is consulting. They 
are there to guide you to the right direction, show you the opportunity, show you all your options and 
let you make the best decision that’s going to work for you. 

Here’s a little example: 

It’s kind of hard for me to toot my own horn. So, for really most of my career I didn’t really go around 
telling people I’m in real estate, that I buy property, that I fix it up, that I sell it, that I assigned property. I 
just kind of kept my business life and personal life separate.  

I think that kind of hurt me, because when friends would say: “I want to sell my house” what do you 
really do? Then they would hire somebody that just started in the business. And, I’ve had situations 
where I tell them: “You know I was in real estate” and they’d say: “Yeah but I didn’t really know what’s 
your experience level”. And, then I had somebody, they did the same thing and hired somebody that 
was new, they didn’t even get the transaction done and couldn’t even sell the house. So, I came in and 
told him: “hey, I have all this experience” and he said “Oh, I had no idea that just yourself you’ve had so 
much experience buying and selling property”. I was able to sell the property within a couple of weeks 
and get them top dollar for it. Just from little things that a new agent doesn’t know, that you learn. My 
friend wasn’t confident that I even knew that, because he didn’t really know what I did.  

I just like to tell people that I have the experience. 
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5) Hiring a Big Broker Agent, Like Coldwell Banker or Keller Williams 

I worked at Coldwell Banker, I’ve worked at bigger brokerages. I started with them and their model is 
completely different from that of a Small Broker.  

Their model is: Let’s get 100 agents, if they sell one deal to a friend a year we’re still going to make 
money.  So, they’re kind of the McDonald’s, if you will, of the industry. Turn and burn, while keeping 
ourselves out of liability. 

I think that’s in direct competition with what your needs are and that’s why I left that Company. An 
independent Brokerage, allows the Realtor to developing their own set of standards, which allows them 
to be very flexible and serve your needs the best. For example: 

I want to give my Clients 100% service, I want to go up and beyond, I want to prove my worth, show 
them that I have their best interest and needs in mind at all times, do things that other agents won’t do 
at those brokerages. So, they can say “wow, I got an agent who is really working on my behalf, he’s not 
just trying to get a transaction through”. 
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6) Following Advice That Sounds Good 

Where’s the market going? What’s the market going to do? Is it going to go up or down? 

I think now that even online it’s so disruptive, there are so many different options to go to online to give 
you information that are only half the truth or a part of it. So, trying to put it together is kind of tough.  

The one thing I like to say is that the Real Estate market is unbelievable. Because it is. Especially here on 
the peninsula. Homes, the vehicle of buying property and living in property on the peninsula, has always 
gone up in value. It almost doubles every 10 years, give or take. Around here this is a great investment.  

There’s a lot of articles going around the internet saying it’s better to rent, don’t buy a property if your 
young you want to be flexible. To me it’s all crap, especially around here. If you can get in, this is 
something where you can build wealth, you can build retirement on your property.  

You can’t time a market. If you try to time something you’re going to blow it. These experts on the stock 
market, the housing market, any expert that tries to time something, the winner of the Super Bowl, 
they’re going to blow it. You don’t time it. You work your own situation out, you get into the property 
and then you let time and good things happen. And, they always do here on the peninsula. 
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7) Avoiding a Realtor Because They Don’t Seem “Bulldog Enough” 

When push comes to shove, they seem like they’re going to get shoved around. 

The answer to that is: there’s no point for a Realtor to bring his fangs out until they really are. There’s 
other ways to skin a cat, but when it comes down to it if you really have to put a sword in the sand and 
really fight for something, then that’s when you get to that point. An Experienced Realtor will do that, 
they will be absolutely capable of doing that. But, they’re not going to show you those attributes when 
they’re trying to show you what they can do for you.  

That’s at least what my personality is like.  
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Dear Informed Peninsula Property Owner/Seller, 

 

You’re not going to have to cross your fingers and hope to God you get a good Realtor. You’ll now know 
one when you see one. 

 

Now, if you’re ready for it, I’ve got an action step for you: Call me right now and explain your situation.  

Maybe you’re not ready to commit to anything now, but I don’t care. I just want to help you wherever 
you are. 

Call me and tell me why you read this guide, if I don’t answer, leave a message with your short story. 

I will take that information and help you determine a good next step. Maybe that step is working with 
me, maybe that step is me referring you to someone else who I trust.  

So, here’s my number, give it a quick ring: (650) 776-5779 

If you don’t end up buying, selling, or investing, that doesn’t matter. I’d just like to give you some 
perspective and a helpful opinion. 

 

I wish you great success and hope to talk to you soon. 

-John 

 

 


