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HERE TO HELP:

10 QUESTIONS TO ASK 
THE ESTATE AGENT WHEN 
VIEWING A HOME



As part of viewing a home and deciding if it could be the 
right place for you, a viewing is an opportunity to glean extra 
information from the estate agent which could help you decide 
what level to make an offer at, should you decide to proceed. 
Here are the top 10 questions you should ask. 

10 QUESTIONS TO ASK 
              THE ESTATE AGENT 
              WHEN VIEWING A HOME



1. WHY ARE THE CURRENT 
     OWNERS SELLING? 

Whilst it’s not always a clean cut answer (because they don’t 
want to put you off), you might be able to glean some useful 
information. Are they moving for an easier commute (traffic 
could be bad), to upsize (perhaps they’ve quickly outgrown 
it), for schools (check them out if you plan to raise a family 
there), or is there something else that you need to consider? 



2. HOW LONG HAS THE PROPERTY BEEN 
     ON THE MARKET AND HOW MUCH 
     INTEREST HAS IT HAD?

Equally, don’t be whipped into a frenzy by a home that’s 
new to the market with a lot of interest. Remember 
that as part of the mortgage process a valuer needs to 
approve the price you’re paying for the home, so getting 
into a bidding war and offering over the odds won’t help 
you in the long run. Keep your cool and offer only the 
price you think the property is worth, taking into account 
any work/updates required.

You can usually tell from an online listing how long a 
home has been up for sale. Just because a home has been 
on the market for a while doesn’t make it automatically 
bad. It could have poor staging for viewings or be in 
poor condition – things to be mindful of when you look 
around. It could also be that the price is too high or that 
the seller is stubborn. Try and understand if the reason 
is something that could affect you when you decide to 
move on as part of the consideration process.



3. HAVE THE CURRENT
     OWNERS ALREADY FOUND
     SOMEWHERE ELSE TO GO?

If they have yet to start their search or 
are keen to buy in a fast-moving area it 
could indicate a slower timeline. Would 
they be prepared to rent in the event 
they can’t find what they are looking for? 

If you offer a delayed completion would 
they be prepared to exchange contracts 
so you have confidence that the purchase 
will go ahead? Equally, the seller may be 
under time constraints to move quickly, 
in which case presenting your position 
favourably may aid your appeal as a 
buyer. Either way, being fully informed 
from the offset will save anguish later for 
both parties. 



4. WHO SET THE ASKING PRICE? 

Was it the agent, keen to win the instruction to market 
and sell the property? Or did the seller determine the 
price, in which case you may be able to glean information 
about what value the estate agent recommended  to 
guide you in what to offer.
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Knowing why previous offers have been refused will help 
you frame your own offer when you make one. It may be 
that the seller is price-driven, or that they are looking 
for a quick, chain-free sale. It’s worth understanding and 
highlighting your situation as part of any offer you make, 
such as letting them know you are a first time buyer.

5. HAVE THERE BEEN ANY PREVIOUS 
     OFFERS ON THE PROPERTY?



6. WILL THE SELLER REMOVE
     THE PROPERTY FROM THE
     MARKET FOR A GOOD OFFER?

Putting the ball in the seller’s court could help you 
understand their position – if they’ve found their next 
dream home, they may share their bottom line with 
you in order to confirm an offer and enable them to 
move on too. It may also reveal that a mass of interest 
means they are not prepared to take the property 
off the market until all potential buyers have viewed 
the home. If that’s the case, any offer you make could 
simply act as a bar for others to jump over.
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7. OTHER THAN PRICE, ARE
     THERE FACTORS WHICH ARE
     IMPORTANT TO THE SELLER
     IN DECIDING WHO TO SELL TO?

Whilst price is important, sometimes other factors count. 
Flexibility, dependability, proactivity and timeliness can all be 
attractive to a seller. In some cases, having similar qualities 
to the seller may also provide an emotional sway for them 
to choose you – being local, looking for a family home etc. 
Include any details that position you as an attractive buyer 
when you put an offer forward.



8. IS IT FREEHOLD OR LEASEHOLD?
If the property you are buying is freehold it means 
you are buying the property and the land it is on 
outright. If it’s a leasehold property it means you 
are ‘leasing’ (renting) the right to use the property 
for a set number of years – which can extend up 
to 999 years but can also be significantly shorter. 
Leasehold properties come with a few conditions 
including a requirement to ask permission for any 
major works you want to carry out and annual 
charges for ground rent and maintenance services. 
If a property has a short lease you can pay to 
extend the term, but this comes at a cost, so if it’s 
something you have to do rather than the seller, 
you need to factor this in to the purchase price 
you are offering. 



9. WHO ARE THE
     NEIGHBOURS/ HAVE THERE
     BEEN ANY ISSUES?

Talking to the neighbours is a great way to get a feel for the area you plan 
to buy in. Ask existing residents about the neighbourhood and how long 
they’ve lived there. A large number of long term residents will indicate it’s 
a nice place that people don’t want to move away from. They might even 
be able to tell you more about the specific property you are interested 
in. Try to remember that your interpretation of good and bad neighbours 
might differ from someone else’s (you may like social neighbours, others 
may prefer silent!). Your solicitor should investigate any problems or 
disputes with problem neighbours for you – failure to disclose issues that 
are later brought to light can give means to legal recourse. 



10.	 HAS THERE BEEN
        A PREVIOUS SURVEY
        ON THE PROPERTY?

If there has been a recent survey on the home 
it could save you both time and money. Ask the 
agent to find out if this is the case. Legally the 
agent and seller are obliged to provide you with 
any information which could have a material 
impact on the purchase.
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