25 UNIQUE WAYS TO “NICHE” YOUR BUSINESS
by David Compton & George Smith

The time has come for you, Mr. and Ms. Real Estate Consultant, to shift your mindset from the survival mode you have been operating in, and instead begin to once again focus your attention on building (or rebuilding) your business.  This starts and ends with your database which, for the most part, the majority of agents have entirely abandoned when the downturn occurred in the market.  
Prior to the slide in the industry, we ourselves had been focused on teaching agents how to create, maintain and solidify a STRATEGIC ALLIANCE NETWORK of like-minded individuals and professionals.  The concept is rather simple and is based on the principle of a building a referral based business.  Such relationships do not occur overnight, and do take time to grow and nurture.  

Where do such leads come from?  Well, it does require some thinking out of the box, plus your willingness to step out of your comfort zone.

To follow are some unique tips on finding business from non-traditional sources.  
One of the messages we present in our classes is that it is often a life-changing experience that precipitates a need for someone to relocate.  The average person has a life change every five to seven years and can include such things as:  marriage, divorce, additions to the family, family death, job transfer, job promotion, job loss, change in health status, change in financial status, becoming an empty nester, and retirement.  Ideally your database should mostly be comprised of people who have contact with others experiencing these kinds of events in their lives.  In addition to providing you with a Memory Jogger of possible contacts, we have now assembled some unique ways you can further establish YOUR NICHE. 
Based on this premise, here are some ways that you can develop new business to expand your database:

1. Contact local moving companies.
2. Look for advertisements for garage sales and offer to provide them the signs to promote the sale.

3. Contact lenders’ R.E.O. (Real Estate Owned) departments to see if they need some professional assistance in performing their BPOs or help marketing their properties.

4. Contact trust departments at banks or trust companies to see if they need professional assistance in marketing properties they are handling or have clients looking for real estate investment opportunities.

5. Contact trust and bankruptcy attorneys to see if you can be of assistance in handling any necessary dispositions of real estate assets.

6. Contact family law (Divorce) attorneys to offer the same service.

7. Contact the people who work at a hotel concierge service desk to let them know you are in a position to assist any guests looking to move to the area.

8. Contact immigration attorneys to let them know that you would like to assist their clients in finding a home.

9. If you are fluent in a certain language, contact the Consulate Office of the nation where that language is spoken and offer assistance to anyone looking to relocate from that country.

10.  Contact the Club Pro at the Country Club and offer to assist their members who are considering a move.

11.  Contact salespeople who work for builders at various subdivisions and let them know that you would like to assist any buyers with the sale of their home.  In exchange, offer a referral fee provided that they are licensed.
12.  Contact school district offices and offer to provide community information that they may want to pass on to those inquiring about the district.  There is nothing wrong with including your own contact information on the materials.

13.  Contact the private schools in your area to offer the same services.

14.  Contact medium-sized employers (50-1000 employees) in your community to offer assistance to their employees transferring to the area.  Most large employers most likely have already aligned themselves with a third party to handle these transfers.

15.  Contact commercial real estate agents to set up a referral relationship where you refer any commercial leads you may come upon and in return they give you their residential leads.  They often deal with commercial clients who plan on relocating or hiring employees.

16.  Contact local organizations such as the Chamber of Commerce, Rotary Club, Jaycees, Kiwanis, and Toastmasters and offer to make presentations on the real estate opportunities currently available.

17.  If you have a close connection with a certain professional, either through your own previous career or someone you know, become involved in that respective professional association.  For example, if you are former teacher, stay involved with the National Education Association or the Teachers’ Union to network.  Don’t be shy about offering to do presentations at their meetings.
18.  Find out when there is going to be a “Home & Garden” or similar type show in your area and make the investment to participate as an exhibitor.  Most areas have several of these a year and the exposure can be a huge boost to building your business.  The investment is usually very manageable with a huge potential return.

19.  Many large stores like Fry’s, Sears and Best Buy have salespeople who specialize in selling “big-ticket” merchandise such as televisions, technology items, appliances and furniture.  Contact the manager of that store and offer to bring bagels and doughnuts to their next sales meeting.  Offer to do a presentation on what homebuyers are looking for in their new home, and offer to be a resource for them to satisfy the homebuyer’s needs.  Perhaps they can provide you with some sort of a discount coupon that you can gift to your own clients.
20.  Contact investment brokers who handle such investments as money market funds, stocks, bonds, and options and offer to do a presentation on the real estate market at their next meeting.

21.  Contact auto dealers to let them know that you are willing to offer quality service to anyone who inquires about buying or selling a home.  IN return, remind them that everyone moving into the area are always looking for a trustworthy mechanic for their auto repairs.
22.  Network with other REALTOR’s® in other areas and offer to refer business to one another.

23.  Go to hardware and home-improvement stores and offer to do presentations on the real estate market to their sales people.  Remind them that you can be a great resource for those looking to mend their new home, and suggest that they too offer some sort of a discount coupon that you can gift to your client.  Remember to offer to bring some refreshments to the meeting.

24.  Go to community recreational centers, including such venues as the YMCA and let them know that you would like to offer your services to their members.

25.  Go to property management companies and, as with commercial brokers, offer to refer business to one another.

These are some unique ways that you can effectively build your database and build your niche ensuring perhaps less competition, and you becoming a true expert/consultant for a profitable constituency.

Good Luck

George & David
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