4 Easy Tips to Determining a Niche Market
Especially in today's trembling economy, real estate sales agents tend to get into the habit of making attempts to accommodate every type of business that comes along. After all, logical minds may reason that a sale is a sale, correct? In actuality, while a sale is technically a sale, a successful sales agent doesn’t and shouldn’t rely on money making alone. It is important to determine a niche and stick to it. 
Determining a niche market is crucial to keeping focused and developing an effective marketing campaign. You may be asking yourself, “Why do I need a niche?” The simple fact is that sales agents cannot afford to be someone or something to everyone. 
If you spread yourself too thin, trying to conquer all areas in Real Estate, you risk spending more money on marketing and risk losing clients and business all together. 
Whether you decide to focus on buyers or sellers, a specialized market such as commercial, residential or vacation properties, or even a business group such as doctors and lawyers; having a niche will set you apart from the competition and will ultimately lead to more referrals and business. 
As a real estate sales agent, you have thousands of niche areas to choose from. So where to begin? Here are four easy tips to help you develop a niche that is right for you:
Search for your Passion

Specializing in a niche that you have a passion for will only make you a better sales agent. You will have more drive and exert an energy that will have your clients running back for more.  
Ask, Listen and Learn

Ask friends and family if they know of anyone who is searching to sell or buy property. Word of mouth is a strong marketing tool and can bring you that comfortable and personable business you may be looking for.
Go Online

Countless opportunities await you on the Internet. Social network, join forums and review blogs to determine what people’s real estate needs are. 
Look to your Past

Prior knowledge and experience can help you determine the best niche market for you. Many sales agents have had careers in different fields and industries before pursuing a career in Real Estate. Take a second look at your contacts and experience to help develop a niche. Perhaps your love of language will be indispensible to helping new immigrants find homes. Or maybe you worked in the home building industry and could specialize in vacant land purchases.
Having a niche market will open up marketing opportunities and create a strong business base. Take time to determine your niche and you will be on the road to business success. 
