
 



 
The Real Estate Agent’s Guide to Standing Out 

 
 
 

You’ve probably noticed that some real estate agents manage to shine more than anyone else - 
what are they doing that makes them stand out compared to others? Each success strategy will 
be slightly different yet one thing they have in common is dedication and commitment to making 

themselves different from all the other agents out there. This means treating yourself as a 
business and giving it the investment that it needs to grow, no matter what it takes. It’s not easy, 

but if it were, everyone would be reaping the benefits of standing out and being at the top.  
 

Here are some key points that you definitely should be doing to make yourself a cut above the 
rest. 

 

 
 

Build Your Brand 
 

The first step to making yourself stand out is building your brand. Building a brand can sound a 
vague concept for anyone without a strong marketing background, so try seeing it as simply the 
way you present yourself to your audience. This involves thinking about what kind of service you 

want to deliver and to who. For example, you could be a real estate agent that’s focused on a 
specific neighborhood or one who only targets a luxury audience. Knowing the answers to what 

you do and who for helps you plan how you will present yourself. 
 

This should include a few important points. First, get a logo and consider hiring a graphic 
designer to design it for you. Make sure this logo is present on everything from your website and 



social media to your business cards. Keeping consistency throughout your business platforms 
(that includes the same logo and color theme everywhere) is important. Why? It helps create a 
fluid customer experience for clients and helps them feel confident about you as a business.  

 
While creating a positive brand experience online is important, don’t forget business cards as 
these you will use to give your contact to people. Get ahead of the rest by making premium 

business cards printed on high-quality paper with a professional design. Make sure it has your 
logo and all your contact details such as your cell phone and fixed line number, your email, your 
website, and any important social media pages.  It is important to note that if you use the word 

Realtor® on your card that you use the the appropriate registered mark following it (®). 
 

 
 

Set Up Your Own Website  
 

Having your own website is a must. It’s a way for people to find out more information about you 
and to make a decision on your credibility and trustworthiness. A website creates a point of 

contact between you and clients who will feel more comfortable knowing that they can reach out 
to you at any moment online.  

 
Additionally, it has to bring value to visitors, be a source of information, and have pages that 
load quickly. Why is a loading page speed important? According to recent research, 40% of 

visitors will click away from a site that takes more than 3 seconds to load. Also, a speedy site 
gives the impression that it’s professional and well-managed, which in turn reflects well on you.  

 
Making a website is no easy feat, even with platforms such as WordPress making web design 

easier than ever before. To avoid any hiccups and to save you time, it’s worth hiring a web 
designer to make your site for you. That gives you time to focus on creating content (i.e. value 



for visitors) that you can instantly upload when the site is ready. Make sure the site has your 
name (or whichever name you give your brand) in the website link so it’s easy for people to find.  

 
Your website should have an about page to explain who you are, a testimonial page of feedback 

from past clients, a contact page, and a blog. A blog is a great way to give constant value to 
visitors and help position you as an expert in real estate. Remember, your blog should be 

focused on real estate, neighborhood tips, and anything else relevant to your services. 
 

To really make yourself stand out from the rest, offer something free to all visitors - for example, 
a free ebook or podcast for first-time buyers - in exchange for their email address. Once they 
sign up, you send them your freebie for them to enjoy and then keep their email to send them 
useful news about real estate in their area or about your services. Always remember to make 
any form of communication with your client a way of building a relationship rather than a direct 

sale, and it should always bring them value in some way or another. 
 

 
 

Build a Strong Social Media Presence 
 

A lot of people - especially those classified as Millennials (born between the early 1980s and 
early 2000s) - search for social validation of businesses on social media. If they don’t find it 

there, it may weaken your competitive advantage. Developing a social media strategy will help 
you reach a large audience that you would otherwise miss out on. You should aim to at least 

have active Facebook, LinkedIn, Twitter, and Instagram pages. Like your website, they need to 
be places where your clients can speak with you as well as sources of information about real 
estate in general and your specialist niche. You can take advantage of social media business 
tools such as Facebook ads and Instagram boosts to help reach a larger, specifically-targeted 

audience that may be interested in your services. 



 
Your pages need to provide value so post relevant, interesting content daily and interact and 

engage with visitors. Take cue from social media pages you admire - how are they talking with 
their customers? How are their customers talking with them? Managing social media can be a 
full-time job in itself so consider hiring a social media expert to take over your pages for you. 

 

 
 

Deliver Exceptional Service  
 

Delivering exceptional service should be the number one priority at all times. Each client is more 
than just a number - they are a person with very real needs and it’s your job to understand 

exactly what they want and find the best-fitting solution for them. This requires you to listen to 
what a client says, for you to probe further when necessary to get key details and give clients 
space to talk more. Meeting a prospective client isn’t your moment to tell them how great and 

qualified and professional you are. It’s their moment to feel listened to and understood. 
 

Other ways to deliver exceptional service is to answer your phone when it calls, respond to 
emails immediately, keep an eye on messages coming through on social media and getting 

back to them straight away, and being intuitive by contacting clients who may need extra 
information about a particular property.  

 
It’s also important to remember that the exceptional service doesn’t stop after you made a sale. 
Try following up a week later to check everything is ok and if there is anything else you can help 

with. This helps build the relationship further, creating opportunities for future business both 
from the client and referrals. 

 



 
 

Think About Your Presentation 
 

The next point you need to think about is your personal appearance. Your image and how you 
present yourself to prospective clients and colleagues need to make a great first impression. In 
service-focused roles, how you dress remains an important factor for success and you should 

aim to look both professional and approachable. 
 

Obviously, how you dress is your choice and although it’s important to look smart, there’s 
nothing wrong if your personality shines through. As a rule of thumb, typical business attire - the 

kind of outfit you’d wear to the office - is a safe bet. 
 



 
 

Network 
 

Networking follows a simple logic. If you network, you will stand out. People will see you, get to 
know who are and what you do, and your number of connections will grow. If you don’t network, 

it’s harder to get your name out there and your business connections are likely to be fewer. 
Networking is not only a way of getting your business known, it also increases your chances of 

speaking with prospective clients and getting referrals. 
 

However, networking isn’t for everyone. Some people simply don’t enjoy it as it feels schmoozy. 
If you treat networking as a way of making sales and see it simply as a ‘what’s in it for me’ 

activity, it may come across as not being sincere. However, if you see networking as a way of 
making real connections with people you can genuinely help, it becomes a lot more 

social-oriented, pleasant, and valuable, both for you and the people you meet.  
 

If you really don’t feel comfortable with networking, start with your immediate social circle. Tell 
your friends and family what you do and ask them directly if they could mention you as a referral 

if an opportunity arises. Build your network online by using professional platforms such as 
LinkedIn. Connect with people in your area, engage with their articles by adding useful and 

sincere comments, and try posting your own posts there about real estate. LinkedIn is a great 
way to connect with a wider professional circle and learn about industry trends and events. 

Don’t feel afraid to reach out to people in your area by sending them a message about 
something they posted or a text you saw that reminded you of them. Remember, almost 

everyone there is looking to grow professionally and will more than likely respond positively to 
your message. 

 



Other ways to network include going to industry events to meet fellow professionals and 
prospective clients. Make sure to bring plenty of business cards and prepare your ‘elevator 

speech’. What’s your elevator speech? It’s a brief yet concise presentation of who you are and 
what you do. The aim is to deliver a persuasive summary of your professional side in about 20 

or 30 seconds. It should be tight, told confidently, and leave no doubt as to what you do. 
Prepare yours in advance and practice it regularly. It can be a useful tool to use when you meet 

new people at industry events.  
 

Another way of networking is to create your own networking event. This allows you to invite a 
specific audience and gives you the chance to meet people that you truly want to connect with. 

It also allows you to connect people you know to others who you think would be valuable to 
them. Networking is a two-way activity and is just as much about you meeting new people as it 
is you connecting others together too. Having your own event fosters the perfect conditions for 

building valuable and strong connections. Think outside the box - perhaps you could hold a 
workshop or lecture and invite your target audience to discuss how to buy their first property. Or 

perhaps you could hold a happy hour for both fellow colleagues and prospective clients. By 
doing this, it puts you in the spotlight and people will remember you as someone that has 

connections and as an authority figure. 
 

 
 

Be Seen as an Expert 
 

Being considered an expert gives you authority and people will trust you. The problem is, few 
people are actually willing to admit they are an expert in their field but if you work in real estate, 

if you have experience, and you know what you’re talking about, don’t be afraid to position 
yourself as a real estate expert. 

 



Many of the points we have discussed already will help elevate your status as an expert. For 
example, networking and holding your own events, posting on LinkedIn, writing an informative 
blog, and simply telling people what you do will help others see you as someone that knows 

what they are talking about. Another way of really making yourself stand out is to offer to write 
about real estate for a local newspaper so your content and name will reach an even larger 

audience. 
 

Stay on the ball by constantly learning more about your area and the region you cover. The 
more you know, the more you’ll be seen as a real estate expert. Add this to all the other points 
discussed here and you’ll be standing out from the crowd in no time at all. For more informative 
articles, special reports, and videos about excelling in the world of real estate, please visit the 

Cindy Bishop Training site. 

https://www.cindybishoptraining.com/

