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SEVEN WAYS FOR AGENTS TO 
GROW AND THRIVE IN 2023

As the market slows, it’s natural for real estate agents to expect a reduction in business –
and without question, we will see fewer transactions in the coming year. But today’s 
market offers great opportunity for growth.

Here are seven things savvy agents will do to ensure they thrive in 2023:

Start with a plan – Developing a business plan is an essential part of being successful in 
any market. Listing your goals, planning how you will achieve them, and regularly 
tracking your progress will give you a clear and definitive course of action to follow. 

Be proactive – Good communication will be key. Develop a list of 100 or more past 
clients and others in your database to whom you will reach out every month in one way 
or another: Email a newsletter. Send a birthday card. Call to let them know about 
demand in their neighborhood, or to ask for leads or introductions. 

Volunteer – People want to do business with those they know well. Volunteering in the 
community and/or getting involved in service clubs and other local groups will put you in 
a position to be noticed.

Find a niche – Become the local expert in senior real estate, ‘green’ living, military 
relocation, or any of NAR’s designated specialties. Having a little more time and flexibility 
makes this a good time to study and learn.

Keep up with trends – Being the local expert means being on top of the trends, 
especially as they apply to your market. Be aware of supply and demand, shifting price 
points, changing demographics, and the general state of the market.

Improve social media skills – This is a good time to brush up on and improve your online 
presence and all the social media skills that can keep you in touch and noticed.  

Practice positivity – Look for the upside. Is a listing not selling? Every open house you 
attend is an opportunity to meet new prospects. Can’t find a home for your buyer? Get 
on the phone and call prospective sellers. Initiative counts!
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