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OWN YOUR

When Gary Gestson started inthe real estate busi-
ness seven years ago, he marketed himself to the
masses. He made cold calls, resched out tohis sphene
of infuence, and fo cused on becoming the go-to guy
for real estate in his neighb orhood.

The problem? “There were thousands of real
estate agents in my area who wene doing the same
thing,” says Gestson, a salesperson with Long &
Foster Real Estate Inc. in Gaithersburg, Md. And
although he vas making a decent living, he wam't
having very much fun. “Selling houses that all leok
alike quick ly became boring to me,” he says.

About six momnth s into his camer, be pmpedat the
chanee to work with a buyer whi wanted something
dlifferent—a historic home. The search pro cess was
far more time-consuming than unal, he sys “We
looked at every home from Brumswick to Babi-
more” before the buyer decided on a s30s cottage
in Caaithersburg’s Old Towne neighborhood. But he
didn't mind. “B was during that time that T fell in
love with historic homes,” says Gestson, who spent

CHE

Make aname for yourself by carving a real estate specialty that
combines your interests with local market opportunities. By Matt Baron

more than 20 years asan art dealer before getting his
real estate license. “Every home Tlooked at was like
a new adhventume”

Four years later, after cresting the Historic
Homes Team and laune hing a niche Web dte fowo
irtorihomerteam com, Gestson was the top produc -
er at his office. And while other practitioners in his
market have struggled with a housing dowedown the
last couple of years, he'’s had a steady stream of busi-
ness, In fact, 2000 & on track to be a banner year,
he says. “Having a niche allows me to foouws oy mar-
keting efforts,” he says. T don't have to reach out
much as [ did before. People find me”

Another perk of being a specialist: His clients
tend to associate with other historic-home emthusi-
asts. “Tf ['ve got one satisfied costomer, Pve got 10
refermbks waiting” Gestson says. My cients are very
tqualified and theyre buying something for the long
term. They want to work with someone with spe-
clalized knowledge™

Research shows that Gestson isright. A 2008 sur-

ANALY FE LOCAL DEM DGR APHICS. Frobe LS. Cermums dats to spol demographic iemds—a surge of baky boomers i
youlr area, dor e ple—an d pay special sitenon o undsrsened group s, says Josh Gomzsler, direclon of Heally Execufves

Iefter ratioeial™s Latin Disisioe, which Belis provide ¥ ustworthy senice Yo Latinod. The largest porfion of Hispanics areal
Mbedcan descent, bl s Mol & komegenous group.” Bul be camiul, says Gonzaler, when woking with langs demographic
s st o o aliemate any ome s broup
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Pty A dowm Al Cuavey

“Iro what you enjoy dolng: otherwise 15 not worth delng at all” says Gary Gestson, a historic homes expertin Gaithersbung, Md.

vey of buyers and sellers by the Namovas Asocia-
TN OF REALTORS® reveals that 8o percent of buyers
would prefer to work with a real estate practitio-
ner who's focused on a particular type of property
Whale IFHI:i.I]iIItiH\:I'I huaz .I]'m]ﬂ Iz ey :'mlm-um.
industry lesders sayit has taken on an even greater
Inportance in recent years—and not ust because of
the challenging economy.

I you keok at society today, it’s all sbout special-
izt s B EALTOR com Preddent Erml Sam-
uekion, who led a session on Web marketing at the
2004 REALTORS® Madvear Legislative Meetings in
Wll}l:i:l'lgﬂlﬂ'l.. DG, “Commume s are traimsed to look
for personalized experiences. s why there are 500
cable TV channek instead of everyone tuning into
the same network news boadesst every night”

Vet the real estate industry dosn®t seem to have
em bl lpuci.l]:im:ilm an 'l:'u]]]." = other sectors,
Bamuekaon SaVE. RBREALTOR. comi's m::rlu:ting -
search team recently surveyed a wide swath of real
estate practitioners Web sites and found that onby

about 11 percent indicated a specialty of any kind,
H]'t}un.lg}l t e survey waEnt scentfc, the moults
suggest there are opportunities for you to stake your
claim to a real estate niche that fts your interests

andd market dynamics.

ONTHE HUNT FOR A SPECIALTY
Ready tor firsd yonur profitalile ndche O way to start
i by book ing invand, identifying your special dkills,
]:.mrw]mlgz, amd lun:imu- gt som realized he had a
zeal for kistoric homes and was able to parday skilk
from his days selling antique works of art to help
sellers market their one-of-a-kind properties.
Likewrize, G:i:rm]." Ilees of Eeller Williams RE.I]'I.T‘
i Dlamville, Cabif, foumsd that her EI:PE:I'.iE'II:ﬂ |'.l|.|:|.ﬂ-
iy aryed selling homnes a5 a gngle mom made her well
suited to help other independent women. “You end
up F.n':it.:ﬁ:rlg tovwrard] wht you lonse o ddon™ sy
Iolasess wrkuy H\:I'E.II'I:iIﬂ ez ] et o 'mu']u]'m[n T8 e
such 22 whether to ]wup a home after 1|:'1.Hm:i:|1§. She
recenth launched an online network 22> Page rg

PINPOINT YOUR PASSION. Wkt o youkeow and howe? For Ooole Bopd, ™ e, T3 goll The former goll po i nowa
sabespesmom w il Jobm B Wood Bewrom®, inMaples, Aa, where be specializes infinding buers bomes on gdi courses Bl makch
i gkill bavel The idea stermmn od from & comrersation be owrbeard inllbe clubbous e amanwith meager golling abiilly was

o imieg Bl e course pear bis bome was too dilficial. * Dojyou wand tolie ona goll course whee youie always nsrated
sy Bopd, wivo olseres clieats playing goll belare showing (ham bomes. “ H you ke the gol course, joule s prisons "
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TIP

Get b credentisl,
Desigrafions and

et cat o give i
specfaiiz e bewow e g aed
bocat your crdb ity bt
b e that wheh markeng
yoursedl, you sxplkain what
e e et ters adier your
raane maily mean. Also, i
yoid Py paa | axpedencs
o or-real ad tade raning
Bt pits youl e R e with
yoir clients” peadk, donT
b2 shy dbouf teling pRople.
For example, 2 buyer o 2
wateriront property might
appreciate hat you'rea
fearenes 3 ailing e fnachor.
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