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RELATIONSHIPS CAN BECOME THE FOUNDATION OF YOUR BUSINESS

Many people considering a real estate career wonder: “Where will I find my first clients?”

You may assume you must purchase leads, advertise to strangers or meet hundreds of new
people before you can begin building a real estate business.

The truth is that your first real estate database may already include people you know.

Family members. Friends. Coworkers. Neighbors. Former classmates. Church members.
Community connections. Business contacts.

They may not need a real estate professional today, but they may need one in the future or
know someone who does.

YOUR BUSINESS CAN BEGIN WITH RELATIONSHIPS
Real estate is a relationship-centered profession.

People generally prefer to work with professionals they know, like and trust or were referred
to by someone they trust, particularly when making an important decision such as buying or
selling a home.

Your existing relationships could provide an initial foundation for building your business, but
that does not mean immediately asking everyone you know for a transaction.

It means staying connected, serving people, providing useful information and earning trust
over time.
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WHO COULD BE PART OF YOUR FIRST DATABASE?
Consider the people already connected to your life:

•  Family members and extended relatives
•  Friends and acquaintances
•  Current and former coworkers
•  Neighbors and former neighbors
•  Former classmates and alumni
•  Church and community connections
•  Business owners and service providers
•  Professional contacts
•  Parents you know through your children
•  People connected to your hobbies and organizations
•  Social media connections
•  People already stored in your phone

You may know more people than you realize.

A DATABASE IS MORE THAN A CONTACT LIST
Having hundreds of names and phone numbers does not automatically create a real estate
business.

A useful database is an organized system that helps you remember:

•  Who people are
•  How you know them
•  Where they live
•  Important details about their lives
•  When you last communicated
•  What real estate interests or needs they may have
•  When and how you should follow up

The goal is not to treat your relationships like transactions. The goal is to remain connected
and become a trusted real estate resource.

CONNECT. SERVE. FOLLOW UP. BUILD TRUST.
Successful relationship building can include:

•  Reconnecting with someone you have not spoken with recently
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•  Sharing helpful homeownership or market information
•  Recognizing birthdays, milestones and accomplishments
•  Introducing people to useful professionals and resources
•  Sending educational emails or newsletters
•  Creating videos that answer common real estate questions
•  Checking in without always asking for business
•  Following up when someone mentions a future real estate goal

Consistent, genuine communication can help people remember you when a real estate need
arises.

YOUR DATABASE CAN GROW WITH YOUR BUSINESS
Your existing contacts may provide a starting point, but you should continue meeting new
people and expanding your relationships.

As a real estate professional, your database may eventually include:

•  Past clients
•  Prospective buyers and sellers
•  Open-house visitors
•  Online leads
•  Referral partners
•  Local business owners
•  Community leaders
•  Lenders, inspectors and settlement professionals
•  People who engage with your educational content

A strong database is developed through consistent effort, excellent service and responsible
follow-up.

REAL ESTATE IS NOT ABOUT PRESSURING EVERYONE YOU
KNOW
This distinction is important.

Your relationships are not simply a list of people to whom you can sell. They are people you
can serve.

A relationship-based real estate professional seeks to understand people’s goals, provide
relevant information, answer questions and remain available when help is needed.

Trust cannot be rushed. It is built through consistency, competence and genuine care.
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DO YOU ENJOY BUILDING AND MAINTAINING RELATIONSHIPS?
Real estate may align with your strengths if you enjoy:

•  Meeting and learning about people
•  Staying connected over time
•  Helping others solve problems
•  Providing useful information
•  Following up consistently
•  Earning trust through dependable service
•  Creating opportunities through relationships

You do not have to know thousands of people before beginning.

You do need to be willing to connect, communicate, serve and steadily expand your network.

Before you can represent buyers and sellers as a Virginia real estate salesperson, you must
complete the required pre-license education and satisfy the state’s remaining licensing
requirements.

YOUR FIRST REQUIRED STEP STARTS WITH EDUCATION
HCG Real Estate School offers the state-approved Virginia real estate pre-licensing course,
helping aspiring agents begin that journey with live instruction, practical examples and a
structured learning experience that students enjoy.

READY TO EXPLORE YOUR NEXT STEP?
Review HCG Real Estate School’s Virginia pre-licensing course details, upcoming

schedules and enrollment information.

VIEW COURSE DETAILS
https://www.houstonconsultinggroup.com/hcg-real-estate-school
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