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INTRODUCTION: WHY A CAREER IN REAL ESTATE IS WORTH YOUR TIME

The real estate industry has long been one of the most attractive paths for ambitious professionals.
It  offers  a  combination  of  independence,  income  potential,  and  the  satisfaction  of  helping  people
find  homes  or  build  wealth  through  property.  Whether  you  are  fresh  out  of  college,  considering  a
mid-life career change, or simply looking for a more flexible professional life, learning how to get
started in a real estate career can feel both exciting and overwhelming. The good news is that
millions before you have taken this journey, and the path is clearer than you might think.
Real estate is not a single job but a broad field encompassing residential sales, commercial leasing,
property management, real estate investing, appraisal, and mortgage brokerage. Each path has its
own demands and rewards. This article will  walk you through the essential  steps, helping you
understand what to expect and how to position yourself for long-term success in this dynamic
industry.

ASSESS YOUR GOALS AND CHOOSE YOUR PATH

Residential Real Estate Sales
This is the most common entry point. As a residential agent, you help people buy, sell, and rent
homes. You will need strong interpersonal skills, a knack for negotiation, and the ability to handle
emotional  transactions.  Commission-based income means your earnings directly reflect your effort
and  market  conditions.  Many  successful  agents  enjoy  the  variety  of  working  with  different  clients
and properties every day.

Commercial Real Estate
Commercial  real  estate  involves  office  buildings,  retail  spaces,  warehouses,  and  apartment
complexes. Transactions are larger, clients are often businesses, and the learning curve is steeper.
However, the income potential is substantial. Commercial agents typically work longer hours but
enjoy more stable, repeat client relationships. This path suits people who are analytical, patient, and
comfortable with complex financial calculations.

Property Management
If you enjoy operations and organization more than sales, property management could be your
niche. Property managers handle the day-to-day operations of rental properties, including tenant
relations, maintenance, rent collection, and compliance with landlord-tenant laws. This role offers a
steady salary rather than commission-only income, making it a more predictable option for those
looking for stability while still working in real estate.

Real Estate Investing
Some people enter real estate not as agents but as investors. This path involves buying, renovating,
and selling or renting properties for profit. It requires capital, market knowledge, and a willingness to
take calculated risks. Many successful investors start with a single rental property or a small fix-and-
flip  project  and  grow  from  there.  Education  in  finance,  property  analysis,  and  local  regulations  is
critical before taking this step.

Supporting Roles: Appraisal, Inspection,
and Mortgage
You can also build a career in real estate without being an agent. Appraisers determine property
values for lenders and buyers. Inspectors evaluate property condition. Mortgage brokers help clients
secure  financing.  Each  of  these  roles  requires  specialized  training  and  certification  but  offers  a
different  kind  of  interaction  with  the  real  estate  ecosystem.  These  careers  are  often  less  volatile
than sales and provide a steady stream of work.

MEET YOUR STATE'S LICENSING REQUIREMENTS

Once you have chosen a direction, the next step is understanding how to get started in a real estate
career legally. Every state in the U.S. requires real estate agents to hold a license. The process
varies slightly by state, but the general framework is consistent.

Pre-Licensing Education
You will need to complete a state-approved pre-licensing course. These courses cover real estate
principles, contracts, finance, property ownership, and agency law. Most states require between 60
and 90 hours of classroom or online instruction. Many community colleges and private real estate
schools offer these courses. It is wise to choose a school with a good pass rate for the state exam, as
the quality of instruction directly affects your readiness.

The State Licensing Exam
After completing your coursework, you must pass the state licensing exam. The exam typically
includes both a national portion and a state-specific portion. It tests your knowledge of real estate
law,  ethics,  and practice.  Most  people find the exam challenging,  so plan to  study thoroughly  and
consider using practice exams to gauge your readiness. You usually have a limited number of
attempts, so take the preparation seriously.

Background Check and Application
All states require a background check as part of the licensing process. Minor infractions are not
necessarily  disqualifying,  but  felony  convictions  and  financial  crimes  may  prevent  you  from
obtaining a license. Be upfront about your history when applying, as dishonesty can lead to denial.

The application process  also  includes paying a  fee and submitting proof  of  your  pre-licensing
education.

Find a Sponsoring Broker
Newly licensed agents cannot work independently in most states. You must affiliate with a licensed
real estate broker who will supervise your early work. Choosing the right brokerage is one of the
most important decisions you will make. Large national brands offer training, brand recognition, and
support,  while  smaller  boutique  firms  may  offer  more  personalized  mentorship  and  higher
commission splits. Interview several brokers before committing. Ask about their training programs,
commission structure, and the culture of the office. You want a brokerage that aligns with your goals
and values.

BUILD YOUR KNOWLEDGE AND SKILLS CONTINUOUSLY

Passing the licensing exam is just the beginning. The most successful agents treat learning as an
ongoing process. Your first year in real estate is a steep learning curve, and the agents who invest in
their education tend to thrive.

Learn the Local Market
One of the first things you should do is become an expert on your local market. Study recent sales,
current  listings,  average  days  on  market,  and  price  trends.  Drive  through  neighborhoods  to
understand property conditions and amenities.  The more specific your  knowledge,  the more value
you bring to clients. When a client asks about a school district or commute time, you should have an
immediate, informed answer.

Master the Technology Stack
Modern real estate relies heavily on technology. You will need to become proficient with the Multiple
Listing Service,  customer relationship management software, and digital  marketing tools.  Many
brokerages offer training on these platforms. Familiarize yourself with social media marketing, email
campaigns, and virtual tour creation. Clients expect agents to be tech-savvy and responsive, so
invest time in building these skills early.

Develop Soft Skills
Technical knowledge alone will not make you successful. Real estate is a relationship business.
Sharpen your communication, negotiation, and problem-solving skills. Learn to listen actively to
clients and understand their underlying needs. Empathy and patience are invaluable when dealing
with the stress of buying or selling a home. Many agents lose deals not because of a lack of
knowledge but because of poor interpersonal skills.

CREATE A BUSINESS PLAN AND SET YOUR FINANCES IN ORDER

Understand the Financial Realities
One of the most important aspects of how to get started in a real estate career is understanding the
upfront  costs.  You will  need to cover licensing fees,  exam costs,  broker desk fees,  marketing
expenses, and your own health insurance. Most importantly, realize that commission income can be
irregular,  especially  in  the  first  year.  Many  experienced  agents  recommend  having  six  to  twelve
months of living expenses saved before you start. This safety net will allow you to focus on building
your business instead of worrying about paying bills.

Set Realistic Goals
Create a business plan with clear, measurable goals. Set monthly targets for prospecting calls, open
houses, and client meetings. Track your conversion rates so you know exactly how many leads you
need to generate one sale. Be realistic about your income projections. The average new agent
closes  a  limited number  of  transactions  in  the first  year,  and many do not  make a  profit  until  the
second or third year. Patience and persistence are essential.

Build a Marketing Budget
Marketing is not optional in real estate. You must invest in branding, online presence, and lead
generation.  Decide  whether  you  will  focus  on  a  specific  geographic  area  or  a  niche  like  first-time
buyers or luxury properties. Your marketing budget should include website costs, social media ads,
printed materials, and professional photography. Many successful agents recommend starting with
low-cost strategies like door knocking, networking, and building a referral base before scaling up to
paid advertising.

START BUILDING YOUR NETWORK AND REPUTATION

Leverage Your Sphere of Influence
Your  first  clients  will  likely  come  from  people  you  already  know.  Tell  friends,  family,  former
colleagues, and neighbors about your new career. Ask them to keep you in mind for referrals. Most
people prefer to work with someone they trust, and your existing relationships are a goldmine of
potential leads. Do not be shy about announcing your career change on social media and through
personal emails.

Join Professional Organizations
Membership in the National  Association of  Realtors gives you access to resources,  networking
events, and continuing education. Many local real estate associations also have young professional
groups that are excellent for new agents. Attend industry events, open houses, and community
functions to meet other professionals and potential  clients.  Real  estate is  a relationship-driven

https://everybodystreet.com/


2

2 How To Get Started In Stand Up Comedy 2025-07-19

business, and the more people you meet, the more opportunities you create.

Find a Mentor
A good mentor can shorten your learning curve by years. Look for an experienced agent who is
willing  to  share  their  knowledge  and  guide  you  through  your  first  transactions.  Many  brokerages
assign mentors automatically, but you can also seek one out on your own. Offer to help your mentor
with administrative tasks or open houses in exchange for their time and guidance. The best mentors
are those who genuinely want to see you succeed, not just those who receive a referral fee.

OVERCOME COMMON CHALLENGES IN THE FIRST YEAR

Dealing with Rejection and Uncertainty
Every new agent faces rejection. Deals fall through, leads go cold, and clients choose other agents.
It is important to develop resilience early. Do not take rejection personally. Instead, analyze what
went wrong and learn from each experience. The agents who succeed are those who persist through
the tough times. Keeping a positive mindset and focusing on long-term goals will carry you through
your first year.

Managing Time Effectively
Real  estate  offers  flexibility,  but  that  freedom can  be  a  challenge  if  you  lack  discipline.  You  must

create a schedule that  includes dedicated time for  prospecting,  showing properties,  answering
emails, and administrative work. Many new agents waste time because they do not have a clear
routine.  Treat  your  real  estate  career  like  a  serious  business  from day  one.  Set  office  hours,  plan
your week in advance, and hold yourself accountable.

Avoiding Burnout
The constant pressure to generate leads and close deals can lead to burnout. It is important to set
boundaries around your work hours and take time for rest and personal activities. real estate is a
demanding profession, but it should not consume your entire life. Successful agents learn to balance
their workload with self-care, family time, and hobbies. This balance will sustain you over the long
term and prevent the exhaustion that causes many new agents to quit.

CONCLUSION: YOUR FIRST STEP INTO A REWARDING CAREER

Understanding how to get started in a real estate career is the first step on a journey that can offer
you professional  freedom, financial  growth,  and the satisfaction of  making a tangible difference in
people's  lives.  The  path  requires  dedication,  continuous  learning,  and  a  willingness  to  face
challenges head-on. From choosing your niche and obtaining a license to building your network and
developing essential skills, each stage prepares you for the demands of this competitive field. If you
approach real estate with a business mindset, a commitment to excellence, and a genuine desire to
serve  clients,  you  will  find  that  the  effort  is  well  worth  it.  Take  that  first  step  today,  and  begin
building  the  career  you  have  been  dreaming  of.


