
How real estate agents can use data to offer better client service

Description

Thereâ??s no business like the real estate business, and only those who are in this industry
can relate to this. After all, when youâ??re selling real estate, you get to experience what
itâ??s like selling people dreams.

Now, what if you get to sell dreams (and real estate) but in a data-driven manner? That
would bring in better results and bigger sales, but why opt for this approach?

Well, globally, the real estate market is worth $4,130.01 billion. Hence, every real estate
agent, including you, is in the right business at the right time. But youâ??re also competing
against each other, like in a battle royale of real estate agents. And when you have clients
being picky, you canâ??t really do anything but stand out in your approach to serving them.

Clients today expect more precise information, faster answers, and exciting insights, and
thatâ??s where the data and real estate connection lies. Still confused? No problem. Letâ??s
walk you through the ways real estate agents can use data to offer excellent client service.

Understanding Clients Through Data

Good client service starts with understanding who youâ??re working with. You can collect
and analyze client data from several touchpoints, like social media, property inquiries, or past
purchases. Once you analyze all these data points, you get to see what really matters to your
clients. 

For example, if a client constantly searches for listings with a backyard or near green spaces,
that tells you a lot about their priorities. By keeping track of these preferences, you can
recommend properties that fit their lifestyle instead of sending random listings that miss the
mark.

And remember that in the US, the average sales price of new homes is upwards of $500,000.
People will spend like 30 percent of their gross income on housing. Hence, your clients are
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expected to be super picky to make sure they are getting what they want and more. 

Data can also help you predict what clients might want before they even ask. Maybe your
analytics show that most buyers in a certain age range prefer homes with energy-efficient
features or smart home technology. If you can point that out during a showing, it shows
youâ??re paying attention. 

Providing Data-Driven Insights on the Location and Its
Surroundings

One of the biggest reasons clients turn to real estate agents is for insider knowledge about a
location. Data can give you the upper hand here. 

Instead of just describing a neighborhood as â??quietâ?• or â??up-and-coming,â?• you can
back it up with facts. You can show trends in property values, traffic data, local amenities,
and even walkability scores. These details can make a huge difference for someone deciding
between two similar homes.

Real estate agents can also use tools like dataplor or Google Places to gather location-based
data directly from maps and points of interest (POI). Such tools help agents display nearby
restaurants, schools, parks, and businesses on their websites. 

While the Google Places API remains a popular and valuable tool for geospatial insights,
businesses now have plenty of other options. The ongoing Google Places API vs dataplor
discussion highlights how different platforms may offer varying levels of local detail and
coverage. Such coverage can influence how accurately businesses represent their
surroundings.

Using Market Trends to Offer Smarter Guidance

Market data is another powerful tool that can help agents guide clients more effectively. By
studying real-time trends like median home prices and days on market, you can provide
advice thatâ??s rooted in current facts, not outdated assumptions. 

This kind of insight is especially valuable in fast-changing markets where timing can make or
break a deal. For example, letâ??s say you know that a particular neighborhoodâ??s
property prices have been rising steadily for six months. So, you can warn buyers that
waiting might cost them more later. 

For sellers, you can suggest the best time to list their homes to attract higher offers. Clients
appreciate agents who bring them real numbers, not just opinions.

Improving Property Valuation with Predictive Analytics
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Pricing a property correctly is one of the toughest parts of real estate. Go too high, and it sits
unsold. Go too low, and the client loses money. 

Predictive analytics can help you find that balance. By analyzing past sales, neighborhood
trends, and economic indicators, you can make pricing recommendations that reflect the real
value of a property.

These tools can also identify patterns that humans might miss. For instance, they might show
that homes near certain new developments or upcoming transit projects tend to increase in
value faster. 

Sharing these insights with clients shows that your guidance is based on solid evidence, not
guesswork.

Real estate is a people business, but data gives you the tools to serve those people better.
Whether itâ??s analyzing market trends or using geospatial insights, data helps you deliver
more accurate, timely, and personalized service. The agents who learn to harness it
effectively will be the ones clients remember and return to. 
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