
Utilize 1031 Exchanges to Boost Your Real 
Estate Business

Experts predict that the housing market will see modest growth rather than a decline in 2025, with home 
sales expected to increase by 7% to 12%. While the market stabilizes, competition among real estate 
professionals will remain strong. To stand out in this evolving landscape, 1031 Exchanges offer a valuable 
opportunity for professionals to differentiate themselves, attract more clients, and expand their business.

Current State of the Real Estate Housing Market
The relationship between interest rates, the housing market, and the job market for real estate 
professionals is complex and multifaceted. In general, changes in interest rates and the housing market 
can have a significant impact on the demand for real estate services and the job prospects of real estate 
professionals.

The correlation between interest rates, the housing market, and the demand for real estate professionals 
includes:
• Interest Rates: Interest rates have a direct impact on the affordability of homes. When interest rates 

are low, it becomes more affordable for Buyers to purchase homes, which can lead to an increase in 
demand for real estate services. Conversely, when interest rates are high, like in the current market, it 
becomes more expensive for Buyers to borrow money, which can decrease demand for real estate 
services. In addition, high interest rates are not attractive for homeowners to refinance their 
mortgages, which can decrease the demand for mortgage brokers and loan officers.

• Housing Market: The housing market can also affect the job market for real estate professionals. 
When the housing market is strong, with high demand and rising prices, real estate agents, brokers, 
and appraisers may see an increase in business. Conversely, during a housing market downturn, with 
low demand and falling prices, real estate professionals may experience a decrease in business.

Overall, the job market for real estate professionals can be affected by a variety of factors, including 
interest rates, the housing market, and broader economic trends. Real estate professionals who can adapt 
to these changing conditions, provide unique value to their clients, and expand their service offerings will 
continue to thrive in any market environment.

Overview of Real Estate Professional Saturation
Here are some general trends and statistics that may provide insight into the saturation and 
competitiveness of the real estate industry:
1. High Number of Real Estate Agents: According to the National Association of Realtors (NAR®), there 

are over 1.5 million real estate agents in the United States alone. This means that competition among 
agents can be fierce, especially in more populated areas.

2. Concentration of Top Agents: While there are many agents, a smaller number of top-performing 
agents tend to dominate the market. According to a 2017 report by Real Trends, the top 1% of real 
estate agents in the United States account for approximately 30% of all transactions.

3. Brokerage Consolidation: In recent years, there has been a trend toward consolidation in the 
brokerage industry, with larger firms acquiring smaller ones. This can make it more difficult for smaller, 
independent brokers to compete.

4. Changing Industry Landscape: The rise of technology has disrupted the traditional real estate industry, 
with new players – such as Zillow, Open Doors, and others - entering the market and offering alternative 
models for buying and selling homes. This has increased competition and forced traditional agents and 
brokers to adapt to stay competitive.

Overall, the real estate industry remains highly competitive, with a large number of agents vying for 
transactions in a stabilizing market. To succeed, agents must differentiate themselves through excellent 
service, marketing, expertise, unique knowledge, and extensive referral networks with partners including 
titles companies, 1031 Exchange Qualified Intermediaries, real estate attorneys, and related 
professionals. 

How Real Estate Professional Can Use 1031 Exchanges to Excel Business
A real estate broker can use 1031 Exchanges to grow their business by becoming knowledgeable and 
proficient in the process and then offering this service to their clients.
Here are a few ways a real estate broker can use 1031 Exchanges to grow their business:
1. Recommend a 1031 Exchange Service: By recommending a 1031 Exchange service to clients, a real 

estate broker can provide an additional value-added service that can help them retain clients and 
attract new ones.

2. Build a Relationship with a Qualified Intermediary (QI): A real estate broker can build a relationship 
with a QI, who is a professional authorized to handle the funds and paperwork for a 1031 Exchange, to 
assist clients in the process.

3. Market The Service: A real estate broker can market their 1031 Exchange knowledge and network to 
clients and other professionals in the industry, such as accountants, attorneys, and other real estate 
professionals, to attract new business.

4. Educate Clients: A real estate broker can educate their clients about the benefits of 1031 Exchanges, 
such as tax savings, and help them understand the process, including the different identification rules 
and methodologies.

By leveraging 1031 Exchanges, a real estate broker can differentiate themselves from other brokers, 
increase their revenue and client retention, and build a reputation as an expert in 1031 Exchanges which is 
a niche market for real estate professionals
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