RESIDENTIAL PROPERTY NICHE LIBRARY

Single Family Homes — Detached

A standalone home on its own lot — the most common property type in nearly every market. Which
means the geography you choose is what turns it into a niche you own.

WHAT YOU NEED TO KNOW
The streets, not the market. Which blocks hold value, where the school line actually runs, which cul-de-sacs turn over
and which almost never do.

The builders and the floor plans. Most neighborhoods came from a handful of builders. Knowing the plans by name
lets you speak about a house before you walk through the door.

What renovations return here. Buyers in your area pay for some updates and ignore others. That answer is local and it
changes.

The ownership cycle. How long people typically stay before they move. That number tells you who is approaching a
decision right now.

Pricing with people who love the house. Owners of the home they raised children in need the market explained with
care. This is the conversation the niche is built on.

WHO YOU NEED BESIDE YOU

= Alender who closes on time and handles both first-time and move-up buyers well.
" Your prep trades — painter, flooring, roofer, handyman — the ones who can get a house listing-ready in ten days.
= A photographer and an inspector you trust enough to recommend without hesitating.

HOW YOU SHOW UP

You show up locally, and you show up repeatedly. Same neighborhood, same face, over years. Sponsor the team, walk the
streets, go to the meetings, know the businesses by name.

Nothing about this requires a particular look or budget. It requires being genuinely present in one place long enough that
people stop thinking of you as an agent and start thinking of you as their neighbor who does this.

WHAT TO TALK ABOUT

= Street-level market updates — what sold on which street, at what price, and why

= Builder and floor plan tours — the plans in your area, walked through and compared
" What updates return here — the local answer to the question every owner asks

= Neighborhood life — schools, parks, new businesses, the things people move for

You can’t be the name for every home in your MLS.
You can absolutely be the name for the homes on your streets.
Geography is what makes this niche ownable. Choose the boundary — five miles from your office, one subdivision,

one neighborhood, one town — and everything you learn compounds inside it. The knowledge gets deeper every
year, and it is the one thing a portal cannot generate and a competitor cannot buy.
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Townhomes

Attached homes sharing one or more walls, where the owner holds the structure and usually the
ground beneath it, and an association governs the exterior and common areas.

WHAT YOU NEED TO KNOW the expertise
" The associations themselves. Dues, what they cover, reserve health, and what projects are planned. This is the core
expertise of the niche — everything else follows from it.

= Resale document timelines. Every association returns documents at its own pace. Knowing which are fast and which
need two weeks keeps closings on schedule.

“ Rental policies, community by community. Which permit leasing, which cap it, which stopped. Investors ask this first
and they ask it early.

“ How value moves with the community. A well-kept unit prices against its neighbors. Understanding that lets you
advise a seller honestly about what they control.

" Loan approval status. Which communities are approved for which loan products — it decides who can buy before
anyone writes an offer.

WHO YOU NEED BESIDE YOU the specialists

= Association managers — the working relationships that get documents back quickly.
= Alender who tracks community approvals and knows the local developments by name.
= A handyman comfortable with association rules for anything touching the exterior.

HOW YOU SHOW UP fit and credibility
You become known one community at a time. Attend an association meeting. Learn the boards. Be the name a neighbor
gives when someone in the development says they are thinking about selling.

That is a small, specific room to be known in — and small is exactly why it works. Six communities known deeply is a
business.

WHAT TO TALK ABOUT content that builds the authority

= Community profiles — one development per video: dues, what they cover, what is walkable
= What your association actually covers — the most misunderstood topic in the niche

® Townhome, condo, or detached — the ownership difference, explained plainly

= Special assessments — what they are, why they happen, how to read the warning signs

THE AUTHORITY ANGLE

Townhome buyers are choosing a community as much as a home.
Be the agent who knows the communities.
The knowledge here is unwritten. Which boards are responsive, which reserves are funded, which developments are

about to take on a project — none of it is online, all of it is local, and it takes a competitor years to assemble. That is
exactly what makes it hold.

SOLO AGENT ACADEMY™ . NICHE EDGE™ SOLOAGENTACADEMY.COM
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Condos

Ownership of the interior of a unit, where the association owns the building itself. That single
distinction drives the financing, the insurance, and the expertise this niche runs on.

WHAT YOU NEED TO KNOW the expertise
" Warrantability. What makes a building financeable under conventional guidelines — owner-occupancy ratios, reserves,
litigation, single-entity ownership. This is the central skill of the niche.

= Reserve studies. A reserve study tells you what the building will need and when. Reading one well lets you answer a
buyer’s real question before they ask it.

The master policy. What the association’s insurance covers, where it stops, and what the owner carries themselves.
Rental and occupancy rules. Which buildings permit leasing and on what terms — the first question an investor asks.

The character of each building. Which floors, exposures, and views command more, and which stacks are quieter. This
is knowledge you can only get by being in them.

WHO YOU NEED BESIDE YOU the specialists

= Alender fluent in condo review, including portfolio options for buildings that fall outside conventional
guidelines.

= An insurance agent who writes owner policies and can read a master policy alongside you.
= Building managers and board members — the people who know what is coming before it is announced.

HOW YOU SHOW UP fit and credibility
Condo authority is vertical. You become the agent for two or three buildings, then a few more. It is one of the few niches
where your entire market can be a handful of addresses.

So be in them. Know the front desk. Show up for the community events. Buyers and sellers in a building talk to each

other, and the name that circulates is the one people have actually seen.

WHAT TO TALK ABOUT content that builds the authority

= Building profiles — one building per video: the amenities, the dues, the feel
= What warrantable means — and why it decides who can buy your unit

" What your dues actually pay for — the honest breakdown owners rarely get
" How to read a reserve study — a five-minute skill that protects a buyer

THE AUTHORITY ANGLE

The unit is the product buyers see.
The building is the product you sell.
An agent who can tell a buyer whether a building is financeable, what the reserves look like, what the last assessment

funded, and what the master policy covers is doing work no portal replicates and no out-of-area agent can fake.
Recognition here is earned one building at a time, and it stacks.

SOLO AGENT ACADEMY™ . NICHE EDGE™ SOLOAGENTACADEMY.COM
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Multi-Family (2—4 Units)

Two to four units on a single deed — small enough to qualify for residential financing, large enough
that the property is valued partly on the income it produces.

WHAT YOU NEED TO KNOW the expertise
" How to read a rent roll. Rents in place, lease end dates, deposits held, and what the building actually nets. This is the
skill the niche is built on.

" The owner-occupied strategy. A buyer can live in one unit and rent the others, often with low-down-payment
financing. Many first-time buyers have never heard this is possible.

" What transfers at closing. Leases, estoppel certificates, security deposit accounting, and tenant notice. Handled well,
it is routine. Handled late, it is not.

= Showing occupied units. Proper notice, respectful scheduling, and setting tenant expectations early keeps everyone
comfortable.

= Market rent versus in-place rent. The gap between the two is where the value conversation lives, for both buyer and
seller.

WHO YOU NEED BESIDE YOU the specialists

= Alender who does both owner-occupied multi-unit and investor financing.
= A property manager for referral, and for buyers who will not self-manage.
= A CPA who works with small landlords and can answer the questions that come after the closing.

HOW YOU SHOW UP fit and credibility
You show up as someone who speaks in numbers. Investors test you early and quietly — usually with one question about
returns to see whether you can hold the conversation.

Being able to run it with them, out loud, is the credential. It is also why this niche rewards preparation more than
presence: the work happens before the showing, in the spreadsheet.

WHAT TO TALK ABOUT content that builds the authority

= Owner-occupied multi-unit buying — the strategy explained for first-time buyers

" What a duplex here actually produces — real local numbers, honestly walked through
" How to read a rent roll — a short, genuinely useful skill video

® First-year landlord basics — what nobody tells a new owner

THE AUTHORITY ANGLE

Anyone can show a duplex.
Be the agent who can read one.
The investors in your market already know which agents can talk about returns and which cannot. That reputation

travels fast in a small community of repeat buyers — and repeat buyers are the whole point. One relationship here can
be a decade of transactions.

SOLO AGENT ACADEMY™ . NICHE EDGE™ SOLOAGENTACADEMY.COM
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New Construction

Homes sold before or shortly after completion, usually by a builder with its own sales team, its own
contract, and its own timeline.

WHAT YOU NEED TO KNOW the expertise
" Registration rules, builder by builder. Most builders require you to accompany your buyer on the first visit. Knowing
each builder’s rule is what protects the relationship.

" How the builder contract differs. It is written by the builder’s counsel and it works differently from your state form.
Reading it well is the service you provide.

“ The community pipeline. Which phases are releasing, which lots remain, what pricing has done, and what is coming
next year.

“ How incentives work. What is offered, what is negotiable, and how preferred-lender incentives actually price out
against the alternative.

= Walk-throughs and warranties. Punch lists, the warranty period, and what to document at each stage so the buyer is
covered later.

WHO YOU NEED BESIDE YOU the specialists

® The builder sales counselors — real working relationships here make everything else easier.
= An independent inspector who does phase inspections, not just a final walk-through.
= Alender who can hold a long rate lock and has closed on builds in your market before.

HOW YOU SHOW UP fit and credibility
You show up at the communities, regularly. Know the counselors by name, know what released this month, know what

closed last month.

Builders route business toward agents they recognize and trust. Being the familiar face at four communities is a strategy,
and it costs nothing but consistency.

WHAT TO TALK ABOUT content that builds the authority

= Community tours — what is releasing, what is left, what it prices at

" What builder incentives really mean — run honestly against the alternative
® Building versus buying resale — the real trade-offs, both directions

" The phase inspection — the step most buyers never schedule

THE AUTHORITY ANGLE

The builder has representation from the first handshake.
Be the reason the buyer does too.
In a process built around the builder’s contract, the builder’s lender, and the builder’s timeline, the independent agent

who knows every community and every place the paperwork differs is the one genuinely neutral expert in the room.
That is a clear position, and it is easy to explain.

SOLO AGENT ACADEMY™ . NICHE EDGE™ SOLOAGENTACADEMY.COM
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Historic Homes

Homes valued for their age, architecture, and place in the community — whether or not they sit inside
a formally designated district.

WHAT YOU NEED TO KNOW the expertise
" Which lenders and carriers work with older homes. Knowing who says yes before you list is the single most valuable
piece of knowledge in this niche.

" What designation actually requires. If the home sits in a designated district, exterior changes may go through review.
Explaining that early is the job.

= Systems literacy. Knob-and-tube, plaster, older foundations, original windows. You do not need to be an inspector —
you need to speak the language.

" Period-appropriate renovation. Which updates preserve value here and which quietly erase it. Buyers in this niche
notice both.

" The history itself. Who built it, when, in what style, and what else that architect or builder did in town.

WHO YOU NEED BESIDE YOU the specialists

= Alender and an insurance agent who have both closed and written older homes in your market.
= An inspector experienced with older construction, who can tell normal settling from a real problem.
® Preservation trades — plaster, millwork, window restoration — plus your local historical society.

HOW YOU SHOW UP fit and credibility
You show up as someone who genuinely cares about the houses. Walk the district. Learn the stories. Join the
preservation society and actually attend.

Sellers of historic homes are choosing a steward as much as an agent. That is unusual in real estate, and it means the
relationship often starts years before the listing does.

WHAT TO TALK ABOUT content that builds the authority

" House stories — the history of one home per video — the most shareable content in the niche
" Architectural styles in your town — a short guide to what you are looking at
= Restoration versus renovation — what preserves value and what does not

® What an older home costs to own — honest, local, and reassuring rather than alarming

THE AUTHORITY ANGLE

Sellers of historic homes are choosing who gets to tell the house’s story.
Be the person who already knows it.
Anyone can admire the millwork. The recognition comes from knowing which lenders will write it, which carriers will

insure it, what the review board asks for, and who built the house in 1908. That knowledge is specific, local, and slow
to copy — which is exactly why it holds.

SOLO AGENT ACADEMY™ . NICHE EDGE™ SOLOAGENTACADEMY.COM
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Luxury Homes

The top of your market’s price range — defined by what your market considers luxury, not by a
national number. In some markets that begins at $600,000. In others it begins at four million.

WHAT YOU NEED TO KNOW

Pricing without clean comparables. At this level there may be four similar sales in two years, none of them truly alike.
You price on land, view, finish level, and architecture — and you defend that reasoning out loud to a seller who has
their own number in mind.

The vocabulary of finish. Buyers here know materials. Knowing quartzite from marble, which local architects designed
what, and which builders hold their value is the difference between touring a home and interpreting one.

Discretion as a service. Private listings, limited showing access, and sellers who do not want the sale discussed.
Knowing how to market a home quietly is its own skill.

Longer timelines, by design. A smaller buyer pool means marketing measured in months. Setting that expectation at
the listing appointment is what keeps a seller calm in month four.

Financial conversations at scale. Jumbo financing, capital gains, trusts, and estate planning enter the conversation.
You are not advising — you are knowing enough to bring in the right person at the right moment.

WHO YOU NEED BESIDE YOU

= Ajumbo lender and a private client banker who have closed at this level in your market before.

= A photographer and videographer whose work matches the property. Standard listing photography is visible
immediately at this price point.

= A stager who works in luxury, plus the estate attorney and CPA you can hand a seller to when the questions
move past real estate.

HOW YOU SHOW UP

Luxury is a fit business. Clients at this level read signals quickly — how you present, what you drive, how your marketing
looks, whether you are comfortable in the rooms they are comfortable in. This is not vanity. It is credibility, and it is part
of the work.

It also means being present where these decisions get discussed: the clubs, the boards, the fundraisers, the charity
events. You are not prospecting there. You are simply someone who belongs there, consistently, over years.

WHAT TO TALK ABOUT

" What this price buys here right now — the single most-watched luxury content in any market.
= Architecture and builders — profile the styles and the names behind the homes in your area.

The real cost of ownership — acreage, pools, and specialty systems, honestly explained.

Quarterly luxury market reads — what moved, what sat, and what that tells an owner.

Luxury pays the highest commissions in residential real estate.
It also asks the most before it pays anything.
The agents who own this niche earned it by looking, sounding, and marketing like they belong in it — long before their

first listing at this level. The investment comes first: the photography, the presentation, the presence, the patience.
That order is the whole reason the niche stays small.
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Waterfront Properties

Homes on a lake, river, coastline, or canal — where the water drives the value and brings a separate
body of regulation with it.

WHAT YOU NEED TO KNOW
Flood zones and elevation certificates. These determine insurance cost and sometimes whether financing works at all.
Knowing how to read one is basic equipment here.

What “waterfront” means precisely. Frontage feet, water depth, year-round versus seasonal water, and whether the
deeded line reaches the water or stops short of it.

Dock and shoreline permitting. Who governs the shoreline in your area, what permits exist, whether they transfer
with the sale, and what a new one takes.

Water level management. On managed lakes, an authority controls the level. Knowing the seasonal drawdown
schedule answers a question every buyer eventually asks.

The seasonal rhythm. Waterfront often shows and sells in season. Timing a listing well is part of the advice you give.

WHO YOU NEED BESIDE YOU

= An insurance agent who writes flood and a lender who has closed in flood-zone properties before.
= A marine contractor or dock builder who can price repairs and tell you what will be permitted.
= An inspector who evaluates seawalls, docks, and boathouses — not every inspector does.

HOW YOU SHOW UP

You show up on the water. Know the lake or the river by section, not as one place. Be at the marinas, the lake association
meetings, the tournaments.

This niche rewards people who are genuinely part of the water community. Buyers can tell within one conversation
whether you actually spend time there.

WHAT TO TALK ABOUT

= Section-by-section water guides — depth, access, and what each part of the lake is like
® What flood insurance actually costs here — real local numbers, honestly explained
® Dock permits — who governs the shoreline and what transfers

= Before you fall in love — the five things to check on any waterfront property

Buyers fall in love with the view.
Be the one who knows what is under it.
Waterfront is the niche where the difference between an informed agent and an enthusiastic one shows up at

inspection. Knowing the permitting, the flood picture, and the water itself lets you protect a buyer early — and that is
precisely the reputation that generates referrals on a lake, where everyone knows everyone.
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Golf Course Homes

Homes sited on or within a golf community, where the course, the club, and the membership
structure are part of what is being purchased.

WHAT YOU NEED TO KNOW the expertise

" The membership structure. Mandatory or optional, equity or non-equity, initiation fees and transfer costs. This is the
first thing a buyer needs explained and the thing most listings leave out.

= What happens if the course changes. Courses change ownership and occasionally close. Understanding how that
would affect values is part of advising honestly.

“ Lot position, hole by hole. Which holes, which side, how much errant-ball exposure, and whether the home sits near a
tee or a green. Position drives price.

“ The full cost of living there. Club dues sit on top of HOA dues, sometimes with minimum spend requirements. Buyers
need the whole number.

" The social calendar. For many buyers the club life is the actual product. Knowing the leagues, events, and rhythm lets
you sell what they are really buying.

WHO YOU NEED BESIDE YOU the specialists

® The club membership director — the relationship that lets you answer questions same-day.
= Alender who accounts for mandatory dues correctly in a buyer’s qualification.
= An attorney for the occasions when membership documents get genuinely complicated.

HOW YOU SHOW UP fit and credibility
You show up as part of the community rather than adjacent to it. Play if you play. Know the pro, the staff, the calendar,
the regulars.

This is a niche where being seen consistently at the club does more than any marketing piece. The buyers and sellers are
all in the same rooms.

WHAT TO TALK ABOUT content that builds the authority

= Membership explained — what you are actually buying beyond the house

= Which lot positions live best — the honest tour, hole by hole

= Comparing the golf communities here — dues, courses, and culture side by side
= Avyear in the life — the social calendar that comes with the address

THE AUTHORITY ANGLE

The house sits on the course.
The purchase is the club.
Agents who treat these as ordinary listings miss the point and the buyer feels it. Knowing the membership structures

across every golf community in your market is a compact, learnable body of knowledge — and almost nobody else has
bothered to learn it.

SOLO AGENT ACADEMY™ - NICHE EDGE™ SOLOAGENTACADEMY.COM
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Mountain Homes

Homes at elevation, where access, weather, water, and terrain shape the transaction as much as the
house does.

WHAT YOU NEED TO KNOW the expertise
" Access, in every season. Road maintenance agreements, private versus county roads, grade, and what the drive looks
like in bad weather. This is the first question and the most important one.

= Well and septic. Most are not on public systems. Flow rates, water quality, tank age, and field condition all belong in
the conversation early.

= Wildfire exposure and insurance. Which carriers will write in your area, what mitigation they require, and what it
costs.

= Slope, drainage, and foundation. Homes built on grade have specific things worth looking at. You do not need to be an
engineer to know what to point out.

“ Primary versus second home. These are two different buyers with different seasons, different financing, and different
questions.

WHO YOU NEED BESIDE YOU the specialists

= A well and septic inspector you trust to explain results in plain language.
= An insurance agent who can place wildfire-exposed properties in your area.
= A contractor who works at elevation and understands what building up there involves.

HOW YOU SHOW UP fit and credibility

You show up knowing the roads. Drive them in winter. Know which are maintained, which are shared, and which require
a particular vehicle.

Mountain buyers are often coming from somewhere flatter, and they are trusting you to tell them what they cannot see
on a nice day in October.

WHAT TO TALK ABOUT content that builds the authority

" Road maintenance agreements — what they are and why they matter more than the house
= Well and septic for first-time rural buyers — a calm, practical walkthrough

® What winter access really means — filmed in winter, which is the whole point

" The real cost of mountain ownership — honestly totaled

THE AUTHORITY ANGLE
Anyone can sell a view.
Be the one who knows how you get there in February.

The knowledge in this niche is entirely local and entirely earned by driving. An out-of-area agent cannot fake it and a
portal cannot generate it — which makes it one of the most defensible positions in the library.

SOLO AGENT ACADEMY™ - NICHE EDGE™ SOLOAGENTACADEMY.COM
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Farms & Ranchettes

Small acreage properties — residential in financing, agricultural in use — where the land, the water,
and the outbuildings carry real value.

WHAT YOU NEED TO KNOW the expertise
" Water: source, rights, and reliability. Wells, ponds, springs, and whatever rights attach to them. On acreage, water is
often the deciding factor.

® Fencing and outbuildings. Barns, shops, run-ins, and fence condition represent significant value. Knowing replacement
costs lets you price them properly.

= Agricultural valuation. Current-use or agricultural assessment can change the tax picture substantially, and it does not
always transfer automatically.

What the land can carry. Soil, pasture quality, and how many animals the acreage realistically supports. Buyers ask and
most agents guess.

= Zoning and permitted use. Livestock limits, setbacks, and what a buyer can actually do with the property once they
own it.

WHO YOU NEED BESIDE YOU the specialists

= Alender who does acreage and rural financing, including the government-backed rural programs where they
apply.

= Your county extension office — an underused, genuinely expert, free resource.

= A fence contractor and a well specialist who will give straight numbers over the phone.

HOW YOU SHOW UP fit and credibility

You show up in boots and you walk the whole property. Every fence line, every outbuilding, the back corner nobody
visits.

Buyers in this niche can tell in five minutes whether you know what you are looking at. Knowing enough about livestock
and land not to be a tourist is the entire credential.

WHAT TO TALK ABOUT content that builds the authority

® What agricultural valuation saves you — and how it works in your county
" Walking a property — what to look at, in what order
® Fencing and outbuilding costs — real numbers for planning

® What you can actually do on ten acres — zoning explained without the jargon

THE AUTHORITY ANGLE

The house is the smallest part of the sale.
Be the agent who can walk the land.
Acreage buyers are making a lifestyle decision with real operational consequences. The agent who can stand in a

pasture and talk honestly about water, fence, and carrying capacity becomes the person they call for the next one,
and the one after that.

SOLO AGENT ACADEMY™ - NICHE EDGE™ SOLOAGENTACADEMY.COM
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Tiny Homes

Very small dwellings, on foundations or on wheels — where zoning and financing matter far more
than square footage.

WHAT YOU NEED TO KNOW the expertise

" On wheels or on a foundation. This one distinction determines whether the property is real estate at all, and

everything else follows from it.

How they get financed. Foundation-built tiny homes can often use conventional products. Wheeled units frequently
cannot, and buyers need that explained before they fall in love.

Where they are permitted. Minimum square footage rules, zoning, and municipal ordinances vary enormously. Some
jurisdictions do not allow them at all.

The siting requirements. Utility hookups, septic or sewer connection, and what makes a placement permanent in the
eyes of the county.

Where the communities are. Dedicated tiny home communities, accessory-dwelling pathways, and rural parcels each
work differently.

WHO YOU NEED BESIDE YOU the specialists

= Alender or credit union that finances alternative dwellings — they exist, and finding yours is the highest-value
hour you will spend.

® The local planning and zoning office — practically speaking, your most important relationship in this niche.
= A tiny home builder or two who know what passes inspection locally.

HOW YOU SHOW UP fit and credibility

You show up as the person who knows what is allowed. That is the whole role, and almost nobody local has taken the
time to learn it.

This is a small, enthusiastic community that talks to each other constantly. Being the one knowledgeable agent makes
you findable very quickly.

WHAT TO TALK ABOUT content that builds the authority

" Where tiny homes are allowed here — the local rules, plainly stated
® Financing a tiny home — what works, what does not, and why

® Foundation or wheels — the decision that changes everything

" The real cost of siting one — land, utilities, permits, and time

THE AUTHORITY ANGLE
This niche is small, and that is exactly the opportunity.
Almost nobody has bothered to learn the rules.

Where a niche is small, recognition is cheap and durable. A handful of well-researched videos about local tiny home
regulation can make you the only name in your market for a niche that keeps growing.

SOLO AGENT ACADEMY™ - NICHE EDGE™ SOLOAGENTACADEMY.COM
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Properties with an ADU

Homes with a second, self-contained dwelling on the property — a garage apartment, a basement
suite, or a detached cottage.

WHAT YOU NEED TO KNOW the expertise
" Permitted or unpermitted. This is the central question of the niche. An unpermitted unit affects value, financing,
insurance, and disclosure, and finding out is a specific process.

= How appraisers treat it. Whether the square footage counts, whether the rental income counts, and how comparable
sales are selected.

“ Your local ADU ordinance. These rules have been changing in many places. Knowing the current version — and when
it last changed — is genuine expertise.

“ Rental rules that apply. Long-term versus short-term, owner-occupancy requirements, and any registration the city
expects.

= What makes it truly independent. Separate entrance, separate utilities or sub-metering, kitchen, and bath.
Independence is what buyers are paying for.

WHO YOU NEED BESIDE YOU the specialists

= An appraiser who understands ADU valuation and will talk through methodology with you.
= Alender who can count ADU rental income toward qualification where the guidelines allow.
= A contractor and your permitting office for the times a unit needs to be legitimized.

HOW YOU SHOW UP fit and credibility

You show up able to tell a permitted unit from an unpermitted one, and knowing exactly how to verify it at the county.

Multigenerational buyers and house-hackers are both looking for these, and both are making an emotional decision with
a financial structure underneath. Handling both well is the job.

WHAT TO TALK ABOUT content that builds the authority

" Permitted or unpermitted — how to find out before you write an offer

® What an ADU adds to value here — the local answer, honestly

= ADU rules in our city — current, dated, and updated when they change

® Multigenerational living — the practical version, for families considering it

THE AUTHORITY ANGLE
Every ADU raises the same question.
Be the agent who answers it before the appraiser asks.

Demand for these has grown steadily and the rules keep moving, which means the expertise stays scarce. An agent
who tracks the local ordinance and can verify permits quickly is solving the one problem every buyer in this niche has.

SOLO AGENT ACADEMY™ - NICHE EDGE™ SOLOAGENTACADEMY.COM
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Fixer Uppers

Homes needing significant work, where the value sits in what the property could become and the skill
is knowing what that will cost.

WHAT YOU NEED TO KNOW the expertise
" Real renovation costs, locally. Roof, HVAC, kitchen, bath, foundation — current numbers for your area. This is the
knowledge the niche runs on.

= Renovation financing. Government-backed rehab products, conventional renovation loans, hard money, and cash.
Each fits a different buyer.

= Cosmetic versus structural. Knowing which problems are expensive and which merely look expensive is what lets you
advise in real time.

“ Supporting an after-repair value. How to build and defend the number a buyer or lender needs to see.

“ Which lenders will lend on it at all. Condition affects loan eligibility. Knowing where a property can and cannot go
saves everyone weeks.

WHO YOU NEED BESIDE YOU the specialists

= A general contractor who will walk properties with you and give real numbers rather than ranges.
= Arenovation lender who has actually closed rehab loans in your market.
= Specialist inspectors — foundation, roof, electrical — for the questions a general inspection leaves open.

HOW YOU SHOW UP fit and credibility

You show up dressed to walk a job site and prepared to talk numbers. Investors and renovators value speed and
straightforwardness far above polish.

Get a reputation for accurate rough estimates and this niche becomes almost entirely repeat business.

WHAT TO TALK ABOUT content that builds the authority

" What renovations cost here right now — updated quarterly, which makes it worth following
= Renovation loans explained — the products, side by side
= Walking a fixer — what to look at first, and what to look at last

= Before and after — projects from your own market

THE AUTHORITY ANGLE
Everyone can see the potential.
Be the one who knows the number.

Renovation buyers transact repeatedly and refer constantly within a small community. Being the agent who can stand
in a kitchen and say what it will cost — and be close — is worth more than any listing presentation in this niche.
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Green & Eco-Friendly Homes

Homes built or retrofitted for efficiency — solar, high-performance construction, and certified builds
— bought by people who research before they call.

WHAT YOU NEED TO KNOW the expertise
" How the solar is held. Owned, leased, or under a power purchase agreement. Each transfers differently at closing and
one of them regularly surprises people.

" What the certifications mean. Energy ratings and green building certifications each measure something specific.
Knowing which is which lets you market accurately.

= Utility history as evidence. A year of bills is the most persuasive marketing document this niche has, and almost
nobody uses it.

= Available incentives. Federal, state, and utility programs change. Knowing where to verify current terms matters more
than memorizing them.

" What returns value locally. Some efficiency features price in strongly in your market and others do not yet. That
answer is local and worth knowing precisely.

WHO YOU NEED BESIDE YOU the specialists

= A solar company that handles transfers and will explain an existing agreement to a buyer.
= An energy auditor or rater who can produce a report you can market with.
= Alender aware of energy-efficient mortgage products and how they underwrite.

HOW YOU SHOW UP fit and credibility

You show up with data rather than adjectives. This buyer has already read more than most agents have, and they are
testing whether you can keep up.

Being able to talk performance — envelope, orientation, actual consumption — is what turns a curious buyer into a client.

WHAT TO TALK ABOUT content that builds the authority

" Owned, leased, or financed solar — what each means when you sell
® What an energy rating tells you — and what it does not

" Reading a year of utility bills — a genuinely useful five minutes

= Efficiency upgrades that pay back here — local math, no advocacy

THE AUTHORITY ANGLE
This buyer researches before they call.
Be the agent whose answers hold up.

Efficiency is moving from a preference to an expectation, and the agents who learned it early are the ones who will be
trusted with it. The homework is real, which is precisely why the niche stays uncrowded.
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Smart Homes

Homes with integrated automation, where the expertise is knowing what conveys, what transfers,
and what will still work after closing.

WHAT YOU NEED TO KNOW the expertise
" What conveys and what does not. Hubs, cameras, doorbells, thermostats, and locks. Getting this into the listing
correctly prevents the most common dispute in the niche.

= Account transfer at closing. Devices tied to a seller’s account need to be reset and handed over properly. Someone
has to manage that and it should be you.

= Proprietary versus open systems. Whether a buyer can service and expand the system, or whether they are tied to
one installer forever.

“ Whether it was professionally installed. And whether the installer is still in business. A dead integrator turns an
amenity into a liability.

= Recording devices during showings. Cameras and doorbells capture visitors. Your broker has a position on disclosure
and you should know it precisely.

WHO YOU NEED BESIDE YOU the specialists

= A low-voltage or audiovisual integrator who can assess and service systems in your market.
= A technician who will verify systems actually work before the listing goes live.
® Your broker for current guidance on recording-device disclosure.

HOW YOU SHOW UP fit and credibility

You show up fluent. Being able to operate the house during a showing — lights, climate, audio, locks — without asking for
help is more persuasive than anything written.

Fluency here is learnable in a few weekends, which makes it one of the fastest credentials in this library to acquire.

WHAT TO TALK ABOUT content that builds the authority

" What conveys with a smart home — the checklist sellers should use
" Resetting accounts when you sell — a step almost everyone forgets
® Cameras and showings — the etiquette and the disclosure rules

= Smart upgrades that help resale — and the ones that do not

THE AUTHORITY ANGLE
Smart homes sell on confidence.
Be the agent who makes the house work in front of the buyer.

A system nobody can demonstrate reads as a problem. A system that responds instantly reads as a feature. You are
the difference between those two showings, and that is a real and visible skill.
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Gated Community Homes

Homes inside controlled-access communities, where the association, the entry, and the rules are part
of what is being purchased.

WHAT YOU NEED TO KNOW the expertise
" Showing access, practically. Gate procedures, guest passes, and lead times. This is the daily operational reality of the
niche and it decides whether showings happen smoothly.

= Association governance. Dues, reserves, rules, and how consistently they are enforced. Buyers want to know what
living under them is actually like.

" What the gate provides. And what it does not. Setting an accurate expectation is more useful than selling an
impression.

" Guest, contractor, and delivery policies. These shape everyday life more than most buyers anticipate, and they are
easy to explain in advance.

= Any approval process for buyers. Some communities have one. Knowing the steps and the timeline keeps a closing on
schedule.

WHO YOU NEED BESIDE YOU the specialists

= Gate staff and community managers — in practical terms, the most valuable relationships in the niche.
= Alender familiar with the community’s standing for the loan products your buyers use.
= Board members or committee contacts who know what is coming before it is announced.

HOW YOU SHOW UP fit and credibility

You show up known at the gate. It is practical, and it quietly signals to residents that you work here rather than visit.

Residents notice which agents move through their community easily. That observation turns into listing conversations
more often than you would expect.

WHAT TO TALK ABOUT content that builds the authority

= Living behind a gate — the honest daily reality, good and inconvenient

" What your dues cover — the line-by-line version

" Comparing the gated communities here — side by side, without favorites
" The buyer approval process — what to expect and how long it takes

THE AUTHORITY ANGLE
Access is the whole experience.
Be the agent who moves through it easily.

This niche concentrates by design. Three or four communities known thoroughly — the staff, the boards, the rules,
the rhythms — is an entire business, and it is knowledge that lives nowhere online.
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55+ Age-Restricted Homes

Communities that qualify under the federal exemption for housing for older persons and limit
occupancy accordingly. Precision matters more here than in any other niche in this library.

WHAT YOU NEED TO KNOW the expertise

" The exemption is a legal structure. It carries documentation and verification requirements the community must
maintain. Confirming a community actually qualifies is part of your due diligence.

= Advertising language. Market the community’s qualification — never make assumptions about who a buyer is or
should be. Run your marketing past your broker as a matter of routine.

“ Occupancy rules vary by community. Percentage requirements, rules for spouses, and rules for younger occupants
differ from one community to the next. Read the documents each time.

“ The amenities and programming. For most buyers this is the actual product — the calendar, the clubs, the shared
spaces, the neighbors.

= A narrower resale pool by design. Pricing and timeline reflect that. Setting the expectation early is straightforward and
appreciated.

WHO YOU NEED BESIDE YOU the specialists

® Your broker and your board’s fair housing guidance — the first call on anything you are unsure about, every time.
= Community managers who can produce current qualification documentation on request.
= Alender and title company experienced with these communities and their restrictions.

HOW YOU SHOW UP fit and credibility
You show up knowing the communities well and following the rules exactly. In this niche, compliance is part of the
service rather than an obstacle to it.

You also show up patient. These moves often involve a long-held home, adult children, and a timeline measured in
seasons rather than weeks.

WHAT TO TALK ABOUT content that builds the authority

= What 55+ actually means — the structure explained clearly and correctly

" Comparing the active adult communities here — amenities, dues, and daily life
® Downsizing — the practical steps, in order

® Which amenities are worth the dues — an honest look

THE AUTHORITY ANGLE

This niche rewards precision.
Know the rules cold and the communities better.
Age-restricted communities are growing steadily in most markets, and they are underserved by agents who find the

compliance intimidating. Learn it properly — with your broker’s guidance — and you are serving a large, loyal, referral-
heavy population that values patience above everything.
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Master Planned Community Homes

Large developments planned as a whole — multiple builders, multiple phases, shared amenities, and
often their own layered governance.

WHAT YOU NEED TO KNOW the expertise
" The master plan itself. What is built, what is approved, and what is coming. Buyers are purchasing the future version
of the community as much as the current one.

= Layered associations. Master association plus sub-association dues, and what each one covers. The total is often
misunderstood at contract.

= Special district assessments. Where they exist, they appear on the tax bill rather than the dues statement and they
surprise people. Explain them early.

“ The builder mix inside the community. Resale homes compete directly with new phases. Understanding that dynamic
is how you price a resale honestly.

= Amenity phasing. What is open now versus what is promised, and what the timeline realistically looks like.

WHO YOU NEED BESIDE YOU the specialists

= The master developer’s community office — the source for what is actually approved and coming.
= Builder sales counselors inside the community across each active builder.
= Alender who understands the assessment structures and qualifies buyers on the true monthly number.

HOW YOU SHOW UP fit and credibility
You show up as the resident expert on one or two communities rather than a generalist across many. These
developments are large enough to be a full niche on their own.

Be at the amenity openings, the community events, the food trucks. Residents see the same agent repeatedly and draw
the obvious conclusion.

WHAT TO TALK ABOUT content that builds the authority

" What is coming in the next phase — the update residents actually want

= Resale or new build inside the same community — the honest comparison
= What your dues and assessments cover — layer by layer

= Amenity tours — filmed as they open

THE AUTHORITY ANGLE

Buyers are choosing a community for the next twenty years.
Be the one who knows what it will look like then.
Master planned communities generate constant transaction volume in a defined geography with a shared identity.

That combination — volume plus boundary plus community — is close to ideal for an independent agent building
recognition.
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Urban Lofts

Converted or purpose-built open-plan units, usually in former commercial or industrial buildings,
bought as much for the neighborhood as the floor plan.

WHAT YOU NEED TO KNOW the expertise
" What the building was before. Conversion history explains the quirks — the columns, the ceiling heights, the window
placement, the sound.

= Systems in a converted building. Heating and cooling, plumbing routing, and sound transmission behave differently in
a conversion than in purpose-built residential.

“ Financing complications. Mixed-use buildings and unusual association structures can affect loan eligibility. Knowing
which buildings work with which products saves weeks.

= Parking and storage. Deeded, assigned, or leased — and what happens to it on resale. In downtown buildings this
materially affects value.

" The honest realities of open plans. Light, noise, heating cost, and how people actually live in them. Buyers appreciate
hearing it before rather than after.

WHO YOU NEED BESIDE YOU the specialists

= Alender comfortable with mixed-use and non-warrantable buildings and who knows your downtown inventory.
= Building management for each of the buildings you work in regularly.
= An inspector experienced with conversions who knows what to look for in an older structure.

HOW YOU SHOW UP fit and credibility

You show up downtown, consistently. Know the buildings, the restaurants, the parking, the walk to everything.

Loft buyers are buying a neighborhood and a way of living. If you cannot speak about the block with genuine familiarity,
they will find someone who can.

WHAT TO TALK ABOUT content that builds the authority

® Building tours — what each conversion was before it was housing

® Financing a loft — why it differs and what to line up first

® Living in an open plan — the honest version, including the drawbacks

" The neighborhood around each building — what is within a five-minute walk

THE AUTHORITY ANGLE
The loft is a lifestyle purchase.
Be the agent who knows the neighborhood well enough to sell it.

Downtown inventory is finite and the buildings are few, which makes this one of the most learnable niches here.
Know six buildings thoroughly and you know most of the market.
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Short-Term Rental Properties

Homes purchased to operate as short-term rentals — where local regulation, not the property itself, is
the variable that decides everything.

WHAT YOU NEED TO KNOW the expertise
" The local ordinance, as of today. Permits, caps, zoning limits, and licensing. These rules change, sometimes quickly,
and currency is the entire expertise.

= Association rules that override the city. A condo or homeowners association can prohibit what the municipality
allows. Check both, always, before an offer.

" Real revenue data. Occupancy, average nightly rate, and seasonality for your specific area — not national averages.

“ The full operating cost. Management, cleaning, furnishing, supplies, insurance, and lodging taxes. Buyers routinely
underestimate the furnishing line.

" Registration and lodging tax. What the owner must file, with whom, and how often once they are operating.

WHO YOU NEED BESIDE YOU the specialists

= A short-term rental manager who will share real local performance numbers with you.
= A CPA familiar with short-term rental tax treatment for buyers who ask — and they will.
= The city or county licensing office so you hear about rule changes early rather than late.

HOW YOU SHOW UP fit and credibility

You show up current. In this niche, the agent who knows what the rules are this month is the one investors call.

That means genuinely tracking it — council agendas, ordinance changes, association votes. It is a small ongoing habit that
produces outsized recognition.

WHAT TO TALK ABOUT content that builds the authority

= Where short-term rentals are allowed here, right now — dated, and updated when it changes
= What a property actually earns — local numbers, honestly presented

" The setup costs nobody budgets — furnishing, supplies, and the first ninety days

= Association rules that override the city — the check most buyers skip

THE AUTHORITY ANGLE
The regulation moves faster than the market.
Be the agent who always knows where it stands today.

Because the rules change, the expertise has to be maintained rather than acquired once. That is exactly why so few
agents hold it — and why the ones who do become the default name for investors in their market.
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Barndominiums

Post-frame or metal buildings built or converted as homes, usually pairing living space with
substantial shop or garage space.

WHAT YOU NEED TO KNOW the expertise

" How they get financed. Many conventional lenders will not lend on post-frame construction. Knowing which portfolio,
construction, or rural lenders will is the single most valuable thing in this niche.

" The appraisal challenge. Few comparable sales, and the shop space is valued inconsistently. Supporting value takes
preparation.

“ How insurers treat them. Metal buildings underwrite differently. Knowing which carriers write them locally prevents a
late surprise.

“ Build quality markers. Insulation approach, moisture and condensation control, slab quality, and how the living space
was separated from the shop.

= Zoning and permitted use. Especially where residential and agricultural zoning meet, and where shop use might edge
toward commercial.

WHO YOU NEED BESIDE YOU the specialists

= A portfolio or agricultural lender who has actually closed one in your market.
= An appraiser who has appraised them and will discuss approach before you list.
= A post-frame builder who can speak to construction quality and cost.

HOW YOU SHOW UP fit and credibility
You show up understanding the appeal — the shop, the land, the low maintenance, the practicality. Buyers here are
practical people who spot a bluff immediately.

You do not need to own one. You do need to have walked several and be able to talk about what separates a good build
from a poor one.

WHAT TO TALK ABOUT content that builds the authority

® Financing a barndominium — which lenders, and what they need
" What to look for in the build — insulation, moisture, and the slab
" Shop space and value — how it appraises and what buyers pay for
® Barndominium or traditional — the real cost comparison

THE AUTHORITY ANGLE

Most agents in your market have never sold one.
Learn the financing and you become the only name.
This is the clearest example in the library of a niche where a small amount of specific research produces immediate

recognition. The buyers are enthusiastic, they talk to each other constantly, and they remember the agent who knew
how to get the loan done.
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Land

Unimproved acreage without an existing dwelling — where what a buyer can do with the parcel is the
entire value.

WHAT YOU NEED TO KNOW the expertise
" Zoning and permitted use. What is allowed today, what would require a change, and what that process involves.
Everything in this niche starts here.

" Legal access. Recorded ingress and egress, easements, and whether a parcel is genuinely reachable. Landlocked
property is real and it is expensive to fix.

= Utilities and feasibility. Distance to power, water source, and whether the soil will support a septic system. A
percolation test can decide a purchase.

" Topography and constraints. Flood, wetlands, slope, and recorded easements — the things that shrink a buildable area.
" How land financing works. Different terms, different down payments, and different lenders than a home purchase.

WHO YOU NEED BESIDE YOU the specialists

= A surveyor who can mark boundaries and interpret a plat quickly.
= Aland lender who does raw and improved land in your area.
= A soil tester and your county planning office for feasibility questions before a buyer commits.

HOW YOU SHOW UP fit and credibility

You show up able to read a plat and walk a boundary line. Land buyers value competence far above presentation.

Wear the right boots, bring the plat, and know where the corners are. That is the entire first impression, and it is enough.

WHAT TO TALK ABOUT content that builds the authority

= Before you buy land — the five checks, in order

" Percolation tests explained — why septic feasibility decides everything
® Land loans — how they differ from a mortgage

" Reading a plat map — a short, practical skill video

THE AUTHORITY ANGLE
Land buyers are purchasing possibility.
Be the agent who knows what is actually possible.

Land rewards patience and preparation rather than volume. The agent who can tell a buyer honestly what a parcel will
and will not support becomes the person every future land buyer in that area is sent to.
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Lots

A platted, typically utility-served parcel intended for a single home — usually inside a subdivision, and
governed by rules a raw land parcel never faces.

WHAT YOU NEED TO KNOW the expertise
" How a lot differs from land. A lot is platted, generally served, and governed. The question shifts from what is possible
to what is permitted.

= Setbacks and buildable area. Where a home can sit, how much of the lot it can cover, and what that means for the
plans a buyer already has.

= Architectural review. Many subdivisions have a committee with real authority over design, materials, and even colors.

= Approved and preferred builders. Some subdivisions restrict who may build. Knowing the list before a buyer falls in
love with a builder saves a painful conversation.

= Utility connections and tap fees. What is at the lot line and what it costs to connect. These numbers belong in the
buyer’s budget from day one.

WHO YOU NEED BESIDE YOU the specialists

® The builders active in your subdivisions — they are your referral source in both directions.
= A construction lender who does one-time-close products locally.
= The architectural review contact and utility providers for each subdivision you work in.

HOW YOU SHOW UP fit and credibility
You show up knowing which lots are left, in which subdivisions, and what each one will realistically build. That inventory
knowledge is the niche.

Nobody else is tracking it. A simple, maintained list of available lots makes you the first call for every buyer and every
builder in your area.

WHAT TO TALK ABOUT content that builds the authority

® Lots available right now — the running local inventory

® What a lot premium buys — and whether it holds value

® Building on your own lot — the steps, in order

= Setbacks and buildable area — what you can actually put there

THE AUTHORITY ANGLE
Land is a question of what is possible.
A lot is a question of what is allowed.

This niche pairs naturally with new construction and with builders, and it is almost entirely unclaimed in most markets
because it looks too small to matter. Maintained well, a lot inventory is a referral engine.
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Manufactured Homes

Homes built to the federal building code in a factory and transported to the site — a large,
underserved segment of ownership in most markets.

WHAT YOU NEED TO KNOW the expertise

" Real property or personal property. Whether the home has been converted to real property, and how that conversion
is documented, determines the entire transaction.

" The data plate and certification label. Where to find them, what they tell you, and why the build date affects financing
eligibility.

“ The financing pathways. Government-backed programs, conventional manufactured products, and chattel lending
each carry different requirements and rates.

® Foundation requirements. What qualifies as permanent, and when an engineer’s certification will be required.

" Owned land versus leased land. A home in a leased-land community is a fundamentally different transaction, with
park approval and lot rent in the picture.

WHO YOU NEED BESIDE YOU the specialists

= Alender who does manufactured housing across more than one loan type.
= A structural engineer who provides foundation certifications in your area.
= Community managers for the leased-land communities you serve.

HOW YOU SHOW UP fit and credibility
You show up without a trace of condescension. For a great many families this is homeownership, and the agents who
treat it with full professionalism earn extraordinary loyalty.

You also show up prepared, because these transactions carry documentation that a site-built sale does not. Being
organized is the service.

WHAT TO TALK ABOUT content that builds the authority

= Real property or personal property — the distinction that changes everything
® Financing a manufactured home — every pathway, compared plainly
® Foundation certification — what it is and when you need it

® Buying in a leased-land community — what to ask before you commit

THE AUTHORITY ANGLE

Many agents avoid this niche entirely.
Serve it well and the referrals never stop.
Affordability pressure has made this segment more important, not less, and the service level has not kept pace. An

agent who learns the financing thoroughly and treats every client with genuine respect will build a referral base that
compounds for a decade.
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Modular Homes

Homes built in sections in a factory to state and local building codes, then assembled on a
permanent foundation. The entire niche turns on one distinction most people get wrong.

WHAT YOU NEED TO KNOW the expertise
“ Modular is not manufactured. Different code, different financing, different appraisal treatment. Explaining this clearly
is the core service of the niche.

= How financing works. Generally like site-built, most often through a construction-to-permanent loan. This surprises
buyers who expected difficulty.

= Appraisal treatment. Completed properly, these appraise against site-built comparables. Preparing the appraiser with
good information is part of your job.

" The set process. Delivery, crane day, button-up, and finish work — and a realistic timeline for each stage.
" Who serves your area. Which manufacturers and which local builders, and what each one does well.

WHO YOU NEED BESIDE YOU the specialists

= A construction-to-permanent lender who has financed modular builds before.
= A modular builder or dealer who will walk you through their process honestly.
= An appraiser who understands the distinction and will not default to manufactured comparables.

HOW YOU SHOW UP fit and credibility

You show up able to explain the difference in about ninety seconds, clearly and without defensiveness. Most resistance in
this niche is simple confusion.

Watching a set day in person is worth more than any amount of reading, and it gives you the story you will tell for years.

WHAT TO TALK ABOUT content that builds the authority

® Modular, manufactured, or site-built — the differences, settled in one video

® Financing a modular build — the timeline and the loan structure

" What set day looks like — filmed on site, which almost nobody has done locally
® Cost and timeline compared — modular against site-built, honestly

THE AUTHORITY ANGLE
The whole niche turns on one misunderstanding.
Be the agent who clears it up in ninety seconds.

Where confusion is the main barrier, clarity is the entire opportunity. A handful of accurate, calm videos explaining
what modular construction actually is can make you the recognized local voice for a category that keeps growing.
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