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Research on Real Estate Marketing Strategy—— 
A Discussion of Population Migration Theory 

Win.Chen 

Ming Chuan University 

Abstract 

The real estate industry is fiercely competitive, and real estate marketing is studied from 

the perspective of business operators. The purpose is to study how to market and integrate real 

estate marketing and population migration theories. The key lies in the needs of consumers. 

Migrants are mostly short-distance, and from the perspective of corporate managers to discuss 

real estate marketing, they should focus on nearby areas or short distances. When enterprises 

consume real estate, they should mainly focus on the surrounding environment. 
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