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I was perusing through AI ... as I do sometimes these days ����� and I asked a specific question. Can 
you give me an example of a real estate company who has experienced results through storytelling? 
It gave me the Lanier Property Group. So, of course, I jumped to the website. I checked out the area 
called "Client Success Stories" ...  compelling. Then I went over to their property listings! 
In the property descriptions, I noted that they placed effort in creating an experience. 
 
For example, in one listing, they wrote: "The renovated kitchen features custom solid maple cabinetry 
with soft-close hardware, quartz countertops, open shelving with steel brackets, a gas stove, an 
under-sink reverse osmosis system and a spacious island with deep drawers and seating on two 
sides. 
 
The adjacent den, doubling as a dining area, has a wood-burning fireplace, while the sunroom brings 
the outdoors in, providing a serene space to relax year-round, thanks to its wall AC, ceiling fan, and 
gas fireplace. A full bathroom and laundry room are also located on the first level." 
 
Can you see the picture in your brain without the image on your screen? That's the point. Your goal is 
to help a buyer/prospect see it before they "see it". 
 
With this approach, companies like Lanier Property group experience increased client trust, enhanced 
brand recognition and higher sales. 
And the secret sauce? 
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The Secret Sauce: Strategic Storytelling 
It wasn’t just about telling stories—it was about telling the right stories to the right people at the right 
time. This wasn’t just “wing it” storytelling; it was storytelling with a game plan. If you’ve ever thought 
that stories are just fluffy, feel-good content, think again. Stories, when used strategically, can build 
trust, showcase your brand’s values, and position you as the go-to expert in your field. But, here’s the 
key: Not every story works in every situation. 
 
To be strategic, you’ve got to know your business story types and when to use them. Just like you 
wouldn’t try to sell a beachfront property by telling clients about the time you won the office talent 
show, you also wouldn’t open with your business origin story during a technical negotiation. Every 
story has its moment, and knowing which one to use is where the magic happens. 
 
Let’s break down a few essential types of business stories and when to roll them out: 
 
1. The Origin Story: Where It All Began 
Every business has a beginning, and clients love to hear about it—especially if that story showcases 
your purpose, your challenges, and your resilience. An origin story can turn your company from just 
another business into a brand with heart and personality. People want to work with real people, not 
faceless companies, and an origin story helps build that connection. 
 
For Lanier, their owner, Stephanie had a passion for creating safe, authentic spaces for women and 
created The Inspiration Lab. This became a jumping off point for her team. This story creates trust 
because of it's authenticity and personal nature 
 
When to use it: Use your origin story when meeting new clients, onboarding new team members, or 
introducing yourself at networking events. It’s especially effective when you want to show why you’re 
passionate about your work or to highlight your long-standing commitment to the field. 
 
2. The Success Story: Results That Speak 
You’ve done amazing things—now it’s time to share them! A success story is a powerful tool because 
it shows potential clients what’s possible when they work with you. Whether you’ve helped a first-time 
homebuyer find the perfect property or successfully closed a multimillion-dollar commercial deal, 
these stories showcase your expertise and build trust. 
 
LPG uses this strategy during listing presentations and negotiations. They shared stories about 
families who were able to sell their homes above asking price or buyers who found their dream home 
after months of searching. These are shown in the Client Success Stories on their website. I don't 
know for certain but I'm convinced they train their agents to use these stories also. 
 
When to use it: Success stories are perfect for listing presentations, sales pitches, and client 
meetings. Anytime you need to build credibility or convince someone of your capabilities, break out a 
success story. 
 
3. The Conversion Story: From Doubt to Believer 
Not every client is immediately sold on your services, and that’s where conversion stories come in. 
These are stories about clients who were hesitant at first but ended up thrilled with the results. They 
show your ability to handle doubt, address concerns, and ultimately win people over. 
Think about telling the story of a client who was initially skeptical but, after working with your 
company, saw their property sell in record time. This type of story helps put doubts to rest and 
reassures clients that they’re in capable hands. 
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When to use it: Conversion stories are perfect for clients who are on the fence about working with 
you. They’re great for objection handling, sales negotiations, and follow-up calls with hesitant leads. 
 
4. The Vision Story: Imagine the Future 
While your origin story looks to the past, a vision story is all about the future. This type of story paints 
a picture of what’s possible for your clients if they choose to work with you. It’s forward-looking and 
optimistic, helping clients envision their own success through your services. 
 
LPG or others may use this story type when speaking to developers or investors, talking about the 
long-term growth potential of a neighborhood or project. It’s all about helping clients see beyond the 
present moment to the opportunities ahead. 
 
When to use it: Use vision stories when speaking to investors, pitching long-term projects, or during 
strategic planning sessions with clients. 
 
Tying It All Together: Be Strategic 
The secret to using storytelling effectively in business is to be intentional about which story you tell 
and when. It’s not about having just one go-to story but about having a toolbox of narratives that you 
can pull from depending on the situation. Think of storytelling like seasoning in a dish—you don’t use 
the same spice every time. You choose the right one based on the flavor you’re trying to achieve. 
When you start using the right stories at the right time, your business will transform. You will build 
stronger connections with your clients, gain more trust, and ultimately see your sales skyrocket. 
 
Final Thoughts 
Strategic storytelling isn’t just a buzzword—it’s a powerful way to connect with clients and grow your 
business. By mastering different types of stories like origin stories, success stories, and conversion 
stories, you can show your clients why you’re the best choice for them. So, next time you’re talking to 
a potential client, ask yourself: What story can I tell that will help them see my value? Then, tell it 
well—and watch your business grow.  
 
Give it a shot!!! 

_______________________ 
Robert Kennedy III is a professional speaker, master storyteller and licensed real estate 
professional. His core belief? Everyone's words deserve to be heard! And in order to be heard above 
the noise, you must connect with your audience. Robert runs Kennetik Kommunications, a minority 
owned training company in Laurel, MD. 

For Information About Booking Robert Kennedy III to Speak for your Group, Contact 
Lisa@RealEstateSpeakers · 888-423-3430 

 
 


