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As an agent, | remember countless moments, standing in a beautifully staged living room, the sun
pouring through the windows just right, and my potential buyers are looking around, intrigued but not yet
convinced. I'd shown them the listing sheet, the square footage, the deck and the dazzling new kitchen.
But here’s what I've learned — people don’t just buy houses; they buy the stories those houses promise.
So, how do you make sure the story you’re telling is irresistible? Let’s dive into three storytelling
techniques that will have your clients falling in love with their future home before they even know what
hit them.

1. The “Imagine” Technique

Everyone loves a good story. It's practically hardwired into us from
childhood—stories help us connect, imagine, and dream. Storytelling
invites your clients to see themselves as the main characters in the
story of the home. So, if you were to start your tours with a simple,
“Imagine this...” and then craft a narrative that pulls your buyers right
into the heart of what living in that home could feel like.

For example, instead of saying, “This is the living room,” you might
say, “Picture cozy winter evenings here, with a fire crackling, your
family gathered around, and the smell of hot cocoa filling the room.” Suddenly, you’'ve transformed a flat
space into an experience—one that your potential buyers can picture themselves living in.

This technique is about more than just setting the scene; it's about making the potential buyer the main
character in the story. When they can visualize their life unfolding in the space, the house transforms
from just a property into a home, their home. The goal here is to create an emotional connection that
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makes the decision to buy feel less like a transaction and more like the next chapter of their lives. This is
a HUGE decision for your client, especially if it's the first time!

It's important to listen and observe during the tour. If you notice they’re particularly interested in the
backyard, spin a story about summer barbecues with friends, kids playing on the lawn, or even a
peaceful morning coffee while the birds sing. Tailoring the story to what resonates with them makes it all
the more powerful.

How do you use this technique naturally? Keep words or phrases like 'imagine’, 'picture this', 'think
about', or 'what if' in your back pocket as conversation starters at the appropriate time.

Here’s a secret: People are more motivated by the future than the
present. They’re not just buying a home for what it is now; they're
buying it for what it could be. So, use the “Looking Ahead” technique
by painting a vivid picture of what their life could look like after they’ve
moved in.

“By this time next year, you could be hosting the holidays here, with
the entire family around the dining table, smelling the turkey in the
kitchen, and everyone holding up their glasses in a toast!”

This technique taps into your buyer’s aspirations. It's about showing them not just what they’re getting,
but how their life will be better, richer, and more fulfilling in this new space. When you anchor the story in
their future, you give them something to aspire to—a goal, a vision, a dream—and that’s hard to resist.

Think about it: A home is not just a place to live; it's where life happens. It's where birthdays are
celebrated, where children take their first steps, and where countless memories are made. By helping
your clients see these moments in the home, you're giving them a glimpse into a future that’s full of
potential and happiness.

You can also tailor this approach to different types of buyers. For a young couple, you might emphasize
the room that could be a nursery or a home office that could evolve as their family grows. For retirees,
perhaps it's the serene garden where they can spend their mornings. Whatever their future holds, your
job is to help them see how this home fits perfectly into it.

People love a good backstory, and homes are no different. Every home
has a history, a personality, something unique or unicorn that sets it
apart. Maybe it’s the original hardwood floors that have seen
generations of family gatherings or the custom-built kitchen that was
designed by a local artisan. When you can share these “behind the
scenes” stories, it adds depth and character to the home.

For instance, “These original floors were laid down in 1975 by the same
craftsman who d|d the governor s mansion. Just imagine the stories these walls could tell.” Not only
does this technique make the home more memorable, but it also gives it a sense of uniqueness that
generic descriptions just can’t match. It’s the details, the quirks, the hidden histories that make a home
stand out in a sea of listings.

This approach works well with older homes, but it's not limited to them. Even newer homes or new
developments have a story—whether it's the eco-friendly materials used in the construction or the local
artists who contributed to the design. When you highlight these aspects, you're not just selling a home;
you’re selling a narrative, a piece of history, or a connection to the community. As an agent, when you



can go the extra step of finding out unique information about the property, it becomes more about the
connection than just the transaction!

In the competitive world of real estate, the ability to tell a compelling story isn’t just a nice-to-have—it’s a
must-have. Stories create connections, evoke emotions, and move the mundane to the memorable. By
using the Imagine, Looking Ahead and Unicorn techniques, you can turn any house into a home, and
any buyer into an eager new homeowner.

It's to help your clients find a place where they can see
their lives unfolding, where they can picture their future, and where they can feel like they belong. So
next time you’re showing a property, remember: You're not just selling a space, you're selling a story.
Make it one they can’t wait to live.
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