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Linear Home Sales Is Dying

What the on-demand consumer 

is telling builders,

whether we’re listening or not.
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A Simple Question

When was the last time 

you waited patiently…
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A Simple Question

When was the last time 

you waited patiently…

for something you knew you 

could get instantly somewhere else?



This isn’t a marketing problem.
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This isn’t a marketing problem.

It’s a control problem.
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Linear Experiences Are Dying Everywhere

Linear TV is dying.
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Linear Experiences Are Dying Everywhere

Linear TV is dying. Linear shopping is dead.
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Linear Experiences Are Dying Everywhere

Linear TV is dying. Linear shopping is dead. Linear transportation is gone.
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How Linear Models Work
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How Linear Models Work

We decide the timing.
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How Linear Models Work

We decide the timing. You adjust your life.



Why TV Is a Perfect Example

Live sports are the only thing 

keeping linear TV alive.
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On-Demand Media Wins

Podcasts

Streaming

YouTube

Self-Selected Content



Why Self-Service Wins

Fast.

On demand.

In your control.

On your timeline.

Your way.
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What Buyers Are Avoiding

Sales pitches.

Advertising.

Waiting.

Poor service.

Awkward interactions.

Inconvenience.
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From flagging cabs…

The Story
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From flagging cabs… to total control.

The Story



The Last Friction Point

The human driver.
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What This Means for Builders

Buyers want control before contact.

20



21

The Modern Home Shopper Journey



Attract & Educate
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Your website is not a brochure.

It’s a self-guided research assistant.



SEO & Content Strategy
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Educational.

Local.

Helpful.

Discoverable.
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Real Estate Portals & Paid Media

Completeness beats cleverness. Brevity beats confusion.
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Innovative Tools: Interactive Floor Plans
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Innovative Tools: Virtual Tours
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Innovative Tools: Video Content



28

Innovative Tools: 3D Walkthroughs
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Innovative Tools: User-Schedule Appointment Tools
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Innovative Tools: Self-Guided Tours
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Innovative Tools: Design Studio Preview Tools



Micro-Engagements

Save this plan.
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Micro-Engagements

Personalization dashboards 
(i.e. “my favorites”).
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Micro-Engagements

Check availability.
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Micro-Engagements

Request photos.
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Micro-Engagements

Chat live.
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Engage & Nurture

Speed = Respect.
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Personalization 
vs. Automation

Balance matters.
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Social Proof
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Stories sell.

Video wins.

Experience builds trust.



Incentivize & Convert

Big asks fail.

Small bridges win.
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Make It Easy

Book instantly.

Tour on your schedule.

No pressure.
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Bridging Digital to 
Physical Experiences

Make in-person feel earned.
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Leverage FOMO 
(Responsibly)

Real inventory.

Real urgency.

Real transparency.
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There Is No Magic Bullet

Digital-to-physical conversion 
is a discipline.
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The Formula

Friction reduction Emotional incentive Irresistible experience 

+ +

Conversion=
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The Future of Home Sales

Meet buyers when they’re ready for you.
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