
You've got 7 seconds to sell — here's how to 
maximize your listing 

Even with COVID-19 restrictions, buyers still want to visit 

homes in person. They are, however, using online pictures, 

marketing and 3D tours to dramatically shortlist the homes 

they will actually visit. Here's how to make your listing stand 

out 

 

With social distancing being the new norm, buyers are leveraging the 

internet to spend as little time personally visiting homes as possible. 

It’s a win-win for buyers and sellers. Buyers can spend more time 

sitting on their sofas shortlisting homes, and sellers’ properties endure 

less exposure to potential COVID-19 issues. As with any new reality, 

however, there are two sides to the coin, and this situation is no 

different. 

Today’s buyers spend a lot of time viewing HGTV-related content, 

and, as a result, their tastes have been refined. Now, a significant 
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percentage of buyers are looking for turnkey homes with upscale 

amenities. 

We tell our prospective sellers that when their homes go on the 

market, they are not competing with other listings in their 

neighborhood — they are competing with HGTV. 

The best analogy for understanding what’s happening in real estate is 

that of online dating. Prospective partners have very little time — mere 

seconds, in fact — to make a good impression before a searcher 

swipes left and moves on to the next profile.  

This is not only true for online dating sites. It applies to commodities 

as well. Pivotal 2005 marketing research by Procter & 

Gamble revealed a three-to-seven second window in which a 

consumer decides whether or not to buy a product. Translated to 

homes, a seller has approximately seven seconds to make a positive 

impression before a consumer swipes left and moves on. 

As little as 10 years ago, buyers gave a potential home about a 

minute, beginning from the moment they arrived at the curb until they 

made their way into the kitchen. Those days are gone. With 

today’s showing limitations, buyers will not go through the hassle of 

visiting a home unless they like what they see in those first seven to 

10 seconds on their phones. 

In the same way most visiting online dating sites are not looking for a 

“project,” a high percentage of today’s buyers do not want fixer-

uppers. Most millennials have no idea how to improve a home and are 

willing to pay a premium for move-in-ready digs. 
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Adding injury to insult is a growing sense of “entitlement” in today’s 

homeowner wannabes. Many believe they “deserve” a home with 

upscale features and are not willing to live in a home that does not 

have the level of amenities they believe are essential to their lifestyle.  

As we factor COVID-19 into the equation, some interesting data is 

emerging. In our market, open houses are currently banned and will 

likely be so for months to come. In keeping with our local showing 

rules, buyers wishing to visit in person must sign COVID-19-related 

disclosures, present a current preapproval and adhere to specific time 

frames. Access is limited to two buyers from the same household and 

their agent. 

Consequently, visitor numbers are down significantly from what we 

might have seen during a normal open house. Interestingly, the quality 

of buyers is way up, as is the number of offers. 

There is a caveat, however. Homes owned by sellers who do not 

understand the new realities and have not effectively prepared are 

seeing virtually no visitors at all. Like Pandora’s box, a new reality has 

emerged, and we will not be returning to things the way they were. 

Buyers are already embracing the new rules, and the only potential 

issue is how soon sellers and their listing agents will figure it out as 

well. Here are our top five tips for real estate agents looking to 

capitalize on their seven seconds:  

1. Educate 

Learn how to handle classic seller arguments. These include, “We 

want to give the buyers the opportunity to upgrade the home the 



way they want to,” or “If we replace the carpet, the buyer may not like 

it and we will have wasted our money.” 

These arguments are effectively dead. Today’s buyers, in large, 

do not want to fix up homes. When sellers ask why they should spend 

money to upgrade when a buyer might change things once they move 

in, the question you ask in return is, “If you can spend $1,000 to make 

$2,000-$3,000, does it matter what buyers do when they move in?” 

Sellers must understand that buyers are looking for homes that 

meet their criteria, not the seller’s. Homes that resonate with current 

buyers’ tastes will reap significant rewards, while homes that do not 

will languish on the market. 

2. Maximize 

Buyers want updated kitchens and baths with solid surface counters, 

contemporary tile, upscale laminate floors, energy-saving features and 

more. Today’s time-stressed buyers do not have the time, energy or 

even the know-how to fix up a home. Most will gladly pay a premium 

for gorgeous, move-in-ready properties. 

It’s important to not over-improve. We are looking for maximum effect 

at the lowest cost. Therefore, focus on removing objections rather 

than carte blanche renovations per se. 

3. Stage 

It’s no secret that staging works. Given the seven to 10 seconds and 

new buyer behaviors, it’s all about the online pictures that are 

optimized for mobile devices. While I understand it may not be cost 

effective in all markets, there are options available, including virtual 
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staging. Make sure that the staging furnishings match the current 

styles in local furniture stores. 

4. Showcase 

No smartphone pictures allowed. All our listings include drone footage, 

30 to 40 magazine-quality, high-quality stills, a 3D tour (like 

Matterport), floor plan, video and more. 

Most photographers can produce a low-cost video using those stills, 

which can then be used on social media sites. Utilize more 

expensive video production for high-end luxury properties. 

5. Prioritize 

Keep buyers engaged as long as possible by showing the best shots 

first. Start with a great shot of the outside then show key areas of the 

home first. Follow up with bedrooms, hallways and miscellaneous 

areas. End with drone shots of the area and local amenities. If they 

like what they see, they will spend more time on your site and follow 

up with a visit in person. 

Don’t like the new reality? Better get used to it — it’s here to stay. 

Listing agents who understand and help their sellers navigate the new 

playbook are the ones who will succeed in this new era. If you only get 

seven seconds, learn how to make those seconds count. 
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