
Construction sites can be bleak landscapes. Whether they are vacant blocks of land or
somewhere closer to completion, they can be unattractive and uninspiring atmospheres
that make it hard for buyers to imagine what the building will look like when it’s
complete. 

Recently BoxBrownie.com’s Peter Schravemade took journalist Mike Loder from Ticker
Snaps on a tour of such a site.  

The tour provided a great glimpse into the challenges of marketing unbuilt property. The
number one challenge in such scenarios is always enabling prospective buyers to
envision what the end result of construction will be. 

Getting their boots dirty, with sawblades buzzing in the background, Peter and Mike
gave the viewers a first-hand look at some of the ways that BoxBrownie.com is proving
invaluable to builders, developers, and real estate agents who are seeking to sell unbuilt
real estate off the plan.  

ON-SITE AND OVERSEAS: RENDER IT
SOLD WITH CGI 

AN EXTERIOR 3D RENDER



Standing among building skeletons made with steel beams rather than wood, Peter
pointed out how this was another indication of the lumber shortage that is contributing
to the larger inventory crisis in the housing market today. Because of such low inventory,
off-plan sales have become crucial. 

“Right now marketing of property that doesn’t exist could never be more important,”
Peter explained to Mike. 

“What I’m seeing is that a lot [of people] in the building construction industry hadn’t put
that together. They are really struggling to keep up because they’ve got a massive
inventory crisis. They’ve sold everything that already exists.” 

BoxBrownie.com is constantly innovating, and because of the current market situation,
we’re continually coming up with better ways to market property that is yet to be built.
Look what we’ve done to the standard floor plan, for example. We’ve taken what was
traditionally little more than a 2D black and white sketch and really made it pop. 

“Way back in the day when I started in real estate a floor plan and a real estate
elevation was what you got,” Peter said. “But these days they have a range of things
that they have available to them. The floor plans, they look amazing in high-quality 3D.” 

Perhaps not surprisingly, standing amid such steel-beamed works in progress, the
conversation soon turned to the unparalleled power of the 3D render when marketing
property where the building is not complete.

“A lot of the builders, developers, anyone in the construction industry - they are all
dealing with blocks of land that are just vacant. And it’s really hard to show a purchaser
what they are going to put on that block of land. Things like the renders, like the floor
plans we’ve just spoken about … they are more important than ever.”
 
Renders: A Bare Minimum when Selling Off-Plan 
“Renders or CGIs… I would say they are a bare minimum if you’re selling a house that
doesn’t exist,” Peter explained. 

“Eventually the purchaser, or a builder or a developer if you’re selling a massive project
that doesn’t exist, somebody’s going to want to know what the outside is going to look
like. So the best way to do that is a render or CGI.” 

https://www.boxbrownie.com/floor-plans
https://www.boxbrownie.com/renders


The main difference between a standard 360° Virtual Tour and a Render Virtual Tour is that the
former consists of actual images, while the latter is made completely from computer-generated
imagery - designed from the actual measurements and fixtures of a property to make it as
accurate a depiction as possible. 

“We create computer generated imagery using editors that are similar to the ones on Harry
Potter or Star Wars. We create the computer-generated image, to spec, that will look like the
property when it’s completed,” Schravemade said. 

“And there are some cool things we can do with that. For example, the builder might have three
selections of kitchen. 

“We can drop in the different kitchens so the purchaser in real-time can just click between the
sparkling white, or the beige all day, or the grey kitchen. They can choose between those three
and have them subbed in and out.” 

The American Anomaly 
Usually at the forefront of any sort of marketing push, the United States seems to be
lagging well behind Australia, New Zealand, and Scandinavia when it comes to
marketing property off-plan. 

For whatever reason, the 3D render remains a rarity in American real estate marketing.
As Peter told the Ticker Snaps audience: “In America, you’re quite often just going to see
an elevation and a floor plan. An elevation being just a black and white drawing of what
the architect has drawn up.”
 
Aside from the 2D elevation, the second most common form of marketing off-plan
property in the USA seems to be via photographs of a home in some state of unfinished
construction.

However, there are signs that this might be about to change. CGI renders, though
uncommon, do exist in American property marketing. In fact, those trailblazers who are
working with us to market their unbuilt projects using 3D renders (or architectural
visualisations) are seeing incredible results - both in consumer interest and in sales. 

Furthermore, their marketing and use in social media are placing them so far above their
competition that in some cases the gap is ridiculous. A great example of this comes from
a recent conversation Peter had with American maestro of marketing, Charles Nitschke. 

https://www.boxbrownie.com/360-virtual-tours
https://www.boxbrownie.com/renders-360


Charles is CEO of marketing at Tomlinson Realty and has enjoyed great success using
our image enhancement, virtual staging, external renders and our fully immersive 360°
render tours to shoot far ahead of the competitors in his native Coeur D’Alene, Idaho. 

Rendering the Revolution 
In his chat with Peter, Charles presented three slides taken from Zillow, to indicate just
how much of an advantage our render technology is giving him. When this kind of
disparity becomes more widely acknowledged, the United States might be poised for a
render revolution. 

The first slide he showed was a black and white 2D elevation; the second, a photograph
of an uncompleted home; the third, a 3D external render from us at BoxBrownie.com. 

To keep things as even as possible, each slide featured an unbuilt home in Spokane,
WA. Each was a Zillow listing with a comparable price point. There was no comparison,
however, when it came to the marketing results among the three listings. 

Keep an Eye on the Overview 
Nitschke drew Peter’s attention to the ’overview’ category on each Zillow listing. This
part of the page informs the viewer how many days the property has been on the
market, how many views it has had and perhaps most importantly how many “saves”
the listing has received. 

Essentially, each save means that someone has been interested enough in the listing to
register with Zillow and record that listing among their favourites. Generally, the save is
reserved for serious property shoppers. 

The numbers supply a compelling case for the value of the render. “Compelling” might
even be an understatement. 

The first two properties, which use the most common marketing practices for unbuilt
property in the United States, had a combined 87 days on the market, 916 views and 12
saves. 

Our BoxBrownie.com render was on the market for 27 days. It received 5,172 views and
generated enough interest to be saved by 265 property browsers. 

“This is how I measure whether or not we’ve hit the market when we go to market,”
Charles told Peter. 

https://www.boxbrownie.com/image-enhancement
https://www.boxbrownie.com/virtual-staging
https://www.boxbrownie.com/renders-external
https://www.boxbrownie.com/renders-360
https://www.boxbrownie.com/renders-360
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About BoxBrownie.com: Online proptech company, BoxBrownie.com is an industry leader in
visual property marketing, providing lead-generating products to real estate and building
industry professionals worldwide. Founded on innovation and driven by the latest technology,
they offer a wide range of high-quality image editing services designed to showcase any
property to its full potential. For more information about BoxBrownie.com, visit
www.boxbrownie.com 

“How many people are eyeballing it? People are seeing it so we’ve got it in the right
place geographically. People are looking at it. If no one is looking at it, is it a technical
issue? Is it a product issue? Is it a price issue?” 

Even Peter, who spends his life touting the essentiality of our renders to the construction
industry, had trouble containing his amazement at just how far ahead of the pack our
renders placed this Spokane seller. 

Peter (from the video transcript): 
“27 days on Zillow, 5,172 views, and 265 saves. That's exponentially just blowing it out
of the water. And you're attributing that directly to marketing?” 

Charles: 
“Absolutely. It's a product that people engage with, so I'm going to give part of the credit
to the builder and his wife, she's the interior designer... 

“You guys brought it to life in a way that we couldn't have done until we were done
building the house. So within the first 48 hours that we were on the market, we were
getting a save or two an hour.” 

Peter: 
“That's unbelievable.” 

Unbelievable, yet totally true. 

Renders might still be the best-kept secret for marketing property off the plan in the
United States, but with numbers like these, they won’t be a secret for long. 

http://www.boxbrownie.com/

