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REAL ESTATE REALITY TV: 
THE PROS AND CONS FOR AGENTS

When it comes to reality TV shows – and 
these days they are a thriving industry  
there is a lot of unreality in what viewers 
see. Hordes of the lovelorn tune into The 
Bachelor, despite its game show antics, 
and millions of eyeballs follow The Island
for its fantasy approach to survival.

So, it’s no surprise that viewers flock to 
HGTV and similar networks for a peek 
behind the gates of celebrity homes or to 
feed their dreams of buying a beachfront 
home in the Bahamas.

There is more than a little unreality. Buyers 
who appear in the House Hunters franchise 
make an offer on a home after touring only 
three properties. Little do most viewers 
know or care that these top three were 
televised only after the buyers had toured 
many other choices. After all, a decision 
must be made within the scheduled 22 
minutes of airtime.

The homes shown on TV are in tip-top 

shape, there are never any worries about 
termites or appraisals, and the showing 
agents are almost always witty and movie-
star attractive. However, millions of 
viewers tune in every evening, perhaps for 
purely voyeuristic reasons or to feed their 
homeownership fantasies.

But there are some real-life lessons to be 
learned from this genre.

Viewers who watch these real estate shows 
learn about staging and curb appeal. They 
learn to compare location and amenities as 
they move from one house to the next.

Perhaps most important, they see TV 
buyers discussing trade-offs and 
compromise. They hear real conversations, 
albeit on camera, that demonstrate that 

while no home is perfect, a savvy and 
dedicated real estate agent can pinpoint 
the properties that best suit their needs 
and their budget.

Even agents can be attracted. “I grew up 
watching shows about Manhattan real 
estate on Serbian television. It was my first 
and only career choice,” said Serbian-born 
real estate agent Marko Arsic, of The 
Corcoran Group.

Today, Arsic and team partner Jason Lau 
are on track to exceed $100 million in sales 
of Manhattan properties before the year is 
out. 

There is nothing unreal about that – nor 
about the very real chance that a viewer 
who watches binge-worthy real estate TV 
may well become your next client.


