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WHAT % OF YOUR LEADS WILL YOU GET FROM
OPEN HOUSES THIS YEAR?
• Planning on 15-20% of all leads for this year will
come from Opens
• Expect 1-2 Great leads per open and they convert
well. Recently had 3 from one open and all 3 will
be buying a home with me.

HOW DO PICK AN OPEN HOUSE TO HOLD?
Two ways• When I have a seller that insists on one. If this happens and
the house is in not in "open house" condition, it offers
the opportunity to further the conversation on house prep
and then gives them a timeline to get things looking their
best. If you do this for me, I will do this for you.
• When I have a listing that I feel is in the best area and
condition for the most traffic for open house guests.

WHAT DO YOU DO THE WEEK BEFORE THE OPEN,
WHAT’S YOUR SYSTEM TO GET THE MOST PEOPLE
THERE AND TO USE IT TO MAKE ADDITIONAL TOUCHES
(WHETHER THEY COME TO THE OPEN OR NOT)?
•

Add the open house in our MLS, I add it on social media, multiple times the
leading week- Facebook-business page, personal page, and schedule a
Facebook event and Instagram.

•

Now Doing some video walkthrough of the home welcoming people and telling
them they can pop by and see it on the date/time of the open. (to post later)

•

Call Preferred Lender and ask him to do estimate for 3 financing options. He
prints on card stock and delivers to your office.

•

Add a rider sign and a few directional near the house (busy intersections).

LENDER
HANDOUT
• Specific to this open
• Showing financing on the card

WHAT DO YOU THE DAY OF THE OPEN HOUSE?
• Start my day with a last social media post -- Post that video tour of the
home and send to Facebook and on the event page
• Comment on any posts you did before to bump them to top of people’s
feeds
• Prepare open house document packages (assistant)
• Go to the grocery store to pick up the snacks for guests
• Arrive to the home 30-60 minutes before the start time to set up.
• Will start doing FB live soon inviting people to come when you start

WHAT DO YOU BRING WITH YOU TO THE OPEN?

•

•
•
•
•
•

Snacks- chocolate chip cookies, small
bottles of water, beverage napkins,
popcorn pouches from Costco (Thanks
for popping by handouts)
Platter for cookies
Basket for trash
Coloring pages and crayons for kids
Lender handout
Buyer pamphlet

•
•
•
•
•
•
•
•

Open house flag for front porch
Sign in sheet with branded pens
Open house sign for the counter
Copies of MLS sheet
3 copies of Sellers Property Disclosure at a Station
Consumer Notices Business Cards
Candle and lighter – “Signature Scent” Spiced
Cinnamon Vanilla from Bath and Body Works

OPEN HOUSES

What is your opening conversation when people come in?
Hello, welcome and introduce myself, while handing them an MLS sheet.
Tell them to take their time to look around, give a quick overview of the home layout
(3 BR upstairs, check the master with beautiful tile….
and also mention areas that they might not know like… Don't forget to check out the finished
basement!
Let them know that I will be in the kitchen (or another central room)
and we will chat once they are finished going through the home –
ask them to meet me in the kitchen when they are done for more info and treats.
Do this 1st, do this 2nd and you get a treat….
I make sure that all sellers know to remove all things of value from the home
and explain the flow of the open house, so they can decide if they are comfortable with everything.
Vacant homes are always the most preferred.

What do you do DURING the Open house?
How do you handle multiple people at the same time?
Sort of… how do you ENTERTAIN people because you treat Opens as Entertaining at your own home?
Let me start by saying that I have been a “hostess with the mostest” all of my life.
My parents had a restaurant when I was growing up, so hospitality is second nature to me
from being a hostess to a server and bartender. We also entertain frequently in my home,
we have sippin’ Saturday’s most of the spring and summer and hold huge Penn State parties
in our yard with an outdoor screen and projector in the fall.
My open house style is very much like welcoming someone into my own home.
I like to think of myself as a Martha Stewart of open houses.

It all depends on the flow of the home and how many people are at the open house.
For safety reasons, I like to make sure I am near an exit door for the majority of
the open house.
Just like in our homes, the kitchen is where everyone collects. T
hat's where I am, the info is, the food is, etc.
I make sure that I keep the docs and the snacks in 2 separate areas of the kitchen to
help with the flow.
I also like to set up a table with a coloring area for the kiddos.
A branded coloring page with packs of crayons is always appreciated by parents
who come through with little ones in tow.
If there is room in the kitchen for this one, that is perfect, if not the living room or
dining room work in a pinch.
Also make it a point to remove chairs from the kitchen, so no one feels
like they can sit.
Sitting is nice, but sitting bodies interrupt the flow I’m looking for.

When guests enter, I offer a huge welcome when they come in,
very much treat it as they are coming into my own home for a
party. Introduce myself to each group through.
If it’s a very busy open house and my central location is a
room away from the front door, I always make sure there is
something for a client, who I may be in conversation with, to
do while I greet new guests coming through, paperwork to
look at, a snack to grab. It’s not something I can describe, I
just basically smile and say I will be back in just a moment,
feel free to look at this buyer brochure/cost sheet/snack, etc.

I hold court in one location, so I can talk to groups at a time. I let
everyone know that it’s a public open house, that if they sign in,
they will get my undivided attention after the open house, but
during the open house, everyone gets my time. It’s all in the way I
say it and the the way I treat them. I include everyone in the area
in conversations, so no one feels this is a one on one appt. I use
phrases like, when we talk after the open house, when we meet
tomorrow, etc.
I make it a point to have as many “activities” as possible, so I am
not the only thing that buyers are paying attention to.
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WHAT DO YOU DO AFTER THE OPEN HOUSE?
Clean up and make sure all guests have left, make sure all doors are locked and walk through each
room to make sure everything is in its place. Call husband/family member while you do this for
safety reasons.
I always keep the evening after an open house open for follow up. If I'm lucky enough to write a
contract directly after one, I make sure I do not schedule that appt until later in the evening. I
make it a point to enter the names from the sign in sheet into my database first, as
that is a huge priority. I then send out a thank you for stopping by email and/or text to each
person that signed in. If it's a text, I always include a footer that has my signature in it. The next
day I send another follow up- call (preferred) or email, to discuss the subject property and any
other homes on their radar. Answer any questions about the process and make sure that they have
reached out to a lender for the preapproval, basically I prequal them after our first meeting.
Depending on how that discussion goes, I know where to rank them in my database
and the next steps for each of them.

If there was a guest that wanted to see the house again or write a contract, I
set that up for 5 or 6 that evening and go from there. Because I have my
preferred lender prepare a handout, the guests leave with property info, lender
info and a brochure that details the home buying process, so they have info that
they need for the next step, but everything is very much branded, so they know
who to call.
My open houses are not thrown together, there is a process for each
one of them. I rely on my assistant for behind the scene prep and
take the time for each one to be an event.

