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Open Houses
1.  Schedule your Open House – Find the time that will work best for the clientele you are looking for.  Weekends are best for weekend traffic.  Make sure to schedule the open house in your calendar.  

2. Give Seller a list of items to address prior to open house (a week or so before open house):

	Exterior
	Interior

	Remove yard clutter, no exposed garbage
	Remove excessive furniture, knick-knacks, or pictures and wallhangings

	Prune bushes, remove weeds, mow lawn
	Clean or paint walls and ceilings

	Clean windows inside and out
	Clean and organize cabinets and closets

	Clean exterior, remove cobwebs
	Repair any plumbing leaks or faucets

	Make sure address numbers are visible
	Clean all light fixtures-make sure bulbs work

	Tighten and clean all door handles
	Lock up valuables or take them with you

	Ensure gutters and downspouts are clean and securely attached.
	Turn on soft music, no TV



3.  Plan your marketing strategy (a few days before open house) – 
a. Signs - (where will you place them?  Try to find high traffic areas on main roads.  Ask permission to place in yards, follow up with a thank you card.  Know HOA rules regarding signs prior to placement).  Use balloons or colorful flags.
b. Door Knocking – What a great way to get more leads.  Take 100 cards/flyers to surrounding area 2 days prior.  Have a short script to ensure time is used efficiently.  Invite neighbors or anyone they know who might want to move to the area.  Ask if they are planning on selling soon.  If no one is home, leave a flyer on the door.  If apt complexes are near, it’s a great time to convert renters into home buyers.
c. Use the Internet – Advertise your open house on MLS, facebook, Trulia, Zillow, craigslist, and any other website people might see your open house.  Make sure to include a map.
d. Phone calls – This is a great time to reach out to people on your sphere with something to talk about and to invite them.  It’s also a great time to segue into asking about people who may be buying or selling.
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4.  The day before Open House – Get your “kit” together
a. Binder - CCR’s, plat maps, neighborhood stats, details of property, and Community info.  Have a guest list to include name, number, and status (to establish hot or cold buyer, or if they are in the market to sell).  Also have a CMA and/or current neighborhood listings to be knowledgeable of the neighborhood.
b. Showing kit – flashlight, coloring books, tape measure, bottled water, guest register (maybe print 2 fake names in the beginning to prompt buyers to sign).
c. Contracts – You may come across a very motivated buyer.

5. During Open House – 
a. Smile – Your disposition during the open house will do a lot whether or not a guest will turn into a lead or a client.
b. Park in front of the home – This will make potential visitors think it’s a hot property.
c. Think Security – Establish escape routes, make sure cell signal works.  Also have emergency contact on speed dial.
d. Connect with your visitors and gather valid contact info - for following up.  Also, ask directed fact-finding questions (What brings you in here today?  Are you looking to buy? To sell?)
e. During slow times hand write thank you notes to people who have already come in.
f. Convert Visitors to appointments - The open house isn’t about the property more than it’s about finding out your visitor’s real estate needs and what you can do to assist them.

6. After the Open House – 
a. Follow up immediately with any leads obtained- Keep your name on the forefront of their mind by following up the next day.
b. Enter contacts into database – Signing up these contacts into your sphere will allow you to stay in contact after the open house.
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