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OPEN HOUSE MASTERY: THE COMPLETE
PLAYBOOK

OVERVIEW

This playbook provides a comprehensive system for executing high-performing open houses that
consistently generate qualified leads and appointments. Follow this step-by-step guide to
transform weekend open houses into your most powerful lead generation tool.

SECTION 1: WHY OPEN HOUSES ARE YOUR KEY TO
SUCCESS

The Truth About Lead Generation

Agents are constantly bombarded with the promise of easy leads and quick results. But here's
the reality most refuse to accept: there's no shortcut to building a sustainable real estate business.
Shortcuts more often than not cause substantial delays.

In business, what feels like a shortcut almost always becomes the long way to your
destination.

Because you're human, human nature causes you to lean towards what's easiest in the moment
(skipping steps).

You skip the proven process because it looks both slower and more difficult.

Only to end up right back where you started—except now, you've wasted time, burned
opportunities, and delayed the results you actually wanted.

If you want to win, you follow the process that works. And you do it with discipline.
Everyone wants the results. Few are willing to commit to the process that actually delivers them.
The gap between agents who win and those who struggle isn't talent—it's consistency.

The ones who show up, systematize, and do the reps—those are the ones who build careers that
last.
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Why Open Houses Are Your Most Powerful Lead Generation Tool

To succeed, you need absolute clarity about your lead sources—their quality, timelines, and
realistic conversion expectations.

Open houses consistently prove to be among the most effective lead generation methods for
several reasons:

e |Low Cost Per Lead & Closing: Minimal financial investment compared to paid
advertising, significantly lowering your cost per closing.

e High-Intent Buyers: Visitors are showing "buyer and seller behavior." They are out,
looking at homes!

e Shorter Conversion Timelines: Properly nurtured open house leads typically close
within 3—6 months, far faster than most lead types.

e High Conversion Rates: Industry data consistently shows 4-5% conversion rate from
open house leads—substantially higher than most other sources.

Yet, many agents struggle with open houses. The primary reasons are clear and fixable:

e Lack of an organized sales process: Effective open houses require meticulous
preparation and disciplined execution.

e Poor lead capture and follow-up systems: Without accurate data capture and a
structured follow-up, valuable leads vanish quickly.

e Underestimating the need for long-term nurturing: Successful agents understand the
importance of systematic nurturing and maintaining proximity with their leads at a cadence
appropriate for their timeline.

The Reality Check

Calls without conversations? Pointless.

Conversations without appointments? Useless.

Open houses without leads? You did nothing.

Leads without appointments and consults? You changed nothing.

Move the needle or admit you're standing still.

Understanding Lead Quality vs. Quantity
Here's the fundamental truth:
Not all leads are created equal.

And cost per lead is irrelevant if your leads never close.
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The only metric you should obsess over is your cost per closing. You can buy $1 leads all day,
but if it takes 15,000 of those "cheap" leads to land one deal, your supposedly affordable lead
source just became astronomically expensive.

The biggest lie in this industry is that more leads = more closings.
Better leads + great systems + organized sales processes = more closings.

Anything else is noise.

The Open House Advantage in Your Sales Funnel

Think of your funnel like a financial model. Each lead source has a different price tag, a different
payoff, and a different timeline. Your ability to scale your income comes down to managing those
inputs with precision—not guessing, not hoping, not treating everything the same. That is the path
to high profitability.

Open houses sit perfectly in the middle of your funnel:

e Timeline: 3-6 months to closing (compared to 6-24+ months for top-of-funnel leads)
e Conversion Rate: 5-10% (far higher than the <1% for most digital leads)
e Cost: Primarily your time, not your marketing budget

Expected Results When Done Right
Open House Conversion Metrics

Average Open House Visitors: 10-15

Expected Lead Capture Rate: 75-90%

Expected Appointment Set Rate: 20-30% of leads
Expected Closing Rate: 4-5% of open house leads

Follow-Up Statistics

2% of sales close on the 1st contact

3% close on the 2nd contact

5% close on the 3rd contact

10% close on the 4th contact

80% of sales close between the 5th and 12th contact

The financial cost of open houses is low, but the cost in your time is significant. So... if you're
sacrificing weekends and personal time, you owe it to yourself to master this process.
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Key Principles to Remember
Here's your new standard:

Weekly Accountability Check (No Bullshit):

e Open Houses Held: __ (goal: 2/week minimum) No open house, no conversations, no
progress. Simple.

e |Leads Captured: __ (goal: 5 leads/open house minimum) No leads captured? You
wasted your weekend.

e Appointments Set (within 48 hrs): __ (goal: 1 minimum/open house) No appointments?
You didn't move the needle.

e Buyer Consultations & Showings Booked: __ (goal: 2 consultations/week minimum) No
consultations? You're making friends, not money.

e Closings from Open Houses (monthly):  (goal: 1 minimum) No closings? Effort doesn't

pay bills—results do.

If | put a gun to your head and said, "Get an appointment today or you and everyone you care
about dies," would your open house look different?

You bet your ass it would.

You'd put out every sign you could find. You'd ensure every single lead signed in. You'd stop
avoiding discomfort and immediately lean into the proven process. You'd pinpoint each visitor's
pain point and leverage that pain as your reason they need an appointment—to clearly articulate
the solution.

Five core principles that will define your success:

Preparation creates opportunity: Every step skipped reduces your ROI.

Lead capture is non-negotiable: Without contact info, you've wasted your time.

Pain points drive appointments: Connect their problem to your solution.

Persistence wins the game: 80% of business happens after the 5th contact.
Professional reporting builds relationships: Detailed feedback separates you from the
competition.

arwdE

Remember: Immediate results don't build careers; disciplined, systematic execution does.
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SECTION 2: THE OPEN HOUSE STRATEGY SYSTEM

Your Role and Responsibility
Your role is clear: Fill your open houses with qualified buyers and sellers.

Clients pay substantial money for your expertise—your duty is to perform at the highest level
every single time.

Follow this guide step-by-step—no exceptions.
Commit to disciplined preparation. Commit to compliant execution of the process.

And the results will follow.

Comprehensive Neighborhood Marketing System
Complete 3-Touch Circle Prospecting SOP

Objective: Your goal isn't just driving traffic to an open house—it's showcasing your unmatched
commitment and professionalism. Every door knock positions you as the go-to agent for the entire
neighborhood.

Touch #1: Exclusive Neighbors-Only Preview

Personally knock on 20 doors left, 20 doors right, and 20 across (60 doors total)
Engage directly—hand-deliver invitations
Script: "Hey there, I'm [Your Name]. I'm selling your neighbor's home at [Property
Address]. We're doing a quick neighbors-only preview [Day & Time] before it's public.
Swing by to see the place and maybe help pick your new neighbor. Can you make it?"

e YES Response: "Great, looking forward to seeing you there. Here's an invite with all the
details."

e NO Response: "Completely understand. Who comes to mind that might be a great fit for
the neighborhood?" (Pause clearly) "Perfect—can you put us in touch or share my info?
Thanks so much."

Touch #2: Pending Update (Urgency & Curiosity)

Knock again on those same doors (expand to 100 closest neighbors if possible)

Script: "Quick update—your neighbor's home at [Address] just went pending. It generated
serious interest. If you or anyone you know is curious about taking advantage of this
market momentum, now's a great time. Let's talk."

Touch #3: Sold Announcement (Proof & Value)

e Final door-knock after closing
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e Script: "Just wanted you to know—your neighbor's property at [Address] just sold.” This
impacts your home's value as well. If you're curious what that means for you or you're
considering a move, let's connect."

Mindset & Execution:

e |Lean directly into the interaction. Genuine engagement outperforms passive flyer drops.
e Each conversation positions you as the neighborhood's trusted advisor.
e Confidence, clarity, and casual professionalism close deals.

Why This Delivers Results:

e Immediate Benefits: Increased traffic, urgency, quicker sales
e Long-Term Gains: More listings, enhanced reputation, market leadership

Neighbor Letter Template

Dear [Street Name] Neighbors,

| wanted to reach out personally because something exciting is happening right here in our
neighborhood. [Homeowner's Name] has trusted me to sell their home at [Property Address]—
and if | had to guess, it won't be on the market for long.

Before the official open house, you're invited to an exclusive neighbors-only preview on [Day,
Date] from [Time] to [Time].

This will be your only opportunity to see it before it hits the open market. Even if you're just curious,
it's a great reason to stop by, say hello, and maybe even help choose your new neighbors.

Looking forward to seeing you there!

Warm regards,
[Agent Name]
[Your Phone Number]

P.S. Our marketing plan pulls out all the stops—professional photos, videos, social media, the
works. If you know anyone struggling to find "the one," bring them along or have them contact me

directly. They'll thank you later.

Implementation Guide:

1. Print high-quality invitations using the template above
2. Door-knock systematically (60-100 closest homes)
3. Return for Touch #2 when property goes pending
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4. Complete Touch #3 after closing
5. Track which neighbors were most engaged for future targeting
6. Add all contacts to your neighborhood farming database

Marketing Strategy: Lead Activation

Deal of the Week Strategy This email works because it feels personal. It's not a generic "Come
to my Open House" blast—it's an intentional, direct invitation. By using the Deal of the Week
strategy, you create curiosity without giving everything away. No full address. No full listing. Just
enough intrigue to make them reply.

Email Template: Special Open House Invite

Subject: Special Open House invite [time sensitive]
Hi [Name],

| just listed a home in [Neighborhood], and it might be one of the best opportunities on the market
right now.

Here's why | love it:

[Highlight 1—e.g., "A layout that actually makes sense—spacious, bright, and functional"]
[Highlight 2—e.g., "A backyard that feels like a private retreat"]

[Highlight 3—e.g., "Priced well below similar homes in the area"]

| wanted to personally invite you to the Open House on [day/time]—it's the perfect chance to see
if this home feels right for you.

If you're interested, just reply, and I'll send you all the details.

Hope to see you there!

[Your name]

Why This Works: Smart agents know that one Open House can lead to the next. Every buyer
who walks through the door—whether they loved that home or not—is a lead who's actively
searching. This targeted approach turns past Open House visitors into future clients. If they're
serious about buying, they'll want the details.

Action Steps:

e Create segmented list of past open house attendees in CRM
e Customize template for specific property highlights
e Send 3-5 days before open house
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e Track reply rate and attendance from this source
e Follow up with non-responders after open house with "Sorry you missed it" message

Off-Market Opportunities Approach
Off-Market Opportunities Folder Creation Guide

Create a professional binder labeled "Off-Market Opportunities”

Include 3-5 upcoming listings with professional photos

Add builder inventory not on MLS

Include pocket listings from your office

Have property details sheets for each

Position prominently at sign-in table

Introduce with: "By the way, | also have a few properties that aren't listed online yet—if
you're open to it, | can show you what we've got."

No gk wbdR

Lead Qualification Framework
When capturing leads at an open house, focus on collecting these critical data points:

Current living situation (own vs. rent)
Timeline for moving

Areas of interest

Budget parameters

Financing status

Key requirements/pain points

Whether using digital or paper sign-in systems, make sure you're consistently gathering this
information for effective follow-up.

Strategic Pre-Open House Preparation Checklist

1. List Open House on MLS (By Wednesday)
o Action: Ensure your open house details are accurately entered and syndicated by
Wednesday at the latest.
o Why: Ensures maximum exposure to your buyer pool. Without syndication, your
open house might as well not exist.
2. Announce Open House via Social & Email (24-48 hrs prior)
o Action: Post open house details on social channels and email your database
announcing date, time, and highlights.
Why: Builds anticipation and increases attendance.
Pro Tip: Hold off showings until your first showing. You'll increase the perception
of high demand by funneling everyone in at the same time.
3. Invite-Only Neighbors' Preview Hour
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o Action: Host an exclusive hour prior to the public open house specifically for
neighbors.

o Why: Makes neighbors feel special and sparks curiosity—neighbors are your
future sellers.

Circle Prospect (200-800 Homes, 5 Days Prior)
o Action: Call or door-knock surrounding homes inviting residents personally.
o Why: Direct invites significantly boost attendance and future business.
Ample Directional Signage (Minimum 20 Signs)

o Action: Place at least 20 directional signs strategically throughout the
neighborhood.

o Why: Signs create foot traffic. Foot traffic creates opportunities.

Prep Home & Info Packets

o Action: Stage the home impeccably and prepare professional info packets for each
visitor.

Why: First impressions equal trust. Professional presentation equals competence.
Pro Tip: Keeping Current Matters has an amazing one for you to sign up for and
R&D.

Digital Sign-in App & Backup

o Action: Set up and test a digital sign-in system (with paper backup).

o Why: Every lost lead costs thousands. Digital sign-ins prevent missed
opportunities.

CRM Integration Verification

o Action: Get your digital sign-in app integrated into your CRM.

o Why: Guarantee you don't skip the step. Conversions come from follow-ups. If you
don't house the opportunities in the CRM—you'll never follow up effectively.

Off-Market Opportunities Folder (3-Ring Binder or Tablet)

o Action: Prepare a simple 3-ring binder labeled "Off-Market Opportunities" with
sheets showcasing upcoming listings, builder deals, or pocket listings. Can also
use a tablet with a pre-loaded digital folder or slideshow.

o Why: Gives buyers a reason to engage, even if the current home isn't the right fit.
Instantly positions you as a plugged-in, resourceful agent with access to inventory
they won't find online.

o Pro Tip: Even if you only have 2-3 legit upcoming listings or office exclusives,
that's enough. Label the binder clearly and keep it visible at the sign-in table. Say,
"By the way, | also have a few properties that aren't listed online yet—if you're open
to it, | can show you what we've got."
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SECTION 3: EXECUTING THE PERFECT OPEN HOUSE

Lead Capture Mastery

Doing an open house without capturing accurate lead information is a complete waste of your
time. Anyone who's run an open house knows you'll often receive fake or incomplete data. This
proven protocol protects against that and ensures you collect accurate, usable lead information
every time.

Accurate Lead Capture Protocol

1. Greeting: Greet visitors warmly with a confident smile: "Hi! Welcome to [Address]. Did
you already get registered for your tour today, or is that something | can help you with?"

2. Pattern Interrupt: If visitors look confused or hesitate, briefly explain with authority:
"That's okay, it will take two seconds. Let me get you signed in real quick. Is your phone
number a 714 or a 949?" Critical: Immediately break eye contact and look down at your
iPad or sign-in sheet, waiting quietly for their response.

3. Controlled Data Entry: You maintain control by holding the device and entering the info
yourself. Prompt naturally: "Awesome, and your best email—is that a Gmail or an iCloud?"

4. Minimize Objections: Stay looking down at the device throughout entry to reduce
resistance, maintaining subtle control and lowering friction to ensure accurate info.

5. If someone hesitates to sign in: "Totally understand. At the seller's request, we do ask
everyone to sign in before viewing—just for security and tracking who's come through. It'll
only take a quick second.”

Bottom Line: Accurate lead capture isn't optional—it's essential. Follow these steps exactly and
you will collect more accurate lead info.

Conversation Mastery
There are a lot of ways to run an open house—and yeah, some agents wing it and still get results.

But here's what | know from years of doing this: when you follow a compliant, trackable process,
you gain control. You know what's working, what's not, and exactly where to adjust. You eliminate
guesswork. You stop blaming the market. You start identifying the exact questions and actions
that create real opportunities.

Sometimes a step doesn't convert. Don't take it personal. Don't get attached to the outcome.
Obsess over the process. Who gives a shit if it didn't work—you tested it. And this isn't an "effort
gets rewarded" business. What matters is what you do after it fails. You tweak. You improve. You
repeat. You run the play again. Do that every day, and you'll be unrecognizable a year from now.

| don't wing it. | build systems that convert.
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My goal? Turn open house convos into appointments—not small talk. | do that by leading with the
right questions, identifying pain, and positioning myself as the solution.

Here's how.
Initial Rapport Building Questions

"What brings you into my open house today?"

"How's your home search been going so far?"

"Are you familiar with the area or just starting to explore it?"

"What's motivating the move for you right now?"

"Ideally, when would you like to be settled into your new home?"

"What's been the biggest pain point or frustration that you've been dealing with in your
home search?"

7. "Help me better understand your current living situation."

o gk wnN e

Pain Point Solutions & Appointment Requests
PAIN POINT #1: Limited Inventory/Haven't Found the Right Home

"I'm curious, have you been primarily looking at homes online to find your next home?" [Wait for
response]

"My clients have found that the nicest homes and best deals typically sell well before they ever
hit the open market. If | connected you to a network of off-market homes for sale that other buyers
won't find online... Would that be helpful to your home search?" [Lead them to a yes]

"Great—the next step is to set up a quick strategy session... That way, we can cover exactly what
you are looking for and see if one of our off-markets is a fit. Would virtually or in person be better

for you?"

PAIN POINT #2: Interest Rates/Affordability Concerns

"l get it—affordability has been everyone's biggest problem. Where would rates need to be for
you to feel comfortable moving forward?" [Pause—let them answer]

"The good news is, sellers are getting creative to help buyers right now. We've been able to get
many of our clients into a loan program where the seller helps cover part of their mortgage to help
with affordability.”

"To get you one step closer to your new home, let's connect you with my lender to see how much

we can reduce your payment. Would [insert day/time] or [insert day/time] work better for you?"
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Appointment-Setting Framework
1. "How long have you been searching for a home?" [Gauge urgency]

2. "What sites have you been using to find properties?" [Identify seriousness]
3. "Have you found the ideal home yet?" [They'll say no—reinforcing the gap]
4. "Help me understand exactly what your perfect home looks like." [Identify specifics]

5. "You mentioned you're mainly using [X, Y, Z sites]. If you're only seeing homes online, | get
why it's been frustrating. The nicest homes and best deals sell well before they're made available
online. If I could get you access to our network of off-market listings, would that help speed things
up for you?"

6. "Perfect—I need to wrap up the open house, but the next step is easy: let's schedule a quick
20-minute strategy session. That way | can dial in exactly what you want, and immediately match
you with homes that fit. Does virtually or in person work better?" [Look down at calendar]

If They Own a Home

If They Rent
"Great, when is your lease till?"

"Once that lease is nearing maturity, tell me a little bit about what you'll be looking for."

"Sounds like we've got some time to get ahead of this. Let's set up a quick 20 to 30-minute strategy
session. We won't be talking about paint colors or floorplans—we'll focus on what | call loading
the cannon: getting your financing dialed in, giving you access to off-market opportunities, and
making sure everything's lined up so you're ready when the time comes. Would virtually or in

person work better for you?"
Lead Capture Implementation
Digital Setup (Primary)

e Recommended Digital Sign-In Apps:

o Curb Hero - Free, QR codes, 2,000+ CRM integrations via Zapier (curbhe.ro) «
Spacio - Custom sign-ins, automated follow-ups, major CRM integration
(spac.io)
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o Open Home Pro- Simple registration with basic CRM integration
(openhomepro.com)

o Open House Wizard - User-friendly with select CRM integration
(openhousewiz.com)

o Happy Open House - Budget-friendly, straightforward setup
(happyopenhouse.com)

o Ylopo - Built for real estate with automatic syncing and drip campaigns
(ylopo.com)
¢ Required fields: Name, Phone, Email, Timeline, Housing Status
e Set up automatic CRM integration
o Test system before each open house

Paper Backup System

Print 25 sign-in sheets with required fields

Place in professional clipboard at entrance

Have multiple pens available

Plan to manually input into CRM immediately after

Lead Capture Script Flow

1. GREETING: "Hi! Welcome to [Address]. Did you already get registered for your tour today, or
is that something | can help you with?"

2. PATTERN INTERRUPT: "That's okay, it will take two seconds. Let me get you signed in real
quick. Is your phone number a 714 or a 949?" [Break eye contact, look down]

3. CONTROLLED DATA ENTRY: "Awesome, and your best email—is that a Gmail or an iCloud?"

4. IF RESISTANCE: "Totally understand. At the seller's request, we do ask everyone to sign in

before viewing—ijust for security and tracking who's come through. It'll only take a quick second."

Post-Open House Strategy
Why Persistent Follow-Up Matters

2% of sales close on the 1st contact.

3% close on the 2nd contact.

5% close on the 3rd contact.

10% close on the 4th contact.

80% of sales close between the 5th and 12th contact.
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Yet, nearly half of salespeople never follow up after the initial call, and fewer than 10% ever make
it past the third call.

Additionally, in a well-managed real estate pipeline, nearly half of sales can occur six months or
longer after the lead is acquired, highlighting the necessity of long-term nurturing.

Persistence isn't optional—it's essential.
Immediate Actions (Same Day)

Upload all leads to CRM before leaving the property
Activate appropriate drip campaigns by lead category
Send Day 0 text message to all leads

Schedule Day 1 follow-up calls

If your listing: prepare seller report

If another agent's listing: prepare agent report

Building Strategic Relationships Through Reporting

Open houses aren't just about finding buyers—they're about building strategic relationships that
multiply your business opportunities. Two critical relationships to nurture: sellers and listing
agents.

Seller Reporting Protocol

Action: Within 24 hours of the open house, provide the seller with a professional "Open House
Performance Report" containing:

Attendance Metrics:

Total visitor count

Peak traffic times

Demographic breakdown (first-time buyers, move-up buyers, investors)
Lead quality assessment

Property Feedback Summary:

Common positive comments about the property
Common concerns or objections raised

Price perception feedback

Competitor property comparisons mentioned by visitors

Market Context:

e Brief overview of competitive properties visitors mentioned seeing
e How your listing compares in visitors' eyes
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e Current market conditions impact on visitor response
Strategic Recommendations:

e Specific action items based on consistent feedback
e Potential adjustments to consider
e Marketing enhancement suggestions

Seller Report Template

Subject: [Property Address] Open House Results
Hi [Seller Name],

| wanted to provide you with a comprehensive update on yesterday's open house at [Property
Address].

Attendance Summary:

We had [X] groups through the property, with the highest traffic between [time] and [time]. Visitors
included a mix of [types of buyers], with [X]% expressing serious interest in the property's [key
feature].

Feedback Highlights:

Visitors consistently praised the [specific feature], with many commenting that it was superior to
other properties they've seen. The most common questions/concerns centered around [specific
aspect], which we addressed by highlighting [benefit/solution].

Market Context:

Your home is currently positioned well compared to [comparable property] which many visitors
mentioned seeing. The current [market condition] is creating [specific impact] on buyer behavior,
which we're addressing by [strategic approach].

Recommendations:

Based on consistent visitor feedback, | recommend we [specific action item]. This small
adjustment could significantly impact buyer perception of [value/feature] and potentially
accelerate our timeline.

I'll follow up with each qualified visitor over the next 48 hours to address specific questions and
maintain momentum. [X] visitors requested a second showing, which we're scheduling now.

Please let me know if you have any questions or would like additional details on any aspect of
yesterday's open house.

Looking forward to our continued success,
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[Your Name]

Why This Matters: This level of detailed reporting demonstrates your professionalism, builds seller
confidence, and positions you for referrals and future listings. Most agents provide minimal

feedback—this approach separates you from the competition.

Listing Agent Relationship Building

When hosting another agent's listing, use the open house as an opportunity to build a valuable

professional relationship:

Action: Send a detailed Professional Courtesy Report to the listing agent within 24 hours

containing:
Value-Forward Introduction:

e Thank them for the opportunity

e Highlight your commitment to representing their listing excellently

Actionable Insights:

e Attendance statistics and visitor demographics

e Quality of leads generated

e Specific property feedback that could help their client
e Market perception insights gathered from visitors
Your Follow-Up Plan:

e Overview of how you're following up with potential buyers
e Commitment to keeping them informed of serious interest
e Clear communication about any second showing requests

Relationship Building Close:

e Express interest in future collaboration
e Offer to help with their listing inventory again

Listing Agent Report Template

Subject: Open House Report - [Property Address]

Hi [Agent Name],

Thank you for allowing me to host an open house at your listing on [Address]. | wanted to provide

you with a comprehensive report while the insights are fresh.
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Attendance & Lead Quality:

We had [X] groups through the property yesterday, generating [Y] quality leads that I'm actively
pursuing. Visitor demographics included primarily [buyer types], with [Z]% indicating they are in
the active buying phase (looking to purchase within 60 days).

Property Feedback:
Visitors consistently highlighted [positive feature] as a standout element of the home. The most
common questions centered around [topic], which | addressed by emphasizing [benefit/solution].
Several visitors compared the property favorably to [comparable listing], particularly noting the
[specific advantage].

Follow-Up Actions:

I've already begun my follow-up process with all visitors. [X] visitors have requested additional
information, and [Y] have expressed interest in a second showing. I'll coordinate directly with you
on scheduling these and will keep you informed of any serious interest that develops.

Recommendations:
Based on consistent visitor feedback, you might consider highlighting [specific feature] more
prominently in marketing materials, as this generated the most positive reactions during tours.

| enjoyed representing this beautiful property and would be happy to help with any of your listings
in the future. If you need coverage for open houses or have clients looking in areas where |
specialize [mention your specialty areas], I'd be delighted to assist.

Please let me know if you need any additional information or insights from yesterday's open
house.

Best regards,

[Your Name]

Why This Matters: Most agents merely send a quick "thanks for letting me host" message with
minimal information. This comprehensive approach positions you as a valuable resource and
collaborative professional—significantly increasing the likelihood of future opportunities from this
agent's inventory.

Pro Tip: Maintain a tracking system of which agents allow you to hold their listings open. Send
them periodic value (market updates, invitation to events, etc.) to stay top-of-mind for future
opportunities.
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SECTION 4: TOOLS AND RESOURCES

Pre-Open House Checklists

Professional Open House Master Checklist

5-7 Days Before

e Verify listing agent approval (if not your listing)

List open house on MLS (by Wednesday latest)

STRATEGIC ADVANTAGE: Withhold showings until open house to funnel multiple
buyers into same timeframe, creating perceived demand and preventing your leads from
touring with other agents

Begin circle prospecting (200-800 homes)

Prepare Off-Market Opportunities Folder/binder

Create/update property info packets

Check inventory of directional signage (need 20+)

Set up digital sign-in system and test

48-72 Hours Before

Schedule social media posts announcing open house
Send email blast to database

Continue circle prospecting

Prepare raffle/incentive for sign-ins (optional)

Print backup sign-in sheets (in case of tech issues)
Verify CRM integration with sign-in system

Day Before

Stage home (if your listing) or arrive early to tidy
Print all information packets

Charge devices for digital sign-in

Prepare refreshments (if offering)

Plan sign placement route

Review all scripts and questions

Send reminder on social media/email

1-2 Days Prior:

e Verify MLS listing is accurate and syndicated
STRATEGIC ADVANTAGE: Withhold showings until open house to funnel multiple
buyers into same timeframe, creating perceived demand

e Print buyer/seller guides (Keeping Current Matters recommended)
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Research and document property details:
Square footage, bed/bath count, lot size
School information and ratings
Days on market and price history
Recent upgrades/renovations
Age of major systems (roof, HVAC, water heater)
HOA fees and what they cover (if applicable)
o Seller's motivation (if shareable)
Preview property and local comparable homes
Create and schedule social media promotional content
Plan signage placement route (minimum 20 signs)
Prepare Off-Market Opportunities Folder/binder
Print backup sign-in sheets
Prepare refreshments (if offering)
Arrange a co-host if necessary for high-traffic properties

o O O O O

Morning of Open House:

Arrive 60-90 minutes early

Place 20+ directional signs with balloons for visibility

Set up professional sign-in station (digital primary, paper backup)
Adjust lighting, temperature, music

Display Off-Market Opportunities binder prominently

Arrange information packets in visible location

Place refreshments strategically

Review property details and key selling points one last time

Set phone to silent mode

Set mental goal for leads and appointments

During Open House:

Greet each visitor within 5 seconds of entry

Implement lead capture protocol immediately

Engage with targeted rapport-building questions

Note specific interests and pain points for follow-up

Present Off-Market Opportunities folder when appropriate
Collect feedback from each visitor before they leave

Take breaks between groups to note key information

Schedule appointments with interested buyers before they leave
Collect neighbor referrals from neighbors who attend

Immediately Post-Open House:

Upload all leads into CRM before leaving the property
Activate appropriate drip campaigns by lead category
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Send Day 0 text message to all leads

Schedule Day 1 follow-up calls

Create property feedback report for listing agent/seller
Send professional report to listing agent (if not your listing)
Remove all signage from neighborhood

Schedule next open house if appropriate

Templates and Scripts

25-Day Follow-Up Sequence Calendar

Important Note: These scripts work effectively across all communication channels (text, email,
or phone). The channel indicated is a suggestion, but the message content remains powerful
regardless of delivery method.

Day Channel
0 Text

1 Call

2 Text

4 Text

6 Text

Message Template

"Hey John, great connecting today at 123 Maple. I've
already identified a few similar homes that might be exactly
what you're looking for. I'll shoot those over - do afternoons
or evenings work better for you to connect and discuss
your thoughts on them.

"Hey John, great meeting yesterday. A couple homes just
came up that match what we discussed—I think you'll
really like them. Do you have a quick 2 minutes today so |
can dial in exactly what to send your way?"

"Hey John, quick update: | did some digging and found a
couple homes off-market that match closely with what you
described—especially [specific feature]. Do you want early
access before they're publicly listed?"

"John, a home just came up in [neighborhood] that
matches exactly what we talked about—great price, great
fit. [Include link/photo preview]. | already spoke to the
seller, and we can see it today at 5:00 or tomorrow at noon.
Which works better for you?"

"Hey John, a few off-market homes that match your criteria
are about to hit—want to jump on a quick call to see if these
are a match before they're available online?"

Goal

Initial re-
engagement

Voice
connection

Value
demonstratio
n

Appointment
request

Create
urgency
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10

12

15

18

21

25

Text

Text

Text

Text

Text

Text

Text

"Hey John, check out these latest homes that just hit the
market: [Insert Link]. I'm scheduling tours now—are you
free this evening or would tomorrow be better?"

"Hey John, a home nearby just sold at a great price. Could
impact your search—want the quick details?"

"Hey John, have you given up on your home search?"

"John, another round of homes just came available—I think
you'll want to see these: [Insert Link]. I've got openings
today at 4:00 or tomorrow at 11:00. Which works better?"

"John, quick check-in: still actively looking, or did your
plans change? Want to make sure I'm only sending what's
valuable to you."

"John, I've got a shortlist of standout listings right now—
just checking in to see if you're ready to dive back in, or if
timing's not ideal?"

"Hey John, | don't want my follow-up to become a
nuisance, but | also don't want to drop the ball. I understand
these decisions take some time. Is a move still on the
horizon for you?"

Monthly Lead Nurturing (All Open House Leads)

Add to monthly market update email list
Schedule quarterly phone check-ins

Add to social media custom audience

Send seasonal homeowner tips (if they own)
Send financing updates if interest rates change

Direct tour
offer

Market
insight hook

Pattern
interrupt

Fresh
inventory +
appointment

Genuine
check-in

Re-
engagement

Final tie-
down
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SECTION 5: METRICS AND ACCOUNTABILITY

Open House Mastery Summary

< Follow every step in the open house system—none are optional

¥ Execute each phase: Pre-Event, During, and Post

< Leverage digital tools and real-time engagement for maximum lead capture
</ Follow up like a pro—speed = conversion

</ Build strategic relationships through professional reporting

<« Create multiple business opportunities from each open house

Open house mastery isn't about shortcuts—it's about disciplined execution of a proven system.
Implement this framework consistently, and you'll transform weekend open houses into a
predictable, scalable business growth engine.

Your commitment to excellence in preparation, execution, follow-up, and relationship building will
separate you from the competition and deliver sustainable results that build a career that lasts.

Weekly Performance Tracker

Week  Open Houses Leads Appointments Consultations Monthly
Held Captured Set Closings

1

2

3

4
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Scaling Your Success

To maximize the impact of your open house strategy:

PwnNPE

o

6.
7.

Consistency is key: Commit to a minimum of 2 open houses per weekend

Track your metrics: Fill out the performance tracker weekly

Review results monthly: Identify patterns and improve weak areas

Adapt your approach: Different neighborhoods and price points may require different
strategies

Build on success: Use each successful open house to book your next one

Create areferral loop: Ask each lead for referrals to expand your network

Refine your scripts: Continuously improve your conversation skills based on results

By implementing this comprehensive open house system consistently, you can expect to generate
10+ new leads weekly, set 2-4 appointments, and close at least one transaction per month directly
from open house activities.

Remember: If you want to win, you follow the process that works. And you do it with discipline.

The gap between agents who win and those who struggle isn't talent—it's consistency.

The ones who show up, systematize, and do the reps—those are the ones who build careers that

last.



