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Why do an open house?
•66% of buyers will go with the first REALTOR® 

they meet 

•Each open house should result in one closed 
transaction 

•Over 53% of buyers went to open houses while 
search for their home 

•Open houses have the lowest cost per lead 

•Pick up additional listings



Home Buyer Habits
Internet                                  88% 

Real Estate Agent                   87% 

Mobile Website                       50% 

Yard Sign                                48% 

Open House                            44% 

Source: 2014 National Association of REALTORS® Profile of Home Buyers and Sellers
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Me at open house with no leads

Average Open Houses
•have a few signs 

•advertise in the MLS only 

•done with less than 3 days notice and prep 

•average 3 potential buyers and no sales 

•lack lead capture of good data from 
attendees

New Philosophy of Open 
Houses

•A mega EPIC EVENT 

•10 days minimum of preparation 

•5 Marketing Platforms 

•Team Environment with 2 people 

•Data Collection Platform and Immediate 
Follow up. 



We average 18 buyers per 
open house, with 2 of 
them signing exclusive 

“Broker Buyer” 
agreements and 1 

purchasing a home with 
us within 90 days. 

It all starts with visitors

Open House Preparation

•Plan 10 days or more in advance 

•Follow marketing schedule & strategy 

•Pick the right time and date to hold open 
house  

•Select the right house & know all about it 

•Review the neighborhood statistics



Marketing Strategy
•Create unique and vibrant flyers branded to you. 

Make yourself stand out!! 

•Door knock 5 days prior to open house (flyers) 

•Send out your open house to every buyer in your 
CRM and use direct marketing 

•Leverage social media to promote your Open House 

•Create a video about your open house 

•Syndicate Open House to Portals

It all starts with visitors

Using Video to Promote

•Do a 60 second video promoting your event 

•Answer why they need to attend the event 

•Do on location of event if possible 

•Use Facebook Live during the actual event 

•Post to Social Media your videos - share 



Got Views? 

•Be Informative 

•Be Short and Sweet 

•Be Upbeat 

•Be Timely 

•Be Inspiring

Social Media Strategy
•Facebook 

•Instagram 

•LinkedIn 

•Twitter 

Its all about your REACH



Its all about your REACH

Social Media Strategy
•Create strong content about your open house 

•Create a Launch Video (60 seconds) to promote 
the open house 

•Have everyone share your open house post  

•Boost your post about the open house  

•25 mile radius of open house address 

•Don’t limit post with demographics or interest

The Posting 



The Posting

The Posting

Facebook Hack
•Develop an Open House business page 

•Post all of the office and personal open 
houses to this page 

•Allow other agents to post open houses on 
your site (with permission) 

•Promote this page everywhere you can



Facebook Page for Open 
Houses

Instagram Strategy
•Post video on your Instagram story 

•Use the “Poll” feature 

•Use powerful #Hashtags 

•What you say is critical to your audience 

•Post your open house on Instagram 

•Utilize hashtags to promote the open house



#openhouse #realestate #realtor #forsale 
#home #househunting #property 
#dreamhome #realestateagent #newhome 
#homesweethome #milliondollarlisting 
#homeforsale #justlisted #investment 
#broker #mortgage #sold #homesforsale 
#listing #house #properties #newlisting 
#realty #houseforsale #realtorlife 
#housing #listingagent #renovation



Direct Marketing
•Software Option 

•Constant Contact 

•Mail Chimp 

•Creating Your List 

•Buyers Agents 

•Buyers, Past Clients, Current Clients

Syndicate Open House to 
Portals



24 Hours Prior
•Print out all of the active listings around the 

Open House property (several copies) 

•Contact those listing agents & get 
permission to show if possible 

•Know the Sales Comps in the area 

•Get food prepared (always have food)

Day of Marketing
•50 -75 Directional Open House Signs 

•Each sign has a helium ballon 

•Follow Local Sign Ordinances 

•2 Large Open House Flags in yard 

•Red Carpet Runner 

•Balloons on Mailbox (by street) 

•Larger Open Sign in front yard

First Impressions GOLD!
•Welcome each and every person 

•Ask if they would like more information 
about the home 

•Introduce yourself and offer to show home 

•Ask each person if they are working with a 
REALTOR® at the end of tour 

•



The Welcome
•Be sincere and genuine 

•Don’t have “sales breath” 

•Shake hands and place business card in their 
hand 

•Ask them what brings them in today 

•Listen 80% / Talk 20% with questions 

•Show other homes available in the area

5 Ways to Get Good Info
Customers  
Information

Your Value & 
Information

1. Digital Flyer Method
•Ask if they want to get more information on 

the home 

•Have them fill out information online 

•Get mobile & Text or PDF from your phone



2. Electronic Registration

3. For Your Security

4. For Insurance Purposes



5. Provide the Highest Value

Strategies to Obtain 
Guest Info

•Connect with the guest 

•Don’t oversell yourself or the home 

•Is it company policy?  

•Comprehensive Package About the Home! 

•Offer to register them on your MLS portal or 
your website. 

3 Ways to Get Listings



Door Knock Neighborhood

Hi, I am Jason Jakus, REALTOR® with 
ABC Realty, I wanted to drop by and 
let you know about our open house 
event happening on Saturday April 

8th down the street at 1400 Colonial 
Blvd. from 1 - 4PM. I just want to let 
you know about the event and invite 
you to stop by and see if you knew of 
anyone that was interested in moving 

into our neighborhood.

Nosey Neighbors? Are They?



Follow up with neighbors

4  Critical Mistakes 

Lack Knowledge of Home



Fail to Market Open House

Fail to make a personal 
connection 

The Fortune is in the Follow Up
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