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We have the numbers you need. to be informed.

BEGINNINGS

My first recollection of an open
house was in 1996 in Washington
r I was working with
he was going to hold

prepped some
several

She showed me the
)0 where her busm.s

ext few hours when a visitor entered the home, the realtor
all
P 4 .
uage ,

around the house quietly with their S|gmflcant other while myself
and the agent would whisper and wait for them to resurface at the
entrance of the home only to exit with maybe one of the
spreadsheets in their hand and a nice fake smile on the way out the
door. I'd look at the agent and they would look at me and we would
ask ourselves “| wonder what

their deal was?”
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We have the numbers you need, to be informed.

DIFFERENT, AND BETTER.

e opens about 5 more times. The times | found the
ien was with people that very receptive to
nei borhood and in general. Later on, |
w- could have struck up a conversation
wit /ere so ready to ask questions about the
nelghborhood or about the market, or about financing. Typically,

y ne II!nad many qguestions ab hat house, or

First, | would always Ieave open houses and be contemplating “why
energy about the house being

ll‘LQS$

he.quality of people coming in, mixed with the quality/sales skill

qu

years later, it seems to me that open house are still pretty much the
same.
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We have the numbers you need. to be informed.

DIFFERENT, AND BETTER.

ard to now! And, just like the first time you used UBER
mazon” and a package showed up the
uption in the "Open House” space. And
e to be willing to try something very
ow and what, here'’s a few reasons why
maybe doing an open house differently could work in your favor;

tiimate

open up more opportlihities to actually help someone who

7.0h yea, It's more fun.
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We have the numbers you need. to be informed.

DIFFERENT, AND BETTER.

dset you need and your desired outcome must shift!

[ bove everything for this system to work.
N open house is seeking to gather more
they would not be walking around. So,
r first job is to understand that you have
all of the information that they are possibly seeking. And to

the
no idea what obstacles truly stand

ence of events. And you h
*answer is to “show them property”

your shoulders.

Partners.
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We have the numbers you need, to be informed.

DIFFERENT, AND BETTER.

desired outcome needs to be that any potential visitor is
hat 2 of lead they are and then you establish a
Jous value to them with follow up
}.and loaded with content that pertains to
alculate what type of visitor they are is a
little more difficult and requires skillful positioning on your part. And
!e is before they enter the ho that they are

[ : eir
n.
ill

d open house attenges fall into 4 Major Quadrants.
u l iness

buying a home (typically within the

4 Sellers that want to find a home to buy inside of 12 months and
once they find it they will be motivated to sell or establish a plan.
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We have the numbers you need. to be informed.

AVATARS

ed A list of 7 specific types of open house

we ot through the years:

2.The Carrot Seller Who Will Be a Buyer

-
e Dr : |
b (s) S b rs 5‘ N an re
ga in
Puppy (Puppies)- R&ers who don't have a plan for 6-24

, could rent, might not want to hear a
ist estj '
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We have the numbers you need. to be informed.

AVATARS

ake sure of
our
en
nd
ters

they are just checking in t
t ill I

b

0]6)
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We have the numbers you need. to be informed.

AVATARS

e possible lead. They could

own. They somehow showed up. They
‘ ye ; ontinually are out looking. Most of their
true obstacles are not house related. Their issues are around
[ futlire. GCetting their finances ether and a
a

u
[ ize it
I h a yO ru of
rs are t|H k f he jileost
amb (s) and*The Lost Pu
pical re \ rs. _
f t rte '
ave a ent t te -

ith a lender and learned about the ins and outs of the process
ersus owning fi s/ getting officially preapproved. They

T

their path to home ownership. The directional balloons and the tent
out in front attracted them, and after that they are just seeing stars
and going along with your questions. When you asked the first
guestion, their answer also is “we have no clue”. They might not be
able to execute anything in the next 6 - 24 months.
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We have the numbers you need. to be informed.

AVATARS

ht Now Buyer

agent and have been pre-approved for
right away and act like they are just
gt hey might have a few areas where they
could be broken down The presentation materials and the items

dn' intake form might impress them. The
Imda e i

now it All (KIA)

N
. y A
Nno forced in ction. foremos rem

PROPERTY. So s
' ing_the

ber
eone not willing to conform to the

S o)ig by not_ confor

needs to be asked the right “calibrated” questlon or series of
“calibrated” questions. They can be disarmed carefully and possibly
become any type of lead. There could be more value in confronting
them that you can imagine. And, it's totally ok to let this visitor go
by the wayside and work with your competition. Tough people are
a drag on your business.
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We have the numbers you need. to be informed.

WHY DO AN
OPEN HOUSE
AT ALL? T

ed in the mortgage
sed to sit in with

One of the things quickly

Him:

copy of the sheet present on the listing, a sign in sheet, an
that's about it. Sometimes, they'd ask me to prepare a lender
spreadsheet showing different financing options on the property.
Logically, | always thought the realtors knew what they were doing
and the things realtors would bring to open houses would be
something that the attendees would be interested in taking and
something that would be their benefit... Right???. Wrong.
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We have the numbers you need. to be informed.

WHY DO AN OPEN
HOUSE AT ALL?

al experience, | attended and created spreadsheets for
houses and never received a call off of
potential homebuyer or attendee. And
ly never (or super rarely) got a call from
ha g cards either. And likewise, I'm pretty
confident that they got very little phone calls from the listing print

1 ] s of water, or whatever was on the

in the mall. They would stlffeh u smlle and say “let me khow if you
hdees would politely hold up their

uestions” and the a
kt SIn E $$
resu

nce of the home only to exit with one of the spreadsheets in

Jjohnbs@eart
emails were too!
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We have the numbers you need. to be informed.

WHY DO AN OPEN
HOUSE AT ALL?

| found it Agent or myself ever really gain any traction
en they were very receptive to questions about the
i al any Agent or LENDER could have
them because they were so ready to
ghborhood... Typically never specifically
about that house... Or very rarely. So why was there so much detail

ed ol ctual h-se being held open when pgeple repeatedly
' ‘ ticks a th | 27
d h es
ereth [

1."I occasionally pick up a really good buyer. And when | do, it makes
other 22 open housesjiiheld worth it because | got one deal

5"l don't get anything from them but its good quiet time for me to
get organized for the week ahead.”

6."| hate open houses, but this is a listing of one of the agents in my
office and we have to support one another so it's my turn to hold one
of his/her properties open this week..ugh!”

KNOW THE NEIGHBORHOOD 13 Open House Guide



‘{3\0 4 m&@ ’( )"b
e HE i '1‘

We have the numbers you need. to be informed.

INSPIRATION

ard a recording of an agent from Austin, Texas that
viewpoints on Open Houses.

e recording from an agent in Austin, |
Nt on why a realtor would ever hold an
open house. There's one reason and one reason alone to do so; It's
If‘ the EXPERT to the attemdee. That's it!
he ing took

N she asked attendees once she

thers.

KNOW THE NEIGHBORHOOD 14 Open House Guide




<vE NEchBOQ/.,O
i om A o 20,

We have the numbers you need. to be informed.

"THE HOW" CHECKLIST

Unique Sign-In Form and Intake
System (Preferably Electronic)

Staged Sign-In Area

Busine
Partners.
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