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SCHEDULING
In a sellers market, such as like the one we’ve been in since the beginning go COVID, I would recommend
starting making calls to schedule your open, on either the Tuesday or Wednesday before and schedule it
to take place on either that Saturday OR Sunday from 10-2/3pm.
Now while the times for how you go about scheduling things and completing certain tasks may vary
depending on how the market is currently behaving, as long as you know the steps to take and how to
get it done, you’ll do just fine!
To schedule an open house you’ll want to first identify an ideal listing.
-On the MLS search field filter properties that are; Active, Within your brokerage, vacant, single family
homes.
-Then looking at the map, locate available listings within 3 turns of a major road.
-Call the listing agent
The conversation with the listing agent may go something like this:
“Hi, my name is ___ with (brokerage name) how are you doing?”
“I saw your listing on ___, and it’s beautiful by the way, I was wondering if you and your seller would be
ok with me holding an Open House either (day/time) or (day/time)?”
“Wonderful, thank you for that, and in case any interested buyers have questions, is there anything not
mentioned on the MLS that people might be interested to know?”
“Thank you again for the opportunity, I will give you a call the day of beforehand just to confirm and see
if anything has changed, and then send you a quick update at the end to let you know how things went!”
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SUPPLIES
No. 01 —

Table and Tablecloth

No. 02 —

Sign in Sheet

No. 03 —

Pens

No. 04 —

Clipboard

No. 05 —

Air Freshener

No. 06 —

Phone Charger

No. 07 —

Hand Sanitizer

No. 08 —

Water Bottles and Snacks

No. 09 —

Open House Flyers and Vendor FLyers

No. 10 —

Bluetooth Speaker (optional)

No. 11 —

Whiteboard and stand (optional)

No. 12 —

Balloons or other table decorations (optional)
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PREP WORK
In the days before hand there's a lot of prep work that goes in to planning a sucessful open house. The timeline
below for the work that needs to be done is going based on a sellers market. As mentioned previously, so long as
you know what needs to be done, the timelines can be adjusted to fit whatever market you're currently in.
If you managed to get the open house scheduled on either Tuesday or Wednesday, and have it set to take place on
either Saturday or Sunday, I would start my prep work that same day.
On Tuesday or Wednesday after you've got the event scheduled with a listing agent, start with building a landing
page for the open. This will be a simple website with information about the event, about the property, a spot they
can submit their information, questions, or RSVP, and a way for people to get in touch with you. Next put up an
Instagram story and post on your feed, and then create an event on your Facebook page. In all of your posts, make
sure that you are redirecting traffic to your different sites, for example your Instagram post could lead them to
your facebook event page which in turn should bring visitors to your open house landing page. Don't forget to add
both your Facebook event and landing page links to your LinkTree so that people can easily find both! From here
you can start to send invites through social media and text invites to people you know such as current clients you
know might be interested, potential clients, leads you've gotten in the past, friends, lenders or other connections
you've made in the industry who may know of interested parties, really anyone you can think of.
Now that you've got your landing page, event on Facebook, invites sent out, and your initial social media posts
made, your next step is to start to promote your event links and landing page by creating ad campaigns. This can
be done through Facebook, Instagram, TikTok, Google, Pinterest, whichever platform you choose. (this is a topic we
can dive into deeper at a later time as this is a very broad and important part of marketing) Lastly, make sure that
listing agent has added open house to the MLS.
The next day you're going to want to start posting in Facebook groups about the event to attract more attention
and potential leads. When you first go into the industry and set up your social media accounts you should have
joined some groups but in case you didn't, now is a good time to start. When posting about your open house in
different groups, you'll want to make sure that you are following the groups guidelines to ensure that your posts
aren't taken down. Make sure to include all relevant information and stay on top of responding to any inquiries,
comments, etc. on all of your social media posts across all platforms.
Once that is completed, you should schedule a showing (if necessary) and go to property to get footage for reels,
TikToks, and Facebook and Youtube videos, and again using those videos/posts to redirect traffic to your event link
and landing page.
On your next day (likely Friday) you should print off event flyers and use them while door knocking and to place
around the nearby neighborhoods. That may take up a good chunk of your day but when you're done you can post
another reminder for the open house on your Instagram story, or even while door knocking to show your
audience how hard you work. Lastly, the day before the event, pack up your car and confirm you have all of your
supplies ready to go.
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DAY OF...
On the day of the event, it's good practice to show up at least an hour and a half early to make sure that you not
only have plenty of time to get set up inside and put signs around the neighborhood, but also have enough time
to get other tasks done such as door knocking. Once you're fully set up, you should post another Instagram
story to remind your audience of the event. It may seem like your posting a lot for the event, which to be
honest you are, but I promise that even though it may feel like overkill, it's not.
So now that you're all set up, give the listing agent a quick call! It's great for building a relationship with the
listing agent, and in an industry where networking is one of the most important things you can do, you don't
want to miss out on any opportunity to build those connections. When you call the listing agent, let them
know you're at the property and all set up, the steps you've taken for the event, ask if there's any other details
not mentioned in the MLS that buyers may be interested to know, if theres's any offers, and lastly let them
know that you'll reach back out at the end to keep them in the loop as to how it went and any feedback you
may have received. This simple conversation shows the listing agent that not only are you someone who
comes prepared but you're someone who can be trusted with their listing which is a big deal, and could lead to
you getting referrals, offers to do more open houses without hunting them down, or even co-listings if you play
your cards right.
After that's all done, you should still have a bit of free time before the event starts. This is a great chance to do
more door knocking, which while maybe slightly outdated, is still a great way to get leads of all kinds! (refer to
"Door Knocking Guide and Script")
During the open house, no matter how busy of a sellers market it is, and no matter how well advertised, it's
going to happen sometimes that some of your events won't always pull in the same amount of people, and you
may have some slow or even dead periods throughout the day. While this can sometimes be disappointing,
this can actually be a great time to work on your social media presence. Use your slow time to go on Lives
through Instagram, Facebook, TikTok (if able) and give your audience a tour of the home and talk about all the
work that you put into making this event happen. A great thing about the Lives feature on all platforms is that
it NOTIFIES people when you go on, whereas when you're just posting, people will rarely ever get notifications
from the app for that. You can even just hang out on Live for a while until people show up at your event and
use this time to really engage with your online audience, ask them questions, have them ask you questions,
and just get comfortable with speaking to your followers! Pay close attention to the people who. consistently
watch your stories and your lives, these are the followers most likely to become clients! If you've gotten all that
done and you still have free time, catch up on your work for the week, you wont often get many breaks like
this and it's best to take advantage of them whenever you can!
After the open house is over, make sure to send a text to everyone who signed in (with the exception of any
agents) thanking them for coming by. If anyone didn’t have an agent, you can even take it a step further by
offering to show them more properties they might be interested in. Lastly, don't forget to update the listing
agent!
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SIGN IN SHEET
When someone comes into the home you’re very first question (after hellos and introductions
are out of the way) should be “what brings you in today?” This will get the conversation going,
now obviously you know that they’re here to see the home, but we want to know more
specifics. Are they just a curious neighbor, someone who’s actively looking for a home,
someone who happened to hear about the open house online? This information will help you
figure out what kind of potential client this person could be and how to tailor the conversation
to fit that type of client. If they are a neighbor who owns a house down the street, they could
be a potential listing lead, or if they are looking to buy, you may have a buyer lead. Now that
you’ve started building a connection, and you’ve got the conversation going, you don’t want to
hold them up. They came to check out the house so let them! Once the conversation naturally
hits that point, you’ll say something along the lines of “well real quick before you take a look
around, I’ll just have one of you sign in over here and then feel free to walk around or if you’d
like I would love to give you the grand tour and I can go over some extra details with you”
MOST of the time, that alone will get the job done, however some people may give you a bit of
push back, when this happens you don’t want to seem pushy but you also don’t want to give
them too much room to say no. A common excuse you'll hear is that they already have an
agent. I explain that for you’re clients safety and your own, it’s good to have a record of
everyone that comes through the home, and especially with COVID, if anything should
happen it’s important to be able to get ahold of anyone who came through the home if
necessary. However just because you got everyone to sign in doesn't mean that you should be
ignoring when people tell you they have an agent or that they don't want to be contacted. If
that happens, make sure to mark down on the sheet throughout the open which names can
and cannot be contacted. The last thing you want is to end up in any legal trouble trying to get
a client who already has a signed agreement with another agent.
These steps may seem simple but I promise you they work!
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THE END
When you take the time to do something properly and put the effort into it, people notice. Every
connection you make is a step clsoer to your next sale. By following these steps, this was actually
how I got my very first sale back when I was first starting out in the industry. After giving them
the tour, I texted them when the open house was over to thank them for coming in and offering to
show them other properties in the area, and they took the bite! If you are willing to do the work,
and do it right, that can be you too!

For more guides, scripts, training material,
or one-on-one coaching visit
ModernAgentAssist.com

Contact
Brecken Dale
480.980.7930
www.ModernAgentAssist.com
@ModernAgentAssist
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