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Real Estate Success Tip # 11: “How To Hold Effective Open Houses” 
 
 

First off, Open Houses are extremely effective if they are done correctly. Secondly, a lot of 
Realtors believe in the myth, that open houses are only for new Realtors, which is just that, a 
HUGE MYTH! 
 
One of my Friends is the #1 Keller Williams Agent on the Planet and He personally does Open 
Houses each week. My Team is one of the Top Teams on the Planet as well, and Open Houses 
are our main source of New Business. 
 
Why are open houses so effective? Well, you have potential Buyers and Sellers coming to you, 
they have already identified where they want to be, and/or the fact they want to sell. You are 
instantly “Face to Face”, and have the ability to interview for the job right there! 
 
Most Realtors do not have success with open houses, as they do not know how to do them 
effectively. So, let’s break down what must be done to have an effective open house strategy. 
 
#1: Identify an area, and be consistent with it. Think of Open Houses as your “Storefront” where 
you get to set up and meet potential Buyer/Seller Clients in the area you want to work. Most 
Realtors do open houses all over the place, which is a mistake. Instead, identify an area that 
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you want to work, that you want to build up market share in, and then hold consistent open 
houses in that area. Current Homeowners then begin to see your Open House signs set up 
every weekend there, then start to build up your local brand, and increase “Consumer 
Confidence” as they are seeing your name on a constant basis! 
 
#2: Signage matters. Now, make sure you check with your local Government to see if there are 
any sign restrictions as some areas do restrict the amount of signs you can have. You can 
usually find this quickly by checking online or calling their office. If you do not have any sign 
restrictions, putting out 30+ signs will greatly help increase your brand awareness, and drive 
more traffic to your open house. If you are located in an area with a sign restriction, do not get 
discouraged, as all your competition (other Realtors) are held by the same restriction. 
 
#3: Pre-market the open house. Run a “Targeted Facebook Ad” for the area for 3 days leading 
up to the open house. 
 

#4: Set up properly. Above we talked about using 30+ signs. Use as many signs as you are 
allowed/can afford. Purchase a couple tall open house flags to put in front of the property. This 
will get you a lot of attention. Now, a lot of the attention may be from 
 
 
people currently living in the area, but that is good. When they think of selling, you want to be 
the first person that pops up in their mind. Put a sign on the door that says, “Per Sellers Request 
Please Sign In”, then right at the front door, set up a sign in table with the same sign as you 
have posted at the front door, “Per Sellers Request Please Sign In”. Then, have your “Guest 
Registration Sign In Sheets”. Have a nice property flyer with all the property information as well 
as the different mortgage payment options. 
 
#5: The Tour. Once they have signed in, give a good tour. Now, you can’t give a tour to 
everyone if the open house is really busy, but those that you are able to, give a great tour. Ask 
engaging questions where you can connect with them and identify their goals. Example 
questions: “What is it about the area you like so much?”, “Do you work near by?”, etc. 
 
#6: Ask for an appointment at the end of the tour: “So, what do you think about the property? 
Does it meet your needs, or are you looking for something different?” (Most will say they are 
looking for something different as ½ of 1% of homes sell from that open house), in that case 
follow up with something like: “Great, just so you know, I am not here to just sell you on this 
house. I am here to identify what your goals and needs are, and if this house meets those, then 
great, and if not, to identify what your goals and needs are, and then to find you exactly what 
you are looking for. Based on what you have told me what you are looking for, I know of several 
homes which I am confident will meet your criteria. I get out of here at 4pm today, and can 
meet you then to go show you those other homes. Is that something you would like to set up?”. 
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Now, most will not want to set an appointment right there, but if you ask enough people, you 
will absolutely get some that say yes. 
 
#7: Put everyone into your database, and Follow Up “The Fortune Is In The Follow Up”. 
 
Again, if you plan, setup, and execute correctly on your open houses, you will absolutely get 
great results! 
 


