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Chapter 1: So You Want to Hold an Open House Event 

Hi Everyone! If you’re here reading this book, you’re obviously a real estate agent who cares 
about your business and who wants to do your very best. Congratulations on overcoming the 
first obstacle to success, which is yourself. I can’t tell you how many agents I see who want to 
succeed but aren’t willing to put the work in. 



This is a business and it requires plenty of effort, but the rewards can be tremendous both in 
satisfaction and in income. Doing your due diligence and making sure that you are well informed 
and prepared will make anything you do become a success. 

If you’re wondering what makes me qualified to talk about Open Houses, it’s simple: I have 
been in the real estate trenches as an active agent and broker for 30 years, and have worn 
many hats along the way: sales person, managing broker, and business owner. Now, I’m the 
managing director of Cindy Bishop Worldwide, a real estate consulting, coaching, and education 
company. 

Of all of the things that I have done, helping agents know and grow is by far the most rewarding 
endeavor in my professional life. If I had only one piece of advice to give, it would be this: make 
everything you do so valuable that you become the standard in the industry and a well-
respected resource. 

As a seasoned real estate professional, I’ve seen all of the market ups and downs over the 
years, many of which you may have already experienced. Launching a career in the real estate 
business is hard. As I scratched my way to the top by door-knocking, marketing, listing 
properties, and representing buyers, I formed a unique out-of-the-box perspective. I truly 
discovered what works and what didn’t as I made my way along the journey.  

Becoming an active real estate investor transformed an “everything business” into a niche 
market business of investments, HUD & VA owned homes, and REO properties. This is when 
the volume of annual units reached a 3-digit figure.  

The reason that I decided to write this book is because I really want agents to be successful. I’m 
often asked what to do for an open house or why an agent’s open house failed. A couple of blog 
posts that I published on the subject received rave reviews, so I decided it was finally time to 
compile my years of valued guidance and information into one easy-to-follow guide on the 
subject.  
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Throughout this book you’ll learn some new out-of-the-box ideas along with reviews of some 
older tried and true methods. As a bonus, in the back of this book you will find some printable 
tools that will be very practical and useful for you. This book should be like a workbook, so be 
sure to print it out and carry it for reference wherever you go. 

One final word before getting into the topic at hand: if you don’t have a coach, you should really 
consider getting one. If you don’t have the financial means to get one, or if there’s some other 
objection or roadblock standing in your way, you should at least ask producing agents in your 
office for help.  

Coaching is important. Having an objective set of eyes on who you are, what your strengths are, 
and what your focus should be is important for your success. A good coach will help you to be 
accountable as well. Many agents think that being “busy” is a sign of success, but often fail to 
realize the difference between busy and productive. Most agents have the ability to succeed, 
but they usually lack the skills to do so and spend years floundering wondering how others are 
making it.  
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Real Estate is a relationship business and its marketing has to be handled carefully to grow the 
business. If you’re someone who doesn’t do well with your own personal accountability or if 
everything you have tried isn’t working, you should consider investing in someone to help you 
stay on track. 

Now, to the good stuff: Open Houses. What is the primary reason why Open Houses are so 
important? If your answer is “to get people to look at my listing or the listing that I am holding 
open”, then that’s a really good answer, but not the most important answer.  

Open Houses give you contact with people who are looking to buy or sell a home. They bring 
people to you with connections and friends that you didn’t already know. It’s all about building 
relationships, because in reality you never know where your business is going to come from. By 
simply producing a quality open house event, and following through on each and every step, 
you will be expanding your network, your list of connections, and most importantly—your list of 
clients. 

As important as this piece is to your business, it’s important to do it correctly. This is your 
branding, and your business is built on what you do and the reputation you build. Not only are 
you showcasing the home, but you are showcasing yourself as a real estate agent.  

If people show up to find that you look frazzled and unprepared, that shows them a great deal 
about how you will serve them in their sale or purchase of their own home. If your presentation 
is professional, they will remember you as someone that will be able to take care of their needs. 
By being ill-prepared, you’ll have little chance to impress them, and probably won’t be shared 
with others in their network.  



It’s important to think of each and every open house as a first and lasting impression of how you 
present yourself as a real estate agent and the one chance for them to remember you as the 
standard of how things should be done.  
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The purpose of this book is to help coach you through holding an open house that is memorable 
for all the right reasons. It will teach you planning strategies, creative ways to grab agents’ and 
buyers’ attention, and ways to boost your attendance. If this sounds like something that you 
need, let’s get started! 

Chapter 2: Planning: Making Sure Everything is On the Right Timeline 



Choosing the date and time for your open house is the most important thing that you can do, 
because we’ll work everything else backward from this date. When picking the proper date, here 
are some tips to consider: 

● Home Availability — Have all repairs, painting, cleaning, and staging been done? Is the 
home ready to show?  

● Home Owner Availability — Are all tenants, children, pets, and the sellers themselves 
going to be out of the home? 

● Other Events — Do other agents in your office have open houses on the same day? 
Are there other houses in and around the same neighborhood that are having similar 
events? If so, can you coordinate the events? Are there any big festivals, football games, 
or other events in the same time frame as your proposed time that would prevent agents 
and buyers from attending your Open House event? 
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It would be a shame to hold an event and have only 2 guests show up, so by picking the proper 
date (and by giving everyone advance notice) you’re already on your way to success! 

Another tip is to consider inviting important guests for an open house preview. Examples of 
these “VIPs” would be neighbors of the subject property and your database. By doing this, you 
will keep yourself at the front of mind as an agent who works hard for his or her clients. This will 
increase your chances of getting referrals and future listings, which is, as mentioned in the 
previous chapter, the life blood of the real estate business. 

Inviting the neighbors to your preview is a great marketing tool. Not only does it get more 
traffic in the home and more eyeballs on the house, but it creates a special team of marketers 
for you who will be sharing news of your open house at no cost to you.We’ll talk a little more 
about this in future chapters, but if you are having a preview you should set two dates, like a 
Thursday preview and a Saturday Open House, or a Friday preview and a Sunday Open House, 
for example.  You could even choose to do a Saturday preview and a Sunday Open. 



You should make sure that your Open House will start while it’s still light out. The last thing you 
need is for people to be unable to find the property because they can’t see the street signs in 
the dark. Additionally, people are less likely to come when they feel unsafe and this factor 
increases at at night time. Finally, people often have other social events so if your open house is 
competing with weddings and parties, they won’t attend. 

As previously mentioned, it is important to make sure that the listing agent, if that is not you, as 
well as the sellers, are aware of the date, and that it works for everyone. If there is a renter in 
the property, the home owners will need to give him or her ample time to clean, get their things 
organized, etc. A storage unit may need to be rented out in order to remove some of the clutter 
from the home. No one can sell what can’t be seen, so decluttering and cleaning is the top 
priority in preparing a home for your open house.  

!  

The home may need to be staged. Don’t be shy, and insist on a thorough cleaning. No one can 
see anything if the surface is filthy and cluttered. These are all things we will cover in future 
chapters of this book but they all need to be put on your timeline in the planning stages. 
Everyone needs a copy of a schedule and to be on the same page for your event to be a 
success. 

Once your date is set, work backward from the final date to put everything else in place. How 
much time do you need to advertise? How long will it take to print flyers? If you need 1-3 days to 
get your flyer to be approved by your broker, checked for compliance, and copied, and another 
2-5 days to distribute it, you shouldn’t be working on it one day before the Open House. Would 
you prefer handing out handwritten invitations, or fancy party invitations, to the neighbors to give 
it that extra zing? Written notes are a form of “top priority” communication that really works. Do 
you have the correct signage? Do you need to order balloons, pinwheels, or some other eye-
catching materials? Everything that you need to have ready for the Open House needs to be 



thought of in this stage so that you can make sure you receive it in the appropriate amount of 
time. 

I have included a sample timeline that you may consider following for this and future events. It is 
available to you in printable format in the back of this book, so you’ll be able to have it whenever 
you need it!  

 

  

  Finally, you should make sure that you drive to the house several times using different routes. 
Consider using apps like Google Maps, iPhone Maps, or Waze for recommendations on the 
easiest and/or fastest routes. You’ll want to make sure you put the signage along the easiest 
and most visible path. 

Chapter 3: Teamwork: Working with your Homeowner and Listing Agent 

Now that you have your plan in place, it’s time to let the other people that need to be in on the 
plan know about it. It’s likely that you’re the listing agent, which means that you only need to 
notify your property owner and any of their family or tenants. If you aren’t the listing agent, you’ll 
need to include that real estate agent in on the notifications as well. 



You already have your checklist to make sure that everything on the big day happens 
according to plan, but you should make sure that the other parties have checklists of 
things that they need to accomplish as well. You may consider having a walkthrough of the 
home (you should have already had this if you were the listing agent), in which case you can 
point out what framed photographs need to come down, which walls need to be repainted, and 
any other minor repairs that need to be done (total home renovation is a completely different 
story).  

You’ll really want to work with the home owners to make sure that they get rid of huge photo 
walls or personalized displays that will only clutter an area. Some homeowners get so excited 
about decorating that they make the space look so small because it’s filled with tons of 
accessories. When in doubt, remove the personalized items and the over-the-top decorations. 
You want to make the house look clean, spacious, and more importantly — you want 
prospective buyers to be able to picture themselves living there. 

Remember that old 1990’s sitcom, where the very last episode is the home-owner sadly looking 
at the empty home and turning off the light-switch? This is an emotional image for many of us, 
and I tell my clients that the last thing you want to do to a prospective buyer is to make them 
think they are ripping you away from your beloved home, with your children’s height marks, and 
your years of memories. 
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There are little things that can always be tweaked as well, when it comes to staging the home 
for open houses. These are easy little things like changing every light bulb and making sure that 
curtains and fans are dusted. You certainly don’t want someone to turn on a ceiling fan that is 
never used and have the entire room be filled with dust. The prospective buyers want to see 
that the home owners take amazing care of the property. Curtains should also be opened, 
and natural light should be allowed to fill the home. The pool should be cleaned, the grass 



should be cut, the flower garden should be weeded. You want to show off the home’s natural 
assets. 

I’ve said it before but I’ll say it again—presenting your home for an Open House is a little 
bit like going on a job interview, or out on a first date. You’d never go on a first date without 
taking a shower, putting makeup on, dressing appropriately, and putting your best foot forward. 
You’d probably never go to a job interview without bringing a resume, and you wouldn’t show up 
for a corporate job wearing a t-shirt and jeans. Similarly, you should never let prospective 
buyers look at your property without putting the home’s best foot forward. 

If there is furniture in the home, you may consider removing some of it. Many people collect 
furniture, and have tons of pieces that are not useful. A dining room table, kitchen table, bed, 
desk, nightstand, and entertainment center are appropriate. Everything else should go into a 
storage unit. There is no reason why there should be record-players, dog beds, pool tables, 
futons, antiques, or any other kind of superfluous furniture in the home. Explain to the home-
owners that not only does it add clutter, but it also makes it harder for large numbers of people 
to walk around - and that’s what we want at your open house, lots of people. 
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Another item to make sure is on your client’s agenda is to clear out evidence of children and 
pets. This could include children’s toys, a leash, a collar, a dog bowl, or damage caused by 
children or pets like crayon drawing on walls or scratch marks on walls or furniture. Again, your 
homeowner may object by saying something like “everyone wants to know that the home is well 
loved by children and pets,” but all a prospective buyer is going to see is damage, more 
damage, and the possibilities of hidden lurking damage. Children and pets are cute, but not 
when they are someone else’s, and especially not when they live in a place you may consider 
your home sometime soon. Do yourself a favor and explain this to the homeowners to 
make sure all evidence of kids and pets is removed before the big day.   I am the biggest 
dog lover there is in this world, but even I understand that not everyone is -- so this is important. 



  Valuables are also a huge no-no. If your homeowner has a cuckoo clock from their 
grandmother, a china cabinet filled with antique glass and crystal, a family heirloom, her 
mother’s wedding dress, an engagement ring, or any kind of jewelry, fine art or furs, all of these 
things must be taken out of the home well before prospective buyers come to look at it. You do 
not want to be responsible for anything that gets broken, stolen, lost, or damaged during 
the Open House, and you definitely don’t want to be held responsible for something that 
someone thinks was broken, stolen, lost, or damaged that wasn’t even there in the first place.  

Make sure that a full inventory of what is in the house is taken and that everyone signs off on it 
and agrees to it for your own protection. Additionally, weapons should not be in the home 
because you definitely don’t want someone hurt or injured to become your responsibility, when 
all you were trying to do was show the home. Finally, you’ll definitely want to make sure that 
prescription medications are removed (or locked up). We received an email from one real estate 
agent who shared a story about an Open House that went horribly wrong.  When she showed 
up for the event, there were prescription bottles littering the countertops! You definitely don’t 
want to be accused of dealing drugs during your event, so make sure those are put away. 

Speaking of injuries, it’s a wonderful idea to think about places where people might slip 
or fall during an open house, or otherwise get injured. This could be places like steep 
staircases, hidden steps, narrow or low ceilings, or doors or cabinets that open in unusual ways. 
It’s important to keep those things in mind so that you can lead people around and past them 
while you’re walking around. If it’s something really unusual you may even want to put up some 
kind of sign warning folks to watch their step. This is going to be more likely to occur with a 
rehab property, but it’s still something to be aware of for your own (and your client’s) protection. 
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Another thing that you should go over with your seller (and listing agent if applicable) is the 
clutter in the home. One of the biggest reasons that people don’t purchase a particular property 



is because they don’t think that the storage space is sufficient. This is a huge issue in this day 
and age, because organization is trending and people are extremely aware of the fact that it’s 
considered popular to have minimal clutter. Gone are the days where you’d go over to your 
grandmother’s house and see trinkets, dolls, china, and other kinds of collectibles everywhere. It 
is not a fad to collect things today. Most people want a minimalistic space with a lot of 
organization and storage space, especially because so many millennials are becoming first time 
home-buyers this year. Explain this to your clients and make sure they get the clutter out 
of the house, using a storage unit if necessary. One of the worst things they can do is throw 
things under the bed, in the oven, or in the closets or cabinets because prospective buyers are 
going to look in those places and when they do they’ll think that the storage spaces are 
overflowing and that this house is incapable of supporting their growing family and storage 
needs.  They may also get the idea that the sellers are dishonest. 

A final thing, and probably the most important thing that you should go over with your 
seller is that they absolutely, positively, without a doubt can not be present at the Open 
House. This is a constant issue and it comes up more often than you would expect. Sellers 
often want to check out or vet people that come into their home, they want to try to get a feel for 
what the offers are going to be, and sometimes they are just really curious. Many of them just 
want to hear the compliments about how well they’ve kept their home and how beautiful it is. 
Explain to them that you will absolutely pass along any comment that is positive or negative that 
comes up about the home. You can even do comment cards for prospective buyers and pass 
those along to the seller so that they get a first-hand report. The sellers presence makes the 
prospective buyers uncomfortable for a bunch of reasons: the buyers picture the homeowner 
being dragged unwillingly out of the house when they are ready to move in, and they also feel 
extremely uncomfortable exploring the home and opening closets and cabinets with the 
homeowner lurking over their shoulder. Finally, a homeowner could slip and say something you 
don’t necessarily want them to, or something incorrect regarding the terms or received offers on 
the home. 
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All of these things are critically important for your open house, and the most important part is 
communication. By presenting these issues to the client and the listing agent (if applicable) 
before the big day, you’ll have everyone on the same page, rather than having someone feel 
defensive or become frustrated at you for springing something on them at the last minute. 
Remember, preparation equals results! 

Chapter 4: Marketing: How to Get People to Come to Your Open House 

Now that you’ve set all of the plans in motion for the Open House to occur, it’s time to focus on 
the payout. After all, if no one comes to your Open House, you’ve done all the hard work 
for nothing. The worst part about no one coming is that you’ve had other people do hard work 
for nothing as well. The single most important thing you can do to prepare for your Open House, 
is to make sure that enough people know about it and will be attending. 

I talk about Marketing a lot in my other publications because it’s one of the most important 
things that you can do as a real estate agent. People don’t know about properties for sale 
unless you tell them. They don’t know about your services as an agent unless you tell them. 
They don’t know what you can provide for them -- you guessed it -- unless you tell them. It is 
such a sad thought to know that there are people who have had some of the world’s greatest 
business ideas, but the world will never know. Even worse is the thought that the world knows 
the product, but not the name of the person who created it, all because they didn’t get the word 
out. As a real estate agent, your products are properties, but what you are really selling is 
yourself. It is critically important that your branding and marketing always be on point. 
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Here are some marketing strategies that you can use to make sure that people will attend your 
Open House: 

● Social Media - Social Media is a big one and hugely popular in today’s market. Did you 
know that more people visit Facebook on a daily basis than all other popular websites 
combined? Think about that: People visit Facebook more than they visit Fox News, 
CNN, local news, their bank, Google maps, and any other websites combined.  

Twitter, Instagram, and Pinterest all have huge followings as well, and these people are 
checking in at least once a week if not once a day. Make sure that you have a social 
media presence, including a Facebook page, a Facebook group, an Instagram account, 
a blog, and a website, at the very least.  

You could also add a YouTube channel as well, if you have a lot of videos or listing 
slideshows and videos. You’ll want to create an event on Facebook, and share the event 
flyer to Facebook, Twitter, and Instagram. You should do a targeted sponsored ad if you 
have the advertising budget for that. You should also do a Facebook live or preview 
video of the property and make sure you share that as well on YouTube or Instagram. 

  

● Web Presence - It is very important to maintain your website.  Your website should 
contain every listing that you currently have on the MLS, as well as a blog, with more 
information that may be valuable to your readers. You can also utilize your website as a 
landing page and have a pop up signup form collecting information, where people can 
sign up for your email group (and be automatically added to the email group based on 
which tags or categories they fall into). They should also be able to sign up or RSVP for 
your Open House, or share it with their friends and followers via share buttons and links. 
If you’re unfamiliar with how to do this, you can use the free website Sign Up Genius. 

https://www.signupgenius.com/


● Flyers - Flyers can be a real estate agent’s best friend. You should be passing out flyers 
in your target areas often, but especially when preparing for an Open House. Be sure 
that your flyer is visually appealing and eye catching, otherwise people will throw it away 
before they even look at it. It should be printed on nice quality paper, and glossy if 
possible. Many real estate agents have sizable discounts at local copying centers, so 
make sure that you find out about an account if you don’t already have one.  

The Open House flyer should include the price, the date, text from your listing, as 
well as a few of your best photographs.  If possible, use between 1 and 4 
photographs — too many, and it becomes cluttered and hard to read. Too few, and 
people may not become curious enough about the property. You also need to make sure 
your flier is compliant, and requires all necessary information, such as your logo, your 
firm’s name, address, and logo, a publication date, a message that you’re not soliciting 
anyone that already has a real estate agent, your license number and state, and any 
other information that the law requires to be on your flyer.  

If you don’t have a graphic designer or someone in your office that assists with flyer 
creation, you should check out Canva. There is a free version, and the professional 
version is only $12 per month- a bargain in my opinion. It is one of the best online 
software programs for creating fliers, and they have special categories just for real 
estate clip art and layouts. Other programs that may help are Ripl, or your standard word 
processing program. 

http://www.canva.com
https://www.ripl.com/
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● Invitations to Neighbors — As mentioned in a previous chapter, invitations to 
neighbors are a great idea, and something that not every agent thinks of doing. They 
can, however, be a really special way to get increased interest in your listing. You should 
purchase some really nice and fancy invitations, almost the kind that you would get if 
you were inviting guests to a wedding or graduation. You can mail these invitations, but 
it’s best to door-knock so that people can meet you and put a face with your name. By 
inviting the neighbors with a special VIP invitation, you make it harder for them to say no. 
It will also pique their curiosity about what’s going on with this house.  

You see, many times, neighbors want to come to open houses because they are 
generally curious about what’s going on in their neighborhood, but they feel like they 
aren’t invited because they already own a home. This way you can make it clear to them 
that you definitely appreciate their presence. There are many benefits to having the 
neighbors come to your open house. For starters, it provides more people and more 
buzz around your open house event, which is great. Secondly, it gives you a free sales 
force. Every single neighbor has a vested interest in who is ultimately going to move into 
that home, and they’d much rather it be someone they like or someone they know than a 
total stranger. Many of them will advertise the home being listed to their friends, church 
group, and extended family. Be sure to educate them on Fair Housing laws if they are 
interacting with anyone.  

Finally, by inviting neighbors to the open house, they can talk about the neighborhood 
first hand. They are your greatest resource about what’s in the area. You can also make 
a slideshow or a video of clips of neighbors talking about the area and play it on a loop 
at your open house event for the general public, so that they can see real testimonials 
from people who actually have lived in the area for some time.  
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● Ads — You can run ads through your local newspaper, magazine, coffee shop digest, or 
any other popular local advertising method. You may even have a real estate guide 
available in your area. Facebook ads are also not to be overlooked. They are often the 
cheapest method of advertising, starting at around $5, can reach thousands of people, 
and can be extremely effective. They can also be incredibly targeted to reach just the 
market that you and your seller are looking for. The easiest way to run your Facebook ad 
is to choose a post that you’ve already shared to your page, such as the one with the 
Open House flyer, and click the button that says “boost”. It’s a very easy and painless 
process. 

● Signage — You definitely should have the proper signage for your Open House. 
This will, more than likely, come from someone who is recommended by your office or 
broker. You will want to make sure that all of your signage is neat, clean, and in the 
proper condition. You should have a rider that says “Open House” with the correct time 
such as “12-2” or “3-5” all ready to go. Don’t wait until the last minute on this, as printing 
is always done at the pace and mercy of the printer, and you don’t want to be without 
signage. That can make your event go very poorly. 
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● Visuals —- Signage is extremely important, but it’s often not enough. Most people are 
so accustomed to seeing real estate signage in yards and in their neighborhoods, that 
they don’t always look at them unless one really gets their attention. If you’re having a 
special event, it’s important to really give your signage a boost. Balloons are always 
popular, and an extremely inexpensive way of providing a pop of color. Vertical banners, 
however, may add more splash. Pinwheels are also really fun and eye-catching, and can 
be reused over and over again. You can think outside-of-the-box in terms of what 
visuals work for you and go with your brand. 



● Other Marketing Ideas —- Out-of-the-box thinking is really important, because it will 
allow you to truly display your own personality rather than the same cookie cutter 
marketing techniques that every agent uses. Don’t be afraid to really put yourself out 
there, as long as it’s appropriate for what you do, and how you want to portray yourself. 
I’m not saying that you should put ads on dating sites advertising your services as an 
agent (as I’ve seen done), but definitely think about ways that you can appeal to your 
market. A very popular and well-respected agent in my hometown uses a box truck with 
her logo on the side. As a bonus for folks that list with her, they are allowed to use the 
truck for free on moving day. This is not only a bonus for the client, but a huge marketing 
boost for the agent: it’s just one example of ways that you can make your marketing 
work for you, and for your Open House. 

Chapter 5: Logistics: Making Sure You’re Set Up Appropriately 

The big day is almost here, and it’s time to make sure that you have logistics taken care of, and 
everything ready to go, because, let’s face it, you won’t have time to do it on the actual day. 
These are all things that should be taken care of the day before your Open House. I’ve provided 
a checklist of things that you should have, so that it’s easier for you to check them off when you 
get there. The checklist is available in printable format at the end of this book. 
. 

Proper Signage — You have the For Sale sign out front, with your rider, as well as the Open 
House rider with the proper date and time of the Open House already up. This should have 
been put out a couple of days before as an advertisement. You also have your signage leading 
around to the house throughout the neighborhood. You’ll want to drive the route a couple of 
times, and drive every possible route to make sure that you get signs everywhere and every way 
that someone may try to go to get to the house. 

Eye catching display on signage — Real estate signage can sometimes just blend into the 
surroundings of a neighborhood, especially if it’s something that people are used to seeing or 
there are a lot of homes for sale. You want to make sure that people know that this is an event, 
and not just another listing. The more fun your signage looks or the more beautiful the 
decorations, the more chances that it will catch someone’s attention and pique someone’s 
curiosity. Try pinwheels or vertical banners because they can be used over and over again and 
really catch people’s eye when they move in the wind. You can also use the tried and true 
method of attaching balloons. You want the colors to be effective, so either pick something that 
matches your branding or your brokerage’s branding, or something bright. Yellow is always a 
good choice for getting people’s attention. The balloons should look like you went to a store and 
purchased corresponding colors and not just like you used whatever you had sitting around. 

 Balloons — Speaking of the balloons, when and where you order them from is important. If 
your event is at 5pm, you’ll want to pick them up around 2 or 3pm that day. If you pick them up 
too far in advance of the Open House, they’ll deflate and look terrible and old by the time any 



guests arrive. You can ask for hi-float to be added to them to prolong the helium’s effects, which 
is a very cost-effective solution, but that will still only get you an additional 12 hours of float per 
each balloon. You want them to be nice  throughout your event, so count 12 hours from the end 
of your event (and not the beginning) and that should be the absolute earliest that you pick up 
the balloons from the store. 

 

Your team — Two heads are better than one, and the more hands on deck the better are both 
sayings that are absolutely applicable to open houses. You want to make sure that everyone  
helping as part of your team is on board and knows what they should do. If you’re a new agent, 
and don’t have a team yet, you may want to consider building some support in this area— but at 
least bring a friend or spouse to help you out. You might also be able to ask another agent in 
your office to help. Sometimes you can ask your loan agent or title person to come work an 
Open House event with you as well. Everyone should have designated responsibilities, 
otherwise there might be tensions or people may get in each other’s way, or worse— things may 
not get done at all. A helpful suggestion is to have someone manning the refreshment table, 
someone in charge of the guest book, and, if you have a table of handouts, someone else there 
to make sure they wind up in each visitor’s hands (and not in the trash can). Make sure your 
team knows what they should and should not say, and that they’re dressed appropriately. 

Your Guest Book - You’ll want to make sure that you have a guest book on hand that looks 
pleasing. I can’t tell you how many times I’ve walked into an Open House to see loose-leaf 
paper that had been ripped out of a notebook with the name, address, and phone number fields 
written down in pen and underlined. Nothing conveys that you didn’t prepare more than a 
handwritten guest book or sign in sheet. Do yourself a favor and pre-print 100 guest book sign 
in sheets using your real estate agent print discount at your local copy store. They should be in 
color, with your logo, your brokerage information, and boxes or fields for each requested line of 
information. If you print 100, you’ll always be able to have them, or have extra when needed, 
and will never scramble around at the last minute for a sign in sheet. Another thing that you can 
do is to go to a site like VistaPrint or OtherDesigns and order a pre-printed guest book that’s 

https://www.vistaprint.com/
http://www.otherdesigns.com/


bound in a hard or soft cover book, to really look professional. The bonus there is that you can 
save the book and reference back to previous visitors, and you’ll always have it as an address 
book. You can also bind the pages into a binder. Regardless of what you choose to use, it 
should be as professional as possible. 

 !  
Which of these sign in sheet formats looks more professional to you? 

Literature - Everyone will expect you to have at the very least, a fact sheet, or print out of the 
MLS listing for the home. You should also have business cards on hand, because people who 
come by may not necessarily like this home but may need a real estate agent to find them 
another property, and the entire point of having this event is to network. You can also go above 
and beyond and have other literature that guests may find interesting. Suggestions would be a 
resource information sheet listing web resources about the school district, crime reports in the 
area (Example: SpotCrime.com), and various local information for the area. You may want to 
provide a map of the neighborhood to help them acclimate to their new surroundings just like 
they would at any welcome center or hotel lobby. There are a lot of sites that will print out home 
scores in terms of education, public transportation, interesting attractions that are within walking 
distance, food in the area, and even stats about how clean the air is. If you can find a sheet that 
is favorable, and within your real estate legal guidelines, you should absolutely display it. You 
can also feature testimonials from the neighbors who came by at your pre-open House event, 
because people love to hear a first-hand review or report from someone who actually has 
experience with the area. 

http://spotcrime.com
http://spotcrime.com
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Refreshments - Refreshments are a must. They are a way of getting people into your Open 
House, and a way to convince people to stay a little longer. Just like bars, you are essentially 
offering “mixed nuts” to convince patrons to stay a little longer and order another beverage. 
You’re creating excitement and a reason for people to stay. It also gives you more time to talk to 
each guest and network with them. The refreshments may vary as long as they send the right 
message. You’ll want to pick something that’s appropriate for the home and the neighborhood. 
For example, if your house is in a neighborhood that’s full of children, finger sandwiches and 
chicken drumsticks might be the way to go. But if you’re catering to a million-dollar mansion with 
a private gated entrance, you might be better off serving caviar and champagne. If the home 
has white carpets and couches, barbecue sauce is probably a terrible idea. It’s all about your 
target audience and the market for the home.  

As some extra tips and tricks when it comes to refreshments, here are some things that I always 
notice at Open Houses: 

● Make sure that whoever is manning your refreshment table knows to open each and 
every package. If you have a bottle of wine but haven’t uncorked it, people will get the 
message that they aren’t allowed to drink it. It can also come across as you being cheap, 
or unprepared. Same with the food, if it is a package that needs a wrapper removed or a 
box opened, make sure that your team member is the person to do it, because guests 
rarely feel comfortable enough to do something like that themselves. 

● Make sure that your food is labelled appropriately — If you make an amazing shrimp dip, 
and it’s in a crystal bowl, it needs some kind of tag or label, or better yet — an ingredient 
list. You don’t want to make people have to guess what it is, or worst case — eat 
something that they might be deathly allergic to. 



● Remove price tags — It’s tacky for your guests to know exactly how much you spent on 
the open house appetizers. And please, don’t leave the receipt on the counter — even if 
it is a business expense, and you don’t want to lose it. 

● Make sure you have all of the appropriate accessories — Bringing a wine bottle without 
a corkscrew is a bad idea. Bring spoons, knives, and anything else that you might need 
— you can never be sure what’s going to be in the home. Or, make sure to check it 
before hand and add it to your checklist if it’s something that you need. 

  
● Err on the side of having too much  - Bring napkins, forks, knives, spoons, and plates — 

don’t assume that someone will just eat a cracker with their hands, or use a napkin 
instead of a plate. Sometimes, it’s the little things that can make the most impact on 
certain people. 

● Have a variety of options available - Don’t just have wine, also include soda and water. 
Don’t just have crackers, also include veggies or dairy. There are a lot of people who 
have allergies or follow specific diets and you’re better off making everyone feel 
included.  

Extra Cleaning Supplies & Home Supplies — Just in case the owners haven’t done their 
thing, or if something was overlooked, I would definitely suggest bringing some extra cleaning 
supplies with you. You can leave them in your car, but this way you’ll have them if they become 
necessary. This includes things like Window spray, Cleaning Wipes, Garbage Bags, Extra Toilet 
Tissue, etc. I would also bring some spare batteries, especially if the house is vacant, because 
one of the most annoying things during an Open House is when the smoke detector won’t stop 
beeping! 

Anything else you want to Display - This is a good time to showcase anything else that you 
may have wanted to put on display regarding the property. If it’s winter time and you have good 
photographs of the pool and the garden in Spring, that would be a good idea to display those 
photographs on a poster board or in an electronic slide show. You can showcase your website, 
your real estate app, or anything else you’d like to bring to their attention as well. You can also 
invite your loan agent and title person, as well as property insurance contacts to put their 
information out— just make sure you use people that will only enhance your reputation because 
of the quality of their services. 

It is important to note here as well that family photographs should not be displayed. People do 
not need to see the current owners enjoying the home, or their memories— this is all about 
them visualizing their own future memories and experience inside the home. 

Chapter 6: Open House: The Big Event 

The big day is finally here. Everything is prepared correctly, set up and ready to go, and your 
team knows their roles and responsibilities. The house is open, the air conditioner (or heater) is 
on and set to a comfortable temperature. The food has been put out, and your guest book and 



refreshment tables are properly staffed. You’ve turned on every light and opened every door, 
and the home is spotless and welcoming. You may be baking apple pie or cookies in the oven, 
to give the home a welcoming and nostalgic scent. You might even be playing music, but as a 
word of caution, sometimes music provides more of a distraction, makes it hard to hear talking, 
and makes people wonder what you’re trying to cover up in terms of noises and creaks. You 
may want to consider playing soft nature sounds if you can’t find a non-offensive selection of 
music. Above all, you need to make sure that everything is done and out, and that you’re ready. 

!  
   

So, what now? 

This is the point where you can either take advantage of the situation you find yourself in, or just 
do the minimum to get by. Often, agents make the mistake of getting people to the home and 
then just, stopping. That would be like inviting people to a wedding reception and not cutting the 
cake, or having a first dance, or throwing a bouquet. This is your event. You’ve worked hard for 
it, and you need to work the event to your advantage now. 

You should be dressed appropriately and professionally, in an outfit that’s right for the venue 
and season. You should be walking around and actively talking to each guest that comes 
through the doors. If you feel the need to break the ice in the atmosphere, be prepared to have 
a team member deliver food by walking around with a tray of attractively displayed morsels. This 
will really get things moving. You should also learn information about each guest. Talk to each 
guest about how they found out about the event, what their connection is to the home, and what 
they’re looking for. And when they aren’t looking,  sneak away and make some notes about 
what the visitor said in a cleverly hidden notebook (the kitchen drawers are a great spot for this).   

A common mistake is to talk to people about the features of the house, but really, doing that only 
sells one house, or turns them off. If you talk to everyone about what they’re looking for, their 
needs and their hobbies, you have the opportunity to sell many more houses. You should also 



use the information you learn about them to suggest features of the home. This way, you’re not 
just walking around going “Look at how spacious this closet is.” Rather, you can use the more 
memorable “Tom, couldn’t you imagine putting all of your golf clubs in this closet?” 

You should also answer each question in a knowledgeable way. People are going to ask about 
the square footage, the homeowners association fees, the utility bills, why the owners are 
moving, etc. They will ask anything and everything, even things they shouldn’t be asking. Be 
prepared to answer these questions, and have a couple of saved canned responses as well, for 
the more difficult questions. The worst thing you can say is “um”, so whatever your response, be 
sure to be prepared and quick on the return. If the question isn’t appropriate, don’t answer it.  
You can simply say that you’re not at liberty to say.. 
   

Another thing that you can be doing during the Open House is to check in with your team. Make 
sure that you haven’t run out of refreshments. If you have, send someone to get more. Make 
sure that there aren’t any issues, and that nothing has happened that you should know about. 
You can also make sure that your team is taking notes, as well. You can have one person keep 
track of each attendee and have another person keep track of each response. Often, the 
homeowners request feedback on what each participant thought of the drapes, the ceilings, and  
the paint choices. By keeping track of these responses, you’ll be providing more value to your 
client. 

You should be the life of the party, and, while you need to be professional, you should be 
engaging and entertaining. You’re selling yourself as much as you’re selling this property. Feel 
free to point out any fascinating facts about yourself or your business without being annoying, 
after you have properly engaged the visitor. Remember, everyone wants you to ask them 
questions. People want to be heard and once they are, they know you care and they become 
more interested in you. 

Finally, you should hype up the event as much as possible, to help yourself in future advertising 
of the home. Take pictures and video of people enjoying features of the home. You can even do 
a YouTube Video or Facebook Live video showing online viewers how much fun is happening at 
your Open House. This might even get additional visitors to show up. It will also increase the 
shares, because people love to share videos that they are a part of, or featured in. 
If you are videoing, it’s a good idea to get people to initial or sign a release when they sign your 
guestbook. 



!  

Chapter 7: Broker’s Open 



At some point during the preparation and execution of your open house, you’ll likely want to 
have some kind of Broker’s Open. Don’t let the name fool or scare you— “Broker’s Open” just 
means that it’s available only to the other real estate agents and brokerages in your area. This 
usually occurs before the Open House that’s open to the public, but you can also do it 
afterward, especially if you didn’t get the results you hoped for at the regular Open House. The 
point of a broker’s open is to invite other industry professionals, mainly other real estate agents 
and team members, to come and see the home. It’s an event for your colleagues, instead of 
consumers. There are multiple reasons for this. For starters, you’re able to network with other 
agents in your area, hobnob with them, and also learn from them. In the future, they’ll be 
invaluable to you when you need advice or help on a problem. Secondly, and most importantly, 
many of them are likely buyer’s agents, and they probably represent someone who would be 
interested in seeing the home you have open. By showing them the house (and treating them as 
the customer), it allows them a unique opportunity to have someone cater to them instead of the 
other way around. They’re able to sip drinks and eat snacks, network and have a little bit of fun, 
and really enjoy the property without having to cater to their clients or answer a million 
questions. It gives them a chance to see a property in a different light. They can then bring back 
the information and share this home with their clients, who may be looking for just that kind of 
property. Additionally, every agent has a mental rolodex of all of their available clients and who 
are looking for particular price ranges, features, and locations. So, while you could always call 
them and ask them if they have anyone who may be looking, it won’t come to them as 
organically as if they walk through the house and let their imagination think of who the home 
would be perfect for. 

Broker’s Opens are slightly more upscale than a traditional Open House, and are more 
exclusive. They’re only open to other real estate professionals. You may invite people via social 
media, a real estate office meeting, or even a fancy invitation. This is where you will probably 
serve better snacks and drinks, or even a full meal. It’s kind of the equivalent of how a 
department store would be much kinder to their wholesalers than to just a regular person with a 
regular wallet. These clients represent a ton of other clients, so it’s in your best interest to show 
them how amazing the home really is. Agents need to be wowed and lured with a bit more 
pizazz to get them into the Open House. The privacy of just peers in attendance, as mentioned 
before, is a good start. Also, wine and champagne are often offered, as well as full meals 
catered by local restaurants. 
  

There might even be a Broker’s Open Tour, where a lot of real estate agents put homes 
together that are nearby or in the same neighborhood. Agents will stop at one house, then 
another, and then even a third and fourth home, and so on and so forth throughout the day, until 
they have seen all of the properties. It’s a very efficient way to have them see all of the 
properties in a certain neighborhood and target market at once, so that they have that 
information to bring back to their clients. It also saves the seller the trouble of having to show 
the home multiple times, when they can show every real estate agent at one time. Since it is the 
agent’s responsibility to know the inventory for their clients, there isn’t a better way to be time 
efficient, (while getting a bit of fun and a full tummy) than the Broker’s Open. 

A very good friend of mine has a luxury Broker’s Open Tour once a month. She rents a limo 
bus, stocks it with gourmet sweets and alcohol, and tells the agents the schedule a few weeks 



in advance. She gets each agent with each sponsored listing to provide one meal or drink, and 
the attending agents are treated like kings all day long. They may get breakfast at one 
residence, lunch at the second, and dinner at the third. Because it’s such a regal experience, 
most agents never miss this event, and in the past few years, my friend has had to change her 
limo bus order from one to four in order to accommodate all of the real estate agents that want 
to be included in the event. 

!  

Giveaways, Raffles, and Prizes are also another way to get agents to attend a Broker’s Open 
House. You can work with loan agents, mortgage companies, title insurance offices, and all 
sorts of other people who will benefit from your services. You can even ask local restaurants, 
boutiques, and gift shops to donate things to be raffled off, and let them know that their offerings 
will be featured and showcased in front of a great many professional business people who will 
likely do business with them in the future. When acquiring raffle items, it’s important to remind 
businesses that real estate agents almost always need closing gifts, and if they put together a 
wonderful gift basket that can be used as a closing gift, it makes life easier for most agents, and 
they’ll likely do business with them. When accepting gifts, prizes, or food and drink purchases 
from people that you may be doing business with in the future, make sure to check with your 
office or firm to make sure you’re following state and federal laws. 

It’s important to note that timing is a very important component of a Broker’s Open. While 
normal Open Houses should occur in the evenings or weekend hours, when most people are off 
of work, a real estate agent needs that time with their customers to show property. Most 
Broker’s Opens should be during the morning or afternoon on a week day to be the most 
successful— that’s when the majority of real estate agents are free, and other people are not. 

Timing is also important in terms of when your Broker’s Open is held for your listing. It should be 
held very early in the process of your listing, almost immediately. It does you no good to show 



real estate agents your property and spend a lot of money on a fabulous event to show it in the 
best light possible, when they’ve already seen it. You want to have it no more than a week after 
it hits the MLS, if possible. If there is a change later on in the listing, like a huge price-decrease, 
or something like that, you’ll possibly consider having a second broker’s open, as a tool to assist 
you. The important thing to know is that these people are industry professionals, just like you, so 
they know their stuff. You must price your listing in an accurate range to show other 
professionals, because they won’t look at it twice if it’s off the mark, and you’ll end up having to 
do a Broker’s Open later when you do a price-drop. Pricing, location, and condition play a vital 
role in property sales success. Since you can’t control location, make sure the price and 
condition are on the mark before you throw money into a Broker’s Open house.  

The Brokers Open can also be a much safer way to hold an open house. Unlike a traditional 
Open House that’s open to any stranger who wants to walk in off of the street, only screened 
and licensed Real Estate Agents attend. There has been an influx in crime in recent years 
involving real estate agents holding open homes, so it’s always better to be safe than sorry. 
Hosting an event open only to brokers is a wonderful compromise, as you can still show the 
home to a ton of people, but without having to worry about someone that hasn’t been vetted 
trying to rob the place. 

It’s also extremely useful to have a Brokers open for marketing reasons. Agents are going to 
provide valuable feedback at the Broker open for price, condition, and location. Make sure you 
have an inspection feedback sheet for each of them to fill out. You may even want to associate 
your giveaway with the completion of that important form. It’s also a great tool for a listing agent 
to use with their seller if issues need to be corrected to sell the property.  

Advertising Your Broker’s Open 
Your MLS has tools to advertise directly to agents. Use them to get the word out about your 
Brokers Open house. This is also a great networking opportunity. Encourage a listing share at 
the Broker open. Set up a bulletin board to showcase other listings and send out a list of those 
properties to all attended when you send a “thank you for attending” email. While it may sound 
crazy to share other listings, it’s effective for attendance and collaboration with other agents. 
Sometimes, it’s the only reason they will come. The other properties are rarely competition to 
your Broker’s Open property, but the allies you make will sell your listing faster. 

Chapter 8: After the Fact: Following Up 

When the actual Open House event is over with, you may feel like your work is over, but the 
truth is that a lot of it has only just begun. The entire point of having this event was to make 
contacts, and not just on this property — on every property you have, or could have, in the 
future. If you miss this important step of following up, the entire Open House could have been 
for nothing. 

http://realtytimes.com/advicefromagents/item/34688-open-house-crime-alert-this-could-happen-in-your-community
http://realtytimes.com/advicefromagents/item/34688-open-house-crime-alert-this-could-happen-in-your-community
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Here are some ways you should be sure to follow up after the Open House: 

●   Send personalized notecards to people who visited. Remember that notebook you 
should have kept about every person who signed in and what their interests and needs 
are? Use that information to send personalized notecards. Handwritten note cards are 
real examples of what I call “Top Priority Communications” which are always the 
absolute best, in my opinion. 

● E-mail people who gave you their information to follow up. E-mail every single 
person to follow up. Even if they weren’t necessarily interested in real estate, you can 
send them a message reminding them that you’re a real estate agent in the area and 
letting them know that you are a resource for them if they ever buy or sell a home and to 
please send referrals your way. As an insider tip, you almost always get referrals if you 
ask for them specifically, after showing them your value. So, for example, instead of 
saying “If you have anyone that wants to buy a house, please refer them to me,” try 
saying “I really love working with first time homebuyers that love three level town-homes, 
so please let me know if you have any friends that meet that criteria.” If you know 
something about the person you can also ask for a direct referral. “I know that you work 
for Exxon Corporation, if you could get me into the door for a quick second so I can drop 
off some donuts and flyers in the Human Resources department, I’d really appreciate it.” 

● Add people to your e-mail or electronic newsletter list. - Add people who gave you 
their email address to your newsletter list. You may have a generic database, or smaller 
email groups based upon what the people are looking for, or even place them in 
categories, which separate them out by their interests or needs. You may also set the 
person up to receive MLS listings of properties that appeal to their needs and 
specifications. A common objection I hear from agents is that they don’t want to add 
people, because they feel like they are spamming people they don’t know. The response 



to that objection is that, as long as you are providing quality information, and giving 
people the opportunity to click out of your list with an unsubscribe button, you should 
have absolutely no qualms about signing someone up for your e-blast. Including a 
disclosure on the open house sign in sheet advising that they will be to your database is 
an optimal idea in avoiding issues. 

● Send out a link to pictures or videos of what happened at the Open House - 
Remember that we discussed taking pictures and videos during your event? Hopefully 
you did, and you have some really great ones. Try putting every single photo into an 
album, and sending the link to the album out. Bonus points if you put that link on your 
website, and have people click back through your website to find it, where they can see 
your other news and listings. If you’re not that technologically savvy you can link to your 
Facebook Business page, or set up the photos in another 3rd party app. The bottom line 
is that people will be reminded of the great event, and may look at all of the pictures and 
be reminded of a really great feature about the house that they love. Additionally, people 
love good photos of themselves, so if they find one, they’ll be inclined to share it via 
social media, and that will let other people know that the house is available, that you’re 
an agent, and how to reach you. 

● Post on Facebook and other Social Media sites that the event was successful - 
This is an important one. Make a post on your Social Media business page thanking 
people for coming out. Talk about how successful the event was, and provide some kind 
of additional information (or link to the photo albums, for example). Not only does this 
refresh people’s memory about how wonderful the event is, but shows people who 
missed it that you did a good job. Additionally, future clients, who are looking to find out if 
you’re a good agent or not, will see the posts when they research your business and 
page. It will make it clear that you’re doing great things and capable of hosting a 
wonderful Open House. 

● Follow up with any agents or buyers who may have indicated offers - This is a no 
brainer, and I shouldn’t even have to type it, but I wanted this to be a comprehensive 
book so we have to include it. Be sure to follow up with any agents who had represented 
clients check out your open house. You could even send the agent a personalized card 
thanking them for suggesting the open house to their client. Never assume the other 
agent knows how to handle their client. A helpful guiding hand from you could make the 
transaction possible. 

● Follow up with people again. - This is something that people forget about. It’s one 
thing to follow up with people immediately after the event, or in the week or two 
afterwards, but what about six weeks down the line? Six months? It might be a good 
idea to continually check in with the people who were looking for property, until they tell 
you they have another agent or they’re no longer interested. Remember, the Open 
House is a way to build your realty Rolodex. 



Chapter 9: FAQ 

The following are actual questions submitted from an open email I sent to real estate agents in 
my network. If you have a question you’d like to ask (that might be in a future edition of this 
book or another book), please email it to info@bishopteam.org 

Q: Do you recommend having people you know stop by to check in on Open Houses for 
safety? I am big about safety in Open Houses. I lived in Massachusetts years ago when a 
Realtor® was murdered at an Open House for a Builder. Her body was hiding around 
back. 

A: Yes. Hopefully you have a team in place as suggested in this book, as it really makes 
everything much safer. If you don’t have someone that works for you or with you, I suggest 
having a buddy with you. Make sure the doors remain open, and if for some reason you are 
alone you can lock the front door and place a sign on it telling the next guest that a tour is in 
progress so you don’t have people sneaking up behind you. Finally, requiring a driver’s license 
at sign in will make your event even safer, and prevent tragic circumstances like the death you 
mentioned in your question. 



Q: Do you recommend inviting neighbors to come early or people that know you to stop 
by at any time during an Open House? 

A: Yes and No. I recommend a private invitation showing for the neighbors since they are future 
home sellers. If you want to allow people you know or the neighbors to attend during the open 
house, be sure they are an asset. You can even request or suggest that they talk about certain 
topics (how much they love the area, a favorite activity nearby, the school districts, etc.) to 
provide even more value to the home. Additionally, if you invite the neighbors to come early for a 
special drawing, you can start to fuel the buzz around the event (plus you get a lot of signatures 
on your sign in sheet right away creating synergy for the event!) 

Q: Do you suggest always offering cookies and light music to capture sound, smell and 
taste? 

A: Yes, but not overdoing it. I’ve given some tips for refreshments throughout the book, but 
basically the rule of thumb is that you want to make it welcoming and inviting without making it 
seem suspicious. Guests can sense when you’re “trying too hard”. 

Q: I have been doing some research on Twilight Open Houses, specifically, and was 
wondering if we should serve alcohol or not (wine)?  

A: Absolutely, I think in cases like that, alcohol is almost always expected because it seems like 
a happy hour. When in doubt, you can never go wrong with a bottle of red and a bottle of white. 
You don’t have to set up an entire wet bar, just make sure that the drinks fit the circumstances, 
and that you’re not serving anyone who’s underaged, or over serving anyone. You will need to 
review each of their driver’s licenses for age appropriateness and identify their designated 
drivers. Don’t take chances on this because it could be your responsibility if something happens. 

Q: How should I dress to hold an Open House? 

Open houses are typically very informal comfortable events. Because you are there as a 
representative of the listing agent for the home seller or for your own listing, it is important that 
you look like someone that could be trusted as a professional. With that said, you should dress 
appropriately for the house and the prospective traffic coming through. If you wear a suit that 
costs more than what a prospective buyer makes in a month, they may feel too intimidated to 
work with you. Dressing as you would if you were visiting new acquaintances is probably the 
best rule of thumb for open house dress etiquette. 

Q: How do I handle a guest at my open house when they are working with another agent? 

The first rule when you are greeting visitors is to ask if they are currently in an agreement with 
an agent. If they are, ask for the agent’s name, so you can let them know. Let the buyer know 
you will pass along this valuable information to the agent as to their overview of the house. Be 
courteous and provide them with information and a tour, but conduct yourself as a team with 
their agent. This will benefit you in the long run. 



Q: Should Open Houses be like a party, or subdued? 

A: Open houses vary a lot depending on whether they are held as a Broker open or for the 
public, the price range of the neighborhood, the location, and the time of year. Some agents will 
have a BBQ with hamburgers and hot dogs while others will have themed open houses 
centered possibly around a sporting event or holiday theme. Most Open Houses are simple, 
they are designed to allow real estate agents, buyer, or neighbors a quick look at the house. 

Q: What should I do if the potential buyer refuses to show their ID to see the property? 

A: Agents have to prepare and assume they are not safe at an Open House. If the visitor won’t 
show an ID or sign in, you have to wonder if it’s safe to let them in. Ask them to leave, and if 
you’re uncomfortable with this ask someone there who doesn’t have an issue with it (a husband, 
boyfriend, older brother, or authoritative agent on your team perhaps). If need be, you can keep 
a list of statistics or a letter that you can hand to visitors so that they understand the facts and 
why this procedure benefits everyone. They could be in an unsafe situation as well if the agent 
is the target of a crime and they happen to be there. Make them understand. 

Q: How I convert visitors to clients at Open Houses? I’m never sure how to follow up, 
especially when they have an agent. Do I need to still set them up on automatic house 
search? I’ve been doing Open Houses for several years and was only able to convert one 
customer and close the sale and sign one agreement. 

A: If I haven’t already covered your questions in the chapter on following up, I’m happy to work 
with you as a coach to go over some tactics you can use for continuing to market those leads. 
As for the clients that already have another agent, there’s not much you can do. Once you find 
out they are represented, you need to cease contacting them. If you have a home that appeals 
to their needs you should send it through their agent. This is a tactic that will only benefit you in 
the long run. If it’s someone who is not represented, you need to make sure that you follow up 
with them regularly. Many agents don’t make a conversion until their 6th, 7th, or 8th touch with a 
prospective client, but many give up after the 3rd or 4th try. Persistence is the key. You’ll have 
some prospects that go by the wayside, of course, but the more prospects you get from events 
like Open houses, the better your chances of success! 



Chapter 10: Meet the Author 



!  

You’re probably wondering after reading the book who I am, so I thought I’d share a little bit 
about my background and story with you. I’m a 30 year veteran agent, and spent many years in 
the trenches selling real estate by knocking on doors, marketing to my sphere of influence, and 
of course, holding open houses. 



In 1995, I earned a Brokers license and formed my own company, that has survived all of the 
ups and downs of the industry. After 15 years of active sales, I decided to start my journey in 
education and become a real estate topic instructor and freelance speaker on topics relevant to 
the business building needs of agents. The more time I spent in the business, the more I 
recognized that there were some serious gaping holes in the education process of agents, both 
in the classroom and in proper business development classes. 

In 2010, I realized my dream of opening a private accredited school specifically for the benefit of 
real estate agents that wanted quality education that was relevant to their needs. I provide 
continuing education licensing credit, as well as no nonsense beneficial business building 
training. I also coach many agents, and am a professional speaker on sales and real estate 
business building topics. Although I’m still an active licensed agent, I no longer sell because I 
feel like it would be a detriment to compete with the students that I teach and coach— I want 
them to succeed!  

In my personal life, I’ve overcome many odds and obstacles along the way to becoming a top 
agent, earring top awards and designations like CRS. I nursed my husband of 32 years back to 
health after a battle with cancer, and overcame Lyme disease personally. I also raised two 
amazing daughters who both struggle with ADD and Asperger’s, and cared for my elderly 
parents until their final days. For anyone that gets an email from me, they know I care deeply for 
animals and their welfare. I use the quote “The greatness of a nation can be judged by the way 
its animals are treated.” Mahatma Gandhi, and I feel its each of our responsibility to help those 
without a voice. I have a big heart and it shows not only in my personal life, but translates 
through to the agents that I constantly try to give back to. I hope to help all agents regardless of 
their obstacles. I just expect their motivation. 

If you’d like to learn more about my educational programs or coaching opportunities, you can go 
to my website at http://www.cindybishopworldwide.com/. 

Thank you so much for reading all the way through this book! I hope you received some 
valuable information. Share this with your own tribe if you feel that it’s something that would 
benefit them. 

http://www.cindybishopworldwide.com/
http://www.cindybishopworldwide.com/
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