OPEN HOUSE PODCAST NOTES – REV

by Wendy Banner /The Banner Team

Long & Foster RE Inc

Wendy@BannerTeam.com

301-370-5076 (cell)

(NOTE: This info may vary by jurisdiction – check local rules. Our market is the Maryland/DC/ N. Virginia area)
TIPS FOR FINDING A GOOD AGENT TO HOST YOUR OPENS
1. Train the agents to hold open houses the way YOU want them to. SEE BELOW FOR MY TRAINING OUTLINE

2. Allow an inexperienced (or experienced) agents to SHADOW you at an open.  Gives you an opportunity to give them a one-on-one training session

3. Look for a good “front store”.  Look for agents who exude confidence and knowledge, dress appropriately and are likely suited to deal well with the potential clientele coming to the open.  Use younger agents for buildings/properties likely to sell to 1st time buyers/younger buyers.  Use more seasoned agents for luxury.  Use agents that know the area and are familiar with the basic info on shopping, school locations, places of worship, etc.

4. Introduce the sellers to the agent who will be hosting their open – preferably when you walk them through so seller knows who will be hosting (See Item 3 above!)

5. RANK your hosting agents – A list agents, B list agents & C list agents (The “Desperate” list!)  Who makes our A list?  Agents that have gone through my training, who are a good front store, show up early, give feedback promptly, lock up the house and turn off the lights as expected.  Those that regularly take my opens are given preference.  

6. Notify your “A” list agents of the open house opportunities on Monday or Tuesday.  “B” list agents get their opportunity on Wednesday & Thursday AM.  Thursday afternoon and Friday are for our C list agents!

7.  Make sure the agent is on time for the open – that means arriving about 10-15 minutes before the open starts.  Review lockbox access info to see who shows up at 12:59 pm (or 1:10 pm) for a 1 pm open and move them to your B or C list.

WHAT WE OFFER TO HOSTING AGENTS
1. Opportunity to learn about the house before the open so they appear knowledgeable and useful

2. Fact sheets with their names on it “In collaboration with Wendy Banner & The Banner Team” Our name stays on the fact sheet too but the prospective buyers leave the property with something professional from the hosting agent, not a card stapled to a fact sheet with my name on it.

3. A checklist for the hosting agent (SEE ATTACHMENT)

4. Support during the open as needed.

5. Clear expectations of what we expect.
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TO DO OR NOT TO DO AN OPEN?? THAT IS THE QUESTION!
Pros for Agent

* Something Pro-Active to Do to get prospects

* Opportunity to meet prospective Buyers AND Sellers!

* Network with the neighbors – “get your name out”, especially if you do any 


advance marketing (mailings to surrounding neighbors, phone calls, 

circle prospecting, knocking on doors etc)
Cons for the Agent

· Reactive – waiting for prospects to come to you – sometimes they don’t and you end up “babysitting” other agent’s clients

· Could find something else “better” to do on a Sunday

· Don’t know the house/feel comfortable/ come off looking dumb or uninformed (of course you can change that!)

HOW AN AGENT SHOULD PICK AN OPEN HOUSE
1. Pick an Area you want to work in

2. Pick a Price range in that area you want to work in

3. Pick an area and price range with the likely type of prospects you want to work with (do you want to focus on first time buyers, condo purchasers, luxury market, seniors, etc?)

4. Consider staying CONSISTENT in an area (I have agents that consistently hold opens in my luxury market area. After awhile those agents are “known” in the area as they often see the same buyer prospects from week to week.  That’s better than jumping all over town in different price points and having to learn different markets to be competent week after week)

5. What is the likely activity of the selected open house? Too little makes it hard to pick up a prospect or too AND too much traffic you end up being a greeter at the revolving door!

PLANNING FOR OPEN
1. Become knowledgeable of the neighborhood – (young agents especially, you’re already at a disadvantage because you LOOK young.  Age = perception of experience)

* KNOW THE COMPS & ACTIVES – IF a prospect passes on this house, be 

prepared to tell them (show them after the open?) others.  (CAUTION: Do NOT start pushing other prospective listings if buyer LIKES THE HOME where you are – it sends a terrible signal to the prospect that you don’t care WHAT home they buy, so long as they buy one – you could actually be at a pre-listing appointment and not even know it! If this prospect doesn’t believe you are adequately advocating for this home, how will you behave with a future listing on THEIR home??!)

* Preview if possible – Property to be open AND other currently actives, 


especially in the next price point or two DOWN.  People wandering in 


often are looking at homes above what they want to spend.

2. Talk w/listing agent for basic information – we WALK EACH HOME with an 


agent who will be hosting one of our listings prior to the open house. 


* What is the Timing of Seller?

* Where are the Lot Lines?

* Year of addition, updates, etc.

* How long has property been on the market? (Seller was inflexible, now 

motivated, dropped price significantly & now there’s lots of interest) WRONG answer could instantly turn someone away from the property.

     3.  Set GOAL for Open – how many prospects do you want to pickup??

     4.  Plan to be Productive in ANY event (bring other stuff to work on,

 prospecting work (mailings, etc), or the book you’ve been meaning to read!

     5.  Get Fact Sheets w/your name on it – agent sends or you so “Jane Doe in 

coordination with The Banner Team”, or something like that.  READ the fact sheet before you get there!

6. Wear something that “fits” the open house (in an old established, blue-blood neighborhood consider wearing a classic, traditional clothes, verses a condo in a trendy area appealing to more 1st time buyers – can be more casual)

PRE-OPEN
1. Do you have enough signs? (extra signs up are good for YOU)

2. Where to park? (NOT in the driveway unless it is a long driveway with very ample parking, not blocking the front visuals of the home.  On a busy street where the driveway space is a premium park a block away as needed)

3.  Get there and get set up EARLY – at a minimum BE ON TIME!!!
· You may end up meeting Seller & have to get them out of the house. 
· SEE the house (if owner there, ask any questions you may have if you have not previewed the home earlier (NOT obvious ones, lot lines, etc if you don’t already know)  NOTE:  Even if Seller gives you their phone number to call if you have any further questions, DO NOT CALL without permission from the LISTING AGENT or it’s an emergency – the listing agent likely may have the answer or prefer to call the Sellers DIRECTLY.  If you ask something obvious (like is lawn care included in the HOA fee in Avenel – which you should know if you are holding an open (YES) you will look dumb)
· Prepare the House – Walk through – swing interior doors open all the way, lights on, shades up, check Bathrooms, tuck things away – valuables to dirty clothes (remember to untuck!), music on (Comcast/Verizon try 1843 Smooth Jazz), air neutralizer if needed

4. Sign in Sheet PREPARED – fill in top line completely.  As prospects leave, if they have not completed the info – FILL IT IN, and make yourself a notation in the box that you have added (I make a small dot in the top left corner of the box I fill in)

5.  Be READY so you are not frazzled, give good first impression.

AT THE OPEN
1. Greeting the Prospect – 

· Thank them for coming (on such a hot/cold day)

· Introduce myself – GET THEIR NAME & remember it!  GREET the kids!

· Synopsis of the House?  Pros and Cons in doing this

2. Establish rapport – some people you can connect with, others can’t.  MAKE THE CONNECTION, prospect for LIFE. (Kids, schools, interest, hobbies, where from)

· ASK - “Did you see ad/sign?”

· If they say Sign – immediately tell them what price is and a few of the special features.  Ask something like “Is that in the range you’re looking?” (Yes, “great, come on in and make yourself at home”  No, “oh well, you’re still welcome to look around!” Make EVERYONE welcome, never know who you'll work with next! 

· If they say AD/Internet/Agent – These prospects are better QUALIFIED – they’ve got the basic info, perhaps taken the virtual tour and are your best prospects for the home.  If there are multiple groups in the home, THESE are the best people to stay near to answer any questions, give additional info, etc.

· “Do you live in the area?” If not, explain prox to metro, benefits, etc

3. Get them to sign in 

* Place sign in sheet away from front door.  If you can build a bit of 

rapport between the front door and the sign in sheet (dining room or kitchen?? Prefer somewhere in the BACK of the house!) you’ll have a better chance of them completing the sign in form, and with accurate information!

* TELL THEM: “Please sign in so the owner has a record of who’s been 

through their home”  This is TRUE, and better than saying nothing, which means to a buyer “Fill this in so I will hound you to death!”

* Do you have an agent representing you? If Yes, please still be professional! (some agents will ask “Do you have a signed buyer broker agreement with another agent?” That’s a little more specific, possibly harsher. You can decide how much you want to push to possibly take a buyer lead from another agent. I don’t typically do this)

* OPEN HOUSE PRO App

Pros & Cons – 

* Seems to be demographic centric – DC buyers like, older people in Potomac not so much

* Security Issue

* Ipad shuts down and have to restart often

* Allows notes 

* Sends an automatic email follow up

* Keep running “notes” on smart phone to keep people straight

5. Understand your Role at the Open
a. Provide helpful information

b. Sell the House! – Overcome objections

c. 1st Interview with potential Buyers AND Sellers – Sellers are watching how you present the home, push for it.  

d. Who are you REALLY talking to? (Neighbor, relative, owner!?)
  5.  Assess level of interest in the property after they’ve walked through:
* “Is this the type of home you’re looking for?” 


- YES – offer info on property like – “owners time frame is pretty 

flexible but ideally they’d move in June”, “House is so liveable”, “House has so many options”, etc.

· NO – Find out WHY NOT (suggest way to overcome their objection, and transition into other homes in the area or where they’d have to go to find home in their $ range) 

6. When it’s Quiet/Dead – NEVER “waste” your time! Plan the week ahead, list of calls you need to make (make them!), watch the football game, read your book for book club, etc.  I NEVER WASTE MY TIME AT AN OPEN! (yes, I have even nodded off!)

7. Closing the Property at end of open
    * Pull signs up first (if possible).  Helps prevent the stray buyer from 



coming to the door once all the lights are out. Lock the door



when you come back to home to close it down



* Last thing want is find house unlocked – makes us look sloppy ALL 

WINDOWS & DOORS SECURE, MOST LIGHTS OFF. Neat, 

untucked items put back

· Dealing with the LATE prospect.
Decide if you want to show the home despite whether or not they have an agent or are a neighbor. (I have been called by irate prospects looking for late access who complain the hosting agent wouldn't let them after hours because they told the agent they have a buyers agent. Consider avoiding this by deciding one way or another without asking if they are represented. Remember, this could one day happen to YOUR clients at another open!) If you can't let them in apologize that you have another appointment but would be happy to meet them back another time.  Will likely flush out who is serious.
· Give PROMPT feedback to listing agent! Listing agent doesn't want to know how many prospects you picked up.  We want to know feedback about the home, how many groups came by, who had strong interest and which agents do we need to follow up with after the open.
TIPS & SUGGESTIONS – 
· Preparing the Sign in Sheet  - Fill the first name in on the Sign in Sheet – I use the same contact person so I remember that it’s a dummy name.  The first person to just scribble a signature and nothing else typically starts a pattern of this behavior.  As soon as they leave I fill in the address and phone or email info (I use my childhood home address, other address and numbers I know or I put a dot (.) somewhere in the box of the fake info so after the open I immediately can scratch that info out so I don’t trick myself into thinking they’re valid).  If someone comes back in later and then goes to give you the real, correct info because they actually have interest in the house I usually chide them…(“See, I had to fill this information in because you’re screwing up my sign in sheet!!” Usually gets a laugh AND the corrected info)
· How to Keep the Prospects straight when many are there –  I keep my iPhone in my hand and use either the Notes app or Evernote – I label the note with the name of the property and the date of the open house and write the names down discreetly as soon after I meet the prospects as possible. If I get their kids names I write that down too and then any comments or questions they may have.  Helps me remember who was whom, count the number of actual prospects (not just who signed in) and helps with the follow up.  Also, will add any recommendations I have for the seller on this list (bulbs out, things that need attention, etc)
· Interpreting Buyers Language  

“Sort of in my price range” = too high

“Little bit high”  = too high   

“I have an agent” = may or may not have an agent, may or may not have a signed buyer broker agreement, may not be ready for YOU to be their agent…YET.
· Disadvantage for using the OPEN HOUSE ipad app(s): Lots of advantages but I find myself checking to see if my iPad has been taken…even in a good neighborhood.  Easy to walk off with it so feel I have to keep an eye on it.  Also, unless you adjust your settings the iPad shuts off and you have to keep unlocking it. 
