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Be the expert
How you dress matters SO much. Our
industry is going to the jeans and a polo
look. Would you be excited to trust
someone with the biggest purchase of your
life if they don't take pride in their work and
are wearing jeans and a ball cap? People
want to work with successful people, and
successful people dress well.

Research the comps in the area you are
doing an open house in. Even if you are not
an expert in that area, you can sound like
one. Know what is for sale in that area
similar to the property you are hosting the
open house. 

Memorize the most common asked
questions about the house so you don't
have to say "ummm let me check" or "I am
not sure hold on"   

Memorize a short script on why someone
should work with you. Nobody is ever going
to say "Should you be my agent?" So you
need to be ready to sell yourself to someone
without having to think of what to say.

Why Open Houses?

Hosting an open house is a FREE way to get buyers
walking up to you. Every other lead source requires you
to approach the lead and costs money. This also gives

your listings exposure, while meeting future clients face
to face first, which is the strongest way to build a

relationship and trust right off the bat.  



How to prepare

Get there early so you are not rushed

Print out a copy of the seller's

disclosure/ TISH report (if applicable)

Print out a MLS fact sheet on that

house for your reference

Put out signs (at least 8/10)

Advertise the Open House on the MLS/

Social Media platforms that you use

Light a candle in the home

Play music on a low volume

Open all the blinds and turn all the

lights on

Put business cards on the counter

next to your sign in sheet/tablet

Use Open Home Pro as a sign in tool



Questions to be able to speak to
-PR ICE  ( I F/WHEN THERE  WAS A PR ICE  REDUCT ION AND HOW MUCH)

-TAXES

-BEDROOM COUNT/BATHROOM COUNT/GARAGE COUNT

-SQUARE FOOTAGE

-WHAT YEAR IT  WAS BU ILT

-WHAT HAS THE  SELLER  DONE S INCE  OWNING THE  HOUSE

-WHY ARE  THEY  SELL ING

-AGE OF THE  MECHANICALS

-WHAT ARE  THE  SPEC IF IC  SCHOOLS 

-AGE OF THE  ROOF

-DAYS ON MARKET

-AVERAGE DOM FOR TH IS  PR ICE  POINT/AREA

-S IZE  AND FEATURES  OF THE  LOT



Scripts to Master 

Are you just getting started with

your search or have you been

looking for a while?

Are you checking out other houses

today? 

Is this a price point you feel

comfortable in?

Do you have a lender you are

working with? 

Tell me about what made you stop

by today

Do you have an agent that is

working for you?

If the right house came on the

market today would you be ready

to move?

What are you looking for in an

agent?



Every buyer has what is called a "pain point" or "hot button" even if they

don't realize they have one, they always do. This is something that is directly

influencing their decision on what to purchase and it is your job to figure

out what theirs is because they likely will not tell you. Have you ever heard

the term "buyers are liars?" A lot of agents use this phrase. I don't really

believe in it. They are not lying to us intentionally, I believe that we are just

not asking the right questions

Really ask the question, WHY? If they tell you they want a large yard, ask

WHY? This will not only help you build rapport with the client but also to

better identify what yards will work best for the exact purpose they intend

on using it for. 

"Tell me more" is a great phrase, use it as much as you can. 

Pain Points



My setup



Open the door for people and greet them with a smile 

Tell them you are glad they stopped by and welcome them inside 

Don't follow them around, let them browse on their own

Point out one key selling point of the property 

Ask one or two questions, but don't start interrogating them 

Have a lender do the open house with you

Be conversational, people want to be served not sold 

Determine what DISC personality you are dealing with ASAP

Sweep the sidewalk in the summer

Shovel the sidewalk in the winter 

NEVER BE AFRAID TO ASK FOR THE SALE
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How to stand out  



1 D  B U Y E R S
( D O M I N A N T )
Quick decision makers 

Strong personalities

They don't like to be corrected

Don't over communicate, be short
and to the point. 

Building a relationship is less
important with them

Usually more of a risky buyer

2

3

4I  B U Y E R S
( I N F L U E N C E )

Take a while to make a decision 

They will talk a lot (over share)

Easily excited and animated 

Misses important details 

Building a relationship is key 

Call them for weekly check-ins

Remember specific thigns about them 

C  B U Y E R S
( C O R R E C T N E S S )
Cautious and quite 

Analytical 

Slow decison maker 

They are very preparerd 

They will have a lot of questions

Your expertise is more important to
them than your personality

what type of personality

are you selling to? 

S  B U Y E R S
( S T E A D I N E S S )

So turned off by a sales person 

Take a while to make a decision 

Very calm and collected 

Has strong opinions but does not
express them 

Risk and new ideas make them nervous

Easy to have control over  

Not sure what your DISC profile is?

Free test here:  www.truity.com



W H A T  D O  F O L L O W  U P S
L O O K  L I K E ? ( P E R  S I T U A T I O N )

Same day follow up:
Same day follow ups are so important because
most agents are not doing them. This shows you
truly were excited to meet the individual and also
that you are diligent with your communication. 

Hello! It was great to meet you today at 123 Main
Street. Based on what you told me today I have a
great idea of what you are searching for & we will
be in touch this week. I look forward to working
with you in the future. 

One week follow up:
Reaching back out one week later feels a lot
sooner to you than it does to them. This again
shows that you are diligent with communication
and are organized. This message will vary a lot
depending on if/how they responded to your
message the same day you met them

1 month follow up:
After 2 touches, this is where most agents
drop the ball. They don't keep a reoccurring
event in their calendar and forget to keep in
touch. So when the average is 18 touches,
most agents are stopping after 2. This is
crucial to your success with open houses, it
has to be more than just hosting the actual
open house. 

Bi-weekly / monthly follow up:
Bi-weekly and monthly follow ups are going
to be where you see the biggest influx in
your business. This is becuse this is normally
where other agents would be getting your
sale from the lack of following up. 



Closing the
buyer

successfully

After you have done everything you
can think of to impress and capture a
buyer lead, how do you successfully
close this buyer?

"I am so glad you stopped by today. It
was a pleasure to meet you. I am very
much looking forward to working for
you" 

The words you use will directly impact
how each of these personalities
perceives you. Choose your words
wisely! 

SUNDAY'S
ARE GOLD
MONDAY'S
ARE OLD



Setting the expectation with the

assumptive close

When speaking to a future client, setting the expectation is very

important. Agents seldom remember to tell the client what is

coming next or what to expect because we are so familiar

with the experience ourselves.

Tell them that you will

be following up later

today. You will be

searching for homes

based on what they

told you. That they will

need to speak to a

lender soon. And saying

things like "when we find

the right house" and "I

am looking forward

to working hard for

you"






F O L L O W I N G  U P  

If I had to identify ONE thing that sales people do poorly, it is following up. That is why there is an entire job

dedicated to doing just that for agents (ISA). I did this job for 3 1/2 years. I believe this is what has made me such a

die hard fan of following up. I saw firsthand how many agents lost deals due to the simplicity of just not

following up enough. They know they should do it, and yet they don't and it costs them money. Why? 

They just don't know how to do it well. 

-Follow up the same day you meet them




-How can I serve you?




-Does this feel like the right time?




-What questions do you have?




-What can I clarify for you?




-I don't want to drop the ball




-What has changed since or last

conversation?







E V E R Y  O T H E R  A G E N TV A L U E  A D D

-Follow up in a few days




-How can I help you?




-How soon are you wanting to move?




-Do you have any questions?




-Sign this buyer rep agreement 




-Are you still looking to buy?

The coming weeks 



" P E O P L E  W I L L
O F T E N

F O R G E T  W H A T
Y O U  S A Y ,  B U T

T H E Y  W I L L
N E V E R

F O R G E T  H O W
Y O U  M A D E

T H E M  F E E L "



- M A Y A
A N G E L O

CONSISTANCY OVER T IME 

Consistency over time will be the biggest key to success for

you. This is not a quick success. It takes practice, learning

from mistakes, and experience dealing with different

personalities. 

HOW MANY AVERAGE CONTACTS TO
CLOSE?

The average agent has to have 18 conversations/contacts

with one person before closing them. That is a lot. If they don't

answer your phone call or text 3 weeks in a row, you still

better be sending it in week 4. 

- YOU TH INK ABOUT THEM WAY MORE
THAN THEY TH INK ABOUT YOU 

-KNOW WHENM TO STOP SELL ING
YOURSELF .  

-ASK YOURSELF ,  "WHAT CAN I  TELL
THEM THAT THEY CAN'T F IND ON
ZILLOW?"

This is a quote that it took
me a long time to really

understand. It is so
important in our roll to sit
back sometimes and be

someone that people
want to "do life" with.

Residential real estate is a
very emotional business.
At the end of the day, we
need to remember that
our clients are human,

and sometimes they just
need us to listen and to
be a present part of this

chapter.


