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OPEN HOVSES :







Hold an open house, circle prospect the neighborhood to invite neighbors, and then capture leads for those that attend.

Just follow the steps below!

	(
	Action Steps

	(
	Daily: Watch the Power Hour with KW MAPS Coaching*.

	(
	Monday: Select your open house location and time, or volunteer to host an open house for someone in your Market Center.

	(
	Tuesday: Post online, generate call list, and call 25 neighbors.

	(
	Wednesday: Post online, install the KW Mobile Search App on your phone, and put a sign in the yard. Reference the Download Your KW Mobile Search App support article+, if needed.

	(
	Thursday: Post online, invite database, return yard-sign calls, and email property-based internet leads.

	(
	Friday: Post online, prepare market stats and comps (print and digital), and print open house fliers.

	(
	Saturday: Post online, place directional signs, door knock the neighborhood (use script when door is answered, leave flier if unanswered), hold open house, and capture leads on your Sign-in Sheet. Ask for appointments and referrals!

	(
	Follow-up: Update your database, send thank you notes to all neighbors, call and email all visitors, add appointments to your Pipeline Tool**, and click on the “+” sign on your CGI page** to update your appointment count.


Note: When calling or emailing prospective customers, comply with federal and state Do Not Call (DNC) and spam laws, and the policies of your local Market Center. For more information, visit http://www.kwconnect.com/page/marketing/dnc
*Power Hour with KW MAPS Coaching: mapscoaching.kw.com/power-hour

** CGI Page and Pipeline Tool: https://www.kwconnect.com/page/cgi
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