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Notices
While Keller Williams Realty, Inc. (KWRI) has taken due care in the preparation of all course materials, we do not guarantee 
their accuracy now or in the future. KWRI makes no express or implied warranties with regard to the information and pro-
grams presented in the course, or in this manual, and reserves the right to make changes from time to time.  

This manual and any course in which it is used may contain hypothetical exercises that are designed to help you under-
stand how Keller Williams calculates profit sharing contributions and distributions under the MORE System, how Keller 
Williams determines agents’ compensation under the Keller Williams Compensation System, and how other aspects of a 
Keller Williams Market Center’s financial results are determined and evaluated. Any exercises are entirely hypothetical. They 
are not intended to enable you to determine how much money you are likely to make as a Keller Williams Licensee or to 
predict the amount or range of sales or profits your Market Center is likely to achieve. Keller Williams therefore cautions you 
not to assume that the results of the exercises bear any relation to the financial performance you can expect as a Keller Wil-
liams Licensee and not to consider or rely on the results of the exercises in deciding whether to invest in a Keller Williams 
Market Center.  

Material excerpted from The Millionaire Real Estate Agent appears courtesy of The McGraw-Hill Companies. The Millionaire 
Real Estate Agent is copyright © 2003–2004 Rellek Publishing Partners, Ltd. All rights reserved.  

Copyright Notice  

All other materials are copyright ©2020 Keller Williams Realty, Inc., or its licensors. All rights reserved. No part of this 
publication and its associated materials may be reproduced or transmitted in any form or by any means without the prior 
permission of KWRI. 

WARNING! Real estate agents who violate The Telephone Consumer Protection Act (TCPA) and the National Do Not Call 
Registry face potentially catastrophic legal damages. Do NOT use or leave artificial or prerecorded messages, and check 
the National Registry and your internal registry before you dial.
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Inexpensive

High ROI and exposure

Qualified leads from one listing 

Productive way to meet buyers and sellers 



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. *Remember to adhere to Do Not Call 
Policies (see below).

Wednesday
• Post online, install the KW Mobile 

Search App on your phone, and put a 
sign in the yard. 

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)



Hello! This is (agent name) from (team name) with (Market Center name). 
I’m at your door because (homeowners’ names) have asked me to invite 
you to the open house on their home at (address) on (date and time). 

Feel free to bring someone with you from work or a friend or relative that 
might be interested in buying in your neighborhood. 

By the way, when I find a buyer, I’d like to be able to share with them what 
people like about the neighborhood. May I ask you what it is that you like 
about the neighborhood? 

Excellent! And, if you were to move, where would you go next and when 
might that be? 



 



 



1. 

2. 

3. 

4. 

5. 

 



1. 

2. 

3. 

4. 

 



 

Disinfecting wipes Extra business cards

Toilet paper

Paper towels

Trash bags

Measuring tape

Backup battery/power for 
phone

Pens

Air freshener Tissues






	Elementals_3_OpenHouses_Cover.pdf
	IGNITE_ELEMENTALS_OpenHouses_PARTICPANT GUIDE.pdf

