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attract qualified buyers, generate more leads, and build lasting
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Introduction

A successful open house is more than
simply opening the front door. It's an
opportunity to build relationships,
showcase your expertise, and create
meaningful connections with future buyers.

Every Open House Is a What You’ll Learn
Business Opportunity <>
v= How to prepare before every open house

An open house Is more than a marketing

event—it's a chance to create memcrable E&)]
first impressions, establish trust, and connect

with potential buyers who may become

future clients. @ Ideas to create memarable
buyer experiences

Ways to attract more qualified visitors

The most successful Realtors don't rely on

luck. They prepare thoroughly, create @ Strategies to generate quality leads
welcoming experiences, engage visitors

with confidence, and follow up consistently

after the event. E Best practices for post-event follow-up

This guide provides 50 practical, proven ideas | : :
; ¥ 3 Practical tips you can
that will help you plan, host, and maximize pATA . . :
] ¥ ] implement immediately
every open house, turning more visitors into
qualified buyer opportunities.

- - PRO TIP
Whether you're hosting your first open

house or looking to improwve your current
strategy, these ideas can help you create
more successful events and grow your
business.

The goal of an open house isn't just
one property—it's to build

relationships, generate future

opportunities, and pmmtmn yourself
as the trusted Realtor buyers
remember.
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Before the Open House
[deas 1-10

IDEAS THAT ACTUALLY WORK

A successful open house begins long before the first visitor arrives.
Proper planning and preparation create a professional experience
that attracts more buyers and leaves a lasting impression.

Deep Clean the Property
A spotless home creates a
stronger first impression and
helps buyers focus on the
property’'s features,

Maximize Curb Appeal
Ensure the landscaping,
entryway, and exterior are
clean, inviting, and well-
maintained.

Stage Every Room

Arrange furniture and décor
to help buyers visualize
themselves living in

the home.

Open Curtains and Blinds
Matural light makes spaces
feel larger, brighter, and

more welcoming.

Create Comfortable
Temperature
Adjust the home's temperature

before guests arrive to ensure
a pleasant experience.

PRO TIP

FIRST IMPRESSIONS
MATTER

Most buyers begin forming
an opinion within the first
few minutes of entering a
home. Careful preparation

can significantly influence
how they perceive
the property.

Prepare Professional
Marketing Materials
Have brochures, flyers, and
property information readily
available for every visitor.

Place Directional Signs

Use clear signage throughout
the neighborhood to guide
visitors to the property.

Promote the Event Online

Advertise your open house
across social media, email,
MLS, and community
groups.

Preview the Property

Walk through the home one
final time to ensure everything
is ready before guests arrive.

Prepare to Answer Questions

Review the property's features,
pricing, neighborhood
information, and financing
options before the event.

Treat every open house like a professional event. The more prepared you are before
guests arrive, the more confident and successful you'll be throughout the day.
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Before the Open House

50 OPEM HOUSE IDEAS THAT

ldeas 11-20

The final details before an open house can make a significant
difference. Thoughtful preparation helps create a memorable

experience and encourages buyers to stay longer and engage more.

11 g
%
13
14
15

1%

Y

Create a Welcoming Entry

Make the entrance inviting with
fresh deécor, clean walloways,
and a warm greeting area.

16
17
18
19

Offer Light Refreshments
Provide bottled water, coffee,
or light snacks to make visitors
feel comfortable.

Play Soft Background Music

Create a relaxed atmosphere
with subtle instrumental music
at an appropriate volume.

Eliminate Unpleasant Odors
Ensure the home smells fresh
and clean without using
overpowering frag rances.

Display Property Feature Sheets

Highlight key upgrades, unigue
features, and neighborhood
benefits for visitors to review.

PRO TIP

20)

ACTUALLY WORK

PREPARATION
BUILDS CONFIDENCE

Small details often leave
the biggest impression.
A well-prepared open
house demonstrates

ionalism and helps

buyers feel more
cormfortable exploring
the property.

Prepare a Digital Sign-In
Use a tablet or QR code

to make visitor registration
simple and efficient.

Wear Professional Attire
Dress professionally to reinforce
your credibility and create a
positive first impression.

Bring Extra Marketing Materials
Hawve additional brachures,

business cards, and neighborhood
information available.

Test Your Technology

Verify that your tablet, laptop,
Wi-Fi, and presentation materials
are ready before guests arrive.

Arrive Early

Give yvourself enough time to
complete final preparations and
welcome visitors without feeling
rushed,

Arriving 30-45 minutes early gives you time to solve unexpected issues,

organize your materials, and ensure every detail is ready before the

first visitor walks through the door.
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50 OPEMN HOUSE IDEAS THAT ACTUALLY WORK

30

the Open H
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WELCOME

PLEASE SIGN 1y

BUILD CONNECTIONS

The best open houses

focus on relationships, not

sales pressure. Buyers

remember how vou made

Your interaction with visitors can determine whether they become
serious buyers. Focus on creating a welcoming, informative, and

them feel long after they
leave the property.
memorable experience from the moment they arrive.

2l o
)

Welcome Every Visitor Personally
Greet each guest with a smile,
introduce yvourself, and make them
feel comfortable from the moment
they arrive.

Let Buyers Explore Naturally
Give visitors enough space to
experience the home while
remaining available to answer
questions.

Ask Open-Ended Questions
Learn about each visitor's goals,
timeline, and preferences to
better understand their needs.

Highlight the Home's Best Features
Paint out upgrades, unigque selling
points, and lifestyle benefits
throughout the taur.

Share Neighborhood Insights
Talk about nearby schools, parks,
restaurants, shopping, and
community amenities.

2%
27 N

28

29 ©

30 &

==

000

Tell the Home's Story

Help buyers connect emotionally
by sharing what makes the
property unigque.

Encourage Questions
Create a relaxed environment
where visitors feel comfortable
asking anything about the
property.

Capture Buyer Interest
Take notes about what buyers
like, their concerns, and potential
follow-up opportunities.

Maintain Positive Energy
Stay enthusiastic, approachable,
and professional throughout
the event.

Respect Every Visitor

Treat every guest with the same
level of attention—you never know
who may become your next buyer
or referral partner.

PRO TIP

Listen more than you speak. Understanding a buyer’s goals allows you

to provide better guidance and create a stronger connection.
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Durin the Open House CREATE AN EXPERIENCE

show
Deliver an unforgettable experience by building trust, answering experient at makes
guestions with confidence, and creating meaningful conversations buyers feel welcomed,

that inspire buyers to take the next step. informed, and confident in
working with you.

Share Financing Resources Collect Contact Information
Let buyers know mortgage & : . = gt
@ options are available and o IR VIS aF D= TR
L4 L ] T using a digital form or QR code

introduce them to trusted =
— for future follow-up.

lending partners when appropriate.

Showecase Lifestyle Benefits Respect Every Buyer’s Pace

Help buyers imagine living in Avoid high-pressure sales tactics,
the home by highlighting nearby Cive visitors the space and time
armenities, schools, parks, and they need to explore

i% f%

were

community features. comfortably.

Offer Additional Property

Encourage Emotional Connection -
- - ¢ Recommendations
Ask visitors what they like most B hore ianit themesfest fi
about the home and how they L] let buyers know you can help

picture themselves living there. them find others that meet
their needs.

Be Knowledgeable End Every Conversation

Know the property's features, Professionally
upgrades, utility costs, HOA Thank each visitor for attending

information, and neighborhood and let them know you'll follow up

details. with additional information.

Use Visual Marketing Materials Leave a Lasting Impression

Display professional brochures, Your professionalism, communication,
e floor plans, neighborhood maps, and service should be remmembered

B @ O

and feature sheets throughout long after buyers leave
the home. the property.

PRO TIP
@ Buyers may forget every detail about the house, but they'll remember how

you treated them. Professionalism, authenticity, and genuine conversations

create lasting impressions.
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Atter the Open House

ldeas 41-5H()

The success of an open house is often determined by what happens
after visitors leave. Consistent follow-up transforms interest into

meaningful conversations and future opportunities.

Follow Up Within 24 Hours
I Reach out while the property

15 still fresh in the buyer's mind.

Send a Personalized

Thank-You Email
4 2 Thank visitors for attending and
invite them to ask additional
questions.

Share Additional Property
Information

Provide floor plans, disclosures,
financing options, or neighborhood
details that buyers may find helpful.

Ask for Feedback

Learmn what visitors liked, what
concerns they had, and whether
they're still searching for a home.

Schedule Private Showings

Invite highly interested buyers
back for a one-on-one viewing.

PRO TIP

46 (@

IDEAS THAT ACTUALLY WORK

FOLLOW-UP PLAN

NOTES MEXT STEP
Lowed kdchen Cend Floor plan

First-tiene buyer  Call to disouss

Neghborhood Email info
Imterested Schedule showing

R
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MARKET INS.IGHTS‘
BUYER F{JLLDW-UF’

SUCCEsg SI‘HATEG[EE

FOLLOW-UP
WINS BUSINESS

Many successful
transactions begin after
the open house. Timely

communication and
thoughtful follow-up help
build trust and keep you
top of mind when buyers

are ready to move forward.

Recommend Similar Properties
If the home wasn't the right fit,

introduce buyers to other listings
that better match their needs.

Organize Your Leads
Update vour CRM with notes,
preferences, and reminders for
future follow-up.

Stay Consistent

Continue providing valuable
market updates and buyer
resources over time,

Measure Your Results
Review attendance, lead quality,
and follow-up success after
every open house.

Improve Every Event

ldentify what worked well and
what could be improved to make
your next open house even maore
successful.

Every visitor is a potential future buyer—even if they aren't ready today.

Stay consistent, provide value, and build relationships that last beyond the open house.

May 10
May 10
Mdy 11

Hug 1
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Open House
Success Checklist

Use this checklist before every open house to ensure every detail is

IDEAS

prepared and every visitor enjoys a professional, memorable experience.

CEL LR G2 S ]

BEFORE THE
OPEN HOUSE

Deep clean the property

Stage every room

Open blinds and
maximize natural light

Adjust the temperature
Place directional signs

Prepare brochures and
marketing materials

Promote the event online
Test yvour technology
Prepare refreshments

Arrive at least
20 minutes early

PRO TIP

L]
[
[
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Print this checlklist

A consistent pro

DURING THE
OPEN HOUSE

Welcome every
visitor personally

Encourage guests to
explore comfortably

Ask thoughtful guestions

Highlight the home's
best features

Collect visitar information
Share neighborhood insights
Answer questions confidently

Maintain a professional
attitude

THAT ACTUALLY WORK
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SUCCESS CHECKLIST

The best open houses don't
happen by accident
Preparation, organ |zat|or-|,
and consistent follow-up
are the foundation of every
successful event.

AFTER THE
OPEN HOUSE

Send thank-you emails

Follow up within 24 hours

Schedule private showings

Update your CRM

Review your results

Plan improvements
for your next event

ur tablet before every open house,

nsistent client experience.
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OPEN HOUSE FOLLOW-UP

NOTES

VISITOR

NEXT STEP

SUCCESS
IS BUILT ON
FOLLOW-UP

Sarah M Loved kitchen Send info

Jarvs T First-tamee buyer Call to dricues May 10

Neghbarhood

Ermady R Ervianl Fédonnrces

Machael B

Schedule showng

jgLow uf N RELATIONSHIpPS

SUCCEED

CREATE RESULTS

Open House =

Follow-Up Plan

The majority of successful
Your work isn't finished when the last visitor leawves. A structured buyer relationships are
follow-up plan helps you build stronger relationships, stay top of built after the open house—
mind, and convert more open house visitors into future buyers. not during it. Consistent
communication creates
trust and keeps you top of
WITHIN 24 HOURS mind when buyers are
O ] ' Send personalized thank-yvou emails ready to move forward.
Answer any outstanding questions

Share additional property information
Schedule private showings

LA K

WITHIN 3 DAYS

+ Follow up with interested buyers
Recommend similar listings if needed
Share financing resources
Ask if they have additional guestions

LS

WITHIN 1 WEEK

v Send alocal market update
Stay connected through email or social media
Continue providing value
Check in without being overly sales-focused

LN

ONGOING RELATIONSHIP

v Add buyers to your CRM
Send monthly market updates

Share homeowner resources

LA L

Stay top of mind for future opportunities

- PRO TIP
f@ Always follow up with every visitor, even if they weren't ready to buy that day.
ay's visitor could become tomorrow’s client—or your next referral.
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STRONG
PARTNERSHIPS
STRONGER
RESULTS

Your Trusted
Mortgage Partner — [icreacd

° Fast Pre-Approvals
Helping Realtors provide exceptional financing solutions for their buyers

through trusted partnerships, responsive communication, and
personalized mortgage support. o Dedicated Mortgage Experts

0 Wide Variety of Loan Programs

. . e Responsive Communication
Continue the Conversation

@)
R

° Personalized Financing Solutions

An open house is often the beginning of a buyer's
journey—not the end.

° Trusted Realtor Partnerships

When buyers are ready to take the next step, having a
trusted mortgage partner helps create a smoother, more
confident experience from pre-approval through closing.

United Mortgage works alongside Realtors to provide
persenalized financing solutions, responsive communication,
and dedicated support every step of the way.

Have Questions? We’re Here to Help. e Phone: (800) 579-1622

Whether you're helping first-time homebuyers, @ Email: Info@UnitedMtg.net
repeat buyers, or real estate investors, our
experienced mortgage team is here to support
you every step of the way.

Website: www.UnitedMtg.net

Ready to Help Your Buyers Take the Next Step?

Invite your buyers to complete a secure online mortgage application and
connect with one of our experienced mortgage professionals.

.~ APPLY ONLINE
@ Apply.UnitedMtg.net

Fast. Secure. Simple. Start your mortgage application today.

UNITED MORTGAGE RESOURCE LIBRARY

Empowering Realtors. Supporting Buyers.
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