Erin’s Open House System

From Erin Holloway

1. Pick the open house

1. Choose the location and price point that you want. It should be chosen by Wednesday.
2. Don’t be afraid to reach out to another agent to use their listing.

2. Prepare your “Open House Box”

1. Erin’s team has Open House Boxes that contain everything they might need. This sets
them up for success before the open house. The box has fliers, sign-in sheets, rating
sheets, business cards, pens, wrapped chocolates, and water bottles.

PRO TIP - Erin’s team found that consumers are more likely to take individually wrapped candies over cookies.

2. Balloons are a must-have! They are like catnip for adults and draw people in.

THE SYSTEM

3. Get signs out early!

1. Put out at least 10 signs by Friday at 4pm. Make sure they have the time and address.

4. Invite your database and the neighbors

1. Email your database inviting them to the open house! Be sure to include the address,
day(s)/time(s), and relevant information about the house and neighborhood.

2. Erin’s team uses Cole Realty Resources to pull the neighborhood’s information. They
then invite them to the open house via email.

5. Follow up with attendees

1. Set all attendees up on an 8x8 follow up plan.

2. Be sure to provide value in your touches. This could be sharing similar listings, market
updates, or information about you/your team.

Pro Tip Create a rating sheet for visitors to use as they walk through the house. Use simple metrics like “Rate the floorplan 1-5”
or “What are your thoughts on price: Right on, Too High, Too Low."
This is interactive and allows you to capture feedback for the sellers immediately.

WARNING! You must comply with the TCPA and any other federal, state or local laws, including for B2B calls and texts. Never call or text a number on any Do
Not Call list, and do not use an autodialer or artificial voice or prerecorded messages without proper consent. Contact your attorney to ensure your compliance.
KWRI makes no warranties, either express or implied, with regard to the information and programs presented in these materials. KWRI will not accept liability for
any loss or damage of any kind that you incur as a result of the use of any content provided by KWRI.
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