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Step 2 — Open House Neighborhood Preparation

It is important to be prepared before the day of your open house! You may want
to make a list to keep track of your tasks as the open house date approaches.

Set a reminder in your calendar or create an action plan.
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Ask your mortgage representative for payment sheets.

Create flyers of the property and direct them to your website.

Create an offer to exchange for their email address. (List of Foreclosures)
Make copies of additional paperwork and disclosures.

Bring both blank contracts and a sample contract to refer to.

Make a paper “tent” with the words “please sign in”.

Create a YouTube video of the house and invite trusted Facebook friends.

Email the video to your center of influence.
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Call or mail fun invitations to the neighbors.
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. Practice your dialog. What is your opening wow statement?
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. Remind the seller to put away everyday items such as school bags.
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. Gather enough open house directional signs.

. Get fresh flowers, balloons or bottled water for the day of showing.
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14. Staple or glue an extra business card onto all handouts.

Share your success and let me know you’ve completed this step.
Copy and paste this tweet onto Twitter:

I just completed Step 2 in my Top Pro Buyer Expert Certification @carolmazur
#realestate #topprogroup

Becoming a high volume top producer is a serious step in life, which requires
professional systems and guidance. Congratulations on putting your buyer
systems in place! Please go to step three of your Top Pro Buyer Expert
Certification.

Search u2 for additional real estate training tips.
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