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Tips for Showing Homes              
In the Car

1. Travel in the same car (yours or theirs). If it is yours, make sure it is clean. Taking separate cars cheats you of the opportunity to get feedback after every showing.

2. Always put the decision maker in the front seat. If that can’t be determined initially, put the person of the same sex in the front seat with you.

3. Don’t always take the shortest route; take the most scenic or the one that highlights the community.

4. Drive slowly and carefully.
5. While driving, ask questions so you get to know them better. This will help you to decide which homes they may want to purchase.
6. Insist that they always view each home because the sellers have worked hard to prepare the home for showing. It can be a quick showing. If they adamantly refuse to go inside a particular house, and the seller is home, knock on the door and explain that you are canceling the appointment. 
7. If you drive by a house that you aren’t showing them, always tell them why (price, condition, lack of amenities, under contract, etc.). If you are driving by a FSBO, be sure you know the asking price and what features the home has. It may even be one that is appropriate to show them.

8. Help the buyers to keep only 3 choices at one time. Explain to them that they should have their top 3 choices at all times. With each home you view, ask them to eliminate one so that they will always have just 3 top choices.

In the House
1. Always enter through the front door.
2. Always ring first, when using a key or lockbox. You don’t want to surprise anybody.

3. Introduce yourself and the buyers to the owners, if they are home. Always leave a business card in the home whether it is vacant or not. You never know when a seller is contemplating listing with another broker. Sometimes they will select the new agent from those that have shown the home.

4. Demonstrate the home. Keep the group together the first time through. Then allow them to wander.

5. Show the best part of the house first and last if you can.  If you selected the home because of the great family room, walk there immediately and show them that part of the house. End the tour back at the best part of the house.

6. When showing small rooms, like a bathroom, stay out of it and let the buyers wander through it in a less crowded space.

7. Don’t talk constantly. Let the buyer wander through and observe the home. Keep your comments to a minimum. LISTEN and watch more than you talk. Never make statements, only ask questions while pointing out benefits.

8. Don’t give them fact sheets in the house. They should focus on the house. They can read the fact sheets in the car later. Encourage them to make notes on the fact sheets about the features they liked most or least about each home (their decision factors).

9. Never show the garage last. Show it when it fits into the flow, but never last.

10. Be enthusiastic.
11. Watch for buying signals. 

Some non-verbal signals are:

a. Change of pace in the way they walk.

b. Facial expressions.

c. Touching gestures made to one another or to parts of the home.

Some verbal signals are:

a. Exclamations such as “Oh, I like this.”

b. Discussions about furniture placement.

c. Selection of appropriate bedrooms for family members.

12. After showing the home, walk them to the front door and say, “If this home is even a possibility for you, I’d like you to walk back through it by yourselves. I’ll wait for you right here.”

After the Showing

1.
Have the buyers recap and discuss with you the positive and negative features of each home.

2. Have the buyers identify the homes they may like to see for a second showing, and why they selected these over the other ones. If there are none, try to take a few minutes and better analyze with them what they are looking for and what are their priorities.

3. If people like what they see but do not buy, their level of Motivation must be re-evaluated. You need to re-qualify them before moving ahead.


Close the Sale

If they like a property, suggest you go back to the office and write up a Purchase Contract.
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