KEY QUESTIONS TO ASK AT EVERY OPEN HOUSE

After the initial “Welcome to my Open House Event” chit chat, here are key questions you
should ask of every visitor at every open house:

1. Hi. I'm Ken Crowley and I’'m hosting this open house today for the Smiths. Would you
mind — for their peace of mind — just signing in so they know | was doing my job (big
smile). And, that will enter you into the drawing we are having fora ___ gift card.

2. What brought you to the Open House today?

This is an open-ended question, unlike “May | help you” or “Do you like the house”. It
will initiate conversation about where the visitor is in the homebuying or selling process.

IF THE VISITOR IS A POTENTIAL BUYER:

1.
2.

How long have you been looking for a house?

What internet sites are you using to look for a home? This question is actually
potentially more revealing than the previous question. If they are looking at Redfin,
Zillow, REALTOR.com, and lots of sites, chances are they are serious. If they can’t
think of any sites or just one, they’re just getting started.

Has any agent been working with you? (they will probably say yes). Oh great! May |
ask who? (if they give you a name, don’t give up.) How many houses has he/she
shown you? | see. So you know all about dual agency and required disclosures and
so on? (Depending on their level of confidence, keep pressing. If they seem pretty
solid in their answers about the agent that they have in mind, say “Great. Well,
listen. Just in case anything happens and you would like to have another agent help
you, let me give you my card. And let me write my cell phone number on the back so
you can reach me any time)

If they aren’t working with anyone — OR if they seem kind of shaky or wishy-washy
about their relationship... the next question is: Have you found your ideal house yet?
The answer to the question above will likely be no. Ask the “Would you mind me
asking what is your ideal house? What are you looking for? And scratch down notes.
Even if it’s on the back of a business card.

Final statement — “Well, listen. | see a lot of houses — many of them even before
they come on the market. If | were to run across a house like the one you’re looking
for, would you like me to drop you an email?” Get their information. Follow up
immediately after the open house with an email.

IF THE VISITOR IS A POTENTIAL SELLER:

1. How long have you lived in the neighborhood?
2. How do you think this house compares to yours?
3. Price-wise, what do you think?



4. Have you had anyone give you an idea of what you might be looking at on the off
chance you decide to sell? You know, it never hurts to stay current with your home’s
value —for insurance purposes, to make sure your real estate taxes are in line... lots of
reasons.

5. I'm very familiar with the neighborhood and would be happy to take a few minutes to
take a look at your house and give you an estimate of its value. Would Tuesday work for
you?

IF THEY ARE CLOSER TO SELLING

6. May | ask what’s prompting your thoughts of moving?

7. When are you thinking of selling? So you want to be out before school starts? Has
anyone worked through the timeline of selling with you? People sometimes wait until
much too late to get their house on the market to hit the date they hope for, then they
end up in a crunch and have to sell for less than they would otherwise. I’d be happy to
give you 5 minutes to go over time if you have 5 minutes Tuesday. Or would Wednesday
work better?

8. Have you given any thought to what you might want to ask when it’s time to sell? I'd be
happy to give you my educated opinion. I’d only need about 10 minutes to look at your
house, then | could do some homework and get back in touch with you. How’s Tuesday
for a 10-minute walk-through?



