
S
ales is ultimately a num-
bers game. More exposure
means that you have a

higher chance of selling your
home. That is why open houses
are vital to the success of selling
your home. You want to get as
many people in your house as
possible.

So is there a formula for suc-
cess? How many open houses
should there be to successfully
sell a house? I have sold houses
after one open house and after
multiple weekly open houses.
Unfortunately, there is no one
size fits all answer.

The key is to make sure open
houses are done right.

For starters, there are two
types of open houses: the bro-

ker’s open house and the public
open house. Broker’s open
houses are for licensed real
estate agents and brokers only.
These open houses are not open
to the public, while public open
houses are open houses for
everyone. 

Timing is everything! Your
Realtor should schedule a bro-
ker’s open house as soon as
your home is listed. Usually,
there is a rotating schedule by
district of broker’s open houses,
so your Realtor should conduct
the event according to the rotat-
ing schedule. Make sure this
does not fall during a holiday
week. And check with your
Realtor to ensure that some type
of refreshments will be served.

Serving food will increase foot
traffic, especially if your open
house falls during lunchtime.

It is so much easier for an
agent to sell a house that they

have toured in person, versus a
house that they have only seen
in photos. If turnout is low for
the first broker’s open house,
definitely schedule a second one
the week after.

Schedule your public open
house the first weekend you list
your home. When your home
first shows up as a new listing,
you will get a lot of buzz. You’ll
want to take advantage of this.
If you live in a condo or town
house community and there is
another unit hosting one, too,
you may take advantage of that
increased foot traffic.

You’ll also want to make sure
your open house is advertised in
the newspaper, on top real es-
tate websites and on social me-

dia sites. In addition to that,
you should have good signage. If
your home is not on a main
road, it is smart to put some
signage at the main road to
drive traffic your way. 

There is no one-size-fits-all
formula for open houses. The
key is to work with your Realtor
and formulate a comprehensive
marketing plan that takes into
account the timing of the listing,
timing of open houses, advertis-
ing, staging and other consider-
ations. A good Realtors should
be able to come up with a plan
and be able to execute on it.
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How often should a seller expect a Realtor to host open houses?


