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WELCOME TO THE UTAH FSBO OPEN HOUSE MARKETING CONSUMER GUIDE

Selling your own home can save money and give you greater control over the selling process. It can also
create challenges when it comes to marketing, attracting qualified buyers, answering financing
questions, and generating enough traffic to produce strong offers.

This guide introduces a different approach.

Instead of trying to manage every aspect of an open house on your own, you can still stay in control
while choosing where a licensed real estate agent or mortgage professional may help while still
maintaining control of your sale. A licensed Utah real estate agent can assist with marketing, planning,
and hosting the open house, while a mortgage professional helps prospective buyers understand their
financing options.

The goal is simple: create a professionally marketed event that benefits everyone involved.

As you work through this guide, you'll learn how to:
 Plan a successful open house from start to finish.
* Prepare your home to make a great first impression.
» Market your event online and throughout the neighborhood.
Attract more qualified buyers.
Collect and follow up with interested visitors.
Avoid common mistakes that reduce attendance or buyer interest.

Whether you're preparing for your first open house or looking to improve your results, this guide provides
practical strategies that you can implement immediately.

+4 Magic Tip
The most successful open houses begin several days before

the front door opens. Planning, preparation, and consistent
marketing usually determine how many qualified buyers walk
through that door.

Educational Notice ' Y

This guide is provided for educational purposes only.
Every home, neighborhood, and real estate
transaction is unique. Always consult with qualified
real estate, mortgage, legal, and tax professionals
regarding your specific situation.
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UNDERSTANDING YOUR OPEN HOUSE PARTNERSHIP

What Is a FSBO Open House Partnership?

Selling a home without listing it with a real estate
brokerage—commonly known as For Sale By Owner
(FSBO)—gives homeowners control over the sales
process. Many sellers appreciate the flexibility of
negotiating directly with buyers and managing the
transaction on their own.

Hosting a successful open house, however, requires
much more than unlocking the front door. Today's
buyers expect professional marketing, accurate
property information, financing resources, and a
well-organized experience. A professionally marketed
open house can attract more qualified visitors and
generate greater interest in the property.

A FSBO Open House Partnership combines the
strengths of three parties:

¢ The Homeowner, who maintains control of the
sale.

* If you choose to partner with a licensed Utah real
estate agent, they may help with marketing,
planning, and open house support.

¢ |f you choose to include a mortgage professional,
they can help buyers understand financing
options.

The homeowner remains in charge of pricing,
negotiations, and accepting offers, while the real
estate and mortgage professionals help create an
organized, professional event that benefits everyone
involved.

Marketing Insight

"Great open houses don't happen by accident.
They are planned, promoted, and professionally
executed."

+4+ Magic Tip

just a showing. Every visitor represents an

opportunity to sell your home, expand your network,
or help someone take the next step toward
homeownership.

Utah Homeownership Authority Educational Series
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Why Homeowners Choose This Approach

v/ Maintain control of the sale

v/ Receive professional marketing support

v/ Increase neighborhood exposure

v/ Attract more qualified buyers

v/ Give buyers immediate financing resources
v/ Create a more professional open house
experience

Myth vs. Fact
Myth
Hosting an open house is as simple as putting a
sign in the yard and waiting for buyers to arrive.
Fact
Most successful open houses are the result of a
carefully planned marketing campaign that begins
several days before the event. Professional
preparation, strategic advertising, neighborhood
outreach, and consistent follow-up typically
produce far better results than relying on signage
alone.

Today's Action

o Decide what help you want from a licensed real
estate partner.

0 Decide whether buyers would benefit from a
mortgage professional being available.

0 Pick your target open house date.

o Start your home preparation list.

v PO
GOALS:

/ MAX EXPOSURE

/ GREAT EXPERIENCE

'/ MORE OFFERS!

DETAILS:
SAT 2-4PM
REFRESHMENTS

T WMOUSE
Ol

| & MARKETING
uémww"ﬁ
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WHY A PROFESSIONAL FSBO PARTNERSHIP WORKS

A Successful Open House Begins Long Before
the Front Door Opens

Many homeowners believe that hosting an open
house is simply a matter of placing a few signs
around the neighborhood and waiting for buyers to
arrive. While signs are important, today's buyers
expect much more.

A successful open house combines professional
marketing, attractive presentation, buyer education,
financing guidance, and organized follow-up. When
each part of the process is handled well, the open
house is more likely to attract qualified buyers and
create meaningful interest in the property.

By partnering with a licensed Utah real estate agent
and a mortgage professional, homeowners gain
access to proven marketing systems while remaining
in control of their sale.

Marketing Insight

"The most successful open houses are carefully
planned events—not last-minute showings. Preparation
creates confidence, and confidence creates results.”

++ Magic Tip

Y Don't just market your house—market the lifestyle
buyers can imagine living there.

Key Takeaway

Professional preparation
before an open house
usually creates better
results than last-minute
advertising.

Utah Homeownership Authority Educational Series

Benefits to the Homeowner

v/ Maintain complete control of the sale

v/ Receive professional marketing support

v/ Increase exposure to qualified buyers

v/ Benefit from a licensed real estate professional's
expertise

v/ Offer onsite mortgage financing information

v/ Create a more organized open house experience
v/ Save time through a coordinated marketing plan

Myth vs. Fact
Myth
Professional marketing is only available if | list my
home with a real estate brokerage.
Fact
Some homeowners choose to partner with real
estate and mortgage professionals for marketing
and open house support while retaining control of
their sale. The specific services provided depend
on the agreement between the parties.

Today's Action
o Select your target open house weekend.

o Meet with your licensed real estate professional
and mortgage professional.

o Walk through the home and create a preparation
list.

o Schedule professional photography.




YOUR OPEN HOUSE TEAM

Understanding Each Partner's Role

A successful FSBO Open House Partnership works best
when each participant understands their role. The
homeowner remains in control of the sale, while the
licensed real estate agent and mortgage professional
contribute their expertise to create a well-organized,
professionally marketed event.

When each person focuses on what they do best, buyers
enjoy a better experience and the homeowner benefits

from increased exposure and stronger buyer engagement.

Responsibilities of the Mortgage Professional

v/ Answer financing questions

v/ Explain mortgage options

v/ Discuss pre-approval and buying power

v/ Help qualified buyers understand monthly payments
v/ Schedule financing consultations

v/ Provide educational mortgage resources

Vv Assist buyers who need financing after the event

Marketing Insight

The best partnerships allow everyone to focus on their
strengths. Homeowners know their property best, real
estate professionals know how to market it, and
mortgage professionals help buyers understand how
they can afford it.

4 Magic Tip
e goalisn't to replace the homeowner—it's to
surround them with professionals who help create a

successful open house while allowing them to remain
in control of their sale.

Key Takeaway

Everyone succeeds when
everyone knows their role.

FIND YOUR

¢T HOME
PER:'EE Lo
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Responsibilities of the Homeowner

v/ Determine the asking price

v/ Decide whether to accept or reject offers
v/ Prepare the home for showings

v/ Complete agreed-upon repairs

v/ Provide accurate property information
v/ Coordinate showing availability

v/ Make all final selling decisions

Responsibilities of the Licensed Real Estate Professional
v/ Develop the marketing strategy

v/ Create marketing materials and flyers

v/ Coordinate social media promotion

v/ Organize neighborhood marketing

Vv Install directional signs (where permitted)

v/ Help host the open house

v/ Answer general real estate questions

v/ Coordinate visitor flow

v/ Assist with post-event follow-up

Myth vs. Fact
Myth
If | partner with a real estate agent, I'll lose control of
selling my home.
Fact
A FSBO Open House Partnership is designed so the
homeowner remains in control of pricing, negotiations,
and accepting offers. Marketing and open house support
are provided according to the agreement between the
homeowner and the professionals involved.

Today's Action

o Decide who will greet visitors.

o Decide who will answer financing questions.

o Determine who will manage the sign-in sheet or

QR code.

o Review everyone's responsibilities before the

event.
“{ %

_ FINANCING OPTIONS
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THE 7-DAY OPEN HOUSE PLAN

A Great Open House Doesn't Start on Saturday Why This Timeline Works

v/ Builds awareness throughout the week

The most successful open houses begin nearly a week i } )
v/ Reaches buyers using multiple marketing channels

before the event. A structured marketing plan creates ) . ; o ) )
awareness, attracts more qualified buyers, and gives V/ Gives neighbors time to invite friends and family

neighbors time to share your property with friends and V/ Creates exmtem.ent leading up.to the event
family v/ Prevents last-minute preparation and stress

v/ Produces a more professional open house

Instead of trying to accomplish everything the day experience
before your open house, break the process into
manageable daily tasks. By following this seven-day
schedule, you'll arrive on Open House Day fully
prepared and positioned for success.

Marketing Insight

Think of your marketing as a countdown, not a one-
time announcement. Every day should build awareness
and reinforce the upcoming event, keeping your

Buil dl\:& NMD:\rT(eting property top of mind for buyers and neighbors alike.
4
TUESDAY Myth vs. Fact
Launch Online Campaign Myth
4 All of your marketing should happen the day
WEDNESDAY before the open house.
Reach the Neighborhood Fact
v The most effective open house marketing is spread
THURSDAY across several days. Consistent exposure through
Prepare the Home social media, neighborhood outreach, direct mail,
+ and reminders typically produces better
FRIDAY attendance than a single burst of advertising.
Build Excitement
+ Today's Action
SATURDAY
Host the Open House 0 Select your open house date and time.
v o Print the seven-day marketing checklist.
SUNDAY . S e
Follow Up 0 Assign responsibilities to each partner.

o Add each daily task to your calendar.

it’s to create multiple opportunities for
buyers to discover your home throughout

the week. Repetition builds recognition,
and recognition builds attendance.

Key Takeaway

Successful open houses are
built through consistent
planning and daily
execution—not last-minute
advertising.
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MONDAY: BUILD YOUR MARKETING FOUNDATION

The First Day Sets the Tone

The success of your open house often depends on what
you accomplish on Monday. Instead of waiting until the
end of the week, begin preparing your marketing materials,
organizing your campaign, and assigning responsibilities to
everyone involved.

Think of Monday as your planning day. The more organized
you are now, the smoother the rest of the week will be.

Monday Marketing Checklist

v Confirm the date and time of the open house.

v Meet with your Open House team.

v Create or update the property information sheet.

v Schedule professional photography if needed.

v Design the open house flyer.

v Create a QR code linking to the property information or
registration page.

v Build the online registration or sign-in form.

v Order printed marketing materials.

v Determine the EDDM carrier route.

v Assign responsibilities for the remainder of the week.

everything together—ﬂyers QR codes, reglstratlon

forms, and social media graphics should all use the
same photos, branding, and messaging. Consistency
builds trust and recognition.

Key Takeaway

Monday is planning day. A
strong marketing
foundation creates a
smoother, more successful
open house throughout the
rest of the week

Utah Homeownership Authority Educational Series

Monday Deliverables

A completed marketing plan.

Property photos ready for promotion.
Flyer design completed or in progress.
QR code tested and working.
Registration form created.

Social media content drafted.

EDDM route selected.

Open house date confirmed.

Myth vs. Fact
Myth
| can prepare everything the day before the open house.
Fact
Professional marketing takes time. Starting on Monday
allows you to build awareness throughout the week, giving
buyers multiple opportunities to discover your property.

Marketing Insight

The best partnerships allow everyone to focus on their
strengths. Homeowners know their property best, real
estate professionals know how to market it, and
mortgage professionals help buyers understand how
they can afford it.

Today's Action

o Confirm the open house date and time.
o Create the property flyer.

o Build the QR code and test it.

o Set up the visitor registration form.

TODO
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TUESDAY: LAUNCH YOUR DIGITAL MARKETING CAMPAIGN

Get Your Open House in Front of the Right People

Tuesday is the day your marketing goes live. The goal is to
create awareness across multiple platforms so buyers
have several opportunities to discover your open house
before the weekend.

Rather than relying on a single Facebook post, build a
coordinated digital campaign. Consistent messaging
across social media, email, text, and neighborhood groups
increases visibility and keeps your open house top of mind
throughout the week.

Remember, every post should encourage one action:
attend the open house or request additional information

Tuesday Marketing Checklist
v/ Publish your Facebook Open House event.

v/ Post the property on Facebook, Instagram, and LinkedIn.

v/ Share the listing in local community and neighborhood
groups (where permitted).

v/ Email your client database.

v/ Send a text announcement to qualified buyers and past
clients.

Vv Verify that the QR code links to the correct property
page or registration form.

v/ Confirm that all posts include the open house date,
time, address, and contact information.

v/ Respond promptly to comments, messages, and
questions.

Use the same photos, colors, logo, and message
across every platform. Consistent branding makes

your marketing look more professional and helps
buyers recognize your property wherever they see it.

Key Takeaway

Your digital marketing
campaign should create
multiple opportunities for
buyers to discover your
open house before
Saturday.

Utah Homeownership Authority Educational Series

Tuesday Digital Marketing Channels

v/ Facebook Open House event
v/ Instagram post and story
v/ LinkedIn post

v/ Email announcement

v/ Text message reminder

v/ Neighborhood group post
v/ QR code tested

Vv All links confirmed

Myth vs. Fact
Myth
Social media alone will fill my open house.
Fact
Social media works best when combined with email, text
messages, neighborhood outreach, signs, and personal
invitations.

Marketing Insight

Consistency builds familiarity. When buyers see your
property several times during the week, they are more
likely to remember the event and attend the open
house.

Today's Action

o Publish your Facebook Open House event.
o Schedule Instagram and Facebook reminder
posts.

o Send your email announcement.

o Share the event in approved neighborhood
groups.

Details

MAY © saturday, May 18 at 11 AM-2PM

1 8 - . “ [ @ 123 Maple Way

springfild, L 62704
SAT gf

ES @ Public
” Anyone on or off Facebook

SATURDAY, MAY 18 AT 11 AM - 2PM

Open House! &

See More

123 Maple Way, Springfield, IL 62704
@ Public - Hosted by Dream Home Realty

& Interested

00 142

Hosted by

Dream Home Realty
@DreamHomeRealty

Message Host

© Geing  snare -

23 Comments 37 Shares.

About

The Utah FSBO Open House Marketing Guide



WEDNESDAY: REACH THE NEIGHBORHOOD

Build Local Excitement Before the Open House

By Wednesday, your online marketing should already be
generating interest. Now it's time to focus on the people
most likely to know someone looking to move into the
neighborhood.

Neighbors are often your best marketing partners. They
may have family members, friends, or coworkers who
would love to live nearby. A professional neighborhood
marketing campaign can dramatically expand your reach
beyond online advertising alone.

The goal is to make sure your neighborhood knows an
Open House is happening this Saturday.

Wednesday Marketing Checklist

v/ Deliver your Every Door Direct Mail (EDDM) campaign to

USPS.

v/ Confirm the mailing route covers the surrounding
neighborhood.

Vv Install "Coming Soon - Open House Saturday" signs
where permitted.

v/ Post reminders in neighborhood social media groups
(following community rules).

v/ Notify nearby homeowners personally when
appropriate.

v/ Deliver door hangers or invitations if they are part of
your marketing plan.

v/ Contact nearby businesses that may allow community
event postings.

v/ Confirm your Realtor and mortgage partner are ready
for Saturday.

AUl VC et U Ci

an invitation. The purpose is to create awareness,
encourage conversations, and remind neighbors that

someone they know may be looking for a home in the
area.

Key Takeaway

Neighborhood marketing
turns local homeowners
into ambassadors who can
help spread the word about
your open house.

Utah Homeownership Authority Educational Series

Neighborhood Marketing Ideas

Every Door Direct Mail (EDDM)
e Saturate the surrounding carrier route.
¢ Include a QR code.
¢ Highlight the Open House date and time.
¢ Feature professional photos.
e Include contact information.
Neighbor Invitations
Invite nearby homeowners to stop by.
Many neighbors know someone who wants to live nearby.
Community Groups
¢ HOA Facebook Groups
¢ Neighborhood Apps
e Community Bulletin Boards
¢ | ocal Events Calendars
Word of Mouth
Ask neighbors to share your Open House with:
¢ Friends
e Family
e Coworkers
e Church members
¢ Social media followers

Myth vs. Fact
Myth
Only active homebuyers attend Open Houses.
Fact
Many Open House visitors are neighbors who know
someone looking for a home. A neighbor referral can
become one of your most qualified buyers.

Marketing Insight

Your neighborhood is one of your strongest marketing
assets.

The people who already love living there are often your
best ambassadors. Give them a reason to share your
Open House with others.

Today's Action

o Deliver EDDM to USPS.

o Verify your "Coming Soon" signs are installed
correctly.

o Post reminders in approved neighborhood groups.
o Invite your immediate neighbors personally.

Page 10 The Utah FSBO Open House Marketing Guide



THURSDAY: PREPARE YOUR HOME TO IMPRESS

First Impressions Matter

By Thursday, your marketing should be creating
excitement. Now it's time to make sure your home is ready
for the buyers who will walk through the front door.

Buyers often decide how they feel about a home within
the first few minutes of arriving. A clean, organized, and
welcoming home helps buyers focus on the property's
features instead of distractions.

Remember, you're not decorating for yourself—you are
creating a space where buyers can imagine making it their
own.

Thursday Preparation Checklist

Inside the Home

v/ Deep clean every room.

v/ Vacuum carpets and mop hard floors.
v/ Dust furniture, shelves, and ceiling fans.
v/ Clean mirrors and windows.

v/ Replace burned-out light bulbs.

v/ Remove personal photographs.

v/ Organize closets and storage areas.

v/ Hide medications and personal documents.
v/ Secure firearms and valuables.

v/ Empty trash cans

Buyers don't compare your home to how you

normally live—they compare it to every other home
they've seen. Small improvements before an open
house often create a much stronger first impression.

Key Takeaway
A clean, organized home

helps buyers imagine living
there.

Utah Homeownership Authority Educational Series
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Curb Appeal Checklist
v/ Mow the lawn

v/ Trim bushes

v/ Sweep sidewalks

v/ Clean front porch

v/ Add fresh flowers if appropriate
v/ Remove trash cans

v/ Make house numbers visible

Myth vs. Fact
Myth
Buyers can overlook clutter.
Fact
Clutter, odors, poor lighting, and deferred maintenance
distract buyers and make rooms feel smaller.

Marketing Insight

Buyers purchase emotionally before they justify
logically.

Today's Action

o Deep clean the home.

o Remove clutter.

o Secure valuables and medications, and
complete small repairs.

o Walk through the home one final time.

The Utah FSBO Open House Marketing Guide



FRIDAY: BUILD EXCITEMENT

Today's Goal
Build excitement and make sure buyers remember
tomorrow's Open House.

Friday is your final opportunity to build excitement before
buyers arrive. Your marketing campaign is already in
motion, your home should be nearly ready, and now it's
time to remind buyers that tomorrow is the day to visit.

Friday is not the day to start from scratch. It is the day to
confirm details, increase visibility, and make sure every
marketing piece points people clearly to the open house.

FOR SAL}

A

PREMIER

@pREMIER

REAL ESTATE

% Do not let your marketing go quiet the day before

the open house. Friday is when you turn awareness
into attendance.

Key Takeaway

Friday Checklist

v/ Confirm the home is clean and staged.

v/ Confirm all signs, flyers, and registration materials are
ready.

v/ Test QR codes and registration links.

v/ Meet briefly with your real estate partner and mortgage
professional to confirm everyone's role before tomorrow's
Open House.

v/ Door knock nearby homes if appropriate.

v/ Send reminder texts and emails.

v/ Publish your "Open House Tomorrow" reminder.

Myth vs. Fact
Myth
If people are interested, they'll remember to come.
Fact
Many buyers have busy schedules and multiple
commitments. A reminder the day before helps keep your
open house top of mind and increases the likelihood that
interested buyers will attend.

Marketing Insight

Friday is reminder day. The goal is to make your open
house easy to remember, easy to find, and easy to attend.

| Today's Action

o Post your “Open House Tomorrow” reminder.

o Confirm all signs, flyers, and registration
materials are ready.

o Test your QR code.

o Complete the final home walkthrough.

The work you complete on Friday determines how confidently you'll welcome buyers on Saturday.

Utah Homeownership Authority Educational Series
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SATURDAY: HOST A SUCCESSFUL OPEN HOUSE

Today's Goal
Deliver an outstanding experience for every visitor.

Making a Great First Impression

Today is the day your preparation comes together. Buyers
are arriving to experience your home, ask questions, and
decide whether they can picture themselves living there. A
welcoming, organized, and professional open house helps
create a positive first impression from the moment
visitors arrive.

Remember, your goal is not to pressure buyers into making
an offer. Instead, create an enjoyable experience where
visitors feel comfortable exploring the home, asking
questions, and learning about their financing options if
needed.

A successful open house is built on hospitality,
professionalism, and preparation.

+4+ Magic Tip
visitors what they're looking for, what questions they

have, and what they like about the home. Great
conversations build trust far better than a sales

presentation.

Key Takeaway

Open House Checklist

v/ Arrive 30-45 minutes early.

v/ Turn on all interior and exterior lights.

v/ Open blinds and curtains to maximize natural light.
v/ Set the thermostat to a comfortable temperature.
v/ Put away pets, pet bowls, and litter boxes.

v/ Place refreshments and marketing materials where
visitors can easily find them.

v/ Test your QR code and visitor registration.

v/ Display property flyers and financing information.
v/ Greet every visitor with a smile.

v/ Thank each guest for attending.

v/ Keep a bottle of water and light snacks available for
yourself.

Myth vs. Fact
Myth
The goal of an open house is to convince every visitor to
buy the home.
Fact
Many visitors are in the early stages of their home search.
A successful open house creates a positive experience,
answers questions, and encourages future conversations
—even if someone isn't ready to make an offer that day.

Hosting Insight

Every visitor deserves a five-star experience.

Buyers may not remember every feature of the home, but
they will remember how welcomed, informed, and
comfortable they felt during their visit.

Today's Action

o Arrive at least 30 minutes early.

o Complete a final walkthrough before the first
visitor arrives.

o Test your registration system and QR code.

0 Ask interested visitors whether they would
like additional information or a follow-up
conversation.

The best open houses leave buyers excited to take the next step—even if that step isn't making an offer today.

Utah Homeownership Authority Educational Series
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SUNDAY: FOLLOW UP LIKE A PROFESSIONAL

The Open House May Be Over—But Your Work Isn't

The most successful open house professionals know that
follow-up is where relationships are built. Many visitors
won't make an offer immediately, but they may become
future clients, schedule a private showing, or refer
someone they know.

Sunday is the day to organize your notes, thank visitors for
attending, and continue conversations while your open
house is still fresh in everyone's mind. Prompt,
professional follow-up demonstrates excellent service and
helps turn interest into opportunity.

Remember, every visitor deserves a response—even if they
weren't interested in purchasing the home.

% Every visitor is more than an attendee—they're a
relationship. Even if someone doesn't buy this home,
they may become a future client or recommend your
services to someone else.

Key Takeaway

Sunday Follow-Up Checklist

v/ Organize your visitor registration forms.

v/ Send thank-you texts or emails to every visitor.

v/ Contact buyers who requested additional information.
v/ Schedule private showings for interested buyers.

v/ Provide the homeowner with feedback from visitors.
v/ Follow up with neighbors who attended.

v/ Update your contact database or CRM.

v/ Review what worked well and identify opportunities to
improve your next open house.

Myth vs. Fact
Myth
If buyers are interested, they'll contact me.
Fact
Many buyers appreciate timely, professional follow-up. A
simple thank-you message or offer to answer additional
questions can help keep the conversation moving and
demonstrate your commitment to excellent service.

Marketing Insight

The open house ends when the last visitor leaves, but the
opportunity continues through thoughtful follow-up.

Professional follow-up strengthens relationships, builds
trust, and creates future opportunities with buyers,
neighbors, and referral partners.

Today's Action

o Send thank-you messages to every visitor.

o Schedule follow-up conversations with
interested buyers.

o Deliver visitor feedback to the homeowner.
0 Add new contacts to your CRM or follow-up
system.

A successful follow-up strategy turns a single open house into lasting relationships and future opportunities.
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MULTI-CHANNEL OPEN HOUSE MARKETING

Reaching More Buyers Before Open House Day

A successful open house doesn't rely on a single
advertisement or social media post. The most effective
marketing plans combine several methods to help more
buyers discover your home throughout the week.

Your Open House Partnership uses a coordinated
marketing strategy designed to reach buyers where
they're already looking—online, in the neighborhood, and
through personal connections.

Each marketing activity builds on the others to create
greater awareness before your open house begins.

Myth vs. Fact
Myth
One great advertisement is enough to create a successful
open house.
Fact
Successful open houses are usually promoted through
multiple marketing channels over several days. Consistent
exposure helps more buyers discover your home and
remember your event.

Marketing Insight

The most effective marketing creates multiple
opportunities for buyers to discover your home.

Seeing your property more than once—whether online,

through neighborhood marketing, or from an Open House
sign—helps build recognition and encourages attendance.

Some discover properties on social media, others
notice neighborhood signs, and many hear about
them from friends or neighbors. A successful

marketing plan reaches buyers in several different
ways.

Key Takeaway

Your Marketing Plan May Include

Digital Marketing

v/ Facebook

v/ Instagram

v/ LinkedIn

Vv X (formerly Twitter)

v/ Email announcements

v/ Text message reminders

Neighborhood Marketing

v/ Every Door Direct Mail (EDDM) (Optional)

v/ Neighbor invitations

v/ Community bulletin boards (where permitted)
v/ Neighborhood social media groups

v/ Directional Open House signs (where permitted)
Optional Marketing Upgrades

Some marketing services involve additional costs and are
available only if you choose to include them.
Examples include:

v/ Every Door Direct Mail (EDDM)

v/ Professional video

v/ Drone photography

v/ Paid social media advertising

Your Open House team will explain the benefits and
estimated costs so you can decide which options best fit
your marketing goals and budget.

Today's Action

o Review your marketing calendar with your
Open House team.

o Decide whether optional marketing upgrades
fit your goals and budget.

o Confirm your social media schedule.

o Verify that all marketing materials are ready
before launch.

The strongest Open House marketing plans combine several methods to create repeated exposure before buyers

arrive.
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EVERY DOOR DIRECT MAIL (EDDM)

Expanding Your Open House Beyond the Internet

While digital marketing reaches many buyers, your closest
neighbors may never see your online posts. Every Door
Direct Mail (EDDM) is an optional marketing strategy that
delivers professionally designed postcards to homes
surrounding your property.

Neighbors often know friends, family members, or
coworkers who would love to live nearby. By notifying the
surrounding neighborhood, you increase the chances that
someone will share your open house with a qualified
buyer.

EDDM is not required, but many homeowners choose it as
an additional way to increase local awareness before their
open house.

Myth vs. Fact
Myth
Only buyers need to know about my open house.
Fact

Neighbors are often one of your best marketing resources.

They may know someone who has been hoping to move
into the neighborhood and can help spread the word
about your open house.

Marketing Insight

The best marketing reaches buyers from multiple
directions.

Digital marketing helps people searching online, while
neighborhood marketing helps people who already know
and love the community.

Think of your neighbors as ambassadors for your
home. The more people who know your open house

is happening, the greater the opportunity for
someone to share it with a friend, family member, or
coworker.

Key Takeaway

How EDDM Works

Your Open House team can help:

v/ Design a professional postcard

v/ Select the appropriate USPS carrier routes

v/ Create a QR code linking to your property information
v/ Prepare the mailing for USPS

v/ Coordinate delivery before your open house

You decide whether this optional marketing service fits
your goals and budget.

Benefits of EDDM

v/ Increases neighborhood awareness

v/ Encourages neighbor referrals

v/ Supports your online marketing

v/ Creates another opportunity for buyers to discover your
home

v/ Reaches households that may not use social media

v/ Provides a professional marketing appearance
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Today's Action

o Decide whether EDDM fits your marketing
goals and budget.

0 Review the recommended mailing area.

o Approve your postcard design.

o Confirm the mailing date with your Open
House team.

EDDM is an optional marketing upgrade that can expand neighborhood awareness and complement your digital

marketing strategy.
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OPEN HOUSE SIGNS & DIRECTIONAL MARKETING

Making It Easy for Buyers to Find Your Home Your Sign Plan

Even the best marketing won't help if buyers have trouble  Your Open House team may help with:

finding your home. Well-placed Open House signs guide v/ Planning sign locations

visitors from major roads into your neighborhood and v/ Creating a route from major roads

create additional visibility for people already driving v/ Placing directional arrow signs

nearby. v/ Installing the main Open House sign
v/ Removing signs after the event

Your Open House Partnership will help develop a sign v/ Checking local sign regulations

placement plan that complies with local rules while v/ Confirming HOA requirements, when applicable

making it easy for buyers to follow the route to your home.

Remember, signs are designed to guide buyers—not Where Should Signs Be Placed?

distract drivers. Clear, professional signage creates a Major Roads

better first impression before visitors even arrive. Help buyers locate the neighborhood.

Neighborhood Entrances
Direct traffic toward your street.
Key Intersections

Myth vs. Fact Use arrow signs where drivers must turn.
Myth In Front of Your Home
The more signs | place, the better. Place a professional Open House sign where it is clearly
Fact visible from the street.

A well-planned sign strategy is usually more effective than
placing signs everywhere. Clear, easy-to-follow directions
help buyers arrive with less confusion while respecting
local ordinances and HOA rules.

Marketing Insight
Your signs are the final step in your marketing campaign.
They connect all of your online advertising, neighborhood

outreach, and digital marketing by guiding interested
buyers directly to your front door.

Toda's Action
0 Review your sign placement map.

yourself. If it's easy for you to find your home using o Confirm local city and HOA sign rules.

only the signs, it will be easier for buyers too. 0 Prepare all directional signs before Saturday
morning.

o Plan who will place and remove each sign.

% Before your open house begins, drive the route

Key Takeaway

Professional, easy-to-follow signage helps buyers arrive with confidence and reinforces the quality of your open
house from the very beginning.
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DIGITAL MARKETING & SMART TOOLS

How Smart Technology Benefits You

Your Open House Partnership uses modern technology—
including modern digital tools, including Al-powered
technology—to help make your open house more
organized, efficient, and convenient for both you and your
visitors.

e Capture visitor information accurately.

e Reduce paperwork.

¢ Answer common questions quickly.

e Help organize follow-up.

e Connect interested buyers with the right professional.

o Allow your team to spend more time helping people
and less time managing forms.

Behind the scenes, these tools work together to reduce
paperwork, improve communication, and help your Open
House Partnership spend more time helping visitors and

lﬁirﬂ&ﬁ@mém administrative tasks.

The best marketing combines traditional methods with
modern technology.

A yard sign, social media, QR codes, direct mail, and

personal conversations all work together to create a
stronger Open House experience.

0

Digital Property Information

Instead of handing every visitor a large packet of printed
information, your Open House team may provide access
to digital resources that can include:

v/ Property information

v/ Professional photos

v/ School information

v/ Neighborhood highlights

v/ Community amenities

v/ Mortgage payment examples

v/ Open House documents

Vv Seller disclosures (when applicable)
v/ Contact information

Smart Marketing Tools

Your Open House team may use a combination of
traditional marketing and digital technology to help more
buyers discover your home before the open house.

v/ Facebook

Vv Instagram

Vv LinkedIn

Vv X

v/ Email campaigns

Vv Text message reminders
v/ QR codes

v/ Landing pages

Myth vs. Fact
Myth
More technology always means better results.
Fact
Technology works best when it supports a thoughtful
marketing plan and personal communication. The goal is
to make it easier for buyers to learn about your home—not
to replace personal interaction.

_ Today's Action

) 4 o Review the digital property information.
_ 0 Decide whether optional marketing upgrades fit
your budget.
o Test every online link.
o Confirm all QR codes work correctly.

% Technology should make it easier for buyers to
learn about your home, not harder. Keep information

simple, easy to access, and mobile-friendly.

Key Takeaway

Modern technology should make your open house easier to manage while helping buyers get the information they
need quickly and conveniently.
Utah Homeownership Authority Educational Series
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PREPARING YOUR HOME TO MAKE A GREAT FIRST IMPRESSION

Your Home Is the Star of the Open House

The purpose of an open house is to help buyers
imagine what it would feel like to live in your home.
Before visitors arrive, take time to prepare every
space so it feels clean, bright, welcoming, and well
cared for. Small improvements—such as reducing
clutter, improving lighting, and organizing personal
belongings—can have a significant impact on a
buyer's overall impression.

Remember that buyers often notice details
homeowners overlook because they've become part
of everyday life. A fresh perspective can make a
tremendous difference. Your Open House
Partnership is there to offer suggestions, but you
remain in control of how your home is presented.

Why Preparation Matters

A well-prepared home helps buyers focus on the features
that make your property special instead of being
distracted by clutter, odors, poor lighting, or unfinished
projects. When buyers can easily imagine themselves
living in the home, they often spend more time exploring
and asking questions.

The goal is to create an environment that feels clean,
spacious, and welcoming from the moment visitors arrive
until they leave.

Myth vs. Fact
Myth
My home has to be perfect before | can hold an open
house.

Fact
Buyers don't expect perfection. They appreciate homes

that are clean, organized, and well maintained. Thoughtful
preparation creates a stronger first impression than
expensive upgrades.

Preparing your home isn't about making it perfect.
It's about making it comfortable, inviting, and easy
for buyers to picture themselves living there.

Marketing Insight

First impressions are made within minutes of arriving at a
home.

Simple improvements such as better lighting, clean
windows, fresh towels, and organized spaces can leave a
lasting positive impression.

Today's Action

o Walk through your home with fresh eyes.

o Make a list of areas that need attention.

o Complete the Room-by-Room Checklist on
the next page.

o Ask your Open House team for any final
staging suggestions.

Walk through your home as if you were visiting it
for the very first time. Pause at the front door, enter

each room slowly, and ask yourself what catches
your attention. If something distracts you, it may
distract a buyer as well.

Key Takeaway

A clean, bright, and welcoming home helps buyers imagine themselves living there—and that's one of the most
important goals of every open house.

Utah Homeownership Authority Educational Series Page 19 The Utah FSBO Open House Marketing Guide



ROOM-BY-ROOM OPEN HOUSE CHECKLIST

Z» Entryway

o Sweep porch and walkway

o Clean front door

o Polish door hardware

0 Test doorbell

o Add a clean welcome mat

o Remove shoes and clutter

0 Make house numbers visible

a= Living Room

o Turn on lights

o Open blinds and curtains
o Dust furniture

o Vacuum floors

o Straighten pillows

o Remove personal photos
o Hide excess cords

o Remove unnecessary furniture

Kitchen
o Clear countertops
o Empty sink
o Wipe appliances
o Remove refrigerator magnets
o Empty trash
o Clean floors
o Store pet bowls
o Fresh hand towel

N Bathrooms

o Put toilet lids down

o Display clean towels

o Clean mirrors

o Empty trash

o Remove medications

o Store personal hygiene items
o Restock toilet paper

o Fresh soap

Myth vs. Fact
Myth
Every room has to look like a magazine
before you can host an Open House.
Fact
Buyers are looking for a home they can
picture themselves living in—not
perfection. A clean, organized, and well-
maintained home creates a stronger
impression than expensive decorating.

were visiting it for the very first time.
Pause at the front door, enter each
room slowly, and ask yourself what
catches your attention. If something

distracts you, it may distract a buyer as
well.

Marketing Insight

First impressions are made within
minutes of arriving at a home.

Simple improvements such as better
lighting, clean windows, fresh towels, and
organized spaces can leave a lasting
positive impression.

Today's Action
o Complete this checklist before
visitors arrive.
o Ask your Open House team to do
one final walkthrough.
0 Make any last-minute adjustments.
o Welcome your first visitors with
confidence.

1. Bedrooms

o Make every bed

o Organize nightstands

o Put away laundry

o Open blinds

o Turn on lights

0 Remove excess clothing
o Straighten closets

& Garage

o Sweep floor

o Organize tools

o Store chemicals safely

o Remove clutter

0 Open garage if appropriate

& Backyard

o Mow lawn

o Trim bushes

O Sweep patio

o Arrange outdoor furniture
0 Remove pet waste

o Store garden tools

¥ Final Walkthrough

o Set thermostat to 70-72°

0o Turn on every light

o Open all blinds

o Lock away firearms

o Hide valuables

o Hide medications

o Remove pet bowls and litter boxes

o Empty trash

o Add a light, neutral scent

o Start soft background music (optional)
o Put out bottled water or refreshments
(optional)

o Test QR code

o Display property flyers

o Verify visitor sign-in area is ready

Remember: You remain in control of every decision. Your Open House Partnership is there to provide professional
guidance, marketing support, and financing expertise while helping you showcase your home at its very best.

Key Takeaway

The better your home looks on Open House day, the easier it is for buyers to imagine making it their own.
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OPEN HOUSE STAGING ROOM BY ROOM

Room-by-Room Staging Guide

Entryway

Create a clean, welcoming first impression. Remove shoes, coats,
packages, and clutter. Sweep the porch, clean the front door, and
make sure the entry feels bright.

Help Buyers See the Home, Not the Clutter

Staging does not mean making your home look expensive
or perfect. It means preparing each room so buyers can

clearly see the space, layout, light, and potential. .
Living Room

Make the room feel open and comfortable. Remove extra
furniture, straighten pillows, open blinds, and reduce personal
items so buyers can imagine their own furniture in the space.

When rooms feel clean, open, and organized, buyers
spend less time noticing distractions and more time
imagining themselves living in the home. Your Open House
team may offer suggestions, but you decide how your
home is presented.

Kitchen

Clear countertops as much as possible. Empty the sink, wipe
appliances, remove refrigerator magnets, and keep only a few
simple items visible.

Bathrooms

Bathrooms should feel fresh and clean. Put toilet lids down, hide
medications and personal items, clean mirrors, and display fresh
towels.

Myth vs. Fact
Myth
Staging means spending a lot of money on furniture and

decorations. Bedrooms

Make every bed, clear nightstands, put away laundry, and open

Fact ‘ )
Good staging often starts with removing clutter, blinds. Bedrooms should feel restful, simple, and uncluttered.
improving lighting, cleaning surfaces, and helping each Closets & Storage

Buyers will look inside closets. Remove extra items, organize

room feel more spacious. ; .
shelves, and create the impression of usable storage space.

Garage & Utility Areas

Sweep floors, organize tools, store chemicals safely, and clear
pathways. These areas do not need to be perfect, but they
should feel functional.

Marketing Insight Backyard & Outdoor Spaces
Mow the lawn, remove pet waste, arrange patio furniture, sweep
Buyers buy space, light, and possibility. walkways, and put away garden tools.

Your goal is to help every room feel easy to understand
and easy to imagine living in

++ Magic Tip Today's Action
Y When in doubt, remove one more item. Less o Walk through each room.
0 Remove clutter and personal items.
o Open blinds and turn on lights.
o Ask your Open House team for one final
staging review.

S >

clutter usually makes rooms feel larger, cleaner, and
more inviting.

Key Takeaway

Great staging helps buyers focus on the home’s potential instead of the homeowner’s belongings.
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FREQUENTLY ASKED QUESTIONS

Answers to Common Open House Questions

Hosting a For Sale By Owner open house is an exciting
opportunity to showcase your home, but it's also natural
to have questions about what to expect. The following
answers address many of the questions homeowners ask
before and during an open house.

Remember, your Open House Partnership is there to
support you, answer questions, and help create a
professional experience from beginning to end.

Frequently Asked Questions

Should | stay at home during the Open House?

In most cases, it's best to leave the home during the open
house. Buyers often feel more comfortable exploring the
property and asking questions when the homeowner isn't
present. Your Open House team can welcome visitors
while you enjoy a short break.

What if someone wants to make an offer?
Congratulations! If a buyer wants to make an offer, your
licensed real estate partner can help explain the process
and coordinate communication. You remain in complete
control of accepting, rejecting, or negotiating any offer.

What if a visitor already has a Realtor?

That's perfectly fine. Buyers who are already represented
should continue working with their own real estate agent.
Your Open House team will respect those relationships.

+

What if someone asks financing questions?

Your mortgage professional can answer general financing
questions, explain loan options, and discuss the pre-
approval process. This allows you to focus on your home
while buyers receive accurate lending information.

What if visitors aren't interested in buying my home?

Not every visitor will be the right buyer for your property,
and that's okay. Some may be exploring the market,
looking in a different price range, or searching for another
type of home. With the visitor's permission, your Open
House team may follow up with those individuals to help
them continue their home search or answer financing
questions. This allows you to benefit from a professionally
hosted open house while your team continues serving
interested buyers.

How long should an Open House last?

Most open houses last 2 to 3 hours, although your
schedule may vary depending on the property, expected
attendance, and local market conditions.

What if attendance is lower than expected?

Every open house provides valuable exposure for your
home. Your Open House team can review the results with
you, discuss visitor feedback, and recommend additional
marketing or future open house opportunities if
appropriate.

 Walk through your home as if you were visiting it for the very first time. Pause at the front door, enter each

room slowly, and ask yourself what catches your attention. If something distracts you, it may distract a buyer as

well.

Myth vs. Fact
Myth
My home has to be perfect before | can hold an open
house.
Fact
Buyers don't expect perfection. They appreciate homes
that are clean, organized, and well maintained. Thoughtful
preparation creates a stronger first impression than
expensive upgrades.

Key Takeaway

Marketing Insight

First impressions are made within minutes of arriving at a
home.

Simple improvements such as better lighting, clean
windows, fresh towels, and organized spaces can leave a
lasting positive impression.

Thoughtful preparation helps buyers focus on your home's strengths and creates a more welcoming open house

experience.
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AFTER THE OPEN HOUSE

Today's Buyers Expect More Than a Sign in the Yard T @ Scanto CheckIn
When visitors arrive, they'll be invited to scan a QR code.

Today's homeowners have access to technology that can .
y gy The QR code allows visitors to:

make an open house more organized, more professional,

and easier to manage. Instead of replacing personal V Check in quickly

service, these tools help your Open House Partnership v/ Provide accurate contact information

collect visitor information, answer common questions, v Indicate whether they're already working with a Realtor or
and provide a better experience for everyone who lender

attends. v/ Ask questions about the home

v/ Request additional information

v/ Schedule a follow-up conversation if they choose
This process is designed to make registration faster and
more convenient than a traditional paper sign-in sheet.

Your Open House Partnership uses technology to help
create a professional experience—not to replace personal
service.

Marketing Insight

@ Smart Visitor Assistant
The open house ends when the last visitor leaves, but the To chec in, visitors speak with a Smart Visitor Assistant that

opportunity continues through thoughtful follow-up. can ask a few simple questions like:
e Name
Professional follow-up strengthens relationships, builds e Phone number

trust, and creates future opportunities with buyers,
neighbors, and referral partners.

Email address
e Are you working with a Realtor?
e Have you spoken with a lender?

— — . . r
| ‘ \ \ . The conversation typically takes about one minute and helps
direct visitors to the appropriate member of the Open
House team.

Myth vs. Fact
Myth
Technology replaces personal service.
Fact
Technology helps organize information, improve
communication, and enhance the customer experience—
but relationships still matter most.

Jag o o Test the QR code.
W Technology should make your open house feel o Verify the Smart Visitor Assistant.

simpler—not more complicated. Every tool should 0 Review the digital property information.
save time, Improve communication, or create a 0 Make sure all links are working before the open
house.

better experience for you and your visitors.

Key Takeaway

Technology should simplify your open house, improve communication, and support a better experience for everyone
involved.
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THANKYOU

Thank You for Trusting Your Open House Partnership

Selling your home as a For Sale By Owner is an important
decision, and hosting a successful open house takes planning,
preparation, and teamwork. We appreciate the opportunity to
help you showcase your home in a professional and organized
way.

Our goal has always been simple: to provide you with the tools,
guidance, and support needed to create a positive experience
for you and every buyer who walks through your front door.

Whether your home sells from this open house or through
another opportunity, we hope the information in this guide has
helped you feel more confident and better prepared throughout
the process.

Remember, you remain in control of your home sale. Our role is
to provide professional marketing support, answer questions,
and help make your open house as successful as possible.

"An open house isn't just about opening a door

s . g
We wish you every success as you move toward your next it's about opening opportunities. Careful

chapter. preparation, professional marketing, and
meaningful conversations can help create the
Your Open House Partnership best possible experience for both you and your

. . future buyer."
Your Licensed Real Estate Professional

Your licensed real estate partner helps coordinate marketing,
answer buyer questions, organize the open house, and provide
professional guidance throughout the process.

Your Mortgage Professional

Your mortgage professional helps visitors understand financing
options, answers lending questions, and assists qualified buyers
who are ready to take the next step toward homeownership.

Schedule Your Free
Consultation

We Hope This Guide Helped You
Whether you're preparing for your first Open House or simply
looking for new ideas, we hope this guide has helped you feel

more confident and better prepared. Contact Information
Tres Miller

Thank you for allowing us to be part of your Open House

journey. Residential Mortgage Loan Officer
U.S. Army Veteran
You remained in control of your home sale every step of the NMLS #217768
way. Our role was simply to provide professional guidance,
marketing support, and financing expertise to help you create g 435-229-9797
the best Open House possible. € UtahHomeownershipAuthority.com
TMiller@JMJ.me

++ Magic Tip

A successful open house is not only about finding one buyer for your home. It is about creating a professional experience,
building trust, and opening the door to the right next step for everyone who attends.
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