
Sales Meeting
BROCKPORT OFFICE – 3/2/22



“Life happens at the 
level of movement, 

not words.”
-Jim Dunlap



Agenda
• 1st Priority – Mary Kern

• Open Houses

• Market Inventory

• Market Conditions

• How to get Listings

• MLS Rules Update



1st Priority



Open Houses
• How can we maximize our time and presentation?











Open House Checklist – Prior to Open House

• Print “Quick Flyer” in HH Presentation

• Print PCDs

• Print MLS Printouts

• Advertise on MLS

• Best Buy Ad in D&C or other paper (Company Paid)

• 2 Line Open (Company Paid)

• Advertise on Professional FB-Insta Page/Personal FB-Insta Page (Office will post on Office FB 
Page)

• GRAR Marketing Store Mailing

• Email your sphere via Engage CRM

• Place Open House Rider on For Sale Sign with Day/Hours of Open



Day of Open House

• Arrive Early

• Open House FB Live with Tour

• 5-5-10

• Open Signs

• At Property

• At Major intersections close to open

• Open Flags/Balloons

• Shovel/Salt (Winter)



Items for Open

• Turn on Lights

• Hide unwanted items

• Paper Sign-in or

• Open2Close or

• Individual Feedback form

• Plastic Frames w/ Flyers and info

• Business Cards w/ Holder

• Fair Housing Flyer

• Masks/Booties/Gloves/Hand Sanitizer/Wipes

• Buyer Book

• Quick Flyers

• PCD

• MLS Printout

• Mortgage Lender Flyers

• HH Pens

• Mints/Candy

• Chip Clips

• Calendars

• Portable Chair/Table (Vacant House)

• Source of Music



After Open House

• Pick up your items

• Put back any hidden items

• Put clients into Open2Close

• Follow up with any leads

• Fill in the Seller/Agent with feedback

• Social Post thanking everyone for Successful Open Hosue



Market Inventory



Current Single Family & Condo for Sale 
(as of 2/28)

•Monroe County – 289 (301)

•Brockport School Dist. – 5 (8)

•14420 – 5 (6)

**Rochester Region has lowest inventory in entire country

https://www.rochesterfirst.com/real-estate/rochester-ranked-no-1-city-in-america-with-fewest-homes-for-sale/?fbclid=IwAR0cZaIUK6cdMgGwsapW5TGw4hjFLG391XA3onx2h3qiBYrQmHwjHZisMBQ


Market Conditions –February – Brockport Office

Year Listings Written (Units) Closed (Units)

’18 8 $1,930,041 (16) $1,967,900 (16)

’19 6 $398,200 (7) $1,767,200 (11)

’20 10 $3,003,948 (23.5) $2,352,700 (16)

’21 8 $3,784,748 (25) $3,469,300 (24)

‘22 11 $2,858,200 (16) $2,997,315 (17)



How to get Listings
LIST TO LIVE



Review

• Follow up on every lead, even less 

desirable 

• 50% of Buyers in 2021 has a house to 

sell

• Buy Before you Sell

• Post Closing Occupancy

• Referrals 

• 2020 67% of sellers reuse agent or 

referral from friend

• Call Expireds

• 2-3 years that didn’t sell

• Focus on previous Buyers (5-7 years)

• Present in person 

• 77% of Sellers only interviewed 1 agent

• Use social media to start the 

conversation



People use who they Know, Like, & Trust 

• 78% of Sellers

• 63% of Buyers

• Referred by Friend

• Friend of Agent

• Previously used

• Reputation



Previous Clients

• 9 out of 10 Buyers say they would use the same Agent to Sell their property

• 25% of those actually do

• Reason?

Lack of client follow-up by selling agent



Proof in the Tools

• Direct correlation between HH Tool use and sales success

• Top Quartile of HH Tool use averaged 17.3 units

• Bottom Quartile of HH Tool usage averaged 3.2 units



MLS Rule Update





Thanks for coming!


