
W H A T  T O  L O O K  F O R  
W H E N  V I S I T I N G  AN Op e n  H O U S E

A N Y  K I N D  O F  D A M A G E  O R  N E G L E C T
1. Signs of staining or warping which can be an indication a leaking roof, past flooding or burst pipes.

2. Open up cabinets under the kitchen and bathroom sinks and look for the presence of mold.

3. Look at exposed pipes carefully and check for rust or signs of leaking.

4. Look for damage to the floors. If you can, discreetly lift up the rugs to check out what’s underneath.

5. Look carefully at the windows. If there is any condensation built up inside the glass, it’s a sign they’re
leaking and likely need to be replaced. Paint that is flaking or bubbling around the windows might also
indicate that moisture is getting in.

6. Pay attention to cracks in the ceiling. Larger cracks might indicate a problem with the foundation.

7. Open and close doors and windows. If they stick or are hard to open, this might be another clue that
there are foundation problems.

8. Feel around windows, doors, and electrical outlets for any drafts. While drafts can be easily fixed with
caulk, they’re also a sign of deferred maintenance.

9. If this is a home you feel you want to make an offer on, take pictures of any damage as you walk
through each room. Being able to remember & see the damage again can help you craft a better offer.

T H E  N E I G H B O R S

1. When you buy a home, you’re also buying neighbors too. Look carefully at the people you might be
living next to (this includes any homes that border the backyard as well).

2. How well do they maintain their house and yard? Do they have any children or pets? Are those pets
outside barking right now? Is their trash put away neatly or is it flowing all over the yard? Are there lots of
cars in the driveway?

3. If you think you might make an offer on this home, go for a walk to get a feel for the neighborhood.
Knock on a few doors and talk to the neighbors. Ask them how they like living there, what the
neighborhood is like, and anything they know about the home you just toured. Is there anything they wish
they’d known about the neighborhood before they moved in?

4. You might uncover some enlightening information by simply talking to the people already living there.

5. It’s also important to visit the neighborhood on different days, and at and different times, especially
weekends. You’ll want to find out beforehand if you’d be living next to a late-night party animal.
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W H A T  T O  L O O K  F O R  
W H E N  V I S I T I N G  AN Op e n  H O U S E

P R I V A C Y

As you walk through the home, look through each and every window. Is there some distance
between you and your next-door neighbor, or can they see your freckles when you’re at the
window?

A lack of privacy might not seem like a big deal on day one, but after a year, it might really start to
bother you. Make sure you know what you can tolerate in terms of privacy.

N A T U R A L  A I R  F L O W

Look carefully at how the home is laid out. Are the doors and windows positioned so that you can
open everything up and take advantage of the breeze come summer?

The flow of a home is something that buyers often overlook. However, keep in mind that opening
the windows will lowere your utility bills. Good airflow also keeps moisture moving through the
home, and may help reduce allergies.

Questions TO ASK AT AN OPEN HOUSE

1. What Problems Are Present in the Home?

2. Have There Been Any Price Changes?

3. How Long Has The Home Been on the Market?

4. Have There Been Any Offers on the Home?

5. What Is the Neighborhood Like?

6. What Are the Local Schools Like?

7. Why Are the Owners Selling the Home?

8. What Feedback Have You Received From Other 
Agents?

RED Flags TO WATCH OUT FOR
1. Lots of Fragrance

2. Signs of Neglect

3. Several Homes for Sale in the Neighborhood

4. Lots of Recent Renovations

5. Unfinished Construction

5 ETIQUETTE TIPS FOR EVERY OPEN HOUSE
1. Do Follow the Rules

2. Don’t Bring Children or Pets Along

3. Do Introduce Yourself and Sign In

4. Don’t Crowd Other Prospective Buyers

5. Do Mention Problem Areas to the Agent
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