
Carry less
If you carry a purse, lock it in your car trunk before arriving at an 
appointment. Carry only non-valuable business items (except for 
your cell phone), and do not wear expensive jewelry or watches, or 
appear to be carrying large sums of money.

Have a lifeline
If you find yourself to be the last one in an open house and your car 
is not in the immediate vicinity of the venue, then make a phone call 
as you walk. Assailants will be less willing to attack if you are in mid 
conversation with another person. Give your best friend a call; they 
would love to hear about your day.

Keep it light
Show properties before dark. If you are going to be working after 
hours, advise your associate or first-line supervisor of your schedule. 
If you must show a property after dark, turn on all lights as you go 
through, and don’t lower any shades or draw curtains or blinds.

Take two seconds as you walk towards your 
destination to check out potential risks.
Are people coming and going or is the area unusually quiet?
Do you observe any obstacles or hiding places in the parking lot or 
along the street? Is anyone loitering in the area?

Have a lifeline
If you find yourself to be the last one in an open house and your car 
is not in the immediate vicinity of the venue, then make a phone call 
as you walk. Assailants will be less willing to attack if you are in mid 
conversation with another person. Give your best friend a call; they 
would love to hear about your day.

Take two seconds when you arrive at your 
destination to check out potential dangers:
Is there any questionable activity in the area? Are you parked in 
a well-lit, visible location? Can you be blocked in the driveway by 
another vehicle?

Bring up the rear
When showing a home, always have your prospect walk in front of 
you. Don’t lead them, but rather, direct them from a position slightly 
behind them. You can gesture for them to go ahead of you and say, for 
example, “The master suite is in the back of the house.”

Public transportation should be for the public… 
not from the public
If you plan on using public transportation, whether it’s from a 
convention or to an open house, make sure that you are riding in a 
registered taxi (before entry). Be aware that people may be soliciting 
rides using their own vehicles.  Ask yourself some questions before 
entering.

Can you definitively indicate that the vehicle you are about to enter is 
a registered form of public transportation? (Look for signs, symbols, or 
a phone number on the car to confirm its validity)

If in doubt, stay out

Lock up client keys
Be sure to use the lockbox property-key procedure that has been 
established to improve real estate agent safety. A reliable, secure 
lockbox system such as those made by NAR REALTOR Benefits® 
Partner SentriLock ensures that keys don’t fall into the wrong hands.
Open house safety
Open house: it ain’t over till it’s over. Don’t assume that everyone has 
left the premises at the end of an open house. Check all of the rooms 
and the backyard prior to locking the doors. Be prepared to defend 
yourself, if necessary.

Touch base
Always let someone know where you are going and when you will 
be back; leave the name and phone number of the client you are 
meeting and schedule a time for your office to call you to check in.

Agree on an office distress code
Create a voice distress code, a secret word or phrase that is not 
commonly used, but can be worked into any conversation for cases 
where you feel that you are in danger. Use this if the person you are 
with can overhear the conversation, but you don’t want to alarm 
them. Example: “Hi, this is Jennifer. I’m with Mr. Henderson at the Elm 
Street listing. Could you email me the RED FILE?”

Have your excuse ready
Part of being prepared to deal with a threatening situation is having 
“an out.” Prepare a scenario in advance so that you can leave—or you 
can encourage someone who makes you uncomfortable to leave. 
Examples: Your cell phone or pager went off and you have to call your 
office, you left some important information in your car, or another 
agent with buyers is on his way.
Plan ahead with escape routes
Upon entering an open house property for the first time, check each 
room and determine at least two “escape” routes. Make sure all 
deadbolt locks are unlocked for easy access to the outside. 

Nothing personal…
When talking to clients and prospects, be friendly but still keep your 
personal information private. This means avoiding mention of where 
you live, your after-work or vacation plans, and similar details.

Your email is public
Don’t send any vital or private information via email. Keep in mind 
that unlike websites, email is never secure.

Long-term thinking
If you think it may be some time before a property sells (and you 
may, therefore, be showing it often), get acquainted with a few of 
the immediate neighbors. You will feel better knowing they know 
your vehicle, and they will feel better about the stranger (you) who 
frequently visits their neighborhood.
Open house safety
Open house: it ain’t over till it’s over. Don’t assume that everyone has 
left the premises at the end of an open house. Check all of the rooms 
and the backyard prior to locking the doors. Be prepared to defend 
yourself, if necessary.

You take the wheel
Whenever possible, take your own car to a showing. When you leave 
your car, lock it.
Don’t get parked-in
When showing property or meeting someone, park your car in front 
of the property rather than in the driveway. You will avoid having your 
car blocked in, you’ll have an easier time escaping in your vehicle, and 
you will attract lots of attention running and screaming to your car 
at the curb area.Use These Tips For  

A Safe Open House!
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