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A few notes on your 
invitation:
1. It must say 'You're Invited'
2. Use the terminology 
'Launch Party'
3. Include a short note from 
the sellers (this usually 
indicates motivation)
4. Must include a reason to 
come along, such as FREE 
sausage sizzle and a jumping 
castle for the kids

By the numbers:
a) Send out a minimum of 
1000 invites to the direct area
b) This will result in about 1.5 -
2% turnout rate

Note:
As a Real Estate Brilliance Member your 
invitation tempalte is designed for you 
only requiring you to subsititute the 
applicable home details and photos for 
each launch party.

1000 by letterbox 
drop Invitation

Family & friends 
of the SELLER Work Colleagues Neighbours

If you want to get more people to come along to your Home Open, 
you simply have to invite them. HOW?

Ask the seller to 
personally invite 
their family and 
friends 

Make it an office 
culture to support 
one anothers 
launch parties

Home-open 
or Launch 

Party

A few notes on your Launch Party:
1. Make it an experience
2. It is called a 'Party for a Reason'. 
Decorate the property with flags and 
balloons. Have music playing in the 
background and refreshments available for 
those attending
3. Even though it is a Launch Party still limit 
it to within 45 minutes to 60 minutes
4. Other than the sausage sizzle and 
jumping castle, run a competition for 
guessing the selling price of the property. 
This gives those attending an incentive to 
leave their details and gives you an 
opportunity to call all attendees and talk 
about the property and get their feedback.
5. Be friendly and welcoming but let those 
attending walk around the property and 
enjoy the experience. Call them later for 
feedback (hence point 4)

Approx. 5 family 
members or 

friends from the 
seller

Approx. 15 
attendees

Approx. 5 
attendees from 

the office

Legend:
REB - Real Estate Brilliance
FC - Flow Chart

Why? Why do I want the
sellers family and friends, my 
work colleagues and the 
neighbours to attend?

1. It is all about perception! 
Perception forces buyers into 
action, the perception that it 
is a popular home creates 
urgency within buyers.
2. It is also about meeting 
new people. The sellers 
family and friends as well as 
the neighbours could 
potentially be future clients!
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