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• Work with your association. Most associations’ parade committees offer training 

seminars for contractors. Attend them, and bring your employees along too. 
 

Stay on the schedule your association sets. “There are so many deadlines, including 
naming your house, finishing it, and providing information for the catalog,” Mostad says. 
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Entry fees often include substantial deposits that associations keep if builders blow 
deadlines. And those entry fees could double if you enter after a certain time.  
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• Protect homes. With so many people going through your homes, “assume you’re going 

to have some damage or theft,” says Rutenberg. But you can cut down on it by having 
employees circulate through rooms regularly.  

 
Provide safe deposit boxes for homeowners’ valuables and install locks on passage doors 
to keep visitors out of private areas. Ask homeowners what’s irreplaceable; “I always 
have them put away everything they’re emotionally attached to,” Mostad says. 

 
Supply protective booties and put seating near the door. For memorable giveaways, New 
Spaces prints its logo on canvas shoe bags that people carry along tours. 

 
• Provide information. Prepare an information sheet that lists product brands and colors 

and contact information for everyone who worked on the house. Hand the sheets out to 
prospects, and “you are perceived as being very detail-oriented,” says Mostad. If 
someone wants to know what that terrific tile is called or who did the floors, you’ve got 
all the information in one place. 

 
For a remodeled home tour, enlarge “before” photos and mount them on an easel where 
you did the work. “Otherwise, people don’t know what you’ve done with the house,” 
says Nelson. 

 
• Connect with prospects. Some builders put Realtors in their parade homes to register 

prospects and answer questions, but you’ll connect better with potential clients if you’re 
on site to provide information and represent your company. That goes a long way toward 
converting leads to sales when salespeople or designers follow up with prospects after the 
event.  
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• Put a person in every room. Bring in your entire staff. This helps address security issues 
and gives prospects more “faces” to associate with your company. Station someone in the 
entryway to greet visitors and have them enter contact information in the guest book.  

 
Involve the rest of your project team, too. Nelson asks each of his trades and suppliers to 
donate $100 toward his tour home. He mentions them in his marketing materials, gives 
them signage in the house, and lets them put spokespeople on site to describe their 
services or products. The partnership pays for the entry fee. 

 
Read Making the Sale: Getting Great Clients to Choose You for more tips on wowing prospects. 
The book costs $39.95 for members and $49.95 for non-members. Call 800-223-2665 or go to 
BuilderBooks.com to order it online. 
 
This Building Business Brief can be sent to you via e-mail. For more information, contact Jill Tunick at  
1-800-368-5242, ext. 8461, or by e-mail: jtunick@nahb.com. This material may be reprinted in NAHB 
newsletters and member education materials. 
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