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It’s the high season in real 
estate, with hundreds of en-
ticing open house signs lining 
the streets of Toronto. 

While this open-doors rit-
ual attracts many potential 
buyers, it also attracts the 
elusive “lookie-loo.” 

What the heck is a lookie-
loo, you may ask?

“It’s a very unique term 
specifically used in real es-
tate. It’s another word for 
tire kickers, people who are 
not high intent,” explains 
Rokham Fard, co-founder of 
real estate brokerage TheRed-
Pin.com. 

A lookie-loo enjoys poking 
around other peoples’ homes. 

“Open houses by nature 
tend to be a sort of entertain-
ment for some people. Just 
as the MLS itself is — a lot 
of people just like to look at 
homes. They either get ideas or 

it’s just an interesting way to 
kill time for them,” says Fard.

An open house is just 
that: open. That guarantees 
you will get people coming 
through who have no inten-
tion of buying a condo. To 

help sellers identify the nosy 
neighbours and tag the time 
wasters, TheRedPin.com com-
missioned body language 
expert, author and inter-
national keynote speaker 
Mark Bowden to develop the 

world’s first comprehensive 
field guide for identifying 
lookie-loos. 

“Searching for a home is 
a process,” explains Bowden. 
“Couples discover what they 
like and don’t like by looking 

and discussing. If two people 
are in complete agreement, 
they’re probably voyeurs, not 
buyers.”

Do open houses really 
work? 

Some sellers insist on hav-
ing them, but the truth is 
that, although it does account 
for some exposure, you are 
only marginally increasing 
your chances of selling your 
condo. 

According to statistics, 
open houses only account for 
five per cent of sales. 

“At the end of the day, it is 
not the majority of sales that 
come out of it. Usually you do 
it on the first week that you 
list your home, so you get the 
absolute maximum amount of 
exposure up front,” says Fard.

With virtual tours and a 

wealth of online real estate 
tools, sophisticated buyers 
are spending less time driv-
ing to open houses and dir-
ectly targeting the properties 
most suitable for their needs. 

“The majority of people, 
they start their search online, 
they assess it online,” says 
Fard. “Unless they are really 
interested, they’re not going 
to wait for the open house. 
They’re just going to book a 
time and go see the home.”

Is an open house a good way to sell?
Real estate. Serious 

buyers for a condo are 

more likely to book a 

tour than go to an open 

house, realtor says
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Legal Matters

Timing is 
everything

We are closing our new 
home on Thursday and went 

to the bank to sign all of the 
mortgage documents at the 
beginning of the week. Our 
lawyer is telling us that they 
don’t have mortgage instruc-
tions so they cannot draft 
documents and move for-
ward with our transaction. It 
is now Wednesday afternoon 
and we don’t know when 
we can sign documents and 
bring in the largest amount 

of money we have ever paid 
to anyone in order to close 
our first home. Our bank-
ing officer is telling us they 
submitted the application 
after we were in the branch 
on Monday evening so there 
should be no problem. Ob-
viously, there is some com-
munication breakdown and 
we don’t know who to listen 
to. What should we do?

This is an all-too-frequent 
problem where the bank 
thinks it is onside and your 
lawyer is out in left field. The 
reality is that once you sign 
a mortgage commitment 
with a financial institution, it 
normally takes three to five 
business days before they 
issue mortgage instructions 
to your lawyer so she can pre-
pare your signing paperwork 

(this usually takes a couple of 
days after receipt). 

So going into your bank 
two business days before you 
are scheduled to close the 
purchase of your new home 
is basically way too late. You 
will be in a huge problem 
with your bank and your 
lawyer.

End result: You need to 
phone your bank immediate-

ly and get them to expedite 
the mortgage instruction 
process. This is a process that 
your lawyer can manage if 
you speak to them about the 
timing of your transacation. 

Stressful! Wow.
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Follow Jeff Cowan on Twitter  

@Cowan_Law or on the 

website cowanlaw.ca, or email  

him at jeff@cowanlaw.ca.

Open houses are great for getting exposure but not so great for making a sale, statistics show. DUNCAN MCALLISTER

Quoted

“The majority of people, 
they start their search  
online, they assess it online. 
Unless they are really 
interested, they’re not going 
to wait for the open house. 
They’re just going to book a 
time and go see the home.”
Rokham Fard, co-founder of TheRedPin.com

Looking for virtual tours?

TheRedPin.com maintains 

a web portal that boasts 

the largest database of 

residential homes for sale 

in the GTA.


