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1. Quick 
start guide

Working with Opendoor is easy. Follow these simple 
steps, and start referring customers in no time.

1

2

3

Activate your referral dashboard

It only takes a few minutes. Get started at 
opendoor.com/partners/builders

Now that you’re in, try it out.

Check if a customer is eligible to use Opendoor. 
Refer new customers. Download customer 
resources. And see where existing customers 
are with their sale.

Use your link to refer customers

Share your personalized link to refer customers 
to Opendoor. You can access your personalized 
link right from the dashboard.

Bookmark your 
custom referral link

Want to quickly share your link with customers? Bookmark or 
save the link somewhere like a notes app.

Pro tip:

Want help?

Reach out to your Partner Manager to learn how to activate 
and use your referral dashboard.

http://opendoor.com/partners/builders
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2. How 
Opendoor 
works

Opendoor makes a cash offer for your customer’s 
home. If they love the offer, they can sell directly to 
us to avoid being a contingent buyer.

Send your referral link to the customer.  
This enables you to check in on their progress. 
 
Customers answer a few questions about their 
home to instantly get their estimated value. 
 
Customers schedule a video assessment to get 
their final numbers. 
 
Opendoor sends the customer a cash offer.  
They can skip repair work and deduct any costs 
from their net proceeds. 
 
Once they accept the offer, they can choose any 
close date within 14 days to 9 months, move into 
their new home, and get paid.

Exclusive homebuilder 
partner benefits

Steps to selling

Flexible closing

Customers can choose 
a close date as late as 9 

months out to avoid 2 moves 
and 2 mortgages.

Late checkout

Customers can get a 
free 2-day late checkout 
from their current home 

for an easier move.

Flat fee for partners  
and customers

The fee your customer 
pays won’t change, even 

if the market does.*

*Reach out to your Partner manager for questions about fees.

1 
 
 
2 
 
 
3 
 
 
4 
 
 
 
5
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How do I access 
my dashboard?

Refer to the 
Quick start guide 

on page 3

Share your custom referral link

To access your custom referral link, log into your dashboard. Copy 
and send it to your customer, so they can request an offer. You’ll get 
email updates on their sale and a credit for the referral. 
 
Reach out to your Partner Manager for help sharing your referral link.

 

 
Send them to opendoor.com/buildername

The customer will be prompted to enter your email address to credit 
you with the referral.

3. Referring 
customers 
to Opendoor

Know a customer who’s a fit for Opendoor? 
Here’s how to refer them:

1 Recommended

2
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4. Your 
dashboard  
at-a-glance

A brief look at a few of its features.

This example is for visual reference only. Your dashboard will differ to match your personal information.

Send customers your 
custom referral link

Customer’s offer and status

Access tutorials and 
Opendoor University

Your Opendoor contact
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5. Talking 
to customers 
about 
Opendoor

We offer a simple, stress-free way to sell. 
Here’s an example of a recent pitch that 
helps express those benefits.

“Up until now, you only had one way to sell your home — the 
traditional way. Opendoor provides another option. You can 
enter your address online, tell them about your home, and get 
an instant offer range.

Opendoor buys your home directly from you. That means you 
don’t have to worry about prep work or showings. Plus, they 
make a cash offer, so you get peace of mind knowing financing 
won’t fall through. You even get to pick a flexible closing date 
between 14 days and 9 months to make sure you have a smooth 
move into your new home.

Not sure whether Opendoor’s the right fit? No problem. The offer 
comes with no obligation to sell. So even if you’re just exploring 
your options, it’s worth seeing what they can offer. Would you 
like to do that now? It will only take a few minutes.”

Sample pitch

Show your 
customer how to 
use the referral link

Walk your customer through how to use your referral link to make it 
easier for them to request an offer.

Pro tip:
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6. How 
Opendoor 
determines 
home value

Market trends

We personalize their offer based on the data from 
making offers on more than 600,000 homes.

Unique home features

We compare their home to similar homes and adjust 
for differences in size, condition, and upgrades.

Comparable home sales

We adjust the offer based on what similar homes 
recently sold for in their area. 

Here’s how we calculate your customer’s offer:

Try our interactive 
calculator

Visit opendoor.com/builder-calculator to use our interactive 
tool that compares the costs of a traditional sale with the costs 
of selling to Opendoor. 

Pro tip:

http://opendoor.com/builder-calculator
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7. Responding 
to objections

Below are a few common objections and some 
helpful example responses.

Examples continue on next page

Approach A

Ground the customer on their net proceeds. 

Example response

“Let’s take a look at the numbers and figure out what you’d net from 
your sale. Do you know how much you owe on your current home? 
How much are you looking to spend on your monthly mortgage 
payment? Do you have any additional funds you’re planning on using 
towards your new home down payment?

Once we know that, we can calculate how much you need to receive 
from the sale of your current home and if Opendoor is a good option.”

Approach B

Reinforce the benefit of avoiding overlap costs.

Example response

“One of the great things about Opendoor is that you control the 
moving timeline. You can pick any date between 14 days and 9 
months out to close. That helps you save on costs most sellers forget 
about, like carrying two mortgages, taking on a short term lease, and 
all the costs associated with moving twice.”

“The offer is too low”

Share Opendoor 
success stories with 
your customers

Visit opendoor.com/stories to see and share success stories 
from real people that have used Opendoor to sell their home. 

Pro tip:

http://opendoor.com/stories
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Approach A

Show they won’t be locked in after assessment.

Example response

“After your free assessment, Opendoor will show you any estimated 
repair costs. If you aren’t interested in selling, you can walk away 
without cost or penalty.”

Approach B

Clarify the way we handle repairs.

Example response

“Opendoor asks for repairs they think the next buyer of the home 
would ask for. They’re just looking to make sure items are safe and 
functional. Plus, you can simply deduct the repair costs from your  
net proceeds and move without needing to fix anything.”

Approach A

Show that the costs are given up front.

Example response

“When you request an offer from Opendoor you’ll get a breakdown of 
all the costs associated with your sale up front. There are no hidden 
fees, and you can cancel anytime before closing without penalty.”

Approach A

Reinforce the certainty and ease of Opendoor.

Example response

“Opendoor offers certainty that you don’t find in a traditional sale. 
They buy your home directly from you in cash so you don’t have to 
worry about doing the prep work, listing, and showing it to potential 
buyers. For many of our customers, that’s worth paying a little more.”

“I’m worried there are 
hidden fees they’ll 
charge me at the end”

“Their fees are too high”

“I heard that 
Opendoor charges 
a lot for repairs”
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8. How 
Opendoor 
works with 
agents

Have a customer who’s working with an agent? 
The agent can get a 1% referral fee bonus from 
Opendoor’s brokerage — on top of what they’re 
getting from the builder.

Agents should request 
an offer before listing 
on the MLS

Requesting an offer from Opendoor first ensures a better experience 
for the agent and the customer. 

Agents are eligible if:

How it works

1

2

3

Before the seller enters into contract with Opendoor, 
the agent emails the Opendoor Compensation 
Agreement and W-9 form to referrals@opendoor.com 

 
The agent’s client hasn’t requested an offer in the last 
30 days. Opendoor and the seller must go into contract 
within 30 days of the mutually signed agreement.

 
The customer requests an Opendoor offer through  
your custom referral link.

Pro tip:

Opendoor and  
the seller must go into 

contract within 30 days 
of the mutually signed 

agreement

Their client hasn’t 
requested an offer in 

the last 30 days
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Your contact Your customers’ contact

Located under Your Opendoor 
Contact on your dashboard

Builder customer support
6am – 6pm PT
 
800-491-7076 
builder@opendoor.com

We’re here to help you and your customers.9. How to 
get in touch

Notes


	1 Quick start guide
	2 How Opendoor works
	3 Referring customers to Opendoor
	4 Your dashboard at-a-glance
	5 Talking to customers about Opendoor
	6 How Opendoor determines home value
	7 Responding to objections
	8 How Opendoor works with agents
	9 How to get in touch

	TOC 10: 
	TOC 11: 
	TOC 12: 
	TOC 13: 
	TOC 14: 
	TOC 15: 
	TOC 16: 
	TOC 17: 
	TOC 18: 
	Quick start guide: 


