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Dear Real Estate Advantage Members,

Welcome to this month's Power Program Inner Circle ...giving you the best advantage in today's market!

Keep this information handy!  To find out when the next Power Hour Team Coaching call will 
be, or to listen to past recordings, please visit us online at:  www.ThePowerProgram.com

To call Annette  Darryl Davis Seminars: 1-800-395-3905.
To fax Annette  Darryl Davis Seminars: 1-631-929-1865.
To e-mail Annette  Darryl Davis Seminars: info@DarrylDavisSeminars.com
To cancel your subscription, email your request to: info@DarrylDavisSeminars.com

Our Mailing Address: 
Attention: The Power Program Inner Circle,
4 Ring Neck Court, Wading River, NY 11792

As a reminder, if at any point you want  to cancel your membership, please contact us at one of the methods 
above. But, for only $27 a month, you just can't lose with this program 
  • LIVE coaching calls with Annette each month, 
  • In-depth interviews with top agents,
  • Bonuses and special promotional offers!  

If you have any ideas or suggestions for the The Power Program or would like to contribute an article or 
news piece, please do not hesitate to contact my office. We always 
welcome the thoughts of our members. 

Until next month, I wish you all the best and nothing but success 
in all of your real estate endeavours.

Powerfully Yours,
Darryl Davis
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Annette says, “I have been married to my best friend and high school sweetheart for 30 years. I 
have 6 children from 26 to 8 years old. I have lived in Norwalk most of my life. Except for the 
time I was a military wife living in Florida and South Carolina while my husband served for our 
country.”

Annette started selling Real Estate in 2011 and in 2015 opened an office in Norwalk, Ohio.

2012 Rookie of the Year
Quality Producer Award 2012

Pianncle Quality Producer Award 2013, 2014,2015
Century 21 Diamond  Award 2013

Century 21 Centurion Award 2014,2015
Century 21 Presidential Award 2013, 2014,2015

OAR President’s Sales Award Club Winner 2013,2014
OAR President’s Award of Distinction 2015
CRS.ABR,MRP,SFR,SRES,CMRS,CNE,NDE

 

Annette L. Wilcox

Annette L. Wilcox,CRS, SRF,SRES,CMRS,ABR,NDE
Century 21 Premiere Properties
Agent / Owner
201 Milan Ave Suite B
Norwalk, Ohio 44857
419-663-2121  Office
419-681-1318  Cell
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Darryl: Well, hey, power agents. This is Darryl Davis. Welcome to this month’s power 
agent spotlight interview. I’m very excited. We’ve got a wonderful person on this month’s 
call. Annette Wilcox from Norwalk, Ohio, CENTURY 21 Premiere Properties. Say hello, 
Annette (laughing).

Annette: Hi, everyone.

Darryl: All right. So, you know, it’s really… I’m always honored and excited about when 
any power agent decides to volunteer their time to take this hour to do this kind of interview 
because I know how busy you are, Annette, so I really, really, really honestly thank you 
for taking the time. And I also know you have like six children. So with your real estate 
business and those kids, I don’t even know how you found time for me today (laughing).

So all right… so, Annette, why don’t we start off by giving your contact information 
for everybody, so that way, if they want to send referrals back and forth, they have that 
information. So why don’t you go do that? 

Annette: My address is 201 Milan Ave, Suite B, Norwalk, OH 44857. My personal cell is 
419-681-1318. And you can always e-mail me at Annettewilcox21@gmail.com.

Darryl: Awesome. Awesome. Now Annette, the reason I was so excited to… you know, to 
do this interview with you is… and I want to give people some background about you and 
getting into real estate, your level of production. You’ve been in real estate now, how long?

Annette: I took my test five years ago, May 31.

Darryl: Okay. And so you’ve been five years, and you… we talked a little bit before the call 
officially started recording, you know. Now you’re managing one of the two locations for 
the company. You’re part-owners in it. But for all intents and purposes, you’re still listing 
and selling. Is that correct? 

Annette: Correct.

Darryl: So last year, you started making the switch to this new company and managing. 
Before you… I guess it would be, what? Four years into your… what was your level of 
production before you started making the change to this to this location?

phone 419-681-1318 • email  Annettewilcox21@gmail.com • website www.nnette.wilcox.c21.com

Annette Wilcox
~ an interview with ~ 
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Annette: Right before I started, the year before, I closed 90 deals with just one of [my 
assistants] ( ph).

Darryl: All right. So I mean… so you’ve been in the business five years now. Is it safe to 
say that was, maybe, Year Four in the business? Is that right?

Annette: Yes. Year Four.

Darryl: Yeah. So Year Four, you did 90 closed transactions with one licensed assistant. 
That’s extremely, extremely impressive, and… 

Annette: Actually, Darryl, she was unlicensed.

Darryl: She was unlicensed. Okay.

Annette: So she’s not able to show houses. 

Darryl: Okay. Awesome. Even better then. So I want to get clear about… I just want people 
to really wrap their brain around this. Within four years, in your fourth year, you closed 
90 transactions, managing an assistant, because that’s hard in and of itself, the ability to 
manage somebody else.

Now there’re certain things that you probably did that… it’s like a secret formula, which 
is what I want to try and get at, that helped you to do… to get to that level of production. 
Some agents have been in real estate for 40 years, and they still don’t do that level of 
production.

So without me going through my whole questionnaire that I’ve got in front of me, let me 
just let you talk from your heart. What would you say are some of the secret ingredients that 
helped you to get to that level of production? 

Annette: Right after I took my test, I realized I had no clue on how to sell real estate. So I 
picked up for four books and… yours being one of them. When I got to your book, I went 
through it and I just started highlighting because you had some great ideas in there.

And then I decided… like I needed to pick which ones to put into action and which ones 
to wait until I had more money. But one of the things in your book, I remember, that 
impressed me the most is you said, “Be a listing agent. Listing agents (inaudible at 0:04:26) 
and listing agents can go on vacation and sell homes”.

And the other thing in your book, it talked about buyers. I can run one buyer around all 
day, but if I have listings, I could have 500 agents showing those listings and selling all my 
listings in a day. So to me, right off the bat, I realized I needed to be a listing agent to make 
money.

 interview with Annette Wilcox (continued) ....
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So I focused on being a listing agent and wasn’t very… I was only in it a few months when 
I realized like I didn’t love paperwork so I better hire an assistant. And then (inaudible 
at 0:05:06) like you have to have a system, and you need to constantly be tweaking that 
system, you know (crosstalk).

Darryl: Annette, I’m going to interrupt you as we go through this because I want to isolate 
and get clear and get a little bit more specific details for people so they understand.

I have specific questions about the assistant just then that you said. But before I do, I know 
some people, they said, “Oh, what four books did she, you know, buy?” Obviously, the best 
one is mine. They probably don’t have (laughing) to buy the other three. But because you 
said four, do you remember what the other three were?

Annette: Actually, I threw them away (laughing).

Darryl: No. You’re kidding me. Really?

Annette: No. I did. They just… at the end of reading them, I had realized, like Doris, I 
had really highlighted a ton. And yours was just really simple. It was really easy to follow. 
So I kind of used that as, I want to call it, my real estate bible. 

Darryl: Wow. Okay. Well, listen, gang. You heard it here. I tried to find out what the other 
three books were (laughing), and that’s a huge compliment, Annette. Thank you so, so 
much and I appreciate it. That was very kind of you.

All right. Now, let’s go to the next part which is… and I’m glad you highlighted a lot in the 
book there. The assistant part… now you hired an assistant. How soon… I thought I heard 
you say like a few months into your business. Is that right?

Annette: I did. I hired my mom to begin with, just to do that some mailings. And I realized 
like I couldn’t spend all… if I wasn’t with clients, I couldn’t be making money. So I hired 
her just part-time to start doing do some… you need to do some farming and I knew that. 
And I needed to be doing expired letters and For Sale By Owner letters, so I hired her just 
strictly to do those three things. 

Darryl: All right. Good. So you hired your mom. So probably, you had a good pay 
arrangement that, you know, I’m sure you pay her, but I’m sure that it was… she actually 
worked with you. So that probably helped.

Which, by the way, I do want to say something. When you said the mailings, I do want to 
tell people, in my opinion, one of… another book there. This may be one that you threw 
out and that’s fine. 

But one of my favorite books for real estate agents, second to mine, of course, is by Danielle 
Kennedy. How to LIST & SELL Real Estate. It’s not a fancy title. It’s how to list and sell real 
estate. Danielle Kennedy. And Danielle, she… and that book came out, I want to say, in the 
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80s. And so it’s very dated with some of the material. 

But overall, this book is huge. It’s loaded with… loaded with content. And, you know, 
some of it doesn’t apply in this age of technology, but it’s still, in my opinion, the second 
best real estate book to mine.

All right. Now… so you hired your mom, she started doing… now, this is good what you 
just said. It sounds like you were… you just had your mom focus on these specific tasks. 
Like was she your assistant doing everything, or did you have her really just focus, “Here, 
ma. Your project”. Like she had a project which would be mailings. Did I pick him on that 
correctly or no?

Annette: Right. She was just doing my projects. Like she needed to look… I worked with 
my current clientele; she was focusing on my future.

Darryl: Umm. Umm, that’s a powerful distinction. You managed the existing business; 
took care of the existing business. She helped generate. She was a rainmaker. She helped 
generate your future business. That’s really powerful. Okay, good. I love it. 

All right, so I’m interrupting you. Continue. So a few months into this, you realize you need 
somebody to help you out. Your mom comes in. She’s doing projects; specifically, mailings, 
FSBOs, expireds. Go on.

Annette: And then I came to a point… because we were doing such a good job looking for 
my future, we actually had to quit generating for a little while because I couldn’t keep up 
with my current clients. And there was no reason to make the phone ring unless you could 
take care of your clients.

So we had to stop and rethink, you know, “What are we doing? We’re doing it well, but 
what do we need to do now?” And that’s when I hired my second assistant to come in and 
just help manage the day-to-day stuff, like keeping my calendar up-to-date, setting up my 
showings, giving my feedback to other agents. So she was my assistant on my day-to-day 
operations while my mom kept focusing on the future. 

And at that point then, after we’d taken a month off and just kind of re-looked at everything… 
I think the big thing I need to tell everybody is like when you have an assistant, 15 minutes 
in the morning, every morning, is important just to make sure you’re on track. Everybody 
knows the game for the day.

And whether it’s in person or on the phone, I take 15 minutes and talk about our personal 
lives, because you need to have a friendship there, and then make sure your assistant is not 
dealing with anything at home that you need to give them time off for. 

Or, you know, you just need to be courteous to your… and treat them like a family member. 

 interview with Annette Wilcox (continued) ....



9

And then after that 15 minutes, you can do your day without a ton of stopping and talking. 
She knows her job; you know your job.

And then once a month, we go out… we would go out to lunch, away from the office, and 
we would just talk about… this is what’s worked… like we would have like labels on file 
folders. And we would say, “This isn’t working. We need to change this”. 

Or, you know, “We’re not getting as many listings as we should. Well, why aren’t we hitting 
our target number?” And we would… and sometimes those are hard conversations for them 
to say, “You’re not doing what you should be doing”, or for me to say, you know, “Maybe 
you should try this”. But we did it because you can’t grow… you can never grow unless you 
know what’s wrong with the system.

Darryl: Right. Right. Absolutely. Okay. All right. I’m taking notes. This is great stuff. And 
I’m going to dissect some of it. I want you to just continue. So where was your next… so it 
sounds like in there, when’d you hire this second assistant? After a year or…?

Annette: Right… I guess about ten months in. So my church (crosstalk). 

Darryl: Go ahead.

Annette: So I got work through the year my first year because I had had such a good start. 
And then people said, “Well, what are you going to do, you know, the next year?” And I said, 
“I’m just focusing on listings because if I get listings, I can control the market, and I don’t 
have to work as hard”. 

So my next year was… my goal was to be Number One in listings for our whole MLS. And 
my broker told me that wasn’t possible your second year. But on December 31st, I had 
listed the most houses in our entire MLS as one agent.

Darryl: Well, you see, you should’ve held up my book, the power agent books, and say, 
“Yeah. I can do it. You just watch” (laughing). How many listings was that your second year?

Annette: I listed… I think it was 93 listings my second… my second year by myself.

Darryl: That’s awesome. All right. The first year, what did you do? So you hired this second 
assistant ten months into it. Do you remember what you did the first year? 

Annette: I closed 19 deals my first year.

Darryl: Okay. So 19 contracts and 98 listings. The second year… okay, great. Let’s continue. 
So what did you do in that second year that you think helped get those 98 listings?

Obviously, your focus is on listings. What were some of… if you can remember back, what 
were some of the things that you think contributed to that, whether it was the mailings 
of your mother, whether it was farming… I mean calling, FSBOs? So what would you say 
helped?
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Annette: You know, I never… I didn’t make a cold call that whole year. I did farmings. If I 
saw… I always told people, “I never cared so much about the For Sale By Owner “. If I got 
them, I was blessed, is the way I look at it. 

But any time you see a For Sale By Owner, you’re going to see two more listings on the 
street. And I knew my name wasn’t a powerhouse name yet, so I needed to focus on the next 
two pop-ups that were going to show up. So if I was sending a letter For Sale By Owner on 
the street, I was sending letters for CMAs for the whole street and hoping to catch the next 
two listings. 

Darryl: Umm. That’s a very powerful. So FSBO comes up on the block, you didn’t call 
the FSBO, but what you did was you actually did a mailing to that block or blocks and… 
offering a free CMA. Love it. What else?

Annette: And I found out during that time that for CMAs, letters worked better than 
postcards because we were tracking everything… every listing we got, we tracked where 
it came from. And the one thing we realized is that most people didn’t call us from our 
postcards. It was our letters. So we dropped our postcard mailings and just did strictly 
letters then.

Darryl: Now… and by the way, I just want to highlight the psychology on that because, 
Annette, that’s always been my philosophy. I don’t remember if I wrote that in the book, 
How to Become a Power Agent. 

But yes, I agree with you. The philosophy is when we send out postcards, Number One is 
we’re trying to cram a lot of information on a small space. So it makes it harder to read.

Number Two, psychologically, there’s something about the postcard where you just want 
to… you want to fling it like it’s a Frisbee. So it screams junk mail. And so it’s easier to 
dispose of. You just chuck it into the wastepaper basket. And the real estate part is small as 
far as what we want to get on there.

Now with letters, it’s more page. You can spread things out and make it easier to read. 
But the most important thing I believe letters are more effective than postcards is that if 
somebody’s going to take the time to open up an envelope, pull the paper out and unfold 
it, they’ve actually made an investment, a commitment, to actually pay attention to what’s 
in the mailing. And I think that’s the psychology behind it. It is in the opening of the 
envelope that illustrates the level of commitment to finding out what it is. 

So… anyway. So great job on that. In your first year, second year, how many pieces do you 
think you were mailing out a month?

Annette: I generally mailed out about 200 pieces a month, so I was getting a good feedback 

 interview with Annette Wilcox (continued) ....
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on my letters.

Darryl: Okay. So that’s… 200 a month is not a lot at all.

Annette: No.

Darryl: So let’s take a… let’s just freeze-frame this for a second. So 98 listings, 200 
mailings a month in your second year. Those 98 listings, if you were to break it out as to 
where you think they came from… like for example, there might have been a couple that 
might’ve been referrals; there might’ve been a couple of FSBOs. 

Then there’re the ones that are from your mailing. Some could’ve been a buyer or two who 
are buying a house, and they had a house to sell. What would you say the percentage was… 
the highest percentage source of your 98 listings? Is it the mailings?

Annette: It was my mailings that year.

Darryl: All right. And what percentage, would you say? Seventy, eighty, ninety, ninety-five 
percent?

Annette: I would think right around 75 percent-wise.

Darryl: Okay. So really… because I’ve got to tell you, Annette, 200 mailings is not a lot to 
get… you know, in this case, you’re saying 75 percent of the 98 listings. 

So basically, you’ve got 70 listings. That would represent about 75 percent of 98. Probably 
that’s low. So let’s say 70 listings from 200 mailings a month. That’s incredible. What was 
special about those mailings that generated that kind of response?

Annette: I did one thing that, you know, everybody… one of my friends who lives in a 
development said she gets a letter every week from a different agent. And that hit me. Like 
I didn’t have the name to be in the development.

I needed to think, “Where are people not sending…? Who… I didn’t want to send it to a 
development and compete with everybody in my MLS. That was a waste of money for me. I 
was (inaudible at 0:18:33) agent.

So I picked streets that I liked. I just went through the town, I said, “You know what? I can 
(inaudible) the street (inaudible)”. And I sent one letter out to that street. Or if it was a… 
you know, like we talked about, a For Sale By Owner, I just sent a letter to the whole street. 
And…

Darryl: So first of all… and this is very powerful, Annette, what you’re saying. It truly is. 
That instead of going where everybody else is already going, other agents are (inaudible 
at 0:19:05), you try to find an area where it wasn’t being oversaturated by agents, and that 
was part of your criteria.
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And then, of course, that other one is really awesome. Every new FSBO, you would mail on 
that block or the surrounding blocks. That’s another awesome idea. And what was in the 
content of these mailings? Was it a letter format? Was it a flyer format? Was there a call to 
action saying, “List with me now, and I’ll wash your car every day”? (laughing) What was it? 
Tell me.

Annette: It just basically said, you know, “I love selling real estate”, and that, you know… 
and most people don’t really… it was in a bad market. We were in 2012 at that time, and 
our… we had been hit really hard. Most people didn’t know the true value of their home. 

“So just call me; let me do a CMA. Let me tell you what your house is worth. And now you 
know if you can afford to sell or not when the market gets better”. And I said, “Absolutely 
no obligation to list or buy with me. I just want to help my community”.

Darryl: Wow. Annette, did you live in the community of these 200 mailings?

Annette: I lived in either that city or it was a connecting city.

Darryl: Gotcha. Okay. Good. All right. Is there anything else here that you think really 
helped contribute to these 98 listings? And then going into Year Three, you did better. 
And…

Annette: You know, when we… when I was doing the… and I did expires every Wednesday 
because Wednesday worked for me. For whatever reason, I need it to go in the mail 
Wednesday, we… every week, we’d monitor what day we would get.

We would do it for a month. And if we got more phone calls, do it on a Monday. Then we 
would stay on a Monday. But if we didn’t, we’d move to Tuesday. And finally, we found out 
if we mailed them out on Wednesday, they were getting them on Friday, and they must have 
been paying attention. So Wednesday was our mail date. And it’s still our mail date. We 
know it works for us. 

On those expired listings, we would put, you know… at that time, our market was, “Seventy-
eight percent of listings expire; your house never sold. Why do you think your house didn’t 
sell? Why don’t you call me and tell me why it didn’t sell and let me tell you what I think?”

And, you know, they would call… and they would call and tell me… like they might talk 
about their agent or the pictures were bad or, you know, we can pull so much up on the MLS 
and just say like, “Your pricing is off ”, or, “The pictures weren’t good”, or, “Your description 
wasn’t right”, or…but that normally got me in the door. So I did a lot of expireds.

And I also went back… when we were doing those letters, I said, “Why don’t I go back… 
you know, expireds are easy. We already know they want to sell. Let’s go back four years, 

 interview with Annette Wilcox (continued) ....
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and any of those houses that haven’t sold…” And it took some work, you know. What 
houses didn’t sell in the past four years? But we did that. We put the time in it, and I got 
quite a few listings doing that also. 

Darryl: Now, those people that… going back that many years, did you do a mailing also 
to them, or did you call them?

Annette: I mailed them all letters just saying, “You know, I know like in the…” And I 
would just say like, “I know in the past four years, there’ve been a lot of houses that didn’t 
sell. I see yours was one of them. Are you still considering selling? If you are, I think… I’m 
a new agent with, you know, the guts to go out there and do crazy things. You should try 
me”.

And I was honest. Like, “I don’t have a lot of client…”, you know. I put it out there, you 
know. Most of the time, they say, “Don’t tell people you’re new”. But I said, “I don’t have 
a lot of clients to work with right now”. Basically, I said, “I need your business. You didn’t 
sell your house. You’ve already wasted time. Let’s take somebody who’s aggressive”. 

Darryl: Wow. Wow, wow, wow. Okay. Very great. Very… I love this. This is good. All right. 
Continue. What else… this is great stuff. What else you feel that helped contribute to this 
production?

Annette: I always tell people, “My car was always clean. I had magnets on the side. I wore 
my name tag from the time I got up until the time I went to bed”, you know. You can’t be 
an undercover agent and sell a house.

Everywhere I went, I told people, “I’m a real estate agent”. You know, in a bad economy, 
people always want to say, “Hey, is it get any better out there?” And I would always say, 
“Every day, it’s getting better”. And I always tried to be positive that, you know… but the 
market was bad. And with your name tag on, everybody is willing to talk. So I was planting 
seeds and I said, “I just…” Everywhere I go, if I can talk about real estate, eventually, 
people will know I’m the person to come to”. So I spent a lot of time networking.

Darryl: You know, it’s amazing to me, you know, I just got back from… I don’t want to 
date this recording. But I just got back from Beijing, China, where real estate is only 18 
years young. 

Prior to 18 years ago, the people were not allowed to own real estate at all. The government 
owned everything. So 18 years ago, people were given the right to actually own their 
building or their apartment. They still can’t own the land. The government sold it.

So it’s so new, is my point. And, you know, you would think that I gave them like the biggest 
secret in the world when I said “car magnets” because no one is doing it. No one knows 
what that is and very excited about it.

But what you made me think of, Annette, is even here, even today, even in… you know, 
I’ve traveled all the cities, and I don’t see a lot of agents using car magnets or even name 
badges. And I always hear from agents like you that say (laughing), “You know what? I wear 
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my name badge, and I’m shopping in the grocery store or wherever, I always get somebody 
who approaches me and asks me, “Oh, you’re real estate. How’s it going?” 

And that name tag, as silly as it may be for some people, it probably is a really simple and 
effective greatly way of generating leads. So okay, great. Continue. This is great stuff. What 
else would you say? What else would you say has helped you in your business?

Annette: Making sure that my… and this is silly as ( ph) saying. But making sure my real 
estate picture was up-to-date. Everywhere I place my picture, it actually… the one thing I 
heard my very first year is, “Oh, your business card really looks like you”.

And when I heard that, I thought, “What does that mean?” But then I started paying attention 
like… especially for women who change their hairstyle. If you get a new hairstyle and it’s 
drastic, you need to change your business card picture. And so I was making sure that 
everybody would recognize my face. So when I advertised, I made sure it wasn’t just my 
name, it was my face. 

Darryl: Good. Very good. Very good. I’m looking at your Facebook page now. Well, you have 
a great smile, too. It’s hard when people are not attractive to use their photo (laughing). 
I’m just kidding. A joke (inaudible at 0:26:32). All right. But no, this is the… and by the 
way, what is your Facebook handle? Is it Annette.Wilcox.10. Is that what it is?

Annette: It is.

Darryl: Okay, good. So if people want to find you there and friend you there, Annette.
Wilcox.10. Okay, great. So making sure your photo is up-to-date, very important. 

Yeah, especially… you’re right. Especially the ladies because they’ll change their look, 
they’ll change their color, more so than a guy. I mean there’s not much we do with our 
hair (laughing). But keeping the same color but changing the look of it, it could be a huge 
difference. What else would you contribute to your first few years that you believe was… 
really contributed to your success?

Annette: I always tell everybody that I get up and I get dressed and I come to work. 
Whether I had an appointment or not, I came to the office. It’s really hard to be a new agent 
and not be around hearing what… because if you’re in the office, you’re hearing the other 
problems the other agents are going through, and you learn that way. 

And if you’re up and dressed and at the office and somebody calls and wants to see… a 
great example, foreclosure house today, you can go because you’re dressed and ready. If 
your home, you’re probably still in your blue jeans, you know?

So I always say, “I’m always in business attire. My hair and makeup are done. I’m at the 
office at 9 o’clock, even if I don’t have clients”. And I’m… I always say, “If you get to the 
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office, you’ll make work”. You may think you have nothing to do, but when you get there, 
you’ll work all day long. So you need to go to the office. 

And if your car is in the parking lot with your magnet on it, people know you’re there. And 
you’ll be amazed at how many people will stop and say, “I saw your car in the parking lot”.

Darryl: Umm. So get up, get out there, get to work, dress for success. When do you go into 
the office? Like when do you wake up? When do you start your day, and when do you end it?

Annette: I wake up about 6:30, and the first thing I thing I do is look at my phone and see 
if I’ve missed any text messages or e-mail. And then I get up, and once I’m out of my room, 
then I…my phone is down until I get my kids dressed, and they’re off to school. And I drop 
them off at a quarter till 9. I have three kids that’re still in grade school. So I drop them off, 
and I’m at the office at 9 o’clock. 

I also stop… the one thing I do, do every morning is I stop at the local coffee shop because 
there’re always people in there who want to talk real estate. So I stop and have a cup of 
coffee. I don’t normally sit down, but I just stop and people stop and say, “Hey, can I ask 
you a real estate question?” or, “Thinking about what’s in my house”, or… so I make a point 
to stop every morning and get a coffee.

Darryl: Great. Great, great, great. Are you from a small town? Medium-sized? What would 
you say?

Annette: I’m from a very small town. We have about 16,000 in our town.

Darryl: Okay. Wow. So, you know, I guess the advantage there, too, is once you have name 
recognition, which I’m assuming that you have now or starting to have if you don’t already 
have it, is that referral business would start to grow from that. So okay, very good. All right. 
And let’s continue. So you stop off… drop the kids off at 9, go to the… get your coffee. 
And then what?

Annette: I make sure I do all my return phone calls from the night before and look at 
anything if they’re still on my desk over the night. And then I meet with my assistant at 10 
o’clock, and we talk from 10 to 10:15 almost every morning. 

Darryl: Now why 10 o’clock? Why not like, you know, 9, 9:30? Just as… because you’re an 
hour into the day already. Any reason for that or no?

Annette: That way, I have… one of my (inaudible) my assistant for her hours. So she 
wants… she likes to come in at 10. And it works for me that I can make all my return phone 
calls… everything that’s important, I can address before she gets here, and I can kind of 
have my day completely lined up before she walks in. And if somebody needs to set up 
showings or whatever, I have it all worked out and ready to hand to her what she walks in 
the door.

Darryl: You know, and I want to highlight this part here that I really love what you shared. 
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And that is… and people may miss that. You know, when… sometimes people think that 
hiring an assistant, they hire that logistic person that… your second assistant that you said, 
you know, dealing with appointments or scheduling or any logistic stuff. And that’s the first 
person they bring on, usually. 

Whereas with you, the first person you brought on, whether it’s your mother or not – that part 
is not important. You brought on somebody to manage your mailings to get your name out 
there, your face out there and to keep generate listings. And that’s a very powerful distinction.

That if there was one person to hire first, it would be that person that’s going to help build 
your listing inventory. And that’s the project, that’s the focus because without listings, there’s 
no business. Without… there is no inventory, there are no fires coming in, there’s no revenue. 
So I really love that, and I… to me, I think that’s probably one… that was one of your biggest, 
biggest, smartest decisions that helped you build the business so quickly. 

Annette: I totally agree. I wouldn’t… reading that in the book, again, had made so much 
sense to me. Just if I didn’t have listings, I couldn’t survive and, you know, I think in the book 
you had talked about like all these different scenarios why you needed… and one was if you 
get sick.

And in my second year, I got sick and was off a complete month. But I was selling houses 
because I had the listings. And if I wouldn’t have been a listing agent, I probably would’ve lost 
everything during that… you know, because a month is your pipeline for two months from 
now.

Darryl: Yeah, exactly. Whatever listings you have now really is going to dictate your finances, 
your cash flow, your revenue. You know, if your average marketing time is two months, then, 
yeah, that’s what it’s dictating.

So if you’ve got one listing, you can… you pretty much are going to be broke in two months. 
If you’ve got ten, you’re probably in really great shape. You know, 20, you’re going to have a 
good cash flow in a couple of months. So, all right. Very, very awesome. What else would you 
say has helped your business, to grow it? 

Annette: Treating my customers when they were… you know, my new customers the way I 
wanted to be treated. And, you know, I think the best compliment is when they said, “I never 
realized you had another client besides me. I thought I was your only client”.

That’s a good compliment, saying, you know, “You’re always taking the time to give me your 
full attention”. I don’t text while I’m with my clients, and I’m not on the phone when I’m 
showing houses. They get me 100 percent. And… 

Darryl: That’s very good, Annette. Very… that’s awesome. Let me ask you this now, when you 
started going on listing appointments, how did you structure that conversation? What did you 
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do to… so somebody would respond to a mailing. I’m assuming most of those responses was 
for the CMAs, is that right? 

Annette: Yes. I do a ton of CMAs.

Darryl: So walk us through. You go over to the house. Do you just tour it, do the CMA, come 
back and then share your numbers? Do you share the numbers on the first appointment? Do 
you transition at any point about talking about listing with you? So walk us through all that.

Annette: So they would probably take the time to just come and do a walk-through, and I 
just say, “All you need the first day is to walk me through the house and share what I need to 
know”.

And we would talk. If it was… you know, they said, “Well, I got granite countertops”. [I mean] 
( ph) say, “Well, this is not a… this area doesn’t demand a granite countertop, so there’s no 
value to that granite”, and kind of start like making the basis so when they get their CMA, they 
know what they’re looking for.

Talk about, you know, “The real important things are your square footage”, and, “Have you 
maintained the house?”, you know. If you build a house and then 30 years later it looks the 
same, you’ve lost some value by not doing some update. 

Then I would come back and just, you know, say, you know, “No matter what’s on this paper, 
this is what I truly feel”. I couldn’t do it that day because I didn’t have comps ( ph), and it’s not 
fair to them because I’d never seen the house before. I just kind of have an idea.

So I said, “I want to give you the best I can be. By doing that, I need to go back and fill out your 
CMA the right way”. And then I would set up a meeting and come back and just go through it 
and say, “You know, based on what I’ve seen here and the other houses, this is what I think 
you can sell your house for today”.

You know, and sometimes people didn’t like it and… you know, and sometimes people were 
surprised with what I thought. Like the one thing you’re always going to get from me is 
honesty. So if you want to list your house and, you know… or you’re thinking about, you don’t 
want to list it now, but you want to list it three years from now, “Let’s talk about the things 
that you can do right now to add value that don’t cost a lot. Like should you paint or should 
you put down new carpeting?” 

Or like, you know, “You’re going to have to de-clutter before you sell. Do you want me to give 
you a full list of what you need to do to be ready, so when you’re ready…?”

And sometimes they’d be like, “Yeah”. And sometimes they’re like, “You know what? I just 
wanted to know the value”. And those people, I graciously said, “Then, you know, that’s great. 
Here’s your CMA. I appreciate your time letting me do this. When you’re ready to list, call me. 
At least let me have a chance to interview for the listing agent when you do sell”.

Darryl: Okay. So… all right. Let’s put those people to the side. So the people that say, “I was 
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just curious and I’m not going to sell. And I’m definitely not listing”. So I heard what you said 
to those folks.

So let’s talk about the other one. So yeah, they… forget about selling. You come and you 
give them a price. It sounds like you’re being assumptive that you’re already going to… like 
you’re going to be the listing agent that… or that you’re being assumptive that they’re going 
to definitely hire an agent anyway. Did I pick up on that right or…? 

Annette: Well, most of the time, people want to know the price, but they want to sell. It’s not 
just because they want to… unless there’s been a death. You know, sometimes those people 
aren’t ready to sell homes ( ph). But most people, when they’re to the point where they want 
to know a price, they’re wanting to know the price because they’re going to sell soon.

Darryl: Okay. That’s good. And do you go through any… do you sit down like… I love that. I 
mean, by the way, that was really powerful what you just said. That if somebody calls you to get 
a price on their home, it’s a pretty darn good chance that that’s a signal sent; they’re putting 
out there that they’re going to be selling very soon. So that’s the rule. The exception is, “No, 
I was just curious and thanks for coming”.

All right. So that’s great. So you go through, you tour the house, you give them some advice, 
you chitchat about the property. Do you transition into a listing conversation or… like do you 
ask them right there, you know, “Well, are you going to sell now? Do you want to get the ball 
rolling?” How do you start the next level of that conversation? 

Annette: After I’ve presented the CMA and I’ll say, “Do you have any questions?” And if they 
say, “No”, I’ll say, “Well, my question to you is, you know, do you see yourself listing today, 
two months from now, six months from now? You know, do the numbers reflect something to 
make you want to sell because they’re higher than you expected?”

And that’ll normally get them to talk, “Well, you know, I was kind of thinking about it, but I 
need to do the to-do list”. And then I’ll be like, “Your to-do list is probably not really the to-do 
list to sell your house. That’s what you think. Why don’t we walk back through the house with 
an agent’s eyes who works with the buyer all the time? Let me tell you what I think you need 
to do”.

And then normally, that to-do list is 90 percent gone. And we might have added one or two 
things they didn’t think they needed to do. And they’re like, “Really? That’s all I need to do?”

And I’m like, “Yes, because if you’re ready to sell, we’re not going to dump $20,000 in your 
house to sell it and only get $2,000 return on that 20. What we need to do is fix what’s really 
going to add value and sell your house quickly”. And then normally after that free advice, then 
they’re a little bit more eager to talk when they realize they don’t have this big to-do list. 

Darryl: Well, the psychology behind what you’re sharing is just so awesome because what 
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happens is they think they have to do all this stuff, and here you take the pressure off of them. 
It’s almost like they have a headache; you’re the aspirin. 

And because you made them feel good, because you made them feel better, immediately, they 
trust you now. It’s like, “Oh, okay. This is my agent”. You have not told them, “This is what 
I’m going to do for you”. You actually did it for them. Right there in that walk-through, in that 
conversation, you actually have proven you can be a medicine for what ails them. You’ve healed 
them (laughing). 

And so that’s huge. The psychology of that is so huge. By you healing them, they already now 
emotionally have said, “This is our girl. This is… we’re going to hire her”.

And you know what, Annette, I want to thank you because I never realized… there’re a couple 
of top agents that I know in my life personally. You know, they come to my house, we have 
dinner and they’re very successful like you are, and they do the same, exact thing. And I never 
realized that that’s probably a good part of their success. So anyway, that’s so awesome.

There’s something else that you just said, too, that was really… that just hit me like a ton of 
bricks is that you’re asking them, not, “Are you ready to sell in the next three months or six 
months?”, “Are you ready to list in the three months or six…?”

So you’re replacing the word, “Are you ready to sell”, or, “When are you going to sell?” You’re 
using the word “list” instead of “sell”. And that’s powerful. That’s so sublime. I love that. I just 
love, love, love that. 

Okay. Good. Oh, I’m learning so much. All right, is there anything else, Annette, that you want 
to share that… because we’re coming to the end of the call here, and I don’t want to miss any 
of your beautiful nuggets.

Annette: You know, I just think that (crosstalk).

Darryl: And I’m putting you on the spot. I’m put you on the spot, Annette. And I know I am. 
You’ve just done… you know what? You’ve done such an incredible job, I haven’t even gone 
to my… you know, I have a list of questions I ask our students that need help sharing. And 
you have done such an incredible job, I haven’t even needed to use one question except what 
is your name and contact information (laughing)? So with that said, are there any last bits of 
wisdom you would like to impart with people listening? 

Annette: I think the biggest thing you need to do is at the beginning, you need to earsight 
( ph) your goals and track them and make sure every client that you sell a house to or sell a 
house for, you need to know where that first contact… why did they choose you as an agent 
because you don’t want to waste marketing money on things that don’t work. So make sure 
you’re tracking.

I can tell you from my first client to my house that closed today, why I’m their agent, whether 
it was the Facebook contacts or a referral or they’re a repeat client, or they were a high school 
friend. I know exactly why.



20

 interview with Annette Wilcox (continued) ....

I don’t waste a ton of… like I hear summaries ( ph) marketing, when people say, “Well, you had 
to have money to get started”. No, I didn’t. My husband had lost his job, we had six kids living 
at home – well, two were off to college – we were supporting and my husband was going to 
college. And my third child was leaving for college the year I started.

And the money… but I was determined to be a top agent. But I couldn’t waste a penny. So you 
need to track where you’re putting your marketing money and make sure if something is not 
working, quit doing it. Quit wasting your time. 

At the beginning of the year, I know what I’m worth per hour. And when I see what I’m worth 
per hour, that reminds me, “You don’t waste time doing things that don’t make money”.

Darryl: Umm. Umm. Umm, umm, umm. Wow, wow, wow. That’s awesome. Okay, Annette. I’m 
going to share something with you that maybe you’re doing already, and then we’re going to 
end this call is because now… as we said at the beginning of the call, you’re now part owners 
in this CENTURY 21 company, and you’re running this one office. And so I’m assuming, you 
know, you may be doing some recruiting for that office, or you’re the point person to interview 
with agents.

I think because you’ve had so… such great success in such a short period of time, you could 
actually create, you know, a checklist, if you will, just like this call. You know, what were the 
top things that you can… that you contributed to your success in Year One? What were those 
things? 

What were those things in Year Two? And actually, show that to an agent, you know, that starts 
to work for you? “Here is your five-year business plan on how to make six-figures. Here’s how 
I did it.”

And it doesn’t have to be complicated. You know, you just having, you know, three, four, five… 
whatever it is. I think that would actually be a great recruiting tool. It would also be a great 
training tool in your office.

You know, when I… you know, our business model… when I first started training back in 
1993, I started having trainers to work for me. And we taught… my program was a year-long 
and it was live and it was a different business model than we have now. So I had trainers 
all over the country teaching live once a month. And we had what was called “The Integrity 
Training Checklist”. 

What we did is we created this [shiny, penny] ( ph) material of the power program. You know, 
“What was the most important, valuable stuff that we taught in a year?” And the trainers, they 
would look at that list. If they felt like the students weren’t doing well, they would go to this 
checklist.
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“Well, are you doing this part? Are you… did the students learn this?” Or, “Are you, you know, 
having your monthly calls with them?” I don’t want to get into all of what it was, but my point 
is, is that we created a very simple integrity checklist for the trainers to make sure that they 
were doing these things because if they did those things, we knew they would have success 
with the students.

So if you knew your agents and your office we’re doing these things that you did, that they 
would be guaranteed to have the same success as you. That might be a really simple thing to 
put together. And maybe you have something like that now. But anyway, that’s my tip for you. 
Okay. Well, this is great. Did you have fun with this, Annette? 

Annette: I did. Thank you so much.

Darryl: Well, thank you, now. Listen, I’m going to ask you to send me some of the… we’re 
going to put you in the magazine. We’re going to put your bio, your photo, your contact 
information, we’re going to transcribe this interview. I know people are going to love to see 
some of these mailings that you sent out. So if you would get those to me and we’ll put that in 
the magazine, too, so people can see that. Is that okay?

Annette: That would be great.

Darryl: Awesome. Awesome. All right. Well, I want you to stay with me. I’m going to end 
the call through the recording, and then we’ll talk a little bit more. So power agents, that’s 
it. There’re so many great things that Annette has shared with us, so make sure that you 
implement just a couple of these things. You’re going to have the same success, too.

My favorite was that mailing the letters to the FSBO neighbors, telling them, “Hey, list ( ph), 
I’ll give you a free CMA”. Just love, love, love that. So gang, have a great wonderful month, and 
we’ll talk to you again. Don’t forget to keep smiling. 

Thank you, 
Annette!
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