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1 .  F S B O s

The BEST 12 
Sources for

Listing Leads



“When I took Darryl’s course, I was a 

new agent. That year I generated 71 

listings & 64 sales because of the great 

source of ideas.  I highly recommend his 

coaching program to any serious agent!”

Michael Ardolino, Realty Connect USA





Concepts to 

Working FSBOs

1. You may not get them the first time

2. They may be committed to price

3. Their buyers may not be buyers

4. There is no “right” time  to call

5. Get past the 60 second hump



Concepts to 

Working FSBOs

6. There are 3 phases of mastery

• Getting the Listing

• Getting the Appointment

• Making the Call



The MAGIC FSBO 
Call Dialogue





FSBO

Mailings



FOR SALE BY OWNER MARKETING 
RULES

1. Price your home at or just below market value. (Overpricing your home 

will cost you more.)

2. Stage your home to show.

3. Make an attractive, detailed flyer for your home.

4. Get lender good faith estimate-using your sales price and showing several 

loan options. Provide this with the flyer.

5. Put in an eye-catching, attractive FOR SALE sign in the front yard. Color 

works. Never use a hand-written sign. 

6. Place an information box near or on the sign and keep filled with listing 

flyers that include information on how to reach you to view the property.

7. Distribute flyers to 100 of your neighbors. Many times, your neighbors 

will have a buyer lead for your home. 

8. Make up small ad cards (with photo) and place on bulletin boards. 

9. Advertise on the Internet, there are many site options available. 

10. Place an ad in the monthly Real Estate magazines. Use high-quality 

pictures.

11. Place an ad in the classified section of your Sunday paper. Always 

advertise the price, address, home features and phone number where 

you can be reached. 

12. Hold open houses at scheduled intervals. Sunday afternoons are best. Use 

open house and directional signs. 

Don’t be bashful about letting people know you have a home for sale. You 
never know who night be looking or who might know of someone in the 
market for a home. Call or text me at xxx-xxx-xxxx today to learn more! 

Your 
Picture

Your Name, 
REALTOR®
Company 

Name
Phone 

Number 
Email 

Website

Company 
Logo



Excuse me, please…
For Sale By Owner?
Trying to get an idea how much to ask for your 
home? There’s an easy and smart way to do it! 

All you need to is pick up your telephone and give 
me a call.  I’d be more than happy to prepare an 
updated comprehensive price analysis for you.

For free.
Why would I go to all the trouble of doing that for 
free?

Simple.  If you ever decide to list your house
with a broker, maybe you’d think I was a good guy 
and you’d consider using me.  That’s why.

Just pick up your phone and call
No hassles.  No sales pitch.  No kidding.

Your 
Picture

Your Name, 
REALTOR®

Company Name
Phone Number 

Email 
Website

Company 
Logo

FREE COMPREHENSIVE PRICE ANALYSIS FOR YOUR HOME! 
CALL OR TEXT XXX-XXX-XXXX TODAY! 
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The BEST 12 
Sources for

Listing Leads



The Mind of an 

Expired

1. They feel rejected; loss their vision.

2. The are like fruit; they ripen

3. They learned about proper pricing

4. They almost always come down in 
price the second time with a NEW 
agent



Your site here



Expired

Mailings



“Expired”
Flyer
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The BEST 12 
Sources for

Listing Leads



“I could see the long-term benefits that 

resulted from utilizing the systems. This 

helped me increase my listings more 

than 60% over the previous year.”

Brian Toole • Reece & Nichols



Old FSBOs



Old FSBOs



“I Have Buyers 
Looking for Your 
Neighborhood” 

Letter

Old FSBOs



 

Vacant Land Letter 
 

 

 

MR. & MRS. HUNNA-HUNNA 

1010 UMPTY UMPT LANE 

POWER CITY, NY 12345 

 

 

Dear Hunna Hunna: 

 

Tax records indicate that you are the owner of vacant land in Suffolk County.  I am a buyer broker, and 

have a number of clients actively seeking building lots and acreage in the County. 

 

My clients are paying fair market value, and will pay all real estate commissions and transfer fees, 

leaving the selling price net to you. 

 

If you have any interest in selling, or would simply like to discuss the matter further, please contact me 

at the above number.  If contacting me by mail, please include the Section-Block and Lot of your prop-

erty, along with a contact phone number.   

 

If you have your property listed with another Broker, please have that Broker or Agent call me. 

 

Thank you in advance for your consideration.  I look forward to speaking with you. 
 

 

Sincerely, 

D 
Darryl Davis, Power Agent 
 Old FSBOs



Can Use the Old 
FSBO Dialogue

Old Expireds



“I Have Buyers” 
Letter

Old Expireds





“Because of Darryl’s training, I 

make over $200,000 a year, average 

20 listings at anytime and do this 

with all NO effort! Darryl’s the 

best!”

Tina Rossetti, Re/Max Shores









Average agent: $150 a month

$149 set up 

First 30 days FREE
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One of the most important things 

Darryl taught me was commitment 

and follow through in what I do. I 

went from making $60,000 to 

$209,000 in just 12 months. Darryl 

truly made a difference in my life.

Maria Lindh, Maria Lindh Realtors



Step 1.  Identify

Hi, is this ___________?

Step 2.  Re-Introduce

Well, hey this is Darryl Davis from POWER Realty; how are you?

Step 3.  Apologize

I have to start off by saying I’m sorry that I lost touch with you. Things have been 
crazy good and I was thinking of all my clients that I worked with in the past and 
I just wanted to check in and see how you folks are doing?

Step 4.  Ask About House

So how are things with your home?

Past Client First Phone Call



5 .  H o u s e s  f o r  

R e n t

The BEST 12 
Sources for

Listing Leads



Step 1.  Identify

1)  I’m calling about the rental.
2)  Is the house still available?

Step 2.  Introduce

1)  Well, hi this is Darryl Davis from POWER Realty; how are you?

Step 3.  Clarify

1)  The reason why I’m calling is I do see you are renting your place, but 
I was wondering, if I had someone who wanted to buy your house for a 
nice profit, would that be something you would be interested in?

For Rent By Owner Dialogue



“Great Time 
to Sell” Flyer

Houses for rent
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L i s t i n g s

The BEST 12 
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Listing Leads



Just Listed/Sold Dialogue 
 

Agent:  “Hi, this is Darryl from Power Realty. How are you? 
 

Owner:  “Fine.” 
 

Agent:  “The reason for the call is one of your neighbors has recently hired us to sell 
their home, and because you live in the neighborhood, I thought you might want to know. 

 

Owner:  “Oh, well that is very nice of you” How much is the house?” 
 

Agent:  “It’s a lovely home with some great features.  Let me ask you, do you know of 
anyone who’s looking to buy in our neighborhood”? 

 

Owner:  “No I don’t” 
 

Agent:  “Well I’ve got to tell you, we do expect a lot of buyer activity from this par-
ticular house, so this will create a situation where we may have more buyers than houses. 

Could I ask you, have you heard of anyone who mentioned they were thinking of moving?” 

 

Owner:  “No, sorry” 

 

Agent:  “What about you folks; have you ever thought about making a move?” 
 

Owner:  “No” 
 

Agent:  “Well thank you for your time. If you do hear of anyone, would you mind giv-
ing me a call? 

 

Owner:  “No not at all” 
 

Agent:  “BTW, have you recently had an updated market analyses on the value of your 
home for your insurance policy? The reason why I ask is we have found anyone you has lived 

in their house for 5 years or more, may be underinsured if there was a catastrophe. 

 

Owner: “Interesting” 

 
Agent:  “So my company offers, free of charge, a Neighborhood Market Report that 

not only shows you what your neighbors have paid for their home, but it gives you an idea 

how much your home is worth. You can then use this information to discuss the possibility of 

increasing your coverage with your insurance company.” 

…also call 
around new 
listings or 
new sales

New Listings



“Hot Market” 
Flyer

New Listings
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“I was a brand new agent with no 

income. Because of what Darryl 

taught me, this year I will close over 

15 million in production! Darryl 

saved my financial life!”

Marty Sorrentino • Re/Max Hearthstone





Home 
Improvement 
Suggestions



8 .  N e i g h b o r h o o d  

O p e n  H o u s e

The BEST 12 
Sources for

Listing Leads







Office Max, Michaels, Vistaprint





9 .  W o r k  

V e n d o r s

The BEST 12 
Sources for

Listing Leads



“I made $323,000 in my 2nd year
of real estate because of what
Darryl taught me! If you apply
the techniques in his program,
there is no way NOT to have these
same results.

John Gandolfo 
Century 21 American Homes



Make Your
Hit List



Vendors



GREAT
• Colors
• Pictures
• Layout
• Bullets
• Raffle

LAYOUT

PICTURE
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Calling Friends and Family

1) Hey ____ this is a blast from the past. How are you?

2)  I was just going through my phone contacts and I decided it 
was too long since we talked. So how are you?

3)  I’m great (now talk about anything other than real estate)

4)  When you feel there is an opening, mention you are real 
estate and share why you love it

5)  Talk about one positive about your real estate market

6)  Now get off talking about real estate, unless they show a 
strong interest, by saying, “but hey, I didn’t call to talk business, 
I just wanted to say hey and see how you are.” Then ask what 
their FB or social media is and connect with them that way to 
stay in touch. Put them on your mailing list as well.



Do this 

technique as 

a follow up to 

phone calls
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How to Get Your Agents
To Focus On Building 

Listing Inventory

Contact Info:
DarrylSpeaks


