How to Get YOUR Offer
Accepted in 24 Hours;

Even With Multiple Offers

We start at

12:00 NOON EST
You are seeing these
screen because we
have not started yet ©
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Contact. Info '

DarrylSpeaks
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Will you be coming to our area live?
www.PowerAgentSeminar.com



www.ListingWorkshop.com



Annual Inventory Intensive On Long Island, NY




?
)
B

sx3xsa3




—
- F Y,
s . F i
/4
2T " s i
[ v :
g r
- I-::r' r
.___.-" -1 2 -
= = B
I oA

>y
QUESTIONS....

Is this webinar a
sales pitch?




This Webinar Is For Our
POWER Agents & Our Guests



= Only $27 a month

= Cancel ANYTIME

= First 30 Days FREE

= Copy of today’s slides
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What's New
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Weekly Power Agent Newsletter®
to you every week with powerful training
videos, tools, and blog posts to keep you
on the cutting edge in your market!



The Real Estate Agent’s
3 Plan Business Plan!

Thursday, December 19
Noon to 1:00 PM EST



How to Get YOUR Offer
Accepted in 24 Hours;

Even With Multiple Offers

Contact Info:
DarrylSpeaks

(i 0O
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Concepts To
Win-Win Negotiating
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Concepts To Win-Win Negotiation

1. Selling a house is a two-way
negotiation.

2. Use the commitment of the
buyer and seller to move the
transaction forward.

3. Whether you are representing
the buyer or seller, you MUST
present the offer in person to
the seller.
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Presenting
The Offer To
Seller When
You Are The
Selling Agent

Your MLS probably states
selling agent has the right
to be present.

Meet with listing agent
prior to presenting offer
SO you work together.

Reciprocate when you are
listing agent.

If listing agent insists on
not letting you be present,
then get statement from
seller.



Standard of Practice 1-7

“When acting aslisting brokers, REALTORS® shall
continue to submit to the seller/landlord all offers and
counter-offers until closing or execution of a lease unless
the seller/landlord has waived this obligation in writing.”







Writing The Offer

. Stand for their commitment to own this home.

A. Confirm monthly payments at full price.

B. “Let me just get some information; what’s today’s
date?”

. Keep them involved.
3. Hand them the pen.

4. Direct signature — lighten the
moment

5. Ask the spouse a question.

6. Have the buyers write a “love” letter to the sellers.
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“But Darryl, the buyer can not write a letter because |
and/or the sellers can get sued for discrimination if the
seller accepts another offer.”

25 Years



An I ndividual cannot discriminate based on...

* Race
* Religion
* National Origin

* Sex
* Family Status
* Disability

| n addition:
 Age

* Marital Status
* Military Status

* Sexual Orientation
* Gender Identity



Dear Mr. & Mrs. DeWare.

As we present this offer, we’d like to thank you for
considering us as buyers for your home. We have
looked at many houses, but noné of them had the
same feeling yours has. Alond with meeting our
needs as a large family, your home is filled with the
love of twenty seven Yyears. We all had the
sensation that we were being “hugged” when we
walked in. The children, who obviously don’t
understand the process of negotiations, have all
chosen their bedrooms already! We have, of
course, told friends and family about your home and
they are keeping all of us in their prayers. For this
reason, we feel confident that we can reach an
agreement that everyone is comfortable with. No
matter what the outcome, We€ are grateful to have
been considered to possibly be the next family to be
raised in the warmth of your home.

Sincerely,

The Robinson Family



Long Island, New York: The asking price was $215,000 and the listing agent
said the homeowner will take nothing less than $210,000 because they have
already rejected that.

Keefe,

My children and I visited your
! house yesterday and were very
. impressed with your home. lam
a recent widow and wanted a 1
' home that the children and |
- would love and make our
transmon to New York an easier
- process. | hope we will be able "
@ to negotiate the sale so we can
be settled as soon as possible.

| f_Thank You,

Maureen Sweeney

The homeowner accepted $198,000.
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Contract Terms
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1. Get a large deposit
to strengthen their offer.

2. Add: “This offer is
contingent on
(your name) presenting
this agreement directly
to the seller.”

3. Add: “This offer expires
at , unless the seller accepts
it.”
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Standard of Practice 1-6

*REALTORS® shall submit offersand
counter-offers objectively and
as quickly as possible.”




4. Add that the purchaser
agrees to list their home
for sale with you.

5. Add to the Engineer
Inspection Clause:
“Subject to any major defects.
Major defects are defined as an
item which makes the house
uninhabitable or costs more than
$1,000 to repair for any one item.”
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6. Try making the offer
amount a “quirky” number;
it will stick out in the
seller’s mind & register as a
much higher number.

« Offering $345,255
instead of $345,000.

« If the buyer will cover
seller’s legal fees,
$1,905 sounds better
than $1,850.
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Preparing to Present
The Ofter
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Preparation To Presenting The Offer

1. Before the buyers leave,
deal with potential
buyer remorse.
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Your contact information here.
Add name, company, website,
email and phone number.
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Preparation To Presenting The Offer

1. Before the buyers leave
you, deal with buyer
remorse.

2. Meet with the listing
agent prior to meeting
with the seller; you can
meet in front of the
house.
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Preparation To Presenting The Offer

3. Ask the listing agent about
the seller’s commitment to
moving:

A. Where are they
moving to?

B. When do they need to
get there?

C.Why did they pick that
area?
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Preparation To Presenting The Offer

6. Bring photos of the
house the buyers are
selling.

7. Schedule offer
presentation but do not
reveal offer over the
phone.
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Presenting the Ofter
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The 8-Step Negotiating Process

Step 1:Acknowledge The Listing Agent
In Front Of The Sellers.

Step 2:Explain Your “Job”

A.EXxplain briefly how you
“manage” the buyer side of
this transaction.

B. Explain that you’re committed
to helping the sellers meet
their goals and objectives.

C.Tell them you will be fair to all
parties as per Code of Ethics.
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The 8-Step Negotiating Process

Step 3: Discover The Seller’s
Commitment

A.Where are they moving
to?

B.Why there?

C.When would they like to
close? (Use the phrase
“nick of time” if possible.)
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The 8-Step Negotiating Process

Step 4: Humanize The Buyers

A.Share specifics about the
buyers — their names, where
they work, children, etc.

B.Show the sellers “The List”
and tell them how lucky they
are these buyers picked their
home.
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The 8-Step Negotiating Process

Step 4: Humanize The Buyers

A.Share specifics about the
buyers — their names, where
they work, children, etc.

B.Show the sellers “The List”
and tell them how lucky they
are these buyers picked their
home.

C.Read the buyer’s letter aloud.
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The 8-Step Negotiating Process

Step 5: Price And Terms Distinction

A.Explain how terms are as
important, if not more so,
than the price.

B. Give an example of having a
great price but horrible
terms.
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The 8 Step Negotiating Process

Step 6: Present The Positive Terms
A.Large deposit
B.Pre-commitment
C.Closing date
D.Buying “as is”
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The 8 Step Negotiating Process
Step 7: Present Price

A.Show your MLS list price to
sales price ratio stats.

B.“Their offer represents
% of your asking
price, which come to

$

Step 8: Invite Action

A.Recap the positives.
B. Get signature.

C.Get the heck out of there and
celebrate. ©
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Handling Objections
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Objection: “Will you cut your commission?”

1. No ©
2. Re-iterate it’s a two-way negotiation, not a three-way.

3. Finally, pretend to cut your commission.
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Pretend To Cut Your Commission

. How much commission do you want me to cut?

. So that comes out to (confirm dollar amount).

. If I can get you (the dollar amount confirmed),
would you accept this offer?

. OK then; I'll counter to the buyer that amount
because as | said | can not cut the commission.
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Objection: “We’ll counter at

The Negotiating Dance — “Because these buyers
are so qualified, if you had to go to , | mean
If it were the difference between moving or not,
could that work for you?”
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Objection: “The offer i1s too low.”

1. House Buyback — Would you buy your house back
for $(the offer price they're rejecting), because right
now your house is sold and by not accepting this
offer is like you’re buying your house back.
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“When | took Darryl’scourse, | was a
new agent. That year | generated 71
listings & 64 sales because of the great
source of ideas. | highly recommend his
coaching program to any serious agent!”

Michael Ardolino, Realty Connect USA




Only $27 a month

Receive first 30 days FREE

Complete access to the entire Power
Agent® website

Copy of today’s slides
Webinar On Demand
Free access to upcoming webinars
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What You Receive as a POWER Agent®

Access to our weekly, LIVE “POWER HOUR” calls

Live calls monthly on which Darryl will cover different aspects of the real estate business. He'll go in-depth
into the challenges you may be facing and how to OVERCOME those challenges in today’s market. He'll
teach you to not only overcome them but to surpass them to achieve COLOSSAL SUCCESS in your
business!

Dedicated Power Agent® Classroom with 20 Dedicated Catergories

The Power Agent® website is loaded with learning and coaching tools such as podcasts, audio and video
lessons, and webinars on demand. You'll also find hundreds of marketing tools for prospecting, farming,
negotiating, objection handling and more. eGuides, forms, checklists, etc. These items if bought
separately would cost thousands of dollars, but as a Power Agent®, you have access to them at no cost
for your first 30 days, then just the low cost of your membership. Watch for new and exciting tools and
information added every single month!

Website Archives Section

In addition to the Classroom materials, The Power Program website contains recording and transcripts
of over 12 months past interviews and the Inner Circle Newsletter, audio interviews, and Power Hour calls
with Darryl. These archives alone house enough information to change the core of any business.
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Monthly Digital Power Agent Magazine

Filled with visual tools guaranteed to enhance your listing or selling presentations. The Power Agent®
Magazine is loaded with sample ads, dialogues, news articles, graphs, etc. (to use on listing and buyer
appointments), and systems to keep your business running smoothly, and SO MUCH MORE.

Monthly Interview of Nationally Top Producing Agents

Sharing their trade secrets and the tools that keep their business alive and thriving. Darryl conducts in-
depth interviews with the nation’s Top Agents each month. These agents have been through their share of
ups and downs, and have figured out what WORKS in today’s market. Learn their secrets without making
their mistakes — take advantage of their knowledge and start making a six-figure-plus income in the current
market. Each one has their own special ingredient to share, from cities nationwide, and they will share with
YOU their formulas of success.

Recommended Power Vendor & Resource Directory

There are so many company agents can work with to help grow their business, it can become
overwhelming and confusing. Darryl has personally checked out these companies and believes these are
the some of the best companies out there, making it so much easier for you to pick a company to help grow
your business.
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Access to Our Members-Only Facebook Group POWER Agents of Real Estate
Here you have a chance to interact with other Power Agents, as well as Darryl, through social media.
Throughout the month, Darryl also shares links to up-to-the-minute articles or news about real estate.

50% discount on all of Darryl’s learning CDs

As a Power Agent you are entitled to half off all of the titles from Darryl's Complete Real Estate
Mastery Program.

Just $27 per month — start today and your first 30 days are FREE.
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The ONLY Real Estate
Business Plan with 3 Plans!!!!

Thursday, December 19
Noon to 1:00 PM EST



How to Get YOUR Offer
Accepted in 24 Hours;

Even With Multiple Offers
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