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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 Sueanne  Darryl Davis Seminars: 1-800-395-3905.
To fax Sueanne  Darryl Davis Seminars: 1-631-929-1865.
To e-mail Sueanne  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 Sueanne 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



4
4

NJ Realtors® Circle of Excellence Award 2015
Weichert Sales Executive Club 2015

TOP OFFICE PERFORMER FOR THREE MONTHS IN 2015. Top 
Sales Agent, March and October and Top Listing Agent for 
December.  Sueanne outsold more than 120 agents in the office, 
including teams with decades of experience.  Certified Accredited 
Buyers Representative, Short Sale and Foreclosure Specialist and 
Graduate of Weichert’s exclusive Buyer Mastery Program.

Sueanne Peacock Sylvester, a second generation realtor, brings three 
decades of marketing experience and community commitment 
to her real estate career. Born and raised in Mountain Lakes, she 
has also lived in Boston, New Hampshire and Newport Beach, 
California where she has bought, sold, renovated and built $8.5 

million worth of  homes in a range of financial climates. 

Delighted to be back in her hometown of Mountain Lakes,   Sueanne  has the unique perspective of an old “Laker” 
combined with the appreciation of the new facets of all of Morris County that beckon a diverse group of demanding 
homeowners to put down roots for their families to nurture and prosper.

“You’re not buying a home, you’re investing in a future. Whether you’re buying or selling, it’s my job to get you the best 
price and terms and facilitate an easy and successful transaction. I’ll also hold your hand every step of the way during 
the process.”

Prior to real estate, Sueanne was an  award winning copywriter at national advertising agencies  in NY and Boston 
specializing in luxury brands, international travel, real estate development, sports, cars and finance.  Imagine having your 
home marketed by the original copywriter for the Ritz-Carlton. Her responsive, personalized service and sophisticated 
writing style inspired client loyalty, as accounts regularly followed her from one agency to another. Sueanne brings this 
same level of polished customized marketing and client services to her real estate career. 

Sueanne’s decades of  community involvement  include serving as  President of the Susan G. Komen Breast Cancer 
Foundation and Chair of the Race for the Cure in Orange County, CA as well as Director of Fund Development for The 
Lake Drive Foundation for Children Who are Deaf and Hard of Hearing in NJ.

Your next home is just around the corner.  If you’re looking to maximize your home ownership investment while 
minimizing the anxiety that can accompany a residential sale or purchase, Sueanne is a knowledgeable neighborhood 
specialist committed to going the extra mile to achieve your objectives.

Sueanne Sylvester
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Darryl: Well hey gang. This is Darryl Davis. Welcome to our interview with a great Power 
Agent by the name of Suanne Sylvester. Suanne, thanks for being with me on this Saturday 
while we’re doing this. It’s wonderful for you to take the time. Thank you, thank you.

Suanne: I’m happy to be here. Thanks.

Darryl: Alright. So let me just introduce (inaudible at 00:00:23) share your bio with 
everybody that’s listening. You are working at Life Realtors Mountain Lakes Office ( ph) on 
Cherry Hill Road. What city is that Suanne?

Suanne: It’s in Mountain Lakes.

Darryl: Mount… That is in Mountain… So that’s why it’s Mountain Lakes Office. Okay. 
That was a stupid thing on my part. Okay. (LAUGHTER)

Suanne: (LAUGHTER)

Darryl: And, you know, I… The reason, gang, I wanted to interview Suanne… Just to 
give you a little background really quick is she had attended a seminar that I just did a few 
days ago in New Jersey. And you’d be shocked at this when this doesn’t happen as much as 
you might think. You came up to me and you thanked me very much for the seminar and 
you said if I wasn’t rushing out you’d like to take me to lunch and kind of just hang out 
a little bit. And, you know, that was really awesome because, you know, one of the things 
that I think successful people do is when they see an opportunity they grab it and/or they’ll 
create an opportunity which is really what you were trying to do with me. So that caught my 
attention. And when I found out your production… Gang, just to give you some background 
on Suanne, she’s only been in real estate for a year. And in her first year in real estate, she’s 
already done 5.5 million in sales and rentals and top agent in her office of 150 agents in 
the office. So that’s an incredible accomplishment, you know, pushing almost 100,000 in 
income. And so I wanted to grab her an interview her and find out… Because I know a lot 
of people listening to this, Suanne, are either new agents or… You know, how do you have 
a great first year? And even agents who have been doing this for a while are still not doing 
that kind of production. So I know you’re a little apprehensive because you don’t feel like, 
you know, that you’re at a level where you should be spotlighted. But once again, as I said 
before the call, you’ve done great work so far and I know you’re going to continue. So let 

phone (973) 219-8845  • email  ssylvester@weichert.com • website www.lovemountainlakes.com

Sueanne Sylvester
~ an interview with ~ 

Sueanne Sylvester
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me… Why don’t you… I people want to get in touch with you at any point for referrals or 
questions, what’s a good e-mail address, phone number, website? So what is it?

Suanne: Oh, okay. Great. My e-mail is ssylvester, which is ssylvester@weichert.com.

Darryl: Great.

Suanne: My cell is (973) 219-8845 and a website that you can contact me at is just www.
lovemountainlakes.com. I live in Mountain Lakes. My office is in Mountain Lakes and even 
though I can, I focus on all of Morris County ( ph), this community here, I think, is really a 
great focus for me because I know it so well and because the homes are, you know, average 
seven, $800,000 and it’s a good way to spend my time to make the most money.

Darryl: Yeah. And that’s probably a good point. Let’s just start with that. So first of all, 
you list and sell… You’re focused in the area that you live in, yes?

Suanne: Yes.

Darryl: And how is that an advantage for you? Because sometimes people… Now you also 
have your office in the area where you live. But what do you feel is the advantage of listing 
and selling in the area where you actually live and know so well?

Suanne: I think I can do things, like say, “This is a great street. There are twelve kids under 
thirteen on the street. You’re going to have great neighbors. Here’s where the preschools 
are. Let me tell you about the public transportation to the city. Everybody here, their kids 
have kayaks and go out fishing all summer long.” It’s really to be able to explain what it’s 
like to live there. You know, certainly I love selling the surrounding communities as well 
because I do know them very well. But I…

Darryl: You do?

Suanne: I love being able to say, “Hey, once you move in, I’ll introduce you to some 
other women who have the same interests, get you involved in the clubs.” And they like 
that.

Darryl: Yeah. That’s a great point, Suanne because I… Listening to you talk, and I love 
doing these interviews (LAUGHTER) because it brings things to the surface for me that I 
even forget. And, you know, when I think of a lot of successful agents, that’s one of the 
things is that they don’t just sell real, sell houses or sell real estate. They actually are selling 
a life style, a way of feeling because people are not just buying a house. They’re buying a 
home where they’re going to create memories. There’s a lot of experiences that one goes 
through when they live in a particular neighborhood. So, you know, you knowing your 
neighborhood and the surrounding neighbors so well, you know, really helps, I think, to 
create that, “What is it like to live here? What’s the experience?” So when you’re talking to 
the husband and wife about… You’re not just talking about the house. You’re talking about 

 interview with Sueanne Peacock Sylvester (continued) 
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an experience of the neighborhood and everything else. So that’s really awesome. So good 
job on that.

Suanne: Great. Thanks.

Darryl: Yeah. Let me ask you… Why did you… What did you do before you got into real 
estate?

Suanne: I had a couple of different careers. I started out as a copywriter in advertising 
in international agencies. And I specialized in luxury hotels, in travel, banking, some very 
interesting… I had fabulous clients. The Ritz Carlton was one of my clients. So writing 
comes naturally, marketing. I do spend a lot of thought marketing and branding myself. 
I also was in the nonprofit world and I worked for the Susan G. Komen Foundation. I 
was president of our affiliate in Southern California and chaired Race for the Cure. So I 
have a lot of experience with people and with selling, with raising money and building 
relationships. And I think that’s one of the things that I enjoy doing and feel has worked out 
for me is creating relationships and having the patience to keep, you know, keep focused 
when they disappear for a short people of time for some reason and just keeping touch, 
knowing that they’re going to buy. But I did love how you characterized buyers into A, B, 
and C buyers. And I have been looking at my list of buyers thinking, “Okay, I need to focus 
on those A buyers, the ones that are going to buy in the next couple of months.”

Darryl: (LAUGHTER) Yeah. You know, just if we can, I’ll make this a little bit of a coaching 
session just for you and I while people listen in. That CD on, you know, how to play with 
buyers and make more sells, the A, B, C, you know, the B buyers are the ones that… Do you 
remember at the seminar talking about (inaudible at 00:08:31) house not the buyer, right?

Suanne: Yes.

Darryl: And the shiny penny list is really good for the B and C buyers. When the shiny 
penny comes out, you call your B buyers, you call… Well, of course you call the As too. But 
the A buyers, there’s an exception. So B and C buyers, you only take them out when a shiny 
penny in their price range comes out. Whereas, with an A buyer, like there’s no question 
that you’re going, they’re going to buy, those are the exceptions to the rule where you 
would not only show them the shiny pennies but you would show them even the non-shiny 
pennies. If you know that these people are going to buy in the next thirty days without 
question, then you do work those until you sell them. So good.

Suanne: Well, it just…

Darryl: Now… Go ahead.

Suanne: We’re having this snowstorm and I thought, “Oh great. I can sleep late.” And I 
get a text at like 7:30 this morning from someone who I had met at an open house probably 
last September…

Darryl: Okay.
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Suanne: …who I know is moving here.

Darryl: Yeah.

Suanne: And I got a text saying, “Hey, you know what? Thanks for keeping in touch. We 
are moving. You know, anything new? What’s happening?” And it’s important to keep in 
touch with people you know are going to eventually buy. And it’s great that they come back 
to you and they do say, “Hey. I remember you. I really want to work with you. It’s just going 
to take a little longer.”

Darryl: Now, let’s… Let me highlight that. So how did you stay in touch with this particular 
buyer then after, you know, four or five months came back to you?

Suanne: I just sent e-mails or texts occasionally just saying, “Hey, how’s it going? Any 
news?” I sent a little note over the holidays, over the New Years, you know, “Is this the new 
year you’re ready for your new home?” And just by keeping in touch, even people who are 
across the country who are planning on moving here, I…

Darryl: Yeah.

Suanne: They seem like I’m a lifeline to them because they’re… They don’t know where 
they’re going and what their new life’s going to be and I’m the lifeline. “Okay. It’s going to 
be okay. She’s going to find us a house.”

Darryl: Well, that’s… You know, I… You know, I don’t even know if I’ve thought of that, 
that just staying in touch with buyers and maybe you aren’t even close with them, but using 
the texting as a form of a digital postcard, if you will, of, “Hey. How are things going? Are 
you still looking or, you know, things have changed,” or some kind of information that 
might be useful to them? So that’s a really awesome idea. Let me ask you. The previous 
career that you had with copywriting and customer… Is there anything that you feel those 
experiences has helped you and that you’re using in real estate now?

Suanne: I think it’s helped me in marketing myself.

Darryl: Okay.

Suanne: For example, my buyer (inaudible at 00:11:43) it doesn’t just say, you know, 
buyer ’s consultation. It’s got a lot of the things that you highlight. I’ve got a custom cover. I 
have my testimonials in there. I also do a lot of advertising with some really nice, interesting 
copy. And people in my community always say, “I love your advertising. I look forward to 
the magazine coming out to see what your ads are.” And even if they’re not buying right 
now, you know, I know that they respect my intelligence because I’m not just doing an ad 
with five houses on it.

 interview with Sueanne Peacock Sylvester (continued) 
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Darryl: Right.

Suanne: I’m actually offering service and presenting myself intelligently.

Darryl: Well, now let’s highlight that. So the copy… And again, your experience being 
a copywriter is if you were going to give somebody a suggestion that in creating an ad or 
postcard, with all of your experience, is there anything that you can tell a novice that might 
be a good thing to be aware of when putting together their ad or their postcard? Like any 
rules of thumb when it comes to, you know, putting copy together.

Suanne: I think to think outside of the box a little bit.

Darryl: Okay.

Suanne: You look at everybody else’s ads and, you know, their… First of all, the first 
thing when I ever have a mentee, I say, “Go get a fabulous photo taken of yourself. You 
know, get a professional photo. Don’t just get a bad headshot because right away that’s 
going to differentiate you.” I think, you know, not coming up with the trite little thing, 
statements. Well, this is hard to explain because I kind of approach my advertising more like 
a corporate advertising. So for example, for… To try to attract folks who might be moving 
out of town because their kids have graduated from the high school and it’s time to move, 
you know, I did an ad, which was a gorgeous shot, a blue cap and gown up close and it 
was, “Are you ready to graduate to your next home?” And we talked about… I mean, it was 
gorgeous. I’ve got a beautiful cherry door with a door knocker, you know, “Opportunity is 
knocking.” And the copy was, “I’ve got buyers who want to get into this town and there’s 
not enough inventory. If you’re thinking of selling, contact me.” So I think just trying to 
stand out a little bit from the pack being a thoughtful intelligent person has worked well 
for me.

Darryl: Well, I didn’t want… I was staying dead silent because that was really great stuff 
that you just said. I mean, the whole cap and gown thing. So that was creative. And, you 
know, telling people that we have buyers looking to buy in this neighborhood and there’s 
a shortage of inventory so if you know of anybody or you’re thinking, that was all brilliant 
stuff. And what I sensed when you were sharing that is like, you know what, when it comes 
to advertising, you know, have fun with it. If you’re going to run an ad or a postcard or a 
flyer, you know, how can you make it fun? How can you make it engaging where people 
are going to want to participate by reading the whole thing? So I remember one (inaudible 
at 00:15:55) the flyer that they sent out was, the caption was, “Do you know what your 
neighbor did last night?”

Suanne: (LAUGHTER)

Darryl: Which is just such a great caption. And the next sentence was, “They listed their 
home for sale with me.” You know, and so great. That’s… And looking at your e-mail, 
Suanne, you walk the talk because, first of all, you’ve got in your signature in your e-mail, 
you’ve got your photo which a lot of people don’t do that. So that’s great. I see that you’ve 
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got two websites. You’ve got lovemountainlakes.com and then your name, suannesylvester.
com. A lot of people don’t think that way either. So, you know, probably your marketing 
mentality helps support, helps you with, you know, thinking this way. Now I’m curious. 
This suannesylvester.com versus lovemountainlakes.com.

Suanne: They’re the same. They go to the same place. So I just wanted to be able, if 
I’m marketing myself in a town other than Mountain Lakes, I just want to be able to say 
suannesylvester.com because I don’t want people to think that I only do Mountain Lakes.

Darryl: Great. Got it. Okay. That’s awesome. Brilliant. So now…

Suanne: I start…

Darryl: Oh go ahead.

Suanne: Okay. Go ahead.

Darryl: No, no. You go ahead. (LAUGHTER)

Suanne: Well, I started out the Facebook page that was lovemountainlakes.com just for 
people to post what they love about the town and their photos and things that are going 
on. And I’ve got about 800 followers on that.

Darryl: Okay. On Facebook.

Suanne: Which is nice… And I don’t use it for hard sell. I may post some listings on 
there. In fact, I have other agents now posting on my site.

Darryl: No.

Suanne: I have to… Yeah I do. And so I have to go and say, “You know what? This is really 
my… It’s a soft sell. But, you know, I created this for my business.”

Darryl: Right.

Suanne: “So don’t post.” (LAUGHTER)

Darryl: (LAUGHTER)

Suanne: And it’s soft… It’s soft sell but it still says, “As a realtor who grew up here, I 
created this page for our community.” People who’ve moved away loved to look at it and 
people who live here love to look at it.

Darryl: Well, I’m actually on it now. And yeah, it seems like… Well, there’s an agent that 

 interview with Sueanne Peacock Sylvester (continued) 
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posted on your page. (LAUGHTER) And… But that’s the only one I saw. And we’ve got an 
astronaut at NASA (inaudible at 00:18:47) and he just posted pictures of the snowstorm 
there two hours ago. So this is now one of those… So let’s see. We’ve got two hour posting, 
five hours ago, ten hours ago, and a bunch of comments, eleven shares on one posting. So, 
you know, this is a thriving, you know, Facebook page. You know, sometimes agents create 
these Facebook pages and they’re dead on arrival. People are not engaging with it. Clearly 
yours is working. Why do you think that is? Why do you think people are participating on 
this page?

Suanne: This is a small community. And I think there are 1,400 homes. People know 
each other. Even folks who have moved away love to go back. There’s a saying, “Once a 
Laker, always a Laker.” People are really engaged here. And I do have another (inaudible at 
00:19:53) Facebook page that I just started a few weeks ago. I think it’s going to be harder 
to get this same level of engagement in that one because that’s going to be a little more real 
estate oriented whereas this is very community oriented.

Darryl: Well, you know, but here’s a really powerful distinction that we’ve got to highlight 
here and that is… Okay. So I’ve got it. Mountain Lakes is a close knit group of people. 
And you said there’s 1,400 homes and there’s 800 people participating in your website. 
So that’s pretty good ratio compared to the number of homes. But again, that’s because 
these people are… They’re engaged in their community. Now, when you go into an area 
where there isn’t that same level of engagement, you’re going to post… You have this 
page and, like you just said, it may not be as much. But the more I think you promote that 
page, the more you tell people to resource… It’s a place to communicate. It’s a place to… 
Other businesses within that community… So you can actually help build the community ’s 
closeness through your Facebook page. You just might have to put a little bit more energy 
in getting the word out, going to local businesses, even mailing to them, “Make sure you 
post any specials that you’re having.” I know in our town, there was a dog that… Now we’re 
not a close knit group (inaudible at 00:21:37). I mean, you know, it’s a small community 
but not what I’m hearing that Mountain Lakes is like. Somebody lost their dog. And they 
posted it on the Facebook page. And would you believe it that, man, within a couple of 
hours, this dog who was miles away, miles away… They found the dog through Facebook 
and through this page. So…

Suanne: Wow.

Darryl: Yeah. Pretty… It was incredible. So… And of course when the rest of the people 
in the town (inaudible at 00:22:09) found within just a couple of hours, you know, of course 
more… That brings more people to the page. “Let’s keep this going. Let’s communicate 
when we see each other in trouble or we need to help each other want to promote some 
stuff.” Alright. Great stuff. Suanne, I know people are loving what you’re sharing right now. 
Let me ask you this. Why did you get into real estate? So what happened? And I’m interested 
to know your family background too, you know, your husband, your kids because I think 
people are interested in that.

Suanne: My mom was in real estate for about thirty years.
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Darryl: Okay. Wow.

Suanne: And she was… She was pretty successful. When I was growing up, my parents 
moved several times and I was always very interested in why they were moving and what 
the financial investment was. They actually moved to a house on the lake. And then they 
moved off the lake and built another house. And ironically, if they had stayed on the lake, 
you know, they would have made an extra million on that property. (LAUGHTER)

Darryl: Oh no. (LAUGHTER)

Suanne: So... Yes, yes.

Darryl: Yeah.

Suanne: Absolutely. And personally, my first home I think I had when I was probably 
twenty-two.

Darryl: Okay.

Suanne: And I had bought and sold about eight and a half million personally, very often 
not using a realtor when I sold.

Darryl: Okay.

Suanne: And I really loved that process. So my last house in California, I bought maybe 
860,000, I would say, and I probably put about twenty-five in. And I flipped it for two 
million.

Darryl: Wow.

Suanne: So I just… And sold it myself. So I just said, “You know, this is something I feel 
like I have a natural inclination and I enjoy doing.”

Darryl: Okay. Great. Well, that’s so awesome. Okay. So you got the bug. You did… You 
got the bug and that’s how you wanted to… And how… I’m just curious. Your husband, 
what does he do? And how many children do you have?

Suanne: My husband is director of national sales for an automatic switch power company.

Darryl: Okay.

Suanne: And he has been doing that since the day he walked out of college.

 interview with Sueanne Peacock Sylvester (continued) 
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Darryl: Okay.

Suanne: And I have four kids. Two live in California and they are grown. And then I have 
fourteen-year-old twins.

Darryl: Oh my gosh.

Suanne: So we… The interesting story is my husband and I were high school sweethearts 
and we got married thirty years after we first fell in love and then had the twins.

Darryl: Oh my gosh. (LAUGHTER)

Suanne: Yes.

Darryl: Wow. That’s…

Suanne: So the moral of the story is you never know what will happen at a high school 
reunion.

Darryl: (LAUGHTER) Wow. That’s a great story. So high… So you met each other in high 
school then you got away from each other and then the high school reunion, you saw each 
other again and got married.

Suanne: Yes.

Darryl: Okay. Got it, got it, got it. That is so awesome. And the reason why I ask that too 
is because part of… You know, we’re always talking about that there’s those three areas of 
life. There’s your business and then there’s your personal life and then there’s your family 
life. But as we all know, as real estate people that there isn’t really that clear division. When, 
you know… If there’s stress in the home or things not working in the home, it impacts your 
real estate career and vice versa. So I know people are always interested, you know, what’s 
the foundation that you have in your life? So… Okay. So let me ask you. What is your two 
biggest priorities that you focus on each day or what does a typical day look like for you 
when you are doing real estate?

Suanne: Well, of course there’s always printing out the flyers. (LAUGHTER)

Darryl: Yeah. (LAUGHTER)

Suanne: So that’s obviously a priority. And then I go right to the new, the hot sheets. 
And I’ve been working a lot with buyers. My first year I really focused on buyers. So I go to 
those hot sheets several times a day. And as soon as I see something that might match with 
one of my buyers, I make sure I get to them right away. The inventory is low right now. And 
it’s something, you know, if one of those shiny pennies come up I want to make sure that 
we get first crack at it.

Darryl: Okay. Good.
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Suanne: That’s…

Darryl: Now let me…

Suanne: That’s what I… Go ahead.

Darryl: Now let me just… Yeah. I just want to, in case for people that aren’t clear what 
a hot sheet is because this… You know, in different parts of the country they’re called 
something else. I’m assuming we’re talking about the new listings that came out for the 
day. Is that right?

Suanne: Yes.

Darryl: Okay. And I will tell you, my broker… I said that at the seminar you attended this 
week… I had two brokers in my career. And my second broker who was really my biggest 
mentor teaching me most of what I teach now… His name is Mack Leavitt ( ph) and Mack… 
Every day when you go into the office… Even though he’s the broker… You go into the 
office every day and he’d put out those new listings for the day. And he would just… And 
not just those… He would look at the closed, what was taken off the market. And he would 
study that, I would say, for a good thirty minutes. He was looking at… He was looking for a 
shiny penny. He was looking for a trend. He was looking for, you know, houses that expire, 
how many days they were on, the ones that went into contract, if they weren’t in contract 
seven days versus seventy days. So he really studied it to understand the market, to try 
anticipate things that were going to happen based on that. So that’s great that you do that. 
So this, your first year, most of your 5.5 million in production was not from listing sold. It 
was from working with buyers. Yes?

Suanne: Yes, yes.

Darryl: Okay. And which, you know, we know how, what I think about that. (LAUGHTER) 
But that’s typical, you know, that first stage. That’s what they’ll do. They’ll gravitate to 
working with buyers. What have you found that’s, based on what you’ve done this year, 
this first year and what you’re going to do the second year, what different things you think 
you’re going to do in the next twelve months?

Suanne: I think I’d like to focus more on listings. 

Darryl: Okay.

Suanne: And I do feel more confident in terms of my ability to market these listings, 
handle all of the advertising, the materials, give advice to clients, “Okay, this is what you 
really need to do to get your house ready.” And I love the thought of trying to go after the 
expireds because they definitely are going to sell.

 interview with Sueanne Peacock Sylvester (continued) 
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Darryl: Yep.

Suanne: They want to sell their home and I think that that might be a great spot, place 
to start. I did set up an appointment. I’m going to talk to Redex ( ph) and…

Darryl: Great.

Suanne: …reach out to start that service. And I might do a little more prospecting on the 
phone to people I know locally, try to build the listings here in…

Darryl: Okay.

Suanne: ...town and then in other communities where the dollar volume is very lucrative.

Darryl: Alright. Well, let me ask you on that part… So they’re going to pull more in 
your community to see if you can generate listings. Do you know how you’re going to 
approach them? Are you thinking of calling them based on the fact that there’s a shortage 
of inventory? Or are you thinking some other reason for calling?

Suanne: I’m going to go through the school directory and find folks whose senior is 
graduating from high school and as well as graduating from eighth grade because those… 
When you graduate from eighth grade, if you move… There’s another town you can send 
your kids to this high school. So there are a lot of families who do move out of town at that 
point in their lives. And I think that that’s a great opportunity especially now to plan, to 
move in the end of June and now is the time to get their house ready to get on the market. 
So that’s one place. Also a lot of seniors that I think I might look at the demographics and 
call seniors who may be thinking of downsizing.

Darryl: Wow. Those are great. I’ve never actually, never heard of that before. Maybe I’m 
not as smart as I thought. (LAUGHTER) But those are…

Suanne: Well, anything takes time.

Darryl: Yeah.

Suanne: So that… It takes time to put those lists together and make calls.

Darryl: Yeah. But that’s really just brilliant. I mean, you know, I mean, that’s just brilliant. 
You know, there’s… Usually people will… When there’s one major event that happens in 
their life, there’s other major events that follow it to support that major event. So yeah. If 
you’ve got people who are, their kids are graduating, their senior is going to college, the 
house it too big, maybe it’s time to move… I love it, love it, love it. That’s great.

Suanne: The other area is there are a lot of people who move from smaller homes 
to bigger homes in this town. So targeting the homeowners, you know, with the three 
bedrooms and saying, “You know, you’ve got four kids.” (LAUGHTER)
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 interview with Sueanne Peacock Sylvester (continued) 

Darryl: (LAUGHTER)

Suanne: “Do you want to look for something bigger?”

Darryl: Yeah. And along with that, while you’re speaking to them or having a conversation, 
there’s some possibilities that, with interest rate that they might have now, the equity that they 
might have, it’s very possible that, you know, financially it may not be as big of an impact for 
them that they might think. And I guess you could offer a lot of services too along that if they 
needed, if they wanted to have their FICO score checked, talk to a mortgage person first to 
see what that would look like. I think updated CMAs ( ph), telling people that just getting an 
update as to the current value of their home is a great idea that you could do for them at no 
charge. I think home owners should have that done every year is get an update as to what their 
house is currently worth. So there’s another service. Okay. That’s really great. Are there other 
plans of attack that you have for 2016? Is there anything major or different strategies that you 
want to implement this year? (PAUSE) Yeah. It…

Suanne: Well, I think I need… I know… There’s some…

Darryl: Well, I just want to tell people that I did not give you these questions before we 
started this conversation. (LAUGHTER) So, you know, I’m really hitting you with some stuff 
and you are just doing a fabulous job, Suanne. So…

Suanne: Oh, well thank you. Thank you. I think maybe networking more with local 
contractors… Sometimes they are called in to paint, to fix things, whatever…

Darryl: Yep.

Suanne: …because somebody’s thinking about moving and building those relationships so 
that they can say, “Oh, you know what? You’re thinking you’re going to move? Here. You should 
call, you know, call Suanne.” So… I think that’s another opportunity that I’d like to pursue in 
my spare time.

Darryl: Okay. (LAUGHTER) Alright. Good, good, good. What… Was there… Did you have 
any struggles your first year whether it was financial, whether it was emotional, any kind of 
struggle that you can recall last year? Can you think of anything?

Suanne: I think definitely there’s a huge learning curve when you’re starting out. The 
paperwork alone is overwhelming and the clients can be difficult. I had some really strange 
situations. You know, if something could go wrong, it seemed to hit me in my first six months. 
And I just looked at it as an opportunity, a growing opportunity that I learned how to deal 
with all of these issues and always maintain my cool, be patient, supportive, become a problem 
solver, not just throwing my hands in the air saying, “Wow, I guess this deal is going to, you 
know, die.”
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Darryl: Yeah.

Suanne: And so I think just learning to navigate some of the very strange situations and 
always maintain your composure and be creative to solve the problem and keep a deal on track.

Darryl: Did… How did you… When there were those days where it was like a real challenge, 
I mean… It doesn’t sound like you ever really get depressed, frustrated. But did you, at any 
point, during your first year and how did you deal with that? (PAUSE)

Suanne: I think I knew that it was going to take me a couple of years of really, to really feel 
like I was on track. And so I always gave myself the… I cut myself some slack and said, “Listen. 
This is going to take a while to build your business. It’s all about building your business. It’s 
not about being instantly successful.” And so I did spend a lot of money on marketing. And 
even though I felt like the return wasn’t coming, I felt like it was a long term investment. So 
I feel that I didn’t put that much pressure on myself and that I was really pleasantly surprised 
that things were going as well as they were.

Darryl: Now, I want to highlight what you just said because that is really a mental attitude is 
that if you don’t focus on the results but you focus on the activity, which for you, you just said, 
is that your first year it was about building a business and building a business, there’s things 
that are done… If you look at any business, right, I mean, it’s a… If a baker is going to open 
up a bakery store, he’s got to do stuff like, you know, hire, find a store, get the equipment, get 
the signs, get the ads, come up with systems, tweak the recipe, get the word out, sell… You 
know, obviously the cash flow or lack of, you know, is happening or not happening and, you 
know, that could be… If you focus on that though, then you’re not focusing on the building 
the business part and that’s real important, focusing on that concept and the money will follow 
later on. So that’s what it sounds like you did in your first year. Yeah?

Suanne: Yes, yes. And it was all about learning and trying to absorb as much as I could, 
getting my ABR and my short sale, foreclosure certification. And even when I went out with a… 
I had a couple of clients who I spent a lot of time with and then one ended up renting down at 
the shore and one ended up buying in Connecticut. But I didn’t feel like it was a waste of time 
because it forced me to know other communities where I was showing and the properties. I 
was… I was learning that inventory in those communities so that I knew next time when I had 
a buyer looking there that it would be a snap for me. And so I didn’t ever look at anything as 
a waste of time. Everything was learning experience even though it may not have resulted in a 
sale. And, you know, now I’m trying to manage my time more effectively. But I have had those 
experiences. But never looking at like, “Oh gosh. That weekend was a waste.” Or…

Darryl: Right.

Suanne: (LAUGHTER) Yeah. You know, another thing I do recommend folks do is when 
you’re doing your open houses, get your own open house signs with your name on it. And it’s 
a huge investment. I did it right away. That, you know… Get your fabulous photo done, make 
unique business cards, and invest in those open house signs with your name, your photo, your 
phone number on and so as many local open houses as you can so people know that you’re 
active. They don’t know it’s not your listing is you’re sitting somebody else’s open house. They 
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 interview with Sueanne Peacock Sylvester (continued) 

just know you’re in the community and they think you’re doing great. You know, sort of a fake 
it until you make it. And people see that you’re really active and you know your stuff.

Darryl: Wow. That… Another brilliant idea. That… Instead of holding... So you’re a new 
agent. So I’m talking to everybody. So you’re a new agent or even a, not a new agent but you 
have a new listing. (LAUGHTER) And instead of doing open houses with the thought process of 
doing the open house to get the buyers, what I heard you just say is do the open house for the 
benefit or the focus to promote yourself, your image, your face, you’re a real estate agent. And 
if you’re doing a lot of these and neighbors are driving around, they keeping seeing Suanne on 
Saturday, another one Sunday. It’s going to create the perception that you’re taken, you’re a 
successful agent. Those may not be your listing. So…

Suanne: Right.

Darryl: And any buyers you get from that is just the, is a side benefit. But that’s a brilliant 
marketing thought.

Suanne: It takes money. You have to invest in the signs. But I’d much rather have my own 
name and sign out there than the generic office sign.

Darryl: I totally, totally agree with you. So it sounds like, from a marketing standpoint, 
making sure from the beginning, I know we put it like it was the first thing you do, second 
thing you do… So probably, you know, getting a good photo, getting your own open house 
signs. If there was like a third and fourth priority thing, what would you say an agent should 
have in their arsenal of, “This is what you need to do.”

Suanne: I would say learn from PR skills and from press releases. Press release that you’re 
not in the business. A press release that you are top performer in sales for the month. A press 
release that you just got your ABR. Whatever it is, it’s free marketing. And I think that it really 
helps to demonstrate that you are a serious agent, that you’re a real professional.

Darryl: Now who would you send those press releases to? And yeah… Does it really get out 
there?

Suanne: It does. The local papers…

Darryl: Okay.

Suanne: They’re looking to fill their pages. (LAUGHTER)

Darryl: Okay.

Suanne: And you send your professional photo and your well written press release and 
they’ll pick it up.
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Darryl: Awesome. Very good. Alright. So this was just… I think this is fabulous. I mean, gee. 
I know (inaudible at 00:44:35) because I got some ideas. (LAUGHTER) I’m supposed to have 
them all. So you did awesome, Suanne. I thank you so much. So if… Once again, if somebody 
wanted to get in touch with you, the website, a great website for them to go to is, I guess 
your… Suannesylvester.com. Would that be good?

Suanne: Sure. That’s perfect.

Darryl: And for people… Oh, and before we close this out, it looks like… What’s your 
website? I wanted to see it too. Who created the website? Was it your company that did it for 
you? Or you had somebody else do it?

Suanne: It’s Weichert agent pages and they give you different choices…

Darryl: Okay, okay.

Suanne: …of different formats. But I did get my own photo. I like to use stock photos 
sometimes. So I’ve changed mine up a little bit.

Darryl: Okay. Good. And, you know, your bio is great in there. You know, I think, “Work 
with me,” and the stuff that’s there was smart, some great bullets that give you credibility. So 
I love it. So everybody, Suanne’s website is sue, S-U-E, anne, A-N-N-E, sylvester.com, S-Y-L-V-E-
S-T-E-R. There’s no spaces, no dots, no dashes in between that. Suannesylvester.com. Suanne, 
thank you so, so much. You’re wonderful to spend this Saturday with me and the people 
listening in. So thank you. And I look forward to seeing you again real soon.

Suanne: Great. Thank you for all of your inspiration, Darryl.

Darryl: Oh, you’re welcome and thanks.
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www.lovemountainlakes.com

Mountain Lakes Office
Route 46 at Cherry Hill Rd.

973-334-9400 
ssylvester@weichert.com 

973-219-8845 (Cell)

Join me on Facebook
Love Mountain Lakes

Your youngest child just graduated from eighth grade, and you’re 
considering moving to Boonton Township. Or your last student has 
graduated from MLHS and you’re ready to downsize or relocate.  Or maybe, 
you’re just ready to graduate to a new home in town.

Right now I have many clients anxious to move into Mountain Lakes 
looking for the perfect home…like yours.  They’re ready to buy, and hoping 
their children can benefit from the same great schools as our kids, starting 
this September.

If you’ve been considering a move, call me for a complimentary 
consultation.    I ‘m a second generation ML real estate agent. I  grew up 
here, graduated from MLHS, and moved back to raise my own family here.  
I know what makes this town so special.  Let me put Weichert’s unmatched 
Internet marketing and proven open house program to work for you.

Are you ready to graduate to your next home?

My Promise: Five Star Service
KKKKK

Sueanne Peacock Sylvester 
Mountain Lakes Sales and  

Marketing Specialist
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Great Thank 
you letter after 
an appointment 
with a buyer or 
any customer 

inquiry.
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45  Day  calendar

1.  The definition of a “deal” is when a signed contract is delivered to all parties.

2.  If the property does not sell within 45 days, $500.00 will be credited against 
 the  Listing Agent’s commission at the close of escrow, when the Listing Agent 
 does sell the property.

3.  Seller and Listing Agent must mutually agree upon the Market Price and any 
 improvements that are to be completed before the 45 Day Marketing period 
 is to begin.

4.  If the listing is canceled or withdrawn, the sellers cannot relist with another 
 agent for 90 days.

5.  If the property goes into escrow, but falls out of escrow, the 45 day period 
 begins again if both the Listing Agent and the sellers reevaluate the property 
 and then choose to begin the 45 day period anew.

SELLER date

agent  name date
3828
31
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We will guarantee that we will do everything possible to sell your property in the 

that we weill help you achieve your goal of getting your property sold, we 
are committing ourselves to completing the most important aspects of our 

Our Marketing Guarantee

3234392932



33304035

Agent Name
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Check Online For Upcoming Calls

To check on our Power Hour Team Coaching calls, 
or to listen to past recordings, 

please visit us online at: 
ThePowerProgram.com

To be a part of or just listen in on 
THE POWER HOUR 

live, with Darryl 11am (eastern standard time)

Your call in number is
(425) 440-5100

Your access code is 802759#

Future Power Calls 
with Darryl Davis 

Mark Your Calendars Power Hour 
Group Coaching Call

www.ThePowerProgram.com


