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QUESTIONS…….QUESTIONS…….
Will you be coming to our area live?
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QUESTIONS….QUESTIONS….
Is this webinar a 

sales pitch?22





 Only $27 a month
 First 30 Days FREE
 Cancel ANYTIME
 Copy of webinar slides
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100s of new and updated marketing tools and 
templates for you to customize and use.
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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! 



Our Blog is a robust collection of training videos, tools, 
strategies, interviews with top producers, and free 
downloadable content!
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Your site here

Our Power Agent®

Foundation
Our Power Agent®

Foundation

Over $10,000+
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“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



1. What you save in commission, you’ll lose in 
sales price. Statistically, agent-assisted 
homes sell for more.

2. You run the risk of underpricing in a 
competitive market, and selling for less.

3. There’s a danger of overpricing, which will 
cost time, exposure, and potential LOSE 
MORE MONEY.

4. Get mostly lookers versus serious pre-
qualified buyers.

5. Many sellers have difficulty negotiating.
6. Not finding out buyers’ hidden objections.
7. Inexperience in handling objections once you 

find out what they are.
8. Create an urgency situation for yourself (i.e. if 

a listing agent is hired at the last minute, the 
house may not sell in time, forcing you to own 
two homes or giving  the house away).

9. Problems in financing – types of mortgages, 
where to go, creative financing, etc.

10. Lack of several different marketing tools –
people don’t buy from specific ad.

11. Little or no advertising or internet exposure.
12. No follow up system to showings (i.e. broker 

call backs).

13. Buyer must sell his own house before he 
buys – we can work this out.

14. Marketing expenses can be costly.
15. Lack of home selling experience.
16. Buyers’ reluctance on inspection details.
17. Don’t know how to justify the asking and 

selling price to the buyer and to the  bank.
18. Not being at home and missing “A+- Buyers”.
19. Allowing complete strangers have access to 

home.
20. Managing drive by buyers and people who 

don’t keep their appointments.
21. Buyers may become interested later and not 

remembering to follow-up.
22. Buyers take owners’ point-of-view with a 

“grain of salt”.
23. I’ll prepared for processing, settlement, 

closing problems.
24. Little or no real estate broker exposure. 
25. Most sellers are ill prepared to handle the 

legalities of a real estate transaction. 
26. Time. It takes a considerable amount of time 

to get the most return for your investment. For 
busy consumers, that’s difficult. 

26 REASONS WHY HOME 
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THEIR OWN HOMES
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Founder and former CEO of ForSalebyOwner.com, Colby
Sambrotto tried selling his 2,000 square foot New York
condominium on his own through classified ads and FSBO sites,
but after six months, he opted to hire New York real estate broker
Jesse Buckler.

Article appeared August 23 , 2011
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Founder and former CEO of ForSalebyOwner.com, Colby
Sambrotto tried selling his 2,000 square foot New York
condominium on his own through classified ads and FSBO sites,
but after six months, he opted to hire New York real estate broker
Jesse Buckler.

After giving up on the DIY route, Sambrotto’s decision to hire a
broker led to attracting multiple offers, closing for $150,000 over
the original asking price. The Wall Street Journal reports the
listing sold for $2.15 million including a 6% commission.

Article appeared August 23 , 2011

$129,000 Commission
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Stale Bread



Step 1: Soak JUST the outer crust with water.



Step 2: Bake at 300° for 6 to 12 minutes



Step 3: DONE



To Revive a Stale Listing……To Revive a Stale Listing……
• Lower the price
• Pay above average commission
• Do improvements to house
• Offer other incentives (i.e. pay 

closing costs)
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“Darryl taught me to be more organized,
master handling seller’s objections, get
more listings, and negotiate offers. My
production went from 4 Million to 10
Million in 12 months!”

Linda Laffey • Reece & Nichols
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Which Buyer Would 
You Want?

- OR -



More Money; 
Better 

Service

Save Money; 
Do-it-yourself
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2 Major Problems
Seller’s Negotiating

“He who 
speaks price 
first, loses”



2 Major Problems
Seller’s Negotiating

“He who 
speaks price 
first, loses”

Could Offend 
Buyers



Attorneys Hires Attorneys
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Public Open 
House

Public Open 
House
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Buyers FREEZE When 
Confused







My Job: 
Coach The 

Buyer 
Through 

The 
Process





Your contact information here. 
Add name, company, website, 

email and phone number. 
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Power Agent®

Realty



THERE ARE WAYS TO 
CATCH A FISH







We Bring in Buyers That Might 
Not See Your Home
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see.
18. Not being at home and missing “A+- Buyers”.
19. Allowing complete strangers have access to 

home.
20. Managing drive by buyers and people who 
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Here's Why:
• You'll get more money. for your home in a shorter time with fewer problems You'll know 

that your buyer is qualified before you sign the contract
• You'll have no worries about hidden property defects that might spoil your sale and/or 

eliminate your profit!
• You'll avoid last minute hassles and sleepless nights that could be brought on by unexpected 

problems
• You'll save money because minor repairs can be completed upfront, avoiding expensive last 

minute overtime charges
• You'll eliminate the risk of losing your buyer to the anxiety inevitable
• when an inspector fields problems after the contract is signed.

More Good News:
My SMOOTH-MOVE Program doesn't cost-IT PAYS! So problem-proof your next home sale, 
Call Sandra Nickel today and look forward to a SMOOTH-MOVE!

The SMOOTH-MOVE Program Includes:
• A preliminary professional inspection of your roof, foundation, plumbing and electrical 

systems
• Servicing and inspection of your heating and cooling system
• Cleaning and inspection of your chimney
• A preliminary professional inspection for termites and other wood destroying insects
• A detailed checklist you can use to check out your appliances, doorbell, and many other 

minor systems

Any problems revealed by these inspections can be solved before they hurt your sale with 
an incurable case of Buyer's Remorse.  The total $350 you'll invest in protecting your home 
sale is money you'd probably spend anyway after the contract is signed. Call or text me 
today to learn about my SMOOTH-MOVE Program! 

Sell It FAST! 
Sell It For 

MORE!

When your home is a part of 
our SMOOTH-MOVE Program, 

you can relax about 
your home sale!









1. What you save in commission, you’ll lose in 
sales price. Statistically, agent-assisted 
homes sell for more.

2. You run the risk of underpricing in a 
competitive market, and selling for less.

3. There’s a danger of overpricing, which will 
cost time, exposure, and potential LOSE 
MORE MONEY.

4. Get mostly lookers versus serious pre-
qualified buyers.

5. Many sellers have difficulty negotiating.
6. Not finding out buyers’ hidden objections.
7. Inexperience in handling objections once you 

find out what they are.
8. Create an urgency situation for yourself (i.e. if 

a listing agent is hired at the last minute, the 
house may not sell in time, forcing you to own 
two homes or giving  the house away).

9. Problems in financing – types of mortgages, 
where to go, creative financing, etc.

10. Lack of several different marketing tools –
people don’t buy from specific ad.

11. Little or no advertising or internet exposure.
12. No follow up system to showings (i.e. broker 

call backs).

13. Buyer must sell his own house before he 
buys – we can work this out.

14. Marketing expenses can be costly.
15. Lack of home selling experience.
16. Buyers’ reluctance on inspection details.
17. Don’t know how to justify the asking and 

selling price to the buyer and to the  bank.
18. Not being at home and missing “A+-

Buyers”.
19. Allowing complete strangers have access to 

home.
20. Managing drive by buyers and people who 

don’t keep their appointments.
21. Buyers may become interested later and not 

remembering to follow-up.
22. Buyers take owners’ point-of-view with a 

“grain of salt”.
23. I’ll prepared for processing, settlement, 

closing problems.
24. Little or no real estate broker exposure. 
25. Most sellers are ill prepared to handle the 

legalities of a real estate transaction. 
26. Time. It takes a considerable amount of time 

to get the most return for your investment. For 
busy consumers, that’s difficult. 

26 REASONS WHY HOME 
OWNERS SHOULDN’T SELL 

THEIR OWN HOMES
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Unfortunately, ours can be a dangerous world. Having a trusted real estate 
professional by your side when selling your home does more than ensure that you 
get the most money for your home – it can help keep your family, property, and 
identity safe.

Here are 10 precautions to be mindful of when selling your home:  

1. Show by appointment only and document. As a real estate professional, I 
pre-qualify everyone who comes through the door. I have identification 
information that can include their driver’s license and license plate for safety 
reasons. You should do the same if attempting to sell yourself. 

2. Share that information with a trusted friend. Give someone a head’s up 
when you are planning on showing property and make it clear that an outside 
source has it for safe-keeping. 

3. Don’t host open houses alone. It’s good to have a second set of eyes and 
ears when showing property. 

4. Keep financial information and family calendars under wraps. 
Unscrupulous people can use that information to steal your identity or see what 
times your home might be vulnerable to thieves based on your schedule. 

5. Keep valuables locked up.  Anything in plain view such as jewelry, laptops, 
electronics, money – all are vulnerable during property tours. 

6. Open shades, blinds, and curtains so that activity INSIDE can be seen 
from the OUTSIDE. This deters criminal activity. 

7. Don’t get boxed in. Don’t let yourself be followed into a room so that the exit 
door can be blocked or locked with you inside. The same is true of your car. 
Don’t leave your car in the driveway to be blocked in. 

8. Check your locks. Before a showing, make sure your deadbolts and doors are 
unlocked for quick exits, then re-lock when your showing is over. 

9. Carry your phone with you at all times. Always have access to a lifeline and 
911. 

10.Trust your gut. If people are hovering in one room too long, or they are 
grouped together with one or more trying to distract you, or even asking too 
many personal questions – those are all red flags that they could be a potential 
danger. 

As your neighborhood specialist, safety is a top priority. If you need help ensuring 
your family’s safety AND are eager to get the most from the sale of your home, 
give me a call. I can help. 
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Documentation requirements differ from state to state. Check your state’s legal 
documentation rules for compliancy before attempting to sell your home. 

• Right to Sell Contract
• Property Condition Disclosure
• Lead Paint Disclosure
• Clear Title 
• Natural Hazards Disclosure
• Independent Home Inspection
• Advisories about Market Conditions 
• Septic/Public Works Disclosure
• The sales contract, with purchase price, for your purchase of the home
• Any documents related to title and ownership
• Any property surveys
• Any permits, certificates of occupancy or other documents issued in 

connection with renovations
• Receipts for improvements or documentation of repairs that you’ll need to 

disclose – when in doubt, you probably will need to disclose.
• Copies of any pre-sale inspection reports
• Any correspondence with anyone regarding anything that will impact the 

value of your home
• Your mortgage documents – including a payoff estimate from your lender
• Tax records
• Monthly dues and the covenants, conditions and restrictions of applicable 

homeowners associations
• Home repair and maintenance records
• Manuals and warranty information for appliances to be sold with the home
• The names and addresses of the public schools aligned with your address
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2 BONUS 
Tips



Schedule 
Those 

Prospecting 
Calls
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Average agent: $150 a month

$149 set up 

First 30 days FREE



SMILE

www.DarrylSpecial.com



• I can’t…I would need another 
hour 

• Become a Power Agent 

To Summarize……
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“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



• Receive first 30 days FREE
• Complete access to the entire Power 

Agent® website
• Webinars On Demand
• Copy of today’s slides

Only $27 a month
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Access to our WEEKLY, LIVE “POWER HOUR” calls
Live calls every Monday 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® website with a plethora of support material
The Power Agent® website is loaded everything necessary to grow your business including, training 
videos, marketing and farming tools, negotiation and presentation tools, podcasts, time management 
tools, social media tools, etc. These items if bought separately would cost thousands of dollars, but as 
a Power Agent®, you have access to them at no charge. Watch for new and exciting tools and information 
added every 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.

What You Receive as a POWER Agent®
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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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QUESTIONS…….QUESTIONS…….
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How to Get Your Agents
To Focus On Building 

Listing Inventory

How to Get Your Agents
To Focus On Building 

Listing Inventory

Contact Info:
DarrylSpeaks


