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CASES FATALITIES

3,379,839 Cases

1,029.7 FEELLLN




Daily new cases in the United States

Line denates a 7-day average of new cases
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Coronavirus Disease 2019 (COVID-19)

Your Health ~

A Your Health
Symptoms
Testing
Prevent Getting Sick
How It Spreads
Protect Yourself
Cloth Face Covers
About Cloth Face Coverings
How to Wear Cloth Face Coverings
‘Washing Cloth Face Coverings
Making Cloth Face Coverings

Considerations for Wearing Cloth
Face Coverings

Wearing Gloves

Cleaning Your Home

Community, Work & School

Healthcare Workers & Labs Health Depts

YOUR HEALTH

Cases & Data More

Considerations for Wearing Cloth Face Coverings

Help Slow the Spread of COVID-19

Languages Print

Updated June 28, 2020

* CDC recommends that people wear cloth face coverings in public settings
and when around people who don't live in your household, especially
when other social distancing measures are difficult to maintain.

* Cloth face coverings may help prevent people who have COVID-19 from
spreading the virus to others.

» Cloth face coverings are most likely to reduce the spread of COVID-19
when they are widely used by people in public settings.

» Cloth face coverings should NOT be worn by children under the age of 2
or anyone who has trouble breathing, is uncenscious, incapacitated, or
otherwise unable to remove the mask without assistance.

Evidence for Effectiveness of Cloth Face
Coverings

Clath fara Frrvrarvinae ara

6 O ® © &

On This Page

Evidence for Effectiveness of Cloth
Face Coverings

Who Should Wear A Cloth Face
Covering?

Who Should Not Wear a Cloth Face
Covering

Feasibility and Adaptations
Face Shields
Surgical Masks

Recent Studies
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ORDER
CONTACTLESS

Pizza Hut coronavirus (COVID-19)
updates and latest news

Pizza Hut is open and here to provide you nationwide contactless options to get your pizza

any way you want it: delivery, carryout or curbside pickup. Simply ask a team member or
select a contactless option during checkout at Pizzahut.com

s ey s i ey s v

Our standard safety procedures

Our process requires that your pizza leaves our 400+ degree oven and slides hands free into the box so the only person who touches it after it comes out of the

oven, is you.

Pizza Hut's industry-leading hygiene policies have always required strict food safety, hand hygiene and cleaning and sanitation procedures including making

contactless soap and contactless hand sanitizer available at every sink location in our kitchens.

Tamper-proof safety seals are applied to all medium and large pizza boxes, as well as Dinner Box, Big Dinner Box and Big Dipper orders.

Any Hut Rewards points that were set to expire during this time are extended through mid-October.

Protective equipment for team members

Masks

Over 10 million non-surgical grade masks will be available for restaurant employees across the country.
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Sanitize

We will make sure your home is completely
sanitized after showing.

Alrways

Everyone coming into your home will have their
“airways’ covered by wearing a mask. If a buyer
doesn’t have one already, one will be provided.

Footwear

Everyone entering the home will either remove
their footwear or wear disposable booties.

Eyes Only

Prior to showings, all doors and cabinets will be
opened so buyers will not touch any service. In
addition, everyone will wear sterile nitrile gloves
which will be provided.



Unemployment Rate
Remains Historically High

Seasonally adjusted unemployment rate
in the United States since 1948

Recessions
20%

15% &1+ - - - : - -
10%

5%

0%
1950 1960 1970 1980 1990 2000 2010 2020

Source: U.S. Bureau of Labor Statistics
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Seller’s Ask:

Ywis Should I Sell Now?

Now Is a great time to sell because..

Mortgage rates low

Less competition

Prices are high

Only serious buyers come out

As your agent, I'm more than equipped
to help you and keep you safe.

www.DarrylSpeaks.com/Trial
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DARRYL DAVIS COACHING CLASSROOM WORKSHOPS ABOUT MEETING PLANNERS RESOURCES BLOG SHOP CONTACT

WELCOME SARAH! ARE YOU READY TO HAVE A POWERFUL DAY?

Go to the Classroom Register for the Next Webinar Get Coaching Call Credentials Edit My Profile & Billing
Unlock hundreds of Power Agent® Learn the latest Next Level strategies and Connect to weekly coaching every Edit your profile, photo, password and
results-producing training tools. solutions for agents. Monday with these call codes billing information quickly and easily
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Access My Quick Start Guide Log Into My CRM How-To Site Tutorials Take Me to Facebook
Tap into the top ten ways to get the most Get quick access to your Power Builder™ Get guick and simple tips for getting the Connect easily to your nationwide online
from your membership. CRM and power up your sphere and farm. most of your Power Agent Membership! Power Agent® Facebock Community.
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Objection Handling

Servicing Sellers
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Dialing For Dollars

FSBOs
Old FSBOs
Expireds
Old Expireds
Past Clients
Houses for Rent
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Camen Lacey-Billups = Share

E (716) 238-1365 Williamsville Office, NY
914 Maple Rd
= View My Website Williamsville, NY 14221

(716) 689-8100
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Specialties
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7&\ POWER AGENT"

1. Do what your broker says to do

2. Only your Department of Licensing has power of
your license. Not your mom, not another agent, not
your Association, not the Association's attorney,
etc.

3. The Do-No-Call law specifically states do not make
UNSOLICITED calls to people on the list. FSBOs
and Expireds ARE/HAVE SOLICITED calls.

4. If you are nervous to call, there are still options |
will share in a moment.

www.DarrylSpeaks.com/Trial



INTRO CALL TO YOUR FARM DIALOGUE DOOR KNOCKING YOUR FARM DIALOGUE

Poares Agona™, 4. e & s s S e Ry W oy

EXPIRED DIALOGUE ({0 EXPIRED VOICEMAIL
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(% 'FSBO DIALOGUE

Step 1—,' Icentity Siep Z lnitedeee

I'm cafling about the house for sale. Wefl, hi this is Darryl Davis from POWER Realty;
Is the house still for sale? how are you?

é{qo ‘j L[L.‘{{,)l The reason why I'm calling is | noticed your ad (sign, etc.) & [ wos

wondering if you're warking with brokers in the sale of your property?
Yes —|s it currently listed with a broker?

No - S0 you are trying to sell it on your own?
Nasty Response — [s that because you want to save the commission?

vaes Al G o0 6 ) Brafonge o e
Step 4- Beild A Releticnship
Well, 'm looking at a copy of the ad and the house sounds lovely. Did you write this ad?

Now proceed to ask rapport building questions. First ask questions that a buyer would ask, such
as # of rooms, condition, improvements, etc, When you feel you have some rapport and they are
talking more than you, go onto the second set of questions, which is why are they selling,

0000

sl [Lu-\yl&m
S{q;& 5*, [u\(i{c;‘ Aﬁi{m Would you be offended if I Just stopped by to

look at your house?

1 had a buyer whe was willing to pay you your price and my commission, could we work together?
Is it possible in some cases to do that, but first | would need to look at your house,

www.DarrylSpeaks.com/Trial



FSBO VOICEMAIL DIALOGUE

Hi, this is Darryl Davis from Power Realty!

The reason why | was calling is that I noticed
you are selling your house, and | have
some important information about that.

| might even have somebody who might be
interested. I'm not too sure because | need to
get some more information from you first.
Please call me back.

For more dialogue and/or training sessions, Q m ﬂ D

call Darryl Davis Seminars at 1-800-395-3905 e N =
www.ThePowerProgram.com Z MQV{S[ x



ROSPECTING THE OLD FSBO D

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

S + (= FQ @\ C ' (3] r'i 'Fy The reason why | am calling is our records show you tried selling your
</ home months ago. Is that correct?

May I speak with ?

4} Boile e Reletiensta

The reason why | asked is because my company listed a lot of homes in your area around the same time
when you were selling and those homes all sold.

+ Can/ ask you, were you folks thinking of selling again?

+ Where were you thinking of moving to?

+ Why there?

+ Have you looked at any houses there?
+ How long have you been living in this house?

Step 5) lnvite Ackion W5 & Mafehd

1. Is the reason why you were trying to sell it on your own was to save the commission?
2. If could help you get to , and you wouldn't have to pay a brokerage fee out of that, would

that be of interest to you?
3.1ts possible in some cases to do that, but first | would have to see your home.

4. Ifit made financial sense, would you re-consider moving to ?
5. Why don't we do this, I don’t mind. Why don't we find the time when we can get together, you can show

me the house, and | can tell you how much your house is worth in today’s market and see if [ can help
you gettto ?

Fi dial d/f
ror mors cnores S | 0000
www.ThePomei SR 7 [ PerrASpecks

www.ThePowerProgram.com - (800) 395-3905 . Page5
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Expired Dialogue for Difficult Times

Step One: ldentify
Hello, may | speak with Mr. Jones?

Step Two: Introduce
Hi, this is Darryl Davis from Power Realty, how are you?

Step Three: Clarify
The reason I'm calling is that | notlced that the Ilstlng for your house has
expired off the M ! ill wanting to sell?

Step Four: Build a Relationship
What we are finding in these crazy times, is there are still buyers committed to
buying a house and there is a shortage of houses for sale. This is actually

working out in the seller’s best interest. So, now is the perfect time to sell and
get top dollar for your house. Let me ask you, if we could find a buyer for your
house, would you consider putting your house back on the market?

S e - O
they are movmg, why they want to move, when do they need to be there, and if
there’s a reason for that location. Listen with empathy and attention, then find
ways to help them reach that goal.

Step Five: Invite Action

Mr. Jones, let’s do this, let’s schedule a time when we can have a Zoom
meeting and | can share with you our Seller’'s Success System on how to sell
your house in this new real estate reality.

Copyright © Darryl Davis Seminars « www.ThePowerProgram.com

www.DarrylSpeaks.com/Trial



DARRYL DAVIS COACHING CLASSROOM WORKSHOPS ABOUT MEETING PLANNERS RESOURCES BLOG SHOP CONTACT

WELCOME SARAH! ARE YOU READY TO HAVE A POWERFUL DAY?

Go to the Classroom Register for the Next Webinar Get Coaching Call Credentials Edit My Profile & Billing
Unlock hundreds of Power Agent® Learn the latest Next Level strategies and Connect to weekly coaching every Edit your profile, photo, password and
results-producing training tools. solutions for agents. Monday with these call codes billing information quickly and easily
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Access My Quick Start Guide Log Into My CRM How-To Site Tutorials Take Me to Facebook
Tap into the top ten ways to get the most Get quick access to your Power Builder™ Get guick and simple tips for getting the Connect easily to your nationwide online
from your membership. CRM and power up your sphere and farm. most of your Power Agent Membership! Power Agent® Facebock Community.
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Objection Handling

Servicing Sellers
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Time and Money Management Vendors We Recommend Webinars On Demand

™
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HOW TO NEGOTIATE
WIN-WIN OFFERS
FROM CONTRACT TO
CLOSE

HOW TO NAVIGATE
THROUGH THIS NEW
REAL ESTATE

*How to Host Your Virtual *How to Negotiate Win-Win

Listing Conversation Offers
Favorite Favorite »¢
6 BEST RA G
O INCREA

ISTING INVENTOR
L] . f

5 Best Strategies to Still Hit
Your 2020 Goals

6 Ways to Increase Listings at
Home

Favorite v¢ Favorite 3¢

THE DO'S AND
DON'TS OF A
SUCCESSFUL
FARMING
CAMPAIGN

Do’s and Don'ts of a Successful
Farming Campaign

Financial Q&A for Buyers and
Sellers

Favorite 3¢ Favorite v¢

*The Must Have Tech Tools in
Today’s Market

*Navigate Through This New
Real Estate Reality — June 2020

Favorite v¢ Favorite ¥¢

Breakthrough Business Plan for

2020 Campaign

Favorite v¢

FSBOS AND EXPIREDS
UNLEASHED: THE
SECRET SAUCE TO
GETTING MASSIVE
LISTINGS

FSBO & Expired Strategy Call

FSBOs and Expireds Unleashed:

Favorite ¥ The Secret Sauce to Getting

HOW TO GENERATE
A#SUROE OF

HOW TO GET YOUR
OFFER ACCEPTED IN
TINGS IN THE 24 HOURS

EXT 90 DAYS

How to Double Your Sales
Through Open Houses | May
2019

How to Double Your Income in
the Second Half of 2019
Webinar

How to Generate a SURGE of
Listings The Next 90 Days

How to Get Your Offer Accepted
Webinar
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Agent Field Guide for the

-

Listing ! -2 g‘ 3*
Presentation TP o E AToEC
( NEWREALESTATE
| . frere

——

Virtual Listing Presentation For The New Real Estate Realty
Homeowners (106 Slides) Agent's 36 Page Field Guide
$997 $197

DIALOGUES

' FOR THE NEW
' REAL ESTATE
* REALITY

Get it ALL Today
for ONLY

emets | W | oo L 05P ‘L' $ 5
6 Email Templates ALL NEW 15 Best Video Live

6

Agent Letters for
Turbulent Times

mails

For Turbulent Times Prospecting Dialogues Topics Guide
$97 $97 $97
PLUS... CLAIM YOUR OFFER HERE

*Copy of Today's Slides - $47
*30 days of Power Builder CRM - $49
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PRE
EXPIREDS FSBOS FRBOS FORECLOSURES STORM DIALER
Turn Expired Listings Get cleaner, faster For Sale  Rescue landlords from va- Get the most accurate, Call more people in

into powerful leads with By Owners without cant rentals, easiest ap- up-to-date phone numbers less time with our



Annette Mina, Douglas Elliman
#1 Agent Most Homes Sold
on Long Island
2017-2019

S, - HER BOOK OF
BUSINESS NOW

OVER 1100
AND GROWING
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ORPHAN ADOPTION DIALOGUE

S‘i@feij Icentity Step 7. Intreduce

I'm looking for

& 0 ~\ - _7‘:‘ . C
S){ﬁé) :?2' @m‘t{a" The reason for this call is to apologize. it seems as though you bought

(or sold) a house years ago through our company and the

agent who was involved in the sale is no longer working for our company. The reason for the apology is it
seems as though we lost touch with you. So I've been appointed from our company to be your new
representative; if you should ever have any real estate questions, you can feel free to call me persong

- Finc Ot \Whet They e Cenmitted T

1. By the way, how are you enjoying the house? 4. Have you ever thought of moving?

2. Have you made any major improvements to the 5. If you were to move, where would you move to?
house? 6. If you could have a larger home or in a different

3. What do you like best about the neighborhood? neighborhood, for the same monthly payment,

would that be of interest to you?
Step S5 lovide (Cheese One

1. One of the services we are now offering is an updated market analysis of a client’s home. You never know,
you could be amazed at how much your house is worth. You literally could be able to move to another home
and not have your payments go up.

2. One of the services we offer our past clients is the Neighborhood Market Report. This report not only tells
you how much your house is worth in today’s market, but it also shows you what your neighbors’ houses

are worth.
=

[PevylSpests

For more dialogue and/or training
call Darryl Davis Seminars at 1-800-39.
www.ThePowerProgram.com

DarrylSpeaks.com/Trial
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/N POWER AGENT’

“When I took Darryl’s course, I 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

www.DarrylSpeaks.com/Trial



“Expired”
Flyer

Expired Listing? Let me help!

I've noticed your listing has recently expired and wanted to make sure you hadn't given up
on selling your home. With rising interest rates now is one of the best times to sell. Let me help
you take advantage of this unique time in the real estate market.

- Homebuyers looking to save money on their monthly mortigage payment are in a hurry
to buy now. This makes your home more atiractive and able to command a better
price.

- Balancing accessibility with professionalism is my specialty. Making sure buyers feel
welcome and catered to goes a long way toward selling your home.

- My knowledge of the local real estate market will allow me to inform you what buyers
are looking for and what they're willing to pay, ensuring your home sells faster!

- |l won't pressure you into selling for a price you don’t want. | let the market speak for
itself.

- The right real estate agent will help keep you motivated with specific goals and
expectations. Let my experience in this industry work for you.

Stay motivated! Choose an agent with proven results. Call me today, and let's put this plan

into action!
Your Name/Team Name
Your® CalBRE Lic# Extra Information
image 555.555.5555 (delete if not needed) Q
\ Fiere” youremail @mail.com OO
- yourwebsite.com [ )

“”YourCompanylLogo

www.DarrylSpeaks.com/Trial



A i Your Name, REALTOR®
\ Company Name

FSBO LETTER #14

Date

Mr. & Mrs. Hunna-Hunna
1010 Umpty Umpt Lane
Power City, NY 12345

Dear Hunna-Hunna:

) have embarked upon a unigue way to assist the person who is selling his or her own
property. | have noticed that SUBJECT PROPERTY is one such property. | would like to
offer you the following services:

All the legal forms necessary {0 complete a sale in this paperwork crazy world.
Referrals to all the best escrow, title, insurance, home protection, home
inspection, lending and termite companies.

A telephone consultation, free of charge, with the top agent in your market place.
I you are relocating, a referral to the top agents in any city in the nation.

PR N=

I'm offering these free services to you in the hope that if in the future, you decide to
consider a real estate professional to help sell your house, | hope you will consider me.

I'll follow-up with a phone call to see if you are interested in any of the above items. In
the meantime, feel free to call me

Sincerely,

Darryl Davis,
Power Agents

www.DarrylSpeaks.com/Trial




5 Letters/Emails To Show Support During
Crazy Times

Dear (Name),

| just wanted to send a quick note to say hello and see if there is anything at all |
can do for you. This is such a challenging time for everyone, and the feeling of
isolation and fear can be gripping.

| am here for you. If there is some way that | can help you, | will do my best to do
s0, or do my best to find a trusted resource to help you.

Dear (Name),

Checking in you and your family!

| found one of the coolest resources for children'’s activities and | wanted to share

Dear (name),

it It's called www.howtosmile.org.

| think the saying, “we're all in t
than now. Pitching in to do wha o N
comfort is the best way to mow ear (Name),

Call me anytime, I'm here for y

- been through before.
Wishing you wellness and safe

f—_—g?ature from home and home-schooling kids!

Email
. Wake Up Early
. Get Dressed Every Day

. Keep the Kids Busy
. Be VERY Flexible

. Make Daily To-Do Lists
. Schedule Social Media Time

[T RN T R TR

the Same Boat!

Signature
Cell
Email

Just me again, checking in on you. Navigating the days will be sometimes scary,
sometimes interesting, and definitely outside the scope of what any of us have

I wanted to send a quick list tips for anyone who now finds themselves working

. Set Realistic Goals and Create a Support System

. Make Time for Exercise, Fresh Air, and Sunshine

Take Advantage of Free Internet Resources for Home Schooling

10.Know That Perfection is Not Necessary at This Time —People Understand
That There Might Be Kids, Pets, Commotion in the Background. We're All in

| hope they help. Feel free to share with anyone you know who might need them!
Thinking of you and wishing health and safety for your family!

a little and

Dear (Name),

The world is a little crazy right now for everyone. Finding a little calm in the storm
or peace in the chaos can feel tough to do.

I wanted to share with you three free apps that are highly recommended for
those whe need a little meditative break from the stress.

They are:
+ Calm
* Insight Timer
+ Smiling Mind

Head to the app store on your phone to check them out and choose the one you
think will work for you. | hope they help.

I know I'm doing my best to stay centered and calm so that | can continue to be a
resource for everyone in our community.

we're all in it together, right? Call me if you need anything!
Signature

Cell
Email

| hope this letter finds you and your family safe and well. These are clearly

create a lot of questions for people. One of the
wners have had recently is how this all impacts the

| is to offer everyone in my network a free

hat can let you know what homes in our area have
not a solid predictor of value because things are
rrent crisis, it's still good information to have and

o send one. It keeps me busy and of service during
to do one for you. Please just let me know if it's
in. Just call or text me! I'm here to help.

www.DarrylSpeaks.com/Tria



Dear (Mame),

Checking in you and your family!

1 found ong of the coolest resources for children’s activities and | wa nted to share
ittit's called m-;w.howtusmile.nrg.

You can search over 3,500 science and math activities on the web. 1 loved it.
There are activities from your science museurns, public relevision stations.
universities, and other educational mganizatiuns. All activities are available to
anyone, free of charge. start searching now and filter by age, material costs, and
jearning time 10 find exactly what you need for your class, educational program,
or family.

| hope it brightens your day 3 little and brings a few smiles for the children in your
life.

{'m here if you need anything!

signature
Cell
Email

www.DarrylSpeaks.com/Trial



Agent Field Guide for the

-

Listing ! -2 g‘ 3*
Presentation TP o E AToEC
( NEWREALESTATE
| . frere

——

Virtual Listing Presentation For The New Real Estate Realty
Homeowners (106 Slides) Agent's 36 Page Field Guide
$997 $197

DIALOGUES

' FOR THE NEW
' REAL ESTATE
* REALITY

Get it ALL Today
for ONLY

‘} i ik
LD ‘I VVVVVVVVVVVVV , CSP ‘L' $ 5
6 Email Templates ALL NEW 15 Best Video Live

6

Agent Letters for

or Turbulent Times Prospecting Dialogues Topics Guide

$97 $97

PLUS... CLAIM YOUR OFFER HERE

*Copy of Today's Slides - $47
*30 days of Power Builder CRM - $49
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FREE MARKET ANALYSIS!

If you are thinking of selling or just want to know what the value of your property is in today's

market over the phone, just give me a call and answer a few questions:
the size of the property,
number of bedrooms, (AGENT
annual taxes, PHOTO
amenities of the house, et HERE)

And. .. you may qualify for a free inspection!

——

Call (Company Name here) and ask for NAME HERE.
Telephone ###-###-####

www.DarrylSpeaks.com/Trial
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Use these tips to take advantage of selling your home this autumn.

o O

list your home. Many sellers assume that
once spring is over, so is the time to sell.
However, the fall is a great time of year to sell
since there are fewer sellers for you to compete
with, improving your chances of making a sale.

DON'T overprice. Buyers looking for homes in
the fall are more likely to pay the asking price,
but they will pass if you're asking way above
market value.

DO take advantage of the season. Use fall colors
to improve your home’s curb appeal and interior
atmosphere. Boil cinnamon for a fall aroma
during home showings. Light a low but cozy fire
to keep visiting buyers warm.

DON'T overdo the holidays. Too many holiday-
specific decorations may overwhelm buyers or
hide your home's assets.

Agent Contact Info / Photo(s) Here.

R

S . S . S\

O play up your yard. Plant fall flowers, like
chrysanthemums. Hang a seasonal wreath
on your front door.

DON'T neglect yardwork. Fall leaves are
beautiful, but if left unkempt may diminish
your home's appearance. Rake the leaves
consistently. Clear out the gutters to avoid
leaks and clogs.

) make your home move-in ready. Buyers
are eager to move in before winter, when the
kids are out of school and the holidays are in
full force. Prepare your home for a quick
move to entice buyers with a deadline.

Aepowrum,,l NT

Are you ready to sell your home this fall? Give me a call today!

www.DarrylSpeaks.com/Trial




LIGHTNING 4 SAFETY WEEK

As the dog days of summer approach,
so does the likelihood of thunderstorms
and lightning — especially for those
headed to their favorite beach vacation
spots!

DID YOU KNOW?

Lightning is hotter than the surface of the
sun and can reach temperatures of
50,000° F? | didn’t either until | started
doing a little homework!

Here are some great safety rules of thumb:

+ Avoid open fields, the top of a hill or a ridge top.

Stay away from tall, isolated trees or other tall objects. If you are in a forest, stay near a lower stand of
trees.

If you are in a group, spread out to avoid the current traveling between group members.

If you are camping in an open area, set up camp in a valley, ravine or other low area. Remember, a tent
offers NO protection from lighting.

Stay away from water, wet items, such as ropes, and metal objects, such as fences and poles. Water
and metal do not attract lightning, but they are excellent conductors of electricity. The current from a
lightning flash will easily travel for long distances.

If you'd like to learn more about lightning to share with your family and friends, head over to Weather.gov
for some interesting myths vs. facts. Stay safe and have a great day!

As always, as your neighborhood real estate specialist, I'm here as a resource for you!
If there’s anything | can do to help you and your family this summer - just give me a call!

Agent Contact Info / Photo(s) Here. X Power Acent

www.DarrylSpeaks.com/Trial




Your Mame, REALTORE

Vacant Land

Lefter

VACANT LAND LETTER

Diate

Mir. & Mr=. Hunna-Hunna
1010 Urnpty Umgpt Lane
Power City, MY 12345

Dear Hunna-Humna:

Tax records indicate that youw are the owner of vacant land in Suffolk County. | am a
buyer broker and have g gpumbern of clients actively sesking building lots and acreage in
the Ciounty.

My clients are paying fair market value and will pay all real estate commissions and
fransfer fees, leaving the seling price nat to you. If you have any interest in s=lling, or
would simply like to discuss the matter further, please contact me at the number below.

If contacting me by mail, please include the Saection-Block and Lot of your property,
along with a contact phone number. If you hawve your property listed with another
Broker, please have that Broker or Agent call me.

Thank you in advance for your consideration. | look forward to speaking with yow
Sincarely,

Cramyl Davis

Broken' Cwmear
Power Agents

www.DarrylSpeaks.com/Trial



Date I I ' a
Mr. and Mrs. Hunna-Hunna I I | |
1010 Umpty Ump Lane
Power City NY 12345

Dear Mr. and Mrs. Hunna-Hunna:

| understand that you are the absentee owner of a property in the Boyd Acre Subdivision in Clarksville,
TN. If s0, you may be interested in a few things I'd like to share with you:

| am the REALTOR® specializing in that area.
Interest rates are currently very favorable.
Your subdivision is HOT, HOT, HOT!

MNow is the perfect time to sell!

oo

| want to sell YOUR PROPERTY! Since we have never met, and an in-person meeting is probably not
possible at this time, | have enclosed my personal brochure for you to read. It will clearly show that | am
a genuine real estate professional and serious about this business and my clients as my track record will
reflect. If you are interested in selling, now or in the near future, please contact me by phone at 615-
123-4567, by mail, or just drop by if you are in the areal!

| look forward to meeting with you and helping you with your real estate questions or needs.
Sincerely,

Darryl Davis
Power Realty

www.DarrylSpeaks.com/Trial




Monthly Magazines

Negotiating Offers New Agent
N7
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Date

Mr. and Mrs. Hunna Hunna Fm‘m L.““ ol

101 Umpty Umpt Lane
Power City, NY 12345

Re: Another home sold by Darryl Davis

Dear Meighbor,

I am delighted to announce that | have sold the home located at:

5 UMPTY UMPT LANE, POWER CITY.

We still have many qualified buyers looking to own a home in your neighborhood. If you are
contemplating a move, or know of someone who is, please contact us. If you would like to find

out if you qualify for a FREE Market Analysis on your home, simply call me at (516) 887-4404.

Sincerely,
Darryl Davis

If your home is currently listed for sale with another broker, this is not intended as a solicitation
af that listing.

DarrylSpeaks.com/Trial




Farm Letter 02

Mr. and Mrs. Hunna Hunna

101 Umpty Umpt Lane

Power City, NY 12345

Dear Mr. and Mrs. Hunna Hunna,

I thought you might like to know the following homes have sold in your subdivision.
s 123 HUNNA HUNNA STREET
s 785 POWER COURT
* 654 UMPTY UMPT LANE

If you would ever like your home S0OLD instead of JUST LISTED, please give me a call. | have a
marketing program that works very well in getting homes sold in your neighborhood.

If you would like to find out if you qualify for a FREE Market Analysis on your home, simply call
me at (516) 887-4404.

Sincerely,

Darryl Davis

if your home is currently listed for sale with another broker, this is not intended as a salicitation
af that listing.

DarrylSpeaks.com/Trial




Date

Farm Letter 03

101 Umpty Umpt Lane
Power City, NY 12345

Dear Mr. and Mrs. Hunna Hunna,

| just wanted to keep you up to date as to what has been happening in your
neighborhood.

Properties Sold from June 1-June 30
+ 123 HUNNA HUNNA STREET
+ 789 POWER COURT
* 654 UMPTY UMPT LANE

New Houses for Sale of January 1, 1994
+ 123 HUNNA HpNNA STREET
* 78% POWER COURT
+ 654 UMPTY UMPT LANE

If you would ever like your home SOLD instead of JUST LISTED, please give me a call. | have a
marketing program that works very well in getting homes sold in your neighborhood.

If you would like to find out if you qualify for a FREE Market Analysis on your home, simply call
me at (516) 887-4404.

Sincerely,
Darryl Davis

If your home is currently listed for sale with another broker, this is not intended as a solicitation
of that listing.

DarrylSpeaks.com/Trial
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/N POWER AGENT’

“Because of Darryl’s training, |

" have already DOUBLE my income
W this year over last year. I'm on

& track to close 70 transactions and

Darryl’s team is a big part of that!”
Larry Gardner, EXIT Realty All Pro

www.DarrylSpeaks.com/Trial



SMILE STOPS are & fun reason to stop for
quick visits with past and potential customers to
show your appreciation and continuously cultivate

your connection and trust.

SMILE STOPS e

§: Service (focus on service not selling)

M: Meet face-to-face

k Invite them to share their needs by asking questions
L: Leave behind a token of gratitude
E: Elevate the relationship

6 Smart SMILE STOPS Strategies for Agents:

National Golf Month: Invite 3 great clients for a foursome round of golf on you in
hanor of golf month and let them know how much you appreciate them! *Look for
invitation templates in Farming & Self Promotion.

National Picnic Month: Host a picnic at the end of the month for a group of your
favorite cllents and their families as a way of honoring their loyalty and saying thank
you. Have fun with it! *Look for invitation templates in Farming & Self Promotion.

August 4 ~ Chocolate Chip Cookie Day: Hit up your local bakery for boxes of freshly baked
cookies to debver to five top cllents with a note that says, “it's National Chocolate Chip Cookle Day
and | just wanted to thank you for being such a treat of a customer! Call Iif you need anything!™

August 10th - National $'Mores Day: Get five small gift bags and fil with a bag of marshmallows,
package of graham crackers, and package of chocolate bars . Include your card and a note that
says, “Thera's S'More News About Our Real Estate Market That You Need to Know! Call me when
you can so | can share how changes might affect your home!*”

August 18th ~ Honey Bee Awareness Day: Get five jars of local honey (area farmer’s markets
and organic grocers are a great spot to find). Deliver to five clients with a note that reads, “it's Bee
Awareness Day! Gel the buzz on the latest real estate market trends and how they affect YOUR
property! Call me to learn moral™

August 26th - National Dog Day: Head to your local pet store for some fancy dog treats or a
cool chew toy and deliver to five top clients that you know are dog owners with a note, “it's
National Dog Day and | just wanted to deliver this special gift for your furry friend! If there's
anything | can do to help you, please know that I'm here! Enjoy!™

ww. TuePowenProcram con
S

Copyright® All Rights Reserved. | Darryl Davis Seminars | www.thepowerprogram. com | (800) 395-3905
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Seven Summer SMILE Stop Ideas!

1. Stop by with a tube of sunscreen and a note, “Got real estate questions or
needs? I've got you COVERED! Wishing you a safe and happy summer!”

2. Abottle of Simply Lemonade with a note, “SIMPLY wanted to wish you a
great summer! I’'m always here if you need anything!”

3. Freeze pops tied with ribbon and note, “I help people keep their COOL
when buying and selling homes! I'm here if you need anything!”

4. Beach ball with a note, “Having a ball helping people with their real estate
needs. I'd love to help you too! Give me a call!”

5. Toy sand sifter with a note, “I can help you sift through the real estate
process with ease!”

6. Kitchen scissors with a note, “I can help you CUT through any real estate

red tape!”
7. lce cream scoop, “If you ever want the SCOOP on the real estate market,

call me! I’'m happy to help! AT_E
SMILE STOPS are fun reasons to stop for quick visits with past and potential customers to show your gg

appreciation and continuously cultivate your connection and trust.
S: Service (focus on service not selling)

M: Meet face-to-face
I: Invite them to share their needs by asking questions m‘m

L: Leave behind a token of gratitude
i&’#ﬁ ) & E: Elevate the relationship
4

Y e oo FOwn “)"
"“W,‘\‘.m Copyright h ig tsReserved.!DarrleavisSemmars 395 3905




\7& POWER AGENT"

SMILE STOPS" for Every Season!

o
-
January February March Apri - S—
Cellophane bag with ROLOs
Fortune cookies with a note, Feart Shaped Gox of Chocolates tiedl with green fibban with & Package of PEEPS candies with
Wishing you good fortune in with a note, T LOVE my cliants’ note that says, T LLCKY to a note, “Hove oy PEEPS with
the Mew Year! Fim here to helpt Happy Valentine's Day! 'm here e yowr as o cliant and your real estale needs? Coll me, |
{f you need me/* referrals! Happy 5L Patrick’s Day™ can help!*

August \
\ July National ' h
‘&i M Box of Sparkers Srmares .

! i
b Day is e
June with a note, Wishing 70 go b ‘ﬁz
ou o sparkfing
. i . irndependence Day! Deliver smore fixings (graham
Package of Hower Seeds with B ’ "8
3 I'Oteg "Th;‘!ﬂ’f for helping me ﬁgggﬁd'shﬂmh“'th ?Inmutt-. ¥m here ta help with crackers, chocolate, marshmallows)
) i S tarrate Ol Smmer I ol your real estate to Fve great clients with a note, 7
BLOOMY Your referrals are hooked an hopey clients angd " ¥ou ever eed smare info an the
apprecigtedt™ referralst Coll f you need me! neegls! i

real eshare marker - ool met”

September

e
Rulber with a note that says, . 4 -
"Hope the new school year . PumF-kll"lOr apple pie with a :'.f-".m“l" -
RULES fn your home! {m here Pumpkin carving kit with & note, nate, % '!ywnyﬁ:u slice it IBPFIH PBPEFI rollwith a note,
to teach you whetever you need “Let’s carve out some time to talk you'e apprecicited! Happy ?ﬁoﬁwﬁ:rﬁfﬁ ?;.mpoﬁ.
to know about real estate! reot estate and referrals! Thanks Thanksgiving! I'm here if kricw thiot | am here for @l of yeur
Jfor being a great cent yous need mel* real estate questions or needs’™

— =
SMILE STOPS™ are a fun reason to stop for quick visits
with past and potential customers to show your appreciation and
cantinuously cultivate your connection and trust,

They are designed to help you:
S: Service (focus on service not selling)
M: Meet face=to-face
E Invite them to share their needs by asking questions
L: Leave behind a token of gratitude
E: Elevate the relationship

>

Copyright® AllRights Reserved. | Darryl Davis Seminars | ThePowerProgram.com | (800) 385-3905
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\) The BEST 6 Strategies
ﬁ for Building
\ " Inventory

POWER AGENT®




/‘\ POWER AGENT®

“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

www.DarrylSpeaks.com/Trial



Fifteen Social Media Live Ideas

Share two mindfulness/wellness strategies.

edia LIVE Ideas in Times of Crisis

Talk about what you're doing to stay fit and focused.

t to stay home and stay safe. SIER S . Boardiedaingto help homeowners during this time.
ity you serve.

burce, Consider me a hotling for help,

to buy and sell homes — what that looks like is changing daily.
ange Is that I'm here for you.

Facebook Live Video is the perfect vehicle to
drive customer engagement with the folks in
your market area, create credibility for you as a
real estate professional, increase your online
presence and become a resource people can
turn to, especially in times of need.

his is what working from home
en what doesn’t and encourage

fgage lender you trust for two bumning answers about Interest

mall business owners about their response to crisis.
about strategies for home schooling parents.

r per week (ask for recommendatlons from your sphere if you
eachers).

ook recommendations.
g leaming site recommendations.
| pedlatrician about keeping kids safe and happy.

| '\“\_\\

hen you have fun, the people watching will too!)

vein 3...2..1...

perfection. (It’s the casual, impromptu feel and nature to
hake them enticing to viewers.)

.ThePowerProgram.com

- host your live events weekly or bi-weekly — around the

DarrylSpeaks.com/Trial
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Share two mindfulness/wellness strategies.

Talk about what you're doing to stay fit and focused.

Share what your local MLS/Board is doing to help homeowners during this time.
Share six things you love about the community you serve.

Share your workspace with your audience. This is what working from home
looks like — and spotlight what works and even what doesn't and encourage
people to do the same.

y l

See you Livein 3...2..1...

Copyright ® Darryl Davis Seminars « www.ThePowerProgram.com
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Agent Field Guide for the
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Listing ! -2 g‘ 3*
Presentation TP o E AToEC
( NEWREALESTATE
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Virtual Listing Presentation For The New Real Estate Realty
Homeowners (106 Slides) Agent's 36 Page Field Guide
$997 $197

T DIALOGUES Get it ALL TOday
AL e for ONLY
REALITY

e-mails

-

nnnnnnnnnnnnnnn

$5

PLUS... CLAIM YOUR OFFER HERE

*Copy of Today's Slides - $47
*30 days of Power Builder CRM - $49

www.DarrylSpeaks.com/Trial

6 Email Templates ALL NEW 15 Best Video Live
For Turbulent Times Prospecting Dialogues Topics Guide
$97 $97 $97
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Updating Plumbing & Electrical Bathroom Remodeling Kitchen Remodeling
260% ROI 168% ROI 168% ROI

lg

Painting Flooring Outdoor Maintenance
12% ROI 102% ROI 83%ROI

[ L \!
=i '-E .*

-~

Deck Basement Remodel Replace Windows/Doors Roof Replacement
78% ROI 75% ROI 70% ROI 67% ROI
Sources; tendingTree com, WA

Agent Contact Info Here.

,RPOWE!!A(.ENY'
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When Interest Rates Go UP, Sellers Often
Have to Come DOWN in Price to Compensate.

5 _ ~ : Y
| NN > W
i e
% = s — -

With rates rising, if you've thought about SELLING...

NOW is the TIME.

Call me! I've got the answers to all

of your real estate questions!

DarrylSpeaks.com/Trial




Like the weather, the real estate market is always
changing. Using a real estate professional is one of the
smartest business decisions a homeowner can make to

protect their family’s financial interests.

b

S s o} b e Y N
DarrylSpeaks.com/Trial



DARRYL DAVIS COACHING CLASSROOM WORKSHOPS ABOUT  MEETING PLANNERS RESOURCES BLOG SHOP CONTACT

Servicing Sellers

o=
POWER

AGENT®
WEBINARS
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Roal esLate market Lrends Can b CONBUSING 1O koep up
with That's why I do mework, 36 my
hove 16 Call me 1o bee changes will affect YOUR

home squity snd saability

Market Changes — Homework

Favorite vz

WE HAVE MORE
IBILITIES

Quote - Possibilities

Favorite

K |
EVERY NEXT LEVELOF
YOUR LIFE WiLL DEMAND,

Market Changes — Savvy
Homeowner

Favorite v¢

Quote - Qubein

Favorite v¢

DarrylSpeaks.com/Trial

Market Changes — Seasons

Favorite vz

ike the weather, the reol estate market o always
changing, Using a real estate professional Is ane of the
5L Dusingds decinons a hamoomner can maks 1o

protect thelr family’s financial imerests

Market Changes — Smart
Decisions

Favorite v¢

|

Home is the
nicest word
there is.

L A
~

- A

Quote — Wilder

Favorite ¥

WANT LESS WORRY?
TAKE MORE ACTION.

_ EVERY DAY FOCUS ON AT LEAST ONE
NEXTLEVEL ACTIVITY THAT WILL TAKE
- RT0 YOUR GOALS.

BARAYL v
.

L4

' %

Quote - Action

Favorite v¢

Recl Estate Fast Facts

For 44% of recent buyers, the first step
thuit they took 1 I

]1!\ JICCSS W

__FF TSRS
Real Estote Fast Facts

of buyers would use their
agent again or e
agent to oth
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B Darryl Davis, CSP

% Keepsmiling

Shoreham/Wading
River Community

20+
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20+

20+

20+

g America’s Hope forA... 2

» See more

vvrite a comment ©

16 hrs

’ Laura Penny is §3 looking for recommendations.

Recommendation for orthopedist for my
newly broken foot, thanks to osteoporosis?

i3 24 Comments

View 22 more comments

>

Robin Strecker Dr Gamez, | worked at St Charles and used him for
an ankle repair. | have seen his work on other patients as well. He is
the best!!

Like - Reply - 1h O

Laura Penny Thanks to everyone for your recommendations! | only
wish the boot | have to wear came in hot pink instead of black. &2

Like - Reply - 1h o‘

('S @ Sarah Rasser replied - 1 Reply

Write a comment

OB ® @

2 @

Karen Koelbl-Louser b
14 hrs

®

My son Josh is working on becoming an Eagle Scout!

He and his Troop 1776 are working to make a community event sign for the
Tesla Science Center.

There is a Bake sale fundraiser for the project tomorrow at Stop n Shop in
Rocky Point from 1:30-4:30. Please come and get a sweet treatl No
donation too small:)

See All

Rocky Point Community
Connection

+ Join

3,027 members

Shoreham Swap And Shop

4 836 members

+ Join

Rocky Point Neighbors

2,812 members

+ Join

Rocky Point Community

<4 loin



| £ ]| Shorehamwading River Community Group (SWR) Q

Shoreham/Wading
River Community

Group (SWR)

@ Closed Group

About
Discussion
Members
Events
Videos
Photos
Files

Recommendations
Search this group

Shortcuts

 LonglIsland Real E...

& Lab Coat Agents

# Design a Life Worth ...

# Keep Smiling

@ NSA NYC Members...
@ POWER Agent Mem...

7. National Speakers ...

2 Power Agent

B Darryl Davis, CSP

=

Keepsmiling

§ America’s Hope forA... 2

w See more

% Michele Leka-Lewis
-wr e

Please help! Our dog, Milo, went missing from our back yard. He is super
friendly! He has a name tag and phone numbers on his red collar. We live on
Leonard st in wading river if anyone finds him, please call us! My kids are
hysterically crying! Ty!

> -
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gcky Point Neighbors

2.812 members

+ Join

Rocky Point Community

2,053 members

+ Join
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ShorehamNVading He's home! My neighbor found him! Hooray! Ty everyone! U r a great % ’@ ° a e

community!
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A
SELLER'S WORKSHOP

HOW TO SELL YOUR HOUSE
IN TODAY'S MARKET

‘ Your Name, REALTOR®
Company Name

Phone Number

Email

Website ﬂPowm Sou g&]

>> CLICK HERE FOR MORE INFORMATION

www.DarrylSpeaks.com/Trial



A
SELLER'S WORKSHOP

Houw to Successfully Sell Your Home in TODAY'S Market!

DATE AND TIME
Location Address
Limited Seating! Call to Register: XXX-XXX-XXXX

» How to price your home to sell quickly

» How rising interest rates effect your sale
* What difference does an agent make

* The psychology of buyers and sellers

» Marketing vs Advertising

» Staging your home to sell

*» The attorney’s role in closing

» Investment planning for your future

SPECIAL GUEST SPEAKERS:
« Real Estate Professional Name '
- Mortgage Specialist Name

» Real Estate Attorney Name

* Home Improvement Expert Name
* Home Inspector Name . -
» Moving Professional Name

Your Name, REALTOR®
Company Name

th}e Number YOUR PHOTO
Email HERE
Website —_—

h 4

—

A
—

v& POWER AGENT ;@_

www.DarrylSpeaks.com/Trial



Call Today: (800) 395-3905 or Drop Us 3 Line & Sarah Cornacchio | & Dashboard | Logout |Search .. @

DARRYL DAVlS COACHING CLASSROOM WORKSHOPS ABOUT  MEETING PLANNERS m BLOG SHOP CONTACT

RESOURCES

EGUIDES

The Ultimate Business Plan for Agents Multiple Offer Negotiation eGuide for Real Estate

Buyers and Sellers
The #1 guide for generzting now business, future business,

and financial freedom success in a time of change An easily customized tool for sharing top tips with your buyers

DOWNLOAD NOW DOWNLOAD NOW

and sellers.

DOWNLOAD NOW



ﬂ pOWER AG ENT ,’Ag(‘.m Field Guide for the

Ayl Tl ik
for the

e REAL ESTATE

/ / / A/ e SR S e s - e b

L -

22:;; tlo'ad your Agent Field Guide to the New Real Estate Download the Agent Field
r Guide instantly!

The must-have tools, strategies, and training for managing
success in a time of change!

Your Agent Field Guide Includes:

Finding the upside in a market change.

How to get your business “ducks in a row”.

Prospecting tools and tips in a socially distanced world.

v
v
¥ The power of a CRM.
Please send me the free weekly newsletter loaded
v
v Select an option

How to stay motivated and focused in ANY market

condition!
Get the Field Guide




Use for....

Gulde * Online lead

generation
« SMILE Stop item

 On your website

« Listing
Appointments

(ate Reality

in Today's New Real b

DarrylSpeaks.com/Trial



YOUR NAME, YOUR COMPANY

Get a Copy of Your 40+ Page
Home Seller’s Guide to Real Estate

If you've thought about selling your home now, or in the near future,
and you want to ensure that you get the highest possible return for your
investment, there’s a LOT to consider.

Call me today to see what's possible!
Name, Cell Phone, Email

HOME STAGING

SELLER'S Looking At Your Home Through

* a Buyer's Eyes
Guide

To Real Estate

93% 84% 78%

Living Room

in Today's New Real Estate Reality

Get your copy of this valuable guide at: www.YourWebsite.com/SellersGuide

The safety of our buyers and sellers is our top priority. Ask me about our SAFE Listing and Selling

practices and how we can help you sell your home and buy your dream home safely.
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FREE WEBINAR

LOYALTY AND DOUBLE YOUR'
SALES IN THE NEXT 90 DAYS

New Webinar! How to Create Buyer Loyalty and Double Your
Sales in the Next 90 Days!

How many times have you watched as a buyer walked right into the arms (and
contract) with the listing agent on a property after you've shown them multiple
properties?

It's not them. It's you. That's a tough thing to hear, but if you want to compete at
an elevated level, win buyer loyalty and trust -- and get them to appreciate the
value of a signed agency agreement - then it's time to step up your sales and
communication skills, lean into some perspectives that might be different from
the “way it's always been done” - and reinvent how you work with buyers.

Join us on Wednesday, July 8th at Noon Eastern for “How to Create Buyer
Loyalty and DOUBLE Your Sales in the Next 90 Days” — an online training
where we will discuss:

2 How to have your buyers sign an agency agreement and appreciate its

value

How to handle initial phone inquiries about properties

What tech tools to use for effective virtual conversations

Which buyer lead generation software is being used by top agents?

How to handle objections like, “Should | wait to buy until after the

pandemic is over?”

How to use the S.AF.E. Showing™ Process to put buyers and sellers at

ease

o What type of clauses can be added to contracts written during the
pandemic?

o How one simple certificate can help buyers communicate their agency
agreement if viewing properties on their own

[ oy

[m]




\) The BEST 6 Strategies
» for Building
\ " Inventory

POWER AGENT®

I l- ]
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/‘\ POWER AGENT®

One of the most important things
Darryl taught me was commitment
and follow through in what I do. |
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
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Sellers
Buyers
Appraiser
Engineer
Title Company
Seller Attorney

~ Buyer Attorney
| Home Inspector
\ Bank Representative

The Real Estate Professional




Agent Field Guide for the

g;d-}:'g
NEW'REAESTATE
ﬁ"ﬁf} =

-

Listing

Presentation

——

Virtual Listing Presentation For
Homeowners (106 Slides)

The New Real Estate Realty
Agent's 36 Page Field Guide

$197
T Get it ALL Today
\ ME
- FOR THE NEW i3
Agent Letters for ‘ REAI. ESTATE ) np - for ON LY
Turbulent Times i REA“TY A f h\.
= A 2 5
6 Email Templates ALL NEW 15 Best Video Live
For Turbulent Times Prospecting Dialogues Topics Guide
$97 $97 $97
PLUS... CLAIM YOUR OFFER HERE

*Copy of Today's Slides - $47
*30 days of Power Builder CRM - $49

www.DarrylSpeaks.com/Trial
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\) The BEST 6 Strategies
» for Building
\ " Inventory

POWER AGENT®

6. Become Tech
Sawny

www.DarrylSpeaks.com/Trial




*How to Host Your Virtual
Listing Conversation

Favorite ¢

5 Best Strategies to Still Hit
Your 2020 Goals

Favorite v¢

THE DO'S AND
DON'TS OF A
SUCCESSFUL
FARMING
CAMPAIGN

Do’s and Don'ts of a Successful
Farming Campaign

Favorite 3¢

HOW TO NEGOTIATE
WIN-WIN OFFERS
FROM CONTRACT TO
CLOSE

*How to Negotiate Win-Win
Offers

Fayorite ¥

6 BES] RA
O INCREA

ISTING INVENTOR
L : A

6 Ways to Increase Listings at
Home

Financial Q&A for Buyers and
Sellers

Favorite v¢

HOW TO NAVIGATE
THROUGH THIS NEW
REAL ESTATE

*Navigate Through This New
Real Estate Reality — June 2020

Favorite v¢

*The Must Have Tech Tools in
Today'’s Market

Breakthrough Business Plan for
2020

Favorite v¢

FSBO & Expired Strategy Call

Favorite

HOW TO GENERATE

A SURGE OF

#’I'INGS IN THE
EXT 90 DAYS

Creating a Self Promotion
Campaign

FSBOS AND EXPIREDS
UNLEASHED: THE
SECRET SAUCE TO
GETTING MASSIVE
LISTINGS

FSBOs and Expireds Unleashed:
The Secret Sauce to Getting
Massive Listings

HOW TO GET YOUR
OFFER ACCEPTED IN
24 HOURS

How to Double Your Income in
the Second Half of 2019
Webinar

How to Double Your Sales
Through Open Houses | May
2019

How to Generate a SURGE of
Listings The Next 90 Days

— - A

How to Get Your Offer Accepted
Webinar

— on A



Microsoft PowerPoint

KEYNOTE

Google Slides

www.DarrylSpeaks.com/Trial



Video Conference Platform
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Contact Profile Keep in Touch Social Intelligence Activities/History Properties Business Directory Documents

STATUS FOLLOW UP FREQUENCY

Hot Prospect 7 days

Keep in touch events available to all contacts

Event Date Status Include Contact in Event
Manthly e-Newsletter Recurring Active
4th of July Fireworks Party Thursday, Jul 04,2019 Active M
Cllent Appreciation Party Wine and Cheesa Friday, Dec 06, 2013 Active 1
Keep in touch events specific to this contact () CREATE NEW EVENT
Event Date Status
Main Contact Birthday April 15 Active W’
Spouse/Partner Birthday No Date \7 \
Move In Anniversary No Date A ;
Activity plans assigned to this contact 3 () ASSIGN NEW ACTIVITY PLAN
Plan Name Start Date Method of Correspondence

There are no activity plans assigned to this contact.
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Welcome Contact Me
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\ﬁ\ POWER AGENT®
 Tosummarize..

* Be a Leader in Your Community

* Pick a Dial-For-Dollars

* Hit the Streets

* Use Social Media as a Strategy

* Improve Your Listing Conversation
* Become Tech Savvy

» Become a Power Agent® Today for ONLY $5



L

Q POWER AGENT" k&

Coaching Members Private Group

DarrylSpeaks.com/Trial



$27 a month

TODAY the first 30 days is ONLY $5

Complete access to the entire Power
Agent® website

Copy of today’s slides & recording

DarrylSpeaks.com/Trial



Power Agent Program: Less Than $1 Per Day | Power Builder Program: Less Than $1 Per Day

»/)\ POWER AGENT"

Er LIVE WEEKLY “POWER HOUR” COACHING
CALLS EVERY MONDAY

Don’t have to figure it out on your own
Problem solving & solution finding

What's working and what’s not for
agents all over North America

Get your “head straight” for the week

DarrylSpeaks.com/Trial



Power Agent Program: Less Than $1 Per Day | Power Builder Program: Less Than $1 Per Day

>/)\ POWER AGENT®

E, WEBINARS ON DEMAND

Negotiating: How to Get An Offer Accepted in
24 Hours

12 Reasons FSBOs Should Not Be a FSBO

How to Generate a SURGE of Listing The Next
90 Days

Playing With Buyers | Strategies to Double Your
Income

The Best Strateqgies to DOUBLE Your Income

How to Master the Listing Appointment

DarrylSpeaks.com/Trial



Power Agent Program: Less Than $1 Per Day | Power Builder Program: Less Than $1 Per Day

\) POWER AGENT®

MONTHLY INDUSTRY LEADERS INTERVIEWS

4

: Darryl Davis

SRR Al OWER AGENEG

DarrylSpeaks.com/Trial



Power Agent Program: Less Than $1 Per Day | Power Builder Program: Less Than $1 Per Day

\ﬁ\ POWER AGENT®

DEDICATED Power Agent® Facebook Group

Never feel like you're flying 3=~
solo again i
Support from agents all over -

North America o
Resource for referrals e —
Feel connected and T
empowered

DarrylSpeaks.com/Trial



Power Agent Program: Less Than $1 Per Day | Power Builder Program: Less Than $1 Per Day

5/)\ POWER AGENT®

DEDICATED Power Agent® WEBSITE

« HUNDREDS of marketing and
prospecting tools

« Farming and self promotion

» Objection handlers

» Scripts, dialogues, and how-to’s

» Business plans and checklists

« Money management tools

* Negotiating tools

« Listing appointment must-haves

« Monthly magazine

DarrylSpeaks.com/Trial



DarrYLDAvIS

COACHING CLASSROOM WORKSHOPS ABOUT MEETING PLANNERS RESOURCES BLOG SHOP CONTACT

HIRE DARRYL

WELCOME SARAH! ARE YOU READY TO HAVE A POWERFUL DAY?

( I;OWER

@lder‘“

Classroom for Power Agents Coaching Calls

CRM: Power Builder Tool

Unlock hundreds of Power Agent®

Asults-producing training tools.

Connect to weekly coaching every
o

vionday with these call codes.

g to your Power Builder™ Connect easily to your nationwide online
CRM and power up your sphere and farm. Power Agent® Facebook Community.

How-To Site Tutorials Profile & Billing

Quick Start Guide
Get quick and simple tips for getting the

Edit your profile, photo, password and
most of your Power Agent Membership!

Tap into the top ten
billing information quickly an

from your memberst

1o get the most Learn the lat

test Next Levei sirategies and
solutions for a




DARRYL DAVlS COACHING WORKSHOPS ~ ABOUT  MEETING PLANNERS RESOURCES BLOG SHOP  CONTACT

CLASSROOM

View our New Real Estate Reality Resource Hub for Power Agents®

Search Classroom

www.DarrylSpeaks.com/Trial
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10 Reasons to Sell Before the
Year End New (PowerPoint)

Favorite 3¢

10 Reasons to Sell Your House
Before Year-End (PDF)

' ALASONS TO WINE AN AGENT 70 SELL TOUR NOME
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8 Great Reasons to Hire An Agent
(PowerPoint)

Favorite 3¢
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8 Reasons to Hire an Agent

Favorite ¥

(o) =

Calculator- Farm Area
Spreadsheet

Favorite ¥

oe

Cutting commissions is an

integrity issue. Agents willing

to give away THEIR money will

likely be quick to give away
CLIENT money.
2GetWhatYouPayFor

Calculator- Farm Area Tutorial
Video

Favorite ¥

600D MOVE

Children’s Moving Book

DOOR KNOCKING YOUR FARM DIALOGUE

Sty 3
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INTRO CALL TO YOUR FARM DIALOGUE
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P rolve

Committed to Children
Infographic (PowerPoint)

Favorite ¥

Cutting Commissions Graphic

Dialogue — Door Knocking For
Your Farm Neighborhood

Favorite ¥

Dialogue — Intro Call to Farm
Neighborhood

Favorite ¥
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DARRYL DAVlS COACHING WORKSHOPS ~ ABOUT  MEETING PLANNERS RESOURCES BLOG SHOP  CONTACT

CLASSROOM

View our New Real Estate Reality Resource Hub for Power Agents®

Search Classroom
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SEARCH RESULTS FOR: FSBO

o
o™ '

Selling Yourself? Be cautious of the people you let into
your home. As a real estate specialist, | vet and

Selling Yourself? Beware of overpricing.

If you want MORE MONEY for your home with
It will cost you time, exposure and the sale,

- . LESS stress? I've got you covered.
pre-qualify everyone who comes through your door. #PriceltRight #ICanHelp wGetitSold
ot homes 3040 for pere 2 1 99 Rorres scid b Mo, 2 1 et horress T b1 e 2
Contact e tnday! —— ot 008y —— Comact e oday! ——

Social Media Graphic — FSBO - Stranger  Social Media Graphic — FSBO -

Social Media Graphic - FSBO — More for
Danger Overpricing Your Home
X rouestann Step | (entidy Step 2 tvedoee
Oid FSBO for Telemarketer Wy /S8 vt ? Wt A 1t 5 Davd Gawe froes FOWEN eaity:
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Power Agent Telemarketer Script for Dialogue - Old FSBOs & Expireds

No FSBO Should Be a FSBO (Video)
FSBOs

S AND EXPIREDS A FSBO (;) BONLUS Prospecting Coaching Call
ASHED: THE

‘ SHOULD NOT BE A o
SAUCETO e
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“#anthly Magazines

New Reality Resource Hub
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Agent Field Guide for the

PO ‘.ﬂ 'I:"F . '\ Sample g5
Listing o 3 -0 B 5 | x )
Presentation S NE REAP.%STATE - 19 ¥ APOWER AGENT
o 2 = R T ; <
< - 8 Aooixouns 8

N . .; ] - . M,W,:,., - /- . = TOTAL VALUE
Virtual Listing Presentat.ion The New Real Estate Realty Sample COVID-19 W
For Homeowners (103 Slides)  Agent's 36 Page Field Guide  Contract Addendums
$997 $197 $197
Get it ALL Today
S — A
6 DIALOGUES for 0 N LY
o
$5 for

e-mails Bpeinscin
—_— - 30 days
6 Email Templates COVID-19 Appropriate 15 Best Video Live
For Turbulent Times  Prospecting Dialogues Topics Guide $27/month dfter
97 7 7 .
$ 39 39 (cancel anytime)
PL Us. oo

CLAIM YOUR OFFER HERE

*Copy of Today's Slides - $47
*30 days of Power Builder CRM - $49 / /

www.DarrylSpeaks.com/Trial
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Agent Field Guide for the
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Virtual Listing Presentat.ion The New Real Estate Realty Sample COVID-19 W
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wrw. TucPowezProcrancon: POWER PROSPECTING PLAN - Weekiy Challenge

POWERFACT: When your prospecting dwindles - so does your income. Agents often say, “| don’t know what to do. | don't know where to find
new business. | don’t know how to get started.” | get it. I've been there. Done that. Don’t need another T-shirt-right? You need Leads. For the
next four weeks, my challenge to you is to make at least five calls per day, working at least three of these prospecting lead sources. Print one

copy of this per week and start keeping track! Learn the secrets behind each source at www,thepowerprogram,com/LeadSources.

Ready? Go! ﬁ p ,
72 e Name Week Of:

Power
Prospecting
Source

Call Current
FSBOs

Call Current
EXPIREDS

Call FSBOs from 6
months ago

Call EXPIREDS
from 6 months ago

Call Past Clients

Call Houses for
Rent

Cold Call Around
New Competition
Listing

SMILE STOPS with
gifts

Host

Neighborhood
Open House

Call Vendors for
Leads

Call “Orphans"

Post a Real Estate
Update Video

Call Old Friends

Monday Tuesday Wednesday Thursday Friday Saturday Sunday

Copyright®© All Rights Reserved. | Darryl Davis Seminars | www.thepowerprogram.com/leadsources | (800) 395-3905
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4 Your Name, REALTOR®

Company Mame
EXPIRED LETTER #12 )
Date

Joe Agent
1010 Umpty Umpt Lane
Power City, MY 12345

Dear Hunna-Hunna:

SOMETIMES THEY JUST DON'T SELL!

We'we been through it! You advertise, hold open housas, create flyers — all the things
you're supposed to do, and the property still doesn't sell. The listing expires and you're
out considerable time and money.

There is a possibility we can help each other.

If you have a listing that is abouwt to expire, and you have decided not to re-list the
property, call me two days prior to the expiration date with the name, address, and
telephone number of the client. Should | list and sell the property, | will pay you a 20%
referral fee upon closing.

Im addition, | will include you in the list of brokers to which | refer expired listings.

“ou might as well turn that expired listing into a referral fee!

| look forward to speaking with you jn the _esr fiuturs!

‘Very truly yours,

Drarryl Diavis,
Broker, Chwmer

Fhone Number | Email | Website
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Mother’s Day Referral Directo . i Back-to-School
Mailing ry Movie Preview Mailing
Dinner Coupon Halloween Contest Charity Drive Calendar

www.ThePowerProgram.com
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