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S47 a month
« TODAY the first 30 days is ONLY $5

« Complete access to the entire Power
Agent® website

« BONUSES TODAY

« Cancel anytime
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We'd love to hear
from you and see
pictures from your

Trunk or Treat!

-

Email me at Julie@darryldavisseminars.com

or post in our Facebook Group at

‘ https://www.facebook.com/ groups/PowerAgent/ -

Have a lot of fun with it! We hope to create more community
event guides for you as welll Think outdoor movie night,

holiday cookie swap, and more! :

Happy Trunk or Treating and have an
amazing holiday season!
Your Power Agent Fun Team
PoWERRGENT -~
7”\ PROGRAM
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>
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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

( POWER

@Ider“‘

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 guick access to your Power Builder™ Get guick and simple tips for getting thg Connect easily to your nationwide online
from your membership. CRM and power up your sphere and farm. ost of your Power Agent Membersig Power Agent® Facebock Community.
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Call Today: (800) 395-3905 or Drop Us a Line & Sarah Cornacchio | @ Dashboard | Logout Search jo)
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Call Today: (800) 395-3905 or Drop Us a Line & Sarah Cornacchio | @ Dashboard | Logout Search jo)
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WELCOME SARAH! ARE YOU READY TO HAVE A POWERFUL DAY?
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The Wolf of Wall Street




/‘\ POWER AGENT®

We Don't SELL People.
We SERVE People.



/\ POWER AGENT®

We Don't CLOSE People.
We ’(}:/I:IPeopIe.



The Top 10
» Prospecting
\ scripts For Spring

POWER AGENT"

1. Past Clients
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1.
2.

3.
4.

5.

The 5-Step Past

Client Call

“Hunna, this is how are you?!”

“Recently I was thinking about my past clients &
just wanted to check in.”

Talk about them and how they are

When they ask about your business, say “Because
interest rates are so low, ’'m finding..

 People are either refinancing

 Or they’re buying their dream home
“If you need ANYTHING, consider me your hotline”

DarrylSpeaks.com/Trial




PAST CLIENT FIRST PHONE'CI-\LI. DIALOGUE

Here are a few "ice breaker" ideas for calling frienc

qusﬂwam{%w Siep 2 Relniredoee

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

Step 3 @WQ&

The reason for my call today is just to reach out and see how you all are doing? With so much change
in our market and our world, there are a lot of people who have questions. | just wanted to let you
know I'm here for you and see if there is anything | could do for you!?

Siep 4 Ask Alzeet ihelicuse

How are things in the neighborhood? With the house?

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

Hi, is this

2) I was just going through my phone contacts and | decided it was too long since we talked. So, how are you?
3) I'm great (now talk about anything other than real estate).

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

5) Talk about one positive about your real estate market.

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

For more dialogue and/:
call Darryl Davis Seminars
www.ThePowerProgram
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PAST CLIENT FIRST PHONE'CALLDIALOGUE

Here are a few "ice breaker" ideas for callir ds a

Well, hey this is Darryl Davis from POWER Realty;
Hi, is this ?

how are you?
Step ) Give A

The reason for my call today is just to reach out and see how you all are doing? With so much change
in our market and our world, there are a lot of people who have questions. | just wanted to let you
know I'm here for you and see if there is anything | could do for you!?

Step 40 Ak Aleowt thelicvse

How are things in the neighborhood? With the house?

DarrylSpeaks.com/Trial
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The Top 10
» Prospecting
\ scripts For Spring

POWER AGENT"

2. Rent By Owner
Dialogue
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FOR RENT BY OWNER DIALOGUE

I'm calling about the rental. Well, hi this is Darryl Davis from POWER Realty;
Is the house still available? how are you?

\ A\\, > (@ The reason why I'm calling is | do see you are renting your place, but
S‘ﬂ'qé) z\ @m{s’ I was wondering, if | had someone who wanted to buy your house for
: a nice profit, would that be something you would be interested in?

» 47 Boild) @ Relationship

Ask rapport building questions that any buyer would ask, such as the number of rooms,
condition, how long have they been in the house, etc.

Siep S Contitm the Appeintment

What time and date look good for you this week?
| can be available on Tuesday at six, or Wednesday at three.

ialogue and/or training sessions, O m ﬂ G
Davis Seminars at 1-800-395-3905
owerProgram.com Z [D G vmm
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DARRYL DAVlS COACHING CLASSROOM WORKSHOPS ABOUT MEETING PLANNERS RESOURCES BLOG SHOP CONTACT

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

Farming, Self Promotion, &
Mailings

Greeting Cards Listing Appointment Negotiating Offers

www.DarrylSpeaks.com/Trial
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PRICES ARE UP —
NOW'S THE TIME

TO SELL!

Home prices have been on the upswing, which means we're in the midst of a ripe seller's market! If you're
thinking of selling, now is the perfect time to cash in on your home. Here’s why the current market makes
it a great time to list your home:

1. Your home’s value has risen. With growing buyer demand, your home’s fair market value is up.
Selling your home now while prices are still high ensures you get the most out of your equity.

2. The market is full of eager buyers. Demand is high and buyers are plentiful. Even better, buyers are
ready and willing to pay more. Once listed, your home is sure to draw in offers and sell quickly.

3. Your competition is low. Demand is outpacing the number of homes on the market. This means you
won’t need to compete with as many sellers for offers. Sell now while your home stands out and the
market is in your favor.

4. Market conditions won’t last. A future increase in interest rates may weigh down your home's value.
Act now before the seller's market loses its steam: and prices dip.

Don’t miss out — sell now to take advantage of today’s market. Give me a call to set up an appointment!

Agent Contact Info / Photo(s) Here.

DarrylSpeaks.com/Trial




The Top 10
» Prospecting
\ scripts For Spring

POWER AGENT"

3. Orphan Dialogue
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ORPHAN ADOPTION DIALOGUE

I'm looking for . ZVeI/, hi this is7 Darryl Davis from POWER Realty;
ow are you?
— o
g{@) ‘?)'\ @r@i{%’ The reason for this call is to apologize. It seems as though you bought
" andy (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 personally.

Step 4} Find Out Wit They're Conmiltted 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?
Siep S lovite Adrien (Cheese Oned

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.

For more dialogue and/or training se i
call Darryl Davis Seminars at 1-800-39
www.ThePowerProgram.com
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SMILE STOPS™ are a fun reason to stop for quick visits
with past and potential customers to show your appreciation and
continuously cultivate your connection and trust.

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

Copyright® All Rights Reserved. | Darry| Davis Seminars | ThePowerProgram.com | (800) 395-3905
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ﬂ POWER AGENT"

SMILE STOPS" for Every Season!

February

Fortur
“Wishi

the New Year!

real este reeds? Coll me, |

can hel

August h \ ]
July 7’Uuyul ' g

all your r
ne

apprec

October

SMILE STOPS™ are a fun reason to stop for quick visits
with past and potential customers to show your appreciation and
continuously cultivate your connection and trust.

They are designed to help you:

S: Service (focus on service not selling)

M: Meet face-to-face

I: Invite them to share their needs by asking questions
L: Leave behind a token of gratitude

E: Elevate the relationship

.

Copyright© Al|l Rights Reserved. | Darry| Davis Seminars| ThePowerProgram.com | (800) 395-3305
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’ November
..... Y5 October

September

Ruler with a note that says,
“Hope the new school year
RULES in vour horme! I'm here Pu

to teach you whaotever you need

to know gbout real estare!"

Co
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note, “Any way you slice it, ‘."'.‘l'appn'l.g,

“Thanks
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* ot’c rONve N <N j ~ il
Let’s carve out some time o talk o great yeor! Hoppy

Thonksgiv

real estate and referrals! Thanks

for being a great client!” youn

ar helping me WRAP up
o IF i | wid Lie . LIJU)\ fJ.".'d
Lekd) know thot | am here for oll of your

real estate questions or needs!"

f g— ™
SMILE STOPS™ are a fun reason to stop for quick visits
with past and potential customers to show your appreciation and
continuously cultivate your connection and trust.
They are designed to help you:
S: Service (focus on service not selling)
M: Meet face-to-face
I: Invite them to share their needs by asking questions
L: Leave behind a token of gratitude
E: Elevate the relationship
_J

right© Al| Rights Reserved. | Darry|Davis Seminars| ThePowerProgram.com | (800) 385-3805
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The Top 10
» Prospecting
\ scripts For Spring

POWER AGENT"

4. New Listing In The
Area Dialogue
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NEW'LISTING IN THE ARER DIALOGUE

" (@ o Y e L P
Step | | Identity Siep 7. latrecduee
Hello, may | speak with Mr. Jones? Hi, this is Darryl Davis with Power Realty,

Step %) Clrtdy |

The reason I'm calling is that a new house that just came up for sale in the area and because of that,
we're expecting a lot of buyers are going to want to buy into the neighborhood. So, | was wondering if
you'd heard of any neighbors thinking about selling in the near future?

Yes - Great, I'd love to help them out. (Get details.)

No - All right, well, let me ask you, have you ever thought about selling?

Si'e)liﬁ Lk veppent uilcing quesiions

No - Do you mind me asking, what do you think is one of the nicest features about the area? How long
have you lived in the neighborhood? If you were going to move where would you move to?

Step S avite Aciien

By the way one of the things we're offering neighbors is a free neighborhood market report. It tells you
what neighbors have paid for their house, plus what your home is currently worth. Th reason we are
offering this is that your home is your most important asset and it's always a good idea to have annual
checkup on the value of it. Would you like me to prepare that for you? | don’t mind.

For more dialogue and/or training sessions,
call Darryl Davis Seminars at 1-800-395-3905

www.ThePowerProgram.com ZB(‘.’:V\?)V ‘éy L° - 6’[?&
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“I LOVE Darryl’s FSBO
Dialogue. | actual find that
FSBOs are nicer during this

pandemic. | listed 5 FSBOs In
one weekend!”

Carmen Lacey-Billups
Howard Hanna Real Estate

A

POWER AGENT®




A

POWER AGENT®

“Can you call FSBOs
and Expireds on the
Do-Not-Call List?”
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(% 'FSBO DIALOGUE

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

g{@;) é\ ‘(” ‘ (o:l;f v; The reason why I'm calling is | noticed your ad (sign, etc.) & | was

wondering if you're working with brokers in the sale of your property?

Yes - Is it currently listed with a broker?
No - So you are trying to sell it on your own?
Nasty Response — |s that because you want to save the commission?

N 4l ! %) P L€y
Step ZUJ Belld) A Reletienship
Well, I'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 number 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

[DevwylSpecks
S{q;.) 5 [Wt}{‘.@ Mr{‘m Would you be offended if  just stopped by to

look at your house?

r more dialogue and/or training nsi'
Il Darryl Davis Seminars at 1-800-395-
.ThePowerProgram.com

IfI had a buyer who 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.

DarrylSpeaks.com/Trial




¥ 'FSBO DIALOGUE

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

DarrylSpeaks.com/Trial



- “) - Py . , . ) .
S{ﬁg) é\ @[kil?t \/// The reason why I'm calling is | noticed your ad (sign, etc.) & | was

wondering if you're working with brokers in the sale of your property?

Yes - Is it currently listed with a broker?
No - So you are trying to sell it on your own?
Nasty Response — s that because you want to save the commission?

Siep 47 Build A Releticnship

Well, I'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 number 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.

DarrylSpeaks.com/Trial



Current House Questions

Bedrooms, baths, lot size, etc.

Any major improvements to the house?

Does it have a basement? Finished?

What is the property size?

How'’s the activity been on your current property?
How long have you been living in this house?

N O kA=

What do you think is the most positive feature about your
house that a buyer would like?

DarrylSpeaks.com/Trial



Why Are They Selling Questions
(Their Commitment)

8. Where you folks moving to?

9. What do you like best about where you're moving to?
10. Have you seen any houses there you liked?

11. What type of house are you moving to?

12. Is it smaller than, or larger than your current home?

13. The new home sounds lovely. Why did you choose that area
to move to?

14. The house that you purchased, did you do that privately or
did you do that through an agent?

15. Do you have any family where you’re moving to?

DarrylSpeaks.com/Trial



or more dialogue and/or tralnlng sess
al Darryl Davis SQmInars at 1-800-3

| N < 4 M{w C) Would you be offended if | just stopped by to
Sﬁ@@‘p ) lnvide hetfeon  1ouo B
look at your house?

If I had a buyer who 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.

DarrylSpeaks.com/Trial



FSBO VOICEMAIL DIALOGUE

Hi, this is Darryl Davis from Power Realty!

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

I 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,
call Darryl Davis Seminars at 1-800-395-3905
www.ThePowerProgram.com

DarrylSpeaks.com/Trial
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Hi I'm calling about your house for sale.
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This is April Elsner with . what's your name? Owner I'm calling because | work with a lot of buyers and sellers in your area and wanted to find out what I could do to help you.
= AZ Bring me a buyer: excellent, that is what | do for a living! If I brought you a buyer, are willing to pay a buyer's commission?
How much longer are you going to try to sell this property on your own, before you decide to explore other options?
When you sell this house, where are you going next?
How soon do you want to be there?
v FSBOS + + Hide Script
Property Detail Activity Log
New /
Owner 11 Robert Ct
C% SHOREHAM, NY 11786
Bedrooms 4
Bathrooms 3
Phone % 631-744-4880 [ & - Sq Ft 2374
Yr Built 1968
Bhonaky Lot Size  0.58
Listing Tax
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& Referrer

Voice Message

{bNO Answer
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M Wrong/Trash&

Agent Number

[ storm Demo

Property Detail

6669 S OVERLOOK RIM RD
MURRAY, UT 84123

Bedrooms 3
Bathrooms  3.00
SqFt 2267
" Yr Built 2009
Lot Size 0.07
Listing
Status  Expired
List Date  Oct 16, 2015
List Price 225000
Days on Market 52
Expired Date  Jan 15, 2016
Listing Agent  Kim (Airu) Zhang
Listing Broker  Salt Lake Homes Realty
Short Sale
MLSID 1334525
MLS Area 104
Property Type  Townhouse
Subdivision  WINCHESTER
1/3 L

Be

”'0
i
=1



% red X OO0 @800.731.7339 G login

E

A - EXPIREDS  GEOLEADS FSBOS FRBOS EIED'RECLOSURES .~ STORMDIALER = VORTEX | BLOG

i @ Watch the Video -1 ’F@ DARRYL DAVIS SEMINARS
=n : o Seminars That Make A Difference

Promo Code:

SMILE

SIGN UP

www.DarrylSpecial.com
EXPIREDS

According to NAR, expired leads are one of the top five best methods to increase listings.

Expired leads clearly want to sell their home, are willing to work with an agent, and will choose a new Realtor 70% of the time.
MLS expired listings have incomplete, inaccurate, or, simply wrong homeowner information. You can try researching yourself,
or you can use REDX Expired Leads, which provides the most statistically accurate homeowner phone numbers and mailing
addresses in the industry.

FOR SALE BY OWNERS

NAR reports 88% of all FSBO)'s eventuallvy work with an acent to sell their npropertv.
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6. Old FSBO Dialogue
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Stepq |ldenttty  Step ¢ Intredece

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

S{’q;) qq’t’{y The reason why | am calling is our records show you tried selling your

_____months ago. Is that correct?

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?

1. Is the reason why you were trying to sell it on your own was to save the commission?

2.If I 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?

3.1t’s possible in some cases to do that, but first | would have to see your home.

4. If it made financial sense, would you re-consider moving to ?

5. Why don’t we do this, | 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 ?

[ Doy lSpecks

May Ispeakwith 7
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Power Agent Program: Less Than $1 Per Day | Power Builder Program: Less Than $1 Per Day

>/Q\ POWER AGENT"

M 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
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/7. Expired Dialogue
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EXPIRED DIALOGUE

Hello May I speak with Mr. Jones? Well, hi this is Darryl Davis from POWER Realty;
how are you?

S*i e P 3' ‘”’) lbf{ f)! The reason I'm calling is that | noticed your house expired off the

MLS and | was wondering if it was still for sales?

Yes — Have you put it back on the MLS? No - Did you Sell it?

Step 4r Gevge Thelr Comuilitment

Iam looking at a copy of your listing on the Multiple Listing Service, and I'm a little surprised it didn't sell.
Why do you think that is?

You are likely to hear a lot of answers. Your job is to bring them back to the original excitement and

enthusiasm and commitment to what they want to accomplish by asking more questions.
Why are you moving? Where are you moving to? When do you want to be there?

2 dialogue and/or training sessions, 0 m o 0
is Seminars at 1-800-395-3905 ‘
ThePowerProgram.com ! ‘ Z EWF"F\@"S{@ celks
& fl —'\ - = £ \
Step S lavite Action
Mr. Jones, | understand this is probably frustrating for you, but let me ask you this: If | had a buyer who

was willing to pay the price that you need to make this move a success, and we can still get you to Florida
in the time frame you want, and with the money that you need, is that something you'd consider?

Many agents let fear dictate their prospecting, or lack of it. If you worked nothing but FSBOs and
EXPIREDS and learned to master the skills it takes to make these consumers raving fans, you could make
a six-figure income in this business. Learn to build those relationships, ask the right questions, and find

your ease in these conversations and you'll see your efforts reflected back in your bottom line results.

DarrylSpeaks.com/Trial
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EXPIRED VOICEMAIL DIALOGUE

Hi, this is Darryl Davis from Power Realty!

The reason I'm calling is that | noticed that your
house has expired from the Multiple Listing
Service, and | have some important information
about that.

I 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.

DarrylSpeaks.com/Trial




DARRYL DAVIS COACHING CLASSROOM  WORKSHOPS ABOUT  MEETING PLAMMERS RESOURCES BLOG

HIRE DARRYL

Objection Handling

Social Media Shareables

A
e POWER
(ST 57 s AGENT®
WEBINARS

Time and Money Management Webinars On Demand Facebook
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“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 mortgage payment are in a hurry
to buy now. This makes your home more atiractive and able fo 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!

- | 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
vour' S CalBRE Lic# Extra Information
&mcge 555.555.5555 (delete if not needed) Q
\iere’ youremail @mail.com OO
4 yourwebsite.com .

L4

” YourCompanylLogo

DarrylSpeaks.com/Trial




The National Association of REALTORS®
Profile of Home Sellers

_— . E = - am=y
1 1 91%
x\ \ of home sellers worked with 2 60/
Hf x"' a real estate agent to sell ()
e e - > FSBOs typically sell for
\ ~ 26% less.
T 99%
o u (+]
— "> For recently sold homes, the o
final sales price was a A bl 73 °/
median of 99% of the final /* - (+)
listing price. < >

73% of FSBO homes sold in
| less than two weeks,

¢ ofall sellers offered incentives
\ toattract buyers. Agent Contact Info Here.
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8. Calling Your Farm
Dialogue
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INTRO CALL TO YOUR FARM DIALOGUE

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

Owner: Fine.

Power Agent®: | hope | haven't interrupted you. The reason why I'm calling is to let you
know that I've been sending you some information about the market to keep you
informed about what'’s going on in your neighborhood. Have you been getting that

information?
Owner: Yes.
Power Agent® Power Agent® (Value Option #2):
(Value Option #1): One of the things we're offering as a service to
| wanted to let you know the community is a Free Over-The-Phone
that one of things I'm also Market Analysis. We believe this is really impor-

tant because a home is usually one of a family’s
most important assets and just like a stock
portfolio, periodically you should get an update
on the value of your assets. What we're offering
is a simple Over-The-Phone Market Analysis.
How it works is -- | ask you some questions

doing for my neighbors is
I'm offering a free report
on .
understand you folks may
not be selling right now,

but if you ) do, lthis is about the house, and then | go back to the
really good information to computer, do a market analysis and call you
have. back with the results. Do you have some time

for me to do this with you now?

For more dialogue and/or training sessions, o
call Darryl Davis Seminars at 1-800-395-3905
www.ThePowerProgram.com [ M/{sﬁm
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43-page Seller’s Guide

« Door knocking gift
 On your website

« Listing Appointments
« Emall signature

* Online lead generation
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SELLER'S

Guide

To Real Estate
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3\ Over the Phone...

i & - ‘ &>
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 phong, just give me a call and answer a few questions

the size of the property,
number of bedrooms,

PHOTO

HERE)

annual taxes,
amenitics of the house, ete

And. .. you may qualify for a free inspection!
S — T—
Call (Company Name here) and ask for NAME HERE.
Telephone ###-###-####

Mr. and Mrs. Hunna Hunna
123 Main Street
Anywhere, NY 12345

Dear M, and Mrs, Hunna Hunna

an up-to-
Up-to-date valye for your Property.

to help!

Warm regards,

www.DarrylSpeaks.com/Trial
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DOOR KNOCKING YOUR FARM DIALOGUE

Power Agent®: Hi, I'm Darryl Davis from Power Realty. How are you?
Owner: Fine.

Power Agent®: | hope I've not interrupted you. The reason why I'm stopping by is to let
you know I've been sending you some information about the market to keep you
informed about what’s going on in your neighborhood. Have you been getting that
information?

Owner: Yes.

Power Agent®: Great. | also wanted to introduce myself. Here is (give something of
value or a gift).

If there is anything | can never do for you and your family in regard to real estate, my
number is on the bottom of (what you just gave them.)

Oh, by the way, I'm also offering folks in the area a Neighborhood Market Report. It's a
report that offers two things: First, it shows how much your neighbors paid for their
home, and second, based on that information, gives you a value range for your
property’s worth. We believe this is really important because a home is usually one of a
family’s most important assets and just like a stock portfolio, periodically you should get
an update on the value of your assets. Is that something you would be interested in?

Owner: Yes.

Power Agent®: Great. The first step is to take a quick look through the home, get some
information about square footage, etc. and then | can put that report together. When is
a good time to take the nickel tour? ©

For more dialogue and/or training sessions, ﬂ
call Darryl Davis Seminars at 1-800-395-3905
www.ThePowerProgram.com [ DGIAARAS) SEE 0
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10. Vacant Property
Dialogue
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| ' VACANT PROPERTY DIALOGUE

I'm calling about your property on (address). Hi, this is Darryl Davis from Power Realty,
how are you?

Ste 3 Clovidy
o

The reason I'm calling is | see that your house has been sitting empty for a long while and | was
wondering, if| had someone who wanted to buy it at a nice profit, would that be something
you'd be interested in?

Step 47 Build) @ Reletionshif

Ask rapport building questions that any buyer would ask such as number of bedrooms,
condition, how long they've owned the house, etc.

What time and date look good for you this week?
| can be available Tuesday at six, or Wednesday after three.

) 0000

DarrylSpeaks.com/Trial
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Top 10 Projects to Increase Your Home's Valu

. 2 M

=l (V2

2
s

Updating Piumbing & Electrical Bathroom Remadeling
260% ROI 168% ROI

| =

1

Kitchen Remodeling
168% ROI

Painting Flooring Cutdoor Maintenance

102% ROI 83%ROI

Deck Basement Remadel Replace Windows/Doors Rool Replacement
78% ROI 7S%ROI 70% ROI 67% ROI
Sources CendingTree con, Sostinganve.cony

Agent Contact Info Here.

,_Azpown»"wmv
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REPAIRS TO CONSIDER BEFORE
SELLING YOUR HOME

Here are some common repairs to consider before
negotiating a sale:

« Fogged windows. Fogged windows are a result of moisture bulldup in between panes
where the seal has failed. Though functional, fogey windows lcok dirty, Consider repairing
or replacing fogged panes as needed

l.chmgjct tubs/faucets/showers. Checkjet tub systems, faucets and shower fixtures
for leaks prior to listing your home to ensure no plumbing issues surprise vou during a
homeir ion

Rotting wood on exterior trim. Splitting or rotting boards on the exterior of your home
can make it look shabby. Consider replacing, caulking and painting them to refresh your
home'sappearance.

.

Split or missing roof shingles. Buvers tend to shy away from roofs thi
Congider the level of repair, cost, market conditions, comparabie sales and how quickly vou

need repainng

want to sell before making a repair decision

Loose hand or deck rails. Buyers can pay a lot of attention to handrails, so bypassing

ng
this safety issue may resultin a lost offer. Fixing wobbly rails ensures safety and satisfiesa
sharp-eyed buyer.

HVAC units. HVAC units are a big concern if they're not .m“\ula as they're expensive to
Consider having the unit cleaned and serviced. At : nge the air filter
sure the unit is operating properly.

Light bulbs. Home inspectors have written "see licensed electriclan™ in thelereports solely
due to bulbs missing or not working, To avoid the impression that there may be a major
" electrical issue with vour home, simply change vour burned-out light bulbs, Also, be sureto
use bulbs with the correct wattage

Dirty spaces. Even if repairing, replacing or repainting is too costly, make sure you clean
walls, floors, carpets, bathtubs, showers, kitchensand driveways to make your home look
clean and ready to sell.

Need to make sure your home is ready to sell?
| can help - Call me today!

. Agent Contact Info / Photo(s) Here.

DarrylSpeaks.com/Trial
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The Top 10
» Prospecting
\ scripts For Spring

POWER AGENT"

BONUS MATERIAL
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Postcards
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Postcards

In a prominent MarketWatch article, Spencer Rascoff,
Zillow’s former CEO said, “We call it a Zestimate and not
a Zeppraisal and not a Zeprice. It's meant to be a starting
point. To determine a more ACCURATE opinion of a
home’s value, you should hire a real-estate agent.”

Zestimates is merely a successful marketing tool to
catch people’s attention, but you should not rely on it :
to determine the value of your home. \
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Postcards

Buyers, banks, title companies, etc. do not use

Zetimates... or even estimates. They use specific data

and a formal appraisal to determine your home’s value.

As a licensed real estate agent of the State, | have

access to that data, and | am happy to share it with you )
in my Neighbor Market Report.

For this free Neighborhood Market
‘ Report, call or text me at 555-555-5555!

Agent Name, Power Agent®

S — e

ﬂ * A Power Agent® is a member of an exclusive program
of dedicated professionals (less than 1% of agents across
%g‘gf? North America) committed to helping buyers and sellers
get to their next level in life.
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Place family picture here
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I'M PROSPECTING
WITH PURPOSE.
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SHOPS ABOUT MEETING PLANNERS RESOURCI L c A
ORK:
HING CLASSROOM W

Servicing Sellers

el
POWER

AGENT®
WEBINARS

Webinars On D emand

Facebook
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A

PowER AGENT LY

Coaching Members Private Group
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S47 a month
« TODAY the first 30 days is ONLY $5

« Complete access to the entire Power
Agent® website

« BONUSES TODAY

« Cancel anytime
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>/Q\ POWER AGENT®

M 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



| love the Monday morning
messages. It’'s my motivational
wake up call (6am) to start my week
off right! Big thank you for being
the wind beneath my sails!

Debra Slater-Frierson, Power Agent® \ﬁ\
Exit Realty Consultants POWER AGENT"
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>/Q\ POWER AGENT®

M WEBINARS ON DEMAND

» Negotiating: How to Get An Offer Accepted in

24 Hours

. 12 Reasons FSBOs Should Not Be a FSBO ot

« How to Generate a SURGE of Listing The Next e Secont el
90 Days

 Playing With Buyers | Strategies to Double Your F? WEBINAR
Income

\ - with Dorryl Davis

 The Best Strateqies to DOUBLE Your Income

« How to Master the Listing Appointment

DarrylSpeaks.com/Trial




\ﬁ\ POWER AGENT®

M DEDICATED Power Agent” Facebook
Group

* Never feel like you're flying
solo again

« Support from agents all over
North America

 Resource for referrals

 Feel connected and
empowered
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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
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Call Today: (800) 395-3905 or Drop Us a Line & Sarah Cornacchio | & Dashboard | Logout Search .. 2

POWER\’A)\AGENT' COACHING CLASSROOM WORKSHOPS ABOUT MEETING PLANNERS RESOURCES BLOG SHOP CONTACT

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

( POWER

@Ider”

Classroom for Power Agents Coaching Calls CRM: Power Builder Tool Facebook Closed Group
Unlock hundreds of Power Agent® Connect to weekly coaching every Get quick access to your Power Builder™ Connect easily to your nationwide online
ults-producing training tools. Monday with these call codes CRM and power up your sphere and farm. Power Agent® Facebook Community.

Quick Guide & Tutorials Profile & Billing Power Agent® Directory Webinar Registration
Get quick and simple tips for getting the Edit your profile, photo, password and Your Source for Power Agent® Referrals Learn the latest Next Level strategies and
most of your Power Agent Membership! billing information quickly and easily and Networking solutions for agents
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Call Today: (800) 395-3905 or Dr s aLine & Sarah Cornacchio | & Dashboard | Logout Search § O

POWER)) AGENT COACHING WeFES:GLIYE WORKSHOPS ABOUT  MEETING PLANNERS RESOURCES BLOG SHOP  CONTACT HIRE DARRYL

CLASSROOM

\POWER Builder”

.

-

Farming, Self Promotion, &
Mailings

|

Infographics Listing Appointment
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Top 10 Projects to Increase Your Hom: :

Reasons To List Your Home Before Year-End
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10 Reasons to Sell Your House
Before Year-End (PDF)
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8 Great Reasons to Hire An Agent
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Cutting commissions is an

integrity issue. Agents willing

to give away THEIR money will
likely be quick to give away
CLIENT money.
£GetWhatYouPayFor
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Video

Favorite 3¢

600D MOVE

HOW TO MAKE MOVING EASIER ON KIDS

Children’s Moving Book
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DOOR KNOCKING YOUR FARM DIALOGUE
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Committed to Children
Infographic (PowerPoint)

Cutting Commissions Graphic

Favorite ¥

Dialogue — Door Knocking For
Your Farm Neighborhood

Favorite ¥

Dialogue — Intro Call to Farm
Neighborhood

Favorite ¥
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POWER\AAGENT COACHING M&WEL:GLIVE WORKSHOPS ABOUT  MEETING PLANNERS RESOURCES BLOG SHOP  CONTACT HIRE DARRYL

CLASSROOM

@OWER Builder” '
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SEARCH RESULTS FOR: FSBO

FOR
SALE

BY OWNER

Selling Yourself? Be cautious of the people you let into Selling Yourself? Beware of overpricing. If you want MORE MONEY for your home with
your home. As a real estate specialist, | vet and 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
08 homes. 3240 for meere 2 1 e P s tn msew 2 1t o wund bar s 2
Contact mee tnday? —— oract mee 10087 L Conmact e soday! i
Social Media Graphic — FSBO - Stranger  Social Media Graphic — FSBO - Social Media Graphic — FSBO - More for
Danger Overpricing Your Home
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DARRYL'S DEMO:
VIRTUAL LISTING
PRESENTATION " -

Listing
Presentation

=HOMES

Virtual Listing Presentation 1+ Hour Coaching Video, How .
- . Cust bl
For Homeowners (103 to Deliver a Listing M:I:i olr::azgui:e
Slides) Conversation P

For Buyers & Sellers
$497 $297 $97

Get it ALL Today
for ONLY

$5 for

10 EASY STEPS |

ta/Set Up & Real Estate Facel
Page To Get More Leads

&

]
)

New Agent Starter Darryl's Top 12 Most 10 Easy Steps to Setting
Success Kit (29 Pages) Requested Dialogues Up Facebook Business

30 d $127 $157 Page
ays -
$47/month after PLUS...
(e Gl « Today's Slides - $47
CLAIM YOUR OFFER HERE « Copy of webinar - $47
3-Part 12-Page 2021 Real  * 30 days of Power
Breakihrough " gstate Expert Builder CRM - $49
(43 Pages) Predictions

www.DarrylSpeaks.com/Trial
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Power Agent
Comments!
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\’/2 POWER AGENT"

L

Q POWER AGENT®

Coaching Members Private Group
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DARRYL'S DEMO:
VIRTUAL LISTING
PRESENTATION " -

Listing
Presentation

=HOMES

Virtual Listing Presentation 1+ Hour Coaching Video, How .
- . Cust bl
For Homeowners (103 to Deliver a Listing M:I:i olr::azgui:e
Slides) Conversation P

For Buyers & Sellers
$497 $297 $97

Get it ALL Today
for ONLY

$5 for

10 EASY STEPS |

ta/Set Up & Real Estate Facel
Page To Get More Leads

&

]
)

New Agent Starter Darryl's Top 12 Most 10 Easy Steps to Setting
Success Kit (29 Pages) Requested Dialogues Up Facebook Business

30 d $127 $157 Page
ays -
$47/month after PLUS...
S « Today's Slides - $47
CLAIM YOUR OFFER HERE « Copy of webinar - $47
Bre:&:ﬁ:;ugh 12EPage 2E021 Real « 30 days of Power
. state Expert :
\ B‘:Z;"::;:s!fn Sracs bxper Builder CRM - $49
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