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✓ Take notes

✓ Text your questions 
using the control 
panel. We will take as 
many questions as we 
are able
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Only $197

• TODAY the first 30 days is ONLY $5
• Cancel anytime
• Complete access to the entire Power 

Agent® website
• BONUSES TODAY



Virtual Listing Presentation 
For Homeowners (103

Slides) $497 

DarrylSpeaks.com/Trial

TOTAL VALUE

$1,896

PLUS…
• Today’s Slides - $47
• Copy of webinar - $47
• 30 days of Power Builder CRM - $49

Customizable Multiple Offer 
eGuide For Buyers or Sellers 

$97 

1+ Hour Coaching Video, How 
to Deliver a Listing 
Conversation $297

New Agent Starter 
Success Kit (29 Pages)

$127
Darryl’s Top 12 Most 
Requested Dialogues

$157

3-Part Breakthrough 
Business Plan 

(43 Pages)

Multiple Offer 
Spreadsheet $97

http://www.darrylspeaks.com/Trial
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Going Wide



Going Wide
Vs

Going Deep



Working  
Buyers

In Today’s 
Market

1. Concepts to Working 
With Buyers

2. Handling the Initial 
Contact

3. The 6-Step Buying 
Process In The Initial 
Face-to-Face Meeting

4. Showing property
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Concepts To Working 
With Buyers

1. To find buyers you 
can:

• Do an open house 
for another agent
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Debbie Fayyad, Power Agent®
Long and Foster 

I followed Darryl's marketing 
suggestion and did two open 
houses for another agent. I 
may have picked up four new 
buyers because of it!
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Concepts To Working 
With Buyers

1. To find buyers you can:
• Do open house for another agent

• Advertise a FREE Home Buyer’s Guide
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28 Page Buyer Guide
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28 Page Buyer Guide



Postcard
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Postcard



Social Media Posting
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Social Media Posting



Concepts To Working 
With Buyers

1. To find buyers you can:

• Do open house for another 
agent

• Advertise a free report

• Do webinars on topics like –
How to Find Your Dream Home 
In Today's Market, or How to 
Stop Paying Rent and Become a 
Homeowner
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Concepts To Working 
With Buyers

2. Work the “75/25 Rule”
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Your site here
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Dialogue
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• 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

LIVE WEEKLY “POWER HOUR” 
COACHING CALLS EVERY MONDAY
11AM-12:30PM EST

Power Agent Program: Less Than $1.50 Per Day | Power Builder Program: Less Than $1.50 Per Day
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Concepts To Working 
With Buyers

2. Work the “75/25 Rule”
3. Don’t listen to what they want
4. Don’t give addresses out over the phone
5. Have the right attitude:

“I don’t need a sale because I have listings!”
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Concepts To Working 
With Buyers

6. Your job is to create urgency and manage their 
emotional roller coaster.

7. You MUST establish your value. Choosing you is 
the BEST decision they can make as a buyer.

8. If they won’t sign a buyer agency agreement, they 
are telling you in advance they are not working 
exclusively with you.
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Handling The Phone Inquiry

Part 1: Introduction
1. “Hi, This is ________, who am I speaking with?  

And your phone number please?”
2. “How may I help you?”

Step 2: Status
1. “Yes, I know the home.  We’ve been getting a lot 

of calls on that property. Could I ask you to hold 
for a moment while I check the status of it?
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Handling The Phone Inquiry

Part 3: Qualify

“Mr. or Mrs. Hunna Hunna, thank you for holding — that house is 
still available. Are you calling for yourself or someone else?

1. What is your primary price range?

2. Have you been looking a while or did you just start? How long 
have you been looking in this area?

3. Any particular reason for wanting to buy around here?

4. How many houses have you actually seen?
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Handling The Phone Inquiry

5. Have you seen any houses you liked? Why didn’t you buy 
one of those?

6. When were you thinking of making the move?

7. Are you renting now or do you own?

8. What is the initial investment you are working with?

9. Does that include the money needed for closing, which would 
be about $________ or are you counting that separately?

10. Are you working with another agent?

11. May I have your email address?
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Handling The Phone Inquiry

Part 4: Fair Exchange

Question Question

Answer

Answer
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Handling The Phone Inquiry

Part 5: Invite Action

1. Confirm.
A. Do they want to see the house or not.

B. Are they serious about buying a home.

2.  Validate Your Company.
A. This is a challenging market
B. We have created a 6 Step Buying Process

that almost guarantees finding the right home
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Handling The Phone Inquiry

3.Schedule Appointment.
A. Schedule 1 hour for the 6 Step Process
B. Schedule additional time for showing

4. Lender Conversation
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The Face-To-Face Meeting
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“I got more organized, learned how 
to identify the serious buyers, and 
went from 25 closed sales to over 
60 closed sales in just 12 months.  
This program is a must for every 
real estate agent.”    

Tom Baxter, Power Agent®
ReeceNichols Realty



Customer vs Client

DarrylSpeaks.com/Trial

Customer Client
Pays for a product with an immediate money 
transaction

Examples include:

• A car

• Food (grocery store, restaurant, bakery)

• Clothing

• Furniture

• Gasoline

• Entertainment such as Netflix, live show. 
movie

Buys a personalized and highly professional 
service. This business relationship has clearly 
defined responsibilities between parties.

Examples clients purchase

• Attorney

• Accountant

• Insurance Agency

• Graphic designer

• Financial planner

• Real Estate Professional



Customer vs Client
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Customer Client
Definition Pays for a product with an 

immediate money transaction
Buys a personalized and highly 

professional service. This business 
relationship has clearly defined 
responsibilities between parties

Fiduciary Responsibility To the company & transaction To the client

Written Agreement NO YES

What a company offers Product and service Service

Sales Professional Focus Selling Serving

Length of Relationship One Time On Going

Personal Attention Less required Highly required
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Break-The-Ice
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The 6-Step Home 
Buying Process

1. Inform

2. Ask Questions

3. Select Houses

4. Inspect

5. Paperwork

6. Ongoing Services
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The 6-Step Home 
Buying Process

1. Inform
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Section 1: You
• Certificates
• Awards
• Education
• Achievements

Section 2: Your Company
• Mission Statement
• Broker
• Market Share

Section 3: State of The Real Estate Industry

DarrylSpeaks.com/Trial

Step 1.  Inform
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Finding Your 
Shelter In Home
Prepared for:

Any Family Residence
1234 Main Street, Anytown, 
USA 00000



DARRYL DAVIS

About Me



My Recent Sales

123 Main Street 
Anytown, USA 00000 
Listing Price  |  Sales Price 
DOM

123 Main Street 
Anytown, USA 00000 
Listing Price  |  Sales Price 
DOM

123 Main Street 
Anytown, USA 00000 
Listing Price  |  Sales Price 
DOM

[Insert recent sales here]



Testimonials

Copy or screenshots go here.



Accomplishments/
Certifications

Copy or screenshots go here.



• Bullet points about broker/owner.

Name Here
Broker/Owner



Leadership Team

With over XYZ Years Combined Experience

Names listed here.
Names listed here.
Names listed here.

Names listed here.
Names listed here.
Names listed here.



Offices

City or Name Here. City or Name Here. City or Name Here.



How’s the 
Market?
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Neighborhood Sales

123 Main Street 
Anytown, USA 00000 
Listing Price  |  Sales Price 
DOM

123 Main Street 
Anytown, USA 00000 
Listing Price  |  Sales Price 
DOM

123 Main Street 
Anytown, USA 00000 
Listing Price  |  Sales Price 
DOM

[Insert comparables in 
prospect’s neighborhood below]
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“I would buy up a couple hundred thousand single family 
homes. If held for a long period of time and purchased at 

low rates, houses are even better than stocks.”
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Buyers 
Agent

vs.
Seller’s 
Agent



As a Buyer’s Agent, here 
are some of the exclusive 
tools I can use for you….



https://www.narrpr.com/


3D Virtual Tours

DarrylSpeaks.com/Trial

https://www.asteroom.com/pviewer?token=vvjXCGekfEiJYlH4PTUZyA


Floor Plans and Measurements
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Your site here

Digital Signatures
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Notarize virtually
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Stay informed during the whole 
contract process
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Thank you for the opportunity to view this property for sale.  
Should you have any questions, feel free to contact my agent.  

Note to Agent:  Place Your Contact Information Here



The 6-Step Home 
Buying Process

1. Inform

2. Ask Questions
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The 6-Step Home 
Buying Process

1. Inform

2. Ask Questions

3. Select Houses
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SHINYPENNY CONCEPT



The 6-Step Home 
Buying Process

1. Inform

2. Ask Questions

3. Select Houses

4. Inspect
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The Inspection Process - Live

Showing Property

1. Show the house to 3 buyers at them same time.

2. Take a scenic route first and use your phone to 
give them a tour of neighborhood.

3. Lower their expectations.

4. Park across the street.

5. Take only a pad and pen with you.

6. Don’t tell them the price until after the showing.
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The Inspection Process - Live

Showing Property

7. Take only a pad and pen with you.

8. Show their favorite feature last.

9. Watch for buying signals.

10. Focus on the monthly payments, not the price.

11. Show their favorite house a second time.
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The 6-Step Home 
Buying Process

1. Inform

2. Ask Questions

3. Select Houses

4. Inspect

5. Paperwork

6. Ongoing Services
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Working  
Buyers

In Today’s 
Market

1. Motivate buyers to 
buy

2. Use the 6-Step  
Buying Process

3. SUPER validate 
yourself during the 
Buyer Interview

4. Convert them from a 
Customer to Client

5. Become a Power 
Agent® Today
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Only $197

• TODAY the first 30 days is ONLY $5
• Cancel anytime
• Complete access to the entire Power 

Agent® website
• BONUSES TODAY



• 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

LIVE WEEKLY “POWER HOUR” 
COACHING CALLS EVERY MONDAY

Power Agent Program: Less Than $1.75 Per Day | Power Builder Program: Less Than $1.50 Per Day

DarrylSpeaks.com/Trial



Brenda J. Ferrandes, Power Agent®
Premium Orlando Properties

You are the best Darryl! I look 
forward to your calls every 
week. Your encouragement is 
special to all of us!

Power Agent Program: Less Than $1.75 Per Day | Power Builder Program: Less Than $1.50 Per Day

DarrylSpeaks.com/Trial



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 Strategies to DOUBLE Your Income

• How to Master the Listing Appointment

Power Agent Program: Less Than $1.75 Per Day | Power Builder Program: Less Than $1.50 Per Day

DarrylSpeaks.com/Trial



• Never feel like you’re flying 
solo again

• Support  from agents all over 
North America

• Resource for referrals

• Feel connected and 
empowered

DEDICATED Power Agent® Facebook 
Group

Power Agent Program: Less Than $1.75 Per Day | Power Builder Program: Less Than $1.50 Per Day
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DEDICATED Power Agent® WEBSITE

Power Agent Program: Less Than $1.75 Per Day | Power Builder Program: Less Than $1.50 Per Day

• 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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Darryl delivers on everything he 
promotes!  I've been a Power Agent 
for a week and I'm already a better 
agent.  

I love the guidance and resources 
available!

Denise Taylor Manzi, Power Agent®
Berkshire Hathaway Home Services
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Virtual Listing Presentation 
For Homeowners (103

Slides) 
$497 

DarrylSpeaks.com/Trial

TOTAL VALUE

$1,896

CLAIM YOUR OFFER HERE

PLUS…
• Today’s Slides - $47
• Copy of webinar - $47
• 30 days of Power 

Builder CRM - $49
Customizable Multiple 

Offer eGuide For 
Buyers or Sellers

$97 

Get it ALL Today 
for ONLY

$5 for
30 days

$47/month after
(cancel anytime)

1+ Hour Coaching Video, How 
to Deliver a Listing 

Conversation
$297

New Agent Starter 
Success Kit (29 Pages)

$127

Darryl’s Top 12 Most 
Requested Dialogues

$157

3-Part Breakthrough 
Business Plan 

(43 Pages)

Multiple Offer 
Spreadsheet

$97

http://www.darrylspeaks.com/Trial


Power Agent 
Comments! 
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Virtual Listing Presentation 
For Homeowners (103

Slides) 
$497 

DarrylSpeaks.com/Trial

TOTAL VALUE

$1,896

CLAIM YOUR OFFER HERE

PLUS…
• Today’s Slides - $47
• Copy of webinar - $47
• 30 days of Power 

Builder CRM - $49
Customizable Multiple 

Offer eGuide For 
Buyers or Sellers

$97 

Get it ALL Today 
for ONLY

$5 for
30 days

$47/month after
(cancel anytime)

1+ Hour Coaching Video, How 
to Deliver a Listing 

Conversation
$297

New Agent Starter 
Success Kit (29 Pages)

$127

Darryl’s Top 12 Most 
Requested Dialogues

$157

3-Part Breakthrough 
Business Plan 

(43 Pages)

Multiple Offer 
Spreadsheet

$97
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