How to Become a
FEARLESS Listing
Machine This

Fall Spring



To Get The
Most From
This Webinar...

v Take notes

v Text your questions
using the control panel.
We will take as many
questions as we are able
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Damryl’'s Amazon.com Today’s Deals

Gift Cards

How To Become a Power Agent in Real Estate : A Top Industry Trainer Explains How to Double Your I

2002
by Darryl Davis

Hardcover

524 $24.00 ,prime
Get it by Tuesday, Jan 9
More Buying Choices

$1.35 (141 used & new offers)

Kindte Edition

‘31870

Start reading in seconds, on your Kindle device or free Kindle app

Other Formats: Digital

How to Design a Life Worth Smiling About: Developing Success in Business and in Life Jun17,2014

by Darryl Davis

Hardcover

$1441 $25.00 ,prime
Only 17 left in stock - order soon.
More Buying Choices

$6.82 (29 used & new offers)

Kindle Edition

31449

Start reading in seconds, on your Kindle device or free Kindle app

Other Formats: Paperback

How to Make $100,000+ Your First Year as a Real Estate Agent Mar 26, 2007

by Darryl Davis

Paperback

$2482 $26.00 prime
Get it by Tuesday, Jan 9
More Buying Choices

$2.29 (69 used & new offers)

Kindle Edition

$‘|404

Start reading in seconds, on your Kindle device or free Kindie app

Other Formats: Digital
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How To Become a Power Agent
$24.85 $15 58 Hardcover

Order in the next 21 hours and get it by Monday, Apr

Onry 18 left in stock - order soon.
More Buying Choices - Hardcover
$12.00 new (46 offers)
$6.07 used (78 offers)
$10.00 collectible (1 offer)

LR RCR R in Real Estate Sales

Eligible for FREE Super Saver Shipping.
Books: See all 23,1693 items
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Machine




Is this webinar a
sales pitch?
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S47 a month
« TODAY the first 30 days is ONLY $5

« Complete access to the entire Power
Agent® website

« Cancel anytime
« BONUSES TODAY

DarrylSpeaks.com/Trial
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Presentation =

DARRYL'S DEMO: HOMI
VIRTUAL LISTING |

HO PRESENTATION | &% " ovscia,
————t FUTURE Business,
—_.__}
Virtual Listing Presentation 14+ Hour Coaching Video, How . . L TOTAL VALUE
For Homeowners (1 03 to Deliver a Listing 3-Part Breakthrough
Slides) $497 Conversation $297 Business Plan 1 896
(43 Pages) ’

New Agent Starter , Multiple Offer
Success Kit (29 Pages) Darryl’s Top 12 Most Spreadsheet $97 _ .
$127 Requested Dialogues Customizable Multiple Offer
$157 RS eGuide For Buyers or Sellers

[ J"’" |
Hue P orye Top

$97

PLUS..

Today's Slides - $47
y of webinar - $47
184 Ways An Agent

« 30 days of Power Builder CRM - $49 Earns Their Commission
$47
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”"" POWER Agent Members

Like - Reply - 5m
e Write a comment... © B

Teri Roche shared her first post.
@ - October 15 at 10:35 PM - @

Hosted by my colleague at Prince and Associates Realty Group. Hope to see some of you there!!

Sponsored by Prince & Associates Realty

1yr-5yr, 6yr-10yr *
11yr-15yr

Music and fun A Fill them with Candy

{ h #\ Dress up the kids

Andd@RSVP for Fun

aw ."P
October 30th 2021- 1:00pm-3:00pm
Granny Road Park

617 Granny Road, Medford, NY

A

RSVP Your Family’s TRUNK Today!
Email us at (maikishiaofford@gmail.com)!

DarrylSpeaks.com/Trial
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We'd love to hear

from you and see

pictures from your
Trunk or Treat

-~

List a S Email me at Julie@darryldavisseminars.com

Highlight g or post in our Facebook Group at

Event Hel 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!

RSVP You Your Power Agent Fun Team

S PORIER e EN
SO T

Copyright© Darryl Davis Seminars www.ThePowerProgram.com
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Gain "Neighborhood
Specialist” Status

Suggested Ivents

FOR POWER AGENTS*

BTSSR P ——

IKETHI S
WORLD
13

Registration

Best Lvent Ideas for
Multiple Businesses

il
or Sponsors

e
RTINS

TRETSASTISIIIIIT IR

(Your) City’s Food Festival

‘Oate and Time Hare t Location Here

Summer
Z Sunfn’ Fun

Summer
»

Sunfn’ Fun

e  Holkday Hero this Thariagiins. - /g . ., Become a Holiday Hero!

(¥ AE O

TOY, CLOTHES & i
FOOD DRIVE TOY, CLOTHES &

FOOD DRIVE

DarrylSpeaks.com/Trial



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
results-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

DarrylSpeaks.com/Trial




DARRYL DAV'S COACHING CLASSROOM  WORKSHOPS ABOUT  MEETING PLANMERS RESQURCES BLOG SHOP CONTACT

N/ 8 T
P EE]
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Facebook

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

{ EARCH RESULTS FOR: GUIDE

DarrylSpeaks.com/Trial



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

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
results-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
most of your Power Agent Membership! billing information quickly and easily

Your Source for Power Agent® Referrals
gnd Networking

Learn the latest Next Level strategies and
solutions for agents

DarrylSpeaks.com/Trial




Darryl Davis was live. e
e Admin D +2 -8B

:BRE AKDOW'

to Matty and let her know.

~nay, SUUINAS gooa. we ve yuw.

™

View ‘.Qf,iﬂ_tﬂ-su 329 Post Reach >

Q Dan Cecil - 1:27:39

™ Closed last week on a referral from your network. Thanks.

Love - Reply - &6h QD‘_
ﬁ Bud Crane - 1:20:47

Thanks Again Dan!!!!

Like - Reply - 6h 0 !

” Bud Crane - 1:29:54

Yes, thanks to Power Agent Dan Cecil, in Broward County Florida. Took my cousin
from a dream of moving close to her son, to reality in 45 days!!!

Reply - &h o :

Sharon Carson T i
Signs work! I'm a sign Queen! lo

Like - Reply - 6h 0 !

Donald Ringhauser . 1:25:11
Julie Phil Tesoriero is the one from Darryls cds

lilra . Ranhs . Ak

DarrylSpeaks.com/Trial
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Profile Image

Update Image

MEMBERSHIP DIRECTORY PROFILE

Personal Information Contact Information
Full Name: Mobile Phone:

Sarah Cornacchio Update (845) 527-5081

Title: Email Address:

Executive Ringleader Update sarah@darryldavisseminars.com
Company: Office Phone:

Darryl Davis Seminars Update

County: Agent Website:

Suffolk Update

Areas Serviced:

Update Social Media

Mailing Address: Facebook Personal Page:

Update https://www.facebook.com/sarah.cornacchio/
City: Facebook Business Page:
Shirley Update
State/Province: Linkedin:
NY Update https://www.linkedin.com/in/sarahcornacchio/
Zip/Postal Code: Instagram:
11967 Update https://instagram.com
Awards: Twitter:
Update https://twitter.com

Certifications/Designations: YouTube Channel:

SCUBA Update https://youtube.com
Real Estate Speciality:
Update Bio
Tell us about yourself:
Opt Out of Member Directory
My BIO Here
Tagline:

DarrylSpeaks.com/Trial

Update

Update

Update

Update

Update

Update

Update

Update

Update

Update

Update



Going Wide



Going Wide

Vs
Going Deep




. Get SUPER Organized
. Master The Telephone

. Master Your Listing
Conversation

. Marketing Ideas

. Have a Support
Structure to Stay
Focused

Become a
FEARLESS

LISting
Machine




MARKET

60-Sec
Update

HOUSING W
ﬁ

1
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DARRYLDAvis

COACHING CLASSROOM WORKSHOPS ABOUT  MEETING PLANNERS RESOURCES BLOG SHOP CONTACT

FREE ONLINE TRAINING

iBuyer Beware:

How to Explain to
Homeowners Why They
Should List With You

21/10/13 - iBuyer Beware:
How To Explain to
Homeowners Why They
Should List With You

EXCLUSIVE POWER AGENT  TRAINING!

Creating Extraordinary
Connections: The Key
Between Gifting and
Referrals

with Special Guest Claudia Amling

21/09/23 - Creating
Extraordinary Connections:
The Key Between Gifting and
Referrals

Favorite ¥

Special Guest

EXCLUSIVE POWER AGENT  TRAINING!

Free Online Training ( b
ATTENTION REALTORS "Iv_ &
How to Use the '
Upcoming Holidays to
Generate More Business

With

Special Guest
Risk Management
for REALTORS® iy

esday, October 6, 2021 =
™ Eastern (9-10 AM Pacific)

Presented by Darryl Davis, CSP
Real Estate Caach

27910/06 - Marketing
Jrategies to Finish 2021
gtrong

21/09/30 - Risk Management
for REALTORS

21/09/29 - How To Use the
Upcoming Holidays to

- Generate More Business
F - Favorite ¥
HDive Favorite ¥

FREE ONLINE TRAINING!
STOP Wasting Money
with Online Leads: r&
\

How to Master the Telephone &
Generate 100k a Year

FREE ONLINE TRAINING! EXCLUSIVE POWER AGENT' TRAINING! i

How to Turn ONE Getting to Know the special Guest
~ . Open House Into a Power Builder® CRM
"'”STREAM of Listings..k | [Part2

Presented by Darryl Davis, CSP - Real Estate Coach

21/09/22 - How to Turn ONE 21/09/16 - Getting to Know 21/09/15 - Master the Phones
Open House Into a STREAM of the Power Builder CRM Part2 & Generate 100k a Year
Listings

Favorite %

Favorite %

Favorite %

FREE ONLINE TRAINING!

The 7 Must
Have Habits
to Succeed
in a Shifting
Market

THE MARKET IS SHIFTING:
How to Own

6 Ways to Your Sphere &
Generatea Farm Through
Surge of Listings Direct Mail

Free Online

Marketing
o Training

PRESENTED BY DARRYL DAVIS, CS9 - REAL ESTATE COACH

21/09/08 - 7 Must-Have
Habits to Succeed in a
Shifting Market

- . A

21/08/25 - How To Own Your
Sphere & Farm Through
Direct Mail Marketing

21/09/01 - 6 Ways To

21/08/19 - Brainstorming
Generate A Surge of Listings

Session 6

Favorite % Favorite w

- .. A

DarrylSpeaks.com/Trial
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As Zillow pumps brakes on buying, other stunned iBuyers forge ahead o o ° O

TECHNOLOGY

As Zillow pumps brakes on buying,
other stunned iBuyers forge ahead

Zillow says it's facing supply and labor constraints. But other iBuyers, who expressed
surprise over Zillow's abrupt pause, say they aren't suffering from the same issues

Image by: Yulia Reznikov and Getty Images

DarrylSpeaks.com/Trial



Active Listing Count
Down 22.2% Y/Y in September 2021 realtor'com

M 2016 W 2017 W 2018 W 2019 W 2020 2021

1600K
1500K

1400K

1300K

1200K

1100K

1000K

Active Listing Count

900K
800K
700K
600K
500K

January February March April May June July August Septemb.. October MowvemberDecember
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Median Listing Price
Up 8.6% Y/Y in September 2021 realtor.com

M 2016 W 2017 W 2018 M 2019 W 2020 2021
$390,000

$380,000

Median Listing Price

$280,000 /
$270,000 \
260,000 \’-\

3250,000

January February March LApril May June July August Septem.. October MNovemb.. December

DarrylSpeaks.com/Trial



Price Reduced Share
Up 1.5 Percentage Points Y/Y in September 2021 realtor'com

M 2016 W 2017 M 2018 W 2019 M 2020 2021
23.0%

22.0%

20.0%
19.0%
18.0%

17.0%

Price Reduced Share
5
2

13.0%
12.0%
11.0%
10.0%

9.0%

January February March April May June July August Septemb.. October MNovemberDecember

DarrylSpeaks.com/Trial



Days on Market

Down 11 Days Compared to Last Year in September

realtor.com’

M 2016 MW 2017 Ml 2018 Ml 2019 MW 2020 2021

Median Days On Market

January February March April May June July August Septemb.. October MNovember December

DarrylSpeaks.com/Trial



Become a
» FEARLESS
\  “listing Machine

POWER AGENT"

Get SUPER
Organized

DarrylSpeaks.com/Trial



DARRYL DAV'S COACHING CLASSROOM WORKSHOPS ABOUT  MEETING PLANNERS RESOURCES BLOG SHOP CONTACT

Social Media

) o

Vendors We Recommend

Tech Tools & Training Time and Money Managemer . Tutorials

3

DarrylSpeaks.com/Trial



“Since taking Darryl's course
In 2004, my production has
Increased every year, making
me one of The Top 5 Agents In
Agent Of my marl_<et! My average

Y rrea income is over $300,000 a year.
Darryl's training is a must and
It will help you master the real
estate profession.”

Charles Maione
Douglas Elliman

DarrylSpeaks.com/Trial



Power Agent®Daily Schedule

5:30 AM-8:00 AM 8:00 AM-9:00 AM
Read, meditate, prayer, * Review top 3 MUST DO tasks
workout, eat, get dressed far the day

» Check inquires for your listings
=lals r:—‘.‘i[l[)']:j

+ Review new listings coming to
market to find Shiny Pennies

+ Check and respond to emails

9:00 AM-10:30 AM
Prospect - NOW Business
{call FSBOs and Expireds)

10:30 AM -11:00 AM
+ Education
* Set up buyer appointments

11:00 AM -12:00 PM

Meal break & social media

catch up 12:00 PM = 1:30 PM
* Check up on current
1:30PM-2:30PM transactions

- Return calls

* Check industry news .
* Follow up on emails

» Check local market
conditions

2:30PM-4:30P
Prospect - Future Business
(Facebook, door knock, call
friends, family and past clien
send out notecards, C nd

4:30 PM-5:00 PM
Set to-do list for tomorrow

5:00 PM -7:00 PM

Farnily Time

2N\
7:00 PM-9:00 PM .

Personal Time

9:00 PM
Power 7Zgl[iillt « Review to-do list for tomarrow Power ﬂﬁiﬂﬂ"
— —

« Bedtime

www.ThePowerProgram.com
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o ® than the last 3
et years combined”
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o ® Mary Crawford
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My Next Leve|® VISION BOARD
o3 pn [EAVEL

FREEDONL, = eem

f Y

y, .4 AMIL va

_I am valued o 4 THY
% A

My work/life priorities are respected

| can make a contnbution

b ALTHY

| am accountable ~)..

| feel supported

POWER’&AGENT'




ACTIVITY

Power Agent® Activity Tracker

SUNDAY TUESDAY WEDNESDAY THURSDAY FRIDAY SATURDAY

Call 5 Past Clients

Send 50 Letters

Call 5 FSBOs

Call 5 Expireds

Call 5 Farm Residents

Post Social Media Live Video

Connect in Area Facebook Groups

Call Houses for Rent

Cold Call Around New Competition
Listing

SMILE Stops With Gifts

Host Neighborhood Open House

Call Vendors for Leads

Call “Orphans”

Call OId Friends

Host a Virtual Q&A

1(800) 395-3905 « www.DarrylSpeaks.com

DarrylSpeaks.com/Trial




MY POWER WEEK:

OCTOBER 11ITH TO
OCTOBER 17TH, 2021

Monday

10/11
JOIN US FOR THE
POWER HOUR WITH
DARRYL COACHING
CALL AT 11 EASTERN.
CHECK THE COACHING
CALL TAB IN
CLASSROOM FOR
ACCESS CODE.

Wednesday

10/13

JOIN US AT NOON
EASTERN FOR OUR
WEDNESDAY WEBINAR
- IBUYER BEWARE:
WHY HOMEOWNERS
SHOULD LIST WITH
YOU. REGISTER AT

PowerAgentWebinar.com

Friday

10/15
USE THE EXPIRED
VOICEMAIL
DIALOGUE FOUND
IN THE
PROSPECTING TAB
AND COMMIT TO
MAKING AT LEAST 5
CALLS.

Sunday

10/17
IT'S NATIONAL PASTA
DAY. TREAT ATOP
CLIENT TO A NICE
ITALIAN DINNER—OR
SURPRISE YOUR
FAMILY WITH A NIGHT
ouT!

Tuesday THIS WEEK:

TOP 3 THINGS I MUST

e ACCOMPLISH:

PUT UP YOUR
PROSPECTING 15 MY
SUPER POWER DO NOT :

DISTURE SIGN AND
FPROSPECT FOR TWO
50LID HOURS TODAY.

FOCUS ON SERVING, O

NOT SELLING.

Thursday

POWER AGENT TOOL(S)
. 1on4 I WILL USE:
IT'S NATIONAL
DESSERT DAY. CHOOSE
A LOVELY DESSERT O

AND DELIVER TO §
GREAT CLIENTS AND
LET THEM KNOW WHAT
A SWEET TREAT IT Is O
TO HAVE THEM AS A

CLIENT. O

Saturday

#1 THING | NEED TO LET

10/18 GO OF:

PREPARE NOVEMBER
NEWSLETTERS TO GO OUT
TO YOUR SPHERE AND
FARM. IF MAILING, POP
BY THE POST OFFICE. IF
EMAILING, SCHEDULE TO
GO OUT NOVEMBER 15T.

GRATITUDE LIST:
NUMBER OF
PEOPLE/FAMILIES 1
WILL SERVE:

ONON®

DarrylSpeaks.com/Trial




SIGN UP

@ Watch the Video

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
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File Edit View History Bookmarks Tools Help

Ed (4) Damryl Davis X s Sacramento Association.. X (0 Glip * ¥ Infusionsoft - Logout ¥ | (& Priority » Nozbe | Upcoming Events - Events—... X My YouMail - What's New X | [ Inbox (593) - darryl@darr...
€ theredx.com,
|20 Most Visited Getting Started Meddle this & Google Just for Today Meditat...

https://glip.com/api/l...

GOVORTEX ¢
(+] {+] (+]

Hi I'm calling about your house for sale.

Is it still available?

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.
= A2 Bring me a buyer: excellent, that is what | do for a living! If 1 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?

S FSBOS +

+ Hide Script [7

Property Detail

o 11 Robert Ct
wner SHOREHAM, NY 11786

Bedrooms 4
Bathrooms 3

Fhone 631-744-4880

Sq Ft 2374

Yr Built 1968

Phone Lot Size 0.58

Listing

Email kmlibby@optonline.net Lizuny  gen
. Listing Broker
Email Short Sale
MLS ID
g 11 Robert Ct MLS Area
ress Shoreham. NY 11786 Property Type
Subdivision
Address County

Last Sold Date

- = 14 /57

DarrylSpeaks.com/Trial

Vortex

wBa 4+ & O %

A

EDIT

[m]

X
+

[
Il

RE

~
DELETE




OVORTEX - b ®oo  Po Lo Lo Qo [{0; Scored
© © )

&> STORM Dialer %] (435)491-0476 G
Please disposition to continue

Property Detail

I )
v S 6669 S OVERLOOK RIM RD

ALYSON Ser Appointment MURRAY, UT 84123

) Refarrer

Bedrooms 3
Bathrooms 3.00
Voice Message AR
Phone ; SqFt 2267
o Answer e s ” YrBuilt 2009
Fhas - Lot Size 0.01
1=} ot Interested Yy
Email Listing
O  Relisred
6669 S OVERLOOKRIMF ™  proy Sold Expir
Address & . rav. UT 84123 : = Status  Expired
PRMERRSES tet i o List Date  Oct 16,2015
Wrona/Trash =
List Price 225000
Address o

Days on Market 52
Agent Numper Expired Date  Jan 15,2016
Listing Agent  Kim (Airu) Zhang
Listing Broker  Salt Lake Homes Realty
Short Sale
MLS ID 1334525
MLS Area 104
Property Type Townhouse

Subdivision WINCHESTER

DarrylSpeaks.com/Trial



Become a
» FEARLESS
\  “listing Machine

POWER AGENT"

Get SUPER
Organized

DarrylSpeaks.com/Trial



ﬁ FEARLESS
\  “listing Machine

POWER AGENT"

MASTER THE
TELEPHONE

DarrylSpeaks.com/Trial



“I made 323,000 in my 2nd year of real
estate because of what Darryl taught
me! If you apply the techniques in his
program, there is no way NOT to have

these same results.

John Gandolfo, Power Agent® A
Coldwell Banker, American Homes

\

POWER AGENT®




A

POWER AGENT®

“Can you call FSBOs
and Expireds on the
Do-Not-Call List?”

DarrylSpeaks.com/Trial









%’- The New York State Senate f L 4 D Get Involved G Login e

Find your Senator and share your views on

QQ FIND YOUR SENATOR

1mportant issues.

5. No telemarketer or seller may make or cause to be made any unsolicited
telemarketing sales call to any customer when that customer's telephone

number has been on the national "do-not-call" registry, established by the
federal trade commission, for a period of thirty-one days prior to the date the
call is made, pursuant to 16 C.E.R. Section 310.4(b)(1)(iii)(B).

5-a. It shall be unlawful for any telemarketer doing business in this state to
knowingly make an unsolicited telemarketing sales call to any person in a
county, city, town or village under a declared state of emergency or disaster
emergency as described in sections twenty-four or twenty-eight of the
executive law.

fé”- The New York State Senate f L J [ > ] Get Invelved Q Lagin @

Find your Senator and share your views on

Q.% FIND YOUR SENATOR

important issues.

k. "Unsolicited telemarketing sales call" means any telemarketing sales call
other than a call made:

(i) in response to an express written or verbal request by the customer; or

(ii) in connection with an established business relationship, which has not
been terminated by either party, unless such customer has stated to the
telemarketer that such customer no longer wishes to receive the
telemarketing sales calls of such telemarketer;



8 Concepts to
{1 Working FSBOs

1. You may not get them the first time
Their buyers may not be buyers

3. There is no “right” time to call but you
must be consistent

4. Get past the 60 second hump
5. Give yourself permission to fail

DarrylSpeaks.com/Trial



$ Concepts to
{1 Working FSBOs

6. Make sure decisions makers are
“home”

/. Make sure you have enough time to do
the entire listing conversation

8. Avoid distractions — hang a sign

DarrylSpeaks.com/Trial



DO NOT DISTURB

DarrylSpeaks.com/Trial



| AM MAKING TH
CTIO

CONNECTI
&POWERA“(NI

www.ThePowerProgram.com
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Place family picture here

v
5

I'M PROSPECTING
WITH PURPOSE.

DarrylSpeaks.com/Trial







“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®




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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Poer Agant Govat. e 7 6 & 15 10h0 4 Guh ik Avngh e B ot
st ohins e Vg, 5 oo e | ot BN gt et @
@ ot v 1 b P st A

e falinlc Inll

P

Stop 44 Bolld & Relotivueliyy

o ey 3 o o o e o SR

(w]in]s o)
- ! Dy Speaks
Step 15 [ovie ACHon e st

Segr

. dredocs

St | lentiy

o s b
-‘n-vn.——-.-

[w]in]s Jo)

|
‘.a b DenytSpecks

FSBO VOICEMAIL DIALOGUE

v i Duanryd Duovis from Powes Ry

s thee ! noscnd

Thhe resson why / wes caling |
you are sefing your bouse, and ! hove
same i ant avormation c6ou Mat

p]in]s o)

DunyiSpecks

EXPIRED DIALOGUE
Stop || lcnnﬂ()

Step 7 udredece
Sege 5 Clatdy

Step 4- Renew Thelr Comnmdiuent

e o 1 g M g b o et o4

Rt

[Deny S preaks

NEWLISTING IN THE AREA DIALOGUE
Stop 1 ledegs {4y Sep 7 nivedocs

L, thet 1y Dyl Dot froem Powwer Realtyt

The rescon (es colling s 1Rt | noticed shee your
Aoune e expired from the Multiphe Liting
Service, and | hawe iome kmpertont

sbout thet

1mught even hove somebody who might be

[BanySpeatis
FOR RENT BY OWNER DIALOGUE

Stogp | Idousty “(q: C tedoce

Step S5 Condlom the Appoiniment

<

w]in]f Jo)

sntr g s |
Din Somanars o |- 890. 395 1S
o

BOOK OF BUSINESS UPDATE
DIALOGUE FOR ADMINS

¥]1; 1o

[DenySpreaks

DQGO

Doy iSpeutis

TP rag o

[DenylSpoie
L | PROPERTY nuuos
b Iefuadiy wq.- Infredocs
w(l' 2 C s o Sope | Iontioy Stop . Wtvedoce
Siep 3 Clasiéy » - - e
Sier 4 Guas-gm‘wul. Step 7, Clatiy

St 4 Bolle o Relustoustlys

Kep 'S5 Condlom ihe appeluiuest

W e d et gt o e o !
o b i, e 4 11, & Py s P

™
n--w
a8 Darvyl v Somimans o |
e ThePemrengrem owm

) 00060
! D«mm

DarrylSpeaks.com/Trial




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

>/Q\ POWER AGENT®

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

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
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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?

S{’@[@ ‘2;\ @‘k.:‘ﬁ{av 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 — Is that because you want to save the commission?

Step 47 Beild A Relaticnship
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.

10000

,, ! [PexytSpecks
s{: € P) t;) [W{{r@ M{m Would you be offended if | just stopped by to

look at your house?

r more dialogue and/or training
Il Darryl Davis Seminars at 1-800-395
vw.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.
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EFSBO Dialogue
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 A

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?
16. When do you need to get there by?



‘% '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?

S{’@[@ ‘2;\ @‘k.:‘ﬁ{av 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 — Is that because you want to save the commission?

Step 47 Beild A Relaticnship
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.

10000

,, ! [PexytSpecks
s{: € P) t;) [W{{r@ M{m Would you be offended if | just stopped by to

look at your house?

r more dialogue and/or training
Il Darryl Davis Seminars at 1-800-395
vw.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.
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S{‘@[@ L'F;) ) W‘{}-@ M{m Would you be offended if | just stopped by to

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.
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Be Comnmi To Getting

ent

Be Committed...

To Building a Relationship
With Another Human Being
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Well, hi this is Darryl Davis from POWER Realty;

May | speak with fow areyoui?
U/
* 0 - _\.‘ (W,
S{'q;.) ‘?)'\ @&tﬂ?ﬁ{"" The reason why | am calling is our records show you tried selling your
&/ " home 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.It’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

) 0000
P [ DerwASpecks

For more dialog
call Darryl Davls

www.ThePo
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EXPIRED DIALOGUE

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

S{‘q;.) "";\\ @&m % V4 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 47 Gavge Theiv

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?

ThePowerProgram.com

S Mg ! A1~ 1
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.
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® M b O\ [lo- L= E
Step LS 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?
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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.
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DARRYL'S DEMO: HOMI
VIRTUAL LISTING |

w=H O PRESENTATION | &= o
S ———m FUTURE Business,
el
Virtual Listing Presentation 1+ Hour Coaching Video, How ’ . L TOTAL VALUE
For Homeowners (1 03 to Deliver a Listing 3-Part Breakthrough
Slides) $497 Cgy ey $297 Business Plan 1 896
(43 Pages) ’

New Agent Starter , Multiple Offer
Success Kit (29 Pages) Darryl’s Top 12 Most Spreadsheet $97 _ .
$127 Requested Dialogues Customizable Multiple Offer

‘,’ BUE T eGuide For Buyers or Sellers
s | rue Top

$97

PLUS...

« Today's Slides - $47
« Copy of webinar - $47
184 Ways An Agent

® 30 days Of Power BUiIder CRM = $49 Earns Their Commission
$47
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ﬁ FEARLESS
\  “listing Machine

POWER AGENT"

MASTER THE
TELEPHONE
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ﬁ FEARLESS
\  “listing Machine

POWER AGENT"

Master the Listing
Conversation
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DARRYL DAV'S COACHING CLASSROOM WORKSHOPS ABOUT  MEETING PLANNERS RESOURCES BLOG SHOP CONTACT

Social Media

) o

Tech Tools & Training Vendors We Recommend

Webinar Registration Webinars On Demand

N,
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DARRYL DaAvis

COACHING CLASSROOM  WORKSHOPS ABOUT  MEETING PLAMNERS

How to Write an
Intriguing Real Estate

Bio that Gets READ

21/07/15 - How to Write an
Intriguing Real Estate Bio that
Gets READ

Favorite ¥

Free Online Training!

What To Do Now That

- . ®
z2Zillow

is a Competing Brokerage ".‘ ]

Presented by Darryl Davis, CSP - Real Estate Coach

21/06/30 - What To Do Now

that Zillow is a Competing
Brokerage

Favorite %

How to Find 'Fonco-SittIng
Sellers & Hidden Llstlngs

FREE Orina Training Proaented by Darryl Dovia CSP - Raal £+

21/06/09 - How To Find
“Fence-Sitting” Sellers &
Hidden Listings

Favorite %

The 6 Best Summer Strategies to
Increase Your l.lstlng Inventory

21/07/14 - 6 Best Strategies
to Increase Your Listing
Inventory

Favorite ¥

How to Prepare Your
Buyers ina Sellers Market
-

21/06/23 - How To Prepare
Your Buyers in a Seller’s
Market

Favorite ¥

Free Online Training!

How to Get
Your Offer
Accepted in
Today's Crazy
Real Estate

L
Presented by Darryl Davis, CSP - Real Estate Coach

21/05/26 - How To Get Your
Offer Accepted in Today’s
Crazy Real Estate Market

Favorite ¥

RESOURCES BLOG SHOP

' Free Online Training!
4

How to List 3 Out
of 4 FSBO Listing™—
Presentations FOR ||

Presented by Darryl Davis, CSP -
Real Estate Coach

21/07/07 - List 3 Out of 4
FSBO Listing Appointments

CONTACT

With
Repeat & Referral Secrets: Specal Guest
Automating Your
Appreciation to
Win Business

21/07/01 - Repeat & Referral
Secrets: Automating Your
Appreciation to Win Business

Favorite ¥

with
Special Guest

Increase Your Online
Real Estate Leads
with LinkedIn

Free Online Training!

The 7 Habits Of
Highly Effective
REALTORS *

V7,

21/06/17 -
Online Real Estate Leads with
LinkedIn

Increase Your

Favorite %

21/06/16 - The 7 Habits of
Highly Effective REALTORS

Favorite ¥

EXCLUSIVE POWER AGENT TRAINING
With
Special Guest

&

Rales Gwvntar
TRACT Cantach

Getting to Know the
POWER Builder' CRM

:§- Free Online Training!

How to Get More
Listings and Cive
Yourself a Raise

Presontod by Darryl Davis, CSP -
Roal Estate Coach

21/05/20 - Getting to Know
the Power Builder CRM

Favorite %

21/05/19 - How To Get More
Listings And Give Yourself A
Raise

Favorite ¥
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Power Agent® Approach

Power Agents
COACH. Not Close

Power Agents
SERVE, Not Sell
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DARRYL'S DEMO:
LA VIRTUAL LISTING
¥HO - PRESENTATION

L TOTAL VALUE

3-Part Breakthrough
Business Plan y

(43 Pages)

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

New Agent Starter , Multiple Offer
Success Kit (29 Pages) Darryl’s Top 12 Most Spreadsheet $97 _ .
Requested Dialogues Customizable Multiple Offer
$127 , .
$157 RS eGuide For Buyers or Sellers

[ J"’" |
Hue P orye Top

$97

PLUS...

« Today's Slides - $47
« Copy of webinar - $47
184 Ways An Agent

® 30 days Of Power BUiIder CRM = $49 Earns Their Commission
$47
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ﬂ POWER AGENT

Agent Contact Info Here.




o=
Listing AP Powsnﬂ/&:,ru
Presentation =

DARRYL'S DEMO: HOM I
»_ Lo VIRTUAL LISTING | _——
7 7H_ ) _. PRESENTATION | MOV Susimens

FUTURE ML L
& Financial FREEDOM

Virtual Listing Presentation 14+ Hour Coaching Video, How TOTAL VALUE

For Homeowners (1 03 to Deliver a Listing 3-Part Breakthrough
Slides) $497 Conversation $297 Business Plan 1 y 896

(43 Pages)

New Agent Starter , Multiple Offer
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LOGIN / 5IGN UP  1-888-FOR-SALE (367-7253)

MBYOWNER SELL- BUY~ PRICING HOWITWORKS RESOURCES ~

100%
| HOME SELLING
| GUARAMNTEE

|
|| |II FORSALEBYOWNER.COM

POTENTIAL BUYERS AVERAGE SELLER VISITORS THAN ALL AMERICA'S TOP
MONTHLY SAVINGS BY-OWNER SITES FSBO SITE

It's your equity.
Why give it to an agent?
See what your savings can do for you.*

SAVE $105,050
HOUSE PRICE $2,101,000
House Price
$100K $2.5M

College Fund House Remodel Wedding Fund

Your equity savings can help pay Use your savings to upgrade your Help pay for the big day with the
for college. new home. money you save.
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.. Founder and former CEO of ForSalebyOwner.com, Colby
Sambrotto tried selling his 2,000 square foot New York
condominium on his own through classified ads and FSBO sites,

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

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

SELL~ BUY ~  PRICING

HOW IT WORKS  RESOURCES ~

HOME SELLING
f GUARANTEE
POTENTIAL BUYERS AVERAGE SELLER VISITORS THAN ALL AMERICA'S TOP
MONTHLY SAVINGS BY-OWNER SITES FSBO SITE

ire a | | !
sion 10 hare
broﬁo s deC\ 150,000 over
clost SN

h
iving u\ \e ot ]0 rnal reports e SAVE $1 05’050
e % d to amac““g ‘“/P/ SIS o comm\sx\on
‘:;‘zki,wm\ g —5" ‘°“ ~ mc\ud\ ng a 070 HOUSE PRICE $2,101,000
fo
House Price o (23,2011
s A ticle aDP cared August 23,
$100K - $2.5M
College Fund House Remodel Wedding Fund

Your equity savings can help pay Use your savings to upgrade your
for college. new home.

Help pay for the big day with the
money you save.




B“ﬁr@g Vi W 800.771.7777 LOGIN BLOG
BUYL— s sy Gune =
Over 75

"22“[0\1\! ?trUI|a ﬁig YA!;!QO’ mSn\g REDF'N more Sites

real estate

Sell On Your Own But Not By Yourself

OQur Full Service Marketing Experts Will Assist You From Start Untill Sold!

Our Listing Options Include

+ Professional Photography + Social Media Marketing: Facebook, Twitter, YouTube »Your Home on MLS, Trulia, Realtor.com, Zillow

» World Wide Marketing »Printable Flyers » Monthly Market Updates

» Real Estate Agreement » Your Home on MLS, Trulia, Realtor.com, Zillow + Email Center (keeps your personal email id hidden)
» Closing Coordination » Brochures » Mo Additional Listing Fees at Closing!

» Monthly Market Updates » Real Estate Agreement » Pick the options right For you

» Coordinating OF Showings » Contract Review (attorney assistance)

Thanks oy Quwner!”
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AGENTS NET MORE

175.000.00
180,000.00 - y

160,000.00 A 137,400.00
140,000.00 - A

120,000.00 -
100,000.00 -
80,000.00 -
60,000.00 -
40,000.00 -
20,000.00 -

0.00 -

= FSBO Sales
m Agent Sales

NN NN N

y o
FSBO Sales Agent Sales

According To USA Today, Agents Sell Houses For
21.49% HIGHER Than FSBOs Sold Homes
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¢ Kelley Blue Book

~ THE TRUSTED RESOURCE

Pricing

MC Yukon Denali Sport Utility 4D i= bazed on the ootions you chose

pricing for the 2016 GMC Yukon Denali Sport Utility 4D is based on the cptio

Buy Certified from a Dealer Brtified from a Dealer

Fair Market Range
$40,356 - $45,356

Buy from a Private Party

Buy from a Dealer

Party Range
38,595 - $43,068

SECURITY DODGE C

Buy from a Private Party

2 Vehicles

SECURITY DODGE CHRYSLER JEEP RAM

36 miles away

Used 2016 GMC
Yukon 4WD Denali

$45,900

Mileage: 43000

Details =



Your contact information here.
Add name, company, website,
email and phone number.



Student Check In!
Learning anything?



Some Price Objections

*“Our house is nicer; we did
all these improvements”

*“We can always come down”

*“We need the money
because of what we owe”

*“We need the money
because of the house we are
buying”

*“The other agent said we can
get more”
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DARRYL DaAvis

COACHING CLASSROOM  WORKSHOPS ABOUT  MEETING PLAMNERS

RESOURCES BLOG SHOP CONTACT

How to Write an
Intriguing Real Estate
Bio that Gets READ

21/07/15 - How to Write an
Intriguing Real Estate Bio that
Gets READ

Favorite ¥

Free Online Training!
What To Do Now That
- . ®
z2Zillow

is a Competing Brokerage ".‘ ]

Presented by Darryl Davis, CSP - Real Estate Coach

21/06/30 - What To Do Now

that Zillow is a Competing
Brokerage

Favorite %

How to Find 'Fonco-SittIng
Sellers & Hidden Llstlngs

FREE Orina Training Proaented by Darryl Dovia CSP - Raal £+

21/06/09 - How To Find
“Fence-Sitting” Sellers &
Hidden Listings

Favorite %

The 6 Best Summer Strategies to
Increase Your Listing Inventory

21/07/14 - 6 Best Strategies
to Increase Your Listing
Inventory

Favorite ¥

How to Prepare Your
Buyers ina Sellers Market
- T

21/06/23 - How To Prepare
Your Buyers in a Seller’s
Market

Favorite ¥

Free Online Training!

How to Get
Your Offer
Accepted in
Today's Crazy
Real Estate

Presented by Darryl Davis, CSP - Real Estate Coach

21/05/26 - How To Get Your
Offer Accepted in Today’s
Crazy Real Estate Market

Favorite ¥

(3~ Free Online Training!
v With
Repeat & Referral Secrets; ~7*<'* 6u**
Automating Your

Appreciation to

Win Business

How to List 3 Out
of 4 FSBO Listing ™

Presentations

Presented by Darryl Davis, CSP -
Real Estate Coach

21/07/07 - List 3 Out of 4
FSBO Listing Appointments

21/07/01 - Repeat & Referral
Secrets: Automating Your
Appreciation to Win Business

Favorite %

Favorite ¥

Free Online Training!

The 7 Habits Of
Highly Effective
REALTORS *

V7,

with
Special Guest

Increase Your Online
Real Estate Leads
with LinkedIn

21/06/17 - Increase Your 21/06/16 - The 7 Habits of
Online Real Estate Leads with  Highly Effective REALTORS
LinkedIn

Favorite ¥
Favorite %

EXCLUSIVE POWER AGENT TRAINING

With
Special Guest

Getting to Know the
POWER Builder' CRM

How to Get More
Listings and Cive
Yourself a Raise

Presontod by Darryl Davis, CSP -
Roal Estate Coach

21/05/20 - Getting to Know
the Power Builder CRM

Favorite %
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for Succcsa\'u\ Real Estate
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I've been selling real estate for
38 years. The Darryl Davis
team has made everything so
much easier than I've ever
experienced during my long-
time career. | can't thank you
enough for all you do.

Kay Bova, Power Agent® A \
Kay Bova Selling Team POWER AGENT"
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& I — SMILE STOPS'
v e . 8

B il g e etk et T r
o m"n.r,a..pm"m Toe
?{ "'I'M/ ',‘ WA s for ey an | 3TRACSINRAY
o iy 5 e 21 Kindergarten Day. Deliver fresh muthing for P \
RSCAgE g bl 3 b a0 stk the kindergarten teachers at your local P7e & - vQ/
SMILE L fﬁ“:“ R o e b y . (Cal ahead to find out b -

STOPS marty.) Leave notes for each, “Thasks for allyou &P T -
. w T —
s o v it gt ok, Yor s 4o bupire our fuvwet Lave, Vour Local a5 et poapirsionn

onient dey v owal evvere - ot e REALTOR®.” Attach a business card.
Ideas to SRR ” : =

2 vplghs oo crisbure gt ™ a jar of gourmet
Show Your @r s g o Yrid Deans to five top clients with a note that reads, Q% St edpiuins s faraing § So8 Premeion.

,,,",;“""'_,,:;;W""" ot “Thanis for all your SWEET referrals! Happy Jelly 2 o o g . -~
Clients Bean Oayt” e s v o Vet S s
You Care (O EFESSTNNIED | | s sterourretoocisimnssey - ? s e

s o g : 4
- 2 u::(l\p‘su«wdnp(uvymme: " 2y

SMILE Stops - 10 Referral SMILE Stops — April SMILE Stops - August Smile Stops — December
Worthy Ideas

Favorite ¥¢ Favorite ¥ Favorite ¥
rited %

POWER AGENT® SHILL

0P STRATEGY! February Ideas for Agents @

smusmrz‘t o
T —

X A 8% Popcomn Lover's Day. Sring a box of mirowave popcom 1o § fun

- . CUBtomers with a note, " jst wanted Lo pop over o say thariks for being an
v {- SMILE STOPS " Ideas mazing chent. | hope this treat makes you SMILE™

= for Agents for June:
B 1% DaySght Savings Tine. Bring 2 9 volt battery to 5 chents with a note,
=Spring forward with smake atarm safety’ t's time to change your batteries! |
Thanks foe being an amazing chent™

fancy dog treses or 3 cool
chew toy and deliver te
five top clients that you
0w a7z dog owners
with » wte, (s National
Dog Dey. | st
wanted to heib you
ceiebrate, by duivorry

© - et When Dot Sop 1y e
ryihiog fcamdte top e e
¥Oou please hrow that 'm

12 Girl Scout Day: Grad 6 boxes of girl scout cookies (they are everywhere
Fight pow?) and doliver 1o 6 great cllents with a note that says, “You're one of
ey tavorite chents. - S<out's honor: Thanks f0¢ trusting me with your real
. estate business™

Dchei e 1 S it e : s
2 —— A T G| () Avo o v oy oy o e fm s Qw'g”-?

swars b vy 200 - ot Wchle Doy cp by ive s wina b o i »

SMILE Stops — Dog Days SMILE Stops — February SMILE Stops - June SMILE Stops — March

Favorite % Favorite & Favorite ¥ Favorite ¥

SMILE STOPS ™ Ideas
for Agents for May:

| | Y . xq
S~— .

Seven Summer SMILE Stop Ideas!
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SMILE Stops — May SMILE Stops — September SMILE Stops — Spring SMILE Stops — Summer

Favorite % Favorite % Favorite % Favorite %
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ﬂ POWER AGENT"

SMILE STOPS" for Every Season!

January February

te Heart Shap
ne in with a note,

elp!” Hoppy Ve

with

s'more fixings (graham
colate, marshmallows)
it clients with a note

need s'more in)

IM! Your referra

appreciated!”

....... T October

September

Ruler with a note that s

“Hope the new schoo

aYS -

ore Pumpkin

December
Wrapping paf

Pumpkin or af w;v|: [

RULES in your hi

arving Kit with a note, note, “Any way you s
you're appre
Thar

fo h you whatever you need Let’s carv ne tim

now about real estate! real estat d referrals! Thanks

for being a grec

t client!”

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

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

Elevate the relationship

mrr

»

Copyright®© All Rights Reserved. | Darry| Davis Seminars | ThePowerProgram.com | (800) 395-3905

DarrylSpeaks.com/Trial




MM

A November
........ i October

September

Ruler with a note that says,

“Hope the new school year Pumpkin or apple pie with a December
RULES in vour home! I'm here Pumpkin carving kit with a note, note, “Any way you slice I, "}f.".""“"‘;”"v st roll ~.-.'|l|’1"|.;u 'I,““"
(o teach vou whatever you need Lel’s carve out some time o talk you're appreciated! Happy Thanks for .htl'!""""“" me WRAP Up
Ul hhal WASHRl YV 11CRN ok ottt baobicddbaliid duiofhmt r dtantdons A o great yeor! Hoppy holidoys ond
to know gbout real estore!” real estate and referrals! Thanks (nanksgiving! rm here | know thot | am here for oll of vour
for being a great client!” you need me!" 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
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. | Darryl Davis Seminars | ThePowerProgram.com | (800) 395-3905
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the things you do. Here are 4 tips to help you out:

Moving? Ditch the Big Stuff

If you know you are moving to a smaller space, there
is no need to bring extra furniture. It can cost you
extra time and money to move it with you, and
possibly a storage room rental fee, For example, if
you only have 2 bedroomsin your new home, only
bring enough furniture for those two bedrooms, Take
inventory of what you have and what you will need
before moving day and get rid of the big stuff you do
not have room for,

Take the Small Stuff with You

Go through your clothes, dishes and other small
itemns. If you are unsure what you will actually need,
take the small stuff with you, Designate boxes to
“must keep” and “maybe keep” so you can decide
once you move what you need and what you can get
rid of,

Go Through Everything

You'd be amazed how many boxes move with you
and never get opened, Take time to go through all of
your boxes and free up space by giving things away
or getting rid of things you aren’t usingand don't
want to keep.

Decluttering and downsizing helps you purge the things in life you don't need, te make space for

The One Year Rule

Ask yourself two questions with each item you go
through. 1} When was the last time you used it? 2}
Does it make you happy? Are you just keeping things
because you feel bad getting rid of them? Be honest
and let things go that you aren’t using and that don't
bring you happiness.

Donate

Youdon't have to throw things away, Youcan
donate your no-longer-neededitems to family,
friends, community groups or non profits where they
will continue to live on and serve others,

Special Items

Hang onto things that you may want to give to your
children or family members like special keepsakes or
memories of milestones, Sure, they may take up
space, but you can never replace them!

DarrylSpeaks.com/Trial
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Re'asons‘ To List Your Home Before Year-End
i | i I

| likd ETOP

. Buyers who are house-hunting during the holidays tend to be more serious and ready to make a

decision.

2. Less Competition! There are fewer houses on the market during holiday time.

3. Holiday decor - beautiful lights, festive colors and holiday scents - 1s inviting for buyers. A neighborhood

hal

w

Y

9.

can grow in appeal durning the holidays.
Holiday seasons can amp up buyers’ emotions. They tend to make decisions on how warm and inviting

a home feels.

. If buyers have taken time off during the holiday season to look for 2 home, they have more time to find

the perfect home.

. Buyers that want to buy before year-end do so for financial and tax purposes.

. Company transfers often happen duning January. This means a buyer needs to be in their home before

Spring... they need to buy now.

- You can arrange showings around your schedule, but still have the home be decorated and ready for

buryers to view.

Even if you sold now, you can delay the closing or move-in until after the holidays.

10.Selling your home now allows you the opportunity to buy during Spring when there are more homes on

Agent Contact Info Here.

the market and prices have gone down.

DarrylSpeaks.com/Trial




1. People who look for a home during the Holidays are more serious buyers!

2. Serious buyers have fewer houses to choose from:during the Holidays, and less competition means
more money for you.

3. Since the supply of listings will dramatically increase in January, there will be less demand for your
particular homel Less demand means less money for you.

4. Houses show better when decorated for the Holidays.

5. Buyers are more emotional during the Holidays, and more likely to pay your pricel

6. Buyers have more time to look for a home during the Holidays than they do during a work week.
7. Some people buy before the end of the year for tax reasons.

8. January is traditionally the month employees begin new jobs. Since transferees cannot wait until Spring
to buy, you must be on the market now to capture these buyers.

9. You can still be on the market, but have the option:to restrict showings during the six or seven days
during the Holidays.

10.You sell now for more money and we will provide a delayed closing or extended occupancy until early
next year.

11.By selling now, you may have an opportunity to be a non-contingent buyer during the Spring, when
many more houses are on the market for less money. This will allow you to sell high and buy low!

Agent Contact Info / Photo(s) Here.
7& POWER AGENT"
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FOR SALE BY OWNER MARKETING RULES

1. Price your home at or just below market value. (Overpricing your
home will cost you more.)

2. Stage your home to show

3. Make an attractive, detasied fiyer for your home.

4. Getlender good faith estimate-using your sales price and
showing several loan options. Provide this with the fiyer.

5. Putin an eye-catching, attractive FOR SALE sign In the front
yard. Color works, Never use a hand-written sign

6.  Place an information box near or on the sign and keep filled with
ksting flyers that include information on how to reach you to view
the property

7.  Distribute flyers to 100 of your neighbors. Many times, your
neighbors will have a buyer lead for your home.

B.  Make up small ad cards (with photo) and place on bulletin
boaras.

9 Advertise on the Interne!, there are many site options avaiable

10. Piace an ad in the monthly Real Estate magazines. Use high-
quality pictures.
11,  Place an ad in the classified section of your Sunday paper,

Always advertise the price, address, home features and phone
number where you can be reached.

12, Hold open houses at scheduled intervals, Sunday afternoons are
best. Use open house and directional signs

Don’t be bashful about letting people know you have a
home for sale. You never know who night be looking or wha
might know of someone in the market for a home. Ca

text me at xxx-xxx-xxxx today to learn more!

r & |
Agent Contact Info Here. é
w N 5

)&Pmaﬁmmf

—
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Your Home
Isn't Selling

1. The price is too high. Pricing a housetoo high isa
common mistake: according to our top agent
statistics, 51% of agents found that pricing a home
incorrectly is the biggest error sellers make. To get
homaes sold quickly, price at, or just below fair market
value,

2.Your home is too “unique.” Some properties
have features that make it more difficult to find the
right buyer. Sometimes homeowners love “extreme
customization” — making their home difficult for
buyers to see themselves living In that space. To sell
super unique homes takes speclalized sales and
marketing tools and skills - and usually a great deal
of TIME.

3. Poor staging. According to statistics, staged homes
sell 87% faster than non-staged homes, and for 17%
more. 96% of surveyed agents say staging has some
effect on buyers, and 38% of sellers’ agents always
stage 8 home. Incorrect staging can fail to show off
your home’s assets or even worse, highlight flaws
you're hoping to draw buyers’ attention away from.
Professional staging companies can be worth their
weight in return on investment. If you would like a
recommendation, just give me a call!

4.Lack of curb appeal. Curb appeal is staging as well
— just for the outside of your home. First impressions
are vital. Many buyers drive by listings before setting
appointments, If your exterior isn’t promising — it can
be hard to get them in the door. Did you know that
lawn care gets an average 303% ROI, and general
landscaping 100%?

5. Poor listing photos, There’s a reason there is an
entire site dedicated to bad MLS photos! The truth
is 44% of buyers look online before doing anything
else, and 89% of buyers found listing photos useful,
according to the National Association of
REALTORS®. If your listing photos don't show off
how great your house is, getting someone to show
interest is tough. Phone photos aren’t going to do it
in this market. Stats say listing photos taken with
professional cameras get 61% more pageviews. And
even more importantly, can increase price by
between 8934 and $116,076.

6.You're trying to go at it alone. Today's buyers
are savvier than ever before. To compete against
professional listings with expertenced real estate
agents and uber-informed buyers, it's smart to use a
licensed professional. NAR stats show that the
typical FSBO home sold for $200,000 compared to
$263,500 for agent-assisted home sales. Call me
today for a no-cost evaluation. I'm here to help.
Ready to get vour home SOLD and vou
and vour finnily on to vour next level?
Give me a call today. I can help vou understand
the A-Z of getting you the most for your
home, in the shortest possible time, with
the least number of headaches! I'm here
when vou need me!

ﬂ POWER AGENT
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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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Download Your Copy of the
Seller's Home Guide Today!

Get My Guide

Thinking of Selling Your House?

In a world so rapidly changing and a housing
market and economy that is constantly
responding that change -- is a big decision and a
big deal -- and | want you to know that I'm here to
help with that every step of the way.

If you are like most homeowners, you have
guestions about where the economy is headed right
now. | understand! Navigating through change can
feel daunting, that's why I've done the "heavy lifting"
for you and created this important Seller's Guide to
walk you through everything you need to get a
home sold in today's market for the highest possible
price, in the shortest time, and with the fewest
headaches.

Fill out this short form to get your copy today!

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 Roorr

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.




Postcards
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REALITY OF LIMITED HOME INVENTO

The hoase you looked at wday wnd loved will probably be purchused by
ameone (0monTow 2 ahove rarkel prcng

REALITY

The house you hooked af todky usd loved will probably be parchased by

sameons lomemow s above market pricing

Postcard — Home Inventory
Reality Series

Postcard - Home Inventory
Reality Series

JUST LISTED

Postcard — Just Listed

Get 4 Copy of Your 40+ Page
Home Seller’s Guide to Real Estate

YOUR KAME, YOUR COMPANY

Postcard — Seller's Guide Offer

Favorite ¥ Favorite ¥
Favorite & Favorite ¥¢
Power Agent* Actvity Trocker
Ao ave B pown s POWER‘RAGFNT
Cold Call for Telemarketer Old FSBO for Telernarkater
. - DEMO:
1 My tapasn uan s i SETTING UP A
bt O o s O iy SO AU LANDING PAGE
e ——
o iy sty it e .
e R AN, e —
SR o BT
— b pRereerdeosrppep A o IR ) .
o Lol frripereht ol Seller's Guide Lead Capture
Lot S e — e s

Power Agent Daily — Activity
Tracker

Favorite &

Seller’s Guide to

Favorite &

Script — Power Agent
Telemarketer Script for Cold
Calls

o 1 l
~
FOR |
SALE|
— (.

DATEAND TIME at Location Address Here

Yinr Nasur. AEALIORS

Script — Power Agent
Telemarketer Script for FSBOs

Setup Demo

Favorite %

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

Favorite ¥¢

Favorite ¥¢

Favorite ¥
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ﬁ FEARLESS
\  “listing Machine

POWER AGENT"

Get Support To
Stay FOCUSED
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¢ POWER AGENT &<

Coaching Members Private Group

Group by Darryl Davis, CSP

POWER Agent Members

GHe00DBV B8eDACDLD

About Discussion Announcements Rooms Topics Members Events Media Files Guides Q 0 v

Like - Reply - 2h

. Lee Ann Grajales

| have signed up with SO MANY (too many) companies
like this over the years. Never have | experienced such a
PERSONAL approach as a true community. You guys
really CARE about us all and it shows. Thank you!

Love - Reply - 2h 0'
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LEUKEMIA &
LYMPHOMA TEAM IN . ABOUT= FIND EVENTS
SOCIETY TRA|N|NG Team In Training to participate

Search Events for:

About Team In Training >

Representing 3 Decades of Incredible Achievements & Lifesaving Results

In 1988, Team In Training started a revolution that changed endurance sports forever. We are now the largest charity endurance
training program in the world — powered by 650,000 athletes who have raised over $1 billion.

Our program prepares athletes for premier endurance challenges — creating lifelong memories with incredible experiences that unite
teammates in pursuit of curing cancer.

TEAM IN TRAINING BENEFITS

Our team is ready to help get you set for any endurance challenge with personalized support from start to finish.

pd 3 5f 2

EXPERIENCED COACHES COMPREHENSIVE TRAINING PLANS ATHLETE ESSENTIALS EVENT WEEKEND TEAM-FIRST APPROACH

Three decades of unrivaled results, inspiring Achieve your goals with interactive training Enhance your training with nutrition plans, cross- Guaranteed event entry, shared hotel stay, Uniting athletes of all backgrounds around one
achievement and personal empowerment support and motivation from coaches & training routines and more Inspiration Dinner and on-course event support goal: a world without blood cancers
teammates on the Sixcycle training app from coaches
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Here’s What | Learned

1. Make your commitment
public

2. Schedule aroutine
. Have a support structure

4. Get coaching from people
who have done it before

5. Don’t run alone

DarrylSpeaks.com/Trial
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PowER AGENT LY

Coaching Members Private Group

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

« Complete access to the entire Power
Agent® website

« Cancel anytime
« BONUSES TODAY
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’""*‘ POWER Agent Members

Suzanne Dern e
@ September 30 at 9:14 AM - @
Good morning group! Just have to shout out that yesterday | got a new listing. Yea! The lead
came through efforts | have been doing for a long while, but the difference with this listing is that
| handled it differently. | had left Darryl's coaching program over a year ago, what with Covid,
conflicts with other programs, etc. So, | made the decision to let this training go . BIG MISTAKE! |
had come to realize recently, that my attitude about my Real Estate business had changed and my
gusto and enthusiasm was gone, along with Darryl. So, | rejoined just a few weeks ago. And, you
know what, my enthusiasm and mindset over the last few weeks has changed. Just with the help
of those Monday morning calls to start off every week, not to mention the webinars on
Wednesdays, that | did for free before rejoining, my business is improving. And | am improving! |
am so glad to be back in the fold, | am going to make better use of this program than | did
before, and | know | will be a better agent and person for it! Glad to be a part of this group again,
and , yes, so glad | got that new listing yesterday! Take Care Folks!

View Insights 252 Post Reach »

@O April Elsner, Justine Ventriglia-Green and 16 others 6 Comments

oy Like (J) Comment

All Comments »

e Amanda A. Albert
| agree with you. | am a new power agent, one month in and | also see a great shift
in attitude toward my business. Much more motivated. Looking forward to month 2.
Congratulations on your new listing!!!

Like - Reply - 5d o !
Julie Baron Escobar Admin @ +2

Suzanne and Amanda - you guys just made our whole team SMILE! Congrats on
powerful new mindsets and successes! We are here for you all! =

Like - Reply - 5d

Kelly Powers

Awesome!! Congratulations!
Like - Reply - 5d

Suzanne Dern Author

In retrospect, leaving the program is one of the dumbest business decisions | have
made...so glad to be back!

Like - Reply - 5d O !

®
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Suzanne Dern -
@ September 30 at 9:14 AM - &
Good morning group! Just have to shout out that yesterday | got a new listing. Yea! The lead
came through efforts | have been doing for a long while, but the difference with this listing is that
| handled it differently. | had left Darryl's coaching program over a year ago, what with Covid,
conflicts with other programs, etc. So, | made the decision to let this training go . BIG MISTAKE! |
had come to realize recently, that my attitude about my Real Estate business had changed and my
gusto and enthusiasm was gone, along with Darryl. So, | rejoined just a few weeks ago. And, you
know what, my enthusiasm and mindset over the last few weeks has changed. Just with the help
of those Monday morning calls to start off every week, not to mention the webinars on
Wednesdays, that | did for free before rejoining, my business is improving. And | am improving! |
am so glad to be back in the fold, | am going to make better use of this program than | did

before, and | know | will be a better agent and person for it! Glad to be a part of this group again,
and , yes, so glad | got that new listing yesterday! Take Care Folks!
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a Amanda A. Albert

: | agree with you. | am a new power agent, one month in and | also see a great shift
in attitude toward my business. Much more motivated. Looking forward to month 2.
Congratulations on your new listing!!!

Like - Reply - 5d 01
@ Julie Baron Escobar Admin @ +2

Suzanne and Amanda - you guys just made our whole team SMILE! Congrats on
powerful new mindsets and successes! We are here for you all! <

Like - Reply - 5d

Kelly Powers
Awesome!! Congratulations!

<

Like - Reply - 5d

Suzanne Dern Author

In retrospect, leaving the program is one of the dumbest business decisions | have
made...so glad to be back!

&'

Like - Reply - 5d o 1
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Power Agent Program: Less Than $1.50 Per Day | Power Builder Program: Less Than $1.50 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
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Power Agent Program: Less Than $1.50 Per Day | Power Builder Program: Less Than $1.50 Per Day

»/)\ POWER AGENT®

M 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 Strateqies to DOUBLE Your Income

How to Master the Listing Appointment

DarrylSpeaks.com/Trial

X, v

The Best Strotegies to

DOUBLE Your Income
in the Second Half of 2019

g’ WEBINAR
. ith s




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

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

>/Q\ 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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Cutting commissions is an

integrity issue. Agents willing

to give away THEIR money will
likely be quick to give away
CLIENT money.
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Video
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600D MOVE

HOW TO MAKE MOVING EASIER ON KIDS
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Committed to Children
Infographic (PowerPoint)

Cutting Commissions Graphic
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Dialogue — Door Knocking For
Your Farm Neighborhood
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Dialogue — Intro Call to Farm
Neighborhood
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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 . o

Listing
Presentation

Virtual Listing Presentation 1+ Hour Coaching Video, How

For Homeowners (103 to Deliver a Listing
Slides) Conversation

$497 $297

Get it ALL Today
for ONLY

$5 for

3-Part Breakthrough
Business Plan
(43 Pages)

M

New Agent Starter Darryl’s Top 12 Most
Success Kit (29 Pages) Requested Dialogues 184 Way s An Ag.en.t
Earns Their Commission

$47/month after

(cancel anytime)

CLAIM YOUR OFFER HERE
Customizable Multiple

\ Offer eGuide For

Multiple Offer
Spreadsheet
$97

Buyers or Sellers

$97

Today's Slides - $47
Copy of webinar - $47

30 days of Power
Builder CRM - $49
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DARRYL'S DEMO:
. VIRTUAL LISTING
” PRESENTATION . o

Listing
Presentation

Virtual Listing Presentation 1+ Hour Coaching Video, How

For Homeowners (103 to Deliver a Listing
Slides) Conversation

$497 $297

Get it ALL Today
for ONLY

$5 for

3-Part Breakthrough
Business Plan
(43 Pages)

M

New Agent Starter Darryl’s Top 12 Most
Success Kit (29 Pages) Requested Dialogues 184 Way s An Ag.en.t
Earns Their Commission

$47/month after

(cancel anytime)

CLAIM YOUR OFFER HERE
Customizable Multiple

\ Offer eGuide For

Multiple Offer
Spreadsheet
$97

Buyers or Sellers

$97

Today's Slides - $47
Copy of webinar - $47

30 days of Power
Builder CRM - $49
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