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✓ Take notes

✓ Write questions in the 
Q&A panel. We will 
answer the questions 
at the end of the first 
hour
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Only $197

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

Agent® website
• BONUSES TODAY
• Cancel anytime



Going Wide



Going Wide
Vs

Going Deep



1. Get Focused
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43 
PAGES

DarrylSpeaks.com/Trial



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


1. Get Focused
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2. Prospect For LISTINGS
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1. FSBOs





“I love Darryl’s FSBO 
Dialogue. I actually find 
that FSBOs are nicer 
than I thought. I listed 5 
FSBOs in one 
weekend!”



1. FSBOs
2. Expireds



1. FSBOs
2. Expireds
3. Houses for Rent











1. FSBOs
2. Expireds
3. Houses for Rent
4. Past Clients





Post Closing 
Bonding 
Program



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

Dear Hunna-Hunna: 

You might be thinking We never hear from AGENT’S NAME much anymore…” or even wondering  “What ever 
happened to AGENT’S NAME?”

I’m writing to you today to apologize for my inconsistent follow up effort.  I think about you often but get so busy 
helping the families I am working with now.  It seems I never get around to staying in touch with you and I’m 
embarrassed.

I have been reviewing my business and it is apparent I have basically neglected you since you purchased your 
home from me.  Again, I offer my apologies; I value you as a person and as a client for life. 

Recently,  I have had a major shift in my mindset.  I realize that the relationship I had with you in the past was very 
meaningful.  At one time you were more than just a customer, but also a friend.  I want to rekindle that friendship.

As part of my new mindset, I want to stay in touch with you regularly.  In the meantime, if I can be of any 
assistance to you now, please feel free to call me.  If not, I’ll be calling you again soon.

Sincerely, 

Sincerely,
Darryl Davis, Power Agent®

* A Power Agent® is a member of an exclusive program of dedicated professionals (less than 1% of agents across
North America) committed to helping buyers and sellers get to their next level in life.

I’m Sorry LETTER
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Visit With Your 
Top 50
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1. FSBOs
2. Expireds
3. Houses for Rent
4. Past Clients
5. Orphans
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• 30 days of Power Builder CRM - $49
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1+ Hour Coaching Video, How 
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2. Prospect For LISTINGS
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3. Do Open Houses
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Preparation
Promotion
Presentation
Post Open House

The 4 P’s for a Successful 
Public Open House…..
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Give this to 
people on a 
clipboard 
while they 
are waiting 
outside



• Send a text if the house didn’t work, you 
have other that might be interesting

Post Open House
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Hello [Prospect name],

Thanks for stopping by on Sunday. I wanted to check in and ask if I 
can answer any questions for you about [Insert address]. Also, I 
thought I'd share a few other similar properties for sale in the area. 
I'd be happy to set up appointments to view those properties if 
you're interested:

•Property 1

•Property 2

•Property 3

Homes like these are spending approximately [insert number] days 
on the market, so let me know if you'd like to get a head start!

Regards,

[Your name]
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Hello [Prospect],

Great to meet you at [address] last weekend. I hope you got a good 
feel for the house and the [benefit of the property -- i.e., great pool, 
huge master bedroom, beautiful view]. 

We had an overwhelming interest by many who attended so the 
seller will be hearing all offers this coming Tuesday. If you would like 
to write an offer, please contact me as soon as you can so I can assist 
you in helping win this home.

However, if this house did not fit your needs but you’re interested in 
the neighborhood, I have another property available nearby. It has 
many of the wonderful qualities that [address] has, with a few 
surprises! I’d be happy to set up a private showing for you this week.

Thanks again for stopping by!

Regards,

[Your name]
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Host a Neighborhood Open House First
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Student Check In! 
Learning anything? 



4. Work ON Your Business
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1 Business comes to you.

2 No more cold calls 
because your calls will 
be after you have mailed 
them several times.

3 It’s a non-threatening 
way to prospect.

4 It eventually creates a 
steady flow of income.

What’s The 
Advantage

To 
Marketing
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PREPARATION
ESTABLISH YOUR 
“NICHE MARKET” 

1

‣ Geographic
‣ Price Range 
‣ Condos/Co-ops
‣ Style Of Home

‣ Ethnic
‣ Investors
‣ Retirees
‣First Time Buyers
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LOOK FOR A NICHE WHICH 
HASN’T BEEN EXPLOITED BY 
ANOTHER AGENT.

2

DETERMINE THE NUMBER OF 
PEOPLE IN YOUR FARM.

3
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IDENTIFY YOUR 
COMPETITIONS STRENGTHS 
& WEAKNESSES WHEN 
THERE IS COMPETITION.

4

GET AN APPROPRIATE 
PHOTO.

5
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SAVE ENOUGH MONEY 
FOR 6-MONTHS OF 
YOUR CAMPAIGN. 

6
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Toys for TotsChristmas

Food DriveThanksgiving

Pumpkin contest; Trunk or TreatHalloween

Back to school theme (sponsor homework folders)Labor Day

Rent an ice cream truck; 3-D glasses4th of July

Essay contestFather’s Day

Postcard for Free pot of MumsMother’s Day

Egg Hunt;  Photo with a BunnyEaster

Pins; Green CarnationsSt. Patrick Day

Chocolate RosesValentine's

EVENTS
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SAVE ENOUGH MONEY 
FOR 6-MONTHS OF 
YOUR CAMPAIGN. 

7

USE A CONTACT 
MANAGEMENT SOFTWARE 
TO MANAGE YOUR FARM.

8
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CRM
Customer Relationship Management

Customers/Clients Really Matter

Keep Reminding Me
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User Friendly Lists
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Newsletter Built In
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Website Lead Capture
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Automated Campaigns
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Automated Social Posting



Your site here DarrylSpeaks.com/Trial



Don’t Forget 
to Add 

Orphans Into 
Your CRM
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SAVE ENOUGH MONEY 
FOR 6-MONTHS OF 
YOUR CAMPAIGN. 

7

USE A CONTACT 
MANAGEMENT SOFTWARE 
TO MANAGE YOUR FARM.

8

DEVELOP YOUR 
MAILING LIST.

9
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Using Value Pieces
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Value Pieces
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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
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Value Pieces
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Landing Page



Postcards



Social Media Post
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R.E.A.L
Rapport
Engage
Advice
List & Leave
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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



4. Work ON Your Business
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To Summarize……….

1. Get Focused & Organized

2. PROSPECT
3. Do Open Houses
4. Work ON Your Business

5. Become a Power Agent® Today for ONLY $5
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Only $197

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

Agent® website
• Cancel anytime
• BONUSES TODAY
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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

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

Power Agent Program: Less Than $1.50 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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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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