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We will begin shortly! S 3
Please click audio in the
center of your screen to
listen in!
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To Get The
Most From
This Webinar...

v Take notes

v Write questions in the
Q&A panel. We will
answer the questions
at the end of the first
hour
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How To Become a Power Agent in Real Estate : A Top Industry Trainer Explains How to Double Your I
2002
by Darryl Davis

Hardcover wrirdr s v es

$2495 -$3-4—@@ prime
Get it by Tuesday, Jan 9

More Buying Choices

$1.35 (141 used & new offers)

Kindle Edition

$18?0

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 Mrdrdrdrdr 419

$1447 $25.00 _prime

Only 17 left in stock = order soon.
Maore Buying Choices

$6.82 (29 vsed & new offers)

Kindle Edition
1449

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 %:@9 primp
Get it by Tuesday, Jan 9

Maore Buying Choices

$2.29 (69 vsed & new offers)

Kindle Edition
$1404

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

Other Formats: Digital
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How To Become a Power Agent
524 05 $15.58 Hardcover

Crder in the next 21 hours and get it by Monday, Apr
Onby 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)
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Books: See all 23,169 items
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Is this webinar a
sales pitch?




This Webinar Is For Our
POWER Agents® & Our Guests

L

POWER AGENT" <Y

Coaching Members Private Group

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

« Complete access to the entire Power
Agent® website

- BONUSES TODAY

 Cancel anytime
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POWERﬂ AGENT
| Tip!

1. Get Focused
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* .
w2 Listing Inventory Chart . P
s > lding listing i : L NEXT LEVEL® Lif
Keep Shailing ‘Focus on building listing inventory by 1 a month!” ~Darryl Davis lVlng d 1He:
n Life Goals Wheel
20 s s .
P Ratings Scale: 1-10, 1=You Need Therapy 10=Life is Grand
18
17
= = = Current Rating:
16 =
Living a NEXT LEVEL® Life! .
15 Desired Rating:
L Life Goals Chart
13 .
Write Down Three Ways You Can
12 . . Clean house Goals
= Improve Each of These Vital Life Components Organized Work ethic Current Rating:
T Comfortable skill level SE—
N 2 i ing:
= Physical Finances
= Environment Ciiahi o
What floats your Savings
U boat? (legally) investing
6
&
2. 2 2. 2 g
4 Training Eating habits
3 ‘I'“s:f Exercise
3. 3 3. 3 Coaching Slee
2 Reading »
1 -
Jan Feb March April May
©MCMXCIII Darryl Davis Seminars » 4 Ring Neck Court .
Family and Romance Personal Fun and \7&\ &
Friends Growth Recreation POWERAGENT© ( )
today’s date:
1. 1. 1. 1. - —
My Next Level* DOy wvow TuePowesProcnaLcon e iy
d POWER PROSPECTING PLAN - weekly Challenge 6] @ N
—— = ALTHY = : 2. S — o & 7
£.ND r,.‘,'fgr / Month Lig POWERFACT: When your prospecting dwindles - so does your income. Agents often say, “l don't know what to do. | don’t know where to find | o @ 4 \4
H “\)PY :) TIME new business. | don’t know how to get started.” | get it. I've been there. Done that. Don't need another T-shirt-right? You need Leads. For the o AN
January 3 next four weeks, my challenge to you is to make at least five calls per day, working at least three of these prospecting lead sources. Print one [e) N
= o, s : copy of this per week and start keeping track! Learn the secrets behind each source at com/L v
iy . Ready? Go!
il fi — 1 D © =
[ - Power Monday Tuesday Wednesday Thursday Friday Saturday Sunday o @ N
s March Prospectng i o =
- . - # A " . Call Current 8 @ O
y Cos B = — 5
a1 3 hg\‘t‘n B REAM BIG. May EXPIREDS AN
: i A May — ) a
" - une
! i ) O
Iy Call Past Clients = f‘\
fina : @ o
Rat @ P
August Cold Call Around ><
New Competition
‘5"; V‘S " September i ] 5 @ /
Fenae m SMILE STOPS with =
: gifts
Adverfint s K\ % October @ \
bl Host
N::;hburhood [ @ )
Open House Nk
November Call Vendors for [ @ O
Leads
“Anything is possible in the future. you just haven't Call “Orphans” Faa)
figured out how o de it YET.” -- Darmryl Davis December oot a Resl Esiabe @ \
MCMXCII Darryl Davis Seminars » 4 Ring Neck Court » Wading River, NY 11792 = 631-929.5558 « Fax: 611-929-1865 » wj [ - - @ O
Call Old Friends .
Copyright® All Rights Reserved. | Darryl Davis Seminars | www.thepowerprogram.com/leadsources | (800) 395-3905 @ O

www.ThePowerProgram.com




DARRYL DAVIS' COACHING CLASSROOM  WORKSHOPS ABOUT  MEETING PLANMERS RESOQOURCES BLOG SHOP  CONTACT HIRE DARRYL

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

Go to the Classroom Register for the Next Webinar Get Coaching Call Credentials Edit My Profile & Billing
Unlock hundreds of Power Agent® Learn the |atest Mext Level strategies and Connect to weekly coaching every Edit your profile, phote, password and
results-producing training tools. sclutions for agents. Wonday with these call codes. billing information guickly and easily

((Power

@Ider“‘

Access My Quick Start Guide Log Into My CRM How-To Site Tutorials Take Me to Facebook
Tap into the top ten ways to get the most Get quick access to your Power Builder™ Get guick and simple tips for getting the Connect easily to your naticnwide online
frem your membership. CRM and power up your sphere and farm. mest of your Power Agent Membership! Power Agent® Facebook Community.

DarrylSpeaks.com/Trial




DARRYL DAVIS COACHING CLASSROOM  WORKSHOPS ABOUT  MEETING PLANMERS RESQURCES BLOG SHOP CONTACT

Power Agent® Purpose Prospecting

Social Media Suggestions

Time and Money Management Vendors We Recommend Webinars On Demand

DarrylSpeaks.com/Trial




My Next Level® DOT BOARD™

Month Listings Listings Sold Sales

I am enﬁogm? Eimu:mf

FREEDOM

/

| am valued

| 1am part of a team

My workflifa priontlas are respected
. g
| can make a contribution
- L ]

| am accountable =),
- L

| feel supported
October

November

December

©MCMXCIII Darryl Davis Seminars » 4 Ring Neck Court « Wading River, NY 11792 « 800-395-3905 » Fax 631-929-1865 « www.DarrylSpeaks.com



'9. POWER Agent Members Q a -

Mary Buddendeck A community of like-minded real estate professionals eager to
@ June 30 at 7:22 PM . @ design lives and careers worth smiling about, servicing customers at

their highest... See More
Check out this June Dot Board!!! Wooohoooo & & & & & & &

& Private
Only members can see who's in the group and what they post.
X ©@ Visible
‘ Anyone can find this group.
LISTNGS LISTINGS  BUYERS Iy | @ cioksl
202 TAKEN  PENDING- CLOIME:
- ‘at General
& "’"}.g
a5 ¥rag ..-:r#

Ty '

Popular Topics in This Group @
@

FeBrRUARY #SmileDOSE -

249 posts
nw s
NARO? A #FridayFunny
25 posts
@ ®: |®
APRIL. & . . =
?,% . e ‘ Recent media
may l _ = Deposit S

— Deposit =
wWE . (0 “ g& _M ssion - Listing Agent to Th mn

Seller Credit to' ssion - Selling Agent to Ke ¥

Jeach r
——T T tion fee to Keller Williams -
ey Prorations/Ad]| Smen T T fuas
i1 20| Aecacamants a -
AveusT
I'D BE A TERRIBLE
SEFTEMBER SUPERHERD. I'D SEE THE
\ SIGNAL CALLING IN THE SKY
| - B
View Insights 361 Post Reach >
See All
OO You, Marty Sorrentino, Fred Schramm and 16 others 7 Comments
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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 Old Friends

Host a Virtual Q&A

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



PROSPECTING METHODS

FSBOs SEMINARS

These people want How to seminars

to sell now POWER for buyers and sellers
AGENT"
EMAIL SOCIAL
NETWORKING

Addresses, Subject
Lines, Relevant

COPY!COntent LinkedIn, YouTube,

Facebook Twitter
i_\?

EXPIREDs _. HOUSES FOR RENT

These folks already
show committment
to sell

These folks may

consider selling now.

NETWORKING ADVERTISING
Professional Pa Per cllck
Meetups & ff e ia B 8,1
Business Groups Forums
Blogs

@@9@0

REFERRALS
Current & MAIL
Ea“ Old-school

ustomers, Physical
Friends & Mail(lln .
Family, g
Professional
Colleagues

NEIGHBORHOOD

OLD FSBOs OPEN HOUSES
There are people that Invite neighbors
tried 6 months ago over to new stln%
and no one is calli ing generate free CM
them appointments

Ll [}

www.ThePowerProgram.com

DarrylSpeaks.com/Trial




Sick and tired of -
being sick and tired. v,
% | L
will have a
BREAKTHROUGH'
. P O 4

.‘" i £ L | 1 ' ) LS "CJ
DARRYL DAVIS Dol ( Month:
G~ SEMNARS —— __-%‘, - r—

Lot FLTSS T

' Date # Calls #Conv #Appts Notes

(

Copyrignt® Darryl Davis Seminars « w,,u\,\-TheinerP“c:gram.c::m
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MY 30-DAY COMMITMENT

DAY
DAY 1

SELLER

BUYER

DAY 2

DAY 3

Dy 4

DAY S

DAY 6

DAY 7

DAY 8

DAY o

DAY 10

DAY 11

DAY 12

DAY 13

Dy 14

DAY 15

DAY 16

DAY 17

DAY 18

DAY 19

DAY 20

DAY 21

DAY 22

DRy 23

Dy 24

DAY 25

DAY 26

DAY 27

DAY 28

DAY 29

DAY 30

A& 4

Forthe next 30
days, | commit to
talking to two
people per day,
at least one buyer
and one
seller, about real
estate, so that | can
take my business to
my personal
MNext Level®.

My Photo

Signature

DarrylSpeaks.com/Trial
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Committed to Serving - Not Selling, Coaching - Not Closing

TUE WED THU FRI
11t's World SMILE 2 October is Fire
Notes: Day! Practice a Prevention Monthl
random act of Stop by your area
kindness and be firehouse and
the reason deliver a basket of
someone smiles baked treats or
today! sandwich tray and
thank the crew for
all they dot
3 It's National Get 4 Joinus forthe 5 Putup your 6 Join us at Noon 7 Choose at least 8Research 5 Use the Call intro
Organized weekl Power Hour with  Buildin ML Eastern for our one strategy from  @xpireds from & to Farm dialogua
Takean hourtoput  Darryl Coaching  Empire Do Not Wednesday the October SMILE ~ month ago and found in Prospect-
yourplaninploce  Coll ot 1 Easterf. Disturbsignand  Webinar: Marketing oo pgrig use the old FSBO ing to reach out to
foroctober. Print  Check the praspect for two fr;':;‘;‘f;f;t‘;r:g”sh gk this JCepired dialogue  the folks in your
your Color Dot Board  Coaching Call FnIT:I hours tod:l;. - month and plan a - t fowrns
touseasa tab in classroom  Focus on servin, iy day to maks it tabtocalland see  gnd gt them know
motivator. foraccess code.  not selling. Regi Y if they are still you'll be stopping
happen! interested in by nextweek!
PowerAgentweninar.com selling!
101s TheRedX right 11 Join us for the 12 Put up your 13 Join us at Noon 141t's National 15 Use the 16 Prepare
for you? Power Hour with Prospecting Is My  Eastem for our Dessert Day. Expired volcamail November
Check it out at Darryl Coaching Supc!fa\vcr Do wm%u - b unlg\uly dialogue foundin  Newsletters togo
Darrylspecial.com CallatllEostern.  Not Disturb sign o o Iy lessertal the Prospecting oull darpe sphera
d use code 1 and prospect for awara: Why deliverto 5 t tab and commit and farm. f mailing,
o= Coaching Call twosolidhours  Homeowners clients and pop by the post
SMILE to startafree gonin clqssroom  today.Foeusen  Should ListWith You  them knowwhata 1o making at office. It emailing,
trial. 5"0'; — for access code. m;ltlng, not Register at: sweet treatitisto  least5calls. schedule to go out
resource for selling. have themasa Movemnber lst.
& Expired leads! Powsigentiasinarea™  elient.
171t's National Pasta 18 Join us for the 19PutupyourDo 20 Join us at Noon 21Pick one flyer or 22 It's National Nut 23 Becomea
Day! Treat a top Power Hour with Mot Disturb Eastern for our letter from the Day! nrfnglu Bagol  master at prospect-
client to a nice Darryl Coaching Zomblessignand ~ Wednesday prospecting tab Gourmat Nuts to ing dialogues that
Rallandinner—or  Call atllEastern.  Gogpectfortwo WON"“'—FHWi o andsendtoat ﬂvn:‘l'op Clients workl Downlood all
Check the Bacome a Fearless with a note, “Fm
witha n%':l';f.“t{“" Coaching Call il e ml Y- Listing Machine This m’::::_ﬁ:l’" I | TE e o :::r:mhﬁiml_
tab in classroom Focuslcliln serving, Fall. Register at: my clients get the ing tab and practice
foraccess code.  notselling. ;‘“‘”‘"”"‘”‘ﬁ" them this woekend.
PowsrAgentWebinarcom vestments
24Upv<3ulopcn 25 Joinusforthe 26 Put up your 27 Joinus atNeon 28 Reachoutto 15 29 contact 10-20 30 Call a family
;Duse (;:\:15 " Puwcq Hournr_wth Fear Face Do Not fwmwnr:":uw' people from your  pastclients andlet  mgeting to
eview e Darryl Coaching  pisturb sign and Y sphere.letthem  them know thatone g
Turn Gne Open CallatliEastern.  prospect for two Webinar —Top khow thot markets  of the services you  TeVieW calendars
Houseintoa Surge  Checkthe i Tricks and Treats \are shifting and provide is a for November,
of istingswebinar ~ Coaching Call  S0lid hours foruildingasolia  SXS LHE Reighborhood Fall Events and
andchocseat least  tabin cldssroom  tod@y.Focuson  ¢-figureincome. 98 sorit MarketReportse the Holidays.
2 strategies to foraccesscode.  Serving, not Register ot ¥ e they know the value
increase your selling. thereisawayyou O T
byt Powsrgentdistinar.com  can help them. rhoma.
JaisiEn  Notes or Important Dates to Rememb
Daiver Hollowsan oles or Impartan ales [0 kemember:
treats to at least 5
clients with a nate,
“Not tricks, justa
treat to have you as
aclient!” Have
some FUN!

Copyrighte All Rights Reserved Darryl Davis Seminars 800.395.3905 www.ThePowerP rogram.com
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10 Is TheRedX right 11 Join us for the 12 Put up your 12 Join us at Noon 14 It's Natlonal 15 Use the 16 Prepare

for you? Power Hour with Prospecting is My  Easterm for our Dessert Day. Expired volcernall MNovember

Check It out at Darryl Coaching Super Power Do Wednesd Choose a lovely dialogue foundin Newsletters to go

DarrylSpecial.com Call at 11 Eastern. Mot Disturb sign Webinar — iBuyer dessertand the Prospecting out to your sphare

and use code Check the and progpectfor  Beware: Why deliverto 5 E'lout sob ond commit and farm. K mailing,
N __ Coaching Call two solid hours Homeowners clients and pop by the post

SI?HLE to start a free tab in classroom  today. Focus on Should List With You  gham knowwhata 't Making at office. If emailing,

::::ﬁ:u';r rego foF access code. m;i-mg_ not Register at: gm hu-.ut itisto  leasts calls. schedule to go out

selling. ve them as a Movem
& Expired leads! " Powstigentiiinareem  client. perist.
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POWERy&\AGENT® SELF PROMOTION CAMPAIGN

ACTIVITY MAY JUNE JULY AUG SEPT OCT

Print Advertising \/ ‘/
Market update / / /
Mailing

MNeighborhood Market ‘/ / / ‘/
Report Mailing

Door Knocking &
Canvassing

Social Media
Marketing

Holiday Postcards

NTNEN

NENENEN

NIENIEN
LN

Just Listed/
Just Sold Postcards

Call Around / /
Mew Listings \/ \/

School Marketing

Folders/Fall Fest \/
Holiday Charity Drives \/ /
FSBOs/Expireds / / / / / /

DarrylSpeaks.com/Trial
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POWER AGENT POWER AGENT powes Racor |[OWER AGENT AGENT

e lve Newslatter Exclusive Newsletter WEDNESDAY kelusive Newsletter lewslatter

MONDAY MOTIVATION SDAY TRAINING WEBINARS |AGENT TOOLKIT  RATEGIES

DOLS FOR YOUR SUCCESS
R R T TOE BICTATES VOUR MTITiE {TRATEGIES, AND SKILL-BUILDING IDEAS f SUCCESS BUYERS AND SELLERS

Happy Mondayl Lefs get this success party staried! We ane hearing loes of
aciity in the markel. Apents are finally shaking off haliday made and getling
serious aboul goals. This is exaclly why you've gol o stay focused and dilch the -
distractions. Just 2= Damyl shared on last week's conference call, don't try to "da
it al™ - when you do, il's easy io gel overwhelmed and not do anything.

'Q r 4 K 4 4 K 4

How to Double

Vour Income be you're hawing a great week! For this Thursday's Tool [pif 12 the: mces doesa’t it? 1 also is a
e've pul together an awesome new

H shane 3 hardy Home Buying Checklkst for you. This
I" 12 Mﬂnths -, |medial We'lll alo be sending you a

feat addiion 1o your buyer's tools. You can share via
or Less b for your open houses, ar save os a JPEG and put on [ 20 Tuesday!
er lo ernal a printable copy!

Hey Julia,

Wednesday. January 13, 2021

. N Pion below 1o download.
121 I'A Easbern (g-ws AN Pocific)

Use your Power Week calendar 1o give you a daily focus - bt also 1o wrile down
the top three things you want o accomplish this week. Make thal your must do

and get il done early. That way the rest of the week feels lke icing on the cake!

hrenagian on the batbom

bl 1o thee Byers tab for more Buyer tools.

o your social media platforms

Wishing you a safe and hapoy week shead wilh a lot o smie about We're L Thanis, C5F - Real . here for youl serd to your book of business

thinking of you!
inking of you! l—" p! Hese's. b the week ahead filled to

Your Power Agent® Team

L,
into some of the most effective iools and - T i -
How to Get In the Door... N ) o BUYING ( almdai
JANEARY VTN TS of iraining and coaching agents. If you're
JANUARY TATH. 1851 o , one af my first brokers, Mac Leitt, was the ane who |he =tage for your personal Mext Level® b
thoul FSB0's. He was a lop producer, but he wersn't 2 great irsines. He 1ALS F‘;’. RESEARCH MORTGAGES
o break things down fo instruct. pary 13th st Moon Eastemn for How t0 | 00 s [ o s ey o apoiel b, s v
- ) i — A L
timee he s trying 4o trsin e, and | wes caling FSBO's and not or Lees - 2n cnllng iraining wiers we [ e e e . b di ti
tree, =0 | ashed hirn, “What shovld | heve sid fo get ol appoiniment ™ I: mr-m:r-::::‘:m-l re c ons
< . e : . iyt g e g shary o
ksporee was “Get in the door.” He had no dialogue suggestions, no ad Mol LevekB is 50 you can sty fooused (e eer ;
ACCLSE CODL prors, (e oy ever said, “Just get in the door” | was frustrating, but |:: et preaginm el @ s Sale: are Heating Up

ban o understand $he point.

F— ting machine anc DUl Inventory 2il YE2r |BORHOOD | MAKE A HOME SHOPPING LIST

3 FSBO and they respand with | hawe a friend in $he business™ or
I agent | would lest wishi™ or | wert 1o by selfing on my own for awdide [y stay top of mind with potensial clients, T8 |_ AhE L b rt iy oy s Wi

e
rat ue vose ) i st 15 U fillomerimag:
hing hal you need io focues on s o get in te door. ‘ i I-rhn:mhﬁ-‘wmd
— . pogement loals io balance family and work, M' " . e TR P
nothing can ever happen on the phane, i i o Dt r-L“ll'l" Foatir s R e e
buysrs and 2aliars to call AT A SO
2 you -:‘:M Diream festuren such as pro gruds Tachnslogy
s bkl =5 ity faat J
e your colleagues, and let's wark iogether i m:ﬂ“m“" ot b off the aP——
I the best way possible. Il see you online s wmar e 1
"‘L}ﬂ g b v
= ¥ ; lylapeaks comionling-training s [ Desmsteing
e Vom [
I o help! .w ol l: .T';wga

GRATITUDE LIAT)
pias

~ I&
-
(5]

Mt prnmm- ~Th

00O

o THET
MAKES THEW WRIDWE

AND SFICIAL TR ¥OW '\----_‘1I 5 —

e by = tapyeni pevyer srrrg

DOWHLOAD MY WEEKLY PLAN




The Fool Estode Agent's E BUSINESS

PLAN

1. Personal Survival Money Needed
2. Business Survival Money Needed
3. Income Tax :
_ae™ | 4 Misc.* e,

TOTAL MONEY COMMITMENT /

—

» Comes from BuyerSides (Cx0.25=E)

What % of Listings end up selling? (F)
How many listings do you need to get per year? (D+F=G) (G)
How many listings is that per month? (G+12=H)

How many listing appointments needed to get 1 listing? m
MNumber of listings a month? (Answer is line H) (J)
Number of appointments needed per month? (lxJ=K) (K)
How many appointments a week? (K+4=L) (L)

How many calls do you need to make to schedule 1 appt.? (M)
Maonthly # of appointments scheduled? (Answer isline K)  (N)
ber of calls needed to be made each month? (MxN=0} (Q)
any calls a week? (O+4=F) (3]

TO BE €O
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Plenning for
NOW Business,
FUTURE Business,

& Financial FREEDOM
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CREATING A REAL ESTATE .

3 BREAKTHROUGH

P
\l

2 -
e ol

o~ . # A

q{ e bp

Plonrrg 43 ‘ o R
NOW Busin® <
rUTURE dLEALCL

& Financial FREED

By Darryl Davis

Z

R
=
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T
Listing ‘?}“‘m* Power '&Aﬂb\l
Presentation S

be

\

=HOMES

DARRYL'S DEMO:
VIRTUAL LISTING [
PRESENTATION

1+ Hour Coaching Video, How ‘-

to Deliver a Listing 3-Part Breakthrough
Conversation $297 Business Plan

(43 Pages)

Virtual Listing Presentation
For Homeowners (103
Slides) $497

(]
Power '."A] 3
AGENT’

NEW AGENT

SUCCESS
STARTER KIT

TOPI2

Most Requested

iulogues

- MDD“’”"’Emm com

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

157 LB eGuide For Buyers or Sellers
$ !!'.ﬁ"rus 73. ¢

PLUS... I 84 \'! $97

« Today’s Slides - $47
« Copy of webinar - $47
- 30 days of Power Builder CRM - $49 184 Ways An Agent

Earns Their Commission
$47

DarrylSpeaks.com/Trial



http://www.darrylspeaks.com/Trial

POWERﬂ AGENT
| Tip!

1. Get Focused
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POWERA AGENT
\ Tip!

2. Prospect For LISTINGS
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Insiders Market Articles Tools

‘ A My Gurus

qur L.fOCUS

Get Premium to unlock « See what top fund managers are buying

« Moare than a number - Get real insights into each stock’s data

powerful stock dat= - DPENU D M ey “~ and more time learning about companies —

ealtor.com® September Housing Report: Wiite for GuruFocus SUt,m“an artice
Inventory Just Hit a 2021 High, Which Means More
Choices for Fall Buyers

Sep 30, 20

Hojlto use GuruFocus - Tutorials

at Is in the GuruFocus Premium Membership?

A DIY Guide on How to Invest Using Guru Strategies

GuruFocus New Features

Pit Newswire

U.S. inventory declines continued to shrink (-22.2% year-over-year) despite a dip in new listings in
September

PR Newswire
SANTA CLARA, Calif., Sept. 30, 2021

SANTA CLARA, Calif., Sept. 30, 2021 /PRNewswire/ -- New housing data shows

inventory hit a 2021 high in September, giving buyers more choices than they have had

all year, according to the Realtor.com® Monthly Housing_Report released today. Nearly 'Related Tickers

one-third of the 50 largest metros continued to see increases in newly-listed homes

Ticker Price  Day's Change % Price Change
compared to last year and in Austin, Texas; Portland, Ore.; Jacksonville, Fla.; and ASKNWS + sa:z08 S 0
. o o NWS +  $2359 1.24 0.29
Washington, D.C., new listings were up more than 10% year-over-year. NWSA ¥ s 141 033
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DARRYL DAVIS' COACHING CLASSROOM  WORKSHOPS ABOUT  MEETING PLANMERS RESOQOURCES BLOG SHOP  CONTACT HIRE DARRYL

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

Go to the Classroom Register for the Next Webinar Get Coaching Call Credentials Edit My Profile & Billing
Unlock hundreds of Power Agent® Learn the |atest Mext Level strategies and Connect to weekly coaching every Edit your profile, phote, password and
results-producing training tools. sclutions for agents. Wonday with these call codes. billing information guickly and easily

((Power

@Ider“‘

Access My Quick Start Guide Log Into My CRM How-To Site Tutorials Take Me to Facebook
Tap into the top ten ways to get the most Get quick access to your Power Builder™ Get guick and simple tips for getting the Connect easily to your naticnwide online
frem your membership. CRM and power up your sphere and farm. mest of your Power Agent Membership! Power Agent® Facebook Community.
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DARRYL DAVIS COACHING CLASSROOM  WORKSHOPS ABOUT MEETING PLANNERS RESOURCES BLOG SHOP

HIRE DARRYL

CONTACT

Power Agent® Purpose

Social Media Suggestions

o=y, ..

Time and Money Management
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“I love Darryl’s FSBO
Dialogque. | actually find
that FSBOs are nicer
than | thought. I listed 5

FSBOs in one
weekend!”
Carmen Lacey-Billups \ﬁ
Howard Hanna Real Estate pOWERAéNT@

DarrylSpeaks.com/Trial



Best Sources of Leads

1. FSBOs
2. Expireds
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EXPIRED DIALOGUE

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

> - ) ) , o ) .
S{L@ 3\ @&Mﬁ\,’”} The reason I'm calling is that | noticed your house expired off the

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

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

Step 4 Beile A Relationships

I am 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?

After they answer that question, the rest of your questions need to be focused on where they are
moving to, not why they didn't sell. Where are you moving? When do you want to be there? Is
there a particular reason you chose that location?

e dialogue and/or training sessions, o m ﬂ 0
I Davis Seminars at 1-800-395-3905
ePowerProgram.com [[mv S p el
= 0 en s
Shep ‘-p_ ) lovite Aeiien
Mr. Jones, | understand this is probably frustrating for you, but let me ask you this: If | had a buyer who

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

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

DarrylSpeaks.com/Trial




| am 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?

After they answer that question, the rest of your questions need to be focused on where they are
moving to, not why they didn't sell. Where are you moving? When do you want to be there? Is
there a particular reason you chose that location?
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Best Sources of Leads

1. FSBOs
2. Expireds
3. Houses for Rent

o =2 O
@ :

- G
A Sy I
b
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SIGN UP

! — \ Watah the Video

PRE

EXPIREDS FSBOS FRBOS FORECLOSURES SJ#RM DIALER

Rescue landlords from va-
cant rentals. easiest ap-

Get cleaner, faster For Sale
Dwners without

Turn Exp
into powerful leads wi

Get the mostz Call more people in
= Chone numbers less time with our




FOR RENT BY OWNER DIALOGUE

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

L o) o = The reason why I'm calling is | do see you are renting your place, but
S“”@b’) éﬁ' (?[t.‘ff{%\ﬂ I was wondering, if | had someone who wanted to buy your house for
! a nice profit, would that be something you would be interested in?

Step 4 Boild @ Releticnship

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

Step S Centivm the Appeiniment

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

dialogue and/or training sessions, o m ﬂ 0
Davis Seminars at 1-800-395-3905

PowerProgram.com [ I )G !W‘Sl@@lw
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* g ﬁ--';' o |- The reason why I'm calling is | do see you are renting your place, but
. v/
‘S"{ﬁ@ i‘)ai‘ ('«"[I(E—‘ﬁ{% I was wondering, if | had someone who wanted to buy your house for

a nice profit, would that be something you would be interested in?
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DARRYLDaAvis

COACHING CLASSROOM WORKSHOPS ABOUT MEETING PLANNERS

RESOURCES BLOG

SHOP  CONTACT

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

Power
AGENT

Power Agent’
Coaching
Call

Power Agent®
Coaching Call
with Darryl

Every Monday | 11am Eastern

Call 646-876-9923 to join us.
Meeting ID: 987 4263 9514

Simply use this link to join on Mondays:

@ . FREE ONLINE TRAINING!
j)— = Presented tiy Darry! Dunvis, CSP - Aaal Estate Cosch
=) 0.1 The 7 Must

o> ke Have Habits

& to Succeed
5o F R in a Ehiﬂing
T (L p—— Market

;79 | GO0D Life Wednesday, September 8, 2021

/w f&‘j 12-1 PM Eastern (9-10 AM Pacific)

The 7 Must-Have
Habits to Succeed
in a Shifting Market

September 8, 2021 | 12pm Eastern

Power Agent” P
Onboarding Q&A

Power Agent®
Onboarding &
Classroom Training

Every Tuesday | 11am Eastern
No Registration Required!

Simply uzedh

asdays:

FREE ONLINE TRAINING!
STOP Wasting Money
with Online Leads:

How to Master the Telephone &
Generate 100k a Year

Wednesday, September 15, 2021
12-1 PM Eastern (8-10 AM Pacific)

How to Master the
Telephone & Generate
100k a Year

September 15,2021 | 12pm Eastern

DarrylSpeaks.com/Trial

FREE ONLINE TRAINING
PRESENTED BY DARRYL DAVIS, CSP - REAL ESTATE COACH
THE MARKET IS SHIFTING:

6 Ways to Generatel;
a Surge of Listings #

Wednesday, September 1, 2021
12-1 PM Eastern (9-10 AM Pacific)

The Market is Shifting:
6 Ways to Generate
a Surge of Listings

September 1, 2021 | 12pm Eastern
You are registered! |~
Please check your email for your join link.

Get More Info

EXCLUSIVE POWER AGENT“TRAINING!

With
Special Guest
Getting to Know the

Power Builder® CRM Part 2

with Special Guest Shannon McGee

Thursday, September 16, 2021 Shannon McGee
12-1 PM Eastern (9-10 AM Pacific) S Dirstas, PASY

Getting to Know
The Power Builder®
CRM Part 2

September 16,2021 | 12pm Eastern




Best Sources of Leads

1. FSBOs
2. Expireds
3. Houses for Rent

4. Past Clients

Yy = S o =

DarrylSpeaks.com/Trial



#1 Agent
Most Homes Sold on Long Island

L BUSINGSS 1S NOW

OVER 1100
AND GROWING

Annette Mina
Douglas Elliman
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Post-Closing BONDING PROGRAM Checklist

PRIOR TO CLOSING MOVE IN DAY /DAY AFTER CLOSING

* Call and check in...congratulations
* Give client Easy Move Book again and recommend local restaurant

* Request testimonial letter or stop by with restaurant information
* Drop by with a gift

Text "Hey Hunna Hunna, This is DD, Just

Handwritten thank you card checking in to see how you folks are
settling in. If you need ANYTHING, fust
let me kmow.

Gift Certificate #1 Bl il

90 DAYS AFTER CLOSING

Gift Certificate #3 or SMILE Stop Ll sl RO LA

45 DAYS AFTER CLOSING “

HUD Closing Form

Monthly eNewsletters

Post Closing
Bonding
Program

DarrylSpeaks.com/Trial




Mr. & Mrs. Hunna-Hunna I’m Sorry LETTER

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. | think about you often but get so busy
helping the families | am working with now. It seems | never get around to staying in touch with you and I'm
embarrassed.

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

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

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

Sincerel

Sincerely,
Darryl Davis, Power Agent®

|l .,.;’

o
=

Dar-r'yISpeaks.com/TriaI

-



PAST CLIENT CHECK-IN CALL

1.”Hunna, this is how are you?!"

2."Recently I was thinking about my past clients and
just wanted to check-in.”

3.Talk about them and how they are

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

«People are either refinancing
+Or they're buying their dream home

5/If you need ANYTHING, consider me your real
estate hotline”

For more dialogue and/or training sessions, ﬂ
call Darryl Davis Seminars at 1-800-395-3905
www.ThePowerProgram.com [[5 s b (3EE

DarrylSpeaks.com/Trial
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1"Hunna, this is how are you?!

2."Recently I was thinking about my past clients and
ust wanted to check-in.”
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v 3.Talk about them and how they are
4.When they ask about your business, say “Because
interest rates are so low, I'm finding..
«People are either refinancing

Or they’re buying their dream home

5.”1f you need ANYTHING, consider me your real
estate hotline”

DarrylSpeaks.com/Trial
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Visit With Your
Top 50
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SMILE STOPS™ are a fun reason to stop for quick visits
with past and potential customers to show your appreciation and
continuously cultivate your connection and trust.

They are designed to help you:
S: Service (focus on service not selling)

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

E: Elevate the relationship

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

DarrylSpeaks.com/Trial
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Ideas to

Show Your (D EEImrEmam
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the kindergarten teachers at your local
(Call

Fnarry.) Leave notes for each, Thasks for all you
do toinspire cur future! Lave, Yeur Local
REALTOR®." Astach 3 business card.

2™ Jelly Bean Day. Bring a jar of gourmet jelly
Beans to five top clients with a note that reads,
=Thasks for all your SWEET referrals! Happy belly
Bean Dayt”

27 Arbor Day: Head to you local plant rursery
and pick up § tree seedings (or try this site:
tanes sebuseet

December S Ideas for Agents

SMILE Stops — 10 Referral
Worthy Ideas

orited %

s
E

w

SMILE Stops — April

Favorite ¥¢

POWER AGENT® SHILE
STOP STRATEGY!
o Dy Wasd to your
loesl pet atnee for soe
fancy dog treats of & cool
chew toy and delver ta
five t0p clients that you
Inow are dog owners
with » meem, Wy Mationel
Doy Dy el | st
wanted to helg you
cuietirate. by deiiverrg
this specist gt b your
furry framedl of there'y.
arytting | cam d s heig
B you please krow that f'm
abways herel [y

2

February Ideas for Agents

4

N - Sendacid teatriand dor: fhe o

Bt 4 harcarener card B

o

SMILE Stops - August

Favorite ¥

SMILE STOPS " Ideas
for Agents for June:

Smile Stops — December

Favorite %

3 o bov Mench

SMILE STOPS'

s Duy. Bring a bex of popcom ta § fun
cutomers with & note, | just wanted 1o pop over 1o sy thaniks for being an
armazing chent. | hope this treat makes yeu SMILE"

-

1% Dayfight Savings Time, Bring 2 9 volt battery 10 5 chents with ancte,
me“hﬂwmmﬂf Il\lmlo(wl‘mblﬂfm
Thanks for beng an amasing chent:™

121 Girl Scout Dayr Graty & bowes of girl soout cookles (they are everywhene

O e Rt o

e deliver to 6 great clents with a note that says, “You're ane of
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SMILE Stops — Dog Days

Favorite ¥

 for Agents for May:
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SMILE Stops - February

Favorite ¥

SMILE Stops - June

Favorite ¥

SMILE Stops — March

Favorite %
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L 6 Smart SMILE STOPS Ideas for Rgents for Spring:
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Seven Summer SMILE Stop Ideas!
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SMILE Stops — May

Favorite ¥

SMILE Stops — September

Favorite ¢

SMILE Stops - Spring

Favorite ¥
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December SMILE STOPS™ Ideas for Agents

e v

“Love staying ‘connected’ “Thank you for helping me “Whisk'ing you happy
with great people/clients ‘wrap’ up o great year serving
like you! Happy Holidays!” you and your referrals!” -

- Extension cord Wrapping Paper

holidays!” - Red or
Green Whisk

“Merry Christmas to all, “Any way you slice it, I'm “May your days be
and to all a sweet bite!” - thankful for your referrals.”  merry and bright! Happy
Baked goods - Holiday Pie Holidays!” - Flashlight

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 | (B00) 395-3805
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December SMILE STOPS™ Ideas for Agents

e »

“Love staying ‘connected’ “Thank you for helping me “Whisk'ing you happy
with great people/clients ‘wrap’ up a great year serving holidays!" - Red or
like you! Happy Holidays!” you and your referrals!” - Green Whisk

- Extension cord Wrapping Paper

DarrylSpeaks.com/Trial




. FSBOs

. Expireds

. Houses for Rent
. Past Clients

. Orphans
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Orphan LETTER

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

Dear Hunna-Hunna:

| am writing you this letter because in “MONTH” of “YEAR” you “BOUGHT OR SOLD"” your home through our
office with an agent who is no longer with this office.

| am delighted to let you know that Mary Yadda Yadda has been specially selected to be your Marketing
Specialist. Our goal is to bring you this very best service in real estate. Period. At Power Realtors our 30-year
history of success put us at the top of our field and last year alone we helped over “PLACE REAL NUMBER HERE”
families achieve their goal of selling or buying a home right here in the “GENERAL AREA”.

Mary is “PLACE BIO BLURB HERE” and | am sure you will be delighted with her exemplary service. She will he
contactingyou in the next week or so to introduce herself so if you have any real estate questions at all (or if any
of your friends might need some real estate advice) Mary will be there for you, your friends and your family.
Thanks again for working the Power Realtors and please feel free to call Mary or me personally if there is
anything we can do for you.

Sincerely,

Sincerely,
Darryl Davis

g -~

Dar-r'yISpeaks.com/TriaI
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| am delighted to let you know that Mary Yadda Yadda has been specially selected to be your Marketing

N Specialist. Our goal is to bring you this very best service in real estate. Period. At Power Realtors our 30-year

E history of success put us at the top of our field and last year alone we helped over “PLACE REAL NUMBER HERE” =
> | :
~ |

,Eﬂ"

X

families achieve their goal of selling or buying a home right here in the “GENERAL AREA”.

Mary is “PLACE BIO BLURB HERE” and | am sure you will be delighted with her exemplary service. She will be
contacting you in the next week or so to introduce herself so if you have any real estate questions at all (or if any
of your friends might need some real estate advice) Mary will be there for you, your friends and your family.

Thanks again for working the Power Realtors and please feel free to call Mary or me personally if there is
anything we can do for you.
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I'm looking for

Step ¢ Infreduce

ORPHAN ADOPTION DIALOGUE

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

> ~) .
‘S{Lq@ 3\ @E({_):I{{a\’ The reason for this call is to apologize. It seems as though you bought

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

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

Ste [L'_, Fine Cut Whet They've Cenmiived %

1. By the way, how are you enjoying the house?

2. Have you made any major improvements to the
house?

3. What do you like best about the neighborhood?

4. Have you ever thought of moving?

5. If you were to move, where would you move to?

6. If you could have a larger home or in a different
neighborhood, for the same monthly payment,
would that be of interest to you?

Siep S lvite Aciion (Cheese Oned

1. One of the services we are now offering is an updated market analysis of a client’s home. You never know,
you could be amazed at how much your house is worth. You literally could be able to move to another home f— ——

and not have your payments go up.

2. One of the services we offer our past clients is the Neighborhood Market Report. This report not only tells

you how much your house is worth in today’s market, but it also shows you what your neighbors’ houses

are worth.

For more dialogue and/or training s

call Darryl Davis Seminars at 1-800-395:

www.ThePowerProgram.com

0000

-7 [ DexvwyASpecks
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é{q‘) (g‘?(_l‘t{ ¥’ The reason for this call is to apologize. It seems as though you bought

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

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

2 4> Find Out Whet They're Cemiltted T

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

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

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

would that be of interest to you?

DarrylSpeaks.com/Trial
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| step 5 luvite Adiien (Cheese One)

1 1.0ne of the services we are now offering is an updated market analysis of a client’s home. You never know{___
b you could be amazed at how much your house is worth. You literally could be able to move to another hom§
| and not have your payments go up.

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

)3 PE aminsg 3 S UL cRLEV

~ For more dialogue and/or training sessio , in f ﬂ

DarrylSpeaks.com/Trial
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Listing

Presentation e

be

\

=HOMES

Virtual Listing Presentation
For Homeowners (103
Slides) $497

Power
AGENT’
NEW AGENT

SUCCESS
STARTER KIT

New Agent Starter
Success Kit (29 Pages)

$127

PLUS...

PowEeR '&A'ﬂ- BT

DARRYL'S DEMO:
VIRTUAL LISTING [
PRESENTATION

1+ Hour Coaching Video, How
to Deliver a Listing
(of oY eiQ $297

TOPI2

Most Requested
ialogues

Darryl’s Top 12 Most
Requested Dialogues

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

3-Part Breakthrough
Business Plan
(43 Pages)

Multiple Offer
Spreadsheet $97

Customizable Multiple Offer
eGuide For Buyers or Sellers

-'E'Iﬂ;:us 73. $97

Ll
84 \"

184 Ways An Agent
Earns Their Commission
$47

DarrylSpeaks.com/Trial
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POWERA AGENT
\ Tip!

2. Prospect For LISTINGS
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POWERﬂ AGENT
\ Tip!

DarrylSpeaks.com/Trial






DarrylSpeaks.com/Trial




Call Today: (800) 395-3905 or Drop Us a Line

& Sarah Cornacchio | @ Dashboard | Logout Search ..

POWERﬂAG ENT’

COACHING

CLASSROOM  WORKSHOPS

ABOUT

MEETING PLANNERS

RESOURCES

BLOG SHOP CONTACT

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

EXCLUSIVE POWER AGENT' TRAINING!

k Management

R
for REALTORS®

21/09/30 - Risk Management
for REALTORS

Favorite ¥

EXCLUSIVE POWER AGENT TRAINING! —
celtlng toK ‘m '.nu-l‘\‘\'.lwll
Power Builder® CRM

Part2

e |

21/09/16 - Getting to Know
the Power Builder CRM Part 2

Favorite ¥

How to Own

Your Sphere &

Farm Through

Direct Mail

Marketing Free Online
- Training

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

Favorite ¥

Free Online Training

ATTENTION REALTORS
How to Use the .
Upcoming Holidays to

Generate More Business

ExcLusive poweR ACENT TRAINING: NI
Specls uest

Creating Extraordinary
Connections: The Key
Between Gifting and
Referrals

Claudia Amling

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

Favorite ¥

21/09/23 - Creating
Extraordinary Connectio
The Key Between Gifting a
Referrals

Favorite ¥

FREE ONLINE TRAINING!_
How to Turn ONE
. Open House Into a
"i‘bSTREAM of Listings.. . |

i Davis, C3P -

21/09/22 - How to Turn ONE
Open House Into a STREAM of
Listings

FREE ONLINE TRAINING!
STOP Wasting Money
with Online Leads:

How to Master the Telephane &
Generate 100k a Year

21/09/15 - Master the Phones
& Generate 100k a Year

Favorite ¥

21/08/19 - Brainstorming
Session 6

Favorite ¥

P FREE ONLINE TRAINING!

The 7 Must
Have Habits
to Succeed
in a Shifting
Market

SO B |
B m

it 5P

THE MARKET 1S SHIFTING:
6 Ways to
Generate a
Surge of Listings

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

Favarite ¥

How to Double
Your Income
in The Next 12
Months

e Davin, 550
-Rﬂl“zm

21/09/01 - 6 Ways To
Generate A Surge of Listings

Favorite ¥t

Marketing
Calendar MUSTS:

How to Finish the
Year Strong

FREE ONLINE TRAININ

21/08/18 - How To Double
Your Income In The Next 12
Months

Favorite ¥

21/08/04 - Marketing
Calendar MUSTS: How to
Finish the Year Strong

Favorite ¥

DarrylSpeaks.com/Trial




A B

The 4 P’s for a Successful
Public Open House.....
a Preparation
a Promotion

a Presentation
z Post Open House

DarryISpeaks com/TrlaI



Open House
List

o1 Yard sign rider

Feather Flags

BRANDED directional signs (use Google map
to plan)

Sign in sheets

Property Brochure/Flyer

Property survey

Property Floor plan

Bluetooth speaker

Validation Pieces:

Extra Masks and shoe covers

Scented candles

Mortgage Sheet

Have comps if your house is priced well, but do
not give them out...ask if they want them
emailed

7 USB drives and QR code cards

O O

Ooooooogoogao

,ﬁ? POWER AGENT"
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7 Yard sign rider

1 Feather Flags

- BRANDED directional signs (use Google map
to plan)

1 Sign in sheets

- Property Brochure/Flyer

1 Property survey

-1 Property Floor plan

71 Bluetooth speaker

1 Validation Pieces:

1 Extra Masks and shoe covers

1 Scented candles

7 Mortgage Sheet

o Have comps if your house is priced well, but do
not give them out...ask if they want them
emailed

7 USB drives and QR code cards

DarrylSpeaks.com/Trial



USB Flash Drives Power Audio Drinkware Accessories Health 100% Custom Designed Corporate Gift Sets

o e Ao e S Vapproved ¢ Trustpilot

The Key USB Flash Drive

Customize Now or Quick Quote

Under 200 units. Check Out Instantly. Get a Custom Quote for aver 200 units.

(© 6h 33m 14s to ship your order Today

K/

% Built in the USA :@ Next Day Delivery Lifetime Warranty E-_\;'y Hassle-Free Returns

DarrylSpeaks.com/Trial




Welcome! Please Regriten. ..

| Give this to

Address City State__ Zip

Phone email people on a

How did you learn about this open house?

u
O Mewspaper ad T Sign C Other I b d
O Internet C REALTOR® c I oa r
u
What is your time frame for purchasing a home? h I t h
O Plan to buy now O Mot sure W I e ey

D Within 6 months 0 Within one year

u u
Are you currently working with a real estate agent? a re Wa I t I n g
O Yes O Mo Mame of Agent -
Would you like a FREE Up-to-Date market analysis on your home? o u ts I d e
O Yes ONe

Please list any special needs you may have or your comments about this
home...

Thank you for regrdering!

Agﬂl'lt MName
@ 1 creen
Phone
email ,&?Fm.‘m Aceur

DarrylSpeaks.com/Trial
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=
- i/j "
> Post Open House

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

DarrylSpeaks.com/Trial



Hello [Prospect name],

Thanks for stopping by on Sunday. | wanted to check in and ask if |
can answer any guestions for you about [Insert address]. Also, |
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]

DarrylSpeaks.com/Trial




Hello [Prospect],

Great to meet you at [address] last weekend. | 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 | can assist
you in helping win this home.

However, if this house did not fit your needs but you’re interested in
the neighborhood, | 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]

DarrylSpeaks.com/Trial




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

POWER%AGENT' COACHING CLASSROOM WORKSHOPS ABOUT MEETING PLANNERS RESOURCES BLOG SHOP  CONTACT HIRE DARRYL

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

( POWER

@lder“’

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
ASuUlts-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 guickly and easily. and Networking solutions for agents.

DarrylSpeaks.com/Trial




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

POWER%AGENT' COACHING CLASSROOM WORKSHOPS ABOUT MEETING PLANNERS RESOURCES BLOG SHOP  CONTACT HIRE DARRYL

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

.\KE/OWER Builder® '

DarrylSpeaks.com/Trial




POWER\’R AGENT COACHING ~ CLASSROOM

WORKSHOPS ABOUT  MEETING PLANNERS RESOURCES BLOG SHOP CONTACT

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

iBuyer - Presentation !

Favorite ¥

Buyer - Presentation Slides

Favorite ¥

Real Estate Predictions

A Bales ara Heating Up

Infographic - 2021 Infographic - Home Staging

Predictions Success
English | Espanol

Favorite %
Favorite %

i wouid buy up 3 couple hundred thowsand single family
homes. I heid for 2 lomg period of time and purchased at

Finding ‘l’oulr

Pregared for

Any Famity
esidancs.

Inspirational - Warren Letter - “l Have A Buyer”
Buffett English | Espanol

Favorite 3¢

Favorite

New Home D s
Multiple-Offer Tracking Presentation - Buyer Agency
Spreadsheet Favorite ¥¢
Favorite ¥

™= Real Estate

Predictions

BUYERS FREEZE WHEN CONFUSED

Pk
7T

o o o /P e

LESS STRESS. INCOME HIGHER.
WORK THE HOUSE. NOT THE BUYER.

Prospecting Texts

nglsh | Espanol

Report - 2021 Real Estate
Predictions

English | Espanol

Slide - Buyers Freeze When Video/Article - The Shiny

Confused Penny Concept

Favnrite < Favnrite ¥

DarrylSpeaks.com/Trial
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FOLLOW UP TO OPEN HOUSE DIAL

Step | | Identity Step 7 nirodece

Hello, may | speak with Mr. Jones?

Step ) Clevity

=

The reason I'm calling was to thank you so much for stopping by our open house on (date here) at
(address here)!

Stiepp 4 ) sk questions o dietertine helr Contiliten?

This house, if you remember was a___ bedroom __ bath, at (price). If that's the style and price range
you're looking for, there's some new listings that came on the market that are really awesome.
A) Is this the style of house that you were looking for?

Hi, this is Darryl Davis with Power Realty,
how are you?

(From this point forward, just ask questions related to style of house, space needs, schools, etc. to
find out their commitment.

Step S nvide Aciicn

In my office, we have something called the 6-step buying process that is designed to help you find the
right house with the least amount of aggravation. So, what I'd like to do, is to find the time when you

can come in so | can share this valuable process with you, and we can go take a look at those amazing
new listings before they get sold.

v]in]f IO

[DevyiSpecks
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Host a Neighborhood Open House First

DarrylSpeaks.com/Trial



asay oboq
Auedwog ino

UOPBULIOU] IDBIUOD IO

IIH SSAIPPY QI
12 SS2IPPY ey
2I9H Jaqunp 2uotd [[20
9I9H I U JUIBY

é: 2/@(/4. e /{1 CBOTU /@/
INVITED

*THIS EVENT IS BY INVITE ONLY

You are personally invited to a
Neighborhood Open House!

As the homeowners will not be present, [ will
provide a personal tour of the home at

ADDRESS HERE

on DAY here, DATE here
at TIME here,
For any information pertaining to this house, or
any real estate related questions or comments,
please contact NAME HERE at PHONE HERE.

This template works with Avery3266{uarterFoldGreetingCards

DELETE ME
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POWERA AGENT
\ Tip!

4. Work ON Your Business
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=14 nne

owsores L L YOUR o
e % MAIL MARKETING
Appointment §

Free Online Training!
HOW TO BUILD
A REFERRAL
BUSINESS FROM

THE GROUND UP

21/03/17 - Own Your Farm
Area Through Direct Mail
Marketing

21/03/24 - Feel Crazy
Confident on Every Listing
Appointment

Favorite ¥¢ Favorite ¥

@ FREE ONLINE TRAINING!

Online Lead Gen &
Follow-Up Strategies

for Real Estate
Professionals

HOW TO
CREATE BUYER
LOYALTY

Anal [WH BELE Yo imcomse

i e Next g0 Days

PRESENTED BY
DARRYL DAVIS, C5P
- BEAL BSTATE COACH &
TRAINER

21/02/24 - Online Lead Gen &
Follow-Up Strategies

21/02/17 - How to Create
Buyer Loyalty

Favorite Y¢ Favorite ¥¢

A\ ! ’
g “ Presented by Darryl Davis, CSP
2 = Real Estate Coach ¢ Trainer
-

THE MUST-HAVE
TECH TOOLS IN
TODAY'S MARKET

“:\ Free Online Training!

How to Guarantee
2021 is Your
Breakthrough Year

FREE ONLINE TRAINING!

S

21/03/10 - How To Build A
Referral Business From The
Ground Up

Favorite ¥

FREE
ONLINE
TRAINING

STAYING

WITH CLIENTS
USING THE POWER
OF YOUR CRM

21/03/03 - Staying Top of
Mind with Clients Using the

How to

LTS Become a
Listing Machine
Working FSBOs

@und Expireds &

21/02/10 - Become a Listing
Machine Working FSBOs and
Expireds

Favorite

How to Double
Your Income
in 12 Months

or Less

21/01/27 - The Must-Have
Tech Tools in Today's Market

21/01/20 - How to Guarantee
2021 is Your Breakthrough
Year

FaVqrite ¥
Favorite ¥

21/01/13 - How To Double
Your Income in 12 Months Or
Less

Favorite ¥

Power of Your CRM

Favorite ¥

- & “

- wane  HOW TO STAY

'realiors!  EOCUSED ON
EXX HIGH PRIORITY
@ ACTIVITIES

21/02/03 - How to Stay
Focused on High Priority
Activities

Favorite ¥

| The 3-Part

H Breakthrough

z iy Business Plan for

2 2021 o=

% How ta Plan for NOW Business, FUTURE l
3 Business, and FINANCIAL FREEDOM

21/01/06 - 3 Part
Breakthrough Business Plan
for 2021

Favorite ¥




Microsoft PowerPoint

KEYMNOTE

Fh:

-

Google Slides
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Video
Conference
Platform







POWER

@der"”

CRM

Customer Relationship Management
CustomersiClients Really Matter
Keep Reminding Me
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user Friendly Lists

@OWER Builder”

Contacts Add Q‘.?lst Welcome Gary and Maureen!
Task List Gary and Maureen Hall Add Task
Search Results 1 Total Contacts 2
Incomplete Tasks Completed Tasks
All Hall, Gary
A Hall Maureen ) Search
B 215-813-2495 (H)
c Select All
D o n o - -
£ Subject Status Start Date Due Date Print List
F 21) CardiGIN” o9 Not Started 0512172014 6/21/2014 a omplete  Add to Calendal
G
elp figure out what kind of
H or “{Hall
I saryl* Nat Staried Q062015 Comolete  Add to Calend
y 2 Year First Time Buver Currenty fd Not Started 10006/2015 a wiele Add alenda
Renting Prospecting Plan (Emall)
K (Phone Call)
L Mav | send vou prohies of
M that are a goo J
sary]” Not Start D6/13/2016 Camplet Add to Calend:
N 2 Year First Time Buyer Currently e e N B et (000 acros
o f
i e i
Q i e | Gary|"
2 Year First Time Buyer Currently 84 Not Started 02/07/2017 3] omplete  Add to Calenda
R Renting Prospecting Ptan (Email)
s (Phone Call)
T should we stay in touch? “[Ha
Gary]*
U 2 Year First Time Buyer Currently 84 Not Started D7/07/2017 a Complele Add lo Calenda
v Renting Prospecting Plan (Email)
(Phone Call)
W s - T
Plan ending alen *[Hall. Gary]
X 2 Year First Time Buyer Currently = S o
= Ll S el Not Started 0710712017 Complete  Add to Calends
¥ Renting Prospecling Plan (Emall &3 NoiSarte 7107720 3] i ! "
To-do)
Z
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HiidEcSaEs 2R ™
e R L = [ -y

O Thaek Tou b the Refemslal

Srremai

Thear ke for the
Yo  Referrals!

Dwae in B Cuny,

POWER

H ™ s s & iy, s cwsing
l ” er P A S ———
N ¥ o v i B, Phempabed o ey P Thartn g,
i v P a2 e ey e OssnO

o T
e b e

= Fevl Liied

oy Bty
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Contact Profile Keep in Touch Social Intelligence Activities/History Properties Business Directory Documents

STATUS FOLLOW UP FREQUENCY
Hot Prospect 7 days
Keep in touch events available to all contacts
Event Date Status Include Cantact in Event
Manthly e-News|etter Recurring Active
4th of July Fireworks Party Thursday, Jul 04, 2019 Actlve ]
Cllent Appreciation Party Wine and Cheesa Fridday, Dec 06, 2013 Active :
Keep in touch events specific to this contact () CREATE NEW EVENT
Event Date Status
Main Contact Birthday April 15 Active DEACTIVATE |
Spouse/Partner Birthday No Dats | & £ |
Move In Anniversary No Date
Activity plans assigned to this contact 1 (3) ASSIGN NEW ACTIVITY PLAN

DarrylSpeaks.com/Trial
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(2

(PowER Builder [IDEIsIole ]t

Welcome, Sarah!
DASHBOARD

BUSINESS PIPELINE

{83 Customize Dashboard ()
TASK LIST

CALENDAR Today's Tasks Today's Appointments

ACTIVE BUSINESS Subject Subject Time

MASS EMAIL No tasks to display. No appointments to display.

LETTERS & LABELS
ACTIVITY PLANS
KEEP IN TOUCH

Business Pipeline

BUSINESS DIRECTORY

GOAL SETTING
@ new/ Unqualified
REPORTS @ Long-term Prospect
@ Hot Prospect

AGENT WEBSITE
Current Client

SOCIAL STREAM @ Past Client - Active Opportunity

Past Client
INTEGRATIONS @ PastClien

EOVHEQEREHKN =EINMB

Past Client - Strong Referral Source

@ Unassigned

€ Hide Menu

DarrylSpeaks.com/Trial




Don’t Forget
to Add
Orphans Into
Your CRM

. AR \"i“\?’f

g for

she

fmlooki™

)

SheP o)
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DARRYLDaAvis

COACHING CLASSROOM WORKSHOPS ABOUT MEETING PLANNERS

RESOURCES BLOG SHOP CONTACT

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

Power
AGENT

Power Agent’
Coaching
Call

Power Agent®
Coaching Call
with Darryl

Every Monday | 11am Eastern

Call 646-876-9923 to join us.
Meeting ID: 987 4263 9514

Simply use this link to join on Mondays:

. FREE ONLINE TRAINING!

Prosented by Darryl Davis, GSP - Alaal Estate Cos:

The 7 Must
Have Habits

oD L
=~ e to Succeed
- I a Shiftng

-

EUS s — D LFE Markel'

> 1 ( £

27;» ! GOOD LifE Wednesday, September 8, 2021
= 12-1 PM Eastern (9-10 AM Pacific
50 5 { )

The 7 Must-Have
Habits to Succeed
in a Shifting Market

September 8, 2021 | 12pm Eastern

Power Agent” P
Onboarding Q&A

Power Agent®
Onboarding &
Classroom Training

Every Tuesday | 11am Eastern
No Registration Required!

Simply use this link to join on Tuesdays:

FREE ONLINE TRAINING!
STOP Wasting Money
with Online Leads:

How to Master the Telephone &
Generate 100k a Year

Wednesday, September 15, 2021
12-1 PM Eastern (8-10 AM Pacific)

How to Master the
Telephone & Generate
100k a Year

September 15,2021 | 12pm Eastern

FREE ONLINE TRAINING
PRESENTED BY DARRYL DAVIS, CSP - REAL ESTATE COACH
THE MARKET IS SHIFTING:

6 Ways to Generatel;
a Surge of Listings #

Wednesday, September 1, 2021
12-1 PM Eastern (9-10 AM Pacific)

The Market is Shifting:
6 Ways to Generate
a Surge of Listings

September 1, 2021 | 12pm Eastern
You are registered! |~

Please check your email for your join link.

EXCLUSIVE POWER AGENT TRAINING!
With
Special Guesy

Getting to Know the
Power Builder® CRM Part 2

with Special Guest Shannon McGee

Thursday, September 16, 2021 Shannon McGee
12-1 PM Eastern (9-10 AM Pacific) S Dirstas, PASY

Getting to Know
The Power Builder®
CRM Part 2

September 16,2021 | 12pm Eastern

DarrylSpeaks.com/Trial




Sponsored by
Company Name Here

List a List a
Highlight of Highlight of
Event Here
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Neighbg

Neighb Neighborhd

At some eve]
J— award categ

— |
Neigl

Neid ;
Status o N .
Allow an Name
direct car: i ) )
et carg Address We'd love to hear
City, Stz
Date from you and see
How can a real est i Dear (n. . t f
fall? Host or spons| o :Dr?i Name plc ures frrom gour
. . ! = .
community gatherifl one per ¢ Thank y Addresd ] Tru nk or Treat!
or treating. different Neights City, St
= 1 pu.tchase '
The tru Dear (4
commu ) .
Families bring their df Estimate much fi Thank
filled with decoration e St -hank y
kids go from car to cf 6 g0 ato List a NS Neighb Email me at Julie@darrvldavisseminars.com
T Highlight commu amazing or post in our Facebook Group at
A Provid know. T . - (
- painting, dunk tank, S Requir Event He en The tru https:/ /www.facebook.com/ groups /PowerAgent/ ’
people w] Have a commuy - Bl g
LT ring toss, Have a lot of fun with it! We hope to create more commumity
siatl caly (tcScpie i Be surd ¥ e e As voud event guides for you as welll Think outdoor movie night,
coordinate your even facility ! : "
Many community gro i commuy| holiday cookie swap, and more!
treat events shortly b PaTUay Your cd me kno A
| October 31, when fag
their neighborhoods
events. It's common On the) Haves 4
‘ B Happy Trunk or Treating and have an
: treat events on the Fij B e
Halloween. Before pl . Your sif§ g Y 2
wish to check in with i 1
they are hosting and 1 = Your cd Your Power Agent Fun Team
usually are happy to welco '
events all year around! 1 ﬁ
/N PowERNgENT
En »/i‘ PROGRAM "
Copyrizht® Darryl Davis y

Copyright® Darryl Davis Se]

Copyright® Darryl Davis Seminars www.ThePowerProgram.com ‘ b

Copyright® Darryl Davis Seminars W)
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Putig Lt P Gt P Agrs Pk Lt Pl G P s

What Is a Parking Lot Party?

M-.-m..,mnm..—w,
S e ot o ey

i e e s e Mt s,
Fanung s s e e 47
socllly Distanced and Safer for the Kids

.::r..ﬁz"m.ﬁ.m gy e

FOR POWER AGENTS®

Timing

FEEDING
, AMERICA

Stuff the Bus

(Your) City's Food Festival

Date and Time Here at Location Here

Summu'
Sunfn’F

Summc

Date and Time Hore at Location Here

qlrls!ﬁy

Bea mmd-y Hero this mmhnvinl

\‘,

iday, | i

Company Name's
TOY, CLOTHES &

ll&!:ey ;
? 3 FOOD DRIVE

£8. L3 ' {
Halping Farmilis in Neod thisHoliday

Company Name's

et o gt s s FOOD DRIV'E

prhepEiged

I ——— ey tero s hsboping
e e, e e ek o s L e

foliday ¢ (o

[——
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Using Value Pieces

PET DIS

o S,
S Tiempepie sl bempsions

WATER, 00, M EDRCATIONS

iy

s o fonl S s e
s o maten o b gl

VOUR NAME VOUS COMPANY

Disaster Plan - Pets
English | Espanol

Favorite ¥¢

Easy Move Guide Offer
English | Espanol

Favorite ¥

=

eGuide - Easy Move Guide eGuide - Farming Field Guide

English | Espanol English | Espanol
Favorite ¥ Favorite ¥

A1

' 184

((.r‘ Eayie {{{.{L; ((Jl}p!{:j}{(ﬂl

eGuide - Good Move: How to
Make Moving Easier on Kids

English | Espanol

Favorite ¥¢

eGuide - Homeowners - 184
Things Real Estate Agents Do

English | Espanol

Favorite ¥

eGuide - Trunk or Treat
Halloween Planning Guide

eGuide - The 8 Risks
Homeowners Take When

They Choose to Sell on Their English | Espanal
own RaEC
English | Espanal Favorite ¥
Favorite ¥r
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Value Pieces

THE 8 RISKS

Homeowners

Take When The
Choose to Sell
on Their Own

| ) .
V23

L
[

FAILING TO
PREPARE
THE HOME
PROPERLY
FOR SALE.

Without the help of an agent, most
homeowners don't know how to
prepare their home for selling. From
staging to pricing to positioning your
home within the market, selling your
home starts long before you ever put
the "For Sale" sign up in the yard. You
might think, “But the market is so hot, |
don't have to do anything to sell it!" Well,
that might be true for some people, but
there are still houses sitting there and
not selling, and it's vital to understand
WHY. Proper staging, making repairs,
decluttering etc. are all part of making
your home marketable and attractive. A
real estate agent can outline
everything that needs to happen
before you list, and has relationships
with vendors and contractors to help
you get ready,

T ———

< FAILING TO
MARKET THE
HOME PROPERLY.

There is a surprising amount of creativity
and work that goes into marketing a home
for sale, which most homeowners may not
understand when they decide to sell their
home on their own. In today's market with
most buyers shopping for homes online, are
you skilled enough (or have the proper
equipment) to take excellent photos and
provide a video tour? Poor photos and/or a
lack of video will diminish any interest a
potential buyer might have, especially when
comparing your listing to others that have
professional photos and a video tour to
highlight the features of that home. Real
estate professionals are well versed in
quality photos and using social media to
spread the word about your home and can
even host livestreamed open houses via the
MLS to showcase your home to everyone.
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DARRYL'S DEMO:
VIRTUAL LISTING [
PRESENTATION

Virtual Listing Presentation 14+ Hour Coaching Video, How : ‘_
For Homeowners (103

: to Deliver a Listing 3-Part Breakthrough
Slides) $497 Conversation $297 Business Plan
(43 Pages)
-~ I

Power
AGENT’
NEW AGENT

SUCCESS
STARTER KIT

TOPI2

Most Requested

iulogues

- 'lheﬂnwsrﬂmsm,“ com

New Agent Starter Multiple Offer

Success Kit (29 Pages) Darryl’s Top 12 Most Spreadsheet $97
Requested Dialogues Customizable Multiple Offer
$127 $157

eGuide For Buyers or Seller

3, NS
PL US... I 84 \1
« Today’s Slides - $47

« Copy of webinar - $47
- 30 days of Power Builder CRM - $49 184 Ways An Agent

Earns Their Commission
$47
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.BUYER'S

To Real Estate

THE STEP-BY-STEP PLAN TO
PURCHASE YOUR NEW HOME

Value Pieces

. Price. Once you have your budget set, look

for homes that fit your range. Keep in mind
that you'll need to leave room for closing
costs, possible renovations or upgrades,
moving costs, etc.

, Bedrooms. The size and layout of your new

home and it's number of bedrooms is a
major consideration. You should not only
think of your current needs, but what you
may need in the future.

. Bathrooms. The same as your bedroom

count and size, you should figure out hot
many bath best fit your househald

and/or certain part of town you'd love to

in, even particular streets within those areas.

can be different. Also consider the distance!
h and work

major

7. Style. There are condos, colonials, duplexes,
ranches and many other styles of home,
You'll have to find the one that you prefer ant
fits your household's needs.

8. Outdoor Spaces. From curb appeal and

porches to backyard gardens and lawn.

maintenance needs, there are many.
v

needs as well as the features in them, and if
they will require renovation.

4. Kitchen. Considered by many to be the

“heart of the house,” your kitchen needs/
wants can take up some of your post-closing
budget if you will have to upgrade or
renovate, so keep that in mind during your
search.

. Dining Room. This can be a separate formal

room, or a combo style with your kitchen
area. Keep in mind your own personal
household dining requirements when
looking at different styles.

Agent Name here * (123) 456-7890

to take in when you're
at the exterior property details of your new
home.

9. Storage and Parking. These are two
important space needs that can affect the
convenience of your home - and it's comfort
and “live-ability”. Pay attention to these areas

and if they fit your lifestyle and household

needs.

10.Energy Efficiency. The condition of
windows and HVAC systems can make a
significant impact on monthly energy costs,
50 this might be something you keep in mind
when considering your home.

DarrylSpeaks.com/Trial

Look at Homes!

Now that you've worked out your “must-have” and “nice-to-have" list, you
will finally go look at homes. Your real estate agent will have information
about the local housing market and will know what to look for when you
view the homes, whether in person or virtually.

The timeframe of your purchase can also be a key part of the buying
process. If you need to move quickly, finding a home that will be available
immediately is vital, and may limit the homes you tour. However, if you have
a longer timeframe to work with, you can be patient and look for a home
that will be perfect for you.




Value Pieces

While you unpack, point out all of the great things about the new rog
“It’s so much bigger; those shelves are perfect for your books; look
much sunlight comes in that window.

Knowing the lay of the land will also help to make children feel m
comfortable. Walk around, walk your child to their bedroom, .
bedroom and the bathroom. Be sure to point out the light switches

case he or she gets up at night (it's a great idea to use night-lights
the route to the bathroom). Even on that hectic first day, try to s
the bedtime routine and hour. If your child cries or comes to find you, be
comforting and remind them that this is their new room and they’1 |

it and be used to it very soon.
-, k *
P |
N
/7
N
~
\ g
Yual
AR =
— \‘ Py Ty o T . ‘
v, ! - - ~ Switching schools can be scary for a child of any age. Remember to
H t Mak M . W L = be positive about it and your child will take cues from you.
ow to aKe oving W -
' j u : — Here is a list of what to Do and Don’t do that will help make the
Easier on Kids ‘&Y transition smoother.

Agent Name here « (123) 456-7890 Agent Name here - (123) 456-7890

T————

P
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How to Make Moving

Easier on Kids

A 2—re r s v Ay A




Value Pieces

Pack the Essentials Box

There are certain things that you are going to
need on your first day in your new home. Fill
a box with these essentials such as toilet
paper, paper towels, a shower curtain & rings,
a lamp or (wo, extension cords, eating
utensils and paper plates, and trash bags will
make your first day and night in your new
home easier.

Have an overnight bag packed for each
family member that contains pajamas,
toothbrush and toothpaste, medications, and
a change of clothes or two as well as any
personal items they might want right away.

Get Packing Supplies

You can save a lot of money by collecting free moving boxes from local
businesses and retailers such as grocery stores, liquor stores etc, as well as using
laundry baskets, bins, sui and other large bags to move your items. Don't
forget to label all your boxes with the room they are to go into, and if you want
to list a quick summary of the contents, that can help tremendously when
searching for something after the move.

You may even want to have air
and bedding, snacks, water, and other
essentials you might need in the first 24
hours...just in case!

The Right Tool for the Job

Is this your first home? If yes (and even if no), start thinking about whether or
not you will need such things as a lawnmower, rake, snow shovel, sprinklers, o
even a household toolkit to maintain your new home

Pet Love

Are you moving with a pet or two? Make
sure you have some of their food and
toys in the “Essentials’ box, as well as
any crates, litter, bones, and dishes.

Do You REALLY Need It?

When packing, take the opportunity to evaluate your belongings. If you haven't
used it in years, you probably don't need it. Don't move it if you don’t use it!
Things like clothes that mysteriously shrunk a few sizes or furniture that you no
longer want can be donated and note what needs to be replaced after you move.
You could even host a garage sale to make a little extra cash to fund your move.

On moving day, keep your pets in a quiet
room with the door shut, or at a friend's
house. This will ensure that your cat or
dog won't get scared and try to make a
quick getaway while the movers load up
the truck. During the moving process, try
to keep your pet's routine as normal as
possible. For great advice making this
transition as safe and stress-free as
possible, you can check out this site for
more ips.

R s
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Looking At Your Home Through
aBuyer’s Eyes

gh objective eyesk
1an emotion - they
will help you get

Value Pieces

SELLER'S

Guide

To Real Estate

of ag gest that sellers
declutter a home before puttingit
on the market

(s say that staging
follar value offered

The mesteommonly staged rooms when selling:
gy e e

93% 84%  78%

Master Bedroor

Living Room

in Today's New Real Estate Reality
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Landing Page

Looking At Your Home Through

SELLER'S aBuyer's Eyes

Guid
Download Your Seller's

Guide to Real Estate
The Step by Step Plan to
Sell Your Home Today

S

93% 84% 78%

UdgRoor

Thinking of Selling Your Home?

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
I ] deal -- and | want you to know that I'm here to
help with that every step of the way.

‘ I If you are like most homeowners, you have questions
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

’ l in today's market for the highest possible price, in the

shortest time, and with the fewest headaches.
Get My Guide

Fill out this short form to get your copy today!

DarrylSpeaks.com/Trial




Postcards

1f you've ught out selling ¥ home
now, o7 e near future, and u want
to ensurl that you he nighest
\mss\b\e rety yo i\westmer\n
here's o7 to consider
call me roday o see what’s possmle.
Name,
Title
company Name
cell phone
gmall
website
ﬁPnﬂmmw\
pri

ors 15 OUF top
and how We can

help you sell

D
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Social Media Post

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

Looking At Your Home Through
a Buyer's Eyes

SELLER'S

Guide

To Real Estate

4 oy -
Sl
g By v
= - o 1 el

93% 84% 78%

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

The safety of our buyers and sellers is our top priority. Ask me about our SAFE Listing and Selling
practices and how we can help you sell your home and buy your dream home safely.
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Agent Contact Info Here.
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DARRYL'S DEMO:
VIRTUAL LISTING [
PRESENTATION

Listing
Presentation

\

=HOMES

Virtual Listing Presentation
For Homeowners (103

Slides) $497

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

mﬁ'-]"."

Power
AGENT’
NEW AGENT

SUCCESS
STARTER KIT

TOPI2

Most Requested

Diulogues

-

'lheﬂnwsrﬂmsm,“ com

New Agent Starter )
Success Kit (29 Pages) Darryl's Top 12 Most
$127 Requested Dialogues

$157

PLUS...

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

3-Part Breakthrough
Business Plan
(43 Pages)

Customizable Multiple Offer
gGuide For Buyers or Sellers

$97

g, 10 ;
Haw Forye top =
8% i

184 Ways An Agent
Earns Their Commissio
$47
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3-Part Breakthrough
Business Plan
(43 Pages)

tual Listing Presentation
 Homeowners (103

des) $497

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

Power
AGENT’

NEW AGENT
SUCCESS
STARTER KIT

e : . . Top 12

Most Requested

iulogues

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

157 LB eGuide For Buyers or Sellers
$ !!'.ﬁ"rus 73. ¢

PLUS... I 84 \'! $97

« Today’s Slides - $47
« Copy of webinar - $47
- 30 days of Power Builder CRM - $49 184 Ways An Agent

Earns Their Commission
$47
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DARRYL DAVIS' COACHING CLASSROOM  WORKSHOPS ABOUT  MEETING PLANMERS RESOQOURCES BLOG SHOP  CONTACT HIRE DARRYL

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

Go to the Classroom Register for the Next Webinar Get Coaching Call Credentials Edit My Profile & Billing
Unlock hundreds of Power Agent® Learn the |atest Mext Level strategies and Connect to weekly coaching every Edit your profile, phote, password and
results-producing training tools. sclutions for agents. Wonday with these call codes. billing information guickly and easily

((Power

@Ider“‘

Access My Quick Start Guide Log Into My CRM How-To Site Tutorials Take Me to Facebook
Tap into the top ten ways to get the most Get quick access to your Power Builder™ Get guick and simple tips for getting the Connect easily to your naticnwide online
frem your membership. CRM and power up your sphere and farm. mest of your Power Agent Membership! Power Agent® Facebook Community.
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Call Today: (800) 395-3905 or Drop Us a Line & Sarah Cornacchio | & Dashboard | Logout Search ..

POWERAAGENT' COACHING CLASSROOM WORKSHOPS ABOUT MEETING PLANNERS RESOURCES BLOG SHOP  CONTACT HIRE DARRYL

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

Tech Tools & Training Vendors We Recommend

Webinar Registration Webinars On Demand

DarrylSpeaks.com/Trial




Call Today: (800) 395-3905 or Drop Us a Line

& Sarah Cornacchio | @ Dashboard | Logout

Search ...

POWERﬂAG ENT’

COACHING

CLASSROOM  WORKSHOPS

ABOUT

MEETING PLANNERS

RESOURCES

BLOG SHOP CONTACT

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

Webinars with Darryl

EXCLUSIVE POWER AGENT TRAINING!

R
for REALTORS®

21/09/30 - Risk Management
for REALTORS

Favorite ¥

EXCLUSIVE POWER AGENT TRAINING!

Getting to Know the

—— |

21/09/16 - Getting to Know
the Power Builder CRM Part 2

Favorite ¥

How to Own
Your Sphere &

Free Online

Marketing
- Training

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

Favorite %

Free Online Training

ATTENTION REALTORS
How to Use the .
Upcoming Holidays to
Generate More Business

EXCLUSIVE POWER ACENT TRAINING!

Creating Extraordinary
Connections: The Key
Between Gifting and
Referrals

with Special Guest Claudia Amling

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

21/09/23 - Creating
Extraordinary Connections:

with
Special Guest

FREE ONLINE TRAINING!

How to Turn ONE
._ Open House Into a

He

UEREAM of Listings..[k

| by Dary! Davis,

21/09/22 - How to Turn ONE
Open House Into a STREAM of

Generate More Business The Key Between Giftingand  Listings
. Referrals .
Favorite ¥¢ Favorite ¥¢
Favorite ¥

FREE ONLINE TRAINING = < FREE ONLINE TRAINING! THE MARKET IS SHIFTING:
STOP Wasting Money The 7 Must
with Online teads: V] Haye Habits § Ways to_

w to Master lephone \ to Succee gt
How toMsererthe Taleghors & in a Shifting Surge of Listings

Market

21/09/15 - Master the Phones
& Generate 100k a Year

Favorite ¥

21/08/19 - Brainstorming
Session 6

Favorite %

acse

PRESCNTED B DARRYL GAVES. 59 - REAL ESTATE COAGH|

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

Favorite ¥

How to Double
Your Income
in The Next 12
Months

[ oun, 008
e Erree Comeh

21/09/01 - 6 Ways To
Generate A Surge of Listings

Favorite ¥

Marketing
Calendar MUSTS:

How to Finish the
Year Strong

FREE ONLINE TRAINING Prcsanted by

21/08/18 - How To Double
Your Income In The Next 12
Months

Favorite %

21/08/04 - Marketing
Calendar MUSTS: How to
Finish the Year Strong

Favorite %
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Call Today: (800) 395-3905 or Drop Us a Line

& Sarah Cornacchio | @ Dashboard | Logout Search ..

POWERAAGENT'

COACHING

CLASSROOM WORKSHOPS ABOUT MEETING PLANNERS RESOURCES BLOG

SHOP  CONTACT

HIRE DARRYL

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

Webinars with Darryl

EXCLUSIVE POWER ACENT TRAINING!
with
Special Guest
Risk Management

for REALTORS®

21/09/30 - Risk Management
for REALTORS

Favorite ¥

Free Online Training

EXCLUSIVE POWER AGENT TRAINING! —

Special Guest
ATTENTION REALTORS

How to Use the
Upcoming Holidays to
Generate More Business

Creating Extraordinary
Connections: The Key
Between Gifting and
Referrals

.

21/09/23 - Creating

Extraordinary Connections:
The Key Between Gifting and
Referrals

W Special Guest Cla
Presanied by Dasryl Davis, C5P with Speeial Guest Claudia Amling

Freal Eveare Coa

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

Favorite ¥
Favorite
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FREE ONLINE TRAINING!

How to Turn ONE
- . Open House Into a
| "LJSTREJ&M of Listings..k |

Fresented by Darryl Davis, CEP - Real Estate Coach

21/09/22 - How to Turn ONE
Open House Into a STREAM of
Listings

Favorite ¥




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

POWER\’&AGENT' COACHING CLASSROOM WORKSHOPS ABOUT MEETING PLANNERS RESOURCES BLOG SHOP  CONTACT HIRE DARRYL

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

EXCLUSIVE POWER AGENT TRAINING! = EREE ONLINE TRAINING! g i P FREE ONLINE TRAINING! THE MARKET IS SHIFTING:
Getting to Know the [Pty STOP Wasting Money =73 The 7 Must
Powe':gaullder@ CRM [ with Online Leads: w0 S Hﬂ;n thi:ls gggg%?a
. w ta Master ephone \ & to Succee . e
sar2 \ xnalral’:' lt:ﬁt:&'f::' prone ina Shiﬂ'il‘lg surge Of LISt'ngs
with Special Guest ‘Lhilmm Murkg‘ — F Ll
21/09/16 - Getting to Know 21/09/15 - Master the Phones 21/09/08 - 7 Must-Have 21/09/01 -6 Ways To
the Power Builder CRM Part 2 & Generate 100k a Year Habits to Succeed in a

Generate A Surge of Listings
. . Shifting Market .
Favorite ¥ Favorite ¥ Favorite ¥

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

POWER\’&AGENT' COACHING CLASSROOM WORKSHOPS ABOUT MEETING PLANNERS RESOURCES BLOG SHOP  CONTACT HIRE DARRYL

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

How to Own
Your Sphere &
Farm Through

Marketing
How to Double Calendar MUSTS:

Your Income

How to Finish the

Direct Mail Year Strong

in The Next 12
Months

Prosored by Dawis, 5P wrryl Da al E nach
i —H—I!ul-hum

Free Online

£ _ FREE OMLINE TRAINING Prasamied Oy
Training T Foeal Eviata

21/08/25 - How To Own Your  21/08/19 - Brainstorming 21/08/18 - How To Double 21/08/04 - Marketing

Sphere & Farm Through Session 6 Your Income In The Next 12 Calendar MUSTS: How to

Direct Mail Marketing . Months Finish the Year Strong
Favorite ¥r

Favorite ¥ Favorite 3% Favorite 3%
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Call Today: (800) 395-3905 or Drop Us a Line

& Sarah Cornacchio | @ Dashboard | Logout Search ..

POWERﬂAG ENT’

COACHING

CLASSROOM  WORKSHOPS

ABOUT

MEETING PLANNERS  RESOUR

CES BLOG SHOP CONTACT

HIRE DARRYL

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

How to Own
Your Sphere &
Farm Through
Direct Mail
Marketing Free Online

Training

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

Favorite ¥

EXCLUSIVE POWER AGENT TRAINING!

How to Generate Special Guest

LinkedIn Leads
Using Your Power* Agent
Content

21/07/29 - How to Generate
LinkedIn Leads Using Your
Power Agent Content

Favorite ¢

- ui Free Online Training!

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

Favorite %

21/08/19 - Brainstorming

Session 6

Favorite ¥

-
How to Generate
a SURGE of
Listings From
One Open House

21/07/28 - How to Generate a
SURGE of Listings From One
Open House

Favorite ¥

[ ———
. Free Online Training!

How to Double
B Your Income

in The Next 12

Months

Presented by
| - sl Eatato Conc

Davis, GSP

Marketing
Calendar MUSTS:
How to Finish the
Year Strong

FREE ONLINE T

21/08/18 - How To Double
Your Income In The Next 12
Menths

Favorite 3

21/08/04 - Marketing
Calendar MUSTS: How to
Finish the Year Strong

Favorite 3¢

With
N Special Guest
How to Write an

Intriguing Real Estate
Bio that Gets READ

Conmitant, & fuseh

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

Favorite ¥

The 6 Best Summer Strategies to
Increase Your Listing Inventory

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

Special Guest

Repeat & Referral Secrets:
Automating Your
Appreciation to

Win Business

Free Online Training!
What To Do Now That
- . ®
2Zillow

is a Competing Brokerage ||

Presented by Darryl Davis, CSP - Real Estate  cac

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

Favorite ¥

21/06/30 - What To Do N
that Zillow is a Competing
Brokerage

Favorite ¥

How to Prepare Your a
Buyers in a Seller's Market
B ;"’".t -

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

| am currently working with an agent
as their buyer client.

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



POWERA AGENT
\ Tip!

4. Work ON Your Business
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\’/2 POWER AGENT"

To Summarize..........

Get Focused & Organized
PROSPECT

Do Open Houses
Work ON Your Business
Become a Power Agent® Today for ONLY $5

DarrylSpeaks.com/Trial
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{ POWER AGENT" &2}

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

« Complete access to the entire Power
Agent® website

 Cancel anytime
- BONUSES TODAY
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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
I 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

o5 Like (J) Comment

All Comments »

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 o !
Julie Baron Escobar Admin @Y +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!

o

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 -
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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 O 1
@ 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

\ﬁ\ 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

ﬂ POWER AGENT®

WEBINARS ON DEMAND

« Negotiating: How to Get An Offer Accepted in
24 Hours

o 712 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 fo Master the Listing Appointment

DarrylSpeaks.com/Trial

The Best Strategies to

DOUBLE Your Income
in the Second Half of 2019

WEBINAR
F wiith Darmyl Davis




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

\7/9\ POWER AGENT®

DEDICATED Power Agent” Facebook
Group

ivate group

Never feel like you're flying 3=~ A
solo again =
Support from agents all over - — =
North America L P

eeeeeeeeeee

f | U Qualty B Photonvideo Watch Pai Tag Friends
eSOUrce Or re erra S ch this group Q
people and 1 Page want to join this group

rrrrr

+ Enter name or email address.

MEMBERS 1,086 mem

PN 7

Education Directors .. (1] newacTivITY { 93 e !I
| : Lis ' <

I l | I I l aaaaaaaaaaaaaaaa 20+ i
e e | C O e Cte d a d William Jacobs shared a link You have 2 new members this | 4 Write Po
g 11 hrs week. Write a post to welcome

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

\ﬁ\ 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 ..

POWER%AGENT' COACHING CLASSROOM WORKSHOPS ABOUT MEETING PLANNERS RESOURCES BLOG SHOP  CONTACT HIRE DARRYL

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

( POWER

@lder“’

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 guickly and easily. and Networking solutions for agents.
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Call Today: (800) 395-3905 or Drop Us a Lin & Sarah Cornacchio | @ Dashboard | Logout Search ...

pOWER»X/—\GENT COACHING [EFGELGI WORKSHOPS ABOUT  MEETING PLANNERS RESOURCES BLOG SHOP  CONTACT

CLASSROOM

KPOWER Builder”

Infographics Listing Appointment Negotiating Offers
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Reasons To List Your Home Before Year-End
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10 Reasons to Sell Before the
Year End Mew (PowerPoint)
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10 Reasons to Sell Your House
Before Year-End (PDF)
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8 Great Reasons to Hire An Agent
(PowerPoint)
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Calculator- Farm Area
Spreadsheet
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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.
2GetWhat YouPayFor

Calculator- Farm Area Tutorial
Video

Favarite ¥

600D MOVE

HoW TO MAKE MOVING FASIER oN KIS

Children’s Moving Book
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DOOR KNOCKING YOUR FARM DIALOGUE

P oo™ 4, s s D o e R, e e !
ot Fost
Farer b’ (oo Tor

O i 5. MR s KM SRR RT3 ISR 1D A s
i Ol b G B 6 e P i A s b TR B

e i iy s s o o o e 3 s el e
e . o e g e e

0, B iy e gl o e i o Il Mt At 1Y
Setee B s o P P, s e i i g e e (s
S, e el B o P il gl o O vkt sl o e
ey iR Mmuommmmamnmqwm

INTRO CALL TO YOUR FARM DIALOGUE
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Committed to Children

Infographic (PowerPoint)

Favorite ¥

Cutting Commissions Graphic

Dialogue — Door Knocking For
Your Farm Neighborhood

Favarite ¥

Dialogue - Intro Call to Farm
Meighborhood

Favorite ¥
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POWERAAGENT COACHING peWLiiielslll WORKSHOPS ABOUT  MEETING PLANNERS RESOURCES BLOG SHOP  CONTACT HIRE DARRYL

CLASSROOM

\'\QIiOWER Builder” '

I

Farming, Self Promotion, &
Mailings
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SEARCH RESULTS FOR: FSBO

Selling Yourself? Be cautious of the people you let into
your home. As a real estate specialist, | vet and
pre-qualify everyone who comes through your door.
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Social Media Graphic - FSBO - Stranger
Danger

A vt

i FSBD for Telemarketer
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Power Agent Telemarketer Script for
FSBOs

FSBOS AND EXPIREDS
UNLEASHED: THE
SECRET SAUCETO

Selling Yourself? Beware of overpricing.
It will cost you time, exposure and the sale,
#PriceltRight #iCanHelp
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Social Media Graphic - FSBO -
Overpricing

ROSPECTING THE OLD SBO [
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Dialogue — Old FSBOs & Expireds

WHY A FSBO
SHOULD NOT BE A

If you want MORE HONEqur your hnma with
LESS stress? I've got you covered.
wGethtSold

1 e s v by ez
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oA e Ryt —

Social Media Graphic — FSBO - More for
Your Home

No FSBO Should Be a FSBO (Video)
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Listing -2
Presentation

DARRYL'S DEMO:

1 iy VIRTUAL LISTING
w=HOME = PRESENTATION = 1
. | 7o s S—— TOTAL VALUE
Virtual Listing Presentation 1+ HOtUl’SOI?ChingL\_/ig_eo. How 5 oot Breakthrough $
For Horr;cla.glwr;ers (103 o Csr:x::sa.‘atilcsmmg Business Plan
ides
43 Pages
$497 $297 e rages

r-N-y
Powenr
AGENT

Get it ALL Today o ¥

STARTERKIT [

for ONLY — |

New Agent Starter !
g Darryl's Top 12 Most 184 Ways An Agent

Success Kit (29 Pages)  Requested Dialogues Earns Their Commission
30 days [

$47/month after PLUS...
(cancel anytime) - Today's Slides - $47

« Copy of webinar - $47

TOP12

Most Requested

Diqlogues

YOUR LOGD

CLAIM YOUR OFFER HERE

Customizable Multiple

Offer eGuide For Multiple offer  ° 30 days of Power
Buyers or Sellers Spreadsheet Builder CRM - $49
$97 $97
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Presentation

DARRYL'S DEMO:

1 iy VIRTUAL LISTING
w=HOME = PRESENTATION = 1
. | 7o s S—— TOTAL VALUE
Virtual Listing Presentation 1+ HOtUl’SOI?ChingL\_/ig_eo. How 5 oot Breakthrough $
For Horr;cla.glwr;ers (103 o Csr:x::sa.‘atilcsmmg Business Plan
ides
43 Pages
$497 $297 e rages

r-N-y
Powenr
AGENT

Get it ALL Today o ¥

STARTERKIT [

for ONLY — |

New Agent Starter !
g Darryl's Top 12 Most 184 Ways An Agent

Success Kit (29 Pages)  Requested Dialogues Earns Their Commission
30 days [

$47/month after PLUS...
(cancel anytime) - Today's Slides - $47

« Copy of webinar - $47

TOP12

Most Requested

Diqlogues

YOUR LOGD

CLAIM YOUR OFFER HERE

Customizable Multiple

Offer eGuide For Multiple offer  ° 30 days of Power
Buyers or Sellers Spreadsheet Builder CRM - $49
$97 $97
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