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To Get The
Most From
This Webinar...

v Take notes

v Text your questions
using the Q&A in
the control panel.
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Damryl’'s Amazon.com Today’s Deals
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How To Become a Power Agent in Real Estate : A Top Industry Trainer Explains How to Double Your Ii

2002
by Darryl Davis

Hardcover

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

$1.35 (141 used & new offers)

Kindte Edition

‘31870

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

Other Formats: Digital

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

by Darryl Davis

Hardcover

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

$6.82 (29 used & new offers)

Kindle Edition

31449

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

Other Formats: Paperback

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

by Darryl Davis

Paperback

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

$2.29 (69 used & new offers)

Kindle Edition

$‘|404

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

Other Formats: Digital

Registry



LOOK INSIDE! How To Become a Power Agent

AT s24.95 $15.58 Hardcover

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

AGENT Only 18 left in stock - order soon.

In
[SWE More Buying Choices - Hardcover
FATLAT F oW 10 XM 1 $12.00 new (46 offers)

week BN AT AMWNTIS

$6.07 used (78 offers)
$10.00 collectible (1 offer)

Wik v 140 ratings
LR RCR R in Real Estate Sales

Eligible for FREE Super Saver Shipping.
Books: See all 23,169 items

DARRYL DAVIS
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Is this webinar a
sales pitch?




This Webinar Is For Our
POWER Agents® & Our Guests

L

\

POWER AGENT &<}

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

DarrylSpeaks.com/Trial
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Presentation :

DARRYL'S DEMO:
VIRTUAL LISTING
PRESENTATION

Virtual Listing Presentation 1+ Hour Coaching Video, Ho . L
For Homeowners (103 to Deliver a Listing 3-Part Breakthrough
Slides) $497 Conversation $297 Business Plan
(43 Pages)

o
Power
AGENT

€N Real Estate
&N Predlctlons

NEW AGENT
SUCCESS

STARTER KIT

=,

TOP12

Most Requested

”

Dialogues
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New Agent Starter

Success Kit (29 Pages) Darryl's Top 12 Most

Customizable Multiple Offer

$127 Requested Dialogues eGuide For Buyers or Sellers
$157 ___ — $97
3 POWER AGENT"
PLUS... MAGAZINE

DESIGNING A REAL ESTATE CAREER
WORTH SMILING ABOUT™

6 Steps To Getfing
Started Asa New Agent
P

« Today's Slides - $47
« Copy of webinar - $47
- 30 days of Power Builder CRM - $49 1o* 1oy Bn foent

Earns Their Commission
$47
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POWER AGENT
MAGAZINE

DESIGNING A REAL ESTATE CAREER
WORTH SMILING ABOUT ™

Making Buver Agency 6 Steps To Gelling
Agreements a MUST Started As a \Neax Agent
p12 p33

Delivering A Listing Top Agent Tips for
Conversalion versus a Hosting a Successful

Listing Presentation Open House
p36

(, : - The
€ Secrel Sauce
to Having a Career

, \ Worth Smiling About
. P18
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EXCLUSIVE POWER AGENT®* SESSION 74/ Q ™) <

Ia® BRAIN
Power Agent's -8 \_}
Brainstorming

THURSDAY, FEBRUARY 3, 2020
12PM EASTERN | 9AM PACIFIC

Power Agent®
Brainstorming
Session

February 3rd, 2022 | 12pm Eastern

No Registration Required!




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

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

Power Agent Brainstorming Sessions & Trainings

SO T
.:?;Plt .

20/04/24 - Brainstorming 20/06/03 - Brainstorming 20/08/13 - Brainstorming 20/08/27 - Brainstorming
Session 1 Session 2 Session 3 Session 4
Favorite ¥ Favorite v Favorite Favorite ¥

20/11/12 - Brainstorming 21/08/19 - Brainstorming 21/12/09 - Brainstorming
Session 5 Session 6 Session 7

Favorite ¥ Favorite ¥ Favorite ¥



48 AMAZING
IDEAS FROM
S POWER
: AGENTS®

b 0 3
BRAINSTORMING SESSION 12.09.21

4’ \ subash chauhan

: )
~ . _
Charles € L% Lawra Tryboski
Aw

WOW! What an amazing Brainstorming session this was. Thank you to everyone who attended, shared, and
contributed their ideas and thoughts on what is working best for them in their business. It's agents like you all who
make this business THAT much better!

»  142:21




POWER AGENT®
THE‘/Q\ NEWSLETTER

Delivering Tools, Strategies, and Skill Builders for Real Estate Professionals

Ose a Price Range When Pro Tip: Your “Touch Base”

oaching Real Estate Sellers Calls Are Not About You

Real estate agents often t e answers in a listing
conversation, including price. Pro coaching tip: Use a price range and involve your

client for less pressure, better results.

An essential tool for prospecting is calling past clients to reconnect, but the attitude
you go into the call with can make or break your success.

Many real estate agents ask themselves if real estate coaching is worth it, and | say yes
(even if I'm a little biased!). The benefits of having someone with experience looking at
the issues that you are having can provide clarity, just as one of our Power Agents®
experienced recently when he came to me with a problem. He had been doing many of the

We are often asked by Power Agents® how to adjust housing price suggestions when things | had suggested, but still wasn't having a lot of success, so to his credit, he asked,
comps are often all over the place, especially when you aren’t comfortable adjusting for

square footage, condition, and other amenities and detriments.

Last year was a crazy one for the housing market, and what is equally crazy is how it more
than likely has not even peaked just yet. While it's slowed in some areas, others are still
seeing an increase in prices, not to mention the startlingly low inventory.

“What am | doing wrong?”

Here's the lesson...
Here's how to coach your sellers to make a good decision...

READ MORE




POWER AGENT®
THE")\ NEWSLETTER

Delivering Tools, Strategies, and Skill Builders for Real Estate Professionals

,A? ow toUset
L ppomasohe iy EW POWER AGEN
R Print Portal

S, ';. \ Powered by PCM Digital
1
|| A Thursday, January 20, 202.2‘
= i == =—— ___ 12-1 PM Eastern (9-10 AM Pacific)

This week, we are launching your new Power Agent® Print Portal, powered by PM
Digital. It's will be a new tool to help you print and mail many of the powerful pieces that are

already currently in your Classroom.

To introduce the new portal and help navigate your new tool, please join us for an
informative how-to Zoom session this Thursday, January 20th at 12pm Eastern. Please

go to the following link to receive your Zoom link.

JOIN LINK FOR THURSDAY

EXCLUSIVE POWER AGENT TRAINING!

POWER AGENT®

Coaching Members Private Group

POWER HOUR COACHING CALL

ow to get results and stay top of mind with leads
How to get restarted in real estate

What to do when you can't door knock

Power of reconnecting with people in your sphere
Empowering yourself when you don't feel like prospecting

Serving not selling

How to stay engaged during new construction process

How to find calendar items

Why putting your prospects interests before your own is powerful
How to price property correctly for MLS searches

How long should you farm an area If you aren't seeing results
How to get started in a new market

Why Communication is the most important skill you can develop
How to calculate your farm area for the new year

How to let FSBOs know they will net more money using an agent
Why you shouldn't do free work, i.e. - Open House for FSBO

How to stay in integrity

ocus on making a difference in people's lives - success will follow

You cangten on demand in your Coaching Call tab in the Classrcom - oggfead over to

Facebook atch the replay of our Live calll

WATCH THE REPLAY



POWER AGENT®
THE,/R NEWSLETTER

Delivering Tools, Strateaies, and Skill Builders for Real Estate Professionals

Work that Network!

Yqur Power Agent® Directory is waiting for you! Connect, network, and easily shaje

TUESDAYS AT 11 AM EASTERN
Power Agent®
referrals with like-minded agents who are committed to serving, not selling AND firjd
- ingegrity partners or role-playing partners as welll
O n boa rd I n g Q & A If yOnL haven't yet filled in your profile, click the link below to get started. Pay spé€cial

attentidg to the County and Areas Serviced sections as they will be what yoyiellow
agents w e to search to send referrals. Have some fun with it! Add your s, tagline,

social media and more. The more you add, the easier it is for everygpe network and
There's a LUT$edearn and a tonef4001s to use in the find new friends and Te&g] partners!
Power Program! Sarah actually put together a quick video to demonstrate how to edit your profile. Find that
here.

That's why we are implementing a quick tutorial and Q&A session every Tuesday at 11am

Eastern via Zoom. It's a great way to just hop online, get your questions answered, and get You can also easily navigate back to your directory at any time from your Dashboard here.
acclimated to the site and all your membership tools!

: 2 2 i |
Find the link to join below and join us at 11am Eastern! UPDATE MY DIRECTORY

CLASSROOM TRAINING LINK
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How to Stay FOCUSED

On High Priority
Activities
We will begin shortly! S o

Please click audio in the

center of your screen to
listen in!
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What Is a High Priority Activity?
rF

It’s an A-Task Item that generates
a conversation with a buyer or
seller.

DarrylSpeaks.com/Trial



Your Job EVERY 1. Talk to someone about
DAY is To 0n|y buying real estate

Accomplish 2 2. Talk to someone about
Things selling real estate

DarrylSpeaks.com/Trial



DAY 1

DAY 2

DAY 3

DAY 4

DAY 5

DAY 6

DAY 7

DAY 8

DAY 9

DAY 10

DAY 11

DAY 12

DAY 13

DAY 14

DAY 15

DAY 16

DAY 17

DAY 18

DAY 19

DAY 20

DAY 21

DAY 22

DAY 23

DAY 24

DAY 25

DAY 26

DAY 27

DAY 28

DAY 29

DAY 30

N

For the 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
Next Level®.

My Photo

Signature

of | MY 30-DAY COMMITMENT

arrylSpeaks.com/Trial




What Is a High Priority Activity?
F

It’s an A-Task Item that generates
a conversation with a buyer or

Examples seller.

A-Task — Follow-up Open House, Calling FSBOs,
Expireds, SMILE Stop for past clients

B-Task — Organizing your listing conversation,
changing your website, learning new software,
getting organized

DarrylSpeaks.com/Trial



From Lead to Client Process

FSBOs Listing Appt People in
. o contract or
Expireds Listing Appt. closed
Open House Follow-up transactions
Referral Buyer
: Discovery
Inquiry from Meetin
online, an ad, J
mailings, etc Buyer Showings

DarrylSpeaks.com/Trial




Motivational
Devices Help
You Stay.
FOCUSED
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Listing Inventory Chart

OMOMXCTI Darryl Davis Seminars « 4 Ring Neck Count « Wading River, NY 11792

 631-929.5555 «

Fax: 631-929-1865 « ww

Update Video

Call Old Friends

DARRYLIAVIS e il . ) ivi ® Life!
Keep Swaling ’ Focus on building listing inventory by 1 a month!”” ~Darryl Davis LIVlng d N EXT LEVE L Llfe .
2 Life Goals Wheel
20 . —
T Ratings Scale: 1-10, 1=You Need Therapy 10=Life is Grand
18
17
16 . om ® - ' Current Rating:
e Living a NEXT LEVEL® Life! N
4 Life Goals Chart
13 .
= Write Down Three Ways You Can Clean house
= Improve Each of These Vital Life Components Organized Current Rating:
10 Comfostable Skill level Desired Rating:
5 Physical Finances )
5 Environment Ciisi flow
> What floats your Savings
boat? (legally) investing
6
5
7 2. 2 2 2. Tralnk
raining Eating habits
3 ga”:f Exercise
oaching
2 3. 3 3 3. Reading Sleep
l rront Ratins
Jan Feb March April May .
. — Your daily schedule
O XTI DNy DA R 4 LI NG o Family and Romance Personal Fun and \ﬁ\ one y o .
Friends Growth Recreation POWERAGENT© ( )
today’s date:
D 1. 1. 1 1. @ —
ol )
My Next Level www. T POWER PROSPECTING PLAN - Weekly Challenge o =
; oLy s 1 |2 S —— @ :
e, Famg | H iyl ey ok e it o e bt oo ]| s @ ©)
. new business. jon' inow how to get st L et it. I've n there. ne that. n't ne anof =-shirt-ri 7 You n¢ eads. For the
HAPPY ') ﬂ January E] next four weeks, my challenge to yc»gu is to make algleas( five calls per day, working at least three of these prospe?:tmg lead sources. Print one | o )
- T s . copy of this per week and start keeping track! Learn the secrets behind each source at www, com/L @ J
T staty rs - Ready? Go! /) , [
FREED[]M February i 0/%7{; 1'/‘“"’/ Name Week Of: must contact: @ O
Power Monday Tuesday Wednesday Thursday Friday Saturday Sunday o /)
Q'f .'— March F'rmso:::;t’mg ‘ i S @ O
T Call Current 5 @ )
. g . N8 Oskren o N
S (( ’&\ e ,‘ Apl‘ll FSBOs 5 N
9 SpReAM BIG May et @ N
TJ»,':"“L’ o May — cat 3a0n poms @ O
g " Tl s (] O
- Call Past Clients | f_\
Jely o e . e =
Rent
August Cold Call Around @ ><
New Competition
bogyes September s i @ )
"Irﬂlu' m SMILE STOPS with f\
adverfene et g gifts. @ O
October Host ~
s ® =
November f::av:mm, for 1 @ O
“Anything is possible in the future, you just haven't Call “Orphans” Jan
figured out how 10 do it YET.” -~ Darryl Davis December o @ N
JEh)
i ) o
@ /)

Copyright® All Rights Reserved. | Daryl Davis Seminars | www.thepowerprogram.com/leadsources | (800) 395-3905
— —r—

T
\

www.ThePowerProgram.com




Erica Bassett
Yesterday at 4:01 PM - @

Had my first FSBO listing appointment today. It
was with a FSBO who put their home on Zillow
for about 15 minutes before taking it down
earlier this week. | called them, they originally
told me they were going to wait 3-6 months
before putting it back on, had a great
conversation about the area and our mutual
favaorite donut shop, Thanked them and thought
nothing else of it. This was after all only my 2nd
FSBO call ever...well yesterday they called me and
asked if I would come over and "take a look" at
what they got. Did my research and crammed on
Darryl FSBO videos, arrived at the appointment
pumped and feeling prepared. It was a wonderful
experience, had an amazing conversation and |
used SO MANY of the dialogues and analogies |
have been learning from Darryl. It's how | felt
comfortable and the whole appointment just
flowed, | left them with my first ever FSBQO listing
packet and will continue to follow up with them.
Now I've "Darryl'd" part of my home office space
to keep my momentum going.

I'm loving all the Classroom content I'm finding!
Thank you for all these awesome resources, they
are working for me!

Now time to get some dotsssss! For now I'm off
to put their THANK YOU note in the mail!

If you need a referral agent in the CAPE COD, MA
area, I'd love the oppurtunity to work with you
and your customers. | promise my customer
service will have you wanting to move here
yourself! 5

Erica Bassett - Realtor and Power Agent@Q

EXIT Cape Realty - Cotuit, Ma
Erica@EXITCapeRealty.com
www.Erica.EXITCapeRealty.com

774-392-7896 or TEXT "CapeRealty" to 85377 See
Less

DarrylSpeaks.com/Trial
L



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



Reached Heard
Hopped on B 6ot tung ll ot to Frve [l CalledTwo | aore

Coachi
@ %aacu "9 Up On Past FSBOS Going to
Clients Wait”

Posted a Called Ten Spent an
Meme in the People Hour of
Facebook From My Family
Group Farm Time

Checked Supported
on a Fellow
Neighbors Agent

Mad FREE
Worked on ace s SPACE

Poured a

Sent Cup of

Facebook Letters to
My CRM
yc Live Video [Touched 100 People Coffee or
My Face) Tea

Watched a

Webinar
Expireds on

Demand

Found a Sent Five Turned a Called Two
Roleplay Notes of Negative
Partner Hope Around

Checked to Found a
See What Ta};ﬁ?:nf a Reason to
Dayitls SMILE

Print one copy per day and cross off squares as you accomplish them.
. i !
When you get a BINGO - reward yourself with a treat! ,Azpowsmesm-

DarrylSpeaks.com/Trial



9 Listing Inventory Chart
25%%15 “Focus on building listing inventory by 1 a month!” ~Darryl Davis
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©MCMXCIII Darryl Davis Seminars « 4 Ring Neck Court « Wading River, NY 11792 « 631-929-5555 « www.DarrylSpeaks.com
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DOT BOARD™

My Next Leveliﬁj}-

My Next Level® VISION BOARD
E— e TOAVEL

I am w&oying @muaf

FREEDOM
/

| am valued

| am part IERCED)

My work/life prioritles are respected
| can make a contrlbution '

| am accountable A

| feel supported

Month Listings Listings Sold Sales
00 O ®
®

___________________________________________________________________

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



Sick and tired of
being sick and tired.

DarryLDavis

— SEMINARS ——

I will have a

J

L}

Date # Calls #Conv

#Appts Notes

Copyright® Darryl Davis Seminars +

www. ThePowerProgram.com

DarrylSpeaks.com/Trial




RESOURCES BLOG SHOP CONTACT HIRE DARRYL

ABOUT  MEETING PLANNERS

BARRYL DAVIS COACHING CLASSROOM  WORKSHOPS

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

Go to the Classroom Register for the Next Webinar Get Coaching Call Credentials Edit My Profile & Billing
Unlock hundreds of Power Agent® Learn the latest Next Level strategies and Connect to weekly coaching every Edit your profile, photo, password and
gsults-producing training tools solutions for agents Monday with these call codes billing information quickly and easily

(POWER

\B_iillder“'

Take Me to Facebook

How-To Site Tutorials

deonlne

ag o

Log Into My CRM

s to your Power Builder™
r up your sphere and farm.

Connect easily to your nationwi
Agent cebook Community.

Access My Quick Start Guide

Get guick and simple tips for getting the
most of your Power Agent Membership!

= e
& ra

Ner

Ve

Pov

Tap into the top ten ways to get the most

from your membership.

DarrylSpeaks.com/Trial



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

Objection Handling

POWER
AGENT®
WEBINARS

Time and Money Managemer’ Webinars On Demand Facebook

DarrylSpeaks.com/Trial



High Priority
For Buyers

* Open Houses

NOTE: Do them even if
the house is going to
sell in 24 hours
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High Priority
For Buyers

* Open Houses

* Follow Up after an
open house




Hello, may | speak with Mr. Jones?

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

Ste 7)) Clavity

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

5 4; Qs quesiions 1o determine thelr cenumiiment

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?

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

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.

DarrylSpeaks.com/Trial



. | - -

Ste Z‘Uu Lk guestions e determing fhelr conmiiment
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?

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

Step S [pvite Acticn

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 Id 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.

DarrylSpeaks.com/Trial




Texting Scripts )

> for attending our open house at [ADDRESS]. We had a
turnout so please reach out if you have any questions
he property ASAP.

E] Are you still looking for a home in the [TOWN] area?
ew properties that came on the market you may be
ed in.

is [NAME and COMPANY]. I’'m setting up showings for the
ould you like to get together to see some houses?

DarrylSpeaks.com/Trial



n1 ROCketB.E" DOWNLOAD APP SAMPLE USES REVIEWS CONTACT US

Create your frequently-
sent texts just once and
send them to anyone
with a single tap!

Free yourself from typing the same information over and over again!
Download RocketBiz on the AppStore today!

8 Abb“S’fo’re

DarrylSpeaks.com/Trial
L



DOWNLOAD APP  SAMPLE USES REVIEWS CONTACT US

Sample Uses

Run your business on the go

Escape from the pressure of typing perfect sales pitches, deal
summaries, links to online applications, driving directions, etc.
while you're on the go. Save them in RocketBiz and send with a
single tap to anyone, anywhere, anytime, right from your
iPhone’'s native Messages app! Download today and be more
productive with your timel

# Download on the

® App Store

DarrylSpeaks.com/Trial




High Priority
For Buyers

* Open Houses

* Follow Up after an
open house

e Get a Signed Buyer
Agency Agreement




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

R

POWER AGENT®

Tom Baxter, Power Agent®
ReeceNichols Realty




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! EXCLUSIVE POWER AGENT TRAINING!

How to Use REDX
to Turn Leads
Into Listings

Free Online Training With

with
Special Guest Special Guest

Lessons Learned How to Reinvent Top Ten Reasons

Homeowners
from Recent Crimes Yourself & Should Sell

During the

. 3 Guarantee 1
Against Agents v 4 Success in 2022 Holidays

Al Guest Tracey Hawkin

PRESENTED BY DARRYL BAVIS, CSP with Special Guest Tyler Fenn

21/11/18 - Lessons Learned 21/11/17 - How To Reinvent 21/11/10 - Top Ten Reasons 21/11/04 - Turning Leads Into

from Recent Crimes Against Yourself & Guarantee Success Homeowners Should Sell Listings Part 2
Agents in 2022 During The Holidays )

Favorite %
Favorite ¥ Favorite ¥ Favorite %

EXCLUSIVE POWER AGENT' TRAINING!

What Market Changes e
Mean for Your Buyers
and Sellers How

| Special Guest Andrew Russell

IBUYER BEWARE:

HOW TO EXPLAIN
10 HOMEOWNERS

HOW TO BECOME A
FEARLESS LISTING
MACHINE THIS FALL

WHY THEV SHOULD
LIST WITH YOU

Free Online Training Presented by Darryl Davis, CSP

to Make Sure They Buy From YOU

& Presented by Darryl Davis, CSP
e Real Estate Coach

21/11/03 - iBuyer Beware: 21/10/28 - What Market 21/10/27 - Creating Buyer /10/20 - How To Become A
How to Explain to Changes Mean for Your Loyalty: How To Make Sure earless Listing Machine This
Homeowners Why They Buyers & Sellers They Buy From You all

Should List With You ) )
Favorite % Favorite ¥

Favorite %

=

FREE ONLINE TRAINING

EXCLUSIVE POWER AGENT TRAINING! Free Online Training

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

Marketing

wit
iBuyer Beware: A Strategies to - Ri

How to Explain to . isk Management ¥
Homeown:rs Why They Finish 2021 for REALTORS® T
Should List With You Strong F ‘

Presented by Darryl Davis, CSP -

Mmmmw Real Estate Coach i
21/10/13 - iBuyer Beware: 21/10/06 - Marketing 21/09/30 - Risk Management ~ 21/09/29 - How To Use the
How To Explain to Strategies to Finish 2021 for REALTORS Upcoming Holidays to
Homeowners Why Thev Strong Generate More Business
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Customer vs Client

Customer Client
Pays for a product with an immediate money Buys a personalized and highly professional
transaction service. This business relationship has clearly

defined responsibilities between parties.

DarrylSpeaks.com/Trial




Customer vs Client

Customer

Client

Definition

Pays for a product with an
immediate money transaction

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

Fiduciary Responsibility

Written Agreement

What a company offers

Sales Professional Focus

Length of Relationship

Personal Attention

DarrylSpeaks.com/Trial




Pays for

« Acar

Customer

irmmediate money
transact

Examples include:

. Food {
restaurant, pakery)

+ Clathing
» Furniture
. Gasoling

. Enbanammentsuch as
Metflix, live show. mavie

Buys a pers

3 product with an

jon.

. Attorney

grocerny store,

Examples of Client Pu

Client

onalized and highly

prr_\ressional senvice. This business
relationship has clearly defined
responsib'nmes hetween parties.

. Agcountant

. insurance Agency

- Graphic designer

. Financial plannet

. Real Estate Professional

rchases.

Def’ﬂ’dgn

Fidutian’

Length of
elationship,

: ersonaj
ttention

R
espons;b,-my

#uys a persg
1
Trﬁg'f, Profession
clagr BSS relationer. .

¥ definag resp’gﬂsmp has
ies, Nsibiitias

usin
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Company Name
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Fmail Address Logsh
" 4
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As a Seller’s Agent, Here’s What | CAN NOT
or MAY NOT Do for You as the Buyer

As a seller’s agent, my fiduciary responsibility is to the home seller.
Therefore... :

« I can not advise you on the offer you should make when you find a
home you like.

« After writing your offer, I will not negotiate the best price for you but
instead for the seller.

« I can not represent your best interest. My responsibility is to
represent the seller’s best interest.

« I may not call you when there is:a new listing that comes to market
that meets your criteria.

« I may not give you preferred treatment with new listings to market
over buyers in your price range that I do have a buyer’s agency
agreement with.

« I may not show you everything in your price range.

« I may not always be available to help you once you go into contract
on a home.

Agent Contact Info / Photo(s) Here.

\R POWER AGENT*
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As a seller’s agent, my fiduciary responsibility is to the home seller.
Therefore...

« I can not advise you on the offer you should make when you find a
home you like.

« After writing vour offer, I will not negotiate the best price for you but
instead for the seller.

« I can not represent your best interest. My responsibility is to
represent the seller’s best interest.
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High Priority
For Buyers

« Commit to saying this
In almost every day-
to-day conversation:

I’'m really committed to
helping people benefit
from the current real
estate market. Do you
know of anyone that is
thinking of buying or
selling real estate?



High Priority
For Sellers

« Call neighbors for

_ | your buyer
I apon SALE
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"I HAVE A BUYER™ DIALOGUE

BOOK OF BUSINESS UPDATE
DIALOGUE FOR ADMINS

Sep - Ash Reppers Bulclg Questious

BOOK OF BUSINESS UPDATE

DIALOGUE FOR ADMINS

Mary a9ers have Denees nc Dioees of S, 0 GRS HeO, 2N B e
ssdrenes

a0 stme o0

Jowr . G0 o

et

BUSINESS ASSOCIATE DIALOGUE

Dialogue - “I Have A Buyer”

English | Espanal

Favorite 3¢

CALLING AROUND NEW LISTINGS
== VOICEMAIL DIALOGUE

s s Daseryd Davis frowm Power Reaity!

The ceason it coling is ot @ new house jrst
cone up for sute i The avra and becaune of that
we'e exgpecting @ surge of buyers wanting 10
by i our Arightechood aod mot enouph
housen 0 show them Thesefore, (s i 0 Aty 9ood time
10 consider seiling. I you happen 10 Anow of auyone
W' Been shinking of sefiing. plewse give me @ ol

Aoy wer are oftericg hormeowren a free Negiibarhood
Market Report that shows whist peagle have been o

Dialogue - Book of Business
Update

English | Espanol

Favorite ¥¢

DOOR KNOCKING YOUR FARM DIALOGUE

P a5 e
Onmer, e

Dialogue - Calling Around a
New Listing, Voicemail

English | Espanal

Dialogue - Door Knocking For
Your Farm Neighborhood

English | Espanol

Favorite ¥

OSURES/NOTICE OF DEFAULT DIALOGUE

Favorite ¥
" FOLLOW UP TO OPEN HOUSE DIALOGU
Stege | ety Siep ¢ latved

et ey e v

Step 3, Clentéy

A st i s #3 h yn  m b p y n pe Mcn m hre a
b

Sy 4 At
e

s Doy v, e Sy
e

e BT e e e e

PPN R —

1 o o o Bt 3k B T A o N, O A 14 53
e S tmos

—
e g

wiu—my Siop [ ivedocs

Sop 3 Clartey

Co—
P g

Step 4 Bollet Rappers

s g e . e St

Dialogue - Follow Up on Open
House

English | Espanol

Dialogue -
Foreclosure/Notice of Default

Dialogue - Book of Business
Update (Use with Updating
Info Letter)

English | Espanol

Favorite 3¢

EXPIRED DIALOGUE|
Step | lcentiey

Sep 7 Wwivedues

10 e e e T sty

Sepr 3 Cladtdy 2o

[HREEPR——

4 Gog Thelr Conlitent

copy e i 0n o Akl g S, i e vt S vl

Dialogue - Expired

English | Espanol

Favorite v

FOR RENT BY OWNER DIALOGUE

Kdegs 1 Ideaticy

Step ¢ ntweduce

Fre 5 Clavity

Fep 4- Bolld @ Relationshis

Owner)

Dialogue - Business Associate

Favorite %

EXPIRED VOICEMAIL DIALOGUE

L 1 i Dyt D fram Power Reatey!

The reason fim coling is that | noficed that your
Aoxne Mo expived from the Mukiple (sting
Service. and [ Nave ome knpertant intormation
about that.

1might even hove somebody aho might be
Intevested 11n not 00 sure becouse | nevd 10 get
some more informacaion from you first. Plese
Coll e back.

Dialogue - Expired Voicemail

English | Espanol

Favorite %

[} 'FSBO DIALOGUE

Dialogue - FSBO

Engiish | Espanol

Favorite ¥
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| HAVE A BUYER DIALOGUE

Dialogue - “I Have A Buyer”

English | Espanol

Favorite 3¢
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High Priority
For Sellers

« Call neighbors for
your buyer

« Send out mailings for
your buyer

aFOR SALE
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Dear Hunna Hunna 3

| believe we may have a buyer for your
home. e

We have been searching really hard for one
of our buyers looking to move into your
neighborhood. From what we can find on
public record, your property might be
perfect for them. Are you open to selling it
in the near future?
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POWER AGENT’
MAGAZINE

Negotiating Offers

POWER .
+ AGENT *
Onboarding

Program

New Agent jecti [ Onboarding

POWER AGENT"
PRINT POR’TAL

Power Agent® Purpose Print Portal Profile & Billing Prospecting

. ___ "
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High Priority
For Sellers

« Call neighbors for
your buyer

aFOR SALE » Send out mailings for
. ' your buyer
« Walk your

neighborhood and or

visit past clients
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CKING YOUR FARM DIALOGUE

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

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

Owner: Yes.

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

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

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

Owner: Yes.

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

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

www.ThePowerProgram.com [ [D/(':V\QV‘Q I‘E’: 2 o%

www.DarrylSpeaks.com/Trial




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

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

www.DarrylSpeaks.com/Trial
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Find Out What Your Neighbors Paid for Their Home

=

—_—

The Neighborhood Market Report helps homeowners better:
» Understand current home values in the area
» Compare home values year over year

» Know the current value of their home
» Understand current market influencers and what that means for your equity

Your home is one of your most valuable assets. Financial advisors strongly advise getting a
Home Market Analysis annually to best understand the worth of your home and potential

return on investment. | am happy to provide that annual report for you.

This Certificate Entitles You to One FREE Neighborhood Market Report.
Simply contact me directly today to get yours.

Your Name, Company Name
Phone | Email
; | ’RPOWERAGENT‘ @

[
GBPGATY




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

www.DarrylSpeaks.com/Trial



geetree. gateee

January

Fortune cookies with a note,
“Wishing you good fortune in
the New Year! I'm here to help!”

FEETe. gateee

Package of Flower Seeds with
anote, “Thanks for helping me
BLOOM! Your referrals are
appreciated!"

oo o o T

September

Ruler with a note that says,
“Hope the new school year
RULES in your home! I'm here
to teach you whatever you need
to know about real estate!”

ﬂ POWER AGENT"

SMILE STOPS" for Every Season!

geetedsr. treTee

‘iebruary

Heart Shaped Box of Chocolates
with a note, "/ LOVE my clients!
Happy Valentine’s Day! I'm here

if you need me!”

geeeee. reweee

June

Box of Swedish Fish with a note,
“It’s o-FISH-ally summer! I'm
hooked on hoppy clients and
referrols! Call If you need me!”

geeeee. eteeee

October

Pumpkin carving kit with a note,

“Let’s carve out some time o talk

real estate and referrals! Thanks
for being a great client!”

geetee. goepeo

-

March
Cellophane bag with chocolate
coins tied with green ribbon with
a note that says, “'m LUCKY 1o
have you as o client ond your
referrals! Happy St. Patrick’s Day!”

i g

July

Box of Sparklers
with a note, “Wishing
you a sparkiing
Independence Day!
I'm here to help with

geated. goeeed
November

Pumpkin or apple ple with a
note, “Any way you slice it,
you're appreclated! Happy

Thonksgiving! I'm here if
you need me!”

yereee,

s

g EEEe

April

Package of PEEPS candies with
a note, "Have any PEEPS with
real estate needs? Call me, |
can help!*

geerre. tereee
August \\
National
S'mores
Day is
August 10th!

Deliver smore fixings (graham
crackers, chocolate, marshmallows)
to five great clients with a note, “If
you ever need s'more info on the
reol estote market - call me!®

December
Wrapping paper roll with a note,
“Thanks 7(:/ helping me WRAP up
o great year! Hoppy holidoys and
know thot | am here for oll of y
real estate questions or need

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
Leave behind a token of gratitude
Elevate the relationship

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

www.DarrylSpeaks.com/Trial




teeted. goteed

January

Fortune cookies with a note,
“Wishing you good fortune in
the New Year! I'm here to help!”

ﬂ POWER AGENT"

SMILE STOPS" for Every Season!

¢teeede. tgeeea

February

Heart Shaped Box of Chocolates
with a note, "/ LOVE my clients!
Hoppy Valentine’s Day! I'm here

if you need me!”

Qi o T

. March

Cellophane bag with chocolate
coins tied with green ribbon with
a note that says, “'m LUCKY to
have you as o client and your
referrals! Happy St. Patrick’s Day!”

il

il i i g

April

Package of PEEPS candies with
a note, “Have any PEEPS with
real estate needs? Call me, |
can help!”

www.DarrylSpeaks.com/Trial
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SMILE
STOPS
Ideas to
Show Your @ ILTIIRIT
Clients P

You Care

e, ene o vy S
WA et fer b 4 ITRACSIOPANY

e b w3 bow aag stchee
( -w:m e g o o A o

jor oF wafta with: it g thart rac, Yor the
nient ey 1 v evvere - o e

A phicn carter wes waie e b Sy o
2RO & "o gt e rerurees son e e e
ol o seus Bomer

{inree ldeag

21" Kindergarten Day. Deliver fresh muthins for o
the kindergarten teachers at your local Lo
y . (Call ahead to find out b FILT N,

many.) Leave notes for each, “Thaaks for all you
do to inspire our future? Love, Your Local
REALTOR®." Attach a business card.

22%; Jolly Bean Day. Being a jar of gousmet jelly
Deans to five top clients with a note that reads,
“Thanks for all your SWEET referrals! Happy Jelly
Bean Day"

7% Arbor Day: Head to your local plant aursery S
and pick up § tree seedings (or try this ste: o X
daer a

f1)e ]| SMILESTOPS
10 r,)f” ~ m,

AUGUST
SMILE STOPS'
S ——

it et g &t Pt

2 il o~

o P O
s Ha A Lt ot o Smngiten P & St Promatin

3 At

o s
e e s, 7Y

December Ideas for Agents

\_ v

o ayivg Tourecied  Thavk o for eYE ™ ~ahinklog you hoppy
N g peplriens o’ vt e v oLyl
o Mapgy Polders e wnd yeur
" éxtemiion cond ST

SMILE Stops - 10 Referral
Worthy Ideas

Favorited %

SMILE Stops — April

Favorite ¥

POWER AGENT® SHILL
STOP STRATEGY!
2y Wead to your
o pet stare for somw
fancy dog treses or 3 cool
chew toy and deliver te
five top clients that you
0w a7z dog owners
with # wte, “I(s National
Dog Dey. anl | st
wanted to heib you
ceiebrate, by duivorry

February

Ideas for Agents @

SMILE Stops - August

Favorite %

SMILE STOPS " Ideas
for Agents for June:

arytsing | can do s hop Vo ey e v O D o e i 12% Gl Scout Day: Grab & boxes of el scout cookies (they are everywhere
you shease hrow that f'm =~ Fight pow?) and doliver 1o 6 great cllents with a note that says, “You're one of
sy haret npy” 2000 - oationsl Pastachle Day: Stcp by e certs wina b of pistachises wred o >  my tavorite chants - Scout's honor: Thanks f0r trusting me with your feal
e .t s 5 Aot AL oAy G T - . estate business?
o tiel CaadaTe 1 St it 9 ?
2 tna e Ahat's @ 5"‘6 Gtop~

Smile Stops — December

Favorite %

3 o o M

SMILE STOPS
T —

£%: Popcomn Lovers Day. Bring a bax of microwave popcom 10 § fun
Customers with a note, | st wanted to pop over to say thanks for being an
mazing chent. | hope this treat makes you SMILE"

b

1% DaySght Savings Tiene. Bring 2 9 volt battery to 5 chents with a note,
=S pring forward with smcke alarm safety? it's time to change your hatteries! |
Tharks for being an amazing chent™

SMILE Stops — Dog Days

Favorite %

SMILE STOPS ™ Ideas
for Agents for May:

AAAAR AL AL AA A AAAAA AR AL AR AL AR AL 20

www. PowerPescancon
S —

SMILE Stops — February

Favorite &

SMILE Stops - June
Favorite w

SMILE Stops — March

Favorite ¥

—— s P o S 04 e b, e P 8

Mg O St AL 10 s ot o S 3

7 |
W % T Xy
Seven Summer SMILE Stop Ideas!

5000 ry I 1 Ve o s e o i, ot o oMU vt 0¥
2o e g rou COMMEI Wi v e d oy mrr™

Abaiest
m_ﬂ-ﬂmmn—.lm‘—dwv

2 \
B : 4

ook (& kove 19 hel) you 8901 Give e 3 cat 1
oy st Whas w8 e, ) €an et s SN B8 nagh e red evtate
recess was et

2 rate. "1 can hato
s g

100 e 14009, ¥ o #ver warn e SC00P 6 (e 10l ety merkar,
! 1 Ny 12 bt

SMILE Stops — May

Favorite %

SMILE Stops — September

Favorite %

SMILE Stops — Spring

Favorite %

SMILE Stops — Summer

Favorite %
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I ={FOR SALE

High Priority
For Sellers

« Send out mailings for
your buyer

« Call neighbors for
your buyer

« Walk your
neighborhood and or
visit past clients

* NOW business
prospecting

DarrylSpeaks.com/Trial




Pick Just a Few Activities &

Do It Everyday

FSBOs
Expireds
Houses for Rent
Old FSBOs

Old Expireds

Al o

e Jonathan Myers
Expired, FSBO, cancelled, rentals 9 months from lease start date, and social media. |
have done that and | am in my first year and am on track for 30+ this year.
Like - Reply O °

DarrylSpeaks.com/Trial




Texting Scripts

ou a voicemail about your house for sale. Please call me at
est convenience.

to text but a new listing came up for sale in your neighborhood.
t this will generate a lot of buyer interest in our neighborhood.
Il if know of anyone who is thinking of selling.

to text but | have a few buyers looking in your area. Is your
| available?

ew thoughts on how to get your home sold fast; do you have
S to meet to discuss?

DarrylSpeaks.com/Trial



DARRYL DAVIS COACHING CLASSROOM  WORKSHOPS ABOUT  MEETING PLAMMERS RESOURCES BLOG

/4=

HIRE DARRYL

Social Media Shareables

POWER
AGENT®
WEBINARS

Time and Money Management Webinars On Demand
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POWER

\AGENT‘

COACHING

CLASSROOM  WORKSHOPS

ABOUT BLOG

WEBINARS ON DEMAND

SHOP  CONTACT

EXCLUSIVE POWER AGENT TRAINING!

R FULL TUTORIAL:
e - How to Use
=== the NEW
POWER AGENT
Print Portal

Fomersd oy FCM gt

22/01/20 - How to Use Your
Power Agent Print Portal

Free Online Training

The Top 10
Prospecting
Scripts for

2022

i
How to Guarantee
2022 is Your

.. Breakthrough Year

2

22/01/19 - Guarantee 2022 is
Your Breakthrough Year

Favorite ¥

FREE ONLINE TAIN!

21/12/29 - Top 10 Prospecting
Scripts for 2022

Favorite %

EXCLUSIVE POWER AGENT TRAINING!

Special Guest
Lessons Learned

from Recent Crimes
Against Agents =

ial Guest Tracey Hawking

/12/22 - 7 Must-Have
abits to Succeed in a
Shifting Market

Favorite ¥

\E B
How to Reinvent

Yourself &
acuarantee
Success in 2022

PRESENTED BY DARRYL DAVIS, CSP

21/11/18 - Lessons Learned
from Recent Crimes Against
Agents

21/11/17 - How To Reinvent
Yourself & Guarantee Success
in 2022

REE ONLINE TRAINING

How to Double
Your Income
in 12 Months
or Less

The 3-Part
Breakthrough
Business Plan:

How To Get
Business,

Business, &
ncial FREEDOM

22/01/12 - Double Your
Income in 12 Months or Less

Favorite %

Free Online Training

Your 2022
Marketing
Calendar
for Success

FRESENTED BY DARRYL DAVIS, C5F

21/12/15 - Your 2022
Marketing Calendar for
Success

Favorite ¥

Free Online Training

Top Ten Reasons {

Homeowners
Should Sell
During the

Holidays

-

21/11/10 - Top Ten Reasons
Homeowners Should Sell
During The Holidays

22/01/05 - 3-Part
Breakthrough Business Plan

Favorite ¥

21/12/09 - Brainstorming
Session 7

Favorite ¥

EXCLUSIVE POWER AGENT  TRAINING!

How to Use REDX

Wwith
Special Guest

21/11/04 - Turning Leads Into
Listings Part 2

Favorite %
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Distraction Definition

« A thing that prevents you from giving full attention
to something else.

« Extreme agitation of the mind or emotions.

DarrylSpeaks.com/Trial



TIPS to Avoid
Distractions

Y

1. Unfollow people in Social Media if you need
to

DarrylSpeaks.com/Trial



When a photographer can't

change a scene, he - '

changes his angles and

lens to capture the best

part of the scene. Similarly,

when you can't change a

situation in your life, /
change your perpsective /
to get the best part out of i
that situation.

Be a filter. Not a sponge.



Avolid Distractions

1. Unfollow people in Social Media if you need
to

2. Get stronger with your technology

DarrylSpeaks.com/Trial



BARRYL DAVIS COACHING CLASSROOM  WORKSHOPS ABOUT MEETING PLANNERS RESOURCES BLOG SHOP CONTACT

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

Go to the Classroom Register for the Next Webinar Get Coaching Call Credentials Edit My Profile & Billing

Unlock hundreds of Power Agent® Learn the latest Next Level strategies and Connect to weekly coaching every Edit your profile, photo, password and
gsults-producing training tools. solutions for agents. Monday with these call codes. billing information quickly and easily

(POWER

\Builder”

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 nationwide online
from your membership. CRM and power up your sphere and farm. most 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
(L7 57 s _, ) AGENT®

WEBINARS

Vendors We Recommend Webinars On Demand

DarrylSpeaks.com/Trial



\y\ Tech Considerations

POWER AGENT®

1. Website 5. Powerpoint
2. Canva 6. CRM

3. Zoom 7. Redx

4. Social Media Profiles e

DarrylSpeaks.com/Trial
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SOCIAL STREAM’\J

POWER
uilder”

% Most Popular

v Favorites

Country Living
Bl Financial Post R

Ql Gardens lllus
m

m Homas Magazine

Home Trends Magazine

42

Martha

NP| National Post Homes
mr\’exﬁ Home

S Realty Times
u Reno & Decor Magazine

et Style at Home

Y = 5
MTwe oronto Star Re,

€ Ms = L} ay 4, =
How Often You Should Wash Your Sheets During Will schools be open in September? We asked Home Buying and Selling During the Pandemic: Guide to Paint Finishes (So You Won't Waste Your
The Coronavirus Pandemic several experts to weigh in What You Need to Know Money)

Near cnnn-tn-he callene arade: Ouarantine Tine far trainina vanr new daa while varr're stucl What Ta NDa With | eftaver Fand Fuen If It'c Clace Ac statec eace cnrial dictancina ardere what dnec
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SIGN UP

@ Watch the Video

PRE
EXPIREDS FSBOS FRBOS FORECLOSURES STORM DIALER
Turn Expired Listings Get cleaner, faster For Sale  Rescue landlords from va- Get the most accurate, Call more people in

into powerful leads with By Owners without cant rentals, easiest ap- up-to-date phone numbers less time with our



v €% ExPIrEDS(20)

% I%I FSBOS(20)

- FORECLOSURES(20)

& New |

® In Progress (10)

Bennie White

(801)784... +2

Alexis Valdez
(801) 784... +2

Frederick Mccoy
(801)784... +4

EssielLee
(801)784... +3

Thomas Hale

(801) 784...

Emily Wright
(801) 784...

Rita Sherman
(801)784...

Joseph Watson

(801) 784...

Jeffery Ryan Successful! ) WAPPtSet-
(801)784... +0 F -

Colin Armstrong

$385,900 4,500 sqgf

Expired: Jun 16, 2014 Called %

$385,900 4,10 sqgf

Expired: Jun 16, 2014

$343,000 3,500 sqgf

Expired: Jun 16, 2014

$235,400 3,740 sqf

Expired: Jun 16, 2014

$251,000 3,250 sqf

Expired: Jun 16, 2014

$359,120 3,360 sqf

Expired: Jun 16, 2014

$259,300 3,200 sqf

Expired: Jun 16, 20

$210,900 3,600 sqf

Expired: Jun 16, 2014

$200,450 2,600 sqgf

Expired: Jun 16, 2014 Called X

$120,500 2,500 sqgf

\ @ \\ " "\\‘\
Successful! )SApptSet 9l Listed 7‘)—89@4

(801)784... +0 Expired: Jun 16, 2014

www.DarrylSpeaks.com/Trial




File Edit View History Bookmarks Tools Help

Ed (4) Damryl Davis X s Sacramento Association.. X (0 Glip * ¥ Infusionsoft - Logout ¥ | (& Priority » Nozbe | Upcoming Events - Events—... X ol My YouMail - What's New > | [ Inbox (595) - darryl@darr...
€ theredx.com,
|20 Most Visited Getting Started Meddle this & Google Just for Today Meditat...

GOVORTEX ¢
(+] {+] (+]

Hi I'm calling about your house for sale.

Is it still available?

This is April Elsner with

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

., what's your name? Owner I'm calling because | work with a lot of buyers and sellers in your area and wanted to find out what I could do to help you.

= A2 Bring me a buyer: excellent, that is what | do for a living! If 1 brought you a buyer, are willing to pay a buyer's commission?

How much longer are you going to try to sell this property on your own, before you decide to explore other options?

When you sell this house, where are you going next?

How soon do you want to be there?

S FSBOS +

Owner

Fhone 631-744-4880

Phene
Email kmlibby@optonline.net
Email
e 11 Robert Ct
%5 % shoreham., NY 11786
Address

+ Hide Script [7

Property Detail

11 Robert Ct
SHOREHAM, NY 11786

Bedrooms 4
Bathrooms 3
Sq Ft 2374
Yr Built 1968
Lot Size 0.58

Listing
siouny  gem
Listing Broker
Short Sale
MLS ID
MLS Area
Property Type
Subdivision
County
Last Sold Date

- = 14 /57

X Vortex

wBa 4+ & O %

A

EDIT

[m]

X
+

[
Il

RE

~
DELETE

www.DarrylSpeaks.com/Trial



OVORTEX - Gowo Po o Lo @0 [0 ScoreDd
© © )

Q STORM Dialer" (435) 491-0476 ()

Please disposition to continue

Property Detail

%)

2 ALYSON S 6669 S OVERLOOK RIM RD
MURRAY, UT 84123

&

Bedrooms 3
Bathrooms 3.00
Voice Message AR
Phone ; 7 SqFt 2267
Mo Answe Yr Built 2009
Phone Lot Size 0.01
1=} Vot Interested ]
Email Listing
O  Relisred
6669 S OVERLOOKRIMF ™  proy Sold Expir
Address .JL rray. UT 84123 ' - e Erpe
Murray, UT 84123 = _ List Date  Oct 16, 2015
Wrong/Trash #
= List Price 225000
Address 2

Days on Market
Expired Date
Listing Agent

Listing Broker

5 )
Jan 15, 2016

Kim (Airu) Zhang

Salt Lake Homes Realty

Short Sale
MLS ID 1334525
MLS Area 104
Property Type Townhouse
Subdivision  WINCHESTER

www.DarrylSpeaks.com/Trial



Avolid Distractions

1. Unfollow people in Social media if you need
to

2. Get strong with your tech

3. Hang your signs

DarrylSpeaks.com/Trial



DO NOT DISTURB

I'M GROWING MY
FUT

www.ThePowerProgram.com

APOWER AGENT
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DO NOT DISTURB
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DO NOT DISTURB

www.ThePowerProgram.com

ﬂ POWER AGENT"
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Last but not Ieast.....
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The 6 Things Running
Marathons Taught Me

DarrylSpeaks.com/Trial



- Joanne 4 Mary 5
DoT BoaRD

32 Dots!

“This is more
than the last 3
years
combined”

Mary Crawford



The 6 Things Running
Marathons Taught Me
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Mini-Goals

 For the Quarter

e For the Week

* For the Day

4
%,
¢
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/\\ POWER AGENT’

First Quarter Second Quarter
January, February, March April, May, June
Third Quarter Fourth Quarter

July, August, September October, November, December

ThePowerProgram.com

DarrylSpeaks.com/Trial




ﬂ POWER AGENT"

JANUARY 11TH TO

MY POWER WEEK: januarY 17TH, 2021

Monday

1711
JOIN US FOR THE
POWER HOUR WITH
DARRYL COACHING
CALL AT 11 EASTERN.
CHECK THE COACHING
CALL TAB IN
CLASSROOM FOR
ACCESS CODE.

Wednesday

1/13
SWITCH GEARS! TAKE A
DRIVE! CHECK OUT
NEIGHBORHOODS THAT
SEEM TO BE HAVING
HIGHER THAN NORMAL
TURNOVER AND SEE IF
THEY MIGHT BE RIGHT
FOR YOU.

Friday

1/15
GOT AN OLDER DATABASE
THAT NEEDS UPDATING?
CONSIDER HIRING A TEMP
OR BREAKING LIST DOWN
INTO 10 CONTACTS PER
WEEK. LOOK FOR BOOK OF
BUSINESS LETTER &
DIALOGUE IN
PROSPECTING.

Sunday

1/17
REVIEW THE 35 SOCIAL
MEDIA LIVE IDEAS IN
THE PROSPECTING TAB
AND COMMIT TO
CREATING AT LEAST
ONE VIDEO TO SHARE
WITH YOUR SOCIAL
MEDIA SPHERE!

Tuesday

1/12

PUT UP YOUR
PLANTING SEEDS OF
SUCCESS DO NOT
DISTURB SIGN AND
PROSPECT FOR TWO
SOLID HOURS TODAY.
FOCUS ON SERVING,

NOT SELLING.

Thursday

1/14
USE THE FSBO &
FSBO VOICEMAIL
DIALOGUES FOUND
IN THE PROSPECTING
TAB AND COMMIT TO
MAKING AT LEAST 5

CALLS.
Saturday
1/16
ASK YOUR BROKER IF THERE
ARE ANY “ORPHAN" FILES

FROM PAST AGENTS THAT
NEED ATTENTION, THEN
INTRODUCE YOURSELF TO
THEM AS THEIR NEW
COMPANY CONTACT, LOOK
IN PROSPECTING TAB FOR
DIRECTIONS AND
DIALOGUES.

NUMBER OF
PEOPLE/FAMILIES |
WILL SERVE:

THIS WEEK:

TOP 3 THINGS | MUST
ACCOMPLISH:

POW OOL(S)

I WILL USE:

#1 THING | NEED TO LET
GO OF:

GRATITUDE LIST:

O OO

DarrylSpeaks.com/Trial




Power Agent®Daily Schedule

5:30 AM-8:00 AM
Read, meditate, prayer,
workout, eat, get dressed

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

11:00 AM -12:.00 PM
Meal break & social media
catch up

1.:30PM-2:30 PM
+ Check industry news

- Check local market
conditions

4:30 PM-5:00 PM

Set to-do list for tomorrow

0]

45
) &

Rt
a4
O

8:00 AM-9:00 AM

* Review top 3 MUST DO tasks
for the day

* Check inguires for your listings
and respond

* Review new listings coming to
market to find Shiny Pennies

+ Check and respond to emails

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

12:00 PM-1:30 PM

+ Check up on current
transactions

+ Return calls

* Follow up on emails

2:30PM-4:30PM
Prospect - Future Business
(Facebook, door knock, call
friends, family and past client,
send out notecards, call around
new listings)

S5:00PM-7:00 PM
7:00 PM -9:00 PM Family Time
Personal Time @
a
9:00 PM
+ Review to-do list for tomorrow PowER
+ Bedtime AGENT

www.ThePowerProgram.com
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The 6 Things Running
Marathons Taught Me
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Total Weekly
Mileage

Week Monday Tuesday Wednesday Thursday Friday Saturday Sunday

HT: 7 reps @ 1-1.5

1 Rest 3 miles 4 miles minutas Restlor XT 3 miles 6 miles 16 miles
p. Rest 3 miles 4 miles e Brrrﬁﬁitg L Restlor XT 4 miles a miles 19 miles
3 Rest 4 miles 4 miles AL @1EPS  pogiior XT 4 miles 10 miles 22 miles
4 Rest 5 miles 4 miles AT0reps @115 pegyior XT 4 miles 12 miles 25 miles
5 Rest 5 miles 4 miles Sh.zintevale @1 pogyjor xT 4 miles 14 miles 29 miles
6 Rest 5 miles 4 miles 5 i”;firl‘f's @1 Restior XT 4 miles 16 miles 32 miles
7 Rest 5 Miles 4 miles ST 4 i”;f“”f's @1 Rest/ar XT 4 miles 18 miles 35 miles
8 Rest 5 Miles 4 miles ST 5 i”;firl‘;';"s @1 Restior XT 4 miles 20 miles 38 miles
9 Rest 5 Miles 4 miles STeitetvals @1 Restior XT 4 miles 6 miles 25 miles
10 Rest 7 miles 4 miles STO-7intenalsal  pestior XT 4 miles 20 miles 41-42 miles
1 Rest 5 miles Rest 4 m”‘;sasé easy Rest 4 miles 10 miles 23 miles
SR e Gnuenna Mmhuecssy  umvecssy g Rt waRATHON

AN | NEW YORK ciTy
£4249)] MARATHON

Wl
$3 ne
| I’ )
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free beer at thp
finish
line...hurry.




" FROM THE BESTSELLING AUTHOR OF
N | How TO BECOME A POWER AGENT IN REAL ESTATE

HOW TO DESIGN

—A LIFE®

WORTH
SMILING

| ARCRY

— ) ™, ] . -
] Developing Success

3
\

t . Ruciness and in Lif
1IN DUSINeESE ana in Liie¢

DARRYL DAVIS

~




Contagious Happiness

A new study finds that a person's
happiness is influenced by the
happiness of close friends and
family, and to a lesser extent by
the friends of friends, up to three
degrees of separation.

LB

l:,—‘f"

o3t

Sources: James H. Fowler, Nicholas A. Christakis; BMJ

- -9

Happiness in clusters
The diagram above shows the

Q
relationships among 1,020 people Most  Least
in 2000. Groups of happy and happy happy
unhappy people are visible as KEY Oommme Men
light and dark clusters. ccoeee Women
THE NEW YORK TIMES
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POWER AGENT"

Exclusive Newsletter

MONDAY MOTIVATION

YOUR ATTITUDE DICTATES YOUR ALTITUDE

Hey Jula,

Happy Mondayl Let's gel thes success party staried! We are hearng lots of
acivity in the market. Agents are finally shaking off holidey mode and getling
senous shoul goals. This is exactly why you've got o stay focused and dilch the
distractions. Jusi as Daryl shared on lest week's conference call, dor't try to "da

it al” - when you do, il's easy 1o gel overwheimed and not do anything

Use your Power Week calendar 1o give you a daily focus - but also 1o write down
the top three things you want to accomplish this week. Make that your must do
and get it done early. That way the rest of the week foels ke icing on the cake!

Wizhing you 2 safe and happy week shead with a ot %o smie about We're

thinking of you!

Your Power Agent® Tean

JIANUARY 18TH TO
JANUARY Z4ATH, 201

Sunday GRATITUDE LINT)
WUMBEN OF
Ve L)
wvaTiENa WiLL SERVE

CALL WP AT LEAY
PAST CLHENTS A
(o

unu THIW
AND IPICIAL TD YOUI

- -

v

POWER AGENT"

Exclusive Newsletter

BDAY TRAINING

ITRATEGIES, AND SKILL-BUILDING IDEAS

How to Get In the Door...

w %0 bresk things dowet o instnuct.
{ime he was trying o train me, and | was caling FSBO's and not

jsaas, he oy ever said, “Just get in the door” It was frustrating, but
ben %0 undersiand the point.

[ring $hast you need io foous on = to get in the docr.

| nothing can ever happen on the phone.

5?-—-'1
LYan 5
SN T

mﬂmmr
WEDNESDAY
WEBINARS

OOLS FOR YOUR SUCCESS

irto el estsie, one af my first brokens, Mac Lavitt, was the one who
tbout FSBO's. He was a top producer, but he wasn't 3 greet irsiner. He

e, =0 | asived hirm, “Whiat should | have =id %o ged that appairment
P=porse was “Get n the door.” He had no dislogue suggestions, no

a FSBO and they respand with 1 have a friend in e business™ or
In agent | would fst with™ or 1 want 1o try =edling on my own for awhie

How to Double
Your Income
in 12 Months
or Less

“ulncul 1y, January i3, 2021

1= #n AN P

Wharviin, C5F - N

into some of the most effective iools and

of training and coaching agents. If you're
|he =tage for your personal Mext Level®

pary 13th at Woon Eastemn for How to

or Lesg — an onling tralning where we
al Mext LevelE is so you can slay focused
ting machine and bulld Inventary all year
y stay tap of mind with potential clients,

pgement iools Io balance family and work,
fiun in your busness
|3 buysrs and =sllers to call you

e your colleagues, and bet's wark ingether
In the best way passible. Ml see you online

, [vl2paaks. comJonling-iraining

e o hedp!

OWER AGENT"

kclusive Newsletter

AGENT TOOLKIT

R SUCCESS

he you're having @ great week! For this Thursday's Tool
share a handy Home Buying Checklist for you. This
feat addtion to your buyer's tools. You can share via
e for your open houses, or save as a JPEG and put on

fer o emasi a printable copy!
[ron below to download.
jad 1o the Buyers tab for more Buyer tools.

here for you!

BUYING lest

1ALS ' RESEARCH MORTGAGES

Poe vl ) hawnnn [— ovn a of e e’y bor o e e sk o

it Fomitmy ' VA D, ar L13 hmrae Serymy Sgren
["‘ Fcent gurss frovn madrgle lnders anl

ncding g sy for b

o i mvgwrna

T

[BORHOOD f') MAKE A HOME SHOPPING LIST

Jovar o ' |Gl ot iy rompieing your home
) e liat Aoy Ohy followineg:
= Mwat-haves: vch e rogaare mumber of
Lestinng ror  poatr s Restsnome ot darkroaoms.
(- Nice-te-haves: such oz u home on oud de
WA e Ak snvision eyl
[reing prevedy Diream festures. vt s pro grude
b ko 0wty yur Wt appliancos, or 4 hee e off the
WA N RO
( START
e [ )Sesass

| e Vit g oo vl
,:,‘w "PE’ private suncings

foo

4

AGENT"

lewsletter

RATEGIES

[BUYERS AND SELLERS

pf {o the races doe=nY it? i also is a
e've put together an awesome new
medial We'll also be sending you a

on Tuesday!

prmation on the bottom
o your social media platforms
send to your book of business

p! Here's to the week ahead filled o

Predictions

Sales are Heating Up

B LT TS

Technology

~d

Millennials &
Gen-27

Saree M e
e R s Ll
“a raxpeet e sy




Weekly
Coaching Calls
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The 6 Things Running
Marathons Taught Me
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PowER AGENT LY

Coaching Members Private Group

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

« Complete access to the entire Power
Agent® website

« Cancel anytime
« BONUSES TODAY

DarrylSpeaks.com/Trial



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

>/Q\ POWER AGENT®

M LIVE WEEKLY “POWER HOUR”
COACHING CALLS EVERY MONDAY

* Don’t have to figure it out on your
own

* Problem solving & solution finding

« What's working and what'’s not for
agents all over North America

* Get your “head straight” for the week

DarrylSpeaks.com/Trial




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

>/Q\ POWER AGENT"

M WEBINARS ON DEMAND

* Negotiating: How to Get An Offer Accepted in

24 Hours

« 12 Reasons FSBOs Should Not Be a FSBO oA et

« How to Generate a SURGE of Listing The °3“§§:§:°m?:f:a?9
Next 90 Days

* Playing With Buyers | Strategies to Double = WEBINAR

Your Income

« The Best Strategies to DOUBLE Your Income

« How to Master the Listing Appointment

DarrylSpeaks.com/Trial




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

\ﬁ\ POWER AGENT®

DEDICATED Power Agent” Facebook
Group

* Never feel like you're flying 3 vvvvvvv { POWER AGENT"
e Coaching Members Private Grou
solo again g -
e Support from agents all f:; e e
over North America - P g
iy . | — —
* Resource for referrals i —
» Feel connected and e —— 1998091
empowered

DarrylSpeaks.com/Trial




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

>/Q\ POWER AGENT®

DEDICATED Power Agent” WEBSITE

« HUNDREDS of marketing and
prospecting tools

« Farming and self promotion

» Objection handlers

» Scripts, dialogues, and how-to’s

* Business plans and checklists

« Money management tools

» Negotiating tools

 Listing appointment must-haves

DarrylSpeaks.com/Trial



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

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

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

( POWER

@Ider”

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

Quick Guide & Tutorials Profile & Billing Power Agent® Directory Webinar Registration
Get quick and simple tips for getting the Edit your profile, photo, password and Your Source for Power Agent® Referrals Learn the latest Next Level strategies and
most of your Power Agent Membership! billing information quickly and easily and Networking solutions for agents

DarrylSpeaks.com/Trial




Call Today: (800) 395-3905 or Dr s aLine & Sarah Cornacchio | & Dashboard | Logout Search § O

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

CLASSROOM

\POWER Builder”

.

Farming, Self Promotion, &
I Mailings I

Infographics Listing Appointment

DarrylSpeaks.com/Trial



(L1 R B T as S A
Top 10 Projects to Increase Your Hom: :

Reasons To List Your Home Before Year-End
|

* Vo b e vy
18 ke @ s

*

Lt Compunian Thre ais fwww hoanes oo T maket Surg Sobday W

Miohday deces « beawsAct Ights. fratve codors wod heikiay st - & vl
Var baryms A reg debad e g3 7w 1 apgws o g $w ks

* st They tevd
04 Mo A2 w4 & RaTe et

S ¥ bayers Mtk b oY g e hofdday wewson e loas fr o e, ey
arer rwwe e b bt P pevben b

Py Pt 0 by b - o B ) s

# O Fr—
fritt Posivrared

10 Reasons to Sell Before the
Year End New (PowerPoint)

Favorite 3

e L am
PR M (O P T
ARSSe 14 Amese s Jfetee
= 0 AT AL WARTTAG (R
- P & ¢« P
I

s o608 | 3 w0000 | 1 Ias0eae

AN AGENT TO S

10 Reasons to Sell Your House
Before Year-End (PDF)

' ALASONS TO WINE AN AGENT 70 SELL TOUR NOME

-~ -
Wy w4 5 By W e
ety e e it o gt o o b By 1m0

B Thugmon 8 AR | o I s
37N bt e paperast T 4ot S b b o

N by bt s b e 8 v ot g

8 Great Reasons to Hire An Agent
(PowerPoint)

Favorite 3%

N — A _lacece () Sioso ) lajscoe

W e, 7B D My Wy A Pt D o
ML D W (0 M e " | 2

B T o R A

R o raelmcon O NPMAL 3 o M it e €1 e |

S o o P it o B A o Y Ol foe § mamace | ¢ seramam | ¢ uasecss
b P sttt T NouAs o Y 1% o Tt T : ““”‘h A PR
o “...‘.. _..‘.,: Veur Namme, - [
8 Reasons to Hire an Agent Calculator- Farm Area Calculator- Farm Area Tutorial

Spreadsheet

Favorite ¥

Favorite ¥

oe

Cutting commissions is an

integrity issue. Agents willing

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

vt & Mg Sy Gromy Lip B, Srarton, wrel W Ve

R O

WSS LB TO CRADCATE FROU SHASCE

Video

Favorite 3¢

600D MOVE

HOW TO MAKE MOVING EASIER ON KIDS

Children’s Moving Book

Favorited %

DOOR KNOCKING YOUR FARM DIALOGUE

P Acgara™s 24 () Comed Qe P Py Ry M e ons”
Dwrte e

70 Ancws It s WIS O ¥ NVEACTION SO T8 TR 13 KW 1%
Wt it WA Gaing - s g Bk W o b gain) Bt
s

Durwe Wt

Py Agent®s Grect 1o wmmind s birueioe myne¥ Nooe 6 e sormethng of
ee e

¥ e 4 eyt | o e 9 ey e e ey @ segend o v vk oy
e o e e of fdet e e then )

0, by (e i - g 5 1 i s 8 Al M B )
el WA A o (g Pl s Mo e e S o e (N
Mt S 00 Bad o0 BN fraion, D) o 3 ot SOGY . Jour

INTRO CALL TO YOUR FARM DIALOGUE

" Mow o pou?

!

Owser: fiee.
Power Ageet” /1 Y he s 90 ety
Mo 8t Ve Bren g Y KT Inkarresion SRout (e maaT %0 hoUE Y
I ahout WACEY GO a1 it your PegEcvBood. Mav you been geTsng et
Prem—

Owner: T

Povwrs hegert®

| e 25 N yous bow
et vt o Tt e s
Pong My bl &
v offrieg « e ot
o £

Porwear Agern® Ofabos Opsbon #25:

ou cormnay . fove Ovee (- Pracse

a Sy s S GO AN IS
3L et o Fons AT WP e e SRy

oy
o B ) A

o rolve of pous sawty ey

e

Committed to Children
Infographic (PowerPoint)

Cutting Commissions Graphic

Favorite ¥

Dialogue — Door Knocking For
Your Farm Neighborhood

Favorite ¥

Dialogue — Intro Call to Farm
Neighborhood

Favorite ¥

DarrylSpeaks.com/Trial



POWER\AAGENT COACHING MWL GLIVE WORKSHOPS ABOUT MEETING PLANNERS RESOURCES BLOG SHOP  CONTACT HIRE DARRYL

CLASSROOM

@OWER Builder” '

I
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SEARCH RESULTS FOR: FSBO

FOR
SALE

BY OWNER

Selling Yourself? Be cautious of the people you let into Selling Yourself? Beware of overpricing. If you want MORE MONEY for your home with
your home. As a real estate specialist, | vet and It will cost you time, exposure and the sale, LESS stress? I've got you covered.
pre-qualify everyone who comes through your door. #PriceltRight #iCanHelp wGetitSold
08 homes. 3240 for meere 2 1 e P s tn msew 2 1t o wund bar s 2
Contact mee tnday? —— oract mee 10087 L Conmact e soday! i
Social Media Graphic — FSBO - Stranger  Social Media Graphic — FSBO - Social Media Graphic — FSBO - More for
Danger Overpricing Your Home

S {— Step | (denttty
O FSBO for Telemarketer Myt spcith e ; .
u..:.“:::,'“"“’ Sies 2 Cla ¥ The saanan by oo e pu———
E Sep ) Claridy oy
T T Step 4- Belld ¢ Relestenship
P — T resion win | ashed’ & Soxause % By A0 0 A58 ST RGN 1 o e nsene (e Spuve v
—'“’whﬁ‘lYt.‘:l::‘::'B‘ﬂmA\"ﬂ'“\F'!w-ﬁ-’w
G Step S lnvide Adkion (4ix & Meteh?
Power Agent Telemarketer Script for Dialogue - Old FSBOs & Expireds No FSBO Should Be a FSBO (Video)
FSBOs
0S AND B :{e
NLEASHED o ) OT B
AU & o
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Power Rm-r.v

DARRYL'S DEMO:
VIRTUAL LISTING
PRESENTATION

Listing
Presentation

“HOMES

Virtual Listing Presentation 1+ Hour Coaching Video, How

For Homeowners (103 to Deliver a Listing
Slides) Conversation

$497 $297

Get it ALL Today
for ONLY §

$5 for
30 days

$47/month after
(cancel anytime)

PowER
AGENT

NEW AGENT

New Agent S
Success Kit (2¢€

CLAIM YOUR OFFER HERE

POWER AGENT’
MAGAZINE = oo

= [op 12 Most
w= d Dialogues

3-Part Breakthrough
Business Plan
(43 Pages)

o

TOP12

Most Requested
Dialogues

. 157

2al Estate

rrrrrr

.).

Customizable Multiple

Offer eGuide For
Buyers or Sellers

$97

2022 Real Estate
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