
How to Stay 

FOCUSED On High 

Priority Activities



✓ Take notes

✓ Text your questions 
using the Q&A in 
the control panel. 













How to Stay 

FOCUSED On High 

Priority Activities







Only $197

• TODAY the first 30 days is ONLY $5

• Complete access to the entire Power 

Agent® website

• Cancel anytime

• BONUSES TODAY



Virtual Listing Presentation 
For Homeowners (103

Slides) $497 

DarrylSpeaks.com/Trial

TOTAL VALUE

$1,896

PLUS…

• Today’s Slides - $47

• Copy of webinar - $47

• 30 days of Power Builder CRM - $49

Customizable Multiple Offer 
eGuide For Buyers or Sellers 

$97 

1+ Hour Coaching Video, How 
to Deliver a Listing 

Conversation $297

New Agent Starter 
Success Kit (29 Pages)

$127

Darryl’s Top 12 Most 
Requested Dialogues

$157

3-Part Breakthrough 
Business Plan 

(43 Pages)

2022 Real Estate 
Predictions

$97

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



Going Wide

Vs

Going Deep



How to Stay FOCUSED 

On High Priority 

Activities
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What Is a High Priority Activity?

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

seller.



Your site here

1. Talk to someone about 
buying real estate

2. Talk to someone about 
selling real estate

DarrylSpeaks.com/Trial

Your Job EVERY 
DAY is To Only 
Accomplish 2 
Things……..



Your site here
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Examples

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

What Is a High Priority Activity?

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

seller.



From Lead to Client Process

DarrylSpeaks.com/Trial

FSBOs

Expireds

Open House

Referral

Inquiry from 

online, an ad, 

mailings, etc

Listing Appt 

Listing Appt. 

Follow-up

Buyer 

Discovery 

Meeting

Buyer Showings 

People in 

contract or 

closed 

transactions

Lead Gen
Initial Contact

Lead Nurture
Serious Interest

Client
Actual Business



Motivational 

Devices Help 

You Stay 

FOCUSED
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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
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Your site here
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Your site here
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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
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 Thanks for attending our open house at [ADDRESS]. We had a 

strong turnout so please reach out if you have any questions 

about the property ASAP.

 Hi [NAME] Are you still looking for a home in the [TOWN] area? 

Some new properties that came on the market you may be 

interested in.

 Hi this is [NAME and COMPANY]. I’m setting up showings for the 

week. Would you like to get together to see some houses?
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Texting Scripts
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High Priority 

For Buyers

• Open Houses

• Follow Up after an 

open house

• Get a Signed Buyer 

Agency Agreement

DarrylSpeaks.com/Trial



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

Tom Baxter, Power Agent®
ReeceNichols Realty
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Customer vs Client

DarrylSpeaks.com/Trial

Customer Client

Pays for a product with an immediate money 

transaction

Examples include:

• A car

• Food (grocery store, restaurant, bakery)

• Clothing

• Furniture

• Gasoline

• Entertainment such as Netflix, live show. 

movie

Buys a personalized and highly professional 

service. This business relationship has clearly 

defined responsibilities between parties.

Examples clients purchase

• Attorney

• Accountant

• Insurance Agency

• Graphic designer

• Financial planner

• Real Estate Professional



Customer vs Client
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Customer Client

Definition Pays for a product with an 

immediate money transaction

Buys a personalized and highly 

professional service. This business 

relationship has clearly defined 

responsibilities between parties

Fiduciary Responsibility To the company & transaction To the client

Written Agreement NO YES

What a company offers Product and service Service

Sales Professional Focus Selling Serving

Length of Relationship One Time On Going

Personal Attention Less required Highly required
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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?
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High Priority 

For Sellers

• Call neighbors for 

your buyer
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High Priority 

For Sellers

• Call neighbors for 

your buyer

• Send out mailings for 

your buyer
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Dear Hunna Hunna

I believe we may have a buyer for your 
home. 

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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High Priority 

For Sellers

• Call neighbors for 

your buyer

• Send out mailings for 

your buyer

• Walk your 

neighborhood and or 

visit past clients
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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. I 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

Website 

Your 
Photo 
Here

Find Out What Your Neighbors Paid for Their Home











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
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1. FSBOs

2. Expireds

3. Houses for Rent

4. Old FSBOs

5. Old Expireds

Pick Just a Few Activities & 

Do It Everyday



 I just left you a voicemail about your house for sale. Please call me at 

your earliest convenience. 

 I’m sorry to text but a new listing came up for sale in your neighborhood. 

We expect this will generate a lot of buyer interest in our neighborhood. 

Please call if know of anyone who is thinking of selling.

 I’m sorry to text but I have a few buyers looking in your area. Is your 

home still available?

 I have a few thoughts on how to get your home sold fast; do you have 

time for us to meet to discuss?
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Texting Scripts



Your site here
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• A thing that prevents you from giving full attention 

to something else.

• Extreme agitation of the mind or emotions.
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Distraction Definition 



TIPS to Avoid 

Distractions

1. Unfollow people in Social Media if you need 

to
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Avoid Distractions

1. Unfollow people in Social Media if you need 

to

2. Get stronger with your technology 
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Your site here
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1. Website

2. Canva

3. Zoom

4. Social Media Profiles

5. Powerpoint

6. CRM

7. Redx
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Avoid Distractions

1. Unfollow people in Social media if you need 

to

2. Get strong with your tech

3. Hang your signs
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Your site here
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Your site here
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Last but not least…..
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LOGO
Your site here





Become a Power Agent®

LOGO
Your site here



Become a Power Agent®

LOGO
Your site here



Become a Power Agent®

LOGO
Your site here
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1. Be committed to something 

bigger than fears

2. Work your life around the 

commitment, not your 

commitment around your life

3. Make your commitment 

public

The 6 Things Running 

Marathons Taught Me



32 Dots!

“This is more 
than the last 3 
years 
combined”

Mary Crawford
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4. Make mini-goals

The 6 Things Running 

Marathons Taught Me



• For the Quarter

• For the Week

• For the Day

Mini-Goals
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Your site here
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4. Make mini-goals

5. Get support – training and 

encouragement

The 6 Things Running 

Marathons Taught Me







Summarize

3+ 
Years of Research







Weekly 

Coaching Calls
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4. Make mini-goals

5. Get support – training and 

encouragement

6. Don’t run alone

The 6 Things Running 

Marathons Taught Me
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Only $197

• TODAY the first 30 days is ONLY $5

• Complete access to the entire Power 

Agent® website

• Cancel anytime

• BONUSES TODAY
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• Don’t have to figure it out on your 

own

• Problem solving & solution finding 

• What’s working and what’s not for 

agents all over North America

• Get your “head straight” for the week

LIVE WEEKLY “POWER HOUR” 
COACHING CALLS EVERY MONDAY

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

• Negotiating: How to Get An Offer Accepted in 

24 Hours 

• 12 Reasons FSBOs Should Not Be a FSBO

• How to Generate a SURGE of Listing The 

Next 90 Days

• Playing With Buyers | Strategies to Double 

Your Income

• The Best Strategies to DOUBLE Your Income

• How to Master the Listing Appointment

Power Agent Program: Less Than $1.50 Per Day | Power Builder Program: Less Than $1.50 Per Day
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• Never feel like you’re flying 

solo again

• Support  from agents all 

over North America

• Resource for referrals

• Feel connected and 

empowered

DEDICATED Power Agent® Facebook 
Group

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

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

• HUNDREDS of marketing and 

prospecting tools

• Farming and self promotion

• Objection handlers

• Scripts, dialogues, and how-to’s

• Business plans and checklists

• Money management tools

• Negotiating tools

• Listing appointment must-haves
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Virtual Listing Presentation 
For Homeowners (103

Slides) 

$497 

DarrylSpeaks.com/Trial

TOTAL VALUE

$1,896

CLAIM YOUR OFFER HERE

PLUS…

• Today’s Slides - $47

• Copy of webinar - $47

• 30 days of Power 
Builder CRM - $49

Customizable Multiple 
Offer eGuide For 
Buyers or Sellers

$97 

Get it ALL Today 
for ONLY

$5 for
30 days

$47/month after
(cancel anytime)

1+ Hour Coaching Video, How 
to Deliver a Listing 

Conversation

$297

New Agent Starter 
Success Kit (29 Pages)

$127

Darryl’s Top 12 Most 
Requested Dialogues

$157

3-Part Breakthrough 
Business Plan 

(43 Pages)

2022 Real Estate 
Predictions

$97

http://www.darrylspeaks.com/Trial


Power Agent 
Comments! 



Virtual Listing 
Presentation For 

Homeowners (103
Slides) 

$497 
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TOTAL VALUE

$1,896

CLAIM YOUR OFFER HERE

PLUS…

• Today’s Slides - $47

• Copy of webinar - $47

• 30 days of Power 
Builder CRM - $49

Customizable Multiple 
Offer eGuide For 
Buyers or Sellers

$97 

Get it ALL Today 
for ONLY

$5 for
30 days

$47/month after
(cancel anytime)

1+ Hour Coaching Video, 
How to Deliver a Listing 

Conversation

$297

New Agent Starter 
Success Kit (29 Pages)

$127

Darryl’s Top 12 Most 
Requested Dialogues

$157

3-Part 
Breakthrough 
Business Plan 

(43 Pages)

2022 Real Estate 
Predictions

$97
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43 
PAGES
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Virtual Listing Presentation 
For Homeowners (103

Slides) 

$497 
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TOTAL VALUE

$1,896

CLAIM YOUR OFFER HERE

PLUS…

• Today’s Slides - $47

• Copy of webinar - $47

• 30 days of Power 
Builder CRM - $49

Customizable Multiple 
Offer eGuide For 
Buyers or Sellers

$97 

Get it ALL Today 
for ONLY

$5 for
30 days

$47/month after
(cancel anytime)

1+ Hour Coaching Video, How 
to Deliver a Listing 

Conversation

$297

New Agent Starter 
Success Kit (29 Pages)

$127

Darryl’s Top 12 Most 
Requested Dialogues

$157

3-Part Breakthrough 
Business Plan 

(43 Pages)

2022 Real Estate 
Predictions

$97
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