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This Webinar...

v Take notes

v’ Text your questions
using the control
panel. We will take as

many questions as we
are able



DarrylSpeaks




amazon

Departments -

1-16 of 201 results for "darryl davis"

Show results for

Books
Real Estate
Real Estate Sales
Leadership Training
Job Hunting & Career Guides
Children's Books
See more
Kindle Store
Kindle eBooks
Real Estate
Business Leadership Training
Nonfiction
Career Guides
Real Estate Sales
Teen & Young Adult eBooks
Movies & TV
Movies
Drama
See All 11 Departments

Refine by

Amazon Prime

prime

Book Format

Hardcover
Kindle Edition

Word Wise
Word Wise Enabled

Actor

Darryl Davis
Ed Harris

Uallsnd Taulas

Browsing History ~

darryl davis

T bt et e it < g b e o v d e e

HOW TO BECOME A

WER
AGENT

"REAL ESTATE

A TOF ENDOUSTRY TRAINER
EXPLAINS HOW TO DOUBLE
YouR INCOME IN 12 MONTHS

o L - -

DARRYL DAVIS

FAOM T M PR AT O
NOW 10 DN & AW AV IV M 1

HOW TO DESICN

A LIFE
WORTH
SMILING
ABOUT

HOW TO

MAKE

s100 000

YOUR FIRST YEAR AS A

REAL ESTATE AGENT

B e T R
* Lawrt o e Vit mabag many SOW
© Laws W rprhere Bt el guarariee meete

DARRVL. DAVIS

Damryl’'s Amazon.com Today’s Deals

Gift Cards

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

2002
by Darryl Davis

Hardcover

524 $24.00 ,prime
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Hardcover
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“l am deeply honored every day by the
opportunity to help real estate professionals o
serve their communities at extraordinary D ar ry I- D avis 9 C S P

levels and build businesses that support their ’ s
families and goals and that they can be proud Chief Executive Officer

of at the end of the day,” Darryl Davis Seminars






1 Habits of Highly
Successful Agents

We will begin shortly! (= a\
Please click audio in the

center of your screen to
listen in!

www.DarrylSpeaks.com/Trial



Is this webinar a
sales pitch?




This Webinar Is For Our
POWER Agents® & Our Guests
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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

DARRYL DAvIS DarrylSpeaks.com/Trial 7/9\ POWER AGENT

— SEMINARS
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Presentation 3

DARRYL'S DEMO:
VIRTUAL LISTING |
I [ PRESENTATION

Now ...,,,,,,

FUTURE Business.
"mwm L

Virtual Listing Presentation 1+ Hour Coaching Video, How : TOTAL VALUE
For Homeowners (103 to Deliver a Listing 3-Part Breakthrough
Slides) $497 Conversation $297 Business Plan 1 y 896

(43 Pages)

mﬂ!"

NEW AGENT
SUCCESS
STARTER KIT

TOP12
Most Requested
Dialogues
Pt . ==l — YOURLOGD
New Agent Starter , Multiple Offer . .
Success Kit (29 Pages) Darryl's Top :12 Most Spreadsheet $97 Cust'omlzable Multiple Offer
$127 Requested Dialogues eGuide For Buyers or Sellers
$157 $97

POWER AGENT"
MAGAZINE

PLUS...

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

Earns Their Commission
$47

DarryLDavis DarrylSpeaks.com/Trial



http://www.darrylspeaks.com/Trial

POWER AGENT®




WE WANT

YOUR FEEDBACK
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1. They Know Their Worth




Your Attitude V.
Dictates Your [/ W
Altitude



KNOW. That You Are Essential!
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CriminalDefenseLawyer | aws By CRIME ~ LEGAL RIGHTS ~ CRIMINAL PROCESS ~
Published by 2 8NOLO

Practicing Real Estate

Any time you act on someone else’s behalf when buying or selling real
estate in order to receive a fee, commission, or other type of
compensation, you have engaged in the practice of real estate. To do
this legally you must be properly licensed. If you are not licensed, you
have committed a crime. Also, you cannot engage in real estate
negotiations on someone else’s behalf or even attempt to conduct a real
estate transaction for another person or organization unless you are
properly licensed.

RaRRE RS DarrylSpeaks.com/Trial LY Power Acent




Hire a Professionadl
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Who Is Directing
YOUR Transaction?

Seller’s Attorney
Buyer’s Attorney
Title Company
Home Inspector
Bank Representative

Sellers
Buyers
Appraisers
Engineers

/Z Your Real Estate )
rofessional
N _J




* KNOW you are essential!
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=% Make‘A'Wish f

What adwce would you glve your
_younger self?

Fill your own cup first Imean that financ'ially -4-'take care of you and your

_ family first. When the cup is full financially and starts overflowing, you -
start helping others. | didn’t do that and am still trying to fill my cup.1 -

never took a salary from Make-A-Wish, because I have always wanted the
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1. They Know Their Worth

2. They Focus On Building
A Business

The 7 Habits Of
Highty
successiul
Realtors®




Building A Business Is
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“I love how this program helps
my mindset and staying
focused. It has really helped
me turn my entire focus to
building listing inventory.”

A

Jonathan Ettricks POWER AGENT-

Berkshire Hathaway Home Services NY Properties
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. They Know Their Worth

. They Focus On Building
A Business

. They Know How to '"la T I-Ial]its ‘"

Generate NOW Business -
Highly

slccessiul
Realtors®




\’RPOWER AGENT

Power Agent® Activity Tracker

ACTIVITY SUNDAY WEDNESDAY THURSDAY 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

DArrYL DAvis
——— SEMINARS ————

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

DarrylSpeaks.com/Trial LY Power Acent



I am loving the Power Agent
membership.

| appreciate you don't have a set
prospecting methodology but allow
members to pick the method that
matches personality traits.

| am being hosed down by great ideas.

Dennis Wheeler, Power Agent® 5/9\

Berkshire Hathaway Home Services POWER AGENT®

RaRRE RS DarrylSpeaks.com/Trial LY Power Acent



Best Sources of Leads

-~ 1. FSBOs
/ 1/ 2. Expireds

DI DN DarrylSpeaks.com/Trial X Power Acent




Long Island Class










DArrYL DAvis
——— SEMINARS ————

1.
2.
3.
4.
5.

FSBOs

Expireds
Houses for Rent
Past Clients
Orphans

DarrylSpeaks.com/Trial LY Power Acent



2 THINGS YOU NEED TO
PROSPECT EFFECTIVELY
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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)

v lal FSBOS(20)

- FORECLOSURES(20)

& New |

® In Progress (10)

SFUL % In Progress %

Bennie White

(801) 784...

Alexis Valdez

(801) 784... +2

Frederick Mccoy
(801)784...

EssielLee
(801)784... +3

Thomas Hale
(801)784...

Emily Wright
(801) 784...

Rita Sherman
(801)784...

Joseph Watson

$385,900 4,500 sqgf

Expired: Jun 16, 2014

$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

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

Jeffery Ryan successful!  JiBnccallD $200,450727.6VOO sqf
(801)784... +0 & > Expired: Jun 16, 2014 Called %

S{;F';?AATOmStTONQ Successful! )SApptSet \,:"\‘ Listed-— f ?12‘0'5‘?22500 =Qf




GVORTEX CINEE 1= «
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HiI'm calling about your house for sale.

Isit still available?

Thisis AprilElsner with ________ , what's your name? AUGUST I'm calling because | work with a lot of buyers and sellers in your area and wanted to find cut what | could do to help you.
+ A2 Bring me a buyer: excellent, thatis what | do for a living! If | 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?

S0 why did vou decide to make the move?

M FSBOS + % Hide Script [

Property Detail

139 Madison St
Mastic, NY 11950

Bedrooms 3
Bathrooms 1

AUGUST REBERHOLT

SqFt 1344
Mobile + 631-484-4372 (-] Yr Built 1958
Mobile ©17-750-9012 L Lot Size 0.25

Other + 631-305-9495 &
@ Financial
Household Income ~ $50,000-$74,999
Estimated Mortgage Debt ~ $290,677
e 139 Mad\'son St Estimated Equity ~ $44,723
ress Mastic, NY 11950 Wealth Score  Estimated Net $100k-$249k

Neighborhood Median House Value — $250,000-$349,999
Presence of Children  Yes
Marital Status ~ Single
Length of Residence 11

2@ ®-

® 9 .=

EDIT DELETE

Insights




Powenﬂ AGENT

COACHING

\Arm -

CLASSROOM  WORKSHOPS

ABOUT

BLOG SHOP CONTACT

Cevumc ZARAH! ARE YOU READY TO HAVE A POWERFUL DAY?

EXCLUSIVE POWER AGENT' TRAINING!
With
Special Guest

$

Vice Provident of Sules

REDX

How to Generate
Leads and
Consistently Set
Listing Appointments

22/03/31 - Generate Leads and
Consistently Set Listing Appointments

avorite ¥

Your 12 Month
Marketing Calendar
For Success

22/03/16 - Your 12-Month Marketing
Calendar For Success

Favorite %

EXCLUSIVE POWER AGENT  TRAINING!
Special
How to Take Your Follow
Up Game from Ordinary to
Extraordinary in 30 Days

with Special Guest Curtis Lew w'_\ﬂ,

22/02/17 - Take Your Follow-Up Game
from Ordinary to Extraordinary in 30

LS

TEE ONLINE TRAINING

ery Listing Appointment

22/03/03 - Brainstorming Session 9

Favorite %

o~ Crealing Buyer

Loyalty: How

to Make Sure
They Buy
From YOU

A

e .
‘ —

22/02/16 - Creating Buyer Loyalty: How
to Make Sure They Buy From YOU

FREE ON LINE TRAINING

* EXCLUSIVE POWER AGENT TRAINING! \\\»
How to Use the )
NEW Power
Print-on-
Demand Portal

Learn how you can now take your Power
Program flyers, print them. and sven

mail to your farm ares - all online! s

22/03/17 - How to Use Your Power
Agent® Print Portal

Favorite %

FREE ONLINE TRAINING

How to Get Your
Offer Accepted In
Today's Market

PRESENTED BY
DARRYL DAVIS, CSP

22/02/23 - How to Get Your Offer
Accepted In Today's Market

Favorite %

’ Free Online Training

+~ How to Become
a Listing Machine
in 2022

NTED
DA

22/02/09 - How To Become A Listing
Machine in 2022

DArrYL DAvis
——— SEMINARS ————

DarrylSpeaks.com/Trial

7/9\ POWER AGENT®



2 THINGS YOU NEED TO
PROSPECT EFFECTIVELY
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UGG FOUNDER"f

] BRIAN?
'SMITH

~ “The secret to success is being ableto
. transform disappointments into blessings.” -
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. They Know Their Worth

. They Focus On Building
A Business

. They Know How to '"la T I-Ial]its ‘"

Generate NOW Business

. They Plant Seeds For "Ighlv
Future Business s“ccessiul

Realtors®










/\\ POWER AGENT’

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

July, August, September October, November, December

ThePowerProgram.com

DAL DarrylSpeaks.com/Trial ﬂ\POWERAGENT*
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POWERAAGENT COACHING CLASSROOM WORKSHOPS ABOUT BLOG SHOP CONTACT

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

FREE ONLINE TRAINING EXCLUSIVE POWER AGENT  TRAINING!

Marketing

d : = SpeciatGuest
;_'Buyetf BEech"P: : Strategies to 3 Risk Management

ow to Explain to Rce
Homeowneprs Why They Finish 2021 for REALTORS® m
Should List With You Strong & ’ ‘ T

HOW TO BECOME A
FEARLESS LISTING
MACHINE THIS FALL

Presented by Darryl Davis, CSP -
Presented by Darryl Davis, CSP. Real Estate Coach
- Real Estate Coach

21/10/20 - How To Become A 21/10/13 - iBuyer Beware: 21/10/06 - Marketing 21/09/30 - Risk Management
Fearless Listing Machine This  How To Explain to Strategies to Finish 2021 for REALTORS
Fall Homeowners Why They Strong .
should List With You Favorite »c
Favorite % Favorite ¥
Favorite %

“LUSIVE POWER AGENT' TRAINING!

Free Online Training t EXCLUSIVE POWER AGENT TRAINING! NS X FREE ONLINE TRAINING!

% How to Turn ONE
._Open House Into a
. "L‘STREAM of Listings..k |

| Presented by Darryl Davis, CSP - Real Estate Coach

With

Gel gto Know the Special Guest
PowRBuilder® CRM
Part

Special ¢

ATTENTION REALTORS Creating Extraordinary
How to Use the . Connections: The Key
Upcoming Holidays to :’:“""I“ Gifting and
Generate More Business b

with Special Guest Clandia Amling

21/09/29 - How To Use the 21/09/23 - Creating 21/09/22 - How to Turn ONE 6 - Getting to Know
Upcoming Holidays to Extraordinary Connection Open House Into a STREAM of gPwer Builder CRM Part 2
Generate More Business The Key Between Gifting an® Listings
. Referrals
Favorite ¥
Favorite %
FREE ONLINE TRAINING! ’f THE MARKET IS SHIFTING: H t O
STOP Wasting Money | ow to Own
with Online Leads: g gy\2¥:tteoa 2 Your Sphere &
\ e Farm Through
How to Mas(;:;(me Telephone & Surge of Listings Direct Mail
Generate 100k a Year Marketing Free Online
RESENTED 5 SARRYL DAVIS. G5 REAL ESTATE GOACH . Training

21/09/15 - Master the Phones  21/09/01 - 6 Ways To 21/08/25 - How To Own Your ~ 21/08/19 - Brainstorming
& Generate 100k a Year Generate A Surge of Listings Sphere & Farm Through Session 6
. . Direct Mail Marketing )
Favorite % Favorite % Favorite %
Favorite %

RaRRE RS DarrylSpeaks.com/Trial LY Power Acent
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' r /\\ POWER AGENT’

-

April - June

SMILE Stops for
Past Clients

DAL DarrylSpeaks.com/Trial ﬂ\POWERAGENT*



“Because of Darryl’s Power Agent
Program, | have already
DOUBLED my income this year
over last year, resulting in over
70 transactions closed.

Larry Gardner, Power Agent® ﬁ
\

Exit Realty POWER AGENT"

RaRRE RS DarrylSpeaks.com/Trial 7/9\POWERAGENT==
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SMILE STOPS™ ldeas
for Agents for May:

Cinco de Mayo (May 5th): Deliver a basket of salsa and chips to five top clients with a note,
“You’re NACHO ordinary client! Thank for being amazing. Happy Cinco de Mayo from your
Neighborhood Real Estate Specialist!”

Nurse's Day (May 6th): Stop by your local hospital or five local physician’s offices with a
basket of fruit, business cards, and a nice card that says, “For all you do to help keep the
members of our community happy and healthy - a giant thanks! Happy Nurse's Day from
your Neighborhood Real Estate Specialist!”

Mother's Day (May 9th): Pick at least five moms from your client list and stop by with a bottle
of champagne or bouguet of flowers with a nice note, “Moms help make the world a more
amazing place! Happy Mother's Day from your Neighborhood Real Estate Specialist!” '

Sunscreen Day (May 27th): Stop by 10 past clients with a bottle of sunscreen and a note
saying, "Here to help you always be protected in your real estate decisions! Happy
Summer!"

National Barbeque Month: Stop by at least five top clients with a bottle of your favorite
barbeque sauce and a note that says, “The market is heating up! Thanks for being an amaz-
ing client from your Neighborhood Real Estate Specialist!”

AAAAAAAAAAAAAAAAMAAALAAAAAAAAAAAAL

»&2 POWER AdGi N

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

NZANYZAYZARA YA YR YRY,
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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
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N" POWER Agent Members

-

Mary Buddendeck

March 14 at 1:04 PM - @
“Pie Day" was a huge success on Saturday. Let them eat pie!! So much fun. Happy Pie Day 3.14
Power Agents!

View insights 423 post reach >
@O You, Daneen Kotz, Shelly Henry and 22 others 2 Comments

O Love (D Comment

All rammeoentc =
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*‘"“"’ POWER Agent Members

Ashley Cheah N
W March 92t 3:01 PM - @

Birthday Smile Stop for one of my cherished past client who survived a severe Covid attack (her
entire family has me as the go to realtor, and her daughter asked me to be her bridesmaid for her
wedding, how fun!!).

We had a great time catching up & eating the cake. It made me smile the whole week! Thank you
for the Smile Stop idea. Love it!

nr

)~
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-e SSaaa s

(% Rhonda Reap-Curiel
W ¥ March 163t 9:22 AM - @

Smile Stops ready here also. Back reads:
An Irish Blessing for You: May your home always be too small to hold all your friends. Thank you
for trusting me with your business.

View insights 485 post reach >

OO You, Mary Hart, Loreen Snover-Callahan and 26 others 10 Comments
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SMILE STOPS™ ldeas
for Agents for May:

Cinco de Mayo (May 5th): Deliver a basket of salsa and chips to five top clients with a note,
“You’re NACHO ordinary client! Thank for being amazing. Happy Cinco de Mayo from your
Neighborhood Real Estate Specialist!”

Nurse's Day (May 6th): Stop by your local hospital or five local physician’s offices with a
basket of fruit, business cards, and a nice card that says, “For all you do to help keep the
members of our community happy and healthy - a giant thanks! Happy Nurse's Day from
your Neighborhood Real Estate Specialist!”

Mother's Day (May 9th): Pick at least five moms from your client list and stop by with a bottle
of champagne or bouguet of flowers with a nice note, “Moms help make the world a more
amazing place! Happy Mother's Day from your Neighborhood Real Estate Specialist!” '

Sunscreen Day (May 27th): Stop by 10 past clients with a bottle of sunscreen and a note
saying, "Here to help you always be protected in your real estate decisions! Happy
Summer!"

National Barbeque Month: Stop by at least five top clients with a bottle of your favorite
barbeque sauce and a note that says, “The market is heating up! Thanks for being an amaz-
ing client from your Neighborhood Real Estate Specialist!”

AAAAAAAAAAAAAAAAMAAALAAAAAAAAAAAAL

»&2 POWER AdGi N

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

NZANYZAYZARA YA YR YRY,
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Cinco de Mayo (May 5th): Deliver a basket of salsa and chips to five top clients with a note,
“You're NACHO ordinary client! Thank for being amazing. Happy Cinco de Mayo from your
Neighborhood Real Estate Specialist!”

Nurse's Day (May 6th): Stop by your local hospital or five local physician's offices with a
basket of fruit, business cards, and a nice card that says, “For all you do to help keep the
members of our community happy and healthy — a giant thanks! Happy Nurse's Day from
your Neighborhood Real Estate Specialist!”

Mother's Day (May 9th): Pick at |least five moms from your client list and stop by with a bottle
of champagne or bouquet of flowers with a nice note, “Moms help make the world a more
amazing place! Happy Mother’s Day from your Neighborhood Real Estate Specialist!” -
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You’ve got to be creative. When | was young, I took out a full-page
- advertisement in the Yellow Pages that listed an office on the east

side of Cincinnati, and another office on the west side, while every
- other heating/air-conditioning company had only one location. |

was the citywide company. In fact, our 'westside office’ was just an
answering service taking telephone message. From the start we

| | appeared to be a big company.” | |
-- Kevin Harrington
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October - December

Trunk or Treat
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* EXCLUSIVE POWER AGENT°TRAINING! \/

How to Use the
NEW Power Print-
on-Demand Portal

Learn how you can now take your Power
Program flyers, print them, and even
mail to your farm area - all online!

Thursday, March 17th
12-1 PM Eastern (9-10 AM Pacific)
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Date

Mr. and Mrs. Hunna Hunna
101 Umpty Umpt Lane
Power City, NY 12345

Dear Mr. and Mrs. Hunna Hunna,

My name is Darryl Davis, and | specializein sellinghomesinyour area. | have chosen yourarea
becauseit is a delightful, pleasant, and convenient place to live; not to mention the fact that|
live in the neighborhood. Itis for these reasons | find it easy to get excited about marketingand

sellingthe neighborhood homes.

As you probably know, our town is going through renaissance. Local propertyvalue is going up,
and many of our neighbors are already capitalizing on growth of ourtown.

| have enclosed a flyer on a home that| am currently marketing and would appreciate hearing
from you if you know of anyone who would like to live in ourarea.

Thankyou for takingthe time to read this letter. | will keep you updated on the market
conditions of ourneighborhood.

Sincerely,
Darryl Davis

P.S. If you would like to find outif you qualify for a FREE Market Analysis on yourhome, simply
call me today at 516-887-4404. There is no obligation.

If your home is currently listed for sale with another broker, thisis notintended as a solicitation
of that listing.

I | /

o S e hik
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Date

Mr. and Mrs. Hunna Hunna Fm W °'

101 Umpty Umpt Lane
Power City, NY 12345

Re: Another home sold by Darryl Davis

Dear Neighbaor,

| am delighted to announce that | have sold the home located at:

5 UMPTY UMPT LANE, POWER CITY.

We still have many qualified buyers looking to own a home in your neighborhood. If you are
contemplating a mowve, or know of someone who is, please contact us. If you would like to find

out if you qualify for a FREE Market Analysis on your home, simply call me at (516) 887-4404.

Sincerely,
Darryl Davis

If vour home is currently listed for sale with another broker, this is not intended as a solicitation
of that listing.
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Date

Farm Lefter 02

Mr. and Mrs. Hunna Hunna

101 Umpty Umpt Lane

Power City, NY 12345

Dear Mr. and Mrs. Hunna Hunna,

I thought you might like to know the following homes have sold in your subdivision.
+ 123 HUNNA HUNNA STREET
s 789 POWER COURT
* 654 UMPTY UMPT LANE

If you would ever like your home SOLD instead of JUST LISTED, please give me a call. | have a
marketing program that works very well in getting homes sold in your neighborhood.

If you would like to find out if you qualify for a FREE Market Analysis on your home, simply call
me at (516) 887-4404.

Sincerely,

Darryl Davis

If vour home is currently listed for sale with another broker, this is not intended as a solicitation
of that listing.

7/9\ POWER AGENT®



Farm Letter 03

Mr. and Mrs. Hunna Hunna
101 Umpty Umpt Lane
Power City, NY 12345

Dear Mr. and Mrs. Hunna Hunna,

| just wanted to keep you up to date as to what has been happening in your
neighborhood.

Properties Sold from June 1-June 30
+ 123 HUNNA HUNNA STREET
*+ 789 POWER COURT
* 5654 UMPTY UMPT LANE

New Houses for Sale of January 1
+ 123 HUNNA HPJNN.F\ STREET
+ 789 POWER COURT
* 654 UMPTY UMPT LANE

If you would ever like your home SOLD instead of JUST LISTED, please give me a call. | have a
marketing program that works very well in getting homes sold in your neighborhood.

If you would like to find out if you qualify for a FREE Market Analysis on your home, simply call
me at (516) 887-4404.

Sincerely,
Darryl Davis

If your home is currently listed for sale with another broker, this is not intended as a solicitation
of that listing.

DARRYL DavIS \’/y\ POWER AGENT-
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1. What do you like best about this
community?

2. Why did you start this business?
3. What made you choose this town?

4. How are you making out during these
challenging times (if applicable)?

5. What new features/items/specials have
you added recently?

You can also do atour of the business
and/or introduce the employees.
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. They Focus On Building
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Generate NOW Business
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. They Know Their Worth

. They Focus On Building
A Business

. They Know How to The 71 Habits 0Of

Generate NOW Business

. They Plant Seeds For "Ighlv
Future Business s“ccessiul

. They Use Stories, ®
Metaphors & Analogies nealtors




Two Categories for
Metaphors & Analogies

Marketing
Tools

(open house,
yard sign, etc.)

price, commission,
the other broker told

w




There are 2 SELLING PRICES for Every Home

REALTOR
Selling Price

FOR SALE BY OWNER

Selling Price
B

Advertising
Yard Sign
Limited Internet Exposure




Getting the Best Possible Price

PRICE A
A
A
n I
A
EXPOSURE n
o, e
A
MARKETING
TOOLS 1 :




There are & WAYS

To Catch A Fish
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Objection:

What are you going to
do different from the | =
other agent?
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Objection: Why should | pay a
commission? This
market Is so hot |
can sell without an
agent.
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Objection:

I don’t need an agent; I've
sold stuff before.
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WHEN YOU'RE
IN THE
PICTURE.... YOU
CAN'T SEE THE
FRAME




Attorneys Hire Attorneys




Some Price Objections

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

*“We can always come down”

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

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

*“The other agent said we can
get more”



Marketing Tools

‘MLS

‘Website

Brokers Open House
*Public Open House
*Yard Sign

*Mailings

*Lockbox
Pre Qualified Buyers
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My Broker Taught Me...
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Listing S Powsnﬁz;ﬁv.,r..v

Presentation

DARRYL'S DEMO: ‘
VIRTUAL LISTING
PRESENTATION

DQV 'WM;

FUTURE Business,
"mwm L

1+ Hour Coaching Video, How ' TOTAL VALUE
to Deliver a Listing 3-Part Breakthrough
Conversation $297 Business Plan y

(43 Pages)

NEW AGENT
SUCCESS
STARTER KIT

ol T A\ & ’. Top 12

Most Requested
Dialogues
P . Ef.-—ii-‘: - — YOURLOGD
New Agent Starter , Multiple Offer . .
Success Kit (29 Pages) Darryl's Top :12 Most Spreadsheet $97 Cust'omlzable Multiple Offer
$127 Requested Dialogues eGuide For Buyers or Sellers
$157 $97

POWER AGENT"
MAGAZINE

PLUS...

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

« 30 days of Power Builder CRM - $49 ... < their commission
$47
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. They Know Their Worth

. They Focus On Building
A Business

. They Know How to The 71 Habits 0Of

Generate NOW Business

. They Plant Seeds For "Ighlv
Future Business Successiul
. They Use Stories, nealtors@)

Metaphors & Analogies
. They Put Deals Together



2" accepted offer today as a POWER
Agent!!l This is from a Buyer who’s husband
refused to sign a Buyer Agreement. This was
our 5th offer and it finally happened. Again,
Thank You Darryl Davis. I’ll never work
without a Buyer Agent Agreement because
of your training.

Vikki Yates, Power Agent® ﬂ\

Progressive Realty Group POWER AGENT

RaRRE RS DarrylSpeaks.com/Trial LY Power Acent



Customer
Client.
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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.

RaRRE RS DarrylSpeaks.com/Trial LY Power Acent




irmmediate money
transaction.

Examples include:
« Acar

restaurant, pakery)
+ Clathing
» Furniture
« Gascling

Customer

Pays for a product with an

« Food (grocerny siore,

. Enbanammentsuch as
Metflix, live show. mavie

. Attorney
. Accourntant

. insurance Agency
- Graphic designer
. Financial plannet

Examples of Client Pu

Client

Buys & persona\ized and highly
prr_\ressional senvice. This business
relationship has clearly defined
responsib'nmes hetween parties.

. Real Estate Professional

rchases.

Def’ﬂ’dgn
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Agent Name, Title
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2. Learn to Present Your
Own Offers




[B’Assocwroe. s
REN TORS s

ADDENDUM # 1 TO PURCHASE AGREEMENT
1 For use only by members of the Indiana Association of REALTORS®

This Addendum is attached to and made a part of Purchase Agreemen! dated June 16, 2021

on property known as
Fort Wayne , Indiana, Zip (the "Property”).

Further Conditions:

‘nh AW N

1) Buyer to pay for ONE YEAR Netflix sub for sellers.

2) Buyer to pay $300 to On The Go Detalling for professional detail of sellers’ cars.

3) Buyers to hire Salsa Grill Taco Truck to feed up to 20 people carne asada lacos, chips and guac for their
moving party

10 d) Buyer to pay Matt Barse Construction up to $3,500 for any upgrade sellers would like to their new home.
11 5) Buyer to name first born after either of the sellers. Second born to be named after the other seller.

12 B) Buyer to pay Aardvark Home Inspections to perform home Inspection on sellers new home.

13 7) Buyer to provide a monthly Bark Box for sellers dog Kujo for 12 months

14 B) For the love of Mary, please accept our $35,000 over asking offer o we have a place to call home!

15

1ie

o~

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

& Sarah Cornacchio | @ Dashboard | Logout Search ...

COACHING CLASSROOM  WORKSHOPS  ABOUT

POWER\’&\AGENT'

MEETING PLANNERS RESOURCES BLOG SHOP CONTACT

HIRE DARRYL

WEBINARS ON DEMAND

" Free Online Training!
How to Get
Your Offer

Accepted in

Today's Crazy

Real Estate
Market i
Presented by Darryl Davis, CSP - Real Estate Coach

How to Find
Sellers & Hidden Listings

FREE Online Training Presented by Darvyl Davis, CSP - Rea Estal  j0ach

=

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

21/05/26 - How To Get Your
Offer Accepted in Today's

FREE ONLINE TRAINING

-~ Free Online Training!
pw to Get More
ings and Give
rself a Raise

21/#5/19 - How To Get More
Lighings And Give Yourself A

21/05/12 - How To Get More
Online Leads Without Paying

Hidden Listings Crazy Real Estate Market Zillow
Favorite % avorite % Favorite Favorite ¥
EXCLUSIVE POWER AGENT TRAINING! EXCLUSIVE POWER AGENT TRAINING -
Favrio How to Build Real “ sl
ow to Bui ea .
B,ec_ome a : Estate Relationships st LTu:’mln 2
Listing Machine and Wealth '“11“"‘“‘ le.? t's nto
This Spring &' eHhgs
ith Special Guest Kathrin Rei; R
i sl S o :- FREE ONUINE TRAINING PRESENTED BY DARRYL DAVIS, CSP

Understanding How Market
Changes Affect Your Buyers &
Sellers

21/05/05 - Become A Listing
Machine This Spring

Favorite %
Favorite ¥

5>~ FREE ONLINE TRAINING PRESENTED BY DARRYL DAVIS, CSP

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

21/04/21 - Get Your Offer
Accepted in this Crazy Real
Estate Market

21/04/14 - What To Do Now
that Zillow is a Competing
Brokerage?

DArrYL DAvis

— SEMINARS ———

DarrylSpeaks.com/Trial

How to Build Real Estate
Relationships and Wealth
with Kathrin Rein

21/04/28 - Turning Leads Into
Listings

Favorite %
Favorite %

Free Online Training!

The Top 10
Pros ing
Scripts for
Spring ‘

a-&‘%e‘-i’

21/04/07 - The Top 10
Prospecting Scripts for Spring

7/9\ POWER AGENT®

=R
|

R

kw F 2

Prosented by Darryl Davis, CSP
- Real Estate Coach

WEBSITE TOUR

Power Agent® Website Tour

Favorite ¥
Favorite %




. They Know Their Worth

. They Focus On Building
A Business

. They Know How to The 71 Habits 0Of

Generate NOW Business

. They Plant Seeds For "Ighlv
Future Business Successiul
. They Use Stories, nealtors@)

Metaphors & Analogies
. They Put Deals Together



. They Know Their Worth

. They Focus On Building
A Business

. They Know How to The 71 Habits 0Of

Generate NOW Business

. They Plant Seeds For "Ighlv
Future Business s“ccessiul

. They Use Stories, ®
Metaphors & Analogies nealtors

. They Put Deals Together

. They Keep The Faith &
Stay Focused



Surround
Yourself With
Encouraging

4Feop
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New York Road Runners
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free beer at thp
finish
line...hurry.




Become Part of a
Support Group




Motivation,  Advice Su,

A9 o Cees, (2
‘\\'d\“ \@L-"M \ / @ / Ss é{f
"y COACHING & . pirect”

MENTORING AN

~o) \*  The Benefit
oo 49/ 2\ N e BDenertits

\

RV
/\fuu\/

support vo\e"“a‘

1. You will take years off your learning
You will succeed quicker

3. You will get encouragement when you
need it

4. All artists and athletes have a coach
5. It will keep you focused

RaRRE RS DarrylSpeaks.com/Trial LY Power Acent
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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




\’RPOWER AGENT

Power Agent® Activity Tracker

ACTIVITY SUNDAY WEDNESDAY THURSDAY 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

DArrYL DAvis
——— SEMINARS ————

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

DarrylSpeaks.com/Trial LY Power Acent



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
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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




Make a
“Why I Love
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Listing S Powsnﬁz;ﬁv.,r..v
Presentation 3

DARRYL'S DEMO: |
VIRTUAL LISTING [
I [ PRESENTATION

Virtual Listing Presentation 1+ Hour Coaching Video, How
For Homeowners (103 to Deliver a Listing

Slides) $497 Conversation $297

mﬂ!"

NEW AGENT
SUCCESS
STARTER KIT

TOP12

Most Requested

Dialogues

W TPouerProgrom o

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 - $4€

DQV 'WM;

FUTURE Business,
"mwm L

TOTAL VALUE

3-Part Breakthrough
Business Plan y

(43 Pages)

o
R ey

Multlple Offer

Customizable Multiple Offer
eGuide For Buyers or Sellers
$97

POWER AGENT"

184 Ways An Agent
Earns Their Commission
$47

DarryLDavis DarrylSpeaks.com/Trial


http://www.darrylspeaks.com/Trial

. They Know Their Worth

. They Focus On Building
A Business

. They Know How to The 71 Habits 0Of

Generate NOW Business

. They Plant Seeds For "Ighlv
Future Business s“ccessiul

. They Use Stories, ®
Metaphors & Analogies nealtors

. They Put Deals Together

. They Keep The Faith &
Stay Focused



L

Q POWER AGENT®

Coaching Members Private Group

'SPECIAL |

DEGGVADATE DarrylSpeaks.com/Trial X Power AcenT




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

« Complete access to the entire Power
Agent® website

« BONUSES TODAY

« Cancel anytime

RaRRE RS DarrylSpeaks.com/Trial LY Power Acent




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

RaRRE RS DarrylSpeaks.com/Trial LY Power Acent




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

RaRRE RS DarrylSpeaks.com/Trial /X Power AGENT




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

RaRRE RS DarrylSpeaks.com/Trial LY Power Acent




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

DarryLDavis 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

DareviDavis  DarrylSpeaks.com/Trial ¢ Poweracent




Call Today: (800) 395-3905 or Drop U & Sarah Cornacchio | & Dashboard | Logout Search § O

PQWER)»)\ AGENT COACHING WeFELGIIIN WORKSHOPS — ABOUT  MEETING PLANNERS RESOURCES BLOG SHOP  CONTACT HIRE DARRYL

CLASSROOM

\POWER Builder”

.

Infographics Listing Appointment

DarviDAvs DarrylSpeaks.com/Trial




ImEAE 1 W -.

Top 10 Projects to Increase Your Hom:

sy - Sl &4 o o

AN AGENT TO S

Reasons To List Your Home Before Year-End
|

* Vo b e vy
18 ke @ s
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10 Reasons to Sell Before the
Year End New (PowerPoint)

Favorite 3
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Lege s dmes s Asetse
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g g, i e e St o i 3 somnce|s eumons |y mosese
e
. ey oo Vour Name, - [

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%

8 Reasons to Hire an Agent

Favorite ¥

vl & Htng Sy Crony Lip B, S, wrel

Calculator- Farm Area
Spreadsheet

Favorite ¥

oe

Cutting commissions is an

integrity issue. Agents willing
to give away THEIR money will
likely be quick to give away
CLIENT money.

Wn Vs

A=

1IN,

WSS LB TO CRADCATE FROU SHASCE

2GetWhatYouPayFor

Calculator- Farm Area Tutorial
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%
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INTRO CALL TO YOUR FARM DIALOGUE

!

" Vowore pou?
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e

Committed to Children
Infographic (PowerPoint)

Favorite ¥

DArrYL DAvis
——— SEMINARS ————

Cutting Commissions Graphic

Dialogue — Door Knocking For
Your Farm Neighborhood

Favorite ¥

Dialogue — Intro Call to Farm
Neighborhood

Favorite ¥

DarrylSpeaks.com/Trial
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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
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