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To Get The
Most From
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
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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

HOW TO ucou:AR 52495 $15.568 Hardcover

Order in the next 21 hours and get it by Monday, Apr
[ AGENT Only 18 left in stock - order soon.
n
REAl [STME More Buying Choices - Hardcover

.m P ..n YO DOR e $12.00 new (46 offers)
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EXPLAINS HOW TO
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e $6.07 used (78 offers)
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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






WELCOME -
TO TODAY’S WEBINAR

How to Get

More Listings
At High
Commissions

DARRYLSPEAKS.COM/TRIAL



Is this webinar a
sales pitch?




This Webinar Is For Our
POWER Agents® & Our Guests

L
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POWER AGENT &<}

Coaching Members Private Group
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Going Wide



Going Wide

Vs
Going Deep




A Word About
Commission
Percentages....

ANTITRUST LAW



$90,000

Assume

10 Sales at . *
$200,000 |
Selling Price
Each S b
o000 | y .
$30,000 | 3

$0

2.5% 3% 3.5% 4% 4.5%

A $10,000 Raise per 0.5% Increase!



m NATIONAL Membership
ASSOCIATION OF
REALTORS® Report

March 2022 1,531,070
April 2022 1,547,699 +16,000

1-Year Ago To Date 1,484,549 +63,000

Competition Is increasing
You NEED to become MORE SKILLED

RaRRE RS DarrylSpeaks.com/Trial LY Power Acent
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COMMISSION
CONCEPTS

Have more leads than
you can poessibly handle

RaRRE RS DarrylSpeaks.com/Trial LY Power AcenT
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DARRYL DAV'S' COACHING CLASSROOM  WORKSHOPS ABOUT  MEETING PLANMERS RESQURCES BLOG SHOP CONTACT
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DARRYL DAVIS iy OM  WORKSHOES ‘ iﬁ."li NG PLANMNERS RESOURCES BLOG SHOP  CONTACT

Frée Onine Troknig | P FreeOnlineTraining Q) Free Online Training
6 Ways to Get New Listings How to Own How to

When Inventory is Low Your Farm Area
Through Direct
Mail Marketing

Today's Market

PRESENTED BY DARRYL DAVIS, CSP PRESENTED BY DARRYL DAVIS, CSP

22/05/04 - 6 Ways to Get New Listings
When Inventory is Low

22/04/27 - How to Own Your Farm Area
hrough Direct Mail Marketing

2/04/20 - How to Get Your Offer
Accepted In Today’s Market

Favorite ¥

EXCLUSIVE POWER AGENT TRAINING! with Free Online Training

Special Guest

{
. * ,
(POWER Builder” T';“; giﬂ:fe‘:t‘g il !
CRM Spotlight ~
potlg Objection Handlers
Shannen McGee For zozz
With Special Cuest Shannon McCee o p
PRESENTED BY DARRYL DAVIS, CSP

22/04/14 - Power Builder CRM Spotlight =~ 22/04/13 - The BEST Listing 22/04/07 - Brainstorming Session 10
. Appointment Objection Handlers For .
Favorite % 2022 Favorite %

Free Online Training FREE ONLINE TRAINING

Habits of Highly
Successful Rea)
Estate Agents

A
How to Generate W 10 FEEL CRAZ
LT !
Listing Appointments US“N

22/03/23 - How to Feel Crazy Confident
on Every Listing Appointment

22/03/31 - Generate Leads and
onsistently Set Listing Appointmeng

22/04/06 - 7 Habits of Highly Effective
Real Estate Agents

E ite Y¢ Favorite ¥
avorite

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

Learn how you ean now take your Power

Your 12 Month
Marketing Calendar

RaRRE RS DarrylSpeaks.com/Trial LY Power Acent
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»&POWER AGENT

ACTIVITY

Call 5 Past Clients

SUNDAY

Power Agent® Activity Tracker

TUESDAY WEDNESDAY THURSDAY SATURDAY

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

DarrylSpeaks.com/Trial









COMMISSION CONCEPTS
. ,-.( = \"‘»:~ \
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MOST Commission Objections
Happen Because of a \Weak

L
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COMMISSION
CONCEPTS'

then validate

RaRRE RS DarrylSpeaks.com/Trial /X PoweRr AcenT
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Getting the Best Possible Price

PRICE A
A
A
P f,
A
EXPOSURE n
B <
A
MARKETING . |
TOOLS |

DD DarrylSpeaks.com/Trial ~,A{Poweracenr
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There are 2 SELLING PRICES for Every Home

REALTOR
Selling Price

FOR SALE BY OWNER

Selling Price

RaRRE RS DarrylSpeaks.com/Trial LY Power Acent
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There are & WAYS

To Catch A Fish




Hire a Professionadl




START HERE

p T

CONGRATULATIONS
]

CELEERATE!
Closing occwrs at
lending institution

or atiomey’s
oiffice.

FINAL WALK
THROUGH
SCHEDULED 24-
48 HOURS PRIOR
TO CLOSING

TRAMEFER
UTILITIES QIL,
METER READ,

CALL THE

MOVERS!

TITLE SEARCH

Tille search codened by
pUrChEsar's amamey.

DArrYL DAvis
——— SEMINARS ————

DETERMINE PREFPARE STAGE & PHOTOS VERIFY
Trea carTest vakie af p | . Stage home b sland ol from Taizag, cerficaln of
wf e an teday's FrEaraens ekl compatiion. Professional o CUpaEnCy, Survey, and &l
ya i B cempagn phobography goes a long way | other perinant infarmation
M o ihis garnal

LAUNCH LISTING

Launch leting an MLS,
Meaticnal and Local real
eclale wabsias

Your contact information here.
Add name, company, website,
email and phone number.

l | ;_'i POWER SCGEHT
Y Lopyrghnl wis The ForweProsram.oom

MORTGAGE SALE
COMMITMENT BAMNK APPRAISAL

Racara writien
mortgege cammitmant. §35

INSPECTIONS

Hore and lemite
iNSpectians lake place.

Executa conbract of
saka with aformay.

DarrylSpeaks.com/Trial

SHOWTIME

Start showng
homa and hast
apsan haesas!

HEGOTIATE

Praofessions
meEnape oifars 1o
oirlEin maximum

walse wilh your sales
EESOCElE.

QUALIFICATION

Canfirm
qualficaticn af
potanbal buyars

D

ACCEPTANCE
OF
QFFERI!II

7/9\ POWER AGENT®
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DARRYL DaAvis

Free Online Training! — ‘ Free Online Training!
The Top 10 BN vour 12-Month
Pros fng , R | X Marketing
2 P’}’ or | ® Calendar for
PG ‘ X Success
P
e L h

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

21/03/31 - Your 12-Month
Marketing Calendar for

. Success
Favorite %

Favorite %

ET STAYING
WITH CLIENTS

F

HOW TO BUILD

A REFERRAL B USING THE POWER

BUSINESS FROM
THE GROUND UP

OF YOUR CRM

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

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

Ground Up Power of Your CRM

Favorite ¥ Favorite %
How to = o
S——— wane  HOW TO STAY
Listing Machine or FOCUSED ON
Working FSBOs

HIGH PRIORITY
ACTIVITIES

@cnd Expireds &.

COACHING CLASSROOM  WORKSHOPS ABOUT  MEETING PLAMNERS

RESOURCES

BLOG SHOP

CONTACT

HIRE DARRYL

Pussartast by Dol Dunte, CBF - Mool funste Gomeh

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

(&) FREE ONLINE TRAINING!

Online Lead Gen &
Follow-Up Strategies
for Real Estate
Professionals

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

Favorite %

" Presented by Darryl Davis, CSP
= Real Extate Cosch & Trainer

QOLS

FREE ONLINE TRAINING!

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

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

Favorite ¥ Favorite %

DArrYL DAvis
——— SEMINARS ————

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

Favorite %

DarrylSpeaks.com/Trial

FREE ONLINE TRAINING!

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

Favorite %

HOW TO
CREATE BUYER

LOYALTY

Aol XL Vo I

- I the Nexi 9o thers
B
- PRESENTED KY
v DARRYL DAVIS, €38
A ASTATY COMCH &
— '

21/02/17 - How to Create
Buyer Loyalty

Favorite %

"\ Free Online Training!

How to Guarantee
2021 is Your
Breakthrough Year

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

Favorite ¥

7/9\ POWER AGENT®
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§*  commissioN
CONCEPTS

* will'charge less than you.

* \When the iIssue Is 1%, you only need to
PrOVE Vou are 1% better.
RaRRE RS DarrylSpeaks.com/Trial LY Power AcenT
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" COMMISSION
CONCEPTS

There Is no law that says you have to
negotiate your commission in 1%
INCrements.

RaRRE RS DarrylSpeaks.com/Trial LY Power AcenT
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COMMISS.ION CONCEPTS

v Attract sellers not based on cost but
based on benefits.

tele,pnone
RaRRE RS DarrylSpeaks.com/Trial /X PoweRr AcenT
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COMMISSION CONCEPTS

» ré r,,- :,"' ’
e L 4 o / OURNE N\
L
. /. \ (7 \!

* Use stories, metaphors and analogies

.

RaRRE RS DarrylSpeaks.com/Trial LY Power AcenT
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COMMISSION CONCEPTS

You have to believe whatever a seller can
sell for. Is less than what we can sell it for,
and you must believe you’'re worth what
youchange:

RaRRE RS DarrylSpeaks.com/Trial LY Power Acent
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]

40 Review house
41.0rder plat may
421
Wil

179 Refer sellers to one of the best agents at theiwr destination, if applicable

63.Sen 180 Change MLS status to Sold. Enter sale date. price. selling broker and agent’s

43.0 64 Exp 78 Prep | ID numbers, etc.
il 65.A accur 181 Close out listmg mn your management program
1D ASS
44 \ d Apy ?g.EI_H
45C gowny  S0Fe
46.Di el napp 31. i
| . o] o] s1aw AFTER CLOSING
L = T
d 2 ssid esve] 32
Form
23H 49V 69* NV 83 Tak
[ 2 cu 70V S 1582 Answer questions about filing claims with Home Owner Warranty company 1f
24 ¢ pano: : !
! & 5000 71# Inl requested

183 Attempt to clanfy and resolve any conflicts about repairs if buyer 1s not

A g 254 51.R4g 72 4 i
72.An satisfied

] e 52.04 73.Ass
§ 260 S3RQ 740Ng
N TR SAWE 95Rey

184 Respond to any follow-on calls and provide any additional mformation
required from office files.

— | i 28H 55.W unpy
4 = i 29 H S6.N; 76.Rev
- a =Ny onn
1 5TV
- 30 - 77Loaf  86lnsta op
1 N S8V
fi y show] 100
1 S9A: o
31 87 Prep 1019 154 Prof
1 = 60Pr 88.G 102
H N reng 35
- < 155 Fol
7 % 6L 89.0rde] 103 S
9 ) o0 HEL 3 156 Enf
. 3 E 90.Prep 104 157 Asg

374 Agent (

38 Noteany a \*Y \
39.0btam hou

Agent Contact Info Here.

Agent Contact Info He

Agant Contact inf TR Agent Contact Info Here.

RaRRE RS DarrylSpeaks.com/Trial LY Power Acent
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-

Listing AP Powmﬁ?m,u.v
Presentation :

DARRYL'S DEMO:
VIRTUAL LISTING
PRESENTATION

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

Slides) $497 Conversation $297

Top 100 Ideas to
Get a Listing Today
I $37

o St

NEW AGENT
SUCCESS
STARTER KIT

TOP12

Most Requested

Diulogues

ThePowerProgrom,com

New Agent Starter

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

$157
PLUS...

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

184 Ways An Agent
Earns Their Commission

$47

DarryLDavis DarrylSpeaks.com/Trial

TOTAL VALUE

$1,856

The Farming
Field Guide

For Today's Real Estate Agents

The Ultimate Farming
Field Guide

$97

/\\ POWER AGENT®
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Why Sellers _
Can'tSave ~

Selling On
Their Own

1. FSBO Buyers Want a Bargain

——

RaRRE RS DarrylSpeaks.com/Trial LY Power AcenT
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Which Buyer Would
You Want?




% Kelley Blue Book

THE TRUSTED RESOURCE

Used Car Prices Used Car Prices

2016 GMC YUkon Denali Sport Utility 4D 20‘6 GMC YUKon Denall Sport Utility 40
Wading River, NY 117929

Wading River, NY 11792 §
Typical Mileage: G326  Edit dit Optione

See Trade-in Va dit Op s Typical Mileage: 64,326 Edit

See Trade-in Value

17 MPG

Combined Fuel Economy

4.0 SnTuTer 4.5 4 KEB.com Search Available Vehicles Consumer 4.5 fr KBE.com Search Available Viehicles

Pricing

Updated weskly, pricing for the 2016 GMC Yukon Denali Sport Utility 4D is based on the options you chose

MC Yukon Denali Sport Utility 4D i= bazed on the ootions you chose

Buy from a Dealer Buy Certified from a Dealer Buy from a Private Party

$40.356 - $45.356 : = Vi ' e 2 Vehicles
Pt Founck ' ey Found!
Fair Purchase Price d $40.832 OUnC
$42.701 .

SECURITY DODGE C

breified from a Dealer Buy from a Private Party

SECURITY DODGE CHRYSLER JEEP RAM
36 miles away

36 miles away

<) Used 2016 GMC
Yukon 4WD Denali

$45,900

Mileage: 43000

o
BLUEBOOK

Detalls =

Details =

Valid for ZIP Code

hrough 10/5/




Why Sellers _
Can't Save ,

Selling On
Their Own

1. FSBO Buyers Want a Bargain
2. Published Proof FSBOs Lose Money

——

RaRRE RS DarrylSpeaks.com/Trial LY Power AcenT
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‘For sale by

Agents often
worth their
weight in
commission

By Joyce Cohen
Speaal for USA TODAY

How tantalizing it 5 Sell
home yourself alﬁ pocket dzm
ry commission, typically 6%, that
you would otherwise pay to the
real estate agent.

That praspect sucked in Erla
lSkulaarh:vtﬁr."an|1 her hg}s!:;od.ﬂggk-
ey Hoyer 3 put
New York City heme on the mar-
ket “for sale by cwner" an ap-
preach FoftznSlm known by Its acro-
n , of, even stranger,
i T s

Thanksgiving in despair, they
had hired a real estate agent. .
“We didr't know what we were
doing. We thought it would be eas-
21," says Skuladottir, whese famdly,
which includes a &-year-old
heer, needed more space. |
would go through a broker again,
not aquestion, After she ook oves,
it was such a relisf

FSBO homes are losing ground.
FSBO sales made up 132 of home
sales lase year, down from 18% in
1997 and a high of 20% in 1987, ac-
cordng to a bienmzl survey by the
National Assaciation of Realtors.
FSBO sales tend @ peak duing
seller’s markecs,

Aty the drcline? Sallers are
fincing the do-ityoursell approach
incremsingly tme-consuming and
complex. what with showing the
houss, avaiting financial docu-
ments and decphering a moun-
tain of paperwark that in some
states includes disclosure forms foc
termites, meid and aircraft noise.
Manwy are also reluctant te have
random untcreened strangers
traipsing through their home, sz:
Walter Moloay. 2 spokesman for
the Realtors” group. '

And in the rase cases in whicha  od

seller gete sued for fating to dis-
dlose required information — such
as the e)tiiclicdncc of lnd-m};ecdh
paint @ an older property, whi
can cause lead posoning in chil-
cren — 4 solo seller wor't have an
Tt to accompamy him through
the 'egal process.
I b . Skuladottic realizes

Athome

of the times: Wiken Beth Conn
e by owner” route. After tvio months, they Bsted their Connecticut lyoae with a real estate agent — and

just how clueless she and her hus-
nd were. They inadvertentd

overpriced their home. 2 ane-bed-

room ca-op apartment, at

$495,000. That was the going rate  dottir

for newly renovated one-bed-
reoms In their housing comg
Lincoln Towsrs but they figured
their 23th-flocr view would com-
pencate for the lack of updating.
Though few mterested buyers
came knocking, 2 glut of real estate
did. The agents gushed over
the view — glorious sunsets over
the Hudson Kiver, “They said, “You
can get more i you let me sell it
and we said, ‘No, a0, 1o, but that
teaser was mEriguing, 5o we start-
cranking up the price” says
Skuladottit. They it a high of
3525000,
with her
often gane an business, Skuladottir
it burdened. She ar her

e ot Reichand

schecule arourd potential buyers, the big

She vacuumed and dusted, She
was uncomfortable asking finan-
cial guestions but rarely had to,

owner’ can be a hard se

. |

g Jonizifon £ AL fag 1184 TOTAY

el and husband Tim decided cheir house was toa large for just them and little Caroline, they wene the “for

snce mast of the lookers were cu-
i the ey jeoparcizig

With the Jeopardizi e
purchase of their new place, Skula-
Frew mere anxious. Sa sl
called the broker who sold w

plex, them, Shelly Bleler of Belimarc
Real

Eleler immediately the
price, "I was a small cge-|
with a small kitchen in a complex
of nine brick buidings with no
charm," she says, The apartmen
ﬁmllgmsold ast month for
Betwoen paying for advertis
etween paying for advertising,
maintaining two residences for
several months, and selling invest-
ments for the down payment on
their new home, S| ottir est-
mates the famly lost $40,000 by
fmﬁtﬂx an agentin the first place.
ough nearly haif of FSEC sell-
&% cite saving the commission as
124500 (0 30 it aleae, 2
homes price s negotiable, and sell-
ing at the low end of the range can
cancel aur any savings. Tim and

Teth Connelly of Cromwell Conl.
found that buyers looking for FSBO
homes were also looking for a deal,

“Everybody zaic. You are saving

he all this money and dont have m

dropped the asking price by $14,600,

the same site 2nd in caveral Jocal
ars, Thair Web listing recemved

/600 hits, but only about 30 peo-
le expressed serious Interese,
Eonrsg( says. Of those who made
i toview the house, a

pay thec S0 e e po-
mim lowball you, " says Tim Con-
nefly “But you are taking time o
show the house, and going throu
the labar and the cost for the ad-
vertising.”

The Connellys, who have a 21-

W month-old daugher, decided that
their four-bedroom

house was o
big for a Bmily of three.
n Nevember they bought a

nearby house they fund on for
Wgym‘bufnm one of several
sices giving broad expasure to
FSBO homes. It had beeq listed for
Just two cays. All concerned had
such a wonderful experience,
Connelly. that "at the end of
closing, there wias 2 group hug "
So they had no reason to think it
wouldn' be simpie to sefl their
own home FSBO, 'nlz advertised
their house, asking $394500, en

third didni= show.
After two months, he called a

igh real estate agent. The Connellys

have atentative buyer, but che deal
could stil] fall The

a8
price has ed to $379,900.
Connelly believes the home has
certaln qualities that make it a bac
hecfor FSR0L s located on a dead-
end street, with nodrive-by traffic
The backyard brock and in-ground
r;;ﬂol ;dn:\;; show from the street,
ot extensve landscaping,
which in the winter was blanketed
by snovi - ' opht
He says his experience was sph
between extremes. “The house we
bought was 2n awesame exper-
ence through FSEO, Mc\n‘fﬁ 0

selling experience was
The decline in FSBO sales is
driven more by the relucrance of

On your own or with help?
Sellers clear bess cash (n £ *for sale
by owrer” ransaction;

B FSBO S Apent-assistac
Median selling price
s
5175000

Median income of seller
i

$78.000
The percancage ol hurmes sold
by gm‘eﬁsmzi; ¥
| 2%

lw:mm|iw‘mm
I-

2 ‘51 93 68 97 90

MNer ey g 4 5% oo cn.

Sume: Mazeu | Asmaciamer o BRSNS sies
A0 TSRV DIFees ate e 3000

By Frant Masess, UG58 TOOAY

sellers than buyers, says Molony,
but some buyers fear that d
are more like i

then-boyfriend bought & FSEO
hoitse five years ago.

Fart of 3 tennis court, fenced aff
and unused, encroached on their
yard. Only when the bayfriend
w:-;:d Space to s!og.-u m ll::xi-
Capag equipment am
the land belonged t the nelghbor,

“It was wo much of a headache
and too expensive © do anytl'dm
abour it,” says Seanton, T weuld
buy a FSED house again, | am not
familias with what they can get
away with not telling you.”

[n the real estate world, FSBO re-
mains divisive. wt:ilz.é mykml—es-r
tate-agent cam) rs plenty ol
reasons to h‘npa pro, the
camp has as many reasons not (o,

Always, the key factor i money.
“The average homeawner undes-
stands that pn'lng % it tpo much.”
says Colby Sembrotto of forsale
bycwnercom. It is better spent on
& childs education or Lheir cwn re-
tirement.” On the sit=s exit ques-
tiannaire, two-thirds of sellers say
they sold their home during the
time it was

It dleg tha case that one-third
of FSBO sellers have the easest
m)mfﬂ: They sell to a neighbor,

iend or relative, and never sven
gaon the market.

Contridutine: Nadva Srefanma




AGENTS NET MORE

$175,000

$137,400

According to

@ USATODAY

Roent Assisted Sold House

21.49% Higher

than FSBO sold home

Median Selling Price Median Selling Price
for a FSBO for Real Estate Agents
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LOGIN / 5IGN UP  1-888-FOR-SALE (367-7253)

MBYOWNER SELL- BUY~ PRICING HOWITWORKS RESOURCES ~

100%
| HOME SELLING
| GUARAMNTEE

|
|| |II FORSALEBYOWNER.COM |

POTENTIAL BUYERS AVERAGE SELLER VISITORS THAN ALL AMERICA'S TOP
MONTHLY SAVINGS BY-OWNER SITES FSBO SITE

It's your equity.
Why give it to an agent?
See what your savings can do for you.*

SAVE $105,050
HOUSE PRICE $2,101,000
House Price
$100K $2.5M

College Fund House Remodel Wedding Fund
Your equity savings can help pay Use your savings to upgrade your Help pay for the big day with the
for college. new home. money you save.

DarrylSpeaks.com/Trial



_ THE WALL STREET JOURNAL.

FRIDAN, APRIL U1, 2008 « VOl COLE MO, w3 Shew Nran
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RATING GAME

Founder and former CEO of ForSalebyOwner.com, Colby
Sambrotto tried selling his 2,000 square foot New York
condominium on his own through classified ads and FSBO sites

but after six months, he opted to hire New York real estate broker
Jesse Buckler.
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Article appeared August 23, 2011



THE WALL STREET J OURNAL

"""" FRIDAN, AFRIE LI, 2008 « VOl UL YO, Y Shee N0
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.. Founder and former CEO of ForSalebyOwner.com, Colby
Sambrotto tried selling his 2,000 square foot New York
condominium on his own through classified ads and FSBO sites,
but after six months, he opted to hire New York real estate broker
Jesse Buckler.

After giving up on the DIY route, Sambrotto’s decision to hire a
broker led to attracting multiple offers, closing for $150,000 over
the original asking price. The Wall Street Journal reports the
listing sold for $2.15 million including a 6% commission.
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LOGIN / 5IGN UP  1-888-FOR-SALE (367-7253)

MBYOWNER SELL- BUY~ PRICING HOWITWORKS RESOURCES ~

100%
| HOME SELLING
| GUARAMNTEE

|
|| |II FORSALEBYOWNER.COM |

POTENTIAL BUYERS AVERAGE SELLER VISITORS THAN ALL AMERICA'S TOP
MONTHLY SAVINGS BY-OWNER SITES FSBO SITE

It's your equity.
Why give it to an agent?
See what your savings can do for you.*

AVE $105,050

HOUSE PRICE $2,101,000
—
House Price

$100K $2.5M

College Fund House Remodel Wedding Fund

Your equity savings can help pay
for college.

Use your savings to upgrade your
new home.

Help pay for the big day with the
money you save.
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BUYZ i 51g Gunor . 800.771.7777
Over 75

2Zillo Vtrulia MES YAUQO! med® REDFIN roese

real estate

Sell On Your Own But Not By Yourself

OQur Full Service Marketing Experts Will Assist You From Start Untill Sold!

Our Listing Options Include

» Professional Photography » Social Media Marketing: Facebook, Twitter, YouTube » Your Home on MLS, Trulia, Realtor.com, Zillow

» Warld Wide Marketing » Printable Flyers » WMonthly Market Updates

» Real Estate Agreement » Your Home on MLS, Trulia, Realtor.com, Zillow » Email Center (keeps your personal email id hidden)
» Closing Coordimation » Brochures » No Additional Listing Fees at Closing!

» Monthly Market Updates +Real Estate Agreement » Pick the options right for you

» Coordinating OF Showings » Contract Review (attorney assistance)

Thanks oy Quwner!”

DD DarrylSpeaks.com/Trial ~,A{Poweracenr
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about a cure L&)

Custom Search ‘:\ & 74° CLOUDY, SARASOTA, FL | SUBSCRIBER SERVICES | REWARDS | CONTACT | HELP | PLACE AN AD

Home News Business Sports Entertainment Living Qpinion Obituaries Classifieds Real Estate Jobs Cars

m 4 New Luxury Models Coming Soon!

In Golf Course and Waterfront Communities

B COMMENTS o — D G e O )

SHARE

= EMAILL uyOwner.com CEO hires a Realtor
= PRINT

B REPRINTS
BEE ENLARGE TEXT | By Josh Salman

Published: Thursday, May 15, 2014 at 1:00 a.m.
Last Modified: Wednesday, May 14, 2014 at 7:14 p.m.

More Videos

The longtime chief executive of BuyOwner.com built a suecessful

business in Florida and Georgia, helping people sell homes without

a professional Realtor. MOST READ
* Cyclist killed in crash is identified

But that has not stopped Al Bennati

* Business buzz: Applebee's decor goes local;

SHN: FHP Trooper, 2 from hiring professional help in Punta Gorda stroke center wins award
Others Die in I-73 . .. .
Accident listing his own Florida mansion, * UTC built on a digital foundation

* Mobile home park near stadium is sold

. . " Wednesday letters
Bennati has listed an estate on St.

Petersburg Beach for $3.78 million
with Coldwell Banker agent Donna

Visit Our Website

% ] Contact Us

SNN: SWAT Team
Responds to Sarasota
Home

RESIDENTIAL BROKERAGE

The custom-built residence, at 604 Enlarge

55'._}1 Ave. in Brichtwater Beach Al Bennati, CEQ of BuyOwner, is
gh =elling thiz house on St Pete Beach.

Estates, sits on go feet of waterfront

and has five bedrooms, seven full

s i Facts
28 Celebs Who Have bathrooms and a six-car garage. In
Severe llinesses all tha Vwine araa maaonrac & ARn NOT USING BUYOWNER.COM:




Why Sellers _
Can't Save ,

Selling On
Their Own

1. FSBO Buyers Want a Bargain
2. Published Proof FSBOs Lose Money
3. Third-Party Negotiating

——
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Show Business Rule #1
The Talent Never Talks To The Money




Show Business Rule #1
The Talent Never Talks To The Money




Attorneys Hire Attorneys




WHEN YOU'RE
IN THE
PICTURE.... YOU
CAN'T SEE THE
FRAME
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Why Sellers _
Can't Save ,

Selling On
Their Own

FSBO Buyers Want a Bargain
Published Proof FSBOs Lose Money
Third-Party Negotiating

Agents Have More Resources

e N =

RaRRE RS DarrylSpeaks.com/Trial ,/Q\POWERAGENT==
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There are & WAYS

To Catch A Fish







3 R

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
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Listing e Powmﬁ?m,u.v
Presentation :

DARRYL'S DEMO:
VIRTUAL LISTING
PRESENTATION

TOTAL VALUE

Top 100 Ideas to $1 ,856

Get a Listing Today
$37

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

NEW AGENT
SUCCESS
STARTER KIT

e | TOP12
e ttoyest The Farming
ilogues Field Guide

For Today's Real Estate Agents

Open Housé
Checklist
$47

New Agent Starter

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

$157
PLUS...

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

Earns Their Commission
$47

The Ultimate Farming
Field Guide
$97

RaRRE RS DarrylSpeaks.com/Trial /X Power AGENT
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Discount
Broker
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John Ruskin

(February 8, 1819 — January 20, 1900)

“When you pay too much,
you lose a little money,
that is all. When you pay
too little you sometimes
lose everything, because
the thing you bought was
Incapable of doing the
thing it was bought to
do."
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MEDICAL ¢

ENTER

* ADVANC
EYE csnmns?ﬁ?




[ncredible offer:
Each'eye: for‘only

$499
The lasil Spa
(310) 2

g2

E Better Vision, Better Value)
o / A \
)

¥y Life Changing

Safe, Easy and Affordablé¢

LASIK firstt

$500
FREE GAS

WITH EVERY NEW
LASIK PROCEDURE

FDA Approved

Nationwide Locations |

|
Schedule Your Free
Evaluation Now




This Week's
Special

Brain Surgery:
20% OFF!




John Ruskin

(February 8, 1819 — January 20, 1900)

There is hardly anything
In the world that
someone can't make a
little worse and sell a
little cheaper and people
who consider price alone
are this man's lawful

prey.
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real estate
VERAGE SELLER
A

VERS SRVINGS
POTENTIAL B!
MONT

Our Full

N Your O

Not B Yourself
Service Markatlrxg Experto Will Assist You Fron$ Start Until 5

Our Listing Options Include

old!

*Frofessional ﬂ‘yc-:cg‘apw
r s i
See what you

* Sacial Media larketing: Facebook, Twitte,
» World wide p, larketing

YouTube

Yeur Home o L5 Trulia, mea): “ar.com, Ziilay,
Printable Flyers » Monthly y Mar| ket Updates
Real Estata Agreement * Your Home onh S, Trulia, Realtor, com, Zillow Email Cant e {keeps yo, QUr personal em nail id hidde en)
» Closing Coordination Brochures
*Monthly fia rket Updates

No Additiona) Listing Fees

5 at Closing:
Real Estara Agreement

Cco'dir’at’“g CFShowmgs

House Price

Pick the opt Ons right For yoy
Lontract Reviey ;'a;:crne,‘ assistance)
$100K

Teanss Gty Owneyr

d
College FuM

an help PaY
ity savings ca"
your ed

for colleg®
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Lifetime







John Ruskin

(February 8, 1819 — January 20, 1900)

The common law of
business balances
prohibits paying a
little and getting a lot.
It can't be done.




You Get What You




Coach or First Class
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Airlin
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Be More
Profitable

T ell Customer:
Same Greaf
Service

or 2.0

v OkyAid



PAY FOR
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YOU GET
WHAT YOU
PAY FOR

wOokyRider 2.0



S0 do you want to
fly coach or
2. First Class?

AGENT®

h &)
v.\ /'










The amount that covers
expenses and generates a profit

6% COMMISSION M—————————
5% CommISSION m—— 14 cut in pay
4% CommIsSSIOnN m— 29% cut in pay

3% CommIisSIOnN m— 43% cut in pay



Y AGENT COMPARISON CHART W

QUESTIONS YOUR TEAM NAME AGENT 2 AGENT 3

Professionally Catered Broker’'s Open house 4

Professional Photography

Above Average Selling Broker Commission offered

Showed REALTOR® Code of Ethics

Professional Floor Plan Sketch

Neighborhood Open House

Post Open House Follow-up & Reporting to Homeowner

100 Just Listed postcard mailing

Interactive Sign Texting Software

Free Home Warranty Service

Public Open House with 15-foot banners

N N BN Y N N BN BN BN BN BN

Pay for a preliminary home inspection?

<

100 Customized Business Cards

When making the decision to sell your home, it is important to find the right
REALTOR® to get the job done the first time. It is not about speed, or the Agent or team photo, logo, and
MLS. We are successful because of our commitment to consistent and clear . .

communication from list to close and we have the experience, tools, contact Informatlon here'
resources, and character to ensure results you can count on. A

\

. POWER AGENT
Call on us anytime at xxx-xxx-xxxx. We’re here to serve. ow G



Showed REALTOR® Code of Ethics

Professional Floor Plan Sketch

Neighborhood Open House




Timels
Money

My Company
Average Days on Market =

Other Company
Average Days on Market =




Commission
Phrases ¢

-\_/.

\® 2 S’
Bring a Buyer & I'll Pay — “You're paying to have professional licensed trained
agents work against you.”

Will you cut — No

The Other Agent Will Take Less — “If an agent is so quick to give away their
money to get your listing, how quick will they be to give your money away just to
make a sale?”

“If | could do it for the same percentage as the other agent, would you hire me?”

RaRRE RS DarrylSpeaks.com/Trial LY Power Acent
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Commission

Phrases

“The commission is actually a marketing tool. The more you pay,
the more showings you get, which means a higher sales price to

”

you.

“If selling a house was as simple as placing an ad in the paper,
you wouldn’t have to be licensed by the state to help other people”
(then go over some of the legal forms).
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Power Agent
Comments!

POWER\,/y\ AGENT’





