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8 “-1 D 492/ ol Rdrrinm( way

n BONUS T Watch Darryl call LIVE FSBOs during the session and
schedule a listing appointment.
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 Learn some really simple yet effective ways to stay focused and organize

your life 2- Sgd Khrsimf @oonims I dms
 Understanding the importance of self management w Darryl is a master at listings. Learn the speciyc techniques and dialogue
v Set up a simple business and personal budget during the session that helped him list 4 out of 5 FSBOs he would go see
v Learn to distinguish between your business and personal life n The 4-Part process to delivering a powerful listing conversation
n Understanding the sellers needs and how to get them to open up to you
1- Ognrodbsimf DAdbnld > L™ rsdg Q iml " jdg w Designing your personalized listing presentation

n How to present price without being thrown out the door

n How to be more R.E.A.L." during the listing conversation
n Validating yourself with a iBrag Booko

n What should be in a successful Pre-Listing Packet

7 Learn winning scripts for calling FSBOs and
Expireds T never be afraid to call again.

v Immediately increasing your close ratio on the
telephone

1 How to handle every possible phone objection

n Over 21 ways that top agents are using today to
generate listings appointments, other than using
the telephone
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1 How to have the buyer start with their best offer

1 How to get more offers accepted

1 An 8-Step Process to presenting an offer directly to the
seller (even when you are not the listing agent)

1 How to make sure your contracts make it to closing
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w Learn the difference between a Blow-off, Condition
and an Objection
n Never be at a loss for words again with the easy to use Objection

Handling Troubleshooting Chart 6- L jimf Lnmdx wvisg Rgngs R idr
7 ldentifying the fourteen common objections from a seller w Understand the difference between a short sale and a foreclosure
1 Over 54 techniques to handle sellerés objections 1 Learn how easy it is to get paid a full commission
7 Visuals to help support your dialogue 1 How to get authorization to speak with a bank on behalf of the homeowner

n Learn how to position yourself as an expert in your area as a short

4- 0O ximf wisg Atxdgr sale professional _

% Creating urgency with a buyer so that you can show 5-7 houses 7 Learn all the necessary forms to negotiate a short sale
and make a sale

n A questionnaire scientiycally designed to determine if a
buyer is really a buyer or just a filookero

n - Components for putting together a Buyer Presentation
(Conversation) Book

7 How to create buyer loyalty and presenting Buyer Agency

v Working with the iiShiny Penny Listo™
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How to get your listings SOLD in any market

A No-Brainer Follow-Up System for better communication with your
sellers

The secrets on how to get a price reduction

How to get referrals from your current listings
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How to automate your business

From the basics to the advanced techniques for getting computerized
The components of a winning web site

The power of E-mail prospecting T what is it and how to make it work
What is the best software and hardware that Top Agents are using today
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How to put a system in place to stay in touch with your fisphere of
inbuenceo

A full year of promotional ideas to generate a continuous pow of listing
leads

How to develop a farm worth over $100,000+ a year in commissions
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Creating an image

Finding your U.M.P. (Unique Market Position)

How to produce an inexpensive, high-quality brochure that gets you
noticed

Leave the session with your own unique slogan
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Review the most important items you learned

Creating a support structure to implement your High-Priority items

Walk away with a comprehensive game plan, beginning with a detail
format for your yrst 30 days, and ynishing it off with a 12-month support
structure.
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of Darryl Davis Seminars...

THREE days lOAded win

tips, techniques, dialogues and scripts that are

guaranteed « aiiow you

to earn while you l€@rn.






