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This eGuide was written with our Power Agent® Members in mind  
as a means to help spotlight twelve of the best lead sources for  

generating listings. You’ll see links to their Classroom throughout. 

If you are not yet a Power Agent®,  you’ll find information at the end 
of this guide about how to take advantage of a full-access 30-day trial 

for this empowering and substantial program! 

Wishing you every success! 

D
Darryl Davis, CSP



When your prospecting dwindles...  
so does your income.
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Agents often say, “I don’t know what to do. I don’t know where to find new business. I don’t 
know how to get started.” Or – “I don’t know where my next commission is going to come 
from.” When that happens, agents struggle to have the confidence to compete or the  
courage to pick up the phone and connect with people.

This guide is designed to help you think strategically about your prospecting over the 
course of the next 30 days. Real estate is famous for having weapons of mass distraction 
such as texting, Facebook, phone calls, Instagram, LIFE. We get it. But when we’re REALLY  
committed to something? Distractions don’t stop us.

Here’s an example: If you had a closing at 10, you probably wouldn’t be fooling around 
with Facebook at 9:15 – right? You’d be in the car and on your way to the closing. Your 
 prospecting time should take that same level of priority.

Our challenge to you: Form GREAT habits. Start by 
scheduling your prospecting time at least three days

(preferably four) per week for at least one hour. 

http://www.ThePowerProgram.com
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FSBOs need you more today than they ever have. Our economy and markets are in a 
constant state of change and as a real estate professional, you have to lead in your com-
munities and keep up with those changes so you can be the resource people need for the 
most current information. 

On the following page, we’ve put together 26 Reasons Homeowners Shouldn’t Sell Their 
Own Homes. Pick the ones that resonate most for you and make sure that those are the 
reasons you are committed to serving these sellers so that they can get a higher return on 
their investment.

FSBOs are NOW Business. Think 
about the impact that calling 100 
FSBOs in the next 30 days would make 
on your bottom line - if you just got a 
FRACTION of them to list.

We have dialogues that are specific to  
calling FSBOs live and leaving voicemails 
that average getting 3 out of 4 conversations. 
You’ll find them in the Prospecting Tab.

To be great at FSBOs takes some organization. 
I recommend you use the power of the REDX 
system. They’ll deliver leads right to your inbox. 
To learn more and get a special offer, visit www.
DarrylSpecial.com and use promo code SMILE.

http://www.ThePowerProgram.com
https://darrylspeaks.com/class/prospecting/
http://www.DarrylSpecial.com
http://www.DarrylSpecial.com
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1. What you save in commission, you’ll lose in sales 
price. Statistically, agent-assisted homes sell for 
more. 

2. You run the risk of underpricing in a competitive 
market and selling for less. 

3. There’s a danger of overpricing, which will cost 
time, exposure, and potential a sale. 

4. Get mostly lookers versus serious pre-qualified 
buyers. 

5. Difficulty in negotiating. 
6. Not finding out buyers’ hidden objections. 
7. Inexperience in handling objections once you find 

out what they are. 

8. Create an urgency situation for yourself (i.e. if a 
listing agent is hired at the last minute, the house 
may not sell in time, forcing you to own two 
homes or giving  the house away). 

9. Problems in financing – types of mortgages, 
where to go, creative financing, etc. 

10. Lack of several different marketing tools – people 
don’t buy from specific ad. 

11. Little or no advertising or internet exposure. 
12. No follow up system to showings (i.e. broker call 

backs).

13. Buyer must sell his own house before he 
buys – we can work this out. 

14. Marketing expenses. 
15. Lack of home selling experience. 
16. Buyers’ reluctance on inspection details. 

17. Don’t know how to justify the asking and 
selling price to the buyer and to the  bank. 

18. Not being at home and missing “A+- 
Buyers”. 

19. Allowing complete strangers have access to 
home. 

20. People drive by and not keeping their 
appointment. 

21. Buyers may become interested later and not 
remembering to follow-up. 

22. Buyers take owners’ point-of-view with “grain 
of salt”. 

23. Processing, settlement, closing problems – 
broker takes care of. 

24. How long on market. 
25. Handling legal matters safely. 
26. Time. It takes a considerable amount of time 

to get the most return for your investment. 
For busy consumers, that’s difficult. 

26 REASONS WHY HOME OWNERS 
SHOULDN’T SELL THEIR OWN 

HOMES

Agent	Information	Here.	 You’ll find a customizable version of this flyer 
in the Prospecting Tab of the Classroom.

http://www.ThePowerProgram.com
https://darrylspeaks.com/class/prospecting/
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The terrific thing about working with expireds is that they already see value in working 
with a REALTOR®, so you don’t have to validate the industry first. Studies show that when 
they change agents, they almost always list at a lower price. They’ve already learned what 
price doesn’t work, and they are committed to a move which makes them easier to call.

The key to building a successful call with an Expired is to come from a place of coach-
ing, not closing. Build rapport. Ask questions such as, “Why do you think it didn’t sell?” or 
“Where were you folks thinking of moving to?” Find out what their commitment is, then 
navigate the conversation to help them understand how you can help them get the results 
they are looking for.

The great thing about EXPIREDS is 
that they are like fruit, they are usually 
ripe for picking. 

This is a source of leads that is not normally on many agent’s radar 
because they aren’t actively advertising. These are people that tried 
and were unsuccessful. They were feeling the market out, and they 
ended up backing out of the sales. Now, after six months, many 
are just waiting in the wings and are probably ready to jump back 
into the market. Because they already went the FSBO route, many 
of these sellers will go straight to working with an agent. 

You’ll find dialogue for live calls and voicemails 
for these leads in the Prospecting Tab of the 
Classroom.

http://www.ThePowerProgram.com
https://darrylspeaks.com/class/prospecting/


We know this is one of the best sources of both listing and buyer leads. These folks  
already have a relationship with you. A lot of agents aren’t good in staying in contact. If you’re  
looking for a reason to call – you can start off with a dialogue such as, “Hey Mary, this is 
Darryl Davis. I just wanted to call and check in on you and see how you and your family are 
doing and ask if you need anything!  With so many changes in the market - I’m fielding a lot 
of questions from clients and wanted to make sure you could call me anytime if you ever have 
a question. You know, one thing I always recommend is that every homeowner have an up-
dated market analysis every year. Your home is such a big investment, it pays to know what it’s 
worth. I can help with that.”
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http://www.ThePowerProgram.com
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Here’s another area that is not on many agent’s radar.

A lot of investors are part time investors – they don’t have financial means to carry vacant 
properties. Which means, when a property is empty, they are bleeding cash. Start calling 
the investors using dialogue such as, “Hi! I’m calling about your property that is for rent. Can 
I get some information? Are you willing to work with an agent?” Ask about house, how many 
bedrooms, baths, etc.

Then say, “Let me ask you a question. If I had a buyer that would be willing to buy your  
property at a price that makes you smile would you be willing to sell rather than keep renting?” 

http://www.ThePowerProgram.com
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Some of our agents get at least six listings per year from this technique. The next listing 
in a neighborhood where a listing just went up is almost always with another broker. Why? 
Psychology; neighbors don’t want the neighbor to know their business. 

So – they will go OUT of their way to NOT hire that same agent. When a competitor 
puts a listing out, start hitting the phones and calling the neighbors. “Hi, this is Darryl, with 
POWER Realty. Another agent just listed a home in the neighborhood. When that happens, we 
always anticipate more buyers into the neighborhood. That’s why I’m calling on behalf of my 
company to see if you know anyone who is interested in selling their homes.”

(Don’t ask if they are interested, ask if they know anyone who might be as it is a less  
intrusive question. They would then usually say, no we don’t know anyone – but we were 
thinking of selling.)

http://www.ThePowerProgram.com
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Have some fun with your marketing and create some smile- 
worthy connections by stopping by homes with thoughtful  
tokens of appreciation. There are usually three categories for 
SMILE STOPS™. Past clients – usually receive the highest end 
tokens, FSBOs & EXPIREDS – a mid-tier gift. Farming – a small 
token to make an impression. Download SMILE STOPS™ from 
the Smile Techniques tab in the Classroom.

http://www.ThePowerProgram.com
https://darrylspeaks.com/class/smile-techniques/
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Here are a few fun ideas to try: 

• Jar of salsa with gift tag that reads, “For the hottest deals in 
real estate – call me!”

• 2-3 highlighters in a cellophane bag with a bow and tag 
that says, “Working with clients like you is the highlight of 
my real estate career! I’m here if you need anything!” 

• A pizza cutter with note attached, “Anyway you slice it, I’ve 
got the resources you need to get top dollar for your home!”

You’ll find lots of SMILE STOPStm like these (and 
more) in the Smiling Techniques Tab of the Classroom.

http://www.ThePowerProgram.com
https://darrylspeaks.com/class/smile-techniques/
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What we know is when we do a public open house, usually the neighbors come through 
who don’t tell the agent that they are neighbors. They’re not really buyers – they’re just nosy!

Hosting a Neighborhood Open House before hosting a public open house is a great way 
to make a connection with those neighbors, and still have your public open house be as  
successful as possible.  I recommend you order 50 event invitations and mail them to the 
nearest neighbors. Canva has some great invite templates you can use!

They should look like a wedding-type invitation. Inside you should say, “You’re invited to  
attend a Neighborhood Open House! Your neighbors at 123 Main Street have asked me to 
manage this for them, as they won’t be available at this time. As you know, it’s important to 
stay educated on what’s going on in your neighborhood, so I invite you to join us!”

http://www.ThePowerProgram.com
https://www.canva.com/
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The reason you are letting people know the seller won’t be home is because they are more 
likely to show up if they think their neighbor won’t be there. There are two great things 
about this, now, when you do the public open house – the neighbors won’t take up your 
time. Secondly, because you know everyone who is coming through is a neighbor, the goal 
isn’t to sell the house, but to set up free CMAs. 

Questions like, “How long have you lived here? What do you like best about the  
neighborhood? How is your home different?” Then let them know that as a homeowner, it’s a 
good idea to have a market analysis done every year so that they know what their home is 
worth and offer to prepare one for them and set up times to meet.

A good way to present this process to your seller is to share with them that the best buyers 
(the ones who will spend the most money) are the ones with an emotional connection to 
the neighborhood, and often the neighbors are great for sharing referrals that would have 
that kind of connection. It can mean up to 5-10k more in sales price.

http://www.ThePowerProgram.com
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We all have vendors that we work with that want to get business from us. This includes  
attorneys, appraiser inspectors, mortgage brokers, etc. Real estate agents are the source of 
so many different vertical industries. These vendors usually want to create a great working 
relationship with agents because we feed their business. The best way to help build that 
relationship is for them to help you build your business.

Create a master list of your vendors, then engage them in referral dialogue such as, “I’m 
looking to build my business and to build relationships with certain vendors. Can I ask you, if 
I have anyone who could use your services, would you mind my sending them to you? By the 
way, do you know anyone who is interested in buying or selling a home?”

In almost every company, there are agents who have left the business in the last year or so. 
Those agents were involved in transactions with sellers that are no longer being serviced 
by your company because that agent left. No agent is now nurturing these homeowners.  
Brokers and managers hate that. No one working them! Ask your manager for the closed 
files of all the homes of agents who are no longer with the company. Your dialogue with those 
past clients goes something like this, “Hi Mr. Seller – this is Darryl with Power Realty. The 
reason I’m calling is to let you know that your past agent is no longer with our organization, 
so I apologize that you haven’t been getting consistent service calls. I just want you to know 
that I’m here for you and I wanted to see if there was anything you need. How’s the house and 
neighborhood? Everything good? Have you made any improvements? Have you ever thought 
about moving? Do you have any real estate questions? I firmly believe that homeowners should 
have a market analysis every year so that they are on top of what their investment is worth. I’m 
happy to do the same for you. Does that sound good?”

http://www.ThePowerProgram.com
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This is something a lot of successful agents are doing. They are video blogging on Facebook 
and Facebook community pages.   Agents should be contributing participants in these  
community pages. Don’t just ask for referrals – give value. 

Post weekly videos on real estate in the area. Perhaps spotlight local businesses. Showcase 
a new house on the market or investment opportunities. Share school information. Give 
market updates, etc. 

http://www.ThePowerProgram.com
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Power Agents, look to your Tech Tools and Training Tab to find amazingly creative ideas and 
topics for these video posts.  You’ll also find step-by-step eGuides for Facebook, LinkedIn, and 
Instagram and more!

http://www.ThePowerProgram.com
https://darrylspeaks.com/class/tech-tools-training/
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We hear this so often, “My best friend knows I’m in real estate, but they listed with  
someone else!” Look, just because they know you’re in real estate, doesn’t always mean that it  
registers. You can’t assume that your friends are going to think of you when they want to 
buy or sell. It takes communication to let people know what you do. If you’re like me, you 
probably have a ton of names in your phone you haven’t reached out to in a very long time. 
Now might be a great time to reach back out. It can be as simple as calling up and saying, 
“Hey there, Darryl here – how are you doing? I was just thinking about you and I wanted to 
check in. How’s your business?”

That will often lead to them asking you about your business and you can tell them 
that the market is constantly changing and how that leads to a lot of questions from  
consumers and ask them if there is anything you can do to help them in that area!

http://www.ThePowerProgram.com
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You’ll find dialogues for all twelve of these lead sources in 
the Prospecting tab of your Classroom as well as this Power 
Prospecting Chart to help you stay on track and take your 
business to the next level in the next 30 days! 

If you’re not yet a Power Agent, come try us out for 30 days. 
With weekly coaching, a supportive and extraordinary 
community of agents, and hundreds of tools to help you 
build inventory - you won’t be disappointed!

http://www.ThePowerProgram.com
https://darrylspeaks.com/class/prospecting/
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Now a lot of you will feel a little uneasy about picking up the phone to make these  
prospecting calls. Here’s what I want you to know as a coach—don’t be committed to  
getting business from every phone call. Commit to building a relationship. When we 
look at prospecting as a yes and a no – we set ourselves up for a win/lose scenario. That’s 
a lot of pressure! It doesn’t feel good – and it sure doesn’t make you want to make the calls!

When your goal is to just build the relationship – the pressure is off and it’s always a win. 
So, focus on building rapport. Make small talk. Think of it like going to a “cocktail party” 
– you’re in it for the conversation. The getting to know each other a little better.

If you’re calling old acquaintances and you’re feeling weird about it, acknowledge the  
weirdness up front, “Hey, I know it’s been a long time, but I just wanted to call you and see 
how you were.” If you can, tie the conversation back to a memory such as, “Remember that 
time we all …” That can help you better make a connection.

http://www.ThePowerProgram.com
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