Weekly Activity Report Player Date

Step 1 - Preparation: Complete your Preparation Questions prior to starting your week and indicate your targets.

What is the purpose & strategy for this week.

What will | focus in in developing my skills? What are my primary intended results?

Step 2 - Implementation: Fill out your targeted results and actual results for each day and come up with a total for the week.

Daily Calls Monday Tuesday Wednesday Thursday Friday Total
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Indicate below the Net Income, Deals in Contract, Listings, Proposals, Meetings & Dials quarterly targets & current actual.
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Good Conversations | _— [

Deals In Contract

Week Score Board Target Actual % Step 3 — Completion: Fill out your scorecard and your completion questions.
Net Income What did | accomplish in both the quantity and quality of my
this Quarter conversations?

Deals in Contract
this Quarter

Additional Listings What is needed to improve my performance?
this Quarter

Strong Proposals
this Week

Total Meetings What will be possible in the future once these improvements are
this Week made?

Total Dials
this Week
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Weekly Activity Report Player Date

Directions: On the three charts below, mark a “/” to indicate that a dial. Then make the slash an "X" to indicate that the dial became a contact. Then fill in
the box to indicate that a conversation took place. Circle the box to indicate that a meeting has been scheduled. Below the three call session charts,

indicate pertinent information about the conversations and meetings including next action, by whom, and by when.
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