
ENTREPRENEUR PERFORMANCE NETWORK

REALTOR WEEKLY LEAD GENERATION SCORECARD
Meaningful conversations. Clear commitments. A stronger standard.

WEEK OF AGENT

GCI GOAL (CA$) GOAL PERIOD

LEADING ACTIVITIES

ACTIVITY TARGET ACTUAL

Meaningful prospect conversations

Qualified follow-ups

New lead contacts

Referral / sphere conversations

Appointments requested

OUTCOMES — RECORD WHAT HAPPENED

Appointments held Consultations

New signed clients Offers

Firm transactions Closed transactions

CONVERSION — USE MATCHING LEAD COHORTS

Cohort / period:

Appointments held ÷ meaningful conversations × 100 = %

Signed clients ÷ appointments held × 100 = %

Same-week totals may mix cohorts. Zero denominator: N/A. A signature is not a closing.

PIPELINE ISSUE / PRACTICAL ADJUSTMENT

THREE NEXT-WEEK COMMITMENTS

SPECIFIC ACTION WHEN (DATE / TIME)

1.

2.

3.

YOU KNOW YOU ARE CAPABLE OF MORE. MAKE IT YOUR STANDARD.

joinepn.com Free to print. Keep client details in your CRM. No guaranteed results.


