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SML COACHING AGENT PREP FORM

NAME: __________________________________________ Date: ______________
A. Actions you have taken since our last call:
 1. 

 
_______________________________________________________________

 2. 
 
_______________________________________________________________

 3. 
 
_______________________________________________________________

 4. 
 
_______________________________________________________________

 5. 
 
_______________________________________________________________

B. Observations, wins, Insights, A-Ha’s, and or Successes Since Last Call:
 1. 

 
_______________________________________________________________

 2. 
 
_______________________________________________________________

 3. 
 
_______________________________________________________________

 4. 
 
_______________________________________________________________

 5. 
 
_______________________________________________________________
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SML COACHING AGENT PREP FORM

C. The One Thing I would Like To Focus On During Our Up-Coming Call:

D. Promises and/or Actions to Be Taken Between Now and the Next Call:

E. Numbers:
Week Month Year Goal

Contacts: ________ ________ ________ ________
Appointments: ________ ________ ________ ________
Listings Taken: ________ ________ ________ ________

Contracts Written: ________ ________ ________ ________
Contracts Received: ________ ________ ________ ________
New Pending Sales: ________ ________ ________ ________

Closings: ________ ________ ________ ________
GCI: ________ ________ ________ ________

Total Current Listings: ________ 
Closed for the Year: ________ 

Pending for the Year: ________ 
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