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GROWING
 VISUALIZE THE LIFE YOU WANT, ESTABLISH THE STEPS, EXECUTE THE PLAN,

TRACK THE PROGRESS, AND NEVER STOP DREAMING BIGGER.  



ORGANIZATION
CLEAR YOUR DESK, CLEAR YOUR MIND. 

KNOWING WHAT TO DO, WHERE TO GO, AND 
HOW IT WILL GET DONE IS HALF THE BATTLE! 



ACTION

FOCUS ON INTENTIONAL PRODUCTIVITY. 
THE SELLING & BUYING PROCESS & SERVICE IS YOUR JOB.

LEAD GENEATING ACTION TO BUILD YOUR PIPELINE IS YOUR BUSINESS.. .  
KNOW HOW YOU WANT TO BUILD IT & BE CONSISTENT. 

ACTIVIY BREEDS ACTIVITY! 



LEARN
BE IN A CONSTANT STATE OF LEARNING ABOUT YOURSELF, 

YOUR BUSINESS, AND YOUR RELATIONSHIPS. 



SYSTEMS
A WELL-OILED MACHINE IS BUILT ON A STRONG FOUNDATION 

OF SYSTEMS AND TRACKING. KNOW WHAT YOU'VE DONE AND HOW SO YOU
KNOW WHAT YOU NEED TO DO TO ACHIEVE YOUR GOALS. 

ACCOUNTABILITY PLANNER & COMMUNITY
FOR THE WORKING-BY-REFERRAL REAL ESTATE AGENT

NEW YEAR, SAME PASSION PROJECT, 3RD VERSION OF THE G.O.A.L.S.  PLANNER.

OUR COMMUNITY HAS SHOWN ME THAT KNOWING WHAT NEEDS TO BE DONE IS
NOT THE HARD PART WHEN YOU WANT IT BAD ENOUGH & YOUR VISION IS CLEAR.

THE HARD PART IS THE DAILY DRIFT, DISTRACTIONS, HABITS, & EMOTIONS. 

WHAT MAKES IT EASIER IS A LIKE-MINDED GROUP OF FRIENDS THAT 
SHOW UP NO MATTER WHAT TO KEEP YOU ON TRACK.
  
WE KNOW WHAT MATTERS TO US AND EACH WEEK 
WE REMIND EACH OTHER, 
ENCOURAGE EACH  OTHER, 
AND SUPPORT EACH OTHER. 

THANK YOU FOR SHOWING UP FOR YOURSELF, THE GROUP, AND ME. Gina Carter
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T O P  O F  M I N D
a plan to staya plan to stay P O P - B Y S  +  M A I L - B Y S
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R E A S O N S  T O  R E A C H  O U T
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Business:

Finances:

Family:

Self:

DREAM BIG 2022 GOALSDREAM BIG 2022 GOALS

10 DAY GOALS10 DAY GOALS

GOALS THIS QUARTERGOALS THIS QUARTER
I  W I L L  A C C O M P L I S HI  W I L L  A C C O M P L I S H



Q 1

ANNUAL INCOME GOAL
YTD:

2022 GROSS GOAL:



ANNUAL SALES GOAL
YTD:

2022 GOAL:



TRANSACTION GOAL
YTD:

2022 GOAL:



REFERRAL GOAL
YTD:

2022 GOAL:



LIST/BUY APPT GOAL
YTD:

2022 GOAL:



TOTAL CONTACTS
YTD:

2022 GOAL:

YTD CHECK-IN

R E C A PR E C A P
Most Proud:Most Proud:

Most Proud:Most Proud:

Most Proud:Most Proud:

KEEP:

IMPROVE:

START:

STOP: THIS IS THE BUSINESS PLAN ITHIS IS THE BUSINESS PLAN I
DESIGNED TO ACCOMPLISHDESIGNED TO ACCOMPLISH

MY GOALS IN 2022MY GOALS IN 2022



EVENTS/BIRTHDAYS: 

TOP 5 GOALS:

DAILY HABITS TO TRACK:

INSPIRATION:
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FOCUS (YOUR "ONE THING"):



T O P  O F  M I N D
a plan to staya plan to stay P O P - B Y S  +  M A I L - B Y S

R E A S O N S  T O  R E A C H  O U T

C L I E N T / C O M M U N I T Y  E V E N T

S O C I A L  M E D I A  E N G A G E M E N T

S P H E R E  E N G A G E M E N T

Newsletter Mailer:

E-Mail:

Open House:

Open House:

Networking:

Event:

M O N T H L Y  M A R K E T I N G

M O N T H L Y  A C T I O N  P L A N

TRANSACTION GOAL:
ACTUAL:



REFERRAL GOAL:

ACTUAL:



LIST/BUY APPT GOAL:
ACTUAL:



"CONTACTS" GOAL:

ACTUAL:



ADD UP TOTAL
"CONTACTS" BELOW



CONVERSATIONS:



NOTES:



POP-BYS:



FACE-TO-FACE APPTS:



NEW MET ADDED TO

DATABASE:





T O  D O
M O N T H :
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EVENTS/BIRTHDAYS: 

TOP 5 GOALS:

DAILY HABITS TO TRACK:

INSPIRATION:

1  2  3  4  5  6  7  8  9 1 0 15 20 25 30

1  2  3  4  5  6  7  8  9 1 0 15 20 25 30

FOCUS (YOUR "ONE THING"):



T O P  O F  M I N D
a plan to staya plan to stay P O P - B Y S  +  M A I L - B Y S

R E A S O N S  T O  R E A C H  O U T

C L I E N T / C O M M U N I T Y  E V E N T

S O C I A L  M E D I A  E N G A G E M E N T

S P H E R E  E N G A G E M E N T

Newsletter Mailer:

E-Mail:

Open House:

Open House:

Networking:

Event:

M O N T H L Y  M A R K E T I N G

M O N T H L Y  A C T I O N  P L A N

TRANSACTION GOAL:
ACTUAL:



REFERRAL GOAL:
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LIST/BUY APPT GOAL:
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"CONTACTS" GOAL:

ACTUAL:



ADD UP TOTAL
"CONTACTS" BELOW



CONVERSATIONS:
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EVENTS/BIRTHDAYS: 

TOP 5 GOALS:

DAILY HABITS TO TRACK:

INSPIRATION:
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FOCUS (YOUR "ONE THING"):



T O P  O F  M I N D
a plan to staya plan to stay P O P - B Y S  +  M A I L - B Y S
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Event:
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TRANSACTION GOAL:
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S M T W T F S

1 2 3 4 5

6 7 8 9 10 11 12

13 14 15 16 17 18 19

20 21 22 23 24 25 26

27 28 29 30 31

NOTES



WED THU FRI SAT

2 3 4 5

9 10 11 12

16 17 St .  Patr ick’s  Day 18 19
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