Agent Mid-Year Review
2026
KW MAPS Coach - Sammi  
	Agent Name
	
	Annual Unit Goal
	

	Transactions YTD
	
	Annual GCI Goal
	

	Avg. Sale Price
	
	Review Date
	


H1 RECAP  ·  January – June

	
	Total Listing Appts.
	Total Buyer Appts.
	Total Listings Signed
	Total BBA’s
	Total Listings Closed
	Total Buyers Closed
	Total Closed Units
	Closed GCI

	Mid-Year Goal
	
	
	
	
	
	
	
	

	Actual
	
	
	
	
	
	
	
	

	Gap
	
	
	
	
	
	
	
	



	
	Net Profit
	Current Pending Units
	Current Pending GCI
	Referrals Sent
	Referrals Received
	# of Database Completes

	Mid-Year Goal
	
	
	
	
	
	

	Actual
	
	
	
	
	
	

	Gap
	
	
	
	
	
	


OBSERVATIONS

	What's Working
	What Needs to Change
	Mindset / Personal Check-In

	


	


	









LEAD SOURCE BREAKDOWN

	Lead Source
	Leads Generated
	Appts. Set
	Appts. Held
	Contracts Written
	Closed (Units)
	GCI From Source

	SOI / Database
	
	
	
	
	
	

	Online Leads (Zillow, Realtor.com, etc.)
	
	
	
	
	
	

	Social Media
	
	
	
	
	
	

	Open Houses
	
	
	
	
	
	

	Referrals from Past Clients
	
	
	
	
	
	

	Referrals (Agent/Other)
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	



Lead Source Notes: 











Agent Mid-Year Review
H2 Game Plan  ·  July – December
H2 PRODUCTION TARGETS

	
	Listing Appointments Held
	Listings Taken
	Signed Buyer Agreements
	Listings Closed (Units)
	Buyer Closed (Units)
	Total Closed Units
	GCI Target

	H2 Goal
	
	
	
	
	
	
	

	Key Area Focus
	
	
	
	
	
	
	



	Top 3 Priorities for H2

	

	

	



BUDGET & MILESTONE CHECK-INS

	Lead Gen / Marketing Budget (H2)
	30-Day Check-In Date
	60-Day Check-In Date
	Next Full Review Date

	
	
	
	




