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Ideal clientele

Your Brand

Slogan

Competitors

Financial Goals

Future Plans

Tip: Create a business plan that Is authentic to you.  

MISSION: 

VISION: 

Owning Your Business

p a g e  4



S T R E N G T H S W E A K N E S S

O P P O R T U N I T I E S T H R E A T S

SWOT ANALYSIS
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S SPECIFIC

A. What exactly do you want to achieve? 
B. Who is involved or responsible? 
C. Where will it take place (if applicable)? 
D. Why is this goal important?

M MEASURABLE
A. How will you track progress?
B. What are the key performance indicators (KPIs)?
C. How will you know when the goal is accomplished?

A ACHIEVABLE

A. Is the goal realistic given your resources and
constraints?
B. What steps or actions will you take to reach the
goal?
C. Do you have the necessary skills and support?

R RELEVANT

A. Does the goal align with your business objectives?
B. Will it contribute to your long-term success and
growth?
C. Is now the right time to pursue this goal?

T TIME-BOUND

A. When will you start working on the goal?
B. What is the target completion date?
C. Are there any milestones or checkpoints along the
way?

Instructions: For each goal, fill in the details according to the SMART
criteria. This will help ensure that your goals are clear, focused, and
actionable.

SMART GOALS
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Sphere of Influence
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MONTHLY GOAL PLANNER
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Monthly Planner

Month :  . . . . . . . . . . . . . . . . . . . . . . .

MON. TUE. WED, THUR. FRI. SAT. SUN.
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ATTENDEES:

NOTES :  

MEETING AGENDA

ACCOUNTABLITY MEETING NOTES
DATE :

FOLLOW UP 
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PILLARS OF LEAD GENERATION
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Grew SOI  by 25%

Updated your business plan.  Are you on track? Are you behind?

Build/Adjust your daily schedule based on goals

Contacted 100% of Past Clients at least Once

Passive Pipeline Plan Executed and Created

Impacted My Business Forward 

QUARTERLY CHECKLIST
Date

p a g e  2 0



h o u s e h a v e n r e a l t y . c o m

@ h o u s e h a v e n r e a l t y

6 1 5 . 6 2 4 . 4 7 6 6

5 0 1 6  C e n t e n n i a l
B l v d  S u i t e  2 0 0
N a s h v i l l e ,  T N  3 7 2 0 9


