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Team Report

SAMPLE TEAM LEADERS REPORT FROM TEAM MEETINGS

QUANTUM
MANAGSENVENT
CLUSTEME
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n*TR\'s 15 owr Oﬂendagc,\/\ec\go@?é(-:

M
.Im S’r TEAM LEADER'S CLUSTER REPORT &
Name 8 ITAYY EXCEPTION LIST

Date C' lzq 103

Section I Attendance
Number of people in cluster & Names of no shows
Number present L 1._ Emma \est
Number excused 2 2._Gonna  Hshkin
Number no show 2 3.
Total (Must balance) _‘E_ 4.

5
Section II Results People not making standard
Number of escrows opened i_ 1. Trrma LooSer
Number of escrows closed v 2 Reboy B ush
Number of listings taken 2 3, i

4.

5.

5 min
Section 111 Time Management People off of TM System
Yes No * Chhec X ot as addxessed ¥ .Conrad Puzed
GO Check to see agent is using system 2. Okt Conkrol
@ O  Check monthly calendar (scheduled events) 3. Clew | esS
® O Daily work planner for every day worked 4.
M O Logging P I N's o 5
@ O Check "I" time (5-26tws) 397, 6.
™ O  Check "P" time (10-45-+hrs) 10 min
710D

Section IV Review Week ¥ C\heck. OLC as 2addve sSed ¥
W Write all "real” leads on "Certified Buyer Checklist” collected during week & put into file
Lead name
Phone number
Address
Agent's name
Quantum Home Tour™ name
B/Prepare all new clients on for Buyer Certification group

Re-Certify all Certified Buyers and prepare for Certification group
10 min
T U ANTLIN
A MANAESNVENT
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TEAM LEADER'S CLUSTER REPORT &

EXCEPTION LIST (cont'd)
¥ Check € as comyleted*

Section V Analysis
ldentify ro Which Grou, /ttdiw'a\’u/s will be going People not holding QHT's or O.H.'s
Open Houscs/éwrﬂ v 1. LQ{( % Lfi‘hﬁ!%“"
Fliers passed out _\{__ 2. Dfl an9_ Dreame?
Names & numbers collected _].4___ 3. -
Appointments made v 4,
Certified Buyers __‘/__ 5.
Assign to Group D @3 & (Schedule to Triage Group)
Names of people with no appointments People with appts but no Certified Buyers
. ~ i._Harru Yopen
2 _Sa\\w Should 2 Wendy WiSh
1 _Gotd Go 3. Lola Ylike-me
g I 4
5. 5.

Growp / Group 2

Wark 1:1 on phone scripr Work 1.1 on Probing

These Sections are filled out in Cluster Groups &———"TAIS (S 0o
Section VI Plan of Action - 2 ser 4 gppointments for week ac_k;'\\‘g'\ »(3 v C\ uster
Each person takes out Daily work planner for Monday.

1.

2. Look at each lead & plan next step.

3. Look at each client to see what has to happen to put transaction together.

4. Verify that each individual is using appointment technology.

5. Review how to handle Quantum Home Tour™ leads.

6. Make surc appointments are showing up or need confirming calls.

7. Role play tloor time appointments. 30 min

Section VII Taking Action People needing special attention
Direct to leave and commit to complcte action. 1. Q‘) a

I
2. Work with partner 1o complete calls & take action
3. Purposc of Action Monday™ is to line up week
*Set 4-6 appointments to drop by/probe
* Have 3 Certified Buyers
* Set 2 appointments to show property
* Write 1 offer

5 min
QUANTUNM
MaNAGBESNMENT
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