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CALLS

CONN

FACE

PRICE	
  REDUCTIONS:LISTING	
  APPTS.:	
  

DAILY	
  ACTIVITY	
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NAME:	
  

Future:Lender:

Seller	
  Appointments	
  Set:Buyer	
  Appointments	
  Set:

Lead	
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  *Mastery	
  of	
  Scripts*	
  DPA	
  =	
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  OF	
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  FOR	
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  APPTS.:
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  GOAL:
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GCI
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