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Instructions: This worksheet gives you a realistic month by month roadmap of what your first year in real estate should look like. Every agent's journey is different — your market, your sphere, your brokerage, and your effort level all affect the timeline. But the milestones below represent what a focused, committed new agent should reasonably expect to accomplish in each phase of their first year. Use this tracker to measure your progress, celebrate your wins, and identify where you need to push harder. Check off each milestone as you achieve it and fill in the actual date so you can look back at the end of your first year and see how far you have come.

PRE-LAUNCH PHASE — Before Your License is in Hand
These milestones should be completed before you ever open your doors for business. The agents who complete this phase thoroughly give themselves a significant advantage over those who skip it.
☐ Completed real estate school Target date: _______________ Actual date: _______________
☐ Passed school final exam Target date: _______________ Actual date: _______________
☐ Passed state licensing exam Target date: _______________ Actual date: _______________
☐ Selected and joined a brokerage Target date: _______________ Actual date: _______________ Brokerage selected: _______________________________________________
☐ Completed brokerage onboarding and new agent orientation Target date: _______________ Actual date: _______________
☐ Joined Board of Realtors and obtained MLS access if applicable Target date: _______________ Actual date: _______________
☐ Set up basic business tools — business cards, email signature, voicemail greeting Target date: _______________ Actual date: _______________
☐ Built initial sphere of influence list of at least 100 people Target date: _______________ Actual date: _______________ Number of contacts on list: _______
☐ Set up CRM system and entered all sphere contacts Target date: _______________ Actual date: _______________
☐ Completed first year financial survival plan from Worksheet 11 Target date: _______________ Actual date: _______________
☐ Confirmed financial runway of at least six months Target date: _______________ Actual date: _______________ Months of runway confirmed: _______
☐ Identified and secured mentorship Target date: _______________ Actual date: _______________ Mentor name: _______________________________________________
☐ Announced real estate career to sphere of influence Target date: _______________ Actual date: _______________ Number of personal contacts made: _______

MONTH 1 — Learning the Business
Month 1 is about foundation building. You are learning systems, studying contracts, shadowing experienced agents, and having as many conversations as possible. Do not expect to close anything in month 1. Expect to plant seeds.
Activity Milestones
☐ Completed brokerage training program or first phase of mentorship Actual date: _______________
☐ Studied and learned my way around the MLS Actual date: _______________
☐ Read and fully understood the standard purchase contract used in my market Actual date: _______________
☐ Shadowed my mentor or an experienced agent on at least two appointments Actual date: _______________
☐ Made contact with at least 25 people in my sphere to announce my new career Actual date: _______________ Number actually contacted: _______
☐ Added at least 10 new contacts to my CRM this month Actual date: _______________ Number added: _______
☐ Attended at least one networking event or open house Actual date: _______________
Pipeline Milestones
☐ Had at least 5 real estate conversations with people in my sphere Actual date: _______________
☐ Identified at least 2 people who might be buying or selling in the next 6 months Actual date: _______________
Month 1 Numbers
New contacts added to CRM: _______ Real estate conversations had: _______ Appointments set: _______ Active prospects identified: _______
Month 1 Reflection
What went well this month?


What was harder than expected?


What will I do differently in month 2?



MONTH 2 — Building Momentum
Month 2 is about deepening your knowledge and expanding your pipeline. You should be more comfortable with contracts and the MLS by now and starting to have more substantive conversations with prospects.
Activity Milestones
☐ Continued regular meetings with mentor Actual date: _______________
☐ Previewed at least 20 homes in my market area to build product knowledge Actual date: _______________ Number of homes previewed: _______
☐ Held or assisted with at least one open house Actual date: _______________
☐ Made contact with entire sphere at least once this month Actual date: _______________
☐ Added at least 10 new contacts to my CRM this month Actual date: _______________ Number added: _______
☐ Sent first market update or newsletter to my database Actual date: _______________
Pipeline Milestones
☐ Have at least 2 active buyer or seller prospects in pipeline Actual date: _______________
☐ Scheduled first buyer consultation or listing appointment Actual date: _______________
Month 2 Numbers
New contacts added to CRM: _______ Real estate conversations had: _______ Appointments set: _______ Active prospects in pipeline: _______ Homes previewed: _______
Month 2 Reflection
What went well this month?


What was harder than expected?


What will I do differently in month 3?



MONTH 3 — First Appointments
Month 3 is when most new agents have their first real buyer consultation or listing appointment. This is a significant milestone. Even if it does not immediately lead to a signed agreement it is evidence that your pipeline is working.
Activity Milestones
☐ Conducted first buyer consultation or listing presentation Actual date: _______________ Outcome: _______________________________________________
☐ Showed property to at least one active buyer Actual date: _______________
☐ Continued previewing homes regularly — target 10 or more this month Actual date: _______________ Number previewed: _______
☐ Held or assisted with at least one open house Actual date: _______________
☐ Added at least 10 new contacts to CRM Actual date: _______________ Number added: _______
☐ Sent monthly market update or newsletter to database Actual date: _______________
Pipeline Milestones
☐ Have at least one signed buyer representation agreement or listing agreement Actual date: _______________
☐ Have at least 3 qualified prospects in pipeline Actual date: _______________
Month 3 Numbers
New contacts added to CRM: _______ Real estate conversations had: _______ Appointments conducted: _______ Signed agreements: _______ Active prospects in pipeline: _______
Month 3 Reflection
What went well this month?


What was harder than expected?


What will I do differently in month 4?



MONTH 4 — Active Clients
By month 4 you should have at least one active client you are working with toward a transaction. The focus shifts to serving that client exceptionally well while continuing to build your pipeline.
Activity Milestones
☐ Actively showing property to at least one buyer or preparing a listing for market Actual date: _______________
☐ Submitted at least one offer on behalf of a buyer or launched at least one listing Actual date: _______________
☐ Continued regular mentor meetings Actual date: _______________
☐ Added at least 10 new contacts to CRM Actual date: _______________ Number added: _______
☐ Sent monthly market update or newsletter to database Actual date: _______________
Pipeline Milestones
☐ Have at least one transaction in progress Actual date: _______________
☐ Have at least 3 additional prospects in pipeline behind current active client Actual date: _______________
Month 4 Numbers
New contacts added to CRM: _______ Appointments conducted: _______ Offers submitted or listings launched: _______ Transactions in progress: _______ Pipeline prospects: _______
Month 4 Reflection
What went well this month?


What was harder than expected?


What will I do differently in month 5?



MONTH 5 — First Contract
Month 5 is typically when a focused new agent gets their first property under contract — either a buyer whose offer has been accepted or a listing that has received and accepted an offer. This is one of the most exciting milestones of your first year.
Activity Milestones
☐ Have at least one property under contract Actual date: _______________ Transaction type: Buyer / Seller Expected close date: _______________
☐ Navigated the contract to close process with mentor guidance Actual date: _______________
☐ Continued building pipeline while managing active transaction Actual date: _______________
☐ Added at least 10 new contacts to CRM Actual date: _______________ Number added: _______
☐ Sent monthly market update or newsletter to database Actual date: _______________
Pipeline Milestones
☐ Have at least 2 additional active clients or strong prospects in pipeline Actual date: _______________
Month 5 Numbers
New contacts added to CRM: _______ Properties under contract: _______ Additional pipeline prospects: _______
Month 5 Reflection
What went well this month?


What was harder than expected?


What will I do differently in month 6?



MONTH 6 — FIRST CLOSING
This is the milestone most new agents dream about from day one. Your first closing. Your first commission check. This is validation that everything you have learned and everything you have done is working.
Activity Milestones
☐ Closed first transaction Actual date: _______________ Transaction type: Buyer / Seller Sale price: $ _______________ Commission received: $ _______________
☐ Sent personal thank you note or gift to first client Actual date: _______________
☐ Asked first client for a review and for referrals Actual date: _______________
☐ Added first client to past client category in CRM Actual date: _______________
☐ Celebrated this milestone — you earned it Actual date: _______________
Pipeline Milestones
☐ Have at least 2 active clients or strong prospects in pipeline after first closing Actual date: _______________
Month 6 Numbers
Total closings to date: _______ Total commission earned to date: $ _______ Active pipeline prospects: _______ CRM database size: _______
Month 6 Reflection
What are you most proud of from your first six months?


What has been your biggest surprise about the real estate business so far?


What do you wish you had done differently in your first six months?


What is your biggest focus for the second half of your first year?



MONTHS 7 THROUGH 12 — BUILDING SUSTAINED MOMENTUM
The second half of your first year is about building on your early momentum and establishing the habits and systems that will carry you through a long successful career. Use this section to track your key numbers each month.
MONTH 7 Closings this month: _______ Commission this month: $ _______ New CRM contacts added: _______ Pipeline prospects: _______ Key win this month: _______________________________________________ Key challenge this month: _______________________________________________
MONTH 8 Closings this month: _______ Commission this month: $ _______ New CRM contacts added: _______ Pipeline prospects: _______ Key win this month: _______________________________________________ Key challenge this month: _______________________________________________
MONTH 9 Closings this month: _______ Commission this month: $ _______ New CRM contacts added: _______ Pipeline prospects: _______ Key win this month: _______________________________________________ Key challenge this month: _______________________________________________
MONTH 10 Closings this month: _______ Commission this month: $ _______ New CRM contacts added: _______ Pipeline prospects: _______ Key win this month: _______________________________________________ Key challenge this month: _______________________________________________
MONTH 11 Closings this month: _______ Commission this month: $ _______ New CRM contacts added: _______ Pipeline prospects: _______ Key win this month: _______________________________________________ Key challenge this month: _______________________________________________
MONTH 12 Closings this month: _______ Commission this month: $ _______ New CRM contacts added: _______ Pipeline prospects: _______ Key win this month: _______________________________________________ Key challenge this month: _______________________________________________

YOUR FIRST YEAR FINAL SUMMARY
Complete this section at the end of your first year in real estate.
Total transactions closed in year one: _______
Total commission earned in year one: $ _______
Total size of CRM database at end of year one: _______
Number of referrals received in year one: _______
Number of five star reviews received in year one: _______
Did you reach your financial goal for year one? Yes / No / Close
Your biggest accomplishment of year one:


Your biggest lesson learned in year one:


Your primary goal for year two:


A message to yourself at the start of year two:




REFLECTION QUESTIONS
Looking at the full year milestone tracker, which phase feels most exciting to you right now?


Which phase feels most daunting and why?


What is the single most important habit you need to build to hit these milestones consistently?


Who will you share this tracker with to keep yourself accountable?
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