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Get the most out of Sales






In the end, a successful business is one that has enough consumers to keep the lights on. But today, reaching and converting those potential consumers has taken on a different style. Independent of age, postal code or education, communities are formed around shared belief systems, values and hobbies. To ensure your residence is considered, you need to showcase your culture as one your consumer can be aligned with… which is why it has never been more important to have a strong sales team – one built to seek out, create and nurture relationships.


The Right Salesperson

What three attributes are the most important in your salesperson?

	· Outgoing
	· Charismatic

	· Engaging
	· Empathetic

	· Knowledgeable
	· Charming

	· Well-organized
	· Magnetic

	· Honest
	· Ethical

	· Good written communication skills
	· Good technology skills

	· Curious
	· Team player

	· Persuasive
	· Negotiator

	· Professional
	· Gutsy

	· Passion
	· Credible

	· Courageous
	· Trustworthy












The Right Functions and Tasks

	Tasks your salesperson should be doing
	Tasks your salesperson should not be doing

	Task
	My salesperson is currently doing this (check all that apply)
	Task
	My salesperson is currently doing this (check all that apply)

	Answering every telephone inquiry
	
	Manning reception
	

	Returning phone messages from current or new inquiries as soon as possible
	
	Helping plan activities
	

	Touring prospects
	
	Helping run activities
	

	Completing client lead sheets in a comprehensive manner
	
	Dealing with resident concerns (other than those of new residents)
	

	Entering all notes in the CRM & scheduling the “next point of contact”
	
	Dealing with family issues
	

	Doing timely, customized follow-up
	
	Doing any payroll or accounting function
	

	Planning and implementing strategic community outreach to result in referrals
	
	Moving the model suite
	

	Connecting with key referral sources regularly
	
	Scheduling health assessments
	

	Keeping an up-to-date compressive list of community referral sources in the CRM
	
	Assembling resident handbooks and/or purchasing welcome gifts
	

	Inputting notes re: meetings and other information about referral source contact and scheduling “next point of contact”
	
	Handling internal moves
	

	Providing training and guidance to managers and frontline staff on their role in sales
	
	Creating & placing ads
	



The Right Tools

Do you offer:

· Training
· Ambitious but achievable goals for
· New inquiries
· Tours
· Move-ins
· Community outreach
· Comprehensive, easy-to-complete lead sheet
· Customer Relationship Management Software which has the following features
· Contact areas for the inquirer and prospect
· Fields for key areas such as:  timeline, current location, health issues, marketing source, interests
· A scheduling function to plan “next point of contact”
· An area for copious notes
· The ability to list detailed marketing sources, not just general categories like “newspaper” or “internet”
· An area to list referral sources with detailed notes and schedule a next point of contact
· The ability to mail merge Word documents such as letters, invitations and occupancy agreements
· Comprehensive reporting on areas such as census, traffic, conversion (from initial to tour and from tour to deal), marketing sources, community outreach, etc.
· Attractive, uncomplicated marketing materials that emphasize the USPs
· Model suite(s)
· A dedicated “closing office” 
· Respite program
· Referral program
· Closing incentives
· High degree of autonomy
· Input into the product, services & pricing
· Administrative assistance if necessary
· Mystery shopping 





The Right Team

When you think about your team, do you have the following in place?
· An interested, motivated General Manager who leads by example
· A sales culture throughout the building

What are your expectations of other managers’ involvement in marketing & sales?
· Mentioned in interview
· Part of orientation
· In the job description
· In the performance appraisal
· A regular portion of the management meeting dedicated to sales
· Incentives for others on the team to participate
· Sales training for managers & frontline staff

How does your sales’ team participate in community outreach?
· Participation in planning of events and activities
· Assisting at special events
· Serving on boards/committees
· Promoting the residence through personal connections
How does your broader team participate in the sales process?
· Taking phone inquiries
· Guiding tours
· [bookmark: _GoBack]Assisting with follow-up
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