anuary 2011

IEWSEETTER




It’s here, are you ready?

Is your staff fully trained on handling TI's ?
Have they been drilling on presentation
and closing techniques ?  Are they
committed to achieving a 65% New
Member Orientation rate ?

These are some of the sales oriented issues
that must be addressed before January 1,
and hopefully you all have done your
preparation throughout December.
Remember that January usually does not
begin as quickly as it ends, sales wise, due
to so many people recovering from their
holiday spending. It is not unusual for
owners to wonder why they aren’t busier
for the first week if their staff has not spent
the appropriate time in December setting
up their lead sources.
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way to start off January as
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It's here, are you ready? continued...

A couple other things to be aware of this

*  Maintenance Issues -
That broken treadmill
December, but it’s going to
sure to address mai
monitor the floor anc
prepared to write some
many of these member
broken equipment will co
have.

*  Staliines
Ensuring that staff is dedicate
and fun is paramount to yo
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Follow us at www.baserev.com

for updated blog posts.
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