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Sometimes “old school” is simply old. . . . continued
Take, for example, the typical “Production Book™:

Your sales person has a book that would likely show up on radar if it was dropped from
an airplane, it is so replete with old paperwork, dead leads - and more
importantly......]leads that are not dead but are also not going to be called. Every sales
person holds onto old leads as if the mere fact that they possess this piece of paper will
cause the prospect to show up and ask for them by name. Typically only 10% to 15% of
these leads are even being called, as the sales persons know quite well which prospects are
“difficult”. Using a lead tracking software enables me to actually take a lead from one
salesperson and transfer it to another if I see that it hasn’t been called recently. Remember,
the new sales person has no idea how “bad” this lead is, and calls it with a much higher
expectation than the one who has been dreading making that call. The ability to mark a
lead as “sold” prevents the embarrassment of calling someone who joined 2 weeks ago and
asking them if they are interested.

Additionally, the expectations you set can be enforced daily by the reporting function of
the proper software system. I want my clients to know exactly how many calls were made
per salesperson, how many were reached, and how many appointments were set during
their shift. There are metrics associated with each and every aspect of this industry, and
we cannot afford to make assumptions regarding the effort level of our production staff.
We measure EVERYTHING, and know exactly what ratios to expect, due to our usage of
this software system.
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Are you facing “end of the year” challenges?
B.A.S.E. is prepared to assist you with your
leasing negotiations, financial close-outs
and your new year plan. Whether you need
guidance or someone to train your team, we
are prepared to help. E-mail:
info@baserev.com for more information.

Contact Us:
E-mail: info@baserev.com
Website: www.baserev.com
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Still another advantage of a dedicated
software system is the ability to schedule
the on-boarding process right at the point
of sale, and document exactly what needs
to happen to ensure that your new
member’s first couple weeks are exciting
and informative. Members who meet
with a trainer immediately and also
experience some form of group exercise
during the first couple weeks are far more
likely to experience results, and therefore
stick with their program. This is too
important to be left to the sales staff to
report on - software enables you to make
people accountable.
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