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CHECKED AND OK’d

FUTURE ATTENTION NEEDED

IMMEDIATE ATTENTION REQUIRED


	
	
	
	
	

	
	
	
	

	THINGS TO CONSIDER
	NOTES

	TIME IN THE SELLING ZONE

	X
	X
	X
	TOTAL TSZ PER DAY                          TEAM PRODUCTIVITY

Benchmark: 4 hours per full-time salesperson per day. 
30% Planning, 10% Creative Follow-Up, 20% Voice-to-voice, 
35% Face-to-face, 5% Additional Activities
	

	
	
	

	
	
	
	TSZ PER PROSPECT                            TEAM PRODUCTIVITY

Benchmark: 2 hours per lead. Are we spending enough time on each prospect to help them advance, or are we spreading our time across too many leads?
	 

	
	
	
	
	

	
	
	
	TSZ BEFORE/AFTER SALE                 TEAM PRODUCTIVITY

Is our Time in the Selling Zone being spent on Move-in Coordination?
	 

	
	
	
	
	

	CORE PRINCIPLES OF PROSPECT-CENTERED SELLING

	
	
	
	STATUS                                                      KNOW THY LEADS

What’s the distribution of our lead statuses? Active leads are engaged in the sales process. Future leads are either non-responsive or on our marketing lists.
	

	
	
	
	
	

	
	
	
	STAGE                                                         KNOW THY LEADS

New leads have a stage of “Assess,” meaning we need to assess their readiness through discovery and planning.
	

	
	
	
	
	

	
	
	
	KNOWLEDGE & TRUST                           KNOW THY LEADS

Do we know our prospects? What do we know about our prospects? How well are we filling out the Case Study Information on each prospect profile Biographies, Motivators, Objections, and Preferences?
	

	
	
	
	
	

	KEY SALES BEHAVIORS

	
	
	
	PLANNING FOR ADVANCES                   KNOW THY LEADS

Benchmark: 3 prospect planning sessions per day. Are we planning strategies to get advances from our sales activities?
	

	
	
	
	
	

	
	
	
	CREATIVE FOLLOW-UP                           KNOW THY LEADS

Benchmark: 3 creative follow-up per day. Are we following up in a personalized way that tells the prospect, “I heard you?”
	

	
	
	
	
	

	
	
	
	HOME VISITS                                            KNOW THY LEADS

Benchmark: 2+ home visits per week. For the majority of our leads that are “not ready yet,” their home is our greatest competition.
	

	
	
	
	
	

	MANAGING SALES WITH SHERPA

	
	
	
	SALES GOALS                                                        BASE CAMP

Are we breaking down our occupancy targets into measurable goals for move-ins and sales activities? Are we consistently setting and reviewing our goals?
	

	
	
	
	
	

	
	
	
	TOP TEN PROSPECTS                                          BASE CAMP

Are we using Top 10 to highlight prospects that are advancing? Do our Top 10 prospects have a Scheduled Next Step with Strategy for an Advance? Do they have good discovery photos?
	

	
	
	
	
	

	
	
	
	SHERPA REPORTS                            ANALYTICS – REPORTS

Do you have any reports that are customized, saved, shared/scheduled?
	

	
	
	
	
	

	
	
	
	LEAD BASE MAINTENANCE                    KNOW THY LEADS

Are there any prospects without a next step scheduled or an overdue activity? On average, how long has it been since we have contacted our prospects? Do we have incoming leads that have not been touched?
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