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System Action Plan 

Title/Code: Lead Source Visits: Create the list / G-2-2-1-1

Date: November 19, 2009
	Result Statement

	Describe exactly the result this system must produce:

Sales people will know who best to visit to get quality leads.


	Accountable Positions

	Position with overall accountability:

Manager, Sales

	Participating positions:

Leasing Counselors


	System Diagram
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System Action Plan 

Title/Code: Lead Source Visits: Create the List / G-2-2-1-1


	Description of System Benchmarks

	#
	Benchmarks
	Accountable Position
	Timing

	1.
	Gather Info from three sources: Current Residents’ Health Care Providers, Prospective Residents’ Referral Sources & Senior Publications.
	Sales Manager or delegated position
	Before any of the other steps.

	2.
	Resident Health Care Provider.  Gather the files of current residents and make a list of their health care providers.  There may be more than one per resident.
	Sales Manager or delegated position
	After Step #1

	3.
	Prospect Referral Source.  Look back through past inquiry cards to determine which referral sources have referred to us in the past and make a list of these sources.
	Sales Manager or delegated position
	After Step #2

	4.
	Senior Publications such as New Lifestyles, After 55, Seniors Blue Book, The Senior Directory, S.L. County 55+ among others.
	Sales Manager or delegated position
	After Step #2

	5.
	Prioritize all the above information into the following three lists
	Sales Manager or delegated position
	After Step #1

	6.
	Top 10.  These 10 referral sources are those that are most likely to refer a qualified lead in the least amount of time.  Typically current resident health care providers and past referral sources are best for this list.
	Sales Manager 
	After Steps #3, 4 & 5

	7.
	B List.  This list consists of the next most likely people to refer.
	Sales Manager 
	After Step #6

	8.
	C List.  This list consists of the next most likely people to refer.
	
	


System Action Plan 

Title/Code: Lead Source Visits: Create the List / G-2-2-1-1


	Resource Requirements

	Staffing
	Sales staff to compile the info.

	Space and Facilities
	Office, Desk

	Equipment
	Phone, computer

	Supplies
	Pen, paper

	Information
	Access to BlueStep, resident records and old lead cards.


	System Quantification

	Describe how you will quantify and evaluate the effectiveness of this system on an ongoing basis:

· Referrals will increase because we are visiting the best sources.


System Action Plan 

Title/Code: Lead Source Visits: Create the List / G-2-2-1-1


	System Standards

	1. A qualified lead is  someone who is old enough, able enough and has enough money to live in their appropriate level of care.

	2. Even if a lead source refers a lot, if they aren’t referring qualified leads, they shouldn’t be high on the priority list.

	3. These lists are not set in stone.  Some referral sources will graduate up to the Top 10 and some will fall off.

	4. Review these lists every quarter to make sure you are visiting the best people.

	5. The Top 10 List will be 10 people.  We will have contact with them twice each month.

	6. The B List will be approximately 20 people.  We will have contact with them once each month.

	7. The C List will be approximately 40 people.  We will have contact with them every other month.  This list will be split in two so 20 of the 40 will be visited every month.


Use additional sheets as needed
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