
Online Training Modules: 

 Module 1: Foundation Concepts 

This Module is designed specifically to lay the foundation for creating an effective sales 

operation within 

your community’s overall operations. 

 Module 2: Selling to Residents and their Families.  

The focus is on opening and rapport building and then getting the information during 

discovery that is so important to creating a sales relationship with potential residents. 

 Module 3: Overcoming Objections and Closing the Sale 

The focus of this module is on challenging the sales and management team to understand 

their unique value proposition they offer their clients, the ‘reasons’ that your resident 

select your community. Once the value ‘stories’ are developed then this modules deals 

specifically with turning objections, or ‘lemons’ into ‘lemonade’. And finally then 

moving the sale to ‘close’ for the very next step that makes sense for the resident. 

 Module 4: Answering the Telephone and Responding to Email 

This module helps make the most of the interest already being generated for potential 

occupancy. The training focuses on answer the telephone and using conversational 

techniques to get ‘face to face’ with the inquiring party. The module also deals with 

maximizing email traffic by focusing on email ‘action items’ and personal messages that 

are designed to activate these inquiries into prospects.  

 Module 5: Conducting the Community Tour 

Tours are not best conducted as ‘real estate’ demonstrations but rather as ‘an experience 

of living in community’, YOUR COMMUNITY. 

 Module 6: Selling to Referral Sources 

Most sales or outreach efforts to community or medical referral sources all too commonly 

‘default’ to marketing. While marketing has it place, primarily to find new referral 

sources to sell to, the critical job of most outreach representatives is to spend time 

‘selling’ to referral sources.  

 Module 7: Selling to Physicians 

When expanding your referral base more deeply into the medical continuum, it will be 

helpful to 

understand the basics of how to get in front of the community physicians to foster this all-

important 

referral source. 

 Module 8: Creating a Lasting Referral Relationship 

This module will give you creative ideas to create not just a ‘sales meeting’ but a strategy 

for a ‘territory plan’. 

 Module 9: Building Your Presentation to Referral Sources 

 Module 10: Building Your Presentation to Prospects 



 Module 11: Handling Inquiry Calls 

 Module 12: Maximizing Internet Leads and Referrals 

 *Other Custom Module Topics Available: Tele-Sales and Appointment Setting 

 


