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WHY YOU NEED A SALES PROCESS

As home builders and developers, you spend hundreds of thousands, sometimes 
millions, of dollars to market your communities. 

That’s why it's important, regardless of how many homes you sell, that you track 
and nurture all the leads your marketing efforts generate.

EVERY LEAD MATTERS.

If a prospect is not ready to buy today, they may be in six months or a year. It’s 
important to maintain a relationship with these future buyers so that you are top of 
mind when they are ready to take action. Setting up a proper sales process is a critical 
first step. 

Home buyers aren’t shopping the same as they did five years ago, 
so why are sales people selling the same way? 

“Sales are fabulous! Why do we need to worry about prospects that aren't responding back to us?”



UNDERSTANDING THE
EDUCATED CONSUMER 

As Myers Barnes likes to say…”Home buying has changed more in the last 5 years than it has in 
the previous 50.” Is your business ready to meet the challenges of the new educated consumer? 

Buyers are shopping differently today. They’ve done a significant amount of research before they visit your model home or hit
the submit button on your website. In many cases, they know your pricing and have seen your floor plans. 

of prospects who buy a home from you are going to visit your website, so it's necessary that online 
leads are treated as importantly as your walk-in leads. 

By the time a potential home buyer reaches out to you, most have narrowed down their search to three or four different options. 
Prospects who are registering with you are also registering with your competition. The goal is to differentiate yourself with 
customer service.

Now it's up to your sales agents to engage and build a relationship.
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BUILDING RELATIONSHIPS

Engage with prospects to build and nurture relationships. Many times, it's not 

necessarily the homes that you're selling or the lots that you have to offer that matter 

most. The relationships that prospects build with sales agents also have a major 

impact on sales.

But you don't want to make lead nurturing an arduous task for your sales team. That's 

the important part: keep it simple, but still have a plan. This is where an automated 

sales process can help.

THINK ABOUT RELATIONSHIPS WHEN 
CREATING YOUR FOLLOW-UP AND SALES 
PROCESS



Not every prospect is going to return your emails or phone calls, but it’s still critical to follow up 
with every lead. 

For the past five years, Lasso and Do You Convert have conducted an annual survey of how well 
home builders are following up with online leads. We provide complete contact information as 
well as ask a very pertinent question about the builder’s community.

In the 2017 survey, about a third of builders didn’t respond to their online leads  
at all. No phone calls, no sales or marketing emails.  This has been consistent year 
over year. 

There are too many leads that aren’t touched by builders. That's why it’s important to have 
the technology and processes in place that your sales team can buy into. Your team should 
see value in technology—it shouldn’t be difficult for them. 

BUILDING RELATIONSHIPS

FOLLOW UP WITH ALL YOUR LEADS… AND 
FAST!
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BUILDING RELATIONSHIPS

Now that your team understands the importance of following up...how fast they follow 
up is an important part of the sales process. The faster the follow-up, the more 
likely you are to convert those leads. 

Consumers don’t want to wait for information anymore; they expect an immediate 
response. It’s ideal to respond to leads within an hour. If not, your competition will.

If your sales agents take more than a day to get back to someone, they’ve likely already 
lost the lead. By that time, your offering is no longer front and center in the prospect’s 
mind. 

FOLLOW UP WITH ALL YOUR LEADS… AND FAST!
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BUILDING RELATIONSHIPS

It’s important to nurture all your leads. 

Those leads deemed “A” prospects may receive more attention, but it’s also important to maintain relationships with new 
home buyers who are a little bit farther out in their buying journey. This may mean following up with your prospects not 
once, not twice, but multiple times using a consistent methodology that’s staggered at appropriate intervals. 

Studies have shown anywhere from 6 to 13 touches are needed in order for someone to respond to your marketing. Without 
automating the nurturing process, your sales team is left to develop their own reminder systems, which are often 
manually-driven and inconsistent. The result is that leads could slip between the cracks. 

That’s why it's critical that you and your sales team have the tools and processes in place so you can continually engage prospects 
more efficiently, without a lot of work.

NURTURING ALL YOUR LEADS



AUTOMATION’S ROLE 
IN THE SALES PROCESS

If you’re frustrated by your sales team’s lack of follow-up, keep in mind that they probably want a better way of 
doing things. They just don’t have the time and resources to find and implement a new system on their own.

This is where a CRM that’s built for your business, with automated processes, can make a difference in follow-
up, leading to more sales. We have seen home builders and developers experience up to a 316% increase in 
lead conversion after using Lasso’s automated sales processes.

It's not just about collecting leads and expecting  your team to follow up with them...it's  about finding an easier way to manage 
those leads. Automated follow-up processes allow for faster response times and higher conversions.

To get the full benefit of a CRM, your team should use it as proactively as possible to reach out to prospects on a continual basis. It 
will then give you visibility into the effectiveness of the sales process. 
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EMAIL MARKETING

By getting the right process and CRM in place, your sales team will find it much easier to nurture all 

of their relationships.  As a result, both your sales and your credibility improve. 

By leveraging pre-designed templates, all team members can send out emails with messaging 

that has a consistent, professional look. It also allows you to create consistent messaging at each 

step of the  process--so each prospective buyer receives messages that reflect the information you 

feel should be communicated about the community you’re promoting. 

CONSISTENT MESSAGING & LOOK
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THE ONLINE SALES COUNSELOR

Whether you’re using the auto-reply functionality, or setting up a schedule of 
emails to be sent at each stage of the buying cycle, your CRM should take 
care of the details for your team.  

It is becoming more common in the new home industry to employ an Online 
Sales Counselor (OSC) to handle online leads.  Online leads are important, and 
they need to be nurtured in a different way than someone who walks into 
your model home and meets with a sales agent in person.

A CRM coupled with an OSC can help you more efficiently respond to 
leads. Your OSC ensures that potential home buyers who register online are 
responded to quickly, sometimes within five minutes of hitting the submit 
button. The only goal is to set appointments with qualified prospects for your 
sales team.

FOLLOW UP SMARTER. FOLLOW UP FASTER.

While automating part of the 
communication of your sales process is 

necessary, you can’t automate building the 
relationship. 

Potential buyers want to be personally 
treated, so it’s important to still have a few 

personal touches within your sales process, 
such as a phone call, text or even a 

handwritten note.



WEBSITE ANALYTICS

As mentioned, prospects are constantly gathering information and evaluating your communities online. At the 
same time, you can gather information about them.  

Your CRM should provide you with information about visitor activity on your website:

How often are they on your site?

What pages were they visiting?

How did they hear about your community or project?

What are their social media profiles?

KNOW YOUR PROSPECTS
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When a prospect registers on your website, the digital information collected by your CRM gives you 
more control over the buying process. Now your sales team can see website behavior in real-time and can 
assign a follow-up process that’s tailored to a prospect’s website visit.



REPORTING

What happened to all of those prospective buyers who entered their information 
through your website? Not sure? Being able to analyze what happened (or didn’t happen) 
throughout your communication exchanges lets you see where the process worked and 
where it needs to be improved.

Feedback on your email is really just one component. It’s also important to have reports on how 
actively leads are managed by your team, geographic information about your registrants and general web traffic.

UNDERSTAND YOUR SALES PROCESS



EVERY PROSPECT DESERVES ATTENTION

We all know instinctively that we should be following up with our leads, 
and that everybody who has registered with us matters. These are all 
individuals with different buying habits, different timelines and different 
budgets...and their needs should be addressed. 

By having a sales process, you drive the relationship by proactively 
communicating and providing prospects with timely, relevant 
information. When home buyer prospects are ready to make a decision, 
you know that you and your team have done everything to ensure that 
they are choosing to buy from you. 

Here’s are a few tips from Do You Convert to make a great impact on 
your bottom line: Be responsive, be personal, be persistent, and be 
effective.

BE RESPONSIVE.
Speed matters. Commit to responding in 
less than 15 minutes.

BE PERSONAL.
Treat each prospect as an individual 
based on the data you have.

BE PERSISTENT.
Join the 3%. Follow-up with more than 1 
call and 2 emails.

BE EFFECTIVE.
Follow up with the information that 
matters most to your prospects.
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https://www.doyouconvert.com/


ABOUT LASSO CRM

For over a decade, Lasso CRM has been helping home builders, real estate 
developers, and new home marketing agencies sell more new
homes…faster, easier, more profitably.

CONTACT US TO LEARN MORE ABOUT LASSO CRM OR SCHEDULE A LIVE DEMO

www.LassoCRM.com |  Sales@LassoCRM.com |  Schedule a Demo

http://www.lassocrm.com/demo
mailto:sales@lassocrm.com
http://www.lassocrm.com/
https://www.facebook.com/LassoDataSystems/
https://twitter.com/LassoCRM
https://www.linkedin.com/company/lasso-data-systems/
https://www.instagram.com/lassocrm/

