Retain Your Sales Associates

Set Expectations and Get Their Buy-In

· Have office Policies & Procedures in place. Everyone on the same page.  Set expectations right up front at time of hire.

Encourage and Motivate

· Everything about the manager and work environment should be positive.  Do not allow negativity to exist in any capacity.  Be consistent.

· Acknowledge positive activities and successes. Find them doing something right. “One Minute Manager”

· Acknowledge the presence of each sales associate each day.  “Good morning!” etc.

· Be there when things don’t go right.  Offer to help.

· Show you care.  Find time to talk to sales associates about them and their business.

· Talk about successes at the office meeting each week from open houses, full commission listings, etc.

· Continue to promote all the things the company does, to help the associate to be more productive. “No other company does what we do for our sales associates.” This theme should be constantly promoted. 

Be Hands On

· Know about their transactions and listing appointments.  Provide direction.

· Be aware of the production of each associate.  If someone is having a bad month or months, give them a referral if possible (especially to help an experienced sales associate).

· Always show the benefit of an activity to the sales associate (e.g., open houses, Weichert Financial Services, neighborhood calls, recruiting, etc.)

Get Your Systems in Place

· New sales associates meeting each week. This training sets up all your future successes by developing top producers and training future mentors.   It also reduces and eliminates problems in the office, because everyone is trained the same way.  

· Mentor program:  Opportunity Time with Mentee for the first three months, accompany Mentee on first two listing appointments, first contract, weekly meeting, shadow, prospect together.

· Recruiting:  New sales associates to sit open houses for experienced sales associates. Therefore, promising their sellers an open house each week.

· Establish a GREAT Open House program and manage it
