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| Status to Enrollment Conversion Rates

- .Therate at whig:h a lead in any give étatus is converted into an enroliment
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"Leads contdcted within the first.5.

minutes-convert lead/EA at 8%
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Meeting the Minimums

+The Minimum Standards are

performance benchmarks
*Use the minimums to set end of week
expectations

+Examine the correlation between
contact to interview conversions and
+Mew Hire role plays
: Do the scores match the outcome?

the role play?

New Hires typically have higher
contacts than veteran reps:
+Look at the lead/contact to determine if
they are calling all numbers
+|f the contacts are in place, look at the
contact to interview rate; do they need
“ support overcoming objections?
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‘What opportunity areas were identified in '

Wotking Da
Interviews

1 2 4 5 7
Applications 0 0 0 1 1
Enroliments (1 in 2
wks) 0 0 1 1 1 ‘
Talk Time 1.5 3 4.5 6 7.5

Contacts 5 10 15
Interviews 2 4 §] 8 10
IApplications 0 1 2 2 3
Enrollments 0 0 0 1 1
Talk Time 2 4 [3) 8 10
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Es'tablishing' Expectations

Pipeline Run Rates (Contacts, interviews, Apps:
1. # of EAs still neededto hit goal

2. Divided by historical conversion rate
: =Targetfor the cycle -

3. Divided by # of days remaining in the cycle
= Target for each day

4. Divided by # of advisors on the team
= Target per advisor per day
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How Do Reports Play Into It?

¢ Located in Report Manager *Located in Report Manager

. * Navigate through the report using the document *Report is kept in the_" drive for your-access
" tab'on the left hand side *Focus on EA per advisor per day

*Based on a 60 day period
sldentify coaching opportunities and formulate individual
action plans ’

« Report is broken down by department,l EDOA,
SDOA, DOA, ADOA, Advisor

« There are 5 main components included on each
page of the report: 1) Count 2) Lead/Conversion
3) Conversion to Enrollment 4) Prior Pipeline

! Conversion 5) Rep Per Day (every 9 hours of login

: time)

» Track your progress vs. the cycle to date %

» Shows conversions for “cycle to date” and “year
to date” "

» Compare per person actual averages to per
person targets

| ¢ Examine Trends
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Impacting Conversions
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| 1. Vet the new hire conversions from the reports against
the following items: :

¥ Training Score Card

v'"New hire exam

v'Role Play scores

2: Analyze trends and patterns

3. In your coaching focus on one conversion area

What conclusions are you drawing from this comparison?

Create your coaching action plan based on your data
analysis.
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Learning Outcomes Reviewed

andthe ;.
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~;Use data

Identify the
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