
Sales Tactics
Tips for growth
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What we’re going to cover

How to make your website a sales tool

Technology to streamline sales

Best practices for sales demos
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Lead engagement: easy access to Sales

Phone number

Live chat

Schedule a demo

Email or form fill
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Clear Call to Action on each page

Get leads into the sales funnel

Goals: purchase or schedule demo
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Technology to Streamline Sales

o Product Demos

o Meetings

o Call & text 

o Book calls or zoom meetings

o Form fill lead capture

o Meeting reminder

o Improve outreach

o Accelerate sales cycles

o Streamline onboarding

o CRM – free option available
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Why you need a CRM

Organize and distribute your leads

Track communication & lead status

Insight/accountability

Optimize response time

Email

CRM

Text

Call
Calendar
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Why is Response Time So Important?

“Speed-to-lead”  - Speed is the key to Lead Conversion

Metrics regularly prove the faster you respond to leads, the more 
likely you are to guide them through the funnel and eventually 
convert. If your leads encounter delays — even short ones — you run 
the risk you’ll lose them forever.
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Essential CRM Features

Lead/Contact record

o Activity Tracking

o “Status” and/or “Stage” 
Indications

o Task or Meeting Creation



9

IDX Demo Best Practices: Website

Sales Demos should cover:
o Quick Search
o Search
o Property Detail page
o Market Pages

Demo Website Must-Haves

 Premium search
 MarketBoost Market Report Pages
 Featured Listings
 Property Organizer with saved listings & search
 Seller Leads: Valuation Request / Sell My Home
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IDX Demo Best Practices: Control Panel/CRM

Control Panel demo should cover:
o Lead Registration prompting
o Managing leads

Demo Account Must-Haves

 Multiple leads with complete information
 Recent site activity
 Lead with saved search and listings
 Texting enabled (CRM)
 Email/Calendar integration set up (CRM)
 Current To-Do tasks (CRM)

CRM demo should cover:
o Enhanced lead profile
o Marketing Automation campaigns
o Email blast / automated greetings

Contact us to schedule training for 
your sales team!
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Accurate Quotes – Pre-sales 

What MLS or MLSs do you belong to?
- In some cases, there can be MLS specific fee that need to be 
disclosed ahead of time. 
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Q&A
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