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BILDX Case Study Series
Case Study B: Lost Salesperson, Then Rehired, Continued BILDX

This community started with BILDX when they lost their salesperson. Eventually they hired a
new salesperson but kept BILDX services on. Services have been ongoing for 6+ months.
On average they see 105 new leads per month and an average of 76 new digital leads.

BILDX handles over 55% of this community’s sales activities.

Averaae Monthlv Increase

* +5%
o +99%
e +1%

Increased total community conversions: Within

6 months, the community’s total inquiry to tour

conversion increased by 11%, the tour fo move

in conversion by 12%, and an increased inquiry

to move in conversion by 3%.

BILDX Live team works with the

community’s digital leads. In the 6+

months of implementing BILDX Live, BILDX Live 27%, 23%
the team converted 27% of digital Community 12% 18%
leads to tours and 23% of those Change in Conversion +15% +5%,

tours converted to move ins. Before
BILDX, the community was converting 12% of digital leads to tours and 18% of those tours

converted to move ins.

Lost Reasons BILDX Nurture team works with old leads in the
NOT a PI’OSpeCT/ Deceosed
Invalid Contact 2% database. The BILDX Nurture team averaged a 66%
Info
5% worked lead to contact made conversion ratio. 30%
Financialy Not of those leads that had spoken with the Nurture
Unq;:%ﬂed Teg;:ed team, resulted in a closed lead. While 2% of the lost

leads were due to death, 43% were no longer
interested, and 9% went to a competitor. The other
Needed Higher Care Competitor 70% of those leads that had spoken to the Nurture

5% 9%
team wanted to continue contact with a salesperson.

Put BILD X to work for your community, contact us now!

10801 Starkey Rd., Suite 104 | Seminole, FL 33777 | bildandco.com | 800.640.0688



https://www.bildandco.com/bildx/

