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SMC LAV 2007 4th Quarter Sales Awards 

Sales and closings are to be from Oct. 1 – Dec. 31, 2006
Deadline to apply is 5:00 PM, January 4, 2007
Awards will be presented at the January 2008 Meeting
Quarterly Sales Awards Instructions and Guidelines

 Eligibility Requirements:
1. Entry information may be verified. Invalid information will render application void.

2. All salespeople must be members of the LA/Ventura Sales & Marketing Council to win an award.


3. The subdivision or builder must be located within Los Angeles and/or Ventura Counties.


4. Only sales which have a valid deposit receipt, signed by the entrant, are eligible.


5. Entry forms must be authorized and signed by an officer or sales manager of the company.


6. Entries that are late or incomplete will not be considered. 
 
7. Incomplete or illegible entries will be disqualified.

Note: Entrant(s) can submit as either an individual or as a team but not both.
Categories for the SMC/LAV Quarterly Sales Achievement Awards (check all that apply)
· Average Price Under $400,000

· Average Price  $400,001 to $550,000

· Average Price  $550,001 to $700,000

· Average Price  $700,001 to $850,000

· Average Price  $850,001 to 1,000,000

· Average Price  $1,000,001 and Over

· Rookie (1st year in Real Estate sales)

Please select one:
· 1st Quarter 

· 2nd Quarter

· 3rd Quarter

· 4th Quarter

Candidate Information

	Candidate Name: 

	Address:



	Builder Broker:

	City:

	Sales Office Telephone:

	State:

California

	Sales Office Fax:

	Zip Code:

	Main Office Telephone:

	E-mail address of person(s) submitting this nomination:




Quarterly Sales Information
	Candidate(s) Gross Sales During Quarter: 

	Total Units Released for Sale During Quarter:



	Total Cancellations for Quarter:


	Average Weekly Traffic for Quarter:



	Total New Sales During Quarter:


	Total Units Released Remaining to be Sold:



	Total # of Buyer Referral Sales During Quarter:

	Total # of Broker Sales During Quarter: 


Project Profile

	Subdivision Name: 
	Product Type:

· Single Family

· Detached P.U.D. 

· Condo/Townhome


	Subdivision City:


	Total Units in Development:



	Units Sold to Date:

	Date Opened:



	Incentives Available: 

(Buydowns, Closing Costs, Décor Allowance)

	Financing Available: 

(Conventional, FHA/VA, County/City Bond)


Answer the following questions:

How much support did the salesperson have, i.e. assistant, partner, escrow coordinator? Did their office do their follow-up for them?

How much competition did the salesperson have, i.e. other communities in the area of the same price range:

How many obstacles did the salesperson have to overcome, i.e. bad neighborhood, old décor, next to train tracks, freeways, or power lines,

What did the salesperson do on his/her own initiative that was “over and above”, i.e. have a block party, self prospect, etc.

Is the salesperson/salespersons active in SMC? On a committee? Last meeting they attended?

Additional Comments:
Briefly state why you think the candidate(s) should win this award:

Are you the Candidate or Manager? 

Name:________________________________ E-mail address: ___________________________
Special Notes: Finalists may be required to submit a list of buyers at a later date. We invite all on-site salespersons to complete this form and submit to their supervisor for signature.
All questions on page 3 must be completed for the entry to qualify
Fax entry to: Peter Wollner at (310) 378-5124 or email to peter.wollner@verizon.net
Questions or to verify receipt call Peter at (310) 259-6698.

