TRUCK SCHOOLS - Get back to the fundamental details of admissions success and achieve your goals! 

Fundamental detail review

Since 1981 I have seen the key ingredients present in a successful truck school admissions team.  I have also seen the ingredients missing in unsuccessful admissions staff.  The primary difference between success and failure is the quality of admissions training and the follow-up to that training.

Over the last 24 years, I have found many schools live with inconsistent production.  As a result, management lowers the expectations they require from their admissions efforts.  This approach, though comfortable, doesn’t result in the highest profitable bottom line.  If you say financial profit isn’t what you’re about, then what about the positive impact you could have made on the number of students you weren’t able to enroll? Fundamentally detailed admissions training is your key to success.  It must be taught upon hiring each employee and revisited (in one form or another) on a consistent basis.  Complete review of your processes, philosophy, methods, techniques and thinking should be done once or twice a year.  Additional reviews and trainings should also be provided on an ongoing basis on topics such as Personal Lead Development, Phone Skills, Interview Skills, Closing Skills, Follow-up Skills, Goal Setting, Motivation, etc.  It all comes down to improving the areas we inspect to gain respect at the levels we expect.  

Many schools contact me annually with a desire to accomplish certain levels of performance and results.  We go back to spring training to teach the fundamentals and reinforce the teachings introduced during training.  This philosophy works for professional baseball millionaires each and every spring.  It will work for your staff, rookies and veterans alike.  

Persist with coaching consistency and plenty of constructive feedback.  Commit to holding your staff accountable to achieve the results you expect.  Provide the right tools, the right way, at the right time, all the time.  Admissions representatives must receive constant input and ongoing critique to establish and maintain the detail a “world class” admissions team requires.

How do you identify a “World Class” admissions professional?

· They do the things other reps only think about doing.

· They come to work with a daily “plan” and follow through with action.

· They take control of their business development and accept ownership of the results.

· They are open to constructive input for continued professional growth.

· They are passionate about their job and infectious in their desire to perform.

· They listen closely to a prospect’s needs and uncover their motivational purpose.  Then they lead by facilitating a decision for the prospect to act on their interests and desires.

· They work as hard as they can on developing their business (lead development, technique, etc.) and harder on themselves.

· They are in touch with the details of their own motivational purpose and they personally commit to a deadline to achieve results.

Make the time to align your staff’s goals with your school’s goals.  Achieve a win-win environment.  Establish a detailed “action plan” for each staff member to achieve while enhancing your team’s chance to hit and exceed your goals.  Raw numbers alone come up short when paving the way toward consistent achievement.  Don’t misunderstand, you still need to breakdown the tasks clearly, define them and plan them out.  But, identify what is at the root of the individual reps motivational purpose to succeed.  Allow them to relate for themselves (and you) what makes them tick.  Have them identify the deadlines they choose to achieve these goals.  Establish “Need to Check” dates for the purpose of indicating progress.

There are several questions a rep and admissions team must ask themselves.

· Where do they stand now in relation to achieving their individual and team goals?

· What are they going to do about it?

· What’s the first plan of action?

· What are the consequences if goals aren’t met?

· How does reaching their goals affect their life and the lives of their family, from a positive and negative perspective?

You’ll find this to be an extremely effective way to help sustain the rep’s efforts and position your team success.  Identify “Cause” and you can receive the desired “Effect”.

Adhere to the Elite Insights that states, “Admissions development is fundamentally the process of leading people and facilitating decisions.”  This holds true for staff as well as prospective students.  When breaking down the power of “why”, purpose is stronger than outcome…in the process of achieving your goals.

Have you ever heard the phrase?  “You’ll work harder on your goals than you ever will anyone else’s.”  How about, “Goal setting and planning has to be taught, bought and caught.”  These statements hold true with the prospective students we interview.  The same must hold true with the staff we manage.

Compromise nothing, commit to excellence.  Today, get back to fundamental details for admissions success and achieve your goals!    

By Bill Clary 

President, Elite Admissions Development

A Division of Elite Consultants, Inc.

Toll Free: 1-800-754-3064

results@eliteconsultants.net

