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Office Staff 

Poor Results On The Phone 

 

“Tom, the phone is ringing off the hook!” So your marketing and word of mouth is working. Part of the 

job is done. Now your office staff has to “seal the deal” with these interested families. Not everyone is 

great at selling on the phone. In fact, I believe that this is an area we do not spend enough time on. 

 

Out of every 10 calls for information for your sports business, how many do your office staff employees 

get to sign up? “All of them” of course. I hope that isn’t your “dream like attitude.” I also hope that you 

don’t have a misguided confidence in your office people that “anyone can answer the phone.” Well, 

actually that is correct, anyone can answer the phone but is that the limit of our expectations for suc-

cess?  

 

Every inquiry call to your gym or studio is worth over $600 a year to your business. You get 100 calls 

and your office staff is successful 70% of the time. The math is: 70 successes staying a year = $42,000. 

The math is also: 30 failures = a loss of $18,000. 2 people work in your office and one is 90% successful 

and the other is 50% successful. ???????????????????? 

 

Do we know how successful each of your office staff people are? Is it important? Is the success of your 

sports business important? As owner, could you use another $5000 profit in your pocket at the end of 

the year? $10,000? $20,000? 

 

Train your office staff on selling on the phone. Watch them when they do have a call. Evaluate their 

techniques. Help them improve. Have your best person answering the phone as much as possible. Have 

them record their successes and their failures. This is important. 
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For more articles for Team Parents and Team Athletes, visit www.gymnetsports.net. 

You can also follow Tom on Facebook. 

For comments on the above article: e-mail  tom@gymnetsports.com. 


