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Form 16.2 

Lead Generation & Conversion Tracking

Community Name: _________________________________ Month: _________________

Section 1: Lead Source Tracking
	Lead Source
	Inquiries
	Tours Scheduled
	Tours Completed
	Applications
	Move-ins
	Conversion Rate %
	Cost per Lead
	Cost per Move-in

	Website
	 
	 
	 
	 
	 
	%
	$
	$

	Referral - Resident
	 
	 
	 
	 
	 
	%
	$
	$

	Referral - Family
	 
	 
	 
	 
	 
	%
	$
	$

	Referral - Professional
	 
	 
	 
	 
	 
	%
	$
	$

	A Place for Mom
	 
	 
	 
	 
	 
	%
	$
	$

	Caring.com
	 
	 
	 
	 
	 
	%
	$
	$

	Google Ads
	 
	 
	 
	 
	 
	%
	$
	$

	Facebook Ads
	 
	 
	 
	 
	 
	%
	$
	$

	Walk-in
	 
	 
	 
	 
	 
	%
	$
	$

	Direct Mail
	 
	 
	 
	 
	 
	%
	$
	$

	Community Event
	 
	 
	 
	 
	 
	%
	$
	$

	Other
	 
	 
	 
	 
	 
	%
	$
	$

	TOTALS
	 
	 
	 
	 
	 
	%
	$
	$


Section 2: Sales Pipeline Status
	Pipeline Stage
	# of Prospects
	Average Days in Stage
	Expected Move-ins
	Revenue Potential

	Initial Inquiry
	 
	 
	 
	$

	Tour Scheduled
	 
	 
	 
	$

	Tour Completed
	 
	 
	 
	$

	Application Submitted
	 
	 
	 
	$

	Deposit Received
	 
	 
	 
	$

	Awaiting Move-in Date
	 
	 
	 
	$

	TOTAL PIPELINE
	 
	—
	 
	$


Section 3: Lead Response Time Analysis
	Response Time Category
	# of Leads
	% of Total
	Conversion Rate

	< 15 minutes
	 
	%
	%

	15-60 minutes
	 
	%
	%

	1-4 hours
	 
	%
	%

	4-24 hours
	 
	%
	%

	> 24 hours
	 
	%
	%

	Average Response Time:
	 hours
	100%
	—


Section 4: Lost Lead Analysis
	Reason for Not Converting
	Count
	Action Items to Address

	Price too high
	 
	 

	Chose competitor
	 
	 

	Timing not right
	 
	 

	Availability - unit type
	 
	 

	Location concerns
	 
	 

	Level of care mismatch
	 
	 

	No follow-up/lost contact
	 
	 

	Decided not to move
	 
	 

	Other
	 
	 


Section 5: Key Performance Indicators
	KPI
	Current Month
	Prior Month
	Target

	Total Inquiries
	
	
	

	Total Tours
	
	
	

	Inquiry to Tour Conversion %
	%
	%
	%

	Tour to Move-in Conversion %
	%
	%
	%

	Overall Conversion %
	%
	%
	%

	Average Lead Response Time
	hrs
	hrs
	hrs

	Cost per Lead
	$
	$
	$

	Cost per Move-in
	$
	$
	$

	Sales Cycle Length (days)
	days
	days
	days


Section 6: Action Items for Next Month
Based on this month's data, identify key actions:
___________________________________________________________________________ 
___________________________________________________________________________ 
___________________________________________________________________________ 
___________________________________________________________________________ 
Sales/Marketing Director: _______________________________ Date: _____________
Executive Director: _______________________________ Date: _____________
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