SALES ACHIEVEMENT AWARD CATEGORIES
Criteria: Candidates must be full-time on-site new home sales professionals representing an HBAM builder and a member of the Sales and Marketing Council. All candidates must be entered into the Volume Achievement category to be eligible for any other category.  Candidates must be nominated by their Sales Manager or Builder. 

The nominee must submit a one-page narrative on why he/she should receive the award and sign and date the narrative.
The nominating sponsor must also submit a one-page narrative on why the nominee should receive the award, and sign and date the narrative.

All will be interviewed
More than one individual may be entered from a company. Your company will be notified of the finalists who need to be present on April 19, 2012 for judging. 

Judging: Winning candidates for most of the Sales Achievement Awards are based on the combined evaluation of the completed Registration Packet and an in-person interview. Judges will base their decision on sales performance, customer service, and professional approach to selling and ability to overcome market obstacles. Continuing education, involvement in the new home  industry, including HBAM and SMC, is a plus.  All sales achievement categories will be judged on April 19, 2012 at the HBAM offices. 

SALES VOLUME Award-All Sales Nominees must be entered into this category to be eligible for any other categories
The Sales Volume Award recognizes the importance of the new home sales professional to the home building industry. 

Criteria: Candidates must be new home sales professionals representing an HBAM builder who have achieved sales in excess of $1 million during 2011. A Sales Volume Achievement Award can be awarded to individuals only. For teams the sales will be divided among the members of the teams.

Note: If a sales professional has changed companies during the year, the sales volume for both companies may be totaled for sales volume. 

I.    SALESPERSON OF THE YEAR An award will be presented in each of product types: single-family detached ($400,000 & under and $400,000 & over), townhome, multi-family, multiproduct, Green Sales(to be eligible for GREEN – Builder must be selling a level of GREEN as standard according to NAHB Guidelines) Person, 55 and better attached and 55 and better detached. 

Previous winners of this award are eligible.  Selection is based on an evaluation of the candidate’s and manager’s written narratives, as well as in-person interview. Please NOTE:  ALL candidates will be interviewed.  Winners in this category will be considered for the Overall Salesperson of the Year.

II. EXCEPTIONAL SALES EFFORT
 An award for achieving sales success in the face of extraordinary barriers. The written narratives should describe the candidate’s extraordinary efforts taken above and beyond the normal sales effort to overcome unusual obstacles and/or challenges to achieve exceptional sales performance.

 Criteria: Candidates must be employed by or representing an HBAM builder and be an SMC member, and be nominated by a company associate.  Must demonstrate the efforts taken above and beyond the normal sales effort and describe in detail what was done.
Judging:  Selection is based on an evaluation of the candidate’s and manager’s written narratives, as well as in-person interview. 
III. MOST DEDICATED SALESPERSON An award honoring sales associates for dedication throughout the year independent of sales numbers.  The written narratives should describe examples of exceptional dedication to the job. Selection is based on evaluation of the written narratives. 
Criteria: Candidates must be employed by or representing an HBAM builder and be an SMC member, and be nominated by a company associate.  Provide details on what makes sales person the “most dedicated”.
Judging:  Selection is based on an evaluation of the candidate’s and manager’s written narratives, as well as in-person interview. The Winner in this category will be considered for the Overall Salesperson of the Year.
IV. SALES TEAM
The sales effort of two or more full-time, new home sales professionals representing an HBAM builder member (excluding sales assistants) working in the same community. 
Criteria: Candidates must be employed by or representing an HBAM builder and be an SMC member, and be nominated by a company associate
 Judging: Selection is based on an evaluation of the candidate’s and manager’s written narratives, as well as in-person interview.  Winners in this category will be considered for the Overall Salesperson of the Year.
V.   EXCEPTIONAL SALES FROM A TRAILER
Awarded for an outstanding sales effort by a salesperson in a trailer.  

Criteria:  Candidate must be employed by or representing an HBAM builder and be an SMC member, and be nominated by a company associate.  Must have been in the trailer a minimum of  5 months during 2011.  

Judging:  Selection is based on an evaluation of the candidate’s and manager’s written narratives, as well as in-person interview. The Winner in this category will be considered for the Overall Salesperson of the Year.
VI. EXCEPTIONAL SALES FROM AN UNDECORATED MODEL

Awarded to the salesperson who achieved impressive sales from model that is undecorated.  Can be condo, townhome or single family.  

Criteria:    Candidate must be employed by or representing an HBAM builder and be an SMC member, and be nominated by a company associate.  Undecorated will mean that no rooms are furnished with the exception of the sales office.  Backgrounds are allowed, including paint, wallpaper, drapes, lamps, one or two tables for convenience, and plants only.  

Judging: Selection is based on an evaluation of the candidate’s and manager’s written narratives, as well as in-person interview, as well as photos of each room of the model.  Photos do not have to be of professional quality.

VII.  EXCEPTIONALSALES ASSISTANT/ASSOCIATE

Awarded to the sales assistant/associate nominated by his/her company that demonstrates excellence in the supporting role of assistant/associate.

Criteria:  Candidate must be employed by or representing an HBAM builder and be an SMC member, and be nominated by a company associate.  To be considered for this award must have been a full-time assistant/associate for a minimum of  7 months during 2011; at one community or multiple communities. Provide communities in narrative.
Judging:  Selection is based on an evaluation of the written narrative from nominee and nominating manager, as well as in-person interview.  
VII.  SALES/CONSTRUCTION SUPERINTENDENT TEAM 

An award for construction/sales success in the face of extreme difficulties for delivering quality homes in a timely manner to satisfied customers. The submission statements should describe extraordinary efforts which made the sales/superintendent sales team performance outstanding in 2011.

Criteria:  Candidates must have worked as a team for at least 9 months of 2011.  Superintendent does not have to be an SMC member but sales person must be. Candidate must be employed by or representing an HBAM builder, and be nominated by a company associate There must be narratives written for both candidates and by both candidates. All narratives must be signed and dated.
Judging:  Selection is based on an evaluation of the written narrative from nominees and nominating manager, as well as in-person interviews.

IX.  SELECTION CENTER COORDINATOR/MANAGER OF THE YEAR 
The Selection Center Coordinator/Manager award recognizes an individual employed by an HBAM Builder who is responsible for guiding the new home buyer through the color and material selection process as well as assisting the Buyer with affordable options that compliment their purchase.

Criteria: Candidate must be employed by or representing an HBAM builder and be an SMC member, and be nominated by a company associate  and responsible for the builders selection/design center. Candidate must be nominated by a company associate. Both the nominee and nominated sponsor must submit a one page narrative on why the candidate should receive the award. Include information on how this person stands apart from other people within the industry.  All narratives must be signed and dated.  

Judging: Selection is based on an evaluation of the written narratives, an in person interview, the professional and innovative approach to layout of the selection/design center and the methods used in guiding the buyer through the selection process and how additional options are suggested. 
X. SALES MANAGER OF THE YEAR
The Sales Manager of the Year Award acknowledges the importance of the sales manager within the home building industry and recognizes an individual who is judged outstanding in the management of new home sales.

Criteria: Candidate must be employed by or representing an HBAM builder and be an SMC member, and be nominated by a company associate. Candidate must be a new home sales management professional who directly manages and trains on-site new home sales personnel with a minimum of three on-site salespersons reporting directly to him/her. Candidates must be nominated by a company associate. The nominee and nominating sponsor must each submit a one-page narrative outlining the candidate’s experience in sales management.  Information to be included is size of sales staff, sales dollar volume, number of communities supervised, career experience, training and motivational programs utilized, scope of job responsibility, special achievements, obstacles overcome, sales environment and gross sales and net sales for 2011.

Judging:  Selection will be based on evaluation of the written narratives, in-person interview, quality and innovativeness of sales training, motivational programs, success in overcoming obstacles, improving sales performance, achieving company sales goals, and involvement in HBAM/SMC.   All sales manager candidates will be judged on April 19. 
XII. SALES & MARKETING MANAGER OF THE YEAR
The Sales and Marketing Manager of the Year Award acknowledges the importance of sales and marketing within the homebuilding industry and recognizes an individual who is judged outstanding in the management of new home sales as well as product development and marketing of new homes.

Criteria: Candidate must be a new home Sales and Marketing Manager employed by or representing an HBAM builder and be an SMC member, directly responsible for managing and training on-site new home sales personnel as well as developing/directing and implementing the overall marketing plan,  market research, product development, merchandising and advertising for a builder. Candidates must be nominated by a company associate. The nominee and nominating sponsor must each submit a one-page narrative outlining the candidate’s experience in marketing and sales management. Refer to the two independent categories for information to be included. Bring portfolio of marketing material and budget (proposed vs. actual).
Judging: Selection is based on an evaluation of the written narratives, an in-person interview, professional and innovative approach to developing/directing marketing plans and productivity, solutions to marketing obstacles and achievement of marketing goals. Candidates are encouraged to present examples at interview. All Sales & Marketing Managers will be judged on April 19th.
XII. MARKETING DIRECTOR OF THE YEAR
The Marketing Director of the Year Award acknowledges the importance of marketing within the home-building industry and recognizes an individual who is judged outstanding in the marketing of new homes.

Criteria: Candidate must be a new home marketing director employed by or representing an HBAM builder and be a SMC member, directly responsible for developing/directing and implementing the overall marketing policy, including market research,merchandising and advertising for a builder. Candidates must be nominated by a company associate. Both the nominee and nominating sponsor must submit a one-page narrative on why the candidate should receive the award. Information to include website involvement, facebook, twitter, ad concepts, events organized, media and marketing budget for the past year (actual vs. proposed budgets), and prepare a marketing portfolio for the interview
Judging: Selection is based on an evaluation of the written narratives, an in-person interview, professional and innovative approach to developing/directing marketing plans and productivity, solutions to marketing obstacles and achievement of marketing goals.Candidates are encouraged to present examples at interview.   All marketing directors will be judged on April 19th.
XII. ROOKIE SALESPERSON OF THE YEAR
Candidates must have no prior new home sales experience. The Rookie Salesperson must have begun selling between January 1, 2011 and December 31, 2011. Winners in this category will be considered for the Overall Salesperson of the Year.
XIV. OVERALL 2011 SALESPERSON OF THE  YEAR
Chosen April 19th, candidates are automatically entered into this by entering Salesperson of the Year, Rookie of the Year and Sales Team.

NOTE:  ALL NARRATIVES MUST BE SIGNED AND DATED BY THE  NOMINATING SPONSOR AND THE NOMINEE.
2011 MARYLAND AWARDS OF EXCELLENCE

OUTSTANDING SALES REGISTRATION FORM

Total Company Entries

DEADLINES:
January 1, 2011- December 31, 2011 
Sales Period for Basis of Sales Volume


March 16th
Completed Application & Narrative Due


April 14th
Sales Judging at HBAM

Entries received after deadline dates are not guaranteed placement in printed materials.

COMPANY:______________________________  CONTACT PERSON:_________________________________

STREET ADDRESS:___________________________________________________________________________

CITY:__________________________________________    STATE:____________ZIP:_____________________

PHONE:____________________  FAX:____________________  EMAIL:________________________________ 

Categories (please check)

	Candidate Name
	SF Detached $400K and under
	SF Detached $400K and over
	Green 
	Townhouse
	Multi-Family
	Multiple Product
	55 & better-attached
	55 & better-detached
	Exceptional Sales Effort


	Most Dedicated
	Sales Team
	Exceptional Sales from a Trailer
	Exceptional Sales from Undecorated Model
	Exceptional Sales Assistant/Associate
	Sales/Construction Superintendent Team
	Selection Center Coordinator/Manager
	Sales  Mgr. of the year
	Sales & Marketing Mgr. of The Year
	Marketing Director of The Year
	Rookie Salesperson of The Year

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	


(COPY THIS FORM AS NEEDED)
_____________________________________________

(Print)

______________________________________________

(Signature)
______________________________________________

(Title)



2011 MARYLAND AWARDS OF EXCELLENCE

OUTSTANDING SALES APPLICATION

Individual Candidate

DEADLINES:
March  16th - Completed Application & Narrative Due

CANDIDATE:______________________________  COMPANY:_______________________________________

Email:_____________________________________

Judging is March 9th at HBAM. Candidate will be contacted with a specific time for their interviews.

             Entries received after deadline dates are not guaranteed placement in printed materials.

Submitted For:

( Sales Person of The Year
(Single Family Detached $400,000 and under


(Single Family Detached $400,000 and over
(Sales Team

(Townhome


(Exceptional Sales From A Trailer
(Multi-Family

(Exceptional Sales From An Undecorated Model

(Multi-Product

(Exceptional Sales Assistant/Associate

(55 And Better- Attached 

(Sales/Construction Superintendent Team
(55 And Better- Detached

(Selection Center Coordinator/Manager
( Green


(Sales Manager of The Year
(Exceptional Sales Effort

(Sales & Marketing Manager of The Year

(Most Dedicated

(Marketing Director of The Year




(Rookie Salesperson of The Year


GENERAL INFORMATION
Community:______________________________________
Sales Center Phone:_______________________________

Address:___________________________________________________________________________________________

City:____________________ State:__________ Zip:__________


Number of Merchandised Models________     Average Monthly Gross Traffic________

Sales Assistant/Hostess/Associate   Yes/Hours per week________                               No          
Top 3 Competitors: Please include builder and community (direct competition)

Builder/Community




         
    



    

Builder/Community




         
    




Builder/Community




         
    




SALES INFORMATION
Annual Number of Gross Sales:_______          Gross Sales Volume:________         

Annual Number of Net Sales:_______             Net Sales Volume:________          Average Sales Price $:________

Check Advertising Used:
  Direct Mail
  Local Newspaper
  Television
        Other
                                              Radio
  Major Newspaper
  Internet            Social Media

Typical Advertising Frequency  (include ALL ADVERTISING from Corporate, Branding to Community Specific)


What is marketing budget?​​​​​​​​​​​​​​​​​​​​________________________________________
INDUSTRY RELATED TRAINING: 

Indicate any unusual projects/promotions or industry training the candidate has been involved in within the past year including HBAM/SMC :
Candidate Name :_____________________________________________



PLEASE ANSWER THE FOLLOWING QUESTIONS REGARDING THE CANDIDATE’S PERFORMANCE .  These questions are in addition to the Required Narrative.
1. Describe the Unique Selling Proposition(s) of each community sold during 2011.

2. State difficulties or challenges candidate had to overcome in sales situation with regard to buyer profile or product.

3. What obstacles (if any) did the community itself present?

4. What obstacles (if any) did the salesperson face regarding sales and marketing efforts of builder?

5. What were the builder’s goals for each community and how did the salesperson achieve or surpass them?

6. What truly unique qualities does this salesperson have that makes them stand out from the rest?

Please attach the nominee and nominating sponsors one-page essay when returning this application.
                                                                                         _____________________________________________


                   





       (Print Name)

___________________________________________________


(Signature)                                                       (Date)
___________________________________________________


(Title)

2011 MARYLAND AWARDS OF EXCELLENCE

SALES VOLUME ACHIEVEMENT REGISTRATION FORM

DEADLINES:
January 1, 2011- December 31, 2011 
Sales Period for Basis of Sales Volume


March 16th, 2012
Completed Application & Narrative Due

Entries received after deadline dates are not guaranteed placement in printed materials.

COMPANY:______________________________  CONTACT PERSON:_________________________________

STREET ADDRESS:___________________________________________________________________________

CITY:__________________________________________    STATE:____________ZIP:_____________________

PHONE:____________________  FAX:____________________  EMAIL:_________________________________ 

IMPORTANT NOTES

1. Dollar volume derived from ratified new home contracts only (need not have been settled in 2011).

2. Net volume is defined as gross ratified contract volume minus contract cancellations. Volume credit not given for settlements, listings or re-sales.

3. Awards are given in $1 million increments.  Entrants must have a minimum annual new home net sales volume of $1 million during 2011.

4. A sales team achievement award can be awarded to individuals only-split volume for teams.  

5. These awards are available to sales professionals who have sold or marketed product in the State of Maryland, Delaware, Adams and York Counties, Pennsylvania.

6. All Registrants must be SMC members. 

	
	
	

	SALES PERSON NAME AS TO APPEAR ON PLAQUE (LIST ALPHABETICALLY)

(Please print clearly)
	 NET SALES VOLUME     (Jan. 1 - Dec. 31, 2011)
	NET RATIFIED CONTRACTS

(Jan. 1 – Dec. 31, 2011)

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	


(COPY THIS FORM AS NEEDED)
_______________________________________________________
(Print Name)

_______________________________________________________

_______________________________________________________

(Signature)




(Date)

(Title)

