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ABSTRACT

In recent years, the rapid development of the real estate industry has driven
China's economic development to a large extent, occupying an important position
in the national economy. However, under the influence of the country's
macro-control policies, a series of adjustments have also been made within the
real estate industry, making it face huge challenges. Real estate sales personnel
are an important part of an enterprise. Without them, an enterprise cannot make a
profit. Therefore, the loss of a large number of sales staff will bring great losses
to the enterprise. It is urgent to find out the root cause of the large number of
sales staff and develop a solution to the cause of the loss.

This article takes X Real Estate Company as an example, sorts out the
theoretical basis of the research by referring to a large number of documents, and
summarizes the basic overview of X Company based on my notes during
internships, information consulted on the Internet, and company related
information provided by X Real Estate Company. Through the distribution of
questionnaires and interviews to get the reason for leaving the sales staff and the
satisfaction of the sales staff. After an in-depth investigation, it was found that
the reason for the loss of X real estate sales personnel is mainly due to problems
in the salary and welfare system, performance management, training system,
promotion system, employee relations, and corporate culture. In response to the
above problems, X Real Estate proposed strategies for retaining core sales staff,
including: restructuring the salary structure, improving the performance
evaluation system, improving training and promotion, creating a harmonious and
friendly employee relationship, and building a good corporate culture.
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