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System Action Plan 

Title/Code: Home Visit / C-1-3-3




Date: February 26, 2010
	Result Statement

	Describe exactly the result this system must produce:

Follow up with prospective residents will be a myriad of relentless, personalized, outrageous, and amazing creative, pro-active selling initiatives.


	Accountable Positions

	Position with overall accountability:

Sales Manager

Participating Positions:

Sales Manager

Leasing Counselor


	System Diagram
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	Description of System Benchmarks

	#
	Benchmarks
	Accountable Position
	Timing

	1.
	Prepare.  Always bring a door opener, Deposit Form, Contract & address and phone number.  Also prepare the purpose for the visit.
	Leasing Counselor
	Before leaving for the home visit.

	2.
	Review notes & sales history.
	Leasing Counselor
	After Step #1

	3.
	Visit.  Go visit!
	Leasing Counselor
	After Step #2

	4.
	Conversation.  Talk with them as if they were a good friend.
	Leasing Counselor
	Upon arriving at the home.

	5.
	Ask if they need help with anything.  This isn’t necessarily to be asked first thing, but it is nice to offer sometime during the visit.


	Leasing Counselor
	Not at the beginning of the visit, but sometime during the visit.

	6.
	Invite / Advance.  Ask them when you have planned to ask them.
	As many members of the sales team as are available.
	After Step #6
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	Resource Requirements

	Staffing
	Leasing Counselor 

	Space and Facilities
	

	Equipment
	Vehicle

	Supplies
	Door Opener, Note pad, pen

	Information
	


	System Quantification

	Describe how you will quantify and evaluate the effectiveness of this system on an ongoing basis:

· Increased on-site visits
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	System Standards

	1. Door openers include goodies, etc.  The most successful has been Lemon Marange Pie.  

	2. The purpose of the visit should be to get a commitment to advance the relationship.

	3. Commitments may include, but are not limited to:

· sign the agreement

· get a deposit

· schedule an on-site visit

· schedule an off-site visit

· attend an event on-site

· talk to a decision maker

	4. Home Visits are to build trust with the prospective resident. There is not much reason to do a home visit with an influencer.

	5. If there is no answer, call the resident from your cell phone to see if they answer.

	6. Don’t take notes during a home visit.  We are on their turf now.  Make notes of the visit immediately after leaving.

	7. Mileage.  If  you are using your own vehicle, track you mileage for reimbursement.  If you are using a company vehicle, complete the appropriate mileage tracking forms.

	8.  If you can get in the prospective resident’s fridge, this will help you assess her situation better by seeing what she is eating.  Is there enough food?  Is it processed food?  Is it old and moldy?  Etc.  By taking a pie you have a great reason to get in the fridge when you put it in there for them. 

	9. Use your powers of perception to assess the current living situation.  

· Are there bars on the windows and doors?  

· Is the yard well kept?  

· Is the home generally in good repair?

· Is the inside of the home clean or is it cluttered?

· Are there stairs leading into the home?

· Is there mail in the mail box?

· Do they live in a good neighborhood?

· Are there stairs inside the home?

· Do they need to use stairs on a daily basis? (bedroom, bathroom, laundry room etc)


Use additional sheets as needed
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