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System Action Plan 

Title/Code: Tie Down
 / C-3-9-3




Date: November 11, 2009
	Result Statement

	Describe exactly the result this system must produce:

Guests will feel more comfortable leaving a deposit because we have been planting seeds with them in the form of Tie Downs throughout the on-site visit.


	Accountable Positions

	Position with overall accountability:

Manager, Sales

	Participating positions:

Leasing Counselors

Move-In Coordinators

Sales Support

Administrator




	System Diagram
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System Action Plan 

Title/Code: Tie Down

	Description of System Benchmarks

	#
	Benchmarks
	Accountable Position
	Timing

	1.
	Intro.  Select one of the following and say it to the guest:

· If I can 

· Provided I can

· Assuming I can

· Accepting the fact that I can

· Consider my ability to 

· Expecting I am able to

· Judging that I can

· Presuming that I can

· Presupposing I am able to

· Supposing I can

· Surmising I am able to

· Suspecting I can
· Understanding I am able to 
	Person handling the call.
	At the beginning of the Tie Down

	2.
	Action.  Select one of the following and say it to the guest:

· Demonstrate

· Display

· Exhibit

· Lay out

· Offer

· Present

· Produce

· Reveal

· Show off

· Showcase

· Stage


	Person handling the call.
	After Step #1

	3.
	Value Match.  “how we are able to…” then match the Value you have just discovered.


	Person handling the call.
	After Step #2

	4.
	Commitment.  .  Select one of the following and say it to the guest:

· is that something you could get excited about?

· Is that something you would like for yourself?

· Would you be willing to learn more?

· Would you be willing to move forward?

· Is that something you would like to have?

· Is that something you’d like to be a part of?

· Wouldn’t that be delighting?

· Wouldn’t you be eager to move forward?

· Is that something you could be enthusiastic about?

· Wouldn’t that get you fired up?

· Would that move you to action?

· Would that be something you would be passionate about?

· Wouldn’t that be thrilling?

· Is that something you would desire?

· Is that something you would fancy?

· Would you be inclined to move forward?

Is that something you could love?
	Person handling the call.
	After Step #3


System Action Plan

Title/Code: Tie Down

	Resource Requirements

	Staffing
	A staff member trained in Value Match.

	Space and Facilities
	Quiet, private area to sit with the prospects.  A clean presentable community. 

	Equipment
	

	Supplies
	Value Match Inquiry Sheets, pen. Clipboard

	Information
	Value Match Training




	System Quantification

	· On-Site Visit to Move-In ratio will improve.


System Action Plan 

Title/Code: Tie Down


	System Standards

	1. Every inquiry will be handled by using the most current Value Match Inquiry Sheet

	2. Your voice will be loud, cheerful and convey a ton of excitement!

	3. As you are talking with the guest, you will be interested and concerned for their best interests at all times.

	4. You will not sound like a robot or a serial killer as you repeat, rather you will come across as a caring, concerned friend.

	5. If you are confronted with a Zinger, you will handle it in accordance with the Zinger System.

	6. You will greet your guest as if they were an old friend you hadn’t seen for a long time.


Use additional sheets as needed
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