Career Night Fundamentals

“It is amazing that so many talented people, well-suited for employment within our industry, have no idea about the career opportunities that exist. Career Night is a proven solution.”









-Neil Fjellestad & Carol Levey
What is it?    

A career night is a non-threatening introduction to the multi-housing industry and its career opportunities.

Who puts it on?    Local apartment association(s), one or more property management companies, apartment communities, IREM and/or real estate industry affiliates can cooperate. Someone needs to take the lead to initiate, schedule and coordinate. This might be an opportunity for a local association and or industry supplier to create value for the industry.

Objectives?   

· This creates an on-going outreach into the community to build positive awareness of our industry as an employer.

· This becomes a focal point for inviting anyone to get acquainted with career opportunities with a small initial commitment and in an environment that is less threatening for all parties.

· This can develop a pool for potential recruiting so important to the current and future requirements for frontline professionals.

· This can become reinforcement for candidates already within the recruitment, interview or orientation process.

· This creates “economies of scale” for smaller employers and minimizes wasted responses to recruitment ads for specific positions.

What is the format?    

· A gathering time including registration, nametags (coded for source or?), personal greeting by industry representatives, attendee materials and seating.

· A group welcome by an appointed industry/company representative with the stated purpose, how long they will be there and an outline of the activity

· A speaker will give an overview of our industry, career opportunities and introduce representatives.

· One or more brief testimonials from pre-selected individuals either with a long history on-site and/or an enthusiastic newcomer to our industry.

· Others can be prepared to participate making sure that a question and answer session is conducted. Some pre-selected questions from experienced or registration questionnaire can get discussion started.

· Materials and/or refreshments can be held until the end to encourage attendees to stay and have individual conversations with representatives.

When and how long?   

You will have to experiment with days, evenings, weekends to determine optimum time slot. Tuesday, Wednesday or Thursday evening 7 - 9 p.m. will probably work best overall. Program should be no longer than two hours including welcome through refreshments. Serving a light lunch along with a shorter version program might work depending on location.

Location?    

Choose a comfortable business atmosphere with easy directions, ample parking and safe access.

Frequency?   

This is a program that should be established as an on-going event. Monthly in the same week (i.e. 3rd Tuesday) will create a familiarity among those who have occasion to invite attendees. Initially, figure a 6-month run before critical evaluation.

Who to invite?    

· Anyone applying for job openings  

· Friends of existing employees

· Residents of involved apartment communities

· Students at local community colleges, vocational schools, real estate schools, etc.

· Target industries that have similar orientation to customer service and networks that supply employees to those targeted industries.

How to Invite?    

· Create business cards that spark interest and encourage contact about next career night. Utilize in restaurants, hotels, where you shop, among residents, etc.

· Create Industry Referral Programs with incentives and recognition to develop existing frontline professionals as goodwill ambassadors.

· Send out flyers to target audiences.

· Advertise in media geared to target audiences

· Since you are creating employment opportunities mount a public relations campaign to make public aware with the career night as a focus event. Campaign may include Chambers of Commerce notices, public service announcements in media, employment notices in newspapers, etc.

Follow-up?    

Invitees should be followed up with phone reminder 24 - 48 hours prior to event. Attendance should be rewarded with acknowledgment, formal thanks and an invitation to interview if appropriate. No-shows should be contacted to reschedule for next event.

Neil Fjellestad and Carol Levey each have over 30 years experience in the multihousing industry and are the co-founders and principals of I.T. Partners, which was established in 1993 and headquartered in southern California.

I.T. Partners design and deliver integrated management technologies, innovative marketing strategies and interactive training systems exclusively for the multihousing industry across the United States. Services include tailored workshops, production of multimedia tools, and custom website upgrades. They coproduced "let's Lease" a CD-ROM, the first computer-based training for the multihousing industry, which is utilized to train onsite teams across the country. The authors can be contacted at their website www.itpartnersonline.com or at 1-800-301-6446.
