Recruitment: An Industry Problem with a Local Solution

By Neil Fjellestad and Carol Levey

Our training and consulting schedule takes us into the finest management companies across the country. We regularly conduct workshops with top-notch on-site service techs, leasing and management professionals. Even among the best performance teams employee turnover is a primary concern.

Finding, hiring, training and holding on to frontline service providers are proven ways to increase the profitability of apartment communities.

We see a lot of employee swapping between properties and between companies. Those looking for an alternative need an on-going recruitment program.

Recently at a workshop we conducted on this topic for the Florida Apartment Association, several good ideas for recruitment were brought forward by attendees. Notable: Carry a business card that is entitled “Looking for Career Opportunity? Consider the Multi-housing Industry.” A name and phone number is included for contact. We have sifted through the stories of others and our own experiences to highlight the following key points:

· Recruitment is an ongoing process that requires organization, systems, routines and networking.

· Develop a Career Night program (See Career Night Fundamentals).

· Ongoing recruitment sends a positive internal message to supervisors and employees

· Ongoing recruitment allows readiness for new business opportunities and creates enthusiasm to grow

· Involve existing team as goodwill ambassadors with Employee Referral Programs that create industry pride

· Create contact with potential new hires with a job hotline, recruiting agencies, temporary agencies, ongoing ads, participation in career fairs, relocation companies, vocational schools, community colleges, trade and professional  organizations

· Appropriately network within apartment associations, Realtor groups, IREM chapters, competitors and industry suppliers

· Aggressively be on the look-out for talent within other industries such as restaurants, hotels, airlines, commission retail sales and building contractors

· Combine your recruiting efforts with others who have similar needs.

· Hopefully, there is an idea here that you can put to work immediately and consistently. If you have a recruiting story or concern -- contact us.

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 is headquartered in southern California.

I.T. Partners designs and delivers 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 co-produced "Let's Lease," a CD-ROM, the first computer-based training for the Multihousing industry, which is utilized to train on-site teams across the country. The authors can be contacted at their website www.itpartnersonline.com or at 1-800-301-6446.
