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In the apartment property management profession, gathering information from future 
residents continues to be an ongoing part of your marketing efforts.  In addition, the use of better 
information from smarter technology systems means you can capture and analyze more 
information than ever before. This article will summarize the many ways you can gather 
information from future residents and, more importantly, great ways to harvest this knowledge.  In 
addition, having a strong follow-up system will allow your leasing teams to maximize the return on 
your marketing/advertising dollars and strengthen their success ratios. 

Gathering information from future residents:  Every time a future resident makes contact with 
those who run the apartment communities you own/manage, your leasing teams have the 
opportunity to gather information.  Here is a list of ways your leasing teams can gather 
information about future residents: 

1. Every time a future resident calls your apartment communities, your leasing teams begin 
the gathering process by using either a traffic log or guest card.  During this telephone 
conversation we hope your leasing teams will capture this person's name, telephone number, E-
mail address, current residence, the marketing source that prompted their call, when they are 
planning to move and a confirmed appointment. 

2. When telephone calls from future residents are missed, companies like CallSource® 
{www.callsource.com} allow your leasing teams to gather a telephone number and, in many 
cases, the caller's name and mailing address. In addition, CallSource® will supply your leasing 
teams with zip code and demographic reports, indicating where your future residents currently 
live.  These reports will deepen your knowledge about future residents and will help to redefine 
your marketing engine, making it more efficient. 

3. When a future resident sends an E-mail to your leasing teams, this person's E-mail 
address and message can be merged with your current tracking systems and folded into your E-
mail marketing program. 

4. When each future resident arrives at the leasing center of your apartment communities the 
information from the above three points can be confirmed.  In addition, new information can be 
learned from this future resident and your manual or computerized tracking system can record 
this entire process. 
 Tip From The Coach:  Gathering information is good and learning about the profile of your 
future residents is time well invested.  How often are you reviewing the gathered information 
mentioned above?  Do your leasing teams make each step count?  Can your leasing teams 
gather any new information to further enhance your marketing efforts? 

Harvesting information about future residents:  Now that you’re gathering step is complete, 
how can you harvest this information and refine your marketing efforts?  Let's review some 
important next steps. 

1. When your leasing teams have gathered a mailing address, the next step in harvesting this 
future resident might be a timely thank -you note, the sending of your community newsletter 
and/or mailed information about your other properties within the same city. 
 

2. When your leasing teams have gathered a telephone number, a corresponding zip code 
report will provide a very targeted approach for future marketing efforts.  This zip code report will 
indicate the geographic location and marketing areas for future residents on a local, statewide 
and national level. 

3. If your leasing teams have gathered an E-mail address, this future resident can easily be 
added to your E-mail newsletter list using the "be-in-touch, stay-in-touch" permission marketing 
engine. 

Tip From The Coach:  Leading property management companies are adjusting their 
marketing efforts to future residents…at the beginning of every new day.  Are you and your 
leasing teams staying current with these future resident trends? 

Want to hear more about these important trends or ask some additional questions about your 
gathering and harvesting system? Fax a note on your letterhead to 435-615-8670 or send an E-



mail to ernest@powerhour.com and The Coach will fax/E-mail you a free TeleForum invitation.  
During this call we will discuss the trends above. 

Ernest F. Oriente, The Coach, is the founder of PowerHour® a professional business 
coaching/recruiting service and the author of SmartMatch Alliances™.  He has spent 16,000 
hours [since 1988] delivering customized training, by telephone, in leadership, tradition/Internet 
marketing and sales for property management companies, apartment locator/corporate housing 
services and multi-housing sales/service companies worldwide. PowerHour® specializes in 
global distance learning by telephone, using their state-of-the-art conference call system for 
interactive and dynamic TeleForums. Twice-monthly TeleForums link 10-100 
executives/professionals/individuals who are geographically dispersed, in a time efficient and 
profitable format. PowerHour® is based in Olympic-town…Park City, Utah, at 435-615-8486, by 
E-mail ernest@powerhour.com or visit their TeleForum website:  www.powerhour.com.  To 
receive a FREE property management success newsletter, with subscribers throughout North 
America, send an E-mail to: ernest@powerhour.com.  Recent PowerHour® articles have 
appeared in 4000+ business/trade publications and websites. 
 
 
 


