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OUTREACH: Develop A Relationship With HR Directors 
 
 
An article in the Wall Street Journal quoted a decision maker who said: 
 
"I make it a point not to return calls of salespeople who are leaving messages as part 
of a cold call, or salespeople I have already told 'no' to," said Diane Johnston, a 
marketing manager, "-unless I want what they are selling." 
 
To make you and your apartment community seem different, you MUST find a way to 
stand out from your competition.  Chances are your competitor has already sent this 
Human Resources director a plate full of donuts and brochures -- so just doing that 
probably won't get you too far. 
 
1. Before you contact any HR Director, do your research.  Visit their web site and 
include anything you can in your presentation.  Quoting parts of their corporate 
mission statement works well in your intro. letter.  For example, "At XYZ Apartments 
we, too, value the commitment to excellence and wish to excel in customer service -
- just as you mention in your corporate mission statement." 
 
Find their web address by calling the company's main phone number and asking the 
receptionist. 
 
2. Determine which of your current residents work at that company and ask for their 
help.  If you give referral money, remind residents of referral dollars.  Ask residents 
to put in a good word for you (or give you an introduction) to the HR director. 
 
3.  Gimmicks work.  Here are some things your fellow managers have sent to HR 
Directors. 
 
-pizza with napkins (with your logo, phone number and web address) 
 
-a big tin of popcorn with individual paper bags (with your logo, phone number and 
web address on each bag).  HR Directors can dish out individual bags to fellow team 
members. 
 
-have a limo pick him/her up and give a ride to your apartment community.  Include 
a bag lunch in the car and do this during the HR Director's lunch hour. 
 
4. When You Make The Call: 
-Identify Yourself Fully, Along With The Name Of Your Community 
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-Proceed With the Opening Statement 
Any and all of the following work, depending upon the situation. 
 
"Joe Schmoe, one of our favorite residents who works in your office, suggested I give 
you a call."  (Make sure Joe Schmoe gives you the okay to use his name.) 
 
"We are the apartment community 3.2 miles from your office." 
 
"We specialize in providing homes for ______ (People short term while they are 
waiting for their homes to be built, etc.). 
 
"We have worked with similar companies (name them) and set up a successful 
program to help them find homes for their employees." 
 
"I'd like to ask a couple of questions to see if this would be a good match for us." 
 
5. Preparation is everything. Practice what you are going to say before making the 
call so you don't sound phony and fake.  Make sure that your questions are 
conversational and that you sound friendly. 
 
6.  Remember this is a good deal for everyone - you have a great place for their 
employees to live! 
 
The difference between you and your competition is research, confidence, and 
standing out from your competition.  You CAN do it! 


