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Make your suppliers

1rain
you

GREGG STARR

Training and support from
service providers is crucial
to your success.

LOOKING AT NEW PRODUCTS AND SERVICES FOR YOUR
coMPANY! Ever signed up for a new service, only to
find that the constant attention you got from their
sales representative before the sale was not followed
by equal attention once you signed a contract!
There are a lot of great new products and new tech-
nologies available to your company today offering
improved productivity, communication, and work-
flow, tools that improve the leasing process and cus-
tomer relationships. Introducing a new product to
your company can lead to vast operational
improvements, but it also means you need to intro-
duce new procedures to multiple locations. The
leading service providers today understand that
challenge, and strive to make the introduction to
your entire organization ‘stress-free’, and offer ongo-
ing support for a long-term partnership.

When selecting a new product, it is burden-
some introducing the new service to each commu-
nity manager and their entire staff. Additionally, it
can be a challenge to bring new team members up
to speed when they join your company. The sup-
port program that a company offers can be as valu-
able as the actual product or service itself. Learn
what many industry-leading companies are doing
to help their clients succeed and maximize their
product value.

NO SuUBSTITUTE FOR TRAINING

For SureDeposit, training is a “huge part” of prod-
uct delivery. SureDeposit offers an alternative to
residents paying a large deposit, easing the uptront

requirements of leasing an apartment. A commu-
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