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Fair Housing is Significant

• AFHMP

• Acts as a Framework

• Marketing Policy

• Ads

• Equal Housing Opportunity

• Education

• Outreach



Part 3- Demographics & Marketing Area

Block 3a- Using Worksheet 1, the respondent

should indicate the demographic

composition of the project, waiting list,

census tract, and housing market area.

The respondent compares the

demographics of its existing project,

waiting list (or any maintained list of

interested housing applicants), with the

demographics of the census tract and the

larger housing market area to determine

if there needs to be affirmative marketing

to those least likely to apply. If the

housing market area is not

demographically diverse in terms of race,

color, national origin, religion, sex,

disability, or familial status, an expanded

housing market area should be

designated to enhance the diversity of

individuals applying for housing

opportunities. The applicable housing

market area or expanded marketing area

should be shown in Block 1e.

Block 3b- Using the information from the

completed Worksheet 1, respondents

should identify the demographic group(s)

least likely to apply for the housing

without special outreach efforts.



Curb Appeal

• Attracts applicants

• Makes current tenants proud of where they live

• Contractors are proud of work they complete there



Common areas clean and neat

• Litter control

• Any employee should pick up litter when they see it

• Creates pride in current residents



Learn your tenant’s names

• All family member’s including children

• Use their names when you see them



Make office pleasant place

• Make sure it’s clean

• Pleasant smells in office

• Coffee in the office

• During the winter hot spiced cider

• Fresh flowers

• Pleasant surroundings in décor

• Employees appearance should be appropriate

• Neat and clean



Always treat all people with respect

• Don’t play favorites

• People need to see you are fair even though they don’t 

agree with your decisions

• Don’t discuss people with others

• Give your complete attention to the person you’re 

dealing with

• Listen to people when they are speaking to you

• Watch language and conversations on property

• This applies to all residents in all areas



Fair Housing is Fundamental

• Affirmative Fair Housing Marketing Plan



Part 6- Evaluation of Marketing Activities

• Respondents should 

explain the evaluation 

process to be used to 

determine if they have 

been successful in 

attracting those groups 

identified as least likely to 

apply.  Respondents 

should also explain how 

they will make decisions 

about future marketing 

activities based on the 

evaluations.



HAVE A SMILE ON YOUR FACE

• Before you answer the phone, put a smile on your 

face

• When someone comes into the office, give them 

your attention immediately

• Look up and smile

• Acknowledge them



Dealing with tenants, applicants, contractors, 

vendors, etc.

• Limit your time with each

• Always treat all people with respect

• Deal with lease violations of resident



Expectations

• Find out what applicant, tenant, vendors, contractors 

expectations are

• Maybe you can’t fulfill those expectations

• Discuss the properties expectations



Don’t be afraid to learn what people like and 

dislike about the property

• This helps improve customer service

• Comment Cards

• When someone gives a notice, find out why and if there is a 

problem that you could resolve



Make unit pleasant when applicant moves in

• Unit should be clean

• Light switches

• Window and door tracks

• Polished stainless steel and counter tops

• Unit should smell nice

• Inspect unit when maintenance has complete and 

again before the move in



Maintenance – the key to customer service

• Follow up on completion of work orders

• Check for repeated work orders in same unit

• Maintenance staff should be appropriately dressed

• Neat and clean

• Name badge?

• Maintenance staff should respect the tenant’s unit



Fair Housing is the Law

• Affirmative Fair Housing Marketing Plan



Part 7- Marketing Staff & Training

Block 7a- Respondents should identify staff

positions that are/will be responsible for

affirmative marketing

Block 7b- Respondents should indicate whether

staff has been trained on the use of the

AFHMP and specify whether there is ongoing

training on the AFHMP and Fair Housing Act

issues in general. Show who provides the

training. In addition, respondents should

specify whether they periodically assess staff

members’ skills in relation to the AFHMP and

staff responsibilities to use the Plan. They

should state how often they assess employee

skills and how they conduct the assessment.

Block 7c- Respondents should indicate whether staff

has been trained on tenant selection in

accordance with the project’s occupancy

policy, including residency preferences (if any).

Respondents should also identify those staff

positions that are/will be responsible for tenant

selection.

Block 7d- Respondents should include copies of any

written materials related to staff training, and

identify the dates of past and anticipated

training.



Part 8- Additional Considerations 

• Respondents should 

describe their efforts not 

previously mentioned that 

were/are planned to 

attract those groups least 

likely to apply for the 

subject housing without 

special outreach efforts.



Worksheet 3- Proposed Marketing 

Activities – Community Contacts (See 

AFHMP, Block 4b)

• For each targeted marketing 

population designated as least likely 

to apply in Block 3b, identify at least 

one community contact organization 

you will use to facilitate outreach to 

the group.  State the names of the 

contact persons, their addresses and 

phone numbers, their previous 

experience working with the target 

population, the approximate date 

contact was/will be initiated, and the 

specific role they will play in assisting 

with the affirmative fair housing 

marketing program.



Worksheet 4- Proposed Marketing 

Activities – Methods of Advertising (See 

AFHMP, Block 4c)
• Complete the table by 

identifying your targeted 

marketing population, as 

indicated in Block 3b, as well 

as the methods of advertising 

that will be used to market to 

that population.  For each 

targeted population, state the 

means of advertising that you 

will use.  In addition to stating 

the media that will be used, 

state any languages used for 

materials, alternative formats, 

and logo (including size) that 

will be on materials.



Enjoy the rest of the 

conference


