Reno Implementation Guide

30-Day Quick Start Program for Housing Concierge Services

Executive Overview

This implementation guide provides Reno employers with a rapid deployment framework for
premium housing concierge services. Desighed for immediate activation with measurable results
within 30 days of program launch.

Week 1: Program Assessment and Design

Day 1-2: Needs Analysis
Company Assessment:

e Current employee housing challenges survey
¢ Reno market positioning analysis

e Talent acquisition goals and timeline

e Budget parameters and ROl expectations

e Competitive advantage requirements

Employee Demographics:

e Geographic distribution and preferences

e Salary ranges and housing affordability

e Family status and education needs

e Commute preferences and lifestyle priorities

e Current housing satisfaction scores

Day 3-5: Program Design

Service Level Selection:

Platinum: Executive and senior roles ($75K-$125K packages)

Gold: Management and professional ($45K-$75K packages)

Silver: Individual contributors ($25K-$45K packages)

Custom tiers based on company needs

Reno-Specific Customization:



Tech sector specialization requirements
California transition expertise needs
Lake Tahoe lifestyle integration
Community preference alignment

Timeline and urgency factors

Day 6-7: Success Metrics Framework

Key Performance Indicators:

Employee satisfaction scores (target 9.0+/10)
Housing timeline optimization (target 30 days)
Retention improvement measurement

Referral generation tracking

ROI calculation methodology

Week 2: RECN Partnership Setup

Day 8-10: Partnership Establishment

RECN Team Assignment:

Dedicated Reno concierge specialist selection
Senior market expert consultation

Local agent network activation

Community partnership coordination

Technology platform access setup

Service Delivery Framework:

24/7 availability confirmation

Emergency response protocols
Communication preferences and channels
Reporting and feedback mechanisms

Quality assurance standards

Day 11-12: Market Intelligence Integration

Reno Market Expertise:

Current inventory and pricing analysis

Neighborhood and community profiling



School district research and rankings
Commute and transportation planning

Recreation and lifestyle mapping

California Transition Specialization:

Tax optimization strategy development
Equity acceleration planning
Professional network maintenance
Cultural adaptation support

Regulatory and legal considerations

Day 13-14: Technology and Process Setup

Platform Configuration:

Employee portal setup and customization
Mobile app access and training
Communication system integration
Document management preparation

Performance tracking activation

Week 3: Employee Communication Launch

Day 15-17: Communication Strategy

Multi-Channel Campaign:

Executive announcement and endorsement
Manager briefing and enablement
Employee email and intranet launch
Information session scheduling

FAQ development and distribution

Reno Market Education:

Cost of living comparison materials
Community and lifestyle showcases
Recreation and Lake Tahoe access
Tax advantage calculations

Success story development



Day 18-19: Manager Training
Leadership Enablement:

e Program overview and benefits

e Employee conversation guidance
e Referral and enrollment processes
e Success metric expectations

e Ongoing support procedures

Day 20-21: Employee Enroliment

Program Activation:

e Enroliment portal launch

e Individual consultation scheduling
¢ Needs assessment completion

e Service level selection

e Concierge assignment and introduction

Week 4: Program Launch and Optimization

Day 22-24: First Concierge Activations

Initial Service Delivery:

e Employee onboarding and orientation

e Housing search parameter establishment
e Market tour and community exploration
e Property identification and evaluation

o Offer preparation and negotiation

Day 25-26: Quality Monitoring
Service Excellence:

e Employee feedback collection

e Service delivery monitoring

¢ |Issue identification and resolution

¢ Process optimization and refinement

e Success story documentation



Day 27-28: Performance Assessment

Program Evaluation:

¢ Enrollment and utilization analysis
e Satisfaction score measurement
e Timeline and efficiency tracking

¢ ROI calculation and projection

e Competitive advantage assessment

Day 29-30: Optimization and Scaling

Program Enhancement:

e Service delivery improvements

e Process refinement and automation

e Additional employee outreach

e Success story sharing and promotion

e Expansion planning and preparation

Success Metrics and KPIs

30-Day Target Metrics

Enroliment and Engagement:

e Program awareness: 90% + of eligible employees
¢ |nitial enroliment: 25%+ participation rate

e Consultation completion: 85% + of enrolled

e Satisfaction scores: 9.0+/10 average rating

Service Delivery Excellence:

e Response time: <2 hours average

¢ Housing search initiation: <48 hours

e Property tour coordination: <5 days

o Offer preparation: <7 days from selection

e OQOverall timeline: 30 days average



Long-Term Success Indicators
60-Day Metrics:

e Active housing searches: 40% + of enrolled
o Offer acceptance rate: 75%+

e Employee referral generation: 30%+

e Manager satisfaction: 9.5+/10

90-Day Metrics:

e Successful home purchases: 60%+ of participants
e Employee retention improvement: 25%+
e Program ROI achievement: 200%+

e Market recognition: Top employer surveys

Risk Mitigation and Contingency Planning

Common Implementation Challenges

Low Initial Adoption:

e Enhanced communication and incentives
e Manager engagement intensification
e Success story development and sharing
¢ Individual outreach and consultation

Service Delivery Issues:

e Rapid response and resolution protocols
e Alternative provider activation

e Quality control enhancement

e Employee communication and updates

Market Condition Changes:

e Flexible program parameters
e Enhanced value proposition
e Alternative location strategies

e Timeline adjustment capabilities



Success Accelerators

Executive Sponsorship:

e Visible leadership support and communication
e Resource allocation and priority

e Success celebration and recognition

e Program advocacy and promotion

Employee Champions:

e Early adopter success stories
e Peer-to-peer advocacy and referrals
e Professional network activation

e Community building and integration

Contact RECN Reno Team: (702) 213-5555 / info@recngroup.com / https://recngroup.com
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