STUDENT OUTLINE

DEMONSTRATE HOME VISIT TECHNIQUES

BRC. 65

LEARNING OBJECTIVES  

     a.  TERMINAL LEARNING OBJECTIVES:  Without the aid of references, during a period of 

          practical application or while on a field exercise demonstrate home visit techniques in accordance 

          with Guidebook for Recruiters Volume I, MCO P1130.76.  (8411.4.15)

      b. ENABLING LEARNING OBJECTIVES:
(1) Without the aid of references, identify in writing the objective of home visits in accordance 

with Guidebook for Recruiters Volume I, MCO P1130.76.  (8411.4.15a)

          (2)  Without the aid of references, identify in writing the definition of home visits in 

          accordance with Guidebook for Recruiters Volume I, MCO P1130.76.  (8411.4.15b

(3) Without the aid of references, identify in writing the preparation requirements for home visits   

in accordance with Guidebook for Recruiters Volume I, MCO P1130.76.  (8411.4.15c)

(4) Without the aid of references, identify in writing the planning requirements for home visits in  

accordance with Guidebook for Recruiters Volume I, MCO P1130.76.  (8411.4.15d)

          (5)  Without the aid of references, identify in writing the scheduling requirements for home 

           visits in accordance with Guidebook for Recruiters Volume I, MCO P1130.76. (8411.4.15e)

          (6)  Without the aid of references, identify in writing the procedures for conducting home 

           visits in accordance with Guidebook for Recruiters Volume I, MCO P1130.76. (8411.4.15f)                                     






                   
1.  What is the objective: The objective of a home visit (HV) is to make contact with prospects whose  

     names are in the files, but you have been unable to contact.

2.  Definition: The definition of a home visit (HV) is a visit made to a house that has never been visited before in order to try and contact an individual who you have never contacted or spoken to previously in your target market.  A home visit is not counted if you have spoken to the individual before on the phone, have had a meeting or contact with the idividual in the past.  A scheduled appointment at the applicants house as the result of prvious contact is never a home visit.

3.  Preparation: The preparation requirements for a Home Visit are:

     a.  Ensure the proper procedures for making telephone contact are accomplished first.

b.   Ensure that a Phone-a-gram was sent and given sufficient time to be returned or delivered 

c.  Seek help from poolees, reservists or contacts close to the prospect's address in making  contact.

     d.  Try contacting the prospect at school.

     e.  The recruiter should have interview materials ready to take on the HV (i.e., screening tools, lists, 

benefit tags, Marine Corps Opportunity Book, etc.).  Home visits are one of the quickest ways to obtain an interview.  In the event the basically qualified, these tools are readily available to immediately sell and schedule the prospect for processing 

4.  Planning:  To  plan a Home Visit consider the following requirements:

     a.  Location:  Making HV's without considering the recruiter's travel time can be a waste of time 

     and interfere with other activities. Try to group the prospects into one compact area. Group them by 

     high schools or sectors. This will maximize your prospecting effort and reduce windshield time.

     b.  Market:  Is the prospect a senior or a graduate? This can have an impact on when the home  

     visit is scheduled and what support material will be needed.

     c.  Time of day:  The home visit must be scheduled at a time when the prospect is likely to be   

     home.

d. Objective:  The objective of an HV is to meet face-to-face with prospects, conduct an interview, 

and schedule them for processing.

e. The scheduling requirements for home visits are Schedule HV's in conjunction with other   

recruiting activities; such as IRTs, visits to media,AC's, etc.  Schedule Home Visits around known commitments. For example, you don't schedule to home visit one prospect at the same time you have an appointment with another prospect.

  5. Procedures: The following are procedures for conducting a home visit;

a. Identify yourself and service.  Be enthusiastic and smile. A friendly greeting will set people at  

     ease.

     b.  Confirm contact with the prospect.  Since contact could not be made by phone, be sure the 

     contact at the address is the one desired.  If the prospect is not at home, attempt to obtain agreement  

     with a parent for you to stop back or call later when the prospect will be at home.

c.   State the purpose of the visit.  You are basically making an opening statement as in PSS. Be sure 

to tailor it to the market and source of the name.  If the prospect's family is at home, establish a rapport with them and invite them to listen to the interview. However, attempt to screen the prospect alone so you get real answers to hard questions.

     d.  Listen for needs and interests. Use the PSS skills.

     e.  Conduct basic screening.  You don't want to waste time with the obviously disqualified.

     f.  Conduct appointment/interview.  The ultimate goal of a HV is to interview the prospect. Often 

     a home visit contact results in an appointment and interview happening concurrently.

     g.  Conclude the HV.  No matter what happens, always end the HV on a positive note; leaving 

     the door open for further contact. 

h. If an immediate interview is not obtained, request an appointment for another time, and get the 

prospect's phone number, or a number by which they can be reached.

i. Record results.  Annotate the S&R book with the results of HVs, especially appointment and 

interview sections. Fill out PACs and schedule processing as appropriate.

     j.  Analyze results.  Do a self analysis of your HV. What went well, what not so well? Are you 

     being effective in your HV activity?
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