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Residential communities that employ quality security professionals are better able to 

deter crime and respond to and recover from emergencies, therein making these 

residences a more favorable place to live and a safer investment.  

In addition, today’s residential security professional is trained to maintain a safe and 

secure environment, as well as learn the culture of the property and deliver outstanding 

and personalized customer service. People who visit secure properties with a white 

glove approach to customer service gain a very favorable impression – which ultimately 

leads to higher market perceptions. 

Security professionals often serve as the first and last impression of a residential 

community, complex or building. It is important that residents, their families and their 

guests feel safe, secure and welcome. Security professionals trained specifically for 

residential properties understand the need for a careful balance when developing and 

maintaining a secure yet friendly atmosphere. 

Delivering a white glove customer service experience is the strategy of anticipating a 

customer’s needs and providing an exceptional and unforgettable experience. Property 

managers who strive to deliver a high level of customer service recognize the 

opportunity in partnering with a security provider that can support this effort.  

What type of security professionals make the best fit for residential communities? It is 

important for the security contractor to employ friendly, confident security professionals 

who enjoy working with the public and who are attentive to detail so they can carry out 

the important tasks of their posts and patrols, while also serving as a good 

representative of the property or management company. Security professionals should 

be personable and have top-notch language skills so that they can easily communicate 

with both residents and visitors. 

A residential security officer acts as an ambassador who, as the initial point of contact, 

can make a critical difference with the resident/visitor experience. A people- and 

service-oriented mentality is key. A customer service-minded security officer is in tune 

with the needs of the property and seeks out opportunities to go the extra mile – and is 

prepared to do so. An example is a security professional at a pet-friendly community 

who keeps unexpected treats – dog biscuits – in the gate house. When a resident or 



 

visitor with a dog passes by, they are offered a special treat for their pet. Another 

example is a security team that keeps umbrellas at the front desk for use by tenants 

and their guests. These small but impactful gestures are part of the mission to deliver a 

white glove customer service experience and reinforce the value of the property. 
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