Hometown Hero Credit
30 Day Launch Workbook
For PRMG Community Ambassadors
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Brett Stacy and Scott Stacy
Operation T.A.G.
Name ____________________________________

Launch start date __________________________
How to use this workbook
Read each chapter, complete its assignments, and answer the questions on the lined pages at the end. Keep your notes for your launch review and use them to plan your next 30 days.
Chapter 1  Embrace the mission and understand the program
Chapter 2  Share the mission and build relationships
Chapter 3  Activate partnerships and expand your presence
Chapter 4  Serve your community and reach more veterans
This guide helps PRMG licensed loan officers begin serving as Operation T.A.G. Community Ambassadors. Over four weeks, you will learn the mission and program, establish your outreach tools, build partnerships, and create a sustainable practice of service and follow-through.
Use Days One through Twenty as workday assignments across four weeks. Use the remaining calendar days through Day Thirty for appointments, weekend fieldwork, campaign follow-up, and your launch review. Adjust appointment dates to presenter and community availability.
Meet Captain Gratitude
Captain Gratitude is the official spokesperson for Operation T.A.G. He represents one mission: standing up for those who stood up for us. His message brings the purpose of our work into focus: gratitude is something we do.
As a Community Ambassador, you carry that message into real conversations and practical acts of service. Share the available Captain Gratitude mission content where appropriate and connect it with your own reason for serving military families.
Build a Business. Build a Legacy. Make a Difference. One military family at a time.
Chapter 1
Embrace the mission and understand the program
Week 1 assignments
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Military families deserve more than words of appreciation. Operation T.A.G.—Tangible Act of Gratitude—exists to turn gratitude into meaningful action through practical assistance, education, and resources.
Founded by Brett Stacy and co-founded with Scott Stacy, Operation T.A.G. brings a personal commitment to helping those who have served. As a Community Ambassador, you become part of that commitment.
Community Ambassadors are PRMG licensed loan officers. Your first responsibility is to understand the mission, embrace its purpose, and explain Hometown Hero Credit accurately and confidently.
Why understanding the mission is critical
Many borrowers begin their mortgage search by shopping rates. They move from lender to lender, comparing numbers with little connection to the people behind them. When the relationship revolves entirely around price, there is little reason to stay when another quote appears.
As a Community Ambassador, your responsibility is to help families understand the purpose behind Hometown Hero Credit. That starts with understanding—and embracing—the mission yourself.
Operation T.A.G. was created because we believe military families deserve tangible gratitude for their service. Hometown Hero Credit puts that belief into action. When you explain why the program exists, how the partnership works, and what the assistance can mean for their family, you give borrowers more to consider than a rate quote.
The mission gives families a reason to connect. Your service gives them a reason to stay.
Introduce that mission early. Share why you became involved. Offer Mission Homeownership. Listen to the family’s story, explain the program clearly, and demonstrate your commitment through consistent follow-through.
Rates and costs still matter, and borrowers deserve a clear, honest comparison. Our goal is to earn their trust by delivering very competitive financing alongside a purpose they understand and service they value.
You cannot expect a borrower to feel the mission if you present it as merely numbers. It must be part of the relationship from the first conversation.
Day One and your first week foundation
Begin reading Mission Homeownership, written by Brett Stacy, and complete it during your first week. Familiarize yourself with the resource you will offer families and real estate partners.
Consider why serving military families matters to you, what a tangible act of gratitude looks like in your work, and how you will demonstrate that commitment. Prepare a brief introduction in your own words explaining why you joined.
The rest of Week One establishes your program knowledge, enrollment, public introduction, and outreach resources.
The Operation TAG and PRMG partnership
Operation T.A.G. provides the mission, education, and community outreach. PRMG provides the mortgage lending services that make Hometown Hero Credit possible.
Community Ambassadors connect military families with the program and assist the assigned AFS loan officer throughout the lending process.
Hometown Hero Credit program guidelines
Hometown Hero Credit is Operation T.A.G.’s flagship program. It provides a credit equal to 2% of the loan amount, up to $21,000, on qualifying VA loans. For example, a qualifying $400,000 loan provides an $8,000 credit.
The credit may be used to:
Pay applicable closing costs.
Buy down the interest rate.
Pay applicable real estate agent fees.
In some cases, pay down debt to help the borrower qualify.
The use of the credit depends on the borrower’s transaction and applicable loan requirements.
Borrower eligibility
The program serves active-duty military members, reservists, veterans, and surviving Gold Star spouses.
If the borrower qualifies for a VA loan, they qualify for Hometown Hero Credit. The borrower must still meet the mortgage’s underwriting and approval requirements.
Loan submission and service area
Loans are submitted to AFS, which assigns a loan officer of record to close the loan. The Community Ambassador assists the assigned AFS loan officer throughout the process, supporting the borrower and helping the transaction move toward closing.
This structure allows Community Ambassadors to facilitate loans in 49 states, excluding New York.
Pricing access
Hometown Hero Credit pricing is available through Branch 670. The 2% credit is already built into the pricing.
Ambassadors can contact AFS for pricing assistance or ask their Branch Manager to request access to Branch 670 pricing. Branch Managers may also request access for their loan officers.
All requests for pricing access must come from a Branch Manager or above. Contacting AFS for assistance does not replace that requirement.
Compensation setup
Ask your Branch Manager to submit a PAF for the new 50-basis-point compensation plan.
Tailor the credit to the borrower
As Scott emphasizes, this is a conversation about rates, closing costs, and the customer’s needs. Some borrowers may benefit most from applying the credit toward the rate. Others may prefer eligible closing-cost assistance to preserve cash. In some cases, eligible debt paydown may help qualification.
Ask: “What matters most to you—reducing your monthly payment, keeping more money available at closing, or addressing debt that affects your qualification?”
Review available options with the assigned AFS loan officer. Explain their costs, benefits, and limitations so the borrower can choose among eligible uses. Practice explaining a rate buydown, closing-cost assistance, and eligible debt paydown.
Complete your program enrollment
Email Scott Stacy to request acceptance into the program. Scott will provide the form needed to create your Hometown Hero Credit landing page.
Submit the completed landing-page form.
Ask your Branch Manager to submit your compensation PAF.
Arrange pricing assistance through AFS or have your Branch Manager request pricing access.
Resolve questions about submission and your role in supporting AFS.
Introduce yourself to the community
Send Brett Stacy a short biography and professional headshot so he can create a welcome blog and welcome posts for Facebook, LinkedIn, and Instagram.
Include your professional background, military connection if applicable, community served, why helping military families matters to you, and what led you to become an Ambassador. Write with personality so families understand who you are and why you care.
Establish your Community Ambassador social pages
Create your Community Ambassador presence on Facebook, LinkedIn, and Instagram. Focus these pages on the mission, educational resources, military families, community outreach, and approved program awareness.
Do not post rates or loan terms.
Do not present yourself as a loan officer.
Do not display PRMG affiliation or NMLS information.
Your loan officer identity, PRMG affiliation, and mortgage-specific promotion belong on your PRMG pages. Understand which role you are presenting in each setting and use the appropriate page and materials.
Prepare your outreach resources
Hometown Hero Credit landing page. Complete Scott’s form and familiarize yourself with your personalized program page before sharing it.
Mission Homeownership landing page. Request a personalized page from Brett where you can offer a free digital copy of the book. Use it to begin helpful conversations and give partners something valuable to share.
Yard signs. Review the available template and learn how to order signs for real estate partners.
Approved MLS verbiage. Obtain the approved wording for partners to use in their listings. The supplied text appears in Week Two.
Week One questions and answers
Why does Operation T.A.G. exist? To turn gratitude into tangible assistance, education, and resources for military families. “Thank you for your service” should lead to meaningful action.
Why is understanding the mission essential? It helps you build a relationship around trust, shared purpose, and service alongside the financing.
What does gratitude in action mean for an Ambassador? Using your time, knowledge, and resources to help families through listening, accurate explanations, and follow-through.
How are the organizations connected? Operation T.A.G. provides the mission and outreach. Hometown Hero Credit is its flagship program, offered through lending partner PRMG.
Who can become an Ambassador? PRMG licensed loan officers who are accepted into the program and embrace the mission.
What does the program provide? A 2% credit up to $21,000 on qualifying VA loans, already built into Branch 670 pricing.
Who qualifies? The military borrowers described in the eligibility section who qualify for a VA loan.
How can the credit be used? Applicable closing costs, rate buydowns, applicable agent fees, and in some cases eligible debt paydown, subject to transaction requirements.
Who closes the loan? AFS assigns the loan officer of record; the Ambassador assists throughout the process. This structure supports facilitation in 49 states, excluding New York.
How do I obtain pricing access and compensation setup? Contact AFS for pricing assistance. A Branch Manager or above must request pricing access. Ask your Branch Manager to submit the 50-basis-point compensation PAF.
How do I introduce the book? “Mission Homeownership is a free educational book written by Operation T.A.G. founder Brett Stacy to help military families better understand the homebuying process. I can share my personalized download page.”
What if I cannot confidently answer a question? Verify it with Scott, AFS, or the appropriate resource and follow up promptly. Never guess or promise an outcome.
Week One readiness checklist
Explain the mission in your own words and introduce it in a practice borrower conversation.
Complete Mission Homeownership and practice explaining eligibility, credit calculation, and allowable uses.
Understand AFS responsibilities and your supporting role.
Email Scott for acceptance and submit the landing-page form.
Request your compensation PAF and arrange pricing assistance or access.
Send Brett your biography and headshot.
Establish your Ambassador pages and request your book download page.
Obtain the yard sign template and approved MLS wording.
Discuss unanswered questions with Scott or the appropriate resource.
Chapter 1 reflection and action plan
Write your answers below. Use these pages to prepare for your review with Brett and Scott.
1. Why does serving military families matter to you personally? Describe how that purpose will shape your work as a Community Ambassador.
 
 
 
 
 

2. Write your own 60 second introduction to Operation T.A.G. and its partnership with PRMG. How will you introduce the mission in your first borrower conversation?
 
 
 
 
 

3. Explain the Hometown Hero Credit benefit, eligibility, and allowable uses in your own words. What credit would a qualifying $400,000 loan provide?
 
 
 
 
 

Chapter 1 reflection and action plan
Continue your answers and turn your observations into dated commitments.
4. What questions would you ask to understand whether a borrower values a lower payment, preserving cash, or eligible debt paydown? What will you verify with AFS?
 
 
 
 
 

5. Describe the Ambassador and AFS roles, the pricing access process, and your compensation setup. What belongs on your Ambassador pages versus your PRMG pages?
 
 
 
 
 

6. Which enrollment steps and outreach resources are ready? List unfinished tasks, who can help, and the date you will complete each one.
 
 
 
 
 

Chapter 2
Share the mission and build relationships
Week 2 assignments
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Put your preparation to work through personal outreach, real estate partnerships, and community connections. By the end of the week, people should know why you became involved, what resources you offer, and how to take the next step.
Day Six introduce yourself publicly
Share Brett’s welcome blog and social posts on your Community Ambassador pages. Add a personal introduction and invite people to connect or introduce you to someone who could benefit.
Follow Brett Stacy and Operation T.A.G. on social media. Share relevant posts, adding your perspective where appropriate.
Today’s actions
Publish your welcome content and personally share it with five contacts.
Confirm your landing-page links work.
Respond to comments and messages.
Day Seven reconnect with your network
Begin with past clients, professional contacts, friends with military connections, and existing real estate partners.
“I’ve become involved with Operation T.A.G. as a Community Ambassador, helping military families access homeownership resources and Hometown Hero Credit. It’s a mission that matters to me. Who do you know who might benefit?”
Offer your personalized book download page and ask permission to follow up when someone expresses interest.
Today’s actions
Begin five personal conversations.
Share the book with interested contacts.
Record introductions, questions, and promised follow-up.
Day Eight put the tools in your partners hands
Meet with real estate partners and demonstrate the resources. Refer to Week One for program details.
Military buyer: offer a financing conversation and Mission Homeownership.
Offer requesting seller credit: offer a review to see whether the program could address buyer costs.
Listing promotion: provide approved MLS wording, social content, and yard sign information.
Future buyers: share the book through a personalized download page.
Military outreach: discuss landing pages, QR codes, promotional materials, and joint outreach.
Explain the free support available to participating agents: personalized landing pages, promotional resources, online visibility opportunities and backlinks, local leads when available, and a strategic relationship with a PRMG loan officer. Help each partner select one useful action.
Depending on the transaction, the program may help address upfront costs, improve purchasing power, reduce requests for seller concessions, or pay applicable buyer-agent fees. Explain these as potential benefits rather than guaranteed outcomes.
Today’s actions
Hold two partner conversations and demonstrate the tools.
Agree on a specific next step with each interested partner.
Send promised materials.
Approved MLS verbiage supplied by Scott
Complete the loan officer name and phone number before sharing, coordinating the details with AFS. Use the supplied wording as provided.
“This property qualifies for PRMG’s VA Hometown Hero Credit Program. This program is for VA home loans only. PRMG will credit the buyer an amount equal to 2% of the VA loan amount up to ($21,000) towards the buyer’s closing costs or interest rate buy downs. Buyer is not obligated to use [LOAN OFFICER] of PRMG to have their offer accepted; however, they must use [LOAN OFFICER] with PRMG at [PHONE NUMBER] to qualify for the lender credit.”
Day Nine expand your relationships
Use Model Match to identify prospective partners and learn about their business before contacting them. If you lack access, ask your Branch Manager for assistance.
Identify local organizations serving military families. Learn about their needs and offer a useful resource or introductory meeting. Request appropriate flyers through your PRMG lending channel.
Today’s actions
Identify five prospective agents and personally contact two.
Contact two military-serving organizations.
Seek a meeting, presentation, or resource-sharing opportunity.
Day Ten follow through and build next weeks calendar
Send outstanding materials, verify answers, and schedule next steps. For a family ready to discuss financing, coordinate with AFS and remain involved.
Track who you contacted, what they need, what you promised, and the next action and date.
Today’s actions
Complete outstanding follow-up and confirm receipt of materials.
Schedule next week’s conversations.
Bring unresolved questions to Scott or AFS.
Week Two practical questions
How do I approach a new partner? Learn about their business, explain your mission, ask whether they serve military buyers, and offer a short resource demonstration.
What should I bring? Landing-page links, the book download page, yard sign information, approved MLS wording, and appropriate promotional materials.
What should I send afterward? The specific resources discussed, a brief recap, and your agreed next step.
How do I move an introduction forward? Suggest a buyer review, listing-material setup, team introduction, or educational conversation.
What if someone is not ready? Offer a resource, agree on follow-up timing, and respect it.
Are leads guaranteed? No. Local leads may be available. Build around tools and relationships you can actively use.
How do I measure progress? Track conversations leading to resource use, requests for help, meetings, and introductions, along with completed follow-up.
Week Two checklist
Share welcome content and begin five personal outreach conversations.
Hold two partner conversations.
Identify five prospective agents and contact two.
Contact two military-serving organizations.
Help interested partners use a resource.
Complete follow-up and schedule Week Three next steps.
Chapter 2 reflection and action plan
Write your answers below. Use these pages to prepare for your review with Brett and Scott.
1. Who are the first five people you will contact? Write their names and why each is a relevant connection.
 
 
 
 
 

2. Write a personal outreach message that explains why you joined the mission and invites an introduction or a conversation.
 
 
 
 
 

3. Which two real estate partners will you meet? What do you know about their needs, and which resource will you demonstrate to each?
 
 
 
 
 

Chapter 2 reflection and action plan
Continue your answers and turn your observations into dated commitments.
4. Choose one partner situation from this chapter. How will you turn that conversation into a specific next step?
 
 
 
 
 

5. Which prospective agents and military serving organizations will you contact? Record names, contact plans, and target dates.
 
 
 
 
 

6. What commitments did you make this week? Record promised materials, next actions, and follow-up dates. What did you learn from the responses?
 
 
 
 
 

Chapter 3
Activate partnerships and expand your presence
Week 3 assignments
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Help interested partners put the program to work, establish consistent follow-up, and create educational opportunities. Success means resources in use, families receiving help, and specific next steps on your calendar.
Day Eleven activate your real estate partners
Reconnect with agents contacted in Week Two. Help each take a practical step: request a landing page, add approved MLS wording, order a sign, share the book, introduce a buyer, or arrange a team or broker introduction.
Ask: “What can we put to work together this week?”
Today’s actions
Follow up with two interested agents.
Help each choose an action and arrange setup.
Agree on follow-up dates.
Day Twelve schedule presentations and invite your audience
Brett and Scott are available to assist with real estate agent and borrower presentations.
Coordinate a Facebook Live real estate agent presentation. Send Brett the confirmed date, time, time zone, and event details so he can advertise it. Allow time for promotion.
Personally invite partners, prospects, and brokerage leaders. Ambassadors are encouraged to spend some money promoting the event alongside personal outreach. Also discuss a borrower presentation with an interested partner.
Today’s actions
Coordinate the presentation with Brett and Scott and send confirmed details to Brett.
Personally invite at least five agents.
Choose a promotional budget you are comfortable funding.
Discuss a borrower presentation with one partner.
Day Thirteen build your agent list and launch Journeys
Use Model Match to identify top-producing agents in your area. Review their production and business activity so outreach is relevant. If you lack access, ask your Branch Manager for assistance.
If you have Total Expert, import and organize your prospect list, then enroll those agents in the appropriate approved real estate agent Journey. Launch appropriate borrower Journeys as well, matching follow-up to each borrower’s stage.
Keep contact status current and coordinate with AFS on active financing. Journeys support your calls, invitations, and personal follow-up.
If you lack Total Expert, maintain your list and schedule personal follow-up. Ask your Branch Manager about available tools.
Today’s actions
Build your local top-producing agent list or request assistance.
Import, organize, and launch agent Journeys if Total Expert is available.
Enroll eligible borrower contacts in appropriate Journeys.
Select five agents for personal outreach.
Day Fourteen prepare for weekend open houses
Select local open houses and contact hosting agents beforehand where possible. Prepare flyers, contact information, a landing-page QR code, yard sign information, approved MLS wording, the book link, and a presentation invitation.
“I’m helping local agents introduce Hometown Hero Credit to military buyers. We have flyers, yard signs, approved listing language, and free educational resources. Could we schedule a few minutes to discuss how these might help you market this property?”
Offer signs and explain the partnership opportunity. Arrange placement with the agent before leaving signs or materials.
Today’s actions
Select three open houses and prepare your materials.
Contact hosting agents where possible.
Schedule your weekend outreach.
Day Fifteen expand your reach and follow through
Ask an interested agent for a broker, team leader, or office manager introduction. Offer a brief sales-meeting presentation with Brett and Scott’s assistance.
Follow up with the community organizations contacted in Week Two. Suggest a book-sharing arrangement, educational presentation, or meeting with their resource coordinator.
Deliver promised materials, coordinate interested borrowers with AFS, confirm presentation arrangements, and continue inviting attendees.
Today’s actions
Request one brokerage or team introduction.
Follow up with two community organizations and interested borrowers.
Complete partner requests and confirm event arrangements.
Schedule next week’s appointments.
Weekend fieldwork
Visit the open houses you selected. Respect the agent’s time and allow them to focus on buyers. Begin a useful relationship, offer relevant resources, and arrange a follow-up conversation.
After each visit, record the discussion, requests, promises, and follow-up date. Send a brief thank-you and requested information promptly.
Week Three questions and answers
What makes an active partner? Taking a concrete step: using a resource, introducing a buyer, scheduling a presentation, or including you in outreach.
What if an interested agent has not acted? Help complete one specific task together.
Must I present alone? No. Coordinate with Brett and Scott for assistance and scheduling.
What does Brett need for event advertising? The confirmed date, time, time zone, and event details.
Should I pay for promotion? It is encouraged. Choose an affordable budget and support advertising with personal invitations.
What if I lack Model Match or Total Expert? Ask your Branch Manager for assistance. Continue maintaining your list and following up personally.
What is an open-house visit for? Meet the agent, offer useful listing resources, explain the partnership, and earn a follow-up conversation.
What happens after a presentation? Contact attendees and agree on a concrete next step.
Week Three checklist
Help two agents take concrete partnership steps.
Schedule Facebook Live, send details to Brett, and invite five agents.
Choose a promotional budget and discuss a borrower presentation.
Build a top-producing agent list and launch appropriate Journeys if available.
Select five agents for personal outreach.
Request a brokerage introduction and follow up with two community organizations.
Complete weekend open-house visits.
Coordinate interested borrowers with AFS and schedule follow-up.
Chapter 3 reflection and action plan
Write your answers below. Use these pages to prepare for your review with Brett and Scott.
1. Which two agents are ready to take a concrete partnership step? State the action, your responsibility, and the follow-up date for each.
 
 
 
 
 

2. Plan your Facebook Live presentation. Record the proposed date, time, time zone, audience, presenter coordination, event details for Brett, and promotional budget.
 
 
 
 
 

3. Who will you invite personally, and which partner could host a borrower presentation? Write the next action for each.
 
 
 
 
 

Chapter 3 reflection and action plan
Continue your answers and turn your observations into dated commitments.
4. What are your Model Match target area and agent criteria? Record your access needs, Total Expert import plan, Journey choices, and five agents for personal outreach.
 
 
 
 
 

5. Which three open houses will you visit? Record the agents, locations, visit times, materials needed, and planned follow-up.
 
 
 
 
 

6. Which brokerage introduction and community meetings will you pursue? Review your week and identify the commitments that belong on next week’s calendar.
 
 
 
 
 

Chapter 4
Serve your community and reach more veterans
Week 4 assignments
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Establish relationships with organizations serving veterans, commit time to service, and launch targeted outreach. Continue the partner outreach, presentations, borrower assistance, and follow-up established earlier.
Day Sixteen connect with college veteran services
Research local colleges and universities. Identify their Veteran Resource Center director or the person responsible for veteran student services.
Request an appointment to introduce Operation T.A.G., learn about student needs, and discuss resources or service opportunities. Offer the book, educational presentations with Brett and Scott, and support for campus veteran activities.
Today’s actions
Identify three colleges and their veteran-services contacts.
Request introductory appointments.
Record responses and follow-up dates.
Day Seventeen meet organizations serving veterans
Identify nearby VA facilities, Vet Centers, support organizations, food distribution programs, and senior living communities with veteran residents.
Contact directors, community outreach staff, or volunteer coordinators. Ask about the veterans they serve, volunteer needs, useful educational resources, and the process for participating.
Today’s actions
Create a local organization list.
Contact at least one VA facility or Vet Center and two additional organizations.
Request meetings and volunteer information.
Day Eighteen put gratitude into action
Choose a volunteer opportunity and make a commitment. You might distribute food, support a veteran event, participate in an organized hospital visitation program, or spend time with veterans in senior living communities.
Listening to stories and offering encouragement can be deeply meaningful, especially for veterans with few visitors. Coordinate through staff and complete volunteer requirements.
Volunteer to serve. Your time and attention should never depend on someone’s interest in a mortgage.
Today’s actions
Select an opportunity and schedule your first activity.
Complete registration or orientation.
Explore a recurring commitment you can maintain.
Day Nineteen build a targeted veteran outreach campaign
Use Model Match to research available records of VA loans originated in your area. Ask your Branch Manager for assistance if needed.
There is a cost per lead. Review available information and total expense before purchasing. Start with a manageable list you can afford to contact and follow up with personally.
Prepare an introduction letter covering Operation T.A.G., your Ambassador and PRMG lending roles, Hometown Hero Credit, the free book, and your contact information. Use the appropriate PRMG approval process.
Keep the letter useful and respectful. An existing VA loan does not mean the homeowner needs a new mortgage.
Today’s actions
Research records and costs, establish a budget, and select your mailing group.
Prepare and submit the letter for approval.
Day Twenty send letters and schedule calls
Once approved, send your first mailing. Reserve calling time after allowing for delivery. Follow PRMG outreach procedures, including applicable contact-permission and do-not-call screening.
Ask whether the information arrived, introduce the mission, and offer to answer questions. Listen and respect contact preferences.
Track mailing dates, calls, conversations, resource requests, financing interest, next steps, and campaign expenses.
Today’s actions
Send approved letters and schedule calling blocks.
Set up tracking and record expenses.
Days Twenty One through Thirty complete your commitments
Attend college and organization appointments. Participate in your volunteer activity. Follow up on letters and continue supporting existing partners and families.
Deliver any scheduled presentation, share the replay, and follow up with attendees. Continue your established outreach routine. Agree on a next step and date for each new relationship.
Before Day Thirty, prepare a launch summary and schedule a review with Brett and Scott.
Your thirty day launch review
Bring activity and results for each area:
Real estate partnerships: contacts, active partners, and resources in use.
Presentations: events, attendance, questions, and resulting conversations.
Borrower assistance: inquiries, AFS introductions, and current status.
Colleges: contacts, appointments, and opportunities.
Veteran organizations: meetings, needs, and next steps.
Community service: activities completed and future commitments.
Targeted outreach: costs, letters, calls, and responses.
Next month: three priorities, scheduled activities, and support needed.
Evaluate both the business you are developing and the service you are providing. Establish recurring calendar blocks for outreach, follow-up, AFS coordination, social activity, service, and presentations.
End of launch checklist
Identify college veteran-services leaders and request appointments.
Contact VA facilities and veteran support organizations.
Schedule or complete a volunteer activity.
Review lead costs, prepare an approved letter, and send the initial mailing.
Schedule follow-up calls and record activity and spending.
Complete outstanding commitments from earlier weeks.
Prepare your summary for Brett and Scott.
Establish the next 30-day priorities and calendar.
Chapter 4 reflection and action plan
Write your answers below. Use these pages to prepare for your review with Brett and Scott.
1. Identify three colleges and their veteran services contacts. What will you ask in your introductory appointments, and when will you reach out?
 
 
 
 
 

2. Which VA facility or Vet Center and two additional veteran serving organizations will you contact? Record names, contact details, and appointment requests.
 
 
 
 
 

3. What volunteer activity will you commit to? Describe the need, coordinator, required preparation, first date, and a realistic recurring commitment.
 
 
 
 
 

Chapter 4 reflection and action plan
Continue your answers and turn your observations into dated commitments.
4. Plan your Model Match VA homeowner campaign. Record your target area, available records, cost per lead, total budget, and manageable mailing quantity.
 
 
 
 
 

5. Outline your introduction letter and approval steps. When will you mail it, schedule follow-up calls, and record responses and contact preferences?
 
 
 
 
 

6. What did your first 30 days produce in service, relationships, and borrower assistance? Set three priorities for the next month and list the support you need from Brett and Scott.
 
 
 
 
 

A personal note from Brett and Scott
When we created Operation T.A.G., we shared a conviction: saying “Thank you for your service” should lead to something meaningful.
We wanted military families to feel that gratitude through practical help, honest guidance, and people willing to show up for them. That conviction became our mission—and now, you are helping carry it forward.
We know you have a business to run. You have clients to serve, responsibilities to meet, and a family of your own. We want this program to help you build a successful business you can be proud of. We also hope it gives you a deeper sense of purpose in the work you do every day.
Behind every inquiry is a person with a story. Take time to hear it. Behind every application is a family making an important decision. Help them understand it. And in your community are veterans who may simply need someone to show up, listen, and care.
Some of your most meaningful moments as a Community Ambassador may never result in a loan. They still matter.
As you finish this guide, you may feel excited, uncertain, or a little of both. You do not have to have every answer. Learn the program, ask questions, keep your promises, and take the next step. We are here to help you.
Our commitment is to support you with resources, education, encouragement, and our time. We ask you to bring your effort, integrity, and willingness to serve.
Thank you for choosing to be part of this mission. We look forward to seeing the relationships you build and the lives you touch.
Let’s give military families something tangible to feel when we say, “Thank you for your service.”
With gratitude,
Brett Stacy & Scott Stacy
Operation T.A.G.
Build a Business. Build a Legacy. Make a Difference.
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