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Presentation Notes
CHRIS:�WELCOME to the 5th annual state of the property management industry report!
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Presenter
Presentation Notes
CHRIS:
This is Buildium’s 5th annual - our FOURTH with NARPM - State of the Property management industry report. Each year we get to share with the NARPM audience the results of the research we do together all year, to arm you with insights and strategies for the year to come. You are the first people who are getting access to this!

I am Chris Litster, the CEO of Buildium 

GAIL:
And I am Gail Phillips, CEO of NARPM!
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The State of Property Management
Industry Report

How you’re telling us the
industry is changing
Details of what renters want

Details of what owners want
And what’s going on in your
local markets - we have
market data on 50 cities across

the US Buildium

booth #44
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Presenter
Presentation Notes
CHRIS:
As is tradition, we have copies of this year’s report here at the conference. You can get a copy after this session at the back of the room, or at the Buildium booth #44

This 5th annual report is the biggest, boldest and most comprehensive report we’ve ever done. I promise you that this presentation barely scratches the surface of what’s inside, so don’t miss out.
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Who we talked to
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Presenter
Presentation Notes
GAIL:
Let’s start by looking at who participated in the survey this year
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Demographics
Who we talked to: Portfolio types:
1 y 738 Property Managers 86% manage other people’s properties

217 Association/Community Managers )
y d 11In3

manage HOA’s

1,118 Tenants
3in4

manage single-family rentals

6 O 3 Owners/Investors

50+ U.S. Cities 21N 3

manage multi-family rentals
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Presenter
Presentation Notes
GAIL:
This year, we did 3 surveys in one to get a 360 degree view of the industry from the perspectives of property managers, community association managers, tenants, and owner investors across the US. 
We surveyed nearly 4000 people covering over 50 US Cities.

ASK THE AUDIENCE: Did anyone here participate in this survey?

86% said you are third party property managers, with ⅓ including homeowners associations in their portfolios, 
¾ of you said you managed single-family rentals in your portfolio, 
and ⅔ have some sort of multi-family property, whether a duplex, triplex, or apartment building.
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Demographics: Number of units managed

More than 1000 units
8. 6/

P

151 to 400 units _|
22.2%

1 to 20 units

600 to 1000 units 13 5%

6.8%

— 2110 40 units
10.0%

41 to 150 units
30.7%
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Presentation Notes
GAIL: 
We did the managed unit count breakouts a little more precisely this year than we have in previous years, but the proportions are about the same as they were last year, with nearly 2/3 of the respondents managing between 40-600 units
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Demographics: NARPM Members

IN YOUR WORDS:

“NARPM has equipped me to triple the size of my
firm since becoming a member in 2011. The shared
experience of other operators has been the key to my

success.” 49 o/o 51 0/0

YES, I'm a NO, I'm not a
National, State, NARPM member

“NARPM is the reason my company still exists and is el "AR:"
profitable. Before joining, | was just winging it and making S
mistakes. NARPM taught me how to run my operation
legally and efficiently.”

“1 have learned so much since becoming a member.
The classes are great, and just being with other members
at the meetings and finding out that no matter what you
face each day, someone else is facing the same thing, you
are not alone.”

Buildium® mRPM‘“



Presenter
Presentation Notes
GAIL: 
This is always one of my favorite sections to get back from the survey. 

We survey both NARPM members and non-members, and this was a record year in terms of member participation! Last year about one-third of the respondents were NARPM members, but this year we are almost at a 50/50 split of NARPM members and nonmembers! 

Take a look at some of the feedback we got this year about not just the community that exists here with all of you, but with the solid business benefits that you’re realizing out of what you’re learning here. (READ A FEW QUOTES)
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State of the Industry
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Presentation Notes
CHRIS: 
Now, let’s get into what we learned from you this year.
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The last few years...

Urgency around finding operational efficiencies so you can
refocus your time

The coming importance of the “human factor” with the
pivoting market

How the industry has refocused around “empathy-driven,
service-oriented, tech-enabled” property management

...and most of all, how things are changing
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Presenter
Presentation Notes
CHRIS:
Over the last few years when we’ve had the privilege of speaking with you all, we’ve talked about the increasing urgency around gaining efficiencies so you can refocus your time.

We’ve talked about the coming importance of the “human factor” with the pivoting market, and how the industry was refocusing around “empathy-driven, service-oriented, tech-enabled” property management.

And most of all, you showed us how things were beginning to change for you.
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This year...

Property management
has changed
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Presenter
Presentation Notes
CHRIS:
Well, this year, the trends are saying - it’s no longer coming, you told us, it’s here.

Property management isn’t just changing, it has changed.
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What 1t has been...
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Presenter
Presentation Notes
CHRIS:
On the rental side of things, this has been the job, right?  (NAME SOME OF THE ITEMS)

All of these things are still true, by the way. But the environment around these things have changed
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The industry Is changing

K
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Presenter
Presentation Notes
CHRIS: 
All of the usual pressures of the job are now being additionally impacted by these huge, macro forces that are changing the industry.

If you’ve been feeling the ground shifting, you’re not alone. It’s true.
You feel it daily.
We’ve been talking about this together for the last few years.
It’s here.

At a macro level, you’re facing:
A housing market where finding an affordable place to live is getting harder, 
A legislative and regulatory environment kicking in about rent and zoning, 
The owner community is changing – 
Renter demographics - generational as well as where they’re living - continue to change
And it seems trite to say “technology is changing everything” but it is, and not just in how we transact. Technology has changed the consumer’s expectation about service, and their only loyalty now is to their own experience. 

These macro forces are ushering property management into a new chapter.
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Top Trends

Macro Trends: This is showing up in:

Costs of Housing
Legislation and Regulation
Industry Consolidation

Changing Tenant Demographics

Proptech (and all Tech)

Buildium®

Portfolio growth
Revenue and profitability

Local, state and national laws
Owner mix

Generations and geography

Tenant tech preferences
Tech innovations
How property managers use tech
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Presentation Notes
GAIL:
But ‘macro’ trends are nebulous things that are tough to get your hands around and do anything about.

So today, we’re going to talk about these macro trends through the lens of how you told us they are impacting you, specifically. (READ TABLE)
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Cost of Housing
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Presentation Notes
CHRIS:
So, the first macro trend we’ll be talking about is all of the costs associated with housing



The costs of housing

IN YOUR WORDS:

In general, cap rates are coming
e Housing prices remain at an down for real estate, especially with
all-time high single-family properties.

e Costs related to managing
housing are steadily
increasing

Sales market=loss of

doors=redirecting efforts to make

more money on the same number of
e Owners are selling vs. renting units or less.

e Cap rates continue to
compress
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Presenter
Presentation Notes
CHRIS:

Housing affordability is a huge topic, and it’s more than just the prices of houses. We’re seeing:
Housing costs are still at an all time high
Other costs (the taxes, fees, labor costs, etc.) associated with managing properties are steadily increasing, which means...
Cap rates are continuing to compress. They’ve been decreasing since early 2016 and are hovering at about 5%. This provides a disincentive to owners to do larger-scale improvements or renovations to properties, especially with rent control regulations popping up , which we’ll talk about in a bit
And so, that means a lot of owners are opting to sell instead of continuing to rent. 

Here are some examples we heard from our survey respondents on how this is playing out for you: (READ A QUOTE)
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#1: The Cost of Housing
Portfolio growth is down

Fewer PMs are reporting portfolio growth - down 7.2 points since 2016

2016
2017

2018

2019
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Presentation Notes
CHRIS:
All of this is having a direct impact on your portfolio growth. In fact, we’re seeing a steady decrease.

You’re reporting less growth than you were a few years ago. In fact, you’re 7 points lower than we were in 2016. And, while you’re still planning for growth in the next 2 years, more of you are only expecting slight growth - or none at all. 

Now, nearly 70% reporting or projecting growth is still a strong showing. But, it’s a downward trend that we’re watching closely.

Let’s take a look at what’s happening with revenue.

<NEXT>


#1: The Cost of Housing
Impacts of Revenue

4 point drop 3 point increase
in expectations of growth In expectations that revenue
in the next 2 years will stay flat
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Presentation Notes
CHRIS: 
From a revenue perspective, the good news is that you’re reporting that revenues have been mostly flat, despite shrinking portfolios, 

but when we asked about what you expect to see in 2020 and 2021, there was a 4 point drop since last year (more than we usually see from one year to the next) in those of you expecting to grow

So, what are you focusing on, in light of all of this?
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#1: The Cost of Housing

Where you’re focusing in 2020

Property Managers’ Top Priorities

Growth 38.9% 42.8%

Efficiency 48.7% 39.0%

Profitability - 34.7%

Owners 15.4% 20.3% 23.0%
Communication 20.5% 17.1% 22.6%
Balance 21.4% 12.9% 20.5%
Organization 20.8% 23.4% 19.1%
Marketing 12.8% 16.7% 19.0%
Residents 19.3% 23.8% 16.1%
Property improvements 17.3% 16.0% 12.8%
Staff 12.4% 15.6% 12.3%
Vendors 13.7% 12.1% 11.4%
Technology 9.9% 15.2% 11.2%
Downsizing 1.8% 1.9% 1.6%

[l Buildium' /
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Presenter
Presentation Notes
GAIL:
Well, as a result, when we asked you about your 2020 priorities, it makes sense that you’re prioritizing growth again this year. In fact, “Growth” as a priority increased almost 10 points over the last 3 years. 

It also makes sense that the importance of ‘efficiency’ has rebounded this year - part of how you free up your time to engage new clients would be through operational efficiencies, but interestingly, Profitability is slightly lower as a priority than it was last year – down from almost 35% to 31%. 

Our guess is that it’s because you’re focused on acquiring clients and properties more than optimizing for profitability. 

AUDIENCE QUESTION: What are your thoughts on the pendulum swinging too far back towards profitability last year? Are you now focusing back on efficiency? What do you all think about this? 

<NEXT SECTION>



Legislation and Regulation
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Presentation Notes
GAIL:
There’s another piece to the profitability question that has really exploded, and that’s around legislation and regulation
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Upzoning, rent stabilization, changing
laws

Upzoning and bans on
single-family zoning

Rent caps and rent
stabilization

Changing laws that
impact the lead-to-lease
cycle

IN YOUR WORDS:

As laws become more restrictive, we are
forced to take additional precautions in our
leasing processes and resident retention
policies. This is not always received well by
owners and residents. Our company is
currently exploring options for educating our
owners on landlord-tenant law and are hoping
that by doing this,
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Presenter
Presentation Notes
GAIL:
There are a LOT of changes going on here, and I just want to note that we are looking at this through the lens of how it impacts our industry - this is not politics. This is how these policy changes impact our economics. (READ THE QUOTE)

In an effort to combat housing-related issues, we’re seeing a lot of new regulations pop up:

Minneapolis - first city to pass city-wide limits on how they handle tenant screening.
Oregon and California - passed rent control. As some members have said, this could change the way property management is handled for good.
In Florida - localities are looking at tenants rights bills that are requiring members to be proactive in the legislative process (talking to city council etc. about why it’s not healthy for their locality)

And this is just the beginning...

<NEXT>


Impacts and Opportunities

IN YOUR WORDS:

Increasingly restricted laws and
ordinances will dissuade many rental
property investors from trying to
manage their own properties.
Increased labor costs
have made maintaining properties
exponentially more expensive. It's
more and more difficult to market
the concept of real estate
investment and becoming a landlord
to investors and property owners.
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Presentation Notes
GAIL:
Since so much of this is either brand new or still pending, we thought we would share some point of view from the narrative responses we got from the survey. This is something we will keep our eye on. (READ QUOTES)

<NEXT SECTION>





INndustry Consolidation
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Presentation Notes
CHRIS: 
Both of these things - housing costs and the pressures from legislation are definitely making themselves felt through the third macro trend, which relates to what’s going on with owners and industry consolidation
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#3: Industry Consolidation
Owner/investor changes

B 2018

W 2019
54.90%

29.10%

20.00

15.00%

Intentional Investor Accidental Landlord Unintentional Investor
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Presenter
Presentation Notes
CHRIS:
There are two parts to this, and looking at the set of bars on the left, this shows how the rental owner population has changed. And there’s a lot of other changes on this slide! 

Proportionally, intentional investors are increasing, but likely because the accidental landlords and what we call unintentional investors are getting out of the game
Last year, Accidental landlords were about 32% of the market and are now at 29%. 
Unintentional investors made up 23% of the market last year and are down to 15%

GAIL: 
It will be interesting to see what happens with this next year - We’re hearing a lot about people selling their properties - but, if the sales market is softening, the owners may decide to hold/rent after all. Chris, I really wish I had that crystal ball!
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More owner/investor changes

1.

Institutional investors
are becoming ‘national
landlords’

. Investors are

consolidating into larger
conglomerates

. Developers are building

“single family, built to
rent” communities

IN YOUR WORDS:

over the
private investors, tippin the rent
scales out of tenants’ reach.

| see the market getting tighter and
tighter for the little guy as Wall
Street big money invests heavily in
acquiring portfolios.
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Presentation Notes
CHRIS:
The second part of this story is around how the intentional investors are changing as well.

A rapid consolidation of the market by institutional investors like Invitation Homes, American Homes 4 Rent etc. 
Since 2011 they’ve bought up over 200k single-family properties across the US, largely foreclosure properties, and are becoming giant landlords. (SOURCE: The Atlantic, Feb 2019)
These giant investors are also consolidating - There used to be more of these, but in the last few years many of them have merged or acquired each other. 
There’s also a fair bit of Wall Street money on the builder side, who are constructing “single family built to rent” communities - this seems to be different in different regions. We have not seen this in New England, for instance, but in the southern and central areas these seem to be popping up.  

I want to pause here to say – this is a BIG change. Accidental landlords and unintentional investors have a whole different set of needs than these big investors.
Where they’re the same, though, is that they both need your services. 
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#3: Industry Consolidation
Top three concerns

Accidental Unintentional Intentional
Landlord Investor Investor

51%0 43%0 43%0

Maintenance Maintenance Maintenance

2890 30%0 3290
Tenants Tenants Filling Vacant Units
3096 3096 31%0
Finding a good property Finding a good property Finding a good property
manager and working manager and working manager and working
with them with them with them
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Presentation Notes
CHRIS:
It’s interesting to look at how these very differently-motivated owners talk about their concerns. Their top 3 all include maintenance, and almost identical levels of concern about finding a good property manager! 

What’s different though is about how they view their 3rd concern. Where accidental landlords and unintentional investors said they were concerned about the tenants - the people who inhabit their properties, intentional investors are all about filling the vacant property, not who they’re leasing it to.

Between us, I think the focus on the tenant is the right perspective.

<NEXT SECTION>



Tenant Demographics
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Presentation Notes
GAIL:
Next, we’ll take a look at tenant demographics, which is another 2 parter - where we’ll look at both generations as well as geography.
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#4: Tenant Demographics

Generational changes

Millennials and Gen Z are renting longer
40% of renters are 45 or older

.
Baby boomers are the fastest-growing renter segment
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Presentation Notes
GAIL
I don’t want to spend too much time on the generational piece, since this is a topic that has been well-discussed, but it’s important to note that WHO you rent to continues to change.

Millennials and the first wave of GenZ are renting longer - homes are expensive to buy, average college debt is upwards of $40k per graduate

GenX is easily a third of the renter market, and 40% of renters are over the age of 45

Specifically, Baby Boomers, who have been there and done that with home ownership responsibilities, remain the fastest growing renter segment, at 21% and climbing. 

This is likely also because of where we are in the housing market - it’s a good time to sell and get the maximum value as they approach retirement, but will that be changing?
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#4: Tenant Demographics

Geographic changes

10 U.S. Metros Losing the Most Tenants due to Domestic Migration

New York/Newark/Jersey City, NY-NJ-PA

Los Angeles/Long Beach/Anaheim, CA
Chicago/Naperville/Elgin, IL-IN-WI

Miami/Fort Lauderdale/West Palm Beach, FL
Washington/Arlington/Alexandria, DC-VA-MD-WV
San Francisco/Oakland/Hayward, CA

San Jose/Sunnyvale/Santa Clara, CA
Boston/Cambridge/Newton, MA-NH
Detroit/Warren/Dearborn, Ml

Honolulu, HI

0 100 200 300 400 500 600

Source: U.S. Census Bureau
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GAIL:
Now let’s look at how geography plays in, because this was fascinating to me.

Domestic migration is having a huge impact on the population sizes of US Metro areas. 

According to the US Census, people are leaving cities like Los Angeles, Miami, or Washington DC in favor of areas like Riverside or Ontario CA, Tampa or Jacksonville, FL, and Charlotte or Atlanta. 

This is a view of how many people leave these U.S. metros EVERY DAY (TOUCH ON A FEW NUMBERS)
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#4: Tenant Demographics

Geographic changes

10 U.S. Metros Gaining the Most Residents due to Domestic Migration

Phoenix/Mesa/Scottsdale, AZ 170

Dallas/Fort Worth/Arlington, TX

Las Vegas/Henderson/Paradise, NV
Tampa/St. Petersburg/Clearwater, FL
Austin/Round Rock, TX
Charlotte/Concord/Gastonia, NC
Atlanta/Sandy Springs/Roswell, GA
San Antonio/New Braunfels, TX

Riverside/San Bernardino/Ontario, CA

Jacksonville, FL

0 50 100 150 200

Source: U.S. Census Bureau
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Presentation Notes
CHRIS:
On the flip side, the following metro areas are growing by the day, favored by lower cost of living as well as growing job markets. 

We don’t think of ourselves as having migratory patterns, but the census is showing one. Unlike decades past, when people moved TOWARDS major cities, the migration is now flowing away from those cities and into regions not set up to handle this rate of population growth. (READ NUMBERS)

Not a single one is from where I come from up in New England. Speaking as someone who knows Boston traffic first hand, these cities would benefit a LOT from a hefty investment in infrastructure. With population growth increasing at this rate, everything from schools to fire departments to mass transit is going to grow exponentially more important over the next few years

<NEXT SECTION>


The Proptech Wave
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Presentation Notes
CHRIS:
The last macro trend we’re looking at is, of course, the impact that technology is having on the industry
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#5: The Proptech Wave
Tenant tech preferences

Paying rent online

Communicating with manager via text/email
Finding rentals online

Online resident portal

Filing maintenance requests online

Signing documents online

Smart home technology

L L |

0% 10% 20% 30% 40% 50% 60% 70% 80%
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Presenter
Presentation Notes
CHRIS:
Technology is a 3 part story, featuring the tenants, the booming investment in the space itself, and how you are adopting technology into your businesses. I love this section.

GAIL:
Chris, of COURSE, you’re a tech guy, and of course you like this part! But the impact is unmistakable. 

What’s most interesting about this data is not the proportion – although nearly half of all tenants surveyed indicated a strong preference for tech, but the INCREASES year over year should be noted:

65% said they would prefer to make payments online – this is up 4 points overall, but Gen X and Boomers jumped 8 points in a year
58% Said they preferred to communicate with their PM online - an 11 point increase overall, but that includes an 18 point jump in Gen X preference alone
49% said they would prefer to find/lease/and sign online, a 15 point jump since last year

Interestingly, smart home tech seems to have lost some favor in terms of its importance to tenants. Last year, for instance, nearly half of baby boomers said that smart home tech was a preference for them, but this year renters rated it far below these more transactional capabilities. 

CHRIS:
The survey supports what we’re seeing  - I’m sure you all have been asked whether you provide it, and there’s no denying it’s a popular, buzzy topic. There can be selling points, especially smarthome devices that map to safety. But on the list of amenities that residents actually prefer, the category of smart home tech fell far below more basic, foundational amenities like in-unit washers and dryers, being able to have a pet, etc.
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#5: The Proptech Wave
Proptech innovations

Investments in the space are dramatically increasing

$26.0

$ 20 . 0 (projected)

billion invested

$12.7

billion invested

2017 2018 2019

Source: Wall Street Journal 7/2019
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Presentation Notes
CHRIS:
Proptech is huge, and it’s driving tremendous change. The last few years have seen a surge of innovation in the proptech space that i’m sure you’re all feeling, offering point solutions for everything from rent collection to tenant screening, and much of it mobile-app driven.
But proptech is HUGE – it’s been new territory for investment in the last three years: 
2017 = $12.7B, 2018 = $20B (57% increase), 2019 = 12.9B just in the first half (track to $26B)?  (SOURCE: WSJ)
This was 2018’s hot industry, but in 2019 we’re seeing some maturity happen - nichey, point solutions for specific markets are coming together to offer broader value to a broader market
And this isn’t a bad thing – so long as you’re harnessing it to your advantage
In fact, for the first time this year we heard a fair bit of anxiety about whether all of this technology innovation is going to put PMs out of a job. 
Spoiler alert – the answer is ‘no’. And we’ll talk about that in a minute.

<NEXT>

NOTES: ”As property values have begun to plateau, and with office and retail sectors facing disruption from technology, many investors expect more real estate firms to turn to proptech to drive revenue and cut costs”
Already starting to see first wave of consolidation? Zillow+Trulia in 2015
Massive private equity firms like Blackstone & Brookfield have formed vc funds to buy stakes in proptech companies
Institutional capital is being allocated to investments to make sure that they get a piece of the success but also have some say in their needs being met with the product



#5: The Proptech Wave
How property managers are using tech

Accounting 90.2% ]+18 points

Payments 81.0%
Communications 79.4% ] +8 points
Property management software 78.5%

Listings 72.6%
Document sharing 661% ] +11 points
Website 63.5%
Maintenance 60.2%
Resident portals 60.1%
Client portals 53.7% ] +8 po ints
Reporting 49.4%
Social media 42,5%
Inspections 41.0%
Analytics 34.2%
Smart home tech
0% 20% 40% 60% 80% 100%
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CHRIS:
What we ARE seeing is that more of you are using technology to your advantage this year. Your technology adoption overall has increased 4 points just since last year, with the biggest increases in the following categories:
Accounting (+18 points)
Communications (+8 points)
Document sharing (+11 points)
Client portals (+8 points)

NOTES: EVERY PART OF YOUR WORLD is being impacted by technology. These changes show (how the universe is changing) - the platform, the resident (communications etc), and the client side - every part of the PM universe that we talked about at the beginning - seeing notable changes and increases from proptech. Not just the core things, not just the operational things, but also the experiences that are affecting residents and owners.

<NEXT SECTION>


Focusing on 2020 and Beyond
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Presenter
Presentation Notes
GAIL:
That’s a lot to take in… But let’s take a look at how you’re focusing on 2020 and beyond - what you told us you’re worried about, and how you are addressing it
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What you’re watching

Property Managers’ Top Challenges

2017 2018

I Efficiency 32.0% 32.3% 32.6%

| Growth 24.5% 26.5% 30.6% |
Maintenance 34.1% 31.4% 30.2%
Vendors 23.2% 24.6% 23.5%
Accounting 23.9% 11.3% 21.2%
Balance 18.1% 17.3% 19.3%
Staff 15.5% 22.6% 17.9%
Profitability 22.9% 19.0% 17.4%
Marketing 8.9% 11.5% 16.1%
Residents 22.9% 19.6% 15.2%
Portfolio loss 6.4% 13.5% 13.4%
Technology 11.3% 14.0% 12.2%
Communication 12.9% 11.4% 11.8%
Owners 10.2% 11.2% 10.1%
Legal issues 6.7% 6.6% 7.3%
Finances 8.9% 5.8% 5.8%

[l Buildium' /
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GAIL:
We’ve seen this every year – the top two challenges you report are always efficiency and growth, though over the last several years they’ve taken turns as to which is top of mind. 
Efficiency is your top concern again this year, but if you look YOY, you said you’re more worried about ‘growth’ by almost 25%, just in the last few years.

What’s interesting this year are the changes in the activities that map to efficiency and growth (accounting and marketing) – as you grow increasingly concerned about efficiency and growth, you are also showing increasing concerns about your accounting and marketing activities

<NEXT>


What you’re watching

Property Managers’ Top Challenges

Efficiency 32.0% 32.3% 32.6%
Growth 24.5% 26.5% 30.6%
Maintenance 34.1% 31.4% 30.2%
Vendors 23.2% 24.6% 23.5%
Accounting 23.9% 11.3% 21.2%
Balance 18.1% 17.3% 19.3%
Staff 15.5% 22.6% 17.9%
Profitability 22.9% 19.0% 17.4%
Marketing 8.9% 11.5% 16.1%
Residents 22.9% 19.6% 15.2%
Portfolio loss 6.4% 13.5% 13.4%
Technology 11.3% 14.0% 12.2%
Communication 12.9% 11.4% 11.8%
Owners 10.2% 11.2% 10.1%
Legal issues 6.7% 6.6% 7.3%
Finances 8.9% 5.8% 5.8%
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GAIL:
Now, before we move to how you’re addressing this, there were a few categories that declined as concerns, when it comes to your staff, tenants, and technology. 
We’re hoping that means you’re less concerned about them, not that you’re paying less attention to them – these are still the cornerstones of your success in this changing market
All of this signals to us how the job is becoming more complex.
Let’s take a look at how you’re taking action on these concerns…

<NEXT>
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Maintenance & repairs

Rent & fee collection

Leasing properties/marketing vacancies

Property inspections
Evictions

Cleaning

Accounting

Financial reporting
Property sales

Outdoor services
Construction/renovation
Financial/investment advice
Insurance services
Interior design/staging

Legal advice

What you’re changing

2017

65.5%

55.2%
58.4%
52.3%
44.5%
47.1%
35.0%
31.2%
35.5%
38.7%
15.7%

9.1%

9.4%

7.1%

2018

74.6%
76.4%
69.9%
68.3%
65.5%
59.0%
51.1%
38.7%
49.5%
49.2%
40.2%
17.4%
12.6%
12.9%

9.3%

80.4%
80.1%
77.3%
73.9%
68.4%
62.2%
57.1%
54.8%
52.5%
52.3%
47.6%
22.1%
15.3%
12.9%
12.9%
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GAIL:
Remember we mentioned that you said revenue was mostly flat despite shrinking portfolios? This is where we talk about why. 

It’s because, across the board, you told us that this year, the number of services you offer your clients has increased by 15 points overall.

We’ve tracked these service offerings for the last several years, and we want to highlight a couple of things. We talked about considering these top 8-10 services as “table stakes” two years ago and these growth numbers support that! 

Maintenance up 15 points, leasing and marketing up 22 points, property inspections up 16 points – this is tremendous growth. But it’s not what’s most interesting.
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Maintenance & repairs

Rent & fee collection

Leasing properties/marketing vacancies

Property inspections
Evictions

Cleaning

Accounting

Financial reporting
Property sales

Outdoor services
Construction/renovation
Financial/investment advice
Insurance services
Interior design/staging

Legal operations

What you’re changing

2017

65.5%

55.2%
58.4%
52.3%
44.5%
47.1%
35.0%
31.2%
35.5%
38.7%
15.7%

9.1%

9.4%

7.1%

2018

74.6%
76.4%
69.9%
68.3%
65.5%
59.0%
51.1%
38.7%
49.5%
49.2%
40.2%
17.4%
12.6%
12.9%

9.3%

80.4%
80.1%
77.3%
73.9%
68.4%
62.2%
57.1%
54.8%
52.5%
52.3%
47.6%
22.1%
15.3%
12.9%
12.9%
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GAIL:
What’s most interesting to us in this data is what we’re seeing as increases in expertise-based services. These are the things that differentiate you. They speak to your experience and expertise and versatility, and reflect the strong local relationships you have. 

*This* is how the job is changing – it’s not about just the physical unit. It’s about the unique value-add that only you can bring.
Expertise-based services surged:
Financial reporting up almost 20 points (or 57%)
Property sales up 21 points (or 68%)
Financial advice up 6 points (or 41%)
Staging and design up 4 points (or 37%)
Even partnering to provide guidance to landlords about operating legally, which is really about following regulations properly, is up 6 points (or 77%)

ASK AUDIENCE: By a show of hands who is now offering financial reporting? Property sales? Financial advice? Staging and design?

<NEXT SECTION>



One Thing to Note...
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CHRIS:
Before we wrap up here, I do want to bring up a sobering thought.

<NEXT>



Fewer people entering the field

How long have you worked in property management?

2017 2018
0 to 2 years 21.0% 14.5% 10.3%
3 to 10 years 40.0% 39.0% 38.0%
11 to 20 years 20.0% 24.0% 28.8%
19.0% 22.5% 22.9%

Over 20 years

Buildium®
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CHRIS:
We previewed some concern over this last year, but this year confirmed it. The industry is potentially facing a labor shortage – The number of people entering the industry, here represented by people who responded to the survey who said they were  in 0-2 range - has dropped by half in the last few years.

That’s why industry organizations like NARPM are so critical in the field - providing education and the professional relationships that you all have benefitted from in your careers. More to the point, the job needs a serious PR campaign! We need to pay attention to how we coach and mentor young people and show them all of the ways that this job is not only critical, but an ideal opportunity for people with entrepreneurial spirit! 


GAIL:  The data supports why NARPM is looking at the 3-20 years as the core membership.

NARPM is also working on a pilot program w/ Old Dominion University. It’s actually designed to help prepare students to enter the property management profession after graduation. We’re hoping this will help us develop a program that helps local NARPM chapters work with local colleges and universities do exactly this in their real estate programs.

<NEXT SECTION>
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CHRIS:

Ok, that’s something for us to pay attention to, and we have the ability to affect change there for the future of your industry, so let’s take a look at the opportunity ahead.

<NEXT>
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The opportunity

There will be a

1090

Increase iNn demand
for property
managers

Source: U.S. Bureau of Labor Statistics

Buildium®

Since

2018..

More people are
renting vs owning

Source: U.S. Census Bureau
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CHRIS: 
We’ve talked about a lot of change today. There’s a lot going on that is changing the industry, and changing your very job.

But here’s the good news:
The Bureau of Labor Statistics is predicting a 10% increase in property management jobs by 2026 - that’s more than what they’re projecting for other professions, which are expected to grow about 7%
 In 2018 the number of people who rent their homes surpassed the number of people who own their home in the US for the first time ever - and that trend is only projected to increase

Combine that with all the Wall Street money that’s flowing into your space, and this is a GREAT supply/demand story for the industry. AND there’s an interesting opportunity there for those who are ready to grab it.

<NEXT>


The future of property management

e Property managers play a critical, more consultative
role as regulations complicate ownership

e Relationships are still at the heart of property
management, despite proptech hype

e Creating high-touch, personalized experiences are
critical

Buildium®
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GAIL:
That’s right. Because the job is changing. You’ve been talking a lot lately, Chris,  about how property management increasingly resembles the hospitality industry.

The role is becoming more consultative - especially as regulations complicate things for landlords. 
Relationships are still the most important thing, despite all the proptech hype, and your customers are drawn to high-touch personalized experiences.

That’s what this all boils down to - the experience you create. Yeah, property managers can benefit from and even differentiate themselves with technology, but it should all be in service to a strategy that creates an excellent tenant experience.

<NEXT>


What you can do

Focus on owner and tenant experiences

e Prioritize the human relationships and the value you add

e Look at what expertise-based services you can offer, and monetize them
e Have a ‘hospitality’ mindset

“We’ll become more profitable by taking care of our property owners, and
can do that by ensuring that our residents are happy—and then they’ll

stay longer and pay slightly higher rent over time. Everyone wins!”
(Austin, TX)
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GAIL:
So, here are a few things for you to take away today, of what you can do to be best positioned for the future.

First and foremost, ground every decision you make in the experience and relationship you’re looking to create with your owner/investors and tenants, no matter if it's about a tech investment, a change to amenities, or adding to your service offerings

<NEXT>


What you can do

Focus on owner and tenant experiences

Focus on your local expertise

e Property ownership might be national, but management is inherently hyper-local
e Stay on top of what’s going on in local regulations and trends

e Stay connected with learning and community organizations like NARPM

“Increasingly restrictive laws and ordinances
will dissuade many rental property
investors from trying to manage their own
properties.

It has not only
added value by opening up networking
with other property managers, but the
recognition of my membership and the
achievements of the RMP & MPM
designations have earned me countless

business opportunities.
mnpw
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GAIL:
Focus on your local expertise - institutional investors might be taking a national view, but property management cannot be handled at a national level. 
Awareness of local market trends matters more than ever, especially as growth in up-and-coming cities outpaces primary markets
Consider how that can benefit your business - 
Diversify your revenue stream – look for what expertise-based services you might have to offer your clients – or attract new ones – and monetize them
Keep learning – stay connected with all that is available through your NARPM membership. Take advantage of the learning opportunities 


.

What you can do

Focus on owner and tenant experiences
Focus on your local expertise

Embrace proptech

e Make it work for you with process and transaction-oriented services
e Focus on operational efficiencies
e Don’t get distracted by buzzwords and hype

mRPM"
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CHRIS:�And lastly - and I know Gail makes fun of me for being a tech guy but I mean this - make tech work for you. The money is investing here because there’s an opportunity, and you need to make it work for YOU. Let it give you time back in your day - and don’t get distracted by click-bait headlines and hype. 

Stay focused on experience. Take a page out of the consumer-focused industries that have gone through this surge of tech investment before us - retail, banking and so on - and think about HOW you’re reflecting your relationship with your residents and owners. That is where you will differentiate.

<NEXT>


Focus on the human experience

You can’t build an app for that.
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CHRIS:
We said it last year, and it’s even more true today.

Focus on the human experience, and you’ll be irreplaceable.

You can’t build an app for that.


<END>


The State of Property Management
Industry Report

Buildium booth
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So come by our Buildium booth, get a copy of the report, and we’d love to talk to you about the results of this year’s report!


THANK YOU

(see you Iin 2020!")

mRPM"



	Slide Number 1
	Speakers
	The State of Property Management �Industry Report
	Who we talked to
	Demographics
	Demographics: Number of units managed
	Demographics: NARPM Members
	State of the Industry
	The last few years...
	This year...
	What it has been...
	The industry is changing
	Top Trends
	Macro Trend #1:��Cost of Housing
	#1: The Cost of Housing
The costs of housing
	#1: The Cost of Housing
Portfolio growth is down
	#1: The Cost of Housing
Impacts of Revenue
	#1: The Cost of Housing
Where you’re focusing in 2020
	Macro Trend #2:��Legislation and Regulation
	#2: Legislation and Regulation
Upzoning, rent stabilization, changing laws
	#2: Legislation and Regulation
Impacts and Opportunities

	Macro Trend #3:��Industry Consolidation
	#3: Industry Consolidation
Owner/investor changes

	#3: Industry Consolidation
More owner/investor changes

	#3: Industry Consolidation
Top three concerns
	Macro Trend #4:��Tenant Demographics
	#4: Tenant Demographics
Generational changes
	#4: Tenant Demographics
Geographic changes
	#4: Tenant Demographics
Geographic changes
	Macro Trend #5:��The Proptech Wave
	#5: The Proptech Wave
Tenant tech preferences
	#5: The Proptech Wave
Proptech innovations
	#5: The Proptech Wave
How property managers are using tech
	Focusing on 2020 and Beyond
	What you’re watching
	What you’re watching
	What you’re changing
	What you’re changing
	One Thing to Note...
	Fewer people entering the field
	The Opportunity Ahead
	The opportunity
	The future of property management
	What you can do
	What you can do
	What you can do
	Slide Number 47
	The State of Property Management �Industry Report
	THANK YOU

