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Transparency and the 5 essentials 
of effective owner management

If trust is the cornerstone of a strong owner/property manager relationship, 

transparency is the key to getting there. But as every property manager knows, 

management involves a delicate juggling act that balances owner needs, guest 

satisfaction, and your property management company’s (PMC) bottom line. 

Therefore, effective owner management not only makes information readily 

available, it also sets clear expectations. From accounting to analytics, here are 

some of the best practices for keeping your owners informed and happy.
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01
Set realistic expectations

An owner who is expecting $60K of annual revenue and only receives $30K won’t be 

a happy owner. Use forecasting tools to provide owners with an accurate picture of 

what they can expect to earn even before they sign a contract with you. Educate 

your owners about seasonality and other factors that may impact their business. 

Then keep your owners up-to-date with pace reports that compare the current year 

to the previous one, and benchmark reports that show how their property compares 

to similar listings in the area. 

Pro tip: Expectation setting isn’t just about revenue. From adding a personal touch to 

property wear-and-tear, let owners know what you as a PMC can (or can’t) do for 

them, as well as what damage could potentially happen to their property. 

02
Communicate clearly

Keeping your owners informed is key to maintaining a good relationship. Use a 

dedicated owners portal to easily share information, such as the property’s 

reservation calendar and financial reporting. A good owners portal will give owners 

the ability to generate their own reports based on the data available and make 

owners statements easily accessible. Improve owner communication even further by 

making sure their questions don’t get lost. A separate owners inbox that funnels 

owner messages to a different place from your guest messages will help you stay on 

top of their inquiries.

Pro tip: Always stay in control. From revenue to reservations, your owners portal should 

allow you to curate what information you share with owners — and what you don’t.
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Pro tip: Use review analytics tools to provide owners with real feedback from 

guests��x�������� help them better understand what improvements need to be 

made to their properties in order to deliver the best guest experience. 
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Your back office

In the sections above, we discussed 

how to attract new owners and how to 

keep them informed. Effective owner 

management also requires having your 

back office in order to give you a clear 

grasp of owner activity. 

Perhaps the most important tool in managing owner 

activity is having a property management system 

(PMS) that supports not only guest reservations and 

day-to-day operations, but one that also integrates the 

various aspects of owner management. Here are some 

of the features to look for in a PMS to promote better 

owner management and give you a full picture of your 

owner activity. 

Robust owner profile & analytics

Your PMS should put the information you need 

about owners at your fingertips, from allowing 

you to sort and search your properties by 

owner to providing detailed reports of how 

your owners’ properties are performing. Owner 

analytics like booked dates, nightly revenue, 

and booking channels not only give you a 

deeper understanding of what’s working and 

what areas need improvement, but also make 

it easier to convey that information to owners.

Owner activity reports

How often do your owners book stays in their 

own properties? Do they always come at the 

same time of year? Being able to extrapolate 

patterns of owner activity — such as a three-

week stay during the high season — can help 

you better predict your own earnings as a 

PMS. Plus, make sure your PMS helps reduce 

the amount of hand-holding you need to do 

for your owners by letting them do things on 

their own, from booking their stays to 

downloading reports.

Accounting and revenue sharing

A strong PMS will have accounting software 

that not only includes staples like bank 

reconciliation, but will also enable the correct 

setup of business models. Look for software 

that supports complex ownership structures 

such as fractional and co-ownership,  

calculates revenue sharing automatically, and 

offers multiple payout methods.

Owner statements

Your owner statements are critical for 

communication and transparency, but having 

the information from them easily accessible is 

key to your business’s organization and 

operations. Look for a PMS that displays 

revenue, expenses, payments, and payout 

status at a glance; makes it easy to filter the 

information by several parameters; allows you 

to send owner statements individually or in 

bulk; and provides a clear and concise view of 

a property’s performance. You should also be 

able to customize what information you share 

and what you’d prefer not to make available, 

whether for all of your owners or specific 

ones. Having the ability to brand your 

statements with your own logo or design also 

contributes to retention, reminding owners 

that they are in the hands of your PMS.

Mastering the owner equation 10



Put your best face forward: 
attracting new owners

The Magic of  
SweetSuites
Find the best accommodation for your holiday

check-in check-out Guests

S w e e t S u i t e s Home About Locations Contact Book now

< / >

Word-of-mouth is your best tool 

for attracting new owners.

Effective owner management will not only significantly 

reduce churn, it will also transform your clients into 

advocates who can further drive growth. However, in 

high-demand areas where PMCs vie for limited 

inventory, attracting new owners also requires a multi-

pronged approach that combines effective marketing 

and branding with the ability to confidently assure 

owners that you will safeguard their investment. 


Travelers look for professionalism when choosing a 

short-term rental, and property owners are no 

different. A professionally designed website with a 

booking engine can help establish your PMC not only 

as a manager, but also as a known brand. It signifies a 

level of professionalism that differentiates you from 

hosts with only a handful of properties, and positions 

your collective properties as a single brand, building 

loyalty among travelers.

Professional photos can 

increase your bookings by 

20%

Similarly, a strong social media presence lets you show 

more of your properties than is possible on the OTAs 

and allows you to provide a curated experience for 

travelers, signaling to property owners that you have 

your finger on the pulse. To truly put your best face 

forward, always use professional photos to showcase 

your properties. Not only can this increase your 

, it’s also another signal to property 

owners that they’re putting their home in good hands.

bookings by 20%

Mastering the owner equation 11
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