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FOREWORD

A Letter From
The Founder

The Al era in property management is not coming. It is here. And it is not going fo be a slow, gradual adoption curve.

It is going to be a compression event.

The same structural characteristics that made this industry ripe for virtual assistants make it exceptionally vulnerable
to rapid Al disruption. The workflows that fill your team's time—Ilease renewals, maintenance follow-up, owner

reporting, delinquency notices—are exactly what Al agents execute best.

Il The window to be an early mover is open. It will

not stay open long.

Why I'm Saying This
| am not a technologist. | am a real estate investor who became a property manager because | couldn't find an
operator | actually trusted.

Managing doors showed me the massive blind spots in our industry. We lacked objective information. We lacked real

accountability. The gap between what operators promise and what clients actually experience was simply too wide.
That gap is exactly where PropertyManagement.com was born.

The vision was simple: this industry needed a Carfax. We needed a trusted, independent source of truth. No pay-to-
play rankings. No sponsored opinions dressed up as expertise. Just verified data from real clients and operators,

scored transparently.

In under a year, we have scored over 10,000 property management companies, published the first independent
Vendor Performance Index, and collected more than 1,123 verified client surveys alongside 1,085 verified vendor
ratings. We built the data infrastructure this industry has needed for a decade. And we built it at the exact moment

the most significant technological shift in property management history is beginning to unfold.

What This Moment Requires

Property managers are incredibly busy, rightfully skeptical of hype, and chronically underserved by the information

environment around them.
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You hear from vendors with something to sell and influencers with affiliate deals to protect. What you rarely hear is

the unvarnished truth about what is actually working.

That information gap causes real harm. Making expensive, long-term decisions based on sponsored guidance
is not a strategy. It is a liability.

This report exists to be a different kind of resource. Everything inside it is grounded in verified data. No vendor paid

to be ranked. No sponsor shaped the findings. The scores are earned, not purchased.

The industry is at an inflection point. What you need right now is facts, data, and trust—not noise. We are committed

to providing exactly that.

Viatt-Speer

Matt Speer

Founder & CEO, PropertyManagement.com

INDIANAPOLIS, INDIANA - 2026
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ABOUT THIS DATA

Who Participoated
In This Report

382 verified property management companies completed our onboarding process, collectively representing
258,879 doors under management—a combined portfolio rivaling some of the largest single-family rental REITs in

the country.

Portfolio size, operational model, fee structure, and credentialing data were verified on a company-by-company

basis.

DATA LAYERS

Data Layer Volume
Verified PM companies profiled 382
Total doors under management represented 258,879
Verified vendor ratings from PM operators 1,085
Unique vendors scored across the ecosystem 66
Verified client surveys from owners & investors 1,123
Vendor categories scored 12

The 1,085 vendor ratings power the software rankings in this report. The 1,123 verified client surveys—collected
directly from the owners and investors served by PM companies in our dataset—power the NPS and satisfaction
benchmarks. When we tell you which software drives the highest client NPS, that conclusion is grounded in actual

owner feedback, not operator self-assessment.

The Deep-Profile Cohort: 121 Compcanies

Within the 382-company universe, 121 companies completed both the full onboarding profile and the vendor
evaluation survey. This cohort is where we cross-reference operator characteristics against the tools they use and the

outcomes they produce.

The median company in this cohort: 370 doors, 9 team members, 15 years in business, $1,940/month average
rent, 88% NARPM membership, 73% conference attendance, 4.6-star median Google rating across 231
reviews.
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DEEP-PROFILE COHORT CHARACTERISTICS

Metric Median Mean Min Max
Portfolio Size (doors) 370 716 12 11,000
Google Rating (stars) 4.60 4.50 3.30 5.00
Google Reviews (count) 231 395 1 6,558
Years in Business 15 17 0 73
Average Rent ($/month) $1,941 $1,961 $715 $3,754
Team Size 9 16 1 1562
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THE WORKFORCE DATA

Remote Teams Are
The Default, Not
The Exception

The property management industry already made its first major workforce transition. It happened quietly over the last
decade, and the data confirms it: four in five PM companies in our cohort employ at least one remote team member,

and the typical operator runs a team that is roughly one-third remote.

This is not an emerging trend. It is the established operating model—and it is the foundation that makes the next

transition, fo Al agents, both inevitable and quantifiable.

33% 3%

of companies have at median remote share total remote headcount of companies are
least of total team across sample fully remote
one remote team
member

How Remote Work Scales With Company Size

Remote adoption is near-universal, but the role it plays changes with scale. Small operators use remote workers as
their core leverage model—often one or two VAs handling the repeatable workflows that keep the business running.
Larger operators treat remote workers as a specialized layer within a dense on-site team. Every company above 20

staff in our sample has remote workers. The difference is the share of the team they represent.

The table below shows two distinct metrics: what percentage of companies in each team-size bucket employ at least one

remote worker, and among those companies, what share of their total team is remote on average.

REMOTE WORKFORCE BY TEAM SIZE

Team Size n % With Remote Workers Avg % of Team Remote Pattern

1-5 31 68% 37.6% Remote as core leverage
6—10 34 79% 32.6% Blended model

1—20 28 89% 33.2% Blended model
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Team Size n % With Remote Workers Avg % of Team Remote Pattern
21—-50 14 93% 24.6% Specialized layer
50+ 6 100% 24.0% Specialized layer

Why This Is The Setup For Al Agents

The workflows remote team members run today—Ilease renewal outreach, maintenance follow-up, owner report
delivery, delinquency notices, review request sequences—are repeatable, rule-based, and high-volume. Those are

exactly the characteristics that make a process ready for Al agents.

The industry did not adopt remote workers because the work required remote talent. It adopted them because the
work was defined enough to hand off to someone who had never set foot in the office. Al is the next iteration of

that same dynamic.

Put that into economic terms. Roughly 25,000 professional PM companies operate in the U.S. If their remote

workforce composition mirrors our cohort—a median of 3 remote team members at an average cost of $1,900 per
month—the industry is spending approximately $1.4 billion annually on remote labor. Even a conservative estimate
that Al agents can absorb 20—25% of those workflows represents approaching $300 million in potential savings

across the industry.

To be clear: this is not an argument that VAs are going away. It is an argument that the work they are doing is about
to change. The operators who move first will redeploy that capacity in one of three ways: elevate their remote team
members into Al agent orchestrators who manage workflows instead of executing them; reinvest the savings into

local hires who handle the relationship-driven work Al cannot touch; or do both. The result is not fewer people. It is

more leverage per person—and the operators who find that leverage first will be the ones who pull ahead.

Il The industry adopted remote workers
because the work was defined enough to hand
off. Al is the next itercation of that sacame dynamic

—except Al does not have a learning curve, does
not require management, and gets better over
time.
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SECTION ONE

Start With
Your Clients

Every PM operator we talk to wants the same things: more doors, less client churn, higher margins. The conversation
usually jumps straight fo marketing, sales, or the next software tool. But the operators who are actually achieving
those outcomes share a discipline that most skip entirely: they systematically ask their clients what they think, and

they take the answers seriously.

Client feedback is not a feel-good exercise. It is the only accurate diagnostic you have for the health of your business.
Without it, you are optimizing blind—investing in tools, hiring staff, and chasing new business without knowing
whether your foundation is solid or eroding beneath you. And in an Al era where everything moves faster—where
client expectations are rising and your competitors are automating faster than you can hire—operating without that

diagnostic is not just inefficient. It is dangerous.

The Problem With How Most Property Managers Collect
Feedback

Most property management companies fall into one of two fraps.

The first is doing nothing—no formal feedback process, no NPS, no surveys. They assume that silence is

satisfaction. Our data suggests otherwise: the clients who are most dissatisfied rarely complain. They just leave.

The second trap is chasing five-star Google reviews. Reviews have value, but they are not a business intelligence
tool. A review tells you that someone—a tenant, a homeowner, occasionally a family member of the operator—was
happy enough to take three minutes out of their day. It does not tell you which dimensions of your service are driving
satisfaction or which ones are quietly building churn. It can also be gamed, which is exactly why homeowners and

investors are increasingly skeptical of them.

What you actually need is a structured, verified, ongoing feedback system that gives you NPS, dimension-level

scores, and open-text signals—tied to real client relationships, not anonymous internet strangers.

Il The clients who are most dissatisfied rarely

complain. They just leave.
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What Good Feedback Infrastructure Looks Like

Systematic. Feedback is triggered at defined moments in the client lifecycle—onboarding, 90 days, annual renewal,
and offboarding. It is not ad hoc.

Verified. Responses are tied to a confirmed client relationship. This eliminates gaming and gives the data credibility.

Scored. The feedback generates NPS and dimension-level scores across responsiveness, communication,
maintenance, financial reporting, and overall satisfaction.

Acted on. The data is reviewed regularly and connected to operational decisions. High-performing teams use NPS
driver data to set quarterly priorities.

Why This Is The Starting Line

Everything else in this report—the right tech stack, Al adoption, marketing investment—flows downstream from this
discipline. If you do not know your NPS, you do not know whether your growth is compounding on a strong
foundation or stacking more clients onto a leaky bucket. If you do not know your weakest dimension, you cannot
make an informed decision about where your next technology investment should go. If you do not know which

clients are at risk, you will always be surprised by churn.

The PM companies that will win this era are not necessarily the ones with the most capital or the best marketing.
They are the ones with the clearest picture of their own operations. Client feedback is how you get that picture. It is
also how Al starts to work for you—~because Al needs data, and the richest data you have is what your clients are

telling you.

THE PROPERTYMANAGEMENT.COM VERIFIED SURVEY SYSTEM

Reputcation data clients trust.
Opercational data you can act on.
PropertyManagement.com's verified client survey system gives operators the operational data they need internally and

the public reputation data their prospects need externally. Every response is tied to a confirmed client relationship and
published as part of the PM's TrueMatch™ Score on their company profile.

The PM builds a reputation on real data. The client gets a voice that matters. The industry gets a trust infrastructure it has
never had.

This is not a review platform. It is a business intelligence and reputation system built specifically for property
management.
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SECTION TWO

The Outcomes Data

PropertyManagement.com sits in a position that no other entity in the industry occupies: we have verified survey data
from both sides of the property management relationship. We know what property managers think of their software

vendors. And we know what homeowners and investors think of their property managers.

That dual data set makes something possible for the first time: a direct, verified line between the tools a PM company

uses and the client outcomes they produce.

What Clients Actucally Think

The aggregate NPS for residential property management, based on our verified data, tells a story of an industry with
significant room to grow. The spread between the best-performing companies and the worst is wide—far wider than

in comparable service industries.

The top quartile of PM companies on PropertyManagement.com are generating NPS scores that rival best-in-class
consumer brands. The bottom quartile are running negative NPS—more detractors than promoters. These
companies are not just leaving growth on the table. They are actively generating negative word of mouth in their

markets, often without knowing it.

The Dimensions That Separate The Best From The Rest

Our verified client surveys measure the core dimensions of the property management experience. Across thousands

of responses, a clear pattern emerges.

The commodity metrics—maintenance response time, basic financial reporting, vacancy days—are table stakes.
Delivering on those fronts simply keeps you in the game. The dimensions that actually separate high-NPS operators
from low-NPS operators are experiential. It comes down to how satisfied clients feel with the leasing process, how

they perceive the value of their maintenance spend, and whether they trust the overall relationship.

Overall Satisfaction & NPS

This is the meta-dimension. We ask owners two direct questions: how satisfied they are overall, and how likely they
are to recommend the company to another investor. The best operators don't just avoid dissatisfied clients; they

actively generate Promoters (scores of 9 or 10). This is the ultimate indicator of brand trust.

Leasing Performance

We ask clients how satisfied they are with the PM's ability to find and place quality tenants. This is where the largest
measurable gaps live in our data. Finding a tenant is a transaction; placing a quality tenant is a relationship-builder.
When clients feel the leasing process was handled well, the rest of the operational relationship gets a massive

tailwind.
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Maintencance Cost Value

Clients do not just want fast maintenance—they want to feel the spend is fair. We ask owners to rate their
maintenance costs compared to market rates. The perceived value of this spend correlates incredibly tightly with
overall NPS. If an owner feels they are being overcharged for repairs, no amount of fast communication will save the

relationship.

Maintenance Communication

We ask owners how quickly their property manager responds when maintenance issues actually arise. Clients do not
need their PM available around the clock. They need to know that when something breaks, someone will answer.

Perceived responsiveness predicts loyalty more reliably than raw execution speed.

Accounting & Financical Reporting

Owners are investors. They want to understand their numbers. We ask a simple question: how easy is it to
understand your monthly financial statements? Basic clarity is a near-universal expectation. The PM companies that

win are the ones producing reports their clients can interpret without having to pick up the phone.

Vacancy Time

Every day a unit sits empty is a day of lost revenue. We ask owners directly how many days of vacancy their property
averages each year. But our data reveals a crucial nuance: vacancy speed alone does not predict a high NPS. It is the

combination of fast placement and the client's experience of the process that drives true loyalty.

Il The commodity metrics are table stakes.
What separates a world-class operator from an

average one is how the client experiences the
relationship—not just how fast you answer the
phone.

Software Tools Drive Outcomes

Here is the finding that makes PropertyManagement.com's data set uniquely valuable: PM companies using higher-

VPI-rated software produce better client outcomes.

The relationship is not a simple one—selection effects are real, and the best operators tend to choose the best tools,
making it difficult to fully isolate the tool's contribution from the operator's discipline. But the correlation is directional

and consistent across every category we analyzed: PMS, leasing, and maintenance.

The pattern is clear enough to act on: the tools you choose matter.
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Il The tools you choose mcatter. PM compcadnies
using higher-VPI-rated software produce

measurably better client outcomes. That's not an
opinion. It's in the data.
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SECTION THREE

The Tech Stack
That Drives Outcomes

The average property management company runs six to ten software tools. Most were chosen reactively—a trial
here, a recommendation from a peer at a conference, a vendor who called at the right moment. Very few PM

operators have ever sat down and designed a stack with a strategic goal in mind.

That gap is expensive. Not in subscription costs—though that too—but in the operational friction that comes from
systems that do not integrate, data that lives in silos, and workflows that require manual intervention because the

tools cannot talk to each other.

The PM companies winning operationally in 2026 have made a different choice. They have built their stack around a

central data layer. And as Al enters the picture, that decision is becoming a competitive moat.

Why Data Centralization Is The Real Goadl

When you evaluate a new software tool, the natural instinct is to evaluate features: does it do what | need it to do?

That is necessary but insufficient. The better question is: does this tool make my data more accessible, or less?

Al agents need context to be useful. Context comes from data. Data has to live somewhere that can be read,
queried, and acted on. PM companies that chose open-API platforms and built their stacks with integrations in mind
are sifting on a data asset right now. The ones who chose closed systems are locked out of that leverage until they

switch.

This is not a hypothetical future consideration. It is a present competitive disadvantage for operators who are not

thinking about it.

If | Were Starting My Property Management Compcany Over
Today

| want to be direct here. What follows is not sponsored. No vendor paid to be mentioned. These are the tools | would
choose if | were building a property management company from scratch today—»based on our VPI data, our client

outcome data, and my own direct experience in this industry.

| share this for a straightforward reason: there is too much noise in our industry about which tools to use, and too
much of that noise is shaped by affiliate deals and conference sponsorships rather than actual outcomes. The
operators who win the next five years will make technology decisions based on data, not on who was most

convincing on a podcast. | say that as someone who also has a podcast.

This is my honest, data-grounded perspective—nothing more.
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THE RECOMMENDED STACK - 2026

If l were starting my PM
compoany over today, this is the
stack | would build.

Not sponsored. No affiliate deals. Every pick is grounded in independent VPI data, verified client
outcomes, and direct operator experience. The numbers below are the headline signals. The detailed

case for each follows.

PROPERTY MANAGEMENT SOFTWARE MAINTENANCE

Rentvine Property Meld

82.21 91.4% 86.96 Top S

VPI score Client NPS Promoters VPI score Operator NPS Across 96
vendors

LEASING BANKING

RentEngine Enterprise Bank & Trust

87.28 80% 91.00 #1

VPI score NARPM Filled <30 days VPI score Operator NPS Across 96
credentialed vendors

WEBSITES & SEO WORKFLOW AUTOMATION

GoodJuju Aptly

90.17 93.22 79.73 n=4

VPI score Pricing score Support score VPI score Operator NPS Early signal
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Rentvine

CATEGORY LEADER VPI 82.21 N=76

If | were starting over, my PMS would be Rentvine. And the reason starts with architecture.

The PMS category is in the middle of its largest shift since cloud replaced desktop. Al agents, no-code
automation, and specialized proptech are all being built on the assumption that a PMS will let data flow out—and
flow back in—without permission slips, premium fiers, or partnership gates. A closed or restricted APl is not an
integration inconvenience. It is a decade-long limit on what your operation can become.

Rentvine offers a fully open RESTful AP, included in base pricing, with complete documentation and no vendor-
gated restrictions. Third-party tools can integrate directly. Operators retain full data access for twelve months after
cancellation. In an Al-first world, that is not a nice-to-have. It is the foundation everything else is built on.

The customer experience layered on top of that architecture is what makes the choice easy. Rentvine earned the
highest VPI score in its category at 82.21 across 76 verified operator surveys—but the specific dimension that
stands out is support. Rentvine posts a Support Quality score of 84.59 and an operator NPS of +58.60, in a
category where operator satisfaction with PMS support has historically been one of the weakest signals in the
entire dataset.

The client-outcome data corroborates the operator verdict. Across more than a thousand verified surveys from
the owners and investors served by PMs on the three major PMS platforms, Rentvine-based PMs produce a client
NPS of +85.7—the highest of any major PMS in our dataset, with 91.4% of clients qualifying as Promoters and
94.3% reporting they are "very satisfied" with the leasing experience.

And one more pattern worth naming: Rentvine's operator base is, disproportionately, recent switchers. The
majority of Rentvine evaluators in our dataset moved to the platform within the last two years, and their qualitative
feedback consistently describes the migration as easier than they expected. | expect Rentvine to continue taking
share as operators who have been watching from the sidelines conclude that the switch is more manageable than
the one they feared.
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A

Property Meld

CATEGORY LEADER VPI 86.96 N=43

This was the toughest call in the stack—and the maintenance category report is the reason why. Unlike PMS or
leasing, this category does not yield a single clear winner on client outcomes.

Property Meld earns the edge based on the weight of its operator verdict (VP 86.96, NPS +77.8, credibility
92.45), the depth of its maintenance-specific workflow capabilities, and the largest category footprint at 109
identified PM customers. lts client-outcome numbers, once you adjust for a handful of PMs in operational crisis
whose issues have nothing to do with their maintenance software, land at +68.2 NPS—at parity with the category
baseline.

Two companies came close to changing my mind. Mason has the strongest pure operator-verdict profile in the
category: VPI 86.49 across 9 evaluations, with a perfect NPS of +100 and category-leading Performance
(92.04). That unanimity is matched by almost no other vendor in our entire 96-vendor dataset. The gap: we have
zero PMs with client-outcome data for Mason, so the operator love story cannot yet be connected to client
results. Give them another year of data and this decision could look different.

Vendoroo posts the strongest client-facing maintenance numbers we have measured: 48.5% of its clients rate
maintenance costs below market value—more than double Property Meld's rate—and 92.3% of its clients are
Promoters. The caveat: the client-outcome sample is 4 PMs and 39 client surveys. The signal is real. The
precision demands more data. | am watching closely.

The broader signal from the maintenance category: Al is coming for this workflow faster than most vendors are
prepared for. The winners will be the platforms that embrace that transition rather than resist it.
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A

RentEngine

CATEGORY LEADER VPI 87.28 N=43

Leasing software is the vacancy killer. Every day a unit sits empty is a day of lost revenue—for the PM and for the
owner. The metrics that matter here are time-to-lease, applicant experience quality, and how well the platform
communicates throughout the process.

The leasing category data tells a nuanced story. ShowMojo-based operators deliver the highest raw client NPS of
the three leasing platforms at +88.1, and the advantage extends across nearly every dimension measured. But
when you control for PMS mix—restricting the comparison to AppFolio-running PMs only—RentEngine edges
ShowMojo on client NPS (+82.9 vs. +80.0). RentEngine's users carry the highest NARPM credentialing rate of
any leasing fool in the dataset at 95.2%, and they lead on the core job-to-be-done metric: 80% of clients report
vacancy filled within 30 days.

RentEngine earns the nod based on that combination: leasing-specific depth, the most professionally
credentialed user base in the category, a clean applicant-facing experience, and a vacancy-speed story that holds
up when you control for confounds. Its VPI of 87.28—the highest in the leasing category—is backed by
category-leading Support Quality (92.45) and Credibility (91.51).

Tenant Turner is the industry default with 5x the adoption of either competitor. Its client outcomes trail on every
experiential dimension, and the 32.6% of its clients experiencing 31+ day vacancy fills (vs. ~20% for competitors)
is a gap the product feam should be focused on closing.
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Enterprise Bank & Trust

CATEGORY LEADER VPI 91.00 N=65

Banking is not a category most PM operators think of as a tech stack decision. It should be. The right banking
partner affects how quickly you move money, how cleanly your trust accounting works, and whether you have a
human being who understands property management on the other end of the phone when something goes

wrong.

Enterprise Bank & Trust earns this spot because their customers say so, consistently and loudly. With a VPI of
91.00, Enterprise leads every banking vendor in our dataset across every measured dimension: Credibility
(95.00), Pricing (94.27), Support Quality (92.67), and Ease of Use (92.20), with an operator NPS of +92.3 that
ranks among the top three vendors in the entire 96-vendor ecosystem.

Allison DiSarro was the single most-referenced individual in our entire banking survey dataset—a signal that the
relationship quality here is genuinely differentiated. In a category where human judgment will always matter,
nobody outperforms Enterprise on that dimension right now.

Column Bank is worth watching. Their architecture is more aligned with the open, API-first vision | have for where
property management banking is going. But they are early, PM is a small segment of their total business, and we
do not yet have the verified customer data fo make a confident recommendation. When that data is there, the

conversation may change.

Mason, Appgentic & Haven

CATEGORY — EMERGING

It is no secret that PropertyManagement.com is building an Al Agent Marketplace—a platform where PM
operators can centralize their data through our MCP gateway and activate pre-built Al agents and automations on
top of it. We do not see the agents being built in our industry as competitors. We see them through an
abundance mindset: our role is to surface and elevate the best ones.

The three companies that have me the most excited right now are Mason, Appgentic, and Haven. Each is
approaching the agentic layer of property management differently, and each is early enough that the trajectory
matters more than the current feature set.

What they share is a genuine conviction that Al agents—not just Al features—are the right architecture for PM
automation. That conviction is correct, and the operators who partner with companies building on that foundation
will be better positioned than the ones who wait for their existing vendors to catch up.
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GoodJuju

CATEGORY LEADER VPI 90.17 N=49

I will be direct about where | think this category is heading: Al is turning websites into a utility. | could build a
functional, well-designed property management website using a vibecoding tool like Replit, connected to my core
tech stack, in under an hour. If you are spending significant budget on a custom website build right now, | would
encourage you to think hard about whether that capital is going to the highest-leverage place.

That said, there is still a real argument for investing in quality here—and GoodJuju makes it. With a VPI of 90.17
across 49 verified operator surveys, GoodJuju posts the highest score in the category. Their Pricing perception
(95.08), Support Quality (93.22), and Ease of Use (92.63) are the fingerprint of a vendor delivering at a level of

customer care that is structurally hard to scale.

They are not the largest player in the category. Property Manager Websites has more clients by a significant
margin—public data confirms more than 1,300 PM clients industry-wide—and their integration with Rentvine is a
meaningful advantage. But GoodJuju offers something different: a boutique, white-glove level of service and a

team that is genuinely invested in your resulfs.

Aptly

POTENTIAL CATEGORY LEADER VPI1 79.73 N=4

LeadSimple has the most customers in this category by a wide margin, and for years they were the default
recommendation. Our VPI data (70.14 across 26 verified surveys) tells a more complicated story: ease of use
(69.17) and support quality (68.75) now sit in the bottom tier of major vendors in our dataset, and the satisfaction
frend lines have not been moving in the right direction.

Aptly earns the edge here for two reasons. First, the customer sentiment data is strong—VPI 79.73 with a perfect
operator NPS of +100 across four verified surveys. The sample is small but the signal is consistent, and the
qualitative feedback repeatedly cites it as a "game changer."

Second, and more important to me strategically: Aptly's architecture is built for the agentic future. In a world
where workflow automation increasingly means Al agents executing multi-step processes rather than humans
following checklists, the platforms built with that model in mind will compound their advantage. Aptly is building
in that direction. | am watching closely.
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The Connective Tissue: An MCP-Ready Stack

The category that most PM operators are not thinking about yet is the integration layer. As Al agents become
practical, the question is not just "which tools do | use?"—it is "can my fools communicate with each other and with
Al agents?" The answer depends almost entirely on whether your vendors have open APIs and support modern

integration protocols.

When evaluating any tool going forward, add this to your checklist: Does it have a public API? Can it connect to my
other systems without custom engineering? Is the data it generates accessible to me and portable if | switch? If the

answer to any of those is no, that is a risk you are purchasing with the subscription.
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REFERENCE

VPI Category Leaders
At A Glance

The table below summarizes the highest-VPI vendor in each category covered by this report, drawn directly from our

current Vendor Performance Index published on PropertyManagement.com.

CATEGORY LEADERS — 2026

Category Leader VPI NPS n
Property Management Software Rentvine 82.21 +58.60 76
Leasing Software RentEngine 87.28 +76.00 43
Maintenance Software Property Meld 86.96 +77.80 43
Banking Enterprise Bank & Trust 91.00 +92.30 65
Websites & SEO GoodJuju 90.17 +87.80 49

COMING NEXT - WEEKLY VPI CATEGORY REPORTS

A new ccategory report every week, starting next
week.

Beginning next week, PropertyManagement.com will publish a new VPI Category Report every week—each one an
independent, data-grounded deep-dive info a single vendor category. We will start with Property Management Software,
followed by Leasing, then Maintenance, then down the category list.

The cadence after that depends on the data. Categories with sufficient verified operator survey coverage get published;
categories without it wait. If you build software for this industry and want your category represented on this schedule, the
answer is sfraightforward: participate in the verified survey process and encourage your customers to do the same. The
VPl is independent, but it requires data to exist. Vendor participation has a direct effect on which categories publish
sooner and which wait.

Operators who want to be notified as each report is released can subscribe at propertymanagement.com.

VPI scores are Bayesian-smoothed composites of Performance, Ease of Use, Support Quality, Pricing, and Credibility, weighted by effective

sample size. Full methodology is published at PropertyManagement.com.
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SECTION FOUR

The Al Era
Has Arrived

There is a version of this conversation that is entirely about hype. Al is going to transform everything. The future is

now. We have all heard it, and most experienced operators have learned to filter it out.

Here is the part that is not hype: the property management industry has a structural profile that makes it

exceptionally well-suited for Al automation, and that automation is already underway.

The operators who are moving first are not doing anything heroic. They are doing something simple: replacing
specific, repetitive, rule-based processes with Al agents that execute those processes faster, more consistently, and at
a fraction of the cost. The operators who are waiting to see how it plays out are not being prudent. They are giving

up ground fo their competition.

Why This Industry Is Made For Al Disruption

Residential property management is fragmented at the operator level—tens of thousands of independent companies,
most running under 1,000 doors. But the underlying workflows are remarkably standardized. Lease renewals.
Maintenance work orders. Owner statements. Vacancy advertising. Applicant screening. Delinquency notices. The

same processes repeat, across every company, in every market, every month.

That combination—fragmented operators, standardized processes—is what made virtual assistants viable a decade
ago. The work was defined enough to hand off to someone in a different time zone who had never set foot in a PM
office. Al is the next iteration of that dynamic, except Al does not have a learning curve, does not require

management, and gets better over fime.

The PM companies that recognize this moment for what it is—not a trend to watch but a transition to navigate—will
separate from the pack in the next 12 to 24 months. The ones that treat it as background noise will find themselves

on the wrong side of an efficiency gap that is very difficult to close once it opens.

Il Al does nothave a learning curve, requires

vastly less management, and gets better over
time.
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Two Practical Paths To Al Advantage

©

PATH ONE

Vibecoding &
Technical Leadership

For operators who want to build.

The barrier to creating functional Al tools has dropped
dramatically. Platforms like Cursor, Claude, ChatGPT,
and Replit have made it possible for non-engineers to
build working Al workflows with plain-language
instructions—a practice increasingly called vibecoding.

PM companies with a founder, operator, or senior team
member who can work in this environment have a
meaningful advantage. They can build custom Al
workflows for their specific processes.

WHAT YOU CAN BUILD

A lease renewal agent tuned fo your communication style

A maintenance triage agent trained on your vendor
relationships

An owner reporting tool that narrates financial data
automatically
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PATH TWO

Process
Replacement

Available to every PM company.

Regardless of technical sophistication, this path starts
with a simple audit: which of our current workflows are
being run by virtual assistants or manual staff repetition
that an Al agent could handle?

The PM companies capturing this advantage right now
are not deploying sophisticated systems. They are
replacing specific VA-run processes with Al agents and
redirecting the saved cost and capacity foward the parts
of their business that require human judgment.
HIGHEST-ROI CANDIDATES

Lease renewal outreach & maintenance follow-up reminders

Review request sequences & owner report delivery

New tenant onboarding & delinquency notice workflows
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BUILDER COHORT - MAY & JUNE SESSIONS

Build your own Al workflows in 6 weeks.

The fastest path from "Al is interesting” to "Al is running a workflow in my business" is to build alongside other operators
who are doing the same. The PropertyManagement.com Builder Cohort is a structured program for property managers
who want to move beyond theory—guided builds of real Al agents on real PM workflows, alongside peers solving the
same problems.

Nearly 100 property managers have engaged with the Builder Cohort to date. We are selecting ten participants each for
the May and June sessions. The curriculum is hands-on, the peer group is operator-only, and the output is a working Al
workflow deployed in your business by the end of the session.

If you want your PM company to be in the cohort that moves first, this is the application window.

Apply: form.typeform.com/to/kvggqEsHz >

Al Search And The New Trust Economy

Al is also changing how homeowners and investors find property managers, and the implications are significant and

immediate.

Google's Al Overviews, ChatGPT's browsing, and platforms like Perplexity are now synthesizing answers to questions
like "who are the best property managers in my market?"—not from paid ads, but from objective signals: verified

reviews, third-party assessments, domain authority, and structured data from trusted sources.

PropertyManagement.com is being built fo be one of those trusted sources. We are indexing more than 10,000 PM
companies with verified client data and objective TrueMatch™ Scores. When Al systems look for authoritative,
unbiased information about PM company quality, we are building the answer. The PM companies that have claimed
their profile, accumulated verified surveys, and built a strong TrueMatch™ Score will be the ones Al search

recommends. The ones who have not will be invisible to a growing segment of their best prospects.

This is not a future consideration. The homeowners and investors using Al to find property managers are not

waiting for the industry to be ready.

Data Readiness: The Non-Negoticable Foundation

Everything Al can do for your PM company depends on accessible data. Al agents need context. Context comes
from your operational data. If that data lives in disconnected silos—a PMS that does not talk to a maintenance
platform, a leasing ool that does not connect to a CRM, an owner portal that is separate from everything else—you

cannot give an Al agent the context it needs fo be useful.

This is why the tech stack decisions covered in the previous section are not just operational choices. They are Al
readiness decisions. Open APIs. Integrated workflows. Centralized data. These are the foundations that determine

what Al can do for your business in 2026 and beyond.
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The question to ask about every tool you currently use and every tool you are evaluating: does this make my data

more accessible, or less?
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SECTION FIVE

The Playbook:
Foundcation, Stack, Growth

Everything in this report points toward a sequenced approach. The sequence matters as much as the individual
steps. Most operators who are struggling are not struggling because they lack ambition or capability. They are trying

to run the steps out of order.

They invest in marketing before operations are solid. They add doors before they know where client experience is
leaking. They chase the latest Al tool before they have the data infrastructure to support it. The result is growth that

creates more problems than it solves.

The PM companies that are winning—and will continue to win as Al reshapes the industry—are following a different

sequence, even when they have not explicitly named it.

21X IN Build The Trust Foundation

Before anything else, you need an accurate picture of your current client relationships. Not the picture you have in your
head. The actual data. Activate a verified client survey system. Set it to trigger at defined moments in your client lifecycle.
Review the results every quarter. Identify your NPS, your weakest dimension, and your at-risk clients. This is your starting
diagnostic. Everything else is built on top of it.

Goal — Know your NPS, your weakest dimensions, and which clients are at risk.
Tool — PropertyManagement.com verified client survey system + TrueMatch™ Score.

Timeline — Activate now; meaningful data within 14—60 days.

Build The Right Stack

Once you have client feedback data, you have a diagnostic. It tells you where your operations are strong and where they
are breaking down. Now you can make informed technology decisions—not based on what sounds good at a conference,
but on what your specific operation actually needs. Use the VPI data to evaluate your options. The highest-VPI vendors are
the ones whose customers are happiest and most likely to stay. That is a meaningful signal. Prioritize open APIs and data
centralization. Every tool you add should make your data more accessible, not less.

Goal — A data-centralized stack with open APIs and high VPI scores across core categories.

Tool — VPI Category Reports (PMS, Leasing, Maintenance, Banking, Websites, and Workflow Automation live; more rolling out
throughout 2026).

Timeline — Evaluate on a rolling basis; prioritize the categories with the biggest gaps.

Not sure where to start? The Navigator program was built for exactly this moment. Reach out to PropertyManagement.com before

making your next tech stack decision.
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Deploy Al Agents

With the right stack in place, Al agents become practical. The infrastructure is there. The data is accessible. The processes
are defined. Now you automate. Start with the highest-ROI, lowest-risk workflows: lease renewal outreach, maintenance
follow-up, owner report narration, review request sequences. These are processes already being run manually or by virtual
assistants. They are repeatable. They are exactly what Al agents handle well.

Goal — Replace at least two manual or VA-run processes with Al agents in 2026.
Path A — Build your own using vibecoding tools (Claude, Cursor, Replit, or similar).

Path B — Deploy pre-built agents from the PropertyManagement.com marketplace (beta; expected Q3 2026 launch).

Si1xrE Investin Growth

This is the step everyone wants to start with, and the one that only compounds when the first three are in place. When
client satisfaction is measurable and improving, your stack is generating operational efficiency, and Al agents are handling
the repetitive work—you have margin. Margin of capacity, margin of capital, and margin of confidence. That is what you
invest in growth. Here is the part most operators miss: the budget for your marketing and growth push does not have to
come from outside. It is already inside your business—sitting in the cost of processes that Al can run better, faster, and
cheaper than your current approach. Find it there first. Then invest it in the growth channels that compound on a strong
foundation.

Goal — Convert operational efficiency into sustained growth investment.

Channels — PropertyManagement.com profile visibility, verified client referrals, targeted market outreach.
Principle — Growth built on a strong foundation compounds. Growth built on a weak one amplifies problems.
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CLOSING

What We're
Building Toward

Residential property management is not a glamorous industry. It is hard, operational work—managing maintenance
emergencies at Tlpm, navigating difficult tenant situations, explaining market conditions to anxious homeowners,

keeping dozens of moving pieces coordinated across a portfolio that spans years of client relationships.

The operators who do this well deserve better infrastructure than the industry has historically provided. They deserve
an objective way to demonstrate their quality o prospective clients. They deserve independent benchmarks that tell
them which tools are actually worth investing in. And they deserve clear, data-grounded guidance as the Al era

reshapes what is possible—not the guidance of whoever has the largest platform or the best affiliate deal.

That is what PropertyManagement.com is building. We are the front door of the industry: the place where the best

property managers are found, verified, and trusted.

What PropertyManagement.com Is Delivering In 2026

VPI Category Reports

Beginning next week, we will publish one VPI Category Report each week—independent, data-grounded analyses of a single
vendor category at a time. The release order starts with Property Management Software, followed by Leasing Software,
followed by Maintenance Software, and then proceeds through the remaining categories on a rolling basis.

Updated TrueMatch™ Scoring System

Enhanced Bayesian scoring with a deeper focus on verified client surveys, performance certification, and connected
integrations. Testing in Q2 2026; launching Q3 2026.

Al Agent Marketplace

An MCP-powered platform where third-party builders deploy vertical Al agents for PM workflows. Currently in beta; launching
Q3 2026.

Navigator Network

Certified strategic consultants who help PM companies implement the playbook outlined in this report with hands-on support.
Launched with BrightReach Sales' Ben Smith, with more Navigators coming.
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2026 Top 100 Announcement

Year two of the Top 100 property manager designations, broken down by market, with our Market Leaders recognition
program.

The Invitation

If you run a property management company: claim your PropertyManagement.com profile, activate your verified
survey system, and start building your TrueMatch™ Score on real data. Everything else in this report gets easier once

you know where you actually stand.

If you build technology for the industry: the VPI is the independent benchmark your marketing should not outrun.

Earn your score. The PM operators who are paying attention will find you.

If you are a homeowner or investor trying to decide who to trust with your property: we are building the most
objective, verified resource for that decision that has ever existed in this industry. Use it.

The Al era is not a reason fo panic. It is a reason to move—uwith intention, with data, and with a clear sequence. The

operators who do that will look back on this moment as the one where the separation happened.

We are glad to be building the infrastructure for what comes next.

No pay-to-play No black boxes Only math
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METHODOLOGY, CORRECTIONS & DISCLAIMERS

A Note On
This Report

This report was produced by PropertyManagement.com using independent, verified survey data from property
management operators, owners, and investors. Every score, ranking, and finding in this report is drawn from that
dataset. No vendor paid to be included, ranked, or featured. No sponsor reviewed this report before

publication.

The Vendor Performance Index (VPI) is an independent, Bayesian-smoothed composite score derived from verified
operator evaluations across five dimensions: Performance, Ease of Use, Support Quality, Pricing, and Credibility. A
full description of the VPI methodology, including scoring formulas, smoothing parameters, and data-quality

safeguards, is published at propertymanagement.com/resources/blog/vpi-property-management-vendor-scoring-

system.

Snapshot, Not Perpetual Reference

All data points in this report reflect the state of the VPI as of the publication date. VPI scores are updated
continuously as new verified surveys are collected, which means individual vendor scores may shift over time as the
underlying dataset grows. Readers should treat this report as a snapshot rather than a perpetual reference. The most

current VPI scores, category leaders, and vendor profiles are always available at PropertyManagement.com.

Informational Purposes Only

This report is intended for informational and educational purposes only. Nothing in this report constitutes legal,
financial, investment, or business advice. Property management operators, technology vendors, owners, investors,
and other readers should conduct their own independent evaluation—including direct vendor reference calls,
product trials, contract review, and consultation with qualified advisors—before making any technology purchase,

vendor selection, or strategic decision.

PropertyManagement.com makes no warranty, express or implied, regarding the fitness of any vendor, product, or
strategy referenced in this report for any specific operator's circumstances. PropertyManagement.com and its
affiliates accept no liability for decisions made on the basis of this report, including but not limited to business losses,

contract disputes, or vendor-selection outcomes.

Correction Requests

Vendors named in this report who believe a specific data point, score, characterization, or factual claim is inaccurate

are invited to contact us directly. We will review every good-faith inquiry against the underlying dataset and, where
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the data supports a correction, issue an updated version with the change clearly noted. The accuracy and

independence of this report are the foundation of its value to the industry, and we take correction requests seriously.

Correction requests and methodology questions should be directed to Matt Speer at
matt@propertymanagement.com.

METHODOLOGY This report is based on 382 verified PM company profiles, 1,085 verified vendor rafings, and 1,123 verified

client surveys collected independently by PropertyManagement.com. Every respondent is a confirmed property management
professional, owner, or investor with a verified relationship. Responses sourced directly by PropertyManagement.com carry 2x
the weight of vendor-distributed surveys. VPI scores are calculated using Bayesian smoothing (C=7, global mean 77.7) across six
weighted dimensions: NPS (40%), Performance (20%), Ease of Use (15%), Support Quality (15%), Pricing (5%), and Credibility
(6%). No vendor paid to be included or to influence these findings.

Matt Speer

Founder & CEO, PropertyManagement.com

PROPERTYMANAGEMENT.COM - INDIANAPOLIS, INDIANA
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