
 

 

 

Talk   #12:   Numbers   Game:   The   Science   Of 
Growing   A   Rent   Roll 
 

  

Ben   White,   CEO,    Apmasphere 
 
Talk   Overview: 
 
Ben   White’s   great-grandfather   founded   a   business   in   rural   Australia   over   110   years   ago.   He   basically   sold 
anything:   pigs,   cattle,   cars   but   eventually   settled   on   real   estate.   This   means,   real   estate   is   in   Ben   White’s   DNA. 
Today,   Ben’s   three   family   businesses   have   footprints   on   three   countries   and   40   billion   in   sales   a   year.  
 
Ben   White’s   session   introduces   a   broader   theme   of   core   principles   and   channels   of   growth   to   help   you 
understand   your   full   growth   capability.  
 
Talk   Notes: 
 
You   don’t   want   to   think   of   where   does   growth   come   from   but   where   will   growth   come   from?   Where   is   the 
industry   headed?   Where   an   industry   used   to   experience   shock   every   10   years,   then   every   5   years,   now   change 
is   constant.  
 
So,   what   drives   growth   now? 
Your   growth   potential   is   only   limited   by   your   ambitions,   your   agency’s   capabilities   and   your   agency’s   culture. 
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Core   Principle   1.    Understand   your   market   potential   and   your   goals 
 
Each   market   is   a   closed   loop   of   growth   opportunities   that   can   be   identified,   quantified   and   tracked 
 
Five   Channels   of   Growth: 
 

1.   Buyers   through   your   agency 
Take   all   the   people   that   buy   through   your   agency,   identify   whether   they   are   looking   to   invest   and 
develop   internal   lead   management   mechanisms. 
 
2.   Buyers   through   competitor   agencies 
Explore   public   data   so   you   can   obtain   the   prospect   information   and   then   target   those   buyers.  
 
3.   Switching   landlords 
Landlords   typically   switch   when   a   property   is   vacant   or   when   the   property   manager   changes.   So   keep 
an   eye   on   when   other   agencies   are   changing. 
 
4.   Private   landlords 
Develop   mechanisms   to   expose   yourself   to   self-managing   landlords.   Example:   checking   out   landlords 
on   Craigslist   with   a   bad   listing   and   send   them   a   message   with   advice/offer   to   help. 
 
5.   Big   ideas 
Innovate   around   the   model.  
Examples:   Expand   into   an   adjacent   market,   broaden   your   services   or   explore   partnerships. 

 
Core   Principle   2 .   Align   everything   to   your   strategy 
 
Once   you   understand   the   five   channels   of   growth   you   need   align   it   with   your   strategy.  
This   is   the   biggest   challenge;   how   do   you   stand   for   something   when   the   industry   is   changing   so   quickly? 
 
We   need   to   be   the   Uber   for   the   property   management   industry.   Uber   capitalized   on   the   fact   that   taxis   stopped 
caring   about   the   consumer   and   stopped   caring   about   the   future.  
 
How   does   that   apply   to   our   industry?  
Currently,   the   numbers   show   that   a   quarter   of   our   network   isn’t   consider   trustworthy,   don’t   have   the   client’s 
best   interest   at   heart,   don’t   communication,   etc.   This   is   shocking!  
 
Luckily   we   have   an   opportunity   to   learn   from   this   and   the   taxi   industry.   In   order   to   stop   our   cultural   suicide, 
we   can’t   get   to   the   point   where   we   won’t   be   able   to   recover.  
 
Example:   The   Lemon   Market 
Lemons   are   infectious.   The   first   one   gets   in   and   then   ruins   it   for   the   rest.  
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In   real   estate,   this   happens   when   you   have   a   person   doing   property   management   who   is   operating   low 
service/low   fees   and   the   landlords   don’t   know   any   better.   This   gives   the   industry   a   bad   reputation   and   also 
forces   you   to   lower   your   prices.  
A埔�er   this,   you   get   more   lemons   and   more   lemons   and   trust   is   driven   out   of   the   system.  
 
The   Challenge:   you   don’t   want   to   be   the   last   peach.   You   don’t   want   to   be   the   last   good   property   manager 
when   no   one   trusts   the   system   any   more.  
 
How   do   you   solve   this   problem? 
 
Know   what   your   clients   want  

 
Knowing   what   your   client   is   thinking   and   wants   means   you   can   figure   out   how   to   build   back   trust.   When   you 
know   their   issues,   you   can   customize   your   presentations   to   each   client.  
 
Once   you’ve   won   the   business   you   can   assign   a   property   manager   that   can   deal   with   the   business 
appropriately.  
Playing   into   the   average   actually   makes   everyone   unhappy.   It’s   all   about   the   services   and   all   clients   want 
different   things   in   regards   to   service.  
 
Put   trust   mechanisms   back   in   place. 

 
Best   in   the   industry   forming   together   to   be   transparent,   over   communicating   and   drive   the   trust   back   up. 
Example:   expose   yourself   to   user   ratings,   etc. 
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Core   Principle   3.    Test   and   learn;   Repeat. 
 

 
 
 

Conclusion: 
 
In   the   past,   they   understood   their   client   so   well,   they   were   able   to   build   their   business   around   the   client’s 
needs   If   you   specialize   to   the   point   of   losing   touch   with   your   client,   then   you   lose   trust.   Without   trust,   the 
industry   won’t   be   able   to   sustain.  
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