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52%1 of renters recently said that they decided not to visit a community after reading the online reviews. Neglecting your online reputation can seriously impact the number of leads you generate. Use the calculator below to see how much revenue you could be losing due to your reputation. Instructions: Double-click the table and add your information to the highlighted cells. Exit the spreadsheet to see your results. 




[bookmark: _GoBack]For an investment of $299 per month, you can improve your ROI by up to $2,000,000. 
Isn’t that a worthwhile investment?


[image: ]Schedule a live demo of Community Reputation Pro!
info.rentpath.com/reputation
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Average Monthly Rent:

Average Conversion Ratio:

$1,500
25%

Assuming 100 potential renters add you to their community shortlist,
here's how effective reputation management can impact revenue:

Without
any reputation management:

Your bad reputation, lack of reviews or lack of review
response impacts lead generation.

With

Community Reputation Pro:

of your potential

Your reputation improves, you generate more positive reviews

and you regain lost leads by responding to negative reviews.

of your potential

You lose approximately: 52%
leads.
Leaving you with: 48 leads delivered.
If, on average, you of those leads to
ge, v 25%

convert: leases,
each month, you're

] 12 leases.
generating:
If each lease signs a 12- er month (on

& $1,500 P (
month lease at: average)
You can generate an in Annual
$2,592,000

average of: Revenue.

You now keep up to: 100%
leads.
Leaving you with: 100 leads delivered.
If, on average, you of those leads to
ge,y 25%

convert: leases,
each month, you're

. 25 leases.
generating:
If each lease signs a 12- er month (on

8 $1,500 P (
month lease at: average)
You can generate an )
S$5,400,000 in Annual Revenue.

average of:










Y o u 	 l o s e 	 a p p r o x i m a t e l y : 5 2 % o f 	 y o u r 	 p o t e n t i a l 	 le a d s . Y o u 	 n o w 	 k e e p 	 u p 	 t o : 1 0 0 % o f 	 y o u r 	 p o t e n t i a l 	 le a d s .

Le a v i n g 	 y o u 	 w i t h : 4 8 l e a d s 	 d e l i v e r e d . L e a v i n g 	 y o u 	 w i t h : 1 0 0 l e a d s 	 d e l i v e r e d .

If , 	 o n 	 a v e r a g e , 	 y o u 	 co n v e r t : 2 5 % o f 	 t h o s e 	 l e a d s 	 t o 	 le a s e s , 	 If , 	 o n 	 a v e r a g e , 	 y o u 	 co n v e r t : 2 5 % o f 	 t h o s e 	 l e a d s 	 t o 	 le a s e s , 	

e a c h 	 m o n t h , 	 y o u ' r e 	 ge n e r a t i n g : 1 2 l e a s e s . 	 e a c h 	 m o n t h , 	 y o u ' r e 	 ge n e r a t i n g : 2 5 l e a s e s . 	

If 	 e a c h 	 l e a s e 	 s i g n s 	 a 	 1 2 - m o n t h 	 l e a s e 	 a t : $ 1 , 5 0 0 	 p e r 	 m o n t h 	 ( o n 	 av e r a g e ) If 	 e a c h 	 l e a s e 	 s i g n s 	 a 	 1 2 - m o n t h 	 l e a s e 	 a t : $ 1 , 5 0 0 	 p e r 	 m o n t h 	 ( o n 	 av e r a g e )

Y o u 	 c a n 	 g e n e r a t e 	 a n 	 av e r a g e 	 o f : $ 2 , 5 9 2 , 0 0 0 	 in 	 A n n u a l 	 R e v e n u e . Y o u 	 c a n 	 g e n e r a t e 	 a n 	 av e r a g e 	 o f : $ 5 , 4 0 0 , 0 0 0 	 i n 	 A n n u a l 	 R e v e n u e .

W i t h o u t a n y 	 r e p u t a t i o n 	 m a n a g e m e n t : W i t h C o m m u n i t y 	 R e p u t a t i o n 	 P r o :

Y o u r 	 b a d 	 r e p u t a t i o n , 	 l a c k 	 o f 	 r e v i e w s 	 o r 	 l a c k 	 o f 	 r e v i e w 	 r e s p o n s e 	 i m p a c t s 	 l e a d 	 g e n e r a t i o n . Y o u r 	 r e p u t a t i o n 	 i m p r o v e s , 	 y o u 	 g e n e r a t e 	 m o r e 	 p o s i t i v e 	 r e v i e w s 	 a n d 	 y o u 	 r e g a i n 	 l o s t 	 l e a d s 	 b y 	 r e s p o n d i n g 	 t o 	 n e g a t i v e 	 r e v i e w s .

A v e r a g e 	 M o n t h l y 	 R e n t :

A v e r a g e 	 C o n v e r s i o n 	 R a t i o :

$ 1 , 5 0 0 	

2 5 %

A s s u m i n g 	 1 0 0 	 p o t e n t i a l 	 r e n t e r s 	 a d d 	 y o u 	 t o 	 t h e i r 	 c o m m u n i t y 	 s h o r t l i s t , 	 h e r e ' s 	 h o w 	 e f f e c t i v e 	 r e p u t a t i o n 	 m a n a g e m e n t 	 c a n 	 i m p a c t 	 r e v e n u e : 	
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		Average Monthly Rent:								$1,500

		Average Conversion Ratio:								25%



		Assuming 100 potential renters add you to their community shortlist, 
here's how effective reputation management can impact revenue: 



		Without
any reputation management:								With
Community Reputation Pro:

		Your bad reputation, lack of reviews or lack of review response impacts lead generation.								Your reputation improves, you generate more positive reviews and you regain lost leads by responding to negative reviews.

		You lose approximately:		52%		of your potential leads.				You now keep up to:		100%		of your potential leads.

		Leaving you with:		48		leads delivered.				Leaving you with:		100		leads delivered.

		If, on average, you convert:		25%		of those leads to leases, 				If, on average, you convert:		25%		of those leads to leases, 

		each month, you're generating:		12		leases. 				each month, you're generating:		25		leases. 

		If each lease signs a 12-month lease at:		$1,500		per month (on average)				If each lease signs a 12-month lease at:		$1,500		per month (on average)

		You can generate an average of:		$2,592,000		in Annual Revenue.				You can generate an average of:		$5,400,000		in Annual Revenue.











Sheet2

		Average Monthly Vacancy Loss

				ERROR:#REF!		Average Rent

		x		ERROR:#REF!		Average Vacancies/Month

		=		ERROR:#REF!		Monthly Vacancy Loss



		Conversion Ratio

				ERROR:#REF!		# of average monthly leads (all sources)

		/		ERROR:#REF!		# of average monthly leases (all sources)

		=		ERROR:#REF!		Monthly Closing Ratio



		Current Monthly Marketing ROI

				ERROR:#REF!		# of average monthly leases (all sources)

		x		ERROR:#REF!		Average rent

		-		ERROR:#REF!		Monthly Marketing Investment (all sources)

		=		ERROR:#REF!		Current Monthly Marketing ROI



		Annual Marketing ROI

				ERROR:#REF!		Current Monthly Marketing ROI

		x		ERROR:#REF!		Average Lease Term (in months)

		x		12		12 (months in a year)

		=		ERROR:#REF!		Average Annual Marketing ROI





Sheet3

		# of additional units per month

				ERROR:#REF!		Average monthly leads

		x		0.25		1.25 (25% increase in leads)

		X		ERROR:#REF!		Conversion Ratio

		=		ERROR:#REF!		Additional Units filled per month





		Additional monthly revenue

				ERROR:#REF!		Average monthly rent

		x		ERROR:#REF!		Additional units per month

		=		ERROR:#REF!		Additional monthly revenue





		New estimated vacancy loss

				ERROR:#REF!		Average monthly vacancies

		-		ERROR:#REF!		Additional units filled

		x		ERROR:#REF!		Average Rent

		=		ERROR:#REF!		New estimated vacancy loss





		New Estimated Monthly Marketing ROI

				ERROR:#REF!		# of average monthly leases (all sources)

		+		ERROR:#REF!		(Additional Leases each month)

		/		ERROR:#REF!		Average rent

		-		ERROR:#REF!		Monthly Marketing Investment

		-		$299		Community Reputation Pro Monthly

		=		ERROR:#REF!		New Estimated Monthly Marketing ROI





		New Estimated Annual Marketing ROI

						Current Monthly Marketing ROI

		x				Average Lease Term (in months)

		x				12 (months in a year)

		=				New Estimated Average Annual Marketing ROI
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