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// YOUR HOST

Jessica Brown

Mid Market Customer Success Manager
Property Meld

10+ years building teams and driving results in customer success, business
analysis, and business development. Strategic partner to Property Meld's largest
customers, setting the goals and holding every operation accountable to them.

Passionate about leveraging talent and well-designed process to drive results, and
surfacing those wins with stakeholders to grow the business. A big-picture gal,
backed by sharp analysis, always pointed at what customers need next.



// WHAT WE'LL COVER

Agenda

From gut instinct to operational certainty.
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From Guesswork to Perfect Decision
More Data, Less Doubt
Your Strategic Command Center

Cost Control

Introducing: MAX Analysis



// 01 - THE CHALLENGE EVERY PROPERTY MANAGER FACES

Say goodbye to the guesswork...
36% 46% THE OLD PLAYBOOK

: -» Manual decision-making based on outdated
of residents leave because of stay because of great _
; i . preferred vendor lists
maintenance issues maintenance

- Guessing at vendor performance without data
Maintenance costs are climbing 10 times faster than

1 (0)
inflation — and the old playbook can't keep up. - Investor churn when maintenance exceeds 13% of

rental income



// 01 «- FROM GUT INSTINCT TO DATA
INTELLIGENCE

With the Perfect
Decision Framework

Moving from gut instinct to Data Intelligence is as easy as relying
on a strategic resource you can manage.

When maintenance teams rely on blind decision making without
measuring best-fit, they are vulnerable to picking the cheapest

instead of the best fit — opening the door to resident lease churn,

or worse.

POWERED BY

800K+ 10M+ SO0K+

UNITS WORK ORDERS VENDORS

What makes a “Perfect
Decision Assighment”?

01

02

03

04

Resident satisfaction
Renewal impact

Maintenance costs
Industry benchmarked

Speed of repair
Real-time availability

Vendor performance
Category-specific ratings



// 02 - THE PROBLEM, AVERTED

More Data. Less Doubt.

Your resident churn risk with a new team Your cost justification in a competitive market

< RETAINED LEASE < VALUE PROTECTED

|dentifying a resident at churn risk, then picking the highest- As investors demand the cheapest option, teams can back up
rated vendor with the fastest response time, is more than early or their choice with performance scores, completion time data, and
disengaged teams can juggle. resident satisfaction trends.

// SUCCESS LOOKS LIKE

Decision Confidence Investor Relations Vendor Relationships Scalable Operations

No more guessing games Data-backed conversations Performance-based partnerships New hires make veteran-level
decisions



// 03 - OVERVIEW TAB

Your Strategic
Command Center

Your maintenance dashboard

At-a-glance health check of your operation
- Speed of repair trends
- Resident satisfaction scores
- Maintenance spend analysis

- Vendor utilization rates

Benchmarking
Report

Your monthly
source for
actionable data
In Property
Maintenance
Operations

Resident
Satisfaction

4.43

O
Maintenance
Spend

sauno1] s




// 03 - VENDOR PERFORMANCE TAB

Vendor Performance

The tools to build and manage your vendor network

WHAT YOU'LL DISCOVER STRATEGIC APPLICATIONS
Scheduling Efficiency Vendor Negotiations

Lead times by vendor “Here's your performance vs. market”
Cost Analysis Assignment Optimization

Who delivers best value (not just lowest price) Right vendor, right job, right time
Resident Satisfaction Capacity Planning

Ratings by vendor and category Distribute workload based on availability
Communication Patterns Performance Reviews

Response times and engagement quality Data-driven vendor relationships



// 03 - TECHNICIAN PERFORMANCE TAB

Technician Performance

Transform your tech team into a profit center

WHAT YOU'RE LOOKING FOR

Utilization Rates
72%-88% target range for optimal productivity

Speed Metrics
Scheduling lead time and completion efficiency by tech

Resident Satisfaction
Performance ratings by individual technician

Cost Analysis
Expenditure patterns and profitability per tech

Communication Effectiveness
Chat engagement and response quality

STRATEGIC APPLICATIONS

Performance Reviews
Data-driven evaluations and bonus programs

Capacity Planning
“Do we need more techs or better utilization?”

Training Identification
Spot skill gaps and improvement opportunities

Profit Center Creation
Turn maintenance from cost center to revenue driver

Workload Optimization
Balance assignments based on capacity and expertise



// 03 - TECH UTILIZATION

small improvements

big gains

Increasing your Tech Utilization by just 10% can have an immense ripple effect on your annual revenue.
Imagine increasing Tech Utilization Rate by 10%, 20%, and 30% — and what it does to your total revenue.

+10%

Jobs/day: 2.26

Total revenue increase from parts &
labor:

$91,076

+20%

Jobs/day: 2.47

Total revenue increase from parts &
labor:

$182,151

+30%

Jobs/day: 2.68

Total revenue increase from parts &
labor:

$273,227



// 03 - COORDINATOR PERFORMANCE TAB

Coordinator Performance

Scale your team without scaling your problems
CAPACITY RECOGNITION

Utilization rates by coordinator
Speed of assignment patterns
Communication effectiveness

Workload distribution analysis

SCALING INSIGHTS

Identify Training Needs
Where coordinators struggle

Recognize Top Performers
Data-driven bonus programs

Predict Capacity Issues
See around the corner for staffing needs

Standardize Excellence
Replicate best practices across the team



Summary

T

tal Cost (L A eld G Avg bill per Meld G

$34 $412 $560 13%

Y 1.1% Y 6% A 5% Y 6.6%

Are we capturing every cost? Are we verifying and billing?

// SECTION 04

Cost Control

Where the money goes, what you're
capturing, and what you're leaving on What am | spending per Meld?
the ta ble Cost Per Meld by category -- Internal Tech vs vendor




// 04 «- COST CONTROL

The True Cost of Maintenance

SPEND PER MELD MARGIN BY CATEGORY

What am | spending per Meld? What's my margin?

Cost Per Meld by category -- Internal Tech vs vendor Margins by category -- Internal Tech vs vendor

ped 50 ) can read the gap &

Lowest margin Melds
Highest cost Melds
Category Margin Location
Category Cost Location Description

Sunset Ridge
$4,820 Sunset Ridge Replaced condenser fan motor and recharg

r-410A after Resident reported no cooling.
Qakwood
$3,940 Oakwood Re-piped main stack and cleared sewer bioc
under the slab foundation

) The Pointe
$3,510 The Pointe The door frame needed to be replaced alon

with the door.

Margins by property group
Cost Per Meld by property group ”

Description

Replaced condenser fan motor and recharg
r-410A after Resident reported no cooling

Re-piped main stack and cleared sewer bloc
under the slab foundation.

The door frame needed to be replaced alon
with the door.

N

Sunset Ridge
Oakwood
The Pointe
Birchwood

idow Creek




// 04 «- COST CONTROL

Stopping Financial Exposure

Am | recovering all my costs?

Melds Billed vs Not Billed Billed spend by GL account

6600 Maint. & Repairs ||| NN s'42.300

How quickly do we verify, bill, and close? T 6810 supplies [ 5300
=]

Warranty

@ Courtesy 6700 Contract Sves [ $22.100

In Contract

i . 6820 Capital Imp. [ s14.500
<t:days within 30 days | 7 N e

Work Completed — Pending Billing Pending Verification — Closed

- @8 No Reason :

Invoice status Bill status

@ Paid @ Approved @B Inreview : ', : ‘
@8 Paid @B Sent @@ Draft Not Billed

Pending None
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PHO Haalth Vendor Management 3

MELD

1  ACHIEVE INTELLIGENY GEOGRAPHIC SCHEDULING AND ROUTING..

0

Jun 28 - Jul 28, 2026 B4 TUMINATE WORK ORDERS FALLING THROUGH THE CRACKS AND...

"

// SECTION 05 o

- o ° o 1 INCREASE TECHNICIAN UTILIZATION AND THROUGHPUT
Repair speed is exceptional across the board — ; S RS
Median Speed of Repair hit 2.8 days (target 3.4-6.8) and 15 ot 00 raocts il Unctast ot rined thees 6 ok

Average Speed of Repair came in at 5.6 days (target 8.0~

11.0), with only 9.3% of Melds exceeding 14 days against

=
n a ys l S @ 12.0-19.0% target.”
AERIDENT SATIEIAC TION ANNUAL SFEND | UNIT

View Full Report — 2.9 days 4.24/5.0 $469/yr

Wee 42078

% Ondy 73N of Mutct Bowe ermounts
AT Nt — e MY Undaritene
Vus costa




// 05 - MAX ANALYSIS

MAX Analysis Vendor Management

/A‘ Property Meld
v Maintenance Intelligence MAX™ Analysi
u 1ySIS

PMOHealth | Vendor Management

VENDOR PORTFOLIO SNAPSHOT @

Wa-unme)

962 $2,979,540 ~$16,205

S S COMPLETED MELDS TOTAL VENDOR SPEND EST. MISSING INVOICE AMOUNT
Apr 29 - Jul 28, 2026 period, with a portfolio-wide resident satisfaction of 4.34/¢ 3 62 completed Melds

S% of Moid

but 18% of total spend ($540,563) is concentrated in D/F-grade vendors, representing a meaningful margin and

retention risk that warrants immediate attention e e MISSING -

RN B

L Uncle BC Heating and Cooling is a top performer in Charlotte, NC with 4.53/5 resident satisfaction over 110 HVAC
Melds

,J The Maintenance Group is your most improved HVAC vendor — satisfaction improved 3.33 - 4.20 vs the prior 90 days.

Plumbing leads on resident satisfaction at 4.42/5 across 154 Melds (target 42-4.6)
Affordable fence and tree
Zasaco Corporation
Elite Sarvices & Consulting

"VENDOR PORTFOLIO SNAPSHOT @ Chamberiain Services

Queen City Audio Video and Applionce

(Apr 20 ~ Jul 28, 2026)

962 $2,979.540 ~$16,205

COMPLETED MELDS TOTAL VENDOR SPEND EST. MISSING INVOICE AMOUNT

CSi Mechanical (Shelby)

Settie Heating & Air




VENDOR SCORECARD

,! Top performers (8)

VENDOR SCORECARD

Uncle BC Heating and
¥ T A3% taster repair

Cooling
! Needs attention (6)

Settle Heating & Air

Red Oak Appliance LLC

4.62 /5.0

CSlI Mechanical

Queen City Audio Video
and Appliance

-
’](')‘ W prosnewto your area in Vendor Nexus

Honest heat and air Explore vendor crown field services Explore vendor Edy-Mac Plumbing

T 34% taster repair

Dr. Drain’s Plumbing
Services 473/5.0

1 18% highet

Bolton Plumbing ! Improving satisfoction

JN Greene Electrical

nexus
Triangle Renovations otis
LLe ! 5 75% T 47% foster repolr

Contracting

% lower invoice

Flint Ridge Services,
LLC ¢

Explore vendor % faster repair

Appliance Medic CLT




// 05 - MAX ANALYSIS

Top Opportunities

CATEGORY BREAKDOWN - TOP 10 BY VOLUME

TOP OPPORTUNITIES

HVAC 0.0 hrs
CSlI Mechanical (Shelby) — Address Slow Acceptance Eroding Resident Experience

A 4.2-hour Accept tin « above the 1.2-hour target — drags satistaction to 402/5.0 across 49 Melds, directly Plumbing 0.0 hrs

fTanimno rar

Set a direct expectation with CSI Mechanical that Accept time must fall below 1.2 hours. Appliances 0.1hrs

Electrical 0.0 hrs
Bolton Plumbing — Close the Repair Speed and Invoice Visibility Gap

iay | of Repair is more thar ible the 6.8-day target Washer/Dryer 0.1hrs

ity

Meet with Bolton to address repair timelines and get all invoicing documented inside Property Meld. Shower 0.0 hrs

Edy-Mac Plumbing — Recover Lost Spend Visibility in Plumbing Tollet G ies

fy-Mac’s 4% Meld Adoption rat
Doors 0.4 hrs

Have a direct conversation with Edy-Mac to bring their invoicing and documentation into Property Meld. Pest Control 0.0 hrs

Exterior 0.8 hrs




Goodbye guesswork.

thank you for joining.

Brought to you by ﬁ.l PROPERTYMELD



	Slide 1
	Slide 2
	Slide 3
	Slide 4
	Slide 5
	Slide 6
	Slide 7
	Slide 8
	Slide 9
	Slide 10
	Slide 11
	Slide 12
	Slide 13
	Slide 14
	Slide 15
	Slide 16
	Slide 17
	Slide 18
	Slide 19

