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I.  INVESTMENT PROPERTY V/S VACATION HOME 

  

If you have recently purchased a property or are considering a purchase, more than likely, the realtor 
indicated that the property would generate a great income…pay for itself…while you could enjoy the 
personal use of the property.  While generally this is true, there is a little more to consider. 

The first thing that you must realize is the difference between an “investment property” and a “vacation 
home”.  An investment property will be shared with hundreds of total strangers each year.  They will not 
be considerate of Aunt Sally’s antique lamp on the fireplace mantle or your great-grandmother’s wedding 
picture on the wall.  It is true that you will have access to use the property for your own use, but it may not 
be available for use on holidays and popular vacation times.  You may have relatives that are excited 
about your property because they’ll see it as free vacation lodging. Every night a relative stays “free” is 
one night less rental revenue you will have.  Are you getting the picture?  If it’s your own vacation home, 
you control who stays and when they stay.  An investment property is purchased to make money, not 
serve as a vacation home for your family.  Remembering the difference between an investment property 
and a vacation home will help you make many of the upcoming choices and decisions. 

  

II. AMERICAN  PATRIOT  GETAWAYS -  WE’RE  DIFFERENT 

  

Every property management company is different. Our philosophy, at American Patriot Getaways, is to 
combine modern technology with good ole’ southern hospitality.  Our technology gives us the information 
we need and streamlines business. Our people provide the hospitality and warmth that keep our guests 
coming back year after year. 

American Patriot Getaways offer an interactive web site for the convenience of our guests and owners.  
Prospective guests can visit our web site using most of the major searches on the internet.  Common 
search words are: Gatlinburg, Pigeon Forge, Smoky Mountains, Gatlinburg properties, etc.  Most of our 
advertising dollars are spent on being the #1 site on all of these searches. 

Our web site also offers some special features for our owners.  Just as potential guests can check 
availability, you can also check the reservations for your property.  Each owner is given a user id and 
special pass code that allows them to look at information about their specific property. 

With the increased use of the internet, we have seen a shift in the nature of the property rental industry.  
In the past, properties would book 3-6 months in advance.  Today, however, people are more likely to 
book 2-4 WEEKS in advance.  The larger properties will still book further in the future, but the smaller 1 
and 2 bedroom properties tend to book only a few weeks out.  Since APG owners can look at their future 
reservations at any time, it is important to know the cycles and tendencies of the business.  

  



 

 

III. REINVESTING  IN  YOUR  INVESTMENT 

One important factor that many first-time property owners fail to calculate is the cost of maintaining their 
investment.  You will not only need to make routine repairs, but there will also be wear and tear on the 
furnishings in your property.  Consider that if you own a two bedroom property that sleeps six people, 
400-500 people will make themselves “at home” on your furniture each year.  They will eat food in the 
living room, spill drinks on the sofa and put their feet on the coffee table.  Some of them will be children; 
some will be adults that have had too much to drink.  They are thinking about having a good time and, as 
far as your property is concerned …“it’s a rental!” 

You may ask, “Can’t American Patriot Getaways screen the guests that stay in my property?”  The 
answer is, to some degree we can, but we do offer online booking and it’s not possible to screen these 
guests.  We do our best to make sure guests are aware of the rules by including a copy of our lodging 
policies with each reservation confirmation. 

It is wise to plan that every 2-3 years, you will need to refurbish your investment.  This may mean as little 
as new bedspreads and pillows, or it may mean new pieces of furniture and re-staining the outside of 
your property. 

Keeping your property updated is especially important for American Patriot Getaways property owners 
since most potential guests view properties on our web site before choosing the property they will rent.  
Also, the condition of your property will determine if a guest wants to return to American Patriot Getaways 
and your property.  

IV. CHOOSING  THE  RIGHT  MARKET  FOR  YOUR PROPERTY 

We want to help your investment earn as much revenue as possible.  The rental ratings are created so 
that your property will be competitive within its classification.  As your property management partner, we 
will honestly evaluate your property and set the rating and the per night rate.  If your property is rated 
below where you think it should be, we will be glad to meet with you to discuss what upgrades need to be 
done to get the higher rating.  We have found that when properties are boarder line four or five star, they 
will do better at the lower rating because then they are the “best” of the lower rating.  When a boarder line 
property is put into the higher rating, then it is usually not competitive with the other properties which 
results in less rentals. We want to make sure that potential guests are comparing apples to apples and, 
even more important, shiny apples to shiny apples.   It is important to remember the goal is to have your 
investment earn money for you.  

V. RENTAL  REVENUE – WHAT TO EXPECT 

While we do monitor occupancy rates to track the effectiveness or our advertising and the “closing” rate of 
our reservationists, it is not a very accurate method for gauging the return on your investment.  Typically, 
we find that using the revenue generated on a yearly basis is a more accurate way to measure the 
success of your property under American Patriot Getaways management.  

While even using this figure isn’t an exact science, you can be sure that we are equally motivated to book 
your property for as many nights as possible.  In short, if you don’t make money, we don’t make money. 

Another thing to remember when setting your revenue expectations is to give your property time to 
become profitable.  Every new property takes at least 6 months to begin to see any type of steady 



revenue. To properly evaluate the success of your property under any management company you need 
to have it on the program for 12-18 months.  Looking at 2 or 3 months’ revenue is very distorting.  The 
annual revenue is a truer picture of your properties success. 

VI. ADVERTISING…THE ART OF FINDING GUESTS 

The majority of our advertising is done on the internet.  We pay fees to the top search engines on the 
internet to be sure that American Patriot Getaways stays in the top three selections on all the major 
search words.  We also have contracted with several major travel web sites to feature American Patriot 
Getaways and our property inventory. The internet is becoming a very competitive market place as 
companies see the ever increasing number of customers that go on-line from the comfort of their home or 
office to do business.  American Patriot Getaways has contracted with one of IBM’s premiere business 
partners to design a state of the art interactive web site.  Potential guests can view pictures of the 
properties, check availability and even book their reservation on-line.  We can even offer virtual tours of 
properties, utilizing the IPIX software.   As a property owner, you will be able to visit the web page and, 
with a special password, you can view the estimated revenue for your property each month, place owner 
and maintenance blocks on your property and review detailed information about maintenance performed 
on your property, all in real time. 

In addition to our user friendly web site, American Patriot Getaways runs ads in several tourist 
publications in the area, various newspapers, Football and Basketball Programs throughout the 
Southeastern Conference and several major magazine publications including Southern Living, Southern 
Bride, Weddings – Southern Style and At Home Tennessee, to name a few. 

VII. RESERVATIONS SERVICES 

One question property owners often ask is, “When a potential guest calls in, who decides which property 
gets the reservation?”  As I mentioned, a lot of our guests book their own reservation on-line, in which 
case, they choose the property they want.  To keep the property listing as fair as possible, the list of 
properties on the web page is rotated.  Also, we offer “featured properties” on the home page of our web 
site and those are also rotated each time the main page is uploaded or refreshed. 

When the reservationists answers a call from a potential guests, there is a few questions that are 
routinely asked to help determine which properties fit the needs of the guests.  The reservationists will 
check to see what properties are available.  (The lists that the reservationists see is rotated with each call 
so there are always different properties at the top of the list.)  Typically, the reservationists will tell them 
which properties are available with the amenities they want and the guest will go on-line and view them, 
calling back later to book the one they want.  Again, it’s important to remember that guests view the 
pictures of your property and the list of amenities on-line, which is why it’s important to keep your property 
nicely furnished and current.  

Occasionally, owners will look on-line and check the reservations on their property and then look at other 
similar properties on our program to compare the number of reservations.  Sometimes it’s easy to see 
why one property rents more often…they have more of the key amenities: Plasma TV, pool table, 
Jacuzzi, etc.  Other times, however, there doesn’t seem to be a specific reason.  Maybe one property has 
a catchy name or the furnishings are unique.  

We try to remind our owners that the competition isn’t so much the other properties on our program, it’s 
the 22,000 other properties in the area.  That’s the competition!! 

  



 

 

VIII. DIFFERING RATES PER NIGHT 

In the lodging industry, this is known as yield management.  If you were to take a survey of the guests in 
any given hotel, the chances are very good that you will find a variety of rates per night.  The same is true 
in the air line industry.  Just as an empty hotel room or seat on an airplane doesn’t make any money, an 
empty property doesn’t earn any money either.  Our philosophy is that some money is better than no 
money, within reason of course. 

We continually monitor the occupancy of our properties and run specials 3-4 weeks out.  That way, we 
can book the greatest amount of rentals at full price.  We also watch the specials that other rental 
companies are running to be sure that our properties are competitive.  

We have four different seasonal rates:  low-season, mid-season, high-season, and premium-season.  
Premium season is all major holidays with a four night minimum stay.      

Again, remember we want to help you earn as much revenue from your property as possible.  

If you are not making money we are not making money. 

IX. CLEANLINESS OF YOUR INVESTMENT PROPERTY 

Occasionally an owner will stay in their property and be concerned that it isn’t as spotless as their home.  
It’s probably not up to our standards either. Investment properties, unlike hotel rooms, have kitchens, hot 
tubs and large living areas and are spread across the entire county, which makes inspections after each 
turn around virtually impossible.  The properties are inspected by housekeeping inspectors when time 
permits and on a regular basis.  Sometimes, the property may sit empty for several days after it is 
cleaned, dust accumulates and it may appear to you that the cleaners didn’t do a good job. Having your 
property in pristine condition and ready for your inspection at all times is just not possible.  We do have 
extremely high standards when it comes to the cleanliness of our properties and are continually striving to 
attain those high standards.  We also require spring and fall deep cleanings on all of our properties.  This 
is a very thorough cleaning which we hire outside contractors to perform, working around the reservations 
in your property.   

X.  DAMAGES AND MISSING ITEMS 

One of the obstacles we all face in the property management business is tracking items missing from your 
property or finding who was responsible for damages.   We keep a credit card on file for each guest and 
we do charge them for missing items and damages when they are discovered.  There are a couple of 
draw backs to this method. One, the guest can, and often does, dispute the credit card charge with there 
perspective credit card companies. This leaves us, the management company, helpless and the property 
owner stuck.  And, secondly, the damages aren’t always immediately visible (Example:  broken leg on a 
table that is propped up and you don’t find out it’s broken until it’s moved.)  

While you probably know every picture and knick-knack in your property, our cleaning staff and inspectors 
work in lots of properties and can’t possibly recognize that small items are missing.  Housekeepers should 
certainly notice a large item like a television or rocking chair, but given the number of properties a 
housekeeper cleans in a given week, they may not notice small decorations that are missing or minor 
damages.   



  

XI.   WHAT CAN I DO TO MAKE MY PROPERTY RENT MORE? 

There are a few key amenities that guests continually ask for:  hot tub, Plasma/LCD TV, High end 
Electronics, Jacuzzi tub, pool table, foosball, air hockey game, fireplace and views.  The more of these 
key amenities your investment property has, the more it will rent.  Even during busy holiday seasons, 
properties without these amenities will be the last properties rented. 

Also as we mentioned earlier, making sure that your property is kept updated and attractive is important 
since our guests typically view the on-line pictures when making their decision about which property to 
choose. 

XII. MAINTENANCE CALLS 

Explaining this particular area is one of main reasons we wrote this booklet. This is an area where 
misunderstandings may arise. While there are a hundred different scenarios, the main fact to remember is 
that it is to everyone’s best interest to get the property repaired and functional as soon as possible, with 
the utmost regard for our guests’ comfort and convenience. 

We have contracted with an independent maintenance company that can handle many light maintenance 
issues. They are available for emergencies and can respond 24 hours a day, 7 days a week if necessary. 
They cannot do this service for free. Making repairs to your property and furnishings is maintenance, not 
management. We are a property management company and we make our money by the management 
and booking of your property. As part of managing your property we do provide guest service personnel 
to help coordinate the resolution of maintenance and repair issues. 

When a major repair involves the air conditioning, hot tub, electrical appliance, etc., we will 
contract this work out to a qualified, insured company. 

Maintenance Plan 

 American Patriot Getaways strives to be the leader in the property rental industry. As the rental agent, 
we know that we must serve both our owners and guests with the best value possible. We believe that 
value includes offering the cleanest, best maintained units in the market while keeping owner charges to 
a minimum. We operate in a highly competitive and ever changing marketplace. Many forces outside our 
control affect our business. Fuel prices, interest rates, natural disasters, terrorist threats, new property 
construction and competitors discounts all affect our rental rates and occupancy percentages. 

We believe that the best way to increase our occupancy rate is to encourage return guests to our 
properties. The best way to ensure our guests come back to APG is to provide them with a well 
maintained and clean property. As the marketplace becomes more and more crowded with properties, 
this advantage is critical to our company and your properties continued success. 

American Patriot Getaways is committed to providing our owners with innovative solutions to the 
continuing challenges of the marketplace. We believe that this plan, combined with our innovative 
marketing programs will keep us ahead of our competitors and help keep your property booked to your 
and our satisfaction. 

American Patriot Getaways is not a Maintenance company; we are a Rental and Management company 
that offers maintenance scheduling for the convenience of our guests and our partners. Our flat rate 
monthly maintenance plan is an innovative approach to the maintenance of your property. This 
comprehensive plan allows you to pay a set monthly charge, which varies according to the size of your 



property. This plan allows you to budget your costs and eliminates the trip charges for basic monthly 
maintenance repairs. 

Owner is billed a monthly fee according to the following schedule: 

  

1 bedroom property $99.00/month 

2 bedroom property $109.00/month 

3 bedroom property $119.00/month 

4 bedroom property $129.00/month 

5 bedroom property $139.00/month 

6 or more bedroom properties $149.00/month 

  

Parts are not included and billed in addition to the monthly fee. Any work performed outside the realm of 
this plan will be billed separately from this service plan. See additional terms below: 

This monthly plan would include the following services: changing inline water filters, changing a/c filters, 
changing standard light bulbs below 8 ft, tightening door knobs, periodically changing lock box codes, 
excessive trash removal, ash can service, quarterly maintenance inspections and most 15 minute or less 
repairs. Not included in the flat maintenance fee would be the cost of any parts associated with these 
repairs. Please note if you are currently personally maintaining your cabin or you contracted with 
someone else to perform maintenance, you will not be billed the flat monthly fee. While we feel that on an 
annual basis, the new flat fee will be more economical for you, please understand that you are under no 
obligation to use our maintenance system and are free to contract with an outside firm if you choose. If 
you would like to hire your own maintenance company that can respond to guest needs in a timely 
fashion you have this option. Please let us know if you choose to hire your own maintenance firm. 

  



 

 

Not included in this plan: 

  

-maintenance trips by subcontractors 

-floodlights and custom/decorator/halogen bulbs 

-any parts required for repairs 

-lawn care 

-pest control 

-linen replacement fee 

-deep cleaning service 

-firewood 

-gas grill tank replacement/refill 

-owner/builder/utility liaison services 

-hot tub and hot tub cover replacement 

-water heater replacement 

-HVAC replacement/repair 

-Warrantee issues 

  

Any primary structural repairs or problems including but not limited to: foundations, roofing, flooring, 
decking, duct work, electrical systems, pipes, driveways, sidewalks, Chimneys, etc. are NOT INCLUDED. 
All active warranties for your property must be provided in writing to APG prior to the first day of rental. 
APG is not responsible for any item(s) that have an active warranty that are not submitted in writing to 
APG. 

Terms and Conditions: APG has the final say in what is and is not covered by this monthly 
maintenance plan. APG retains the right to terminate this plan at any time with a 30 day written 
notice. 

Exclusions: This is a maintenance/service plan only. No warranty is offered on any repair. APG does not 
guarantee against additional repairs or replacement of any items previously repaired. APG retains the 
right to subcontract any work deemed necessary in accordance with our Rental Management Agreement. 



This plan is offered to help owners manage their costs and plan a budget. They are not intended to be 
comprehensive or inclusive of any particular item. American Patriot Getaways is not a maintenance 
company. Major repairs to the structure of each property are not covered by any service. Examples 
include roofs, foundations, duct work or structural damage of any kind. Replacement of water heaters and 
HVAC systems is not included. APG is not responsible for any loss of revenue due to maintenance 
issues. 

  

Owner Maintained  

As always, you have the option of maintaining your property yourself. While we feel that on an annual 
basis, the flat fee will be more economical for you, please understand that you are under no obligation to 
use our maintenance system and are free to contract with an outside firm if you choose. If you would like 
to hire your own maintenance company that can respond to guest needs in a timely fashion you have this 
option. Please let us know if you choose to hire your own maintenance firm. Please note that APG will not 
rent properties that are not properly maintained and your property will be placed in an “out of order” status 
until all appropriate repairs are made to the satisfaction of the guest or potential guests  

XIII. APPROVAL FOR MAINTENANCE PROBLEMS 

In our management agreement we stipulate a $300 spending limit. This allows us to spend up to $300 a 
month on your behalf without you having to be notified. Let’s face it, you don’t want me calling you every 
time I have to tighten a door lock or replace a $12.00 light fixture. This would tremendously slow down 
routine repairs and I would aggravate you with unnecessary calls. On rare occasions, a problem may 
arise that requires prompt action and if we are unable to contact you immediately, we will exceed this 
limit. For example: an air conditioner compressor breaks down in July. The guest doesn’t want to hear 
about waiting to get approval. They want it fixed immediately and they often remind us how much they are 
paying per night. We always try to save the reservation without moving or losing the guest. In some 
instances moving the guest is not an option, for example on holidays when we are fully booked. Moving 
the guest will not only cost you the lost revenue, but it will also cost us additional housekeeping fees. On 
the other hand, if we have to refund the guest’s money, we all lose. So you can see we walk a fine line 
between keeping the guest and you, the owner, happy.  

When a major repair involves the air conditioning, hot tub, electrical appliance, etc., we will contract this 
work out to a qualified, insured company. We do not ask for, nor accept any referral or kickback fees from 
contractors. A major repair is considered $300.00 or more, as per our Rental and Management 
Agreement, Section VII, B. Our dispatch department will contact you and ask that you fill out our expense 
authorization form. Any expense over $300.00 must be paid by the home owner, either by credit card, 
check or directly to the vendor rendering the repairs. No repairs will begin until completed expense 
authorization form has been returned to APG. No payment will be made to any vendors until any all 
repairs are completed unless otherwise authorized by the home owner. 

Your owner statement will show deductions for repairs done each month, which can be viewed via your 
secure access page online 24/7. You can also review a copy of the maintenance worksheet online so you 
can see the notes from the maintenance personnel.  

New owners sometimes ask, “How do I know if my hot tub was really broken or if you’re just trying to rip 
me off?” The answer is simple, you don’t. In any successful business relationship there must be an 
element of trust. Without trust, neither one of us will make any money because we won’t be focusing our 
energy on what’s ultimately important: attracting guests to your property and creating a memorable 
experience so they will want to come back year after year. 

  



XIV. PROPERTY OWNER / MANAGEMENT COMPANY RELATIONSHIP 

While many management companies have one person on staff that serves as the owner liaison, we do 
not.  We strive to have a very “hands on approach” and prefer to deal directly with you the owner.  We 
value your input and, one way we measure the success of our company is by the success of your 
property under our management.  

One of the major drawbacks to handling the owner relationship in this way is that we are also busy 
running the company and assisting guests.  That means that Fridays, when most of our guests check-in, 
is not a good time to have a lengthy conversation with us, unless of course there is some kind of 
emergency.  

One great way to contact us, especially if you just need to pass along information to us, is to use email.  
My email address is bob@patriotgetaways.com  and Jim Robinson, our manager, is 
jim@patriotgetaways.com .  We have access to email constantly and we will respond promptly.  

As in any business relationship, it is important to respect each others time by keeping regular calls to 
business hours and reserve nights and weekends for emergency calls.  With your help we can continue to 
deal directly with each other without the need of an owner liaison. 

  

XV. “THE GOOD….THE BAD…..AND THE UGLY” 

  

The last topic may be the hardest to discuss because we are delving into an area that is the source of 
most of the problems in the investment property owner / management company relationship.  We will try 
to tread lightly and not step on too many toes.  

If you contract with us to manage your property, that means you must delegate, to us, the authority to 
manage.  You must trust that people you barely know will act in your best interest.  That will be easy for 
some and more difficult for others.  We certainly appreciate your comments and we want to address your 
concerns. We know that we will occasionally make mistakes, but we have been doing this for some time 
now and we DO know what is required to get maximum income from your investment.  

We do want to know your instructions and your opinions because they tell us your direction.  But, when 
you hire a management company, you give us your general instructions and then turn the wheel over to 
us and let us do the driving.  We try to be especially patient during the first few months owners are on our 
program.  We realize that they will have questions and concerns, but please understand we can’t change 
the general way we do business to please each specific owner.  If you reach a point in our relationship 
where you call us two or three times a week and you don’t trust our driving, then it is better for both of us 
if you take the wheel again and there will be no hard feelings on our part. 

Let me give you three examples of situations that we’ve titled “The Good …The Bad …and The 
Ugly”: 

The Good…..I called the owner Mr. A and told him that his sleeper sofa was worn out and we were 
getting complaints from the guests.  

 Mr. A said, “Hmm, that sofa is several years old.  What do you suggest?” 

mailto:bob@patriotgetaways.com
mailto:jim@patriotgetaways.com


I replied,” Well, you could replace the sleeper part of the sofa for about $200, but the sofa is looking a 
little worn.  The cost to replace the whole sofa would be about $550 to $600.” 

“Well, let’s just go ahead and replace it.  I certainly don’t want to start losing reservations because the 
property is starting to look shabby.”  

 “I think that’s wise Mr. A.   Would you like to buy one and bring it down or would you like us to take care 
of it?”  

“We were coming down next month for a couple days so we’ll just buy one when we’re there.” 

“Great, Mr. A.  I feel certain that this will stop future complaints of guests concerning this issue." 

“Good!  I’ll see you in a couple weeks.”   

He’s right…it is good! 

The Bad….I get a call from Mr. B.  He and Mrs. B recently purchased their first investment property and 
selected American Patriot Getaways to manage their property.  It’s a cute one bedroom that I think will do 
well on our program. 

Early one morning I get a call from Mr. B. 

“Mr. B., what can I do for you today?”   

“I just wanted to know if you had noticed our rentals for this month.  Mrs. B. and I were checking the web 
site last night and we only have six nights booked.  We sure thought it would rent more than that.  We 
were looking at one of the other one bedroom properties ‘ABC retreat’ and it has twelve nights.”  

“Mr. B., you guys have only been with American Patriot Getaways a month.  It will take six months to a 
year to be able to really see the results of your property under our management.  ‘ABC retreat’ has been 
on our program for 2 years.  Many of the reservations you see for that property were made several 
months ago.  They are also getting repeat business – people coming back to stay at the same property 
again.  You have a great little property, Mr. B., it just needs a little more time before you can see results.” 

“OK.  It’s just that the realtor told us this thing would generate enough revenue to pay for itself and I’m just 
not seeing that yet.” 

“Again, Mr. B, just give it some time.” 

Two days later, Mr. B. calls again.   

 
“I was looking on the web site this morning and the 3 night reservation at the end of the month is gone.” 

“Let me check on it, Mr. B.  It may have been a cancellation.”  I check the cancelled reservations file and 
sure enough the guest cancelled the reservation.  

“Mr. B., I do show that the guest cancelled.” 

“Oh, wow! That only leaves us the one 3 night stay for the entire month.” 



Mr. B today is only the 5th.  There will probably be more reservations booked for this month than what’s 
showing right now.  And did you look at next month?  There are already 12 nights booked for your 
property!” 

Three days later Mr. B. calls again.  

“Mrs. B’s sister was down and stayed in our property this week and she said there were several limbs in 
the yard.  I thought you guys were supposed to take care of all that.” 

“We did have quite a storm this week.  Were the limbs on the property or driveway?” 

“No. They were in the yard.” 

“Let me check with the maintenance sub contractor and see about that.” 

I check and the maintenance man says there is no reports from the guest, but the cleaners did report 
there were a couple limbs down, and that he’d already taken care of it. 

“Mr. B, we don’t have record of your sister-in-law calling about the limbs.” 

“No, she didn’t call.  She thought the day after the storm you guys would have sent someone around to 
pick up limbs.” 

“No. Mr. B., we wouldn’t disturb the guests unless the limbs were large and on the house or driveway.  
Otherwise the maintenance people or housekeepers would take care of it after the guests leave.” 

“No problem, just keeping you guys on your toes.” 

The next day is Friday and we have lots of checks-ins.  About 10:00 p.m., on the way to help a 
guest who is lost, my cell phone rings.  The night office clerk says Mr. B. just called and he said it 
was important that you call him. I call his home and Mr. B. answers.  

“I forgot to remind you yesterday to be sure to tell the housekeepers that the blue flower arrangement 
goes on the dining room table, not the coffee table. Mrs. B. had that arrangement made special to match 
the curtains.” 

“I’ll be sure to tell them, Mr. B.  Did you have her label the bottom of the arrangement as to where it 
goes?” 

“No.  I didn’t.” 

“Well, that sure makes it easy for the housekeepers.  Guests often move items around and then the 
housekeepers don’t know where to put them back.” 

Mr. B’s first two calls were typical of a first-time investment property owner.  His last two calls 
verged on micro-management, and, the last call was poorly timed.   What would happen if every 
owner called to check about limbs in the yard after every storm….or to be sure flower 
arrangements were on the right table….you get the picture. 

The Ugly…..Mr. & Mrs. C have just purchased their first investment property.  After extensive research, 
they have selected us to manage their property.  When I meet with them, Mrs. C. takes me on a tour of 
the property and points out all the family antiques she has used in decorating.  It’s a beautiful 2 bedroom 



property with a stacked stone fireplace and a beautiful view.   I think to myself with a few changes, this 
property should do very well on our program.  I begin explaining the amenities that are most popular with 
our guests; a hot tub and a pool table.  Their property has neither.  “You could put a hot tub on the deck.  
There is room and the guests would enjoy your beautiful view.”  Mrs. C immediately speaks up, “Oh no.  
I’m putting a patio table out there and a hot tub would make it too crowded.”  “I explain that a hot tub is 
the #1 amenity people ask for, but she insists that it would clutter the deck.  It’s plain to see she doesn’t 
want to talk any more about a hot tub, so I move on “A pool table or an air hockey table would also really 
help rent your property.”   Mrs. C stands up and walks around the living room and gestures with her arms, 
“Where would you put a pool table.  I have spent weeks decorating this property to create just the right 
mood and you want to throw in a pool table!”    I’m walking on thin ice now.  “Mrs. C., your property is 
beautiful and you have done a marvelous job decorating it.   It would be wonderful as a vacation home for 
your family, but you and Mr. C. called me because you wanted to put this property on our rental program.  
As an investment property you are going to want to see return on your investment.  It’s my job to tell you 
what you need to do to maximize that return.  If you will put a hot tub on the deck and turn the small 
bedroom into a game room with a pool table your property would qualify to be listed as a five-star 
property on our program and I know from experience it will rent much more than it will as it is today.  Of 
course, it is your property, but it’s my job to tell you what we’ve learned from experience. 

I leave the information with them and Mr.  C. says they want to talk it over.  They call the next day ready 
to sign the papers, but they have decided to leave the property as it is and see how well it does.  After all, 
they inform me, “not everyone wants a hot tub and a pool table.”   I sign them up and get all the 
information and pictures on the web site.  I get 2-3 calls a month from Mr. C for the next six months 
questioning whether we are really trying to rent his property.  He has been on-line and looked at several 
other 2 bedroom properties and they are renting much more than his.  I remind him that they have been 
on our program longer and that both of the properties he is comparing his to, have pool tables and hot 
tubs. 

Mr. C. ignores the comment and says if rentals don’t improve, he is going to have to move his property to 
another company.    I certainly don’t want an upset owner, but I know without a hot tub and pool table, his 
rentals won’t improve much and the situation will only get ugly. 

* * * 

  

Again, thank you for considering American Patriot Getaways to manage your property.  We hope 
this information will help you in making a decision in choosing a rental management partner.   We 
will be glad to discuss specific questions you have about your property. 

Feel Free to Contact Us Anytime! 

information@patriotgetaways.com 

0r Toll Free at 

1 (866) 367-4838  
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